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In the past year, a dozen 
corresponden t banks* discovered 

the advantages of in-house data 
processing w ith  Jack Henry banking 
software and Banks of Mid-America 
Inform ation Services. They learned 

w hy m ore than 300 banks throughout 
the U nited States already use 

Jack Henry’s Financial Package w ith  
their IBM equipm ent. They also 

discovered w hy Banks of Mid-America 
Inform ation Services can’t be 

m atched for systems m arketing, 
training, installation and support. This 

“banker’s dozen” also found that 
Jack Henry, in partnersh ip  w ith  Banks 

of Mid-America, saves them  money. 
To find out how  your bank can 
save m oney w ith  in-house data 
processing, contact one o f the 

experts at Banks of Mid-America 
Inform ation Services. 

(405) 231-7000.

’ Choctaw State Bank; First National Bank. 
Coweta; Community Bank, Warr Acres; 
Rolling Hills State Bank, Piedmont; First 
National Bank, Stigler; Citizens National 
Bank, Okmulgee; Mannford State Bank; 

First National Bank, Clinton; Farmers Bank, 
Carnegie; Vian State Bank; First National 

Bank, Pauls Valley; Rockwell Bank, 
N A , Oklahoma City.

Banks of Mid-America
Information Services

P.O. Box 25848 
Oklahoma City, OK 73125 

Member FDIC
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MID-CONTINENT
BANKER
Banking Wire________________________

Late-Breaking News From the World of Banking

CLEVELAND NAMED MCB EDITOR. John L. Cleveland assumed the additional duties as 
editor of MID-CONTINENT BANKER as of September 1. He has served as associate 
publisher since July 1. Mr. Cleveland joined the MCB staff in 1983 following service 
as editorial director for another publisher of trade magazines based in St. Louis. 
He holds degrees from the University of Illinois and Southern Illinois 
University-Edwardsville.

k k k

MORE FED EXAMS COMING. The Federal Reserve Board has announced it plans to increase 
the number of examinations of banks it supervises and place managers and directors of 
problem banks on notice of their responsibility to "shape up" their institutions. 
The Fed says state-chartered banks will receive full exams by the Fed or state 
examiners every year instead of the present 18 months. Institutions with more than 
$10 billion in assets will be examined annually and also will receive limited-scope 
examinations. Medium-size bank HCs with major nonbank subsidiaries making loans also 
can expect annual full exams; currently such institutions are examined every 18 to 36 

| months. Other medium-sized HCs will be examined every two years and smaller HCs will 
have more frequent examinations. The new policy is designed to "focus resources on 
the larger institutions and those that have emerging problems," the Fed says.

* k k

IOWA MORATORIUM PUTS SPOTLIGHT ON AG PLIGHT. Iowa Governor Terry Branstad has called 
the nation’s attention to the agricultural crisis by declaring an "economic 
emergency" in the state that enables farmers to seek one-year postponements on 
foreclosures. Few farmers are expected to benefit from the action because of 
expected legal challenges and confusion over what types of farm loans the moratorium 
covers. Many banks state they already have imposed moratoriums of their own to help 
struggling farmers with debt-payment problems. Gov. Branstad said his decision to 
invoke a moratorium was designed to send a "loud and clear" message to Washington 
about the seriousness of the farm crisis. The action was criticized by both the Iowa 
Bankers Association and the ABA as likely to hurt the farmers it is intended to help.

k k k

RESCUE-TOOL EXTENSIONS VOTED BY CONGRESS. Congress recently cleared legislation 
extending for an additional six months two measures used to rescue ailing financial 
institutions. The legislation extends the net-worth-certificate program for troubled 
thrifts and the authority for regulators to permit emergency interstate takeovers for 
failed institutions with more than $500 million in assets until next April 15. The 
two provisions of the Garn-St Germain Depository Institutions Act of 1982 were set to 
expire last October 15. At press time, President Reagan was expected to sign the 
legislation momentarily.

k k k

INTERSTATE BANKING BILLS GAIN FAVOR. As many as 37 states could have interstate
banking authorization by the end of 1986, according to a New York City consulting 
firm. Twenty-two states have the authority now. Most states are expected to take 
the regional or contiguous-state approach, although New Mexico and Vermont are 
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leaning toward nationwide authority. States where enactment of enabling legislation 
is most likely include Michigan, Illinois, Wisconsin, Missouri and New Jersey. The 
District of Columbia also is likely to join the crowd. States where enactment fever 
is seen as moderately strong include Delaware, Hawaii, Iowa, Kansas, Minnesota, New 
Mexico, Montana, Pennsylvania and Vermont.

TREAT FAILING BANKS EQUALLY, FDIC-CHAIRMAN NOMINEE SAYS. William Seidman, who is 
expected to succeed William Isaac as FDIC chairman soon, says he will "come up with a 
plan" to treat large and small failing banks equally. He said he is considering 
several possibilities to eliminate the disparity in handling failing institutions. 
Among the possibilities is one that would let big banks fail as well as small banks. 
Another possibility would be to make partial payment to all uninsured depositors. 
Mr. Seidman supports an increase in bank capital requirements to 9%, regional 
compacts and risk-based premiums for deposit insurance.

BANKERS HAVE RESERVATIONS ABOUT NATIONWIDE BANKING. Top bankers generally support 
geographic deregulation taking place in the U.S. but they have reservations about 
nationwide banking, according to a Touche Ross survey. Though two-thirds of the 355 
executives surveyed by the consulting firm feel nationwide banking is inevitable, 
fewer than one-half support it. More than 60% of those surveyed said they have been 
involved in a merger and 83% said their institutions have either approached or been 
approached by another bank from within their own state. Almost 20% have had 
discussions with institutions from other states.

BANK CHARGE CARDS TOP $4-BILLI0N IN MIDWEST. The dollar volume of bank charge-card 
business in the Midwest topped $4-billion for the first time during fiscal 1985, 
according to the annual report of Credit Systems, Inc., St. Louis. That’s an 
increase of almost $1 billion over the previous year’s figure, or a 21% rise. 
Individual cardholder transactions were up 13%.

ABA SEEKS PRELIMINARY INJUNCTION IN SUIT AGAINST SEC. The ABA has asked the U.S. 
District Court in Washington, D.C., for a preliminary injunction in its suit against 
the SEC over the commission's new Rule 3b-9 that requires that banks involved in 
certain securities transactions register as brokers with the SEC. The rule is 
scheduled to go into effect next January 1. The ABA says the rule will be harmful to 
banks because it will cost banks a great deal of money to comply with it. The ABA 
also says banks would not be able to recoup compliance expenses should the rule be 
declared illegal.

* * *

k k k

k k k

k k k
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Yield ahead.
Improving the yield on your investments 

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

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

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

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

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

Our Bond Group 
representatives are 
trained professionals in

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

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

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

Then we com e beck to 
you with an objective, third- 
party recommendation.
It demonstrates steos 
that can strike a chord 
between your banking ob jec
tives and bond portfolio.

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

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

will introduce new tech
niques to help immunize 

your portfolio from 
rate fluctuations. 

BANK SERVICE'S® 
total orchestralion of 

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

To learn how we can be instru
mental in improving your bank's 
position call Stephen H. Kovacs, 
Managing Director, BANK SERVICE® 
at (212) 412-2600, or write to 
55 Water Street, New York, NY 10041. 
Because it's time your bond port
folio worked in concert with your 
banking activities.

L. F. ROTHSCHILD, UNTERBERG, TOWBIN 
BANK SERVICE®

We help orchestrate banking success.
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Farmers React to Pressures

Some plan to leave 
farming, others 
fish for alternatives

A STUDY of Alabama agriculture 
conducted by Auburn U niversi

ty has confirmed what many Alabama 
banks already see in their ag-loan po rt
folios: Alabama agriculture is not well.

The debt-to-asset ratio of farmers 
has grown from its typical 15% to 17% 
level to 28.5%. More than a th ird  of 
farm ers su rveyed , 38%, said th ey  
probably would leave farming in the 
next five years.

“ Low p ro d u c t p r ic e s ” was th e  
reason for financial difficulties most 
often cited by the farmers surveyed. 
High in terest rates and the high cost of 
inputs also w ere listed by half of those 
w ho re sp o n d e d . D e c lin in g  a sse t 
values in a g ricu ltu re  have fu rth e r  
eroded farm ers’ solvency and caused 
lenders to look more closely at agri
cultural loans and show m ore concern 
for profitability and repaym ent ability.

On the brigh t side, “farm ers are 
looking for alternative enterprises as 
never before,” says Joe Yeager, head of 
the departm en t of agricultural eco
nomics and rural sociology at Auburn.

For example, many farmers in w est
ern Alabama are getting into catfish 
farming, Mr. Yeager points out. 

“They are benefitting from an elastic

dem and for catfish. D em and for catfish 
is really growing,” he says. D em and 
for traditional commodities is inelastic, 
he adds.

“Bankers have been  very skeptical 
and hesitant to lend to catfish farm 
ers ,” Mr. Yeager says. “I can see why 
—  because they don’t have the back
ground and expertise in this area. ”

Bankers should consider studying 
catfish farming, both its risks and re 
w ards, so they  can m ake m ore in 
form ed loan decisions, Mr. Yeager 
suggests.

Mr. Yeager recently spoke at the 
Commercial C redit Conference of the

•  D el R.Tonguette has joined First 
N ational Bank of C om m erce, New 
Orleans, as vice president and director 
of GulfNet, a regional ATM network.

•  C. Geron “G ee-G ee” Hargon has 
been  elected  senior vice president/ 
commercial banking group at Fidelity 
National, Baton Rouge.

•  Hibernia Corp., New Orleans, 
has agreed to acquire Southwest Banc- 
shares, In c ., p a re n t of S ou thw est 
National, Lafayette. Upon completion 
of this acquisition and the acquisition 
o f F id e lity  N a tio n a l C o rp ., N ew  
O rleans, H ibern ia  C orp. will have 
approximately $3.5 billion in assets.

•  First Alabama Bancshares, Inc., 
has com pleted its acquisition of Com-

Alabama Bankers Association.
More knowledge of agriculture in 

general is needed in the loan depart
m ent, he says.

“Banks ought to hire ag agents who 
know agriculture,” Mr. Yeager urges. 
Several Alabama banks already have 
done this successfully, hiring recent 
college graduates with ag educations, 
or county agents, he says.

The ag ricu ltu ra l s tudy  was con
ducted by professor William E. Hardy 
Jr., and researchers J. Stanton Smith 
and Laura R. Cox of the departm ent of 
agricultural economics and rural soci
ology at Auburn. •  •

mercial Bank of Andalusia, and has 
a g re e d  to a c q u ire  S h e lb y  S ta te , 
Pelham. F irst Alabama has assets of 
$3.5 billion.

•  John P. Cabri has been  nam ed 
president and city executive officer of 
Central Bank of the South, Cullman, 
Ala.

•  Robert C. Baird Jr. has been  
prom oted to p resid en t at AmSouth 
Bank, Jacksonville, Ala.

•  Hayse McGahey has been nam ed 
chairm an/CEO  and Jim Flem ing pres
ident at SouthTrust Bank of Tuscaloosa 
County, N orthport, Ala.

•  Thomas L. Evans has been  pro
m oted to president and S tephen E. 
Medlock to executive vice president at 
Phenix-Girard Bank, Phenix City, Ala.

•  Sanwa Bank, L td., a Japanese 
banking company, has signed an eco
nom ic-developm ent agreem ent with 
the state of Alabama calling for an ex
change of information that would assist 
Alabama com panies in investing in 
Japan, and vice versa.

•  Simpson Russell has been  elected 
president/C EO  of F irst National, F lor
ence, Ala., and its parent, F irst U nited 
Bancorp, Inc.

•  Don R. Mullen has been  elected 
vice president/consum er services divi
sion of L iv ingston  Bank, D enham  
Springs, La.

J u s t  a  
p h o n e  c a l l
a w a y .
No waiting 
No worry
Available now throughout 
the Mid-Continent area. 
Other temporary facilities 
in various sizes.

MPA SYSTEMS^
4120 Rio Bravo El Paso, Texas 79902 

(915) 542-1345 or (915) 542-1461

Transitions in Alabama/Louisiana/Mississippi
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AmSouth Correspondent Services.

Smart ideas.
Straight

As Alabama’s largest 
financial institution, 
AmSouth is in a unique 
position to offer you— 
and your custom ers— 
a complete range of 
correspondent banking 
services. Quickly and 
efficiently.

T hat’s why talking 
with AmSouth Bank is a 
sm arter idea than ever. 
W hether your bank could

benefit from expertise 
in Asset-Liability Man
agement, Investment 
Services, International 
Banking Services, Data 
Processing, or specialized 
credit services, your per
sonal, full-time AmSouth 
Correspondent Relations 
Manager can talk about 
your needs. Your custom
ers’ needs. And your 
bank’s bottom line.

talk.
For more information 

on how to put AmSouth’s 
experience to work for 
you, call Charlie Gray at 
1-800-282-4100 (in Ala
bama) or 1-800-633-6612 
(outside Alabama). And 
let’s talk about a smart 
idea...

^V m S O U T H s
©1985 AmSouth Bancorporation. Member FDIC.

Charlie Gray, Vice President, Correspondent Banking Department.

- a
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Ideas for Farm, Ag-Bank Survival 
Given by Market-Day Speaker

By Jim Fabian
Senior Editor

Ap p r o x i m a t e l y  250 bankers
from Missouri, Kansas and Iowa 

recently heard a stockyards executive 
give four approaches that could help 
farmers and ag bankers survive the de
pressed agricultural economy.

Gail T ritle , executive vice p resi
den t, U nited Stockyards C orp., St. 
Paul, to ld  bankers th a t th ey  m ust 
strive to be m ore efficient, make be tte r 
use of options and futures m arkets in 
im proved risk m anagem ent, change 
the structure of agriculture and find 
new approaches to ways farmers and 
agribusiness can work together.

Mr. Tritle spoke at the annual M ar
ket Day at the Yards, sponsored by 
F irst National and First Stock Yards 
banks, St. Joseph.

Addressing the efficiency approach, 
Mr. Tritle said farmers sometimes are 
offended w hen told to seek ways to cut 
costs because they think they have cut 
operational costs to the bone already. 
But, he said, labor costs can be cut and 
investm ent in m achinery often can be 
reduced.

“W e may have over-equipped to the 
point that farming isn’t supporting the 
kind of equipm ent w e’ve h ad ,’’ he said. 
“There has to be a trade-off betw een 
that investm ent and the labor farming 
requires.’

He added that there  will be a change 
in agriculture in subtle ways, including 
land ownership w hereby a migration 
back to land rental my develop. Land 
held by banks that obtained it through 
unpaid  loans may be farm ed  by a 
tenant for a long tim e, he said.

“A lot of people think we will lose 
the family farm, bu t I don’t think so,’ 
he said. “W e have dem onstrated that 
the family farm is the efficient m ethod 
of agriculture. I think there  will be 
more custom feeding of hogs, letting 
the family farm continue w ithout the 
risk of ownership. If they don’t have 
the m oney to buy hogs and cattle, 
someone will come down the road who 
will buy the animals and pay for cus

tom feeding.”
H e cited a pilot program by U nited 

Stockyards that pays farmers to feed 
hogs for the firm, with a company su
pervisor serving as advisor.

The tentative re tu rn  of such an op
eration appears to be about $4 to $5 per 
hog on an investm ent of $70, he said. 
That adds up to re tu rn  of about 16% to 
20% befo re  taxes. H e ad d ed  th a t 
U nited is thinking of designing a ser
vice to be sold that would “let the farm
er and friendly lender” own animals 
being prepared for market.

He cautioned ag bankers to take the 
lead from farmers by trim m ing costs in 
order to survive. Bankers as well as 
farmers are going to have to cut back 
on labor costs and find o ther econo
mies.

“Some farmers won’t make it and 
some banks w on’t make it, he said. 
T hat m eans th a t bo th  farm ers and 
b a n k e rs  —  and  o th e r  a g -re la te d  
businessess —  are going to have to 
seriously consider that they m ight be 
among those that fail.

He added that there  will be no stig
ma in failure, w hatever consolation 
that might be. •  •

Mergers/Acquisitions 
In Missouri

•  Mercantile Bancorp, St. Louis, 
has com pleted acquisition of Gravois 
Bancorp, St. Louis-based HC that 
owns Gravois Bank, which has five 
locations in south St. Louis County.

Assets of Gravois Bancorp as of last 
June 30 w ere in excess of $267 million 
and shareholders’ equity was in excess 
of $20 million.

•  Landmark Bancshares Corp., St.
Louis, has agreed to acquire B rent
wood Bancshares C orp ., St. Louis. 
Brentw ood Bancshares owns B rent
wood Bank and has assets of approx
imately $75 million and two banking 
locations.

Landmark Bankshares has assets of 
approxim ately $895 m illion and 20 
locations in St. Louis, Kansas City and

Springfield.
•  Commerce Bancshares, Kansas 

City, has m erged its banks in St. Louis 
city and St. Louis County into one in
s t i tu tio n , C o m m erce  B ank of St. 
Louis, effective next January 1.

C om bined assets for the m erged 
banks are expected to be $1.9 billion, 
with net worth of $125 million when 
the m erger is com pleted.

•  Mark Twain B an csh ares, St. 
Louis, is seeking approval from the 
Com ptroller of the C urrency to con
solidate its eight St. Louis banks into 
one in s titu tio n  to be called  M ark 
Twain Bank, N. A.

Reasons for the consolidation in 
clude custom er convenience and a 
m ore efficient adm inistrative struc
ture, according to John Dubinsky, HC 
p resid en t. Each M ark Twain bank 
location will keep its local identity  and 
will remain a full-service institution.

Missouri Transition
•  D an S. Spencer Jr. has been  

nam ed a vice chairman/advisory direc
tor at U nited Missouri Bank, Kansas 
City. He heads the bank’s operations 
d ep artm en t and joined the  firm in 
1969.

‘Tower of Money’ Winner

Next best thing to winning a state lottery 
was winning the more than $2,600 con
tained in a three-foot-tall replica of Mer
cantile Tower, home of Mercantile Banc
shares, St. Louis! Bruce M. Absheer Jr. (I.), 
Treasury Dept, employee, came closest to 
guessing the amount of money in the repli
ca during a contest sponsored by the HC in 
connection with the opening of St. Louis 
Centre, new downtown shopping mall that 
connects to Mercantile Tower. More than 
10,500 entries were collected. At r. is 
J. David Huber, e.v.p.-retail banking for 
Mercantile Trust, St. Louis. Winner Absheer 
promptly deposited his w innings in a 
money-market account at Mercantile!
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We put our resources 
and our resourcefulness 

to work for you.
ercantile Correspondent 
Banking Services.

One measure of a bank’s ability to serve you is 
its resources.

Does it offer the continuity of a capable 
correspondent banking staff and the financial 
maturity of an established bank, to provide the 
kind of relationship that will most directly benefit 
your bank? At Mercantile, we do.

When you bring your correspondent banking 
needs to Mercantile, you’re drawing upon the 
resources of one of the strongest banks in 
Missouri. A bank with unsurpassed expertise in 
correspondent services that directly affect your 
bottom line.

An equally important dimension of service 
though, is in how we serve. That’s where resource
fulness comes in. Having the kind of people 
who find a way to get the job done, the way you 
want it done—that’s what resourcefulness is 
all about.

It’s that kind of approach that sets apart our 
correspondent bankers from other correspondent 
bankers.

And it’s that kind of approach that makes 
Mercantile Bank, the resourceful bank.

Member FDIC

MERCnnTIIE
BRIK

The resourceful bank
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Exxon to Accept MPact Cards 
For Gas Purchases in Texas

CORP, operator of the M Pact 
E lectronic Banking Network, 

has been nam ed the first banking firm 
to participate in a POS system devel
oped by Exxon Co. USA that will sup
port the acceptance of debit cards at its 
service stations across the nation.

The system perm its bank custom ers 
to purchase gasoline and other services 
at Exxon stations w ith the ir M Pact 
cards.

Service is expected to start in Austin 
and San Antonio by early D ecem ber. 
A bout 100 service stations are ex
pected to participate. Later this year, 
the  service is expected  to becom e 
available at about 300 service stations 
in the Dallas-Fort W orth area. H ous
ton and other m arkets are on tap for 
the service in 1986. Eventually, trans
actions will be accepted  at approx
im a te ly  17 ,000  se rv ic e  s ta tio n s  
throughout the U. S.

The service-station systems operate 
similarly to ATM systems. Card read
ers will p erm it custom ers to en te r 
their PIN num bers to com plete trans
actions. Custom ers will use the same 
PINs that authorize their ATM trans

actions. Funds are transferred auto
matically from custom ers’ accounts to 
Exxon’s account.

Exxon will treat POS transactions as 
though they w ere cash transactions, 
qualifying M Pact cardholders for a 
four-cents-a-gallon discount. The ser
vice is being offered to Exxon dealers 
on an optional basis. •  •

Lynx ATM Network Formed; 
20th Largest in Nation

Almost all the ATMs in New Mexico 
have been linked into a network called 
Lynx that serves 75 banks, S&Ls and 
credit unions.

The statewide network is said to be 
th e  n a tion ’s 20th largest. It serves 
835,000 accounts with 280 ATMs in 33 
communities.

The network was pu t together by 
founding m em bers/ow ners com prised 
of A lbuquerque F edera l Savings & 
Loan, F irst In terstate Banks of New 
Mexico, F irst National, A lbuquerque, 
B anquest C orp ., Sunw est Financial 
S erv ices and  U n ited  N ew  M exico 
Financial Corp.

Sunwest owns the switch and de
veloped the software from the n e t
work. It was the catalyst in forming the 
netw ork  and took the  in itia tive  in 
creating the nonprofit corporation that 
runs the system. It took about a year 
for all founding m em bers to agree on 
formation of the network.

A three-year agreem ent is in force 
that perm its shared research and d e 
velopm ent costs and m aintains and 
prom otes separate proprietary access- 
card programs at each m em ber institu 
tion.

Transactions initially will be lim ited 
to withdrawals from checking and sav
ings accounts, balance inquiries and 
transfers betw een checking and sav
ings accounts, according to Lynx chair
m an L arry  C arte r, chairm an/presi- 
den t, Banquest National, A lbuquer
que. C redit card cash advances are ex
p e c te d  to be available w ith in  two 
years.

Power-Failure Protection 
Provides by Generators

Total around-the-clock protection  
from power failure now is available at 
Texas American Services, Inc., Bed
ford, a subsidiary of Texas American 
Banks.

Texas American Services is the data 
cen ter for all Texas American banks in 
north Texas. It operates around-the- 
clock.

Three 1,000 kw generator sets, each 
pow ered by a 1,490 hp diesel engine, 
guarantee power-failure protection for 
the facility, according to Jim W alker, 
m aintenance manager. The generator 
se ts  p r im a rily  p ro v id e  s ta n d b y  
em ergency  pow er for th e  facility’s 
c o m p u te rs , b u t th e y  can p ro v id e  
enough power to service the electrical 
n eed s of th e  e n tire  b u ild in g  —  a 
170,000 square foot masonry and glass 
three-level structure.

The entire power plant, chillers and 
em ergency batteries are located below 
ground level. The em ergency b a tte r
ies can keep the facility’s com puter 
network operating w ithout a “b lip” un 
til the generator sets come on, should 
there  be a pow er failure, Mr. W alker 
says.

More State News — Pages 58 to 64

Modular Unit Puts Bank in Drive-in Business

What's a newly chartered bank to do when it operates out of a storefront with no space for 
a drive-in when management realizes a drive-in is necessary to ensure growth? Manage
ment of Independence Bank, Plano, asked Son Corp., financial-building supplier based in 
Wichita, to build and furnish a self-contained drive-in facility in one modular unit. The 
turnkey unit includes space for two tellers, a night depository, drive-up window and three 
additional lanes equipped with remote teller units. Son Corp. says the facility can be 
moved to the bank's permanent headquarters building when that structure is built.
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You can declare your in d e
p en d en ce from uncontrollab le  
serv ice  bureaus or co stly  data  
p ro cessin g  system s w ith  
LIBERTY!^

B enefits of the LIBERTY 
Solution
Im proved O perations
LIBERTY offers unique operational 
capabilities because the system was 
designed by bankers for use in the 
community bank. LIBERTY is built 
upon the Customer Information File 
and can provide your customers 
with a single statem ent report 
reflecting all their account relation
ships with your bank. Relationship 
banking is a  reality with LIBERTY!

LIBERTY is an "on-line/real-time” 
system that facilitates immediate 
access to your custom er’s accounts, 
providing immediate account data 
and current balances. Among other 
LIBERTY capabilities are: account 
access by account number, customer 
nam e (or short name), access to the 
total customer account relationship 
in your bank, customer profitability 
loan analysis, reduction of daily 
manual general ledger tickets, and 
extension of daily cut-off timing. A 
decision to change service fees or 
make product changes can be 
im plemented instantly.

The IBM* S/36 
Banking Solution that 
sets you free!
The proven in-house system for community banks.
Designed by IBM for the System/36, 
the full function LIBERTY System 
includes:

• Central Information File (CIF)
• Demand Deposit Accounting 

(DDA)
• investment Deposits 

—savings
- C D ’s

• Loan Accounting (participation) 
—installment 
—commercial
—mortgage

• Financial Information System 
« Asset Liability M anagement...

and much more

Best of all, LIBERTY is a cost- 
effective solution to your processing 
needs. It brings efficiency to your 
operations, provides timely and 
detailed reports when you need 
them, improves customer service 
and offers the flexibility you need to 
accom m odate future growth and 
additional products. The LIBERTY 
Banking System oilers a smooth 
proven implementation process for 
established institutions, and is the 
ideal system for start-up 
organizations.

LIBERTY is successfully installed in more than 
200 financial institutions throughout America.

r i

M anagem ent Inform ation
Comprehensive, timely and accu
rate information is available to m an
agem ent. Decisions and marketing 
plans affecting the profitability of 
the bank are facilitated by LIBERTY. 
You can analyze each account and 
each relationship use “what if” 
simulations to project the impact of 
several alternative fee or service 
decisions, and target specific groups 
of bank customers for such products 
as line of credit, financial planning, 
automatic transfer and automatic 
loan payments.

Profits and O perational Control
In addition to the profit potential of
fered by increased services and profit 
analyses, LIBERTY brings eliiciency 
and savings to your operations. 
Internal processing usually results in 
substantial cost savings and always 
provides you control of the process
ing environment. No longer is your 
bank at the mercy of off-site process
ors who are only interested in their 
profits. Your investment in the IBM 
System /36 and the LIBERTY Banking 
System is one which will continue to 
pay dividends in the future.
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Serv ice  for Bank C ustom ers
Easy to use customer service tools 
are provided by LIBERTY allowing 
your personnel to have flexible, 
instant, accurate and complete cus
tom er information. The result is fast 
response to customer inquiries and 
prom pt accommodation of requests 
for changes to accounts...this means 
customer recognition of service and 
responsiveness!

F lexib ility
Because the future requires flexi
bility, LIBERTY offers a continuing 
development and system enhance
m ent program to help you keep 
abreast of new opportunities and to 
insure regulatory compliance.

Support
LIBERTY provides a total in-bank 
processing solution from one source, 
including planning, implementation, 
hardware, software, training, system

support, IBM m aintenance contracts, 
and on-going technical supports.

Experienced bank data process
ing personnel consult and guide 
proper use and organization of the 
system.

The LIBERTY Banking System is 
a totally integrated system, with the 
capability to render consolidated 
statements, analyze account profit
ability, and perform “w hat if” simu
lations that make it possible for 
m anagem ent to predict the effect of 
fee structure and marketing deci
sions before they are put into place. 
The LIBERTY Banking Solution 
becom es your partner in progress 
and profits!

Liberty is a product of Broadway  
& Seymour, a major provider  
of IBM system s developed for 
financial institutions.

For more details on how LIBERTY 
can help free you from m any of the 
headaches and costs of data process
ing, call:

C om puter System s and Services

Trvon at Third
Charlotte, North Carolina 28202 
(704) 375-4700

2277 West Highway 36 
St. Paul, Minnesota 55113 
(612) 633-3800

104 Decker Court, Suite 250 
Las Colinas-Dallas, Texas 75062 
(214} 256-6673

coni meed on the following page — *-----*-------*------■------
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A General 
Overview 
of LIBERTY

Simplicity of Operation—Non-technical 
bank employees easily learn and 
utilize the LIBERTY Banking System. 
Menu Driven—The system is directed 
through the choice of a menu option 
and selections.
Integrated Software—All applications 
are designed to interface or “talk'’ to 
each other, eliminating duplication of 
effort for data entry. The integrated 
capability allows completely automatic 
data transfers between applications. 
Parameter Driven—Parameters allow 
alterations to the system’s internal 
method of operation without program
mer expertise. The system is designed 
for maximum internal bank control. 
Deposit service charges, variable rate 
loan changes, statement messages, and 
CD rate changes are only a few parame
ter change possibilities.
Security—The LIBERTY Banking Sys
tem with its System Support Program 
(SSP) enables a security officer to limit 
security access at account, function 
and menu levels.
On-Line Inquiries—All customer 
accounts may be accessed by account 
numbers, by full name, or by any por
tion of their name. Inquiry can be 
made into account data, full customer 
relationship, transaction history, cus
tomer profitability, restrictions on the 
account, or narrative on the account. 
Simple function codes allow easy 
movement between inquiries. Inquiries 
into the various applications can con
tinue into the daily updating process. 
Automatic Reporting—This inte
grated system prints as part of the nor
mal updating process complete daily, 
monthly, quarterly, and annual reports. 
Federal Regulatory Changes—Our 
commitment is to support all Federal 
Regulatory Changes in the LIBERTY 
Banking System as needed.
ATM Support—LIBERTY will inter
face to most ATM Equipment, with 
memo post capability and posting for 
multiple banks. Network support and 
strip file creation is available with addi
tional programming.

Multiple Banks—LIBERTY has the 
capability to process individual banks, 
each with separate iiles for integrity of 
data entry, inquiry and reporting. 
Account Maintenance—Entries can 
be by MICR documents or keyed into a 
CRT. Keyed dollar or maintenance 
transactions are available throughout 
the day for validation or deletion prior 
to system updating. Transaction totals 
are also available for periodic balanc
ing of keyed entries.
Transaction Codes and Account 
Numbers—LIBERTY will support 
most of your existing trancodes and 
account numbers, insuring a smooth 
conversion.
Controls and Profit Centers—The
LIBERTY Banking System provides up 
to 899 controls for separating accounts 
in each application, for reporting totals 
and General Ledger posting. Addition
ally there are ninety-nine possible 
profit centers for branch, facility, and/ 
or cost accounting reporting. Separate 
reports from each application are 
printed by controls. General Ledger 
reports such as the Income Statement 
and Balance sheet are produced by 
profit centers.
Teller System—Debit and credit 
memo posting from tellers and ATMs is 
handled on-line in real-time giving up 
to the minute account balances. Tellers 
also have the capability to post a trans
action on “today's work’ or “closed 
out!’ A closed out transaction will be 
held through the daily update and 
appear as a pending transaction on the 
following day’s Memo Post screen.
User Exits—Within each application, 
provision is made for the bank to easily 
exit the program to run sub-routines. 
This gives the capability to develop 
specialized programs for internal 
bank needs with minimal technical 
assistance.
Audit Confirmations—For both inter
nal and externa] audit requirements, 
the LIBERTY Banking System allows 
multiple selection criteria for verifica
tion notices and reports.
Special Management R eporting- 
Dozens of reports are available on a 
request basis for in-depth management 
analysis and review.
Interest Reporting—1RS data is pro
vided via diskettes or tape. 1099s for

customers are also printed. Consoli
dated interest reporting is available for 
all customer interest earned and inter
est paid. Tracking for social security 
certification, withholding codes, and 
customer sources for missing social 
security numbers are only some of the 
account reporting support.
Variable Rate Accounts—The CD 
and loan applications allow variable 
rate changes to groups of accounts v/ith 
one maintenance entry.
Automatic Application Transfers— 
Internal system transfer of lunds 
between deposit and loan applications 
is set up to move the funds automati
cally with forecasted and posted trans
action reporting.
Statements—Statements are printed 
in check serial number sequence with 
missing serial numbers flagged. A com
bined (UNI) statement for your cus
tomers is available with LIBERTY. 
Exception Reporting—The bank 
selects the exception criteria such as 
stop pays, holds and call report periods 
and amounts. Additional items are 
identified through parameters and 
account levels automatically printed by 
the system.
Schedule J Reporting—Is generated 
as part of the quarterly reports with 
totals for certificates and loans.
Direct and Indirect Liability 
Tracking—Reports and inquiries 
supply data to track direct and indirect 
liabilities for both customers and non
customers.
Users Group—An active national 
users group is a valuable resource for 
designation of system enhancement 
input to Broadway & Seymour as well 
as a communication vehicle for LIBERTY 
Banking System users.
Hardware—The LIBERTY Banking 
System is designed for the IBM System/ 
36. Peripheral equipment can include the 
document processor, ATM equipment, 
Personal Cbmputers and the IBM 4700 
Branch Automation System.

............... ■ .... ......— .

BROADWAY
&SEYMOUR,

' ‘"’S
Computer Systems and Services

The LIBERTY Banking Solution was formerly 
the NuComp System, marketed as the 
IBM Banking System.

IBM is a registered trademark of International 
Business Machines, Inc.
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Capital Planning for Regulatory Purposes

By James V. Elliott
Washington Bank Consultants, Inc.

BANKERS and regulators view 
capital in different ways.

The regulators’ perspective is influ
enced by their prim ary occupational 
mission —  to protect the safety and 
soundness of th e  bank ing  system . 
Bankers, on the o ther hand, primarily 
are concerned about earnings, espe
cially earnings on equity. These oppos
ing views have coexisted for many 
years, with the outcom e being a steady 
decline in capital-to-asset ratios.

Prior to the recent regulatory push 
for minimum capital, there  w ere some 
people, both  inside and outside of 
banking agencies, who felt that even
tually bank capital ratios —  at least for 
the largest banks —  would fall to a 
point w here the CD  m arket would ask 
a prem ium  and, at some point the in
creased cost of capital funds would 
lower return  on equity so that a capital 
floor would be established.

Recent increases in bank failures 
have cut short any policy that might 
have allowed banks to set their own 
capital ratios in response to m arket 
forces. Perhaps the pressure on de
posit insurance and the im plied prom 
ise of rescue for the largest banks made 
it impossible for m arket forces to set 
bank capital levels.

W h a tev e r th e  cause, reg u la to rs  
have stepped in and have begun reg
ulating capital vigorously. They asked 
for and received legislative authority 
to set capital ratios for all banks. They 
now set m inimums for the most highly 
rated banks and individual levels for 
problem  banks. Failure to achieve the 
re q u ire d  ratio  is grounds for civil 
money penalties.

Since capital cannot be raised over
night, the regulator usually asks the 
bank for a plan to raise the ratio to a 
required  level by a certain date. Typi
cally, this plan m ust be subm itted to 
the regulator for approval.

A capital plan subm itted in response 
to a regulatory request is very different 
from a capital plan drawn up strictly for 
private entrepreneurial purposes even

though they may be similar in appear
ance. The draftsman of the regulatory 
plan m ust focus on m eeting the re 
quired ratio. The entire plan m ust be 
built around achieving and m aintain
ing that ratio.

In contrast, the long-term  e n tre 
preneurial capital plan for the bank 
m ust be concerned  w ith absorbing 
start-up costs and retaining sufficient 
e a rn in g s  to r id e  o u t u n e x p e c te d  
threats to the venture. Private plans

TABLE #  1
COMMUNITY BANK CAPITAL PLANNING MODEL

Income Projections

1984 1985 1986 1987 1988 1989
Spread in % 4.90 4.02 4.85 5.00 5.00 5.05
Net int. Income 0.74 0.73 0.98 1.11 1.22 1.36
Prov. for loan loss 0.33 0.10 0.18 0.20 0.22 0.24
Non-int. income 0.06 0.07 0.08 0.10 0.11 0.11
Non-int. expense 0.37 0.44 0.58 0.66 0.70 0.77
Securities gains 0.00 0.00 0.00 0.00 0.00 0.00
Result before tax 0.09 0.26 0.30 0.35 0.41 0.46
Tax effect -0 .0 5 -0 .12 -0 .1 4 -0 .1 7 -0 .2 0 -0 .22
Net 0.04 0.14 0.16 0.18 0.21 0.24
Result in ROA% 0.28 0.68 0.70 0.72 0.77 0.78

Assets: 18.35
Asset Projections

20.57 22.63 24.89 27.38 30.12
Cash & due 0.84 0.94 1.04 1.14 1.25 1.38
Investments 5.27 5.91 6.50 7.15 7.86 8.65
Loans net 11.08 12.42 13.66 15.03 16.53 18.18
Fed funds sold 0.40 0.45 0.49 0.54 0.60 0.66
Premises & equip. 0.15 0.17 0.18 0.20 0.22 0.25
Other 0.61 0.68 0.75 0.83 0.91 1.00

Total assets 18.35 20.57 22.63 24.89 27.38 30.12
Liabilities & cap.

Non-int. deposits 2.45 2.75 3.02 3.32 3.66 4.02
Int. bear deposits 14.67 16.44 18.09 19.90 21.89 24.08
Fed funds purch. 0.00 0.00 0.00 0.00 0.00 0.00
Debt 0.00 0.00 0.00 0.00 0.00 0.00
Other 0.02 0.10 0.17 0.27 0.36 0.40

Total Liabilities 17.14 19.29 21.28 23.49 25.90 28.50
Capital

Common stock 0.74 0.74 0.74 0.74 0.74 0.74
Pref. stock 0.00 0.00 0.00 0.00 0.00 0.00
Surplus 0.36 0.36 0.36 0.36 0.36 0.36
Undiv. profits 0.11 0.18 0.25 0.30 0.37 0.47
Apll 0.14 0.18 0.18 0.18 0.18 0.18

Total capital w/LL 1.35 1.46 1.53 1.58 1.65 1.75
Total cap w/o LL 1.21 1.28 1.35 1.40 1.47 1.57
Total liab. & cap
w/o LL 18.35 20.57 22.63 24.89 27.38 30.08
Capital calculation 
Reguired ratio (%) 8.00 8.00 8.00 8.00 8.00 8.00
Required capital 1.47 1.65 1.81 1.99 2.19 2.41
Shortfall -0 .12 -0 .1 9 -0 .28 -0.41 -0 .54 -0 .65
RATIO W/LL 7.30 7.03 6.71 6.31 6.00 5.80
INJECTION 0.00 0.00 0.00 0.00 0.00 0.00
Capital after 
Injection 1.35 1.46 1.53 1.58 1.65 1.75
Ratio after injection 7.30 7.03 6.71 6.31 6.00 5.80
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therefore are earnings oriented  while 
regulatory plans are ratio oriented.

C ap ita l p lans u sually  consist of 
sk e le ta l p ro -fo rm a financial s ta te 
ments. They are based on assumptions 
about future asset-and-earnings p e r
formance. The balance of this article 
will discuss how to prepare a solid en 
trepreneurial plan in a way that also 
will stand a chance of passing regula
tory scrutiny.

Asset Assumptions
The quickest way to im prove capital 

ratio is to shrink the denom inator —  in 
other words, reduce total assets. If the 
required  ratio is 7%, a reduction in 
total assets of $1 million is equivalent 
to raising $70,000 in new capital.

It is not unusual for a bank u n d er

going pressure from regulators to also 
be suffering from a period of too rapid 
capital growth. This growth probably 
was achieved by putting  on high-cost 
money.

Shrinkage can be achieved by sell
ing good-quality  loans and le ttin g  
highest-cost liabilities run off.

Such a program m ust be carefully 
crafted and involves factors beyond the 
scope of this article. It can be done, 
how ever; I ’ve helped  achieve it on 
m any occasions. B eyond  o u tr ig h t 
shrinkage, asset growth m ust be set at 
a low er rate than p ro jected  capital 
growth.

Earnings Assumptions
After shrinkage, the quickest and 

easiest way to improve ratio is to pro-

TABLE #2
COMMUNITY BANK CAPITAL PLANNING MODEL

Income Projections

Spread in %
Net int. income 
Prov. for loan loss 
Non-int. income 
Non-int. expense 
Securities gains 
Result before tax 
Tax effect 
Net
Result in ROA %

Assets:
Cash & due 
Investments 
Loans net 
Fed funds sold 
Premises & equip. 
Other

Total assets
Liabilities & cap.

Non-int. deposits 
Int. bear deposits 
Fed funds purch. 
Debt 
Other

Total liabilities 
Capital

Common stock 
Pref. stock 
Surplus 
Undiv. profits 

Apll
Total capital w/LL 
Total cap. w/o LL
Total liab. & cap 
w/o LL
Capital calculation 
Required ratio(%) 
Required capital 
Shortfall 
RATIO W/LL 
INJECTION 
Capital after 
Injection
Ratio after injection

1984 1985 1986
4.90 4.02 4.85
0.74 0.73 0.94
0.33 0.10 0.15
0.06 0.07 0.08
0.37 0.44 0.58
0.00 0.00 0.00
0.09 0.26 0.29

-0 .05 -0 .12 -0 .14
0.04 0.14 0.15
0.28 0.68 0.71
Asset Projections

18.35 20.57 20.78
0.84 0.94 0.95
5.27 5.91 5.97

11.08 12.42 12.54
0.40 0.45 0.45
0.15 0.17 0.17
0.61 0.68 0.69

18.35 20.57 20.78

2.45 2.75 2.77
14.67 16.44 16.61
0.00 0.00 0.00
0.00 0.00 0.00
0.02 0.10 0.05

17.14 19.29 19.44

0.74 0.74 0.74
0.00 0.00 0.00
0.36 0.36 0.36
0.11 0.18 0.24
0.14 0.18 0.18
1.35 1.46 1.52
1.21 1.28 1.34

18.35 20.57 20.78

8.00 8.00 8.00
1.47 1.65 1.66

-0 .12 -0 .19 -0 .14
7.30 7.03 7.25
0.00 0.00 0.00

1.35 1.46 1.52
7.30 7.03 7.25

1987 1988 1989
5.00 5.00 5.05
0.98 0.98 1.00
0.15 0.15 0.14
0.10 0.11 0.11
0.58 0.58 0.58
0.00 0.00 0.00
0.35 0.36 0.39

-0 .16 -0 .17 -0 .18
0.19 0.19 0.21
0.88 0.92 1.00

20.98 21.19 21.41
0.96 0.97 0.98
6.03 6.09 6.15

12.67 12.80 12.92
0.46 0.46 0.47
0.17 0.17 0.17
0.70 0.70 0.71

20.98 21.19 21.41

2.80 2.83 2.86
16.78 16.94 17.11
0.00 0.00 0.00
0.00 0.00 0.00
0.01 -0 .03 -0.21

19.59 19.74 19.76

0.74 0.74 0.74
0.00 0.00 0.00
0.36 0.36 0.36
0.29 0.35 0.43
0.18 0.18 0.18
1.57 1.63 1.71
1.39 1.45 1.53

20.98 21.19 21.30

8.00 8.00 8.00
1.68 1.70 1.70

-0 .10 -0 .06 0.01
7.44 7.64 7.97
0.00 0.00 0.00

1.57 1.63 1.71
7.44 7.64 7.97

ject increased earnings; i.e ., increase 
the num erator. Bankers have a natural 
ten d en cy  to avoid raising ex ternal 
capital by subm itting a plan showing a 
strong earnings perform ance. Their 
plans often are rejected by regulators 
because of overly optimistic earnings 
forecasts.

The regulatory reaction usually is 
founded on two factors —  historical 
earnings perform ance and examina
tion-report findings. Historical p e r
formance usually is evaluated by refer
ence to the most recent Bank Perform 
ance Report (BPR). This com puter
generated summary gives a five-year 
historical picture of the bank’s p e r
formance on key ratios as well as com 
paring the bank and peer perform ance 
over the same time.

Realizing that the capital plan really 
is just a simplified pro forma BPR, reg
ulators just can’t accept figures that 
would produce severely jagged trend  
lines in earnings. For example, a bank 
w ith a five-year average re tu rn  on 
assets of .37% does not easily jum p to 
1.00% in one year. Certainly, this bank 
would have great difficulty exceeding 
peer-group perform ance in one or two 
years.

The regulatory review  also will refer 
to the examination report as a source to 
validate or refute earnings forecasts. 
O ne key to fu tu re  earn ings is the 
am ount of drag non- or poor-earning 
assets will have on these earnings. 
High levels of classified loans virtually 
are certain to depress future earnings. 
H igh levels  of p a s t-d u e  and  n o n 
accrual loans will have a similar effect. 
Also, high levels of poorly docum ented 
loan files and collateral exceptions will 
later hu rt earnings.

The review er will look at the bank’s 
historical ne t-in terest margin (NIM) 
and compare this with peer banks. If it 
is below peer, earnings forecasted at or 
near peer will not be believed. Simi
larly, heavy fixed costs will not be easy 
to reduce quickly and are a drag on 
earnings.

Finally, the review er will look at the 
bank’s volatile liability dependence  
and gap m anagem ent. Above-peer re 
liance on volatile funds suggests a need 
to reach for high-earning assets. If this 
results in assets which are classified at 
levels above peer, then  the volatile 
liabilities are a drag on earnings that 
cannot easily be reduced. Asset/liabil- 
ity mismatches suggest that earnings 
are sensitive to in terest-rate swings up 
or down. This sensitivity makes the 
bank’s earnings more vulnerable than 
th o se  of banks w ith  m ore  even ly  
m atched assets and liabilities.

To prepare a more acceptable earn
ings forecast, the bank m ust keep its 
forecast w ithin bounds suggested by 
BPR and examination results. For ex-

14 MID-CONTINENT BANKER for October, 1985
Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



am ple, earnings can be forecast to 
gradually rise to historic peer levels. 
The regulator expects a forecast of ris
ing earnings bu t the rate of expected 
im p ro v e m e n t m u st be w ith in  th e  
bounds of reason.

If  a capital injection is required  to 
reach the desired ratio, the planner 
m ust determ ine if there  is a cost —  
direct or indirect —  associated with 
the capital injection. Various debt-like 
instrum ents such as p referred  stock or 
convertible debentures carry a clear 
cost. Common stock often is raised by 
borrow ing, how ever, e ith e r by the 
bank’s HC or by individual share
holders. Unless there  is a clear indica
tion that the borrow er can and will 
forego dividends to service the debt, 
there  should be a portion of earnings 
set aside for debt service.

Putting it All Together
A capital plan resem bles a recipe. It 

is a mixture of varied ingredients that 
produce a unique product different 
from its ingredients. There is a wide 
variety of combinations that can be pu t 
tog e th er to reach a desired  capital 
ratio. This is an ideal situation in which 
to employ an electronic spreadsheet 
program like Lotus or Visicalc. By us
ing these programs, shrinkage, earn 
ings and cap ita l in jec tio n s can be 
varied repeatedly until ju st the right 
blend is achieved.

Unfortunately, Lotus or Visicalc do 
not come out of the box ready to run a 
bank capital plan. It takes many hours 
of program m ing to set up the spread
sheet and to operate it as a capital plan.

Having been asked by many clients 
to help draft capital plans, I have spent 
enough tim e to build a model plan on 
Lotus and Visicalc. Using this model, 
the first plan can be done in about 30 
m inutes. Thereafter, variations can be 
produced in under five m inutes, de
pending on how many assumptions are 
changed.

The m odel allows the p lanner to 
project specific asset growth targets or 
a simple annual increase/decrease. It is 
designed to look like a simplified BPR 
so it can easily be review ed by a bank 
regulator. It produces a re tu rn  that 
reiterates last year’s results and pro 
jects the next five years’ income and 
balance-sheet figures. Once a capital 
ratio is specified, the model indicates 
any shortfalls and asks for an injection 
to bring the ratio back to the desired 
levels. It provides for a cost-of-service 
charge to earnings if the injection m ust 
be serviced in this way. It allows the 
banker to set common and preferred  
per-share dividend levels.

To illustrate how the plan might be

used, I have set up what is sometimes 
called a “dirty two” —  my nam e for a 
bank that has been rated two but is 
trending downward and has come very 
close to being a th ree at the last ex
amination. The regulators have yet to 
classify the bank as a “problem ” in
stitution but they have requested  that 
the bank subm it a formal capital plan.

Since the bank is not yet a problem , 
regulators have not m andated a ratio 
above the curren t regulatory standard 
of 6.5%. At the last exam, classified 
loans rose from 25% of capital to 50%. 
The bank’s provision for loan loss of 1% 
was found to be inadequate. After the 
special provision and losses charged off 
at the examination, the bank’s earnings 
fell from a .60 ROA to .27.

In Table 1, the model is used to

p red ic t capital levels using the last 
th ree  years’ assets growth rate and 
earnings at about an average for those 
years. Results show why the regulator 
is raising the capital issue. The model 
show s cap ita l fa lling  s tead ily  and  
reaching 5.8% by 1989.

Clearly the bank needs to retrench. 
In Table 2, assets are held steady and 
earnings slowly are restored to peer 
perform ance of 1.0%. The result is a 
reversal of negative trends.

In Table 3, we have assum ed the 
regulators have required  an 8% ratio. 
The previous example shows that ea rn 
ings alone and no growth will not reach 
this figure. In this example, a com bina
tion of mild shrinkage and a small in 
jection of $50,000 produced the d e
sired results. •  •

TABLE #3
COMMUNITY BANK CAPITAL PLANNING MODEL

Income Projections
1984 1985 1986 1987 1988 1989

Spread in % 4.90 4.02 4.85 5.00 5.00 5.05
Net int. income 0.74 0.73 0.89 0.85 0.84 0.85
Prov. for loan loss 0.33 0.10 0.15 0.15 0.15 0.14
Non-int. income 0.06 0.07 0.08 0.10 0.11 0.11
Non-int. expense 0.37 0.44 0.58 0.55 0.57 0.58
Securities gains 0.00 0.00 0.00 0.00 0.00 0.00
Result before tax 0.09 0.26 0.24 0.25 0.23 0.24
Tax effect -0 .0 5 -0 .12 -0 .10 -0 .10 -0 .08 -0 .07
Net 0.04 0.14 0.14 0.15 0.15 0.17
Result in ROA % 0.28 0.68 0.73 0.85 0.84 0.94

Assets:
Asset Projections

18.35 20.57 18.50 18.00 18.00 18.00
Cash & due 0.84 0.94 0.85 0.82 0.82 0.82
Investments 5.27 5.91 5.31 5.17 5.17 5.17
Loans net 11.08 12.42 11.17 10.87 10.87 10.87
Fed funds sold 0.40 0.45 0.40 0.39 0.39 0.39
Premises & equip. 0.15 0.17 0.15 0.15 0.15 0.15
Other 0.61 0.68 0.61 0.60 0.60 0.60

Total assets 18.35 20.57 18.50 18.00 18.00 18.00
Liabilities & cap.

Non-int. deposits 2.45 2.75 2.47 2.40 2.40 2.40
Inter, bear deposits 14.67 16.44 14.79 14.39 14.39 14.39
Fed funds purch. 0.00 0.00 0.00 0.00 0.00 0.00
Debt 0.00 0.00 0.00 0.00 0.00 0.00
Other 0.02 0.10 -0 .0 9 -0 .1 4 -0 .16 -0 .19

Total liabilities 17.14 19.29 17.17 16.65 16.64 16.60
Capital

Common stock 0.74 0.74 0.74 0.74 0.74 0.74
Pref. stock 0.00 0.00 0.00 0.00 0.00 0.00
Surplus 0.36 0.36 0.36 0.36 0.36 0.36
Undiv. profits 0.11 0.18 0.23 0.25 0.26 0.30
Apll 0.14 0.18 0.18 0.18 0.18 0.18

Total capital w/LL 1.35 1.46 1.51 1.53 1.54 1.58
Total cap. w/o LL 1.21 1.28 1.33 1.35 1.36 1.40
Total liab. & cap
w/o LL 18.35 20.57 18.50 18.00 18.00 18.00
Capital calculation
Required ratio(%) 8.00 8.00 8.00 8.00 8.00 8.00
Required capital 1.47 1.65 1.48 1.44 1.44 1.44
Shortfall -0 .12 -0 .19 0.03 0.09 0.10 0.14
RATIO W/LL 7.30 7.03 8.07 8.42 8.49 8.67
INJECTION 0.00 0.05 0.00 0.00 0.00 0.00
Capital after
Injection 1.35 1.51 1.56 1.58 1.59 1.63
Ratio after injection 7.30 7.27 8.34 8.69 8.77 8.95
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The Inside/O utside D ilem m a
A No-Nonsense Look 

At Small-Bank 
Automation

By John L. Cleveland
Editor/Associate Publisher

^ ^ % A ^ E  RE neither fish nor fowl, ” 
V W one banker confided to a 

fellow conference participant. “W e 
use an outside data-processing service 
bu t we re starting to do some of our 
com puter work inside.”

Many bankers from smaller institu
tions find them selves caught in the 
same m iddle ground betw een an out
side data-processing service and their 
own in-house data-processing depart
ment. Not so long ago, only the largest 
financial institution would have con
sidered  an in-house data-processing 
departm ent practical. But banking and 
the com puter industry have changed 
and in the process, so have the factors 
affecting bank data-processing deci
sions.

Bankers a ttend ing  the “In-H ouse 
Com puter for C om m unity Banks” con
ference held in Chicago last m onth and 
sponsored by the Independen t Bank
ers A ssociation of A m erica (IBAA) 
were from institutions w ith a median 
asset size of $40 million.

The largest institution represen ted  
had an asset size of approximately $307 
million and the conference speaker,

16

M. Arthur Gillis, said candidly at the 
start of his talk that he had no easy 
answers to offer financial institutions 
above $150 million in assets.

Mr. Gillis is a well-known expert on 
financial-services industry  data p ro 
cessing and is president of the Atlanta 
com puter-consulting firm of C om put
er Based Solutions, Inc. He has au
thored several books —  including Mi
cros in Banking.

“The big guys have solutions; the 
little guys have solutions bu t (the com
puter) industry has not done a good job 
for banks of your size, ” Mr. Gillis told 
the two representatives from the $307 
million bank. Solutions are available 
bu t the costs are out of line.

E ven  though sm aller banks now 
have a wide variety of good software 
available, po ten tia l d isaste r awaits 
those small banks that approach the 
in-house data-processing decision in 
cautiously. Mr. Gillis advised bankers 
in his aud ience  to m ake decisions 
about their software vendor the same 
way th ey  m ake len d in g  decisions. 
D on’t becom e enam ored by a particu
la r p ro d u c t. “T he m ost im p o rtan t 
question is will that software vendor be 
around five or six years from now ,” Mr. 
Gillis said.

Although Mr. Gillis has acquired a 
rep u ta tio n  for advocating  in-house 
com puters, there  still are good reasons 
for choosing an outside service provid
er if the outside data-processing firm 
can pass certain tests Mr. Gillis de
scribed.

R ecent developm ents in the data-

processing industry should influence 
the in-house com puter decision, Mr. 
G illis said. C o rre sp o n d e n t b a n k s’ 
share of small-bank data processing has 
declined from 58% in 1974 to an esti
m ated 30% in 1985.

For the most part, correspondent 
banks are getting out of providing data- 
processing services because they have 
trouble making money at it and b e 
cause they have data-processing trou 
bles of their own to solve, Mr. Gillis 
said. One notable exception is Mellon 
Bank, Pittsburgh.

Service bureaus are having profit 
problem s that have prom pted  large 
price increases to at least 75 cents/ 
DDA /m onth during the last year. Mr. 
Gillis had little good to say about re 
m ote job entry, cooperative arrange
m e n ts  am ong  ban k s or fac ilitie s -  
m anagem ent services.

REM OTE job entry is too expen
sive because the small bank pays 

both for the hardw are to handle input 
and o u tp u t and for serv ice-bureau  
ch arg es, acco rd in g  to M r. G illis. 
C o o p e ra tiv e  a rra n g e m e n ts  am ong 
banks work only so long as at least five 
banks are able to agree on almost ev
erything connected to data processing, 
he added.

Mr. Gillis is aware of only one case 
in W est Virginia w here such a coopera
tive arrangem ent has worked to every
one’s satisfaction.

Data-processing facilities m anage
m ent is not a good option for small 
banks, according to Mr. Gillis, be-
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D  Land Contracts 
Mortgage Collections 

□  Escrows
D  Contract Collections 

Contracts for Deed 
Seconds

Lakeland Management Systems, Inc. has so lu tions to y o u r 
p a y m e n t co llec tion  a n d  p rocess ing  h ead ach es . W e p ro v id e  m eth o d s 
ta ilo red  to y o u r p a r t ic u la r  needs.
O u r  p ro g ram s in c lu d e  u n lim ited  d isb u rse m en ts , escrow  m ain ten a n ce , 
v a ria b le  in te re s t ra te  m eth o d s, toll free cu sto m er service, req u ired  
g o v e rn m en t rep o rtin g , q u a lity  form s a n d  a v a rie ty  o f rep o rts .
T u rn  a h e ad a ch e  in to  a fee incom e g e n e ra to r  an d  de liver b e tte r  service 
to y o u r cu stom ers.
C a ll J im  S ym onds o r G a ry  T e tre a u  to d ay  o r send  the  coupon  for m pre 
in fo rm atio n . J o in  the  125 M id w est financ ia l in s titu tio n s  w ho have 
found  th e  L ak e lan d  D ifference.

Lakeland Management Systems, Inc. 

7600 E. Grand River • Suite 150 

Brighton, Michigan 48116 

313/229-4960

Name_____________________________

Address ___________________________________

City/State_________________________ zip code

Phone( ) ________________________________

Providers o f solutions to the financial services industry.
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cause contractors need revenues of at 
least $75,000/month to even consider 
handling a bank’s data-processing ser
vices.

In-house com puters can make sense 
for a smaller financial institution b e 
cause they now have a choice of at least 
five different brands of com puters and 
10 good software packages, Mr. Gillis 
said. Size is no barrier to an in-house 
com puter —  even de novo banks have 
converted successfully —  and fear of 
obsolescence is no obstacle if a bank 
“buys righ t,” he added. An in-house 
com puter is no business for “w im ps,” 
he emphasized. “You’ve got to have 
street sense and guts.”

Mr. Gillis adm itted that he has seen 
conversions go wrong and usually the 
failures were related to one of the fol
lowing causes:

•  Selecting the wrong software.
•  Not paying atten tion  to im ple

mentation.
•  A ttem pting  to w rite  your own 

software.
•  Relying too heavily on a sales

m an’s prom ises. N ever buy on the 
basis of what the software vendor says 
the software will be able to do next 
year, Mr. Gillis said. “I deal with the 
best software companies and none of 
them  are on tim e with their new re 
leases.”

•  Being the first to use a new  soft
ware release before it has been  p roper
ly tested by o ther banks.

•  Not assigning a com petent em 
ployee to handle the conversion proj
ect.

•  Selecting hardw are that is difficult 
to get serviced.

•  Forcing the software vendor to 
customize its standard product to do

MCB Editor McKelvey Dies
Rosemary McKelvey, editor of 

M i d - C o n t i n e n t  B a n k e r  since 
1977, died on August 29 after a 
lengthy illness.

Miss McKelvey joined the maga
zine’s staff in 1952 as assistant editor, 
was promoted to associate editor in 
1958, news editor in 1964, managing 
editor in 1968 and editor in 1977.

She was associated with a weekly 
newspaper in the St. Louis area be
fore joining M i d - C o n t i n e n t  B a n k 
e r .

She was a graduate of the School of 
Journalism at the University of Mis- 
souri-Columbia.

unique things.
•  Selecting a software vendor that is 

so successful that it is incapable of ser
vicing all of its custom ers properly.

•  Users w ithin the bank fail to get 
involved and discover after the fact 
how the system works.

Before converting  to an in-house 
system , small banks should have a 
good handle on key strategic plans, in
cluding future acquisitions and plans 
for ATM networks, Mr. Gillis told his 
audience. Small banks have no reason 
to  pay to p  d o lla r  to h ire  d a ta - 
processing professionals, bu t careful 
consideration of the type of people

ONE COMPANY STANDS ABOVE
THE REST...

TRANSAMERICA FINANCIAL SYSTEMS 
AND CONCEPTS.

America's leader in Collateral Protection.
Call us for:

A C om plete Range of Insurance Tracking Program s 
C redit Life P roducts
C ooperative Insurance M arketing Program s

For details, call: T800-426-1221. O r write:
Transam erica Financial Systems and  C oncepts 
2045 O rangew ood Avenue, O range, CA 92668

Transamerica
Financial Systems and Concepts

Expertise backed by Transamerica.

MID-

hired to staff the new departm ent is 
im portant. “You don’t want to tam per 
w ith someone else’s software,” he said. 
“If you’ve got a program m er on your 
staff, then you’ve got problem s.”

Most banks have good staff people 
they can convert into an in-house data- 
processing staff. People who like to 
solve problem s and who won’t go to 
pieces w hen things go wrong are ideal, 
he said.

A ttention to security still is im por
tan t once the  system  has b een  in 
stalled, according to Mr. Gillis. W hen 
a bank is dealing with an outside data- 
processing service, collusion betw een 
someone on the bank’s staff and som e
one at th e  data-p rocessing  service 
would be necessary for fraud to occur.

Once the new system is up and ru n 
ning, that safeguard is rem oved and it 
is possible for som eone w ithin the 
bank who is familiar with the system 
and who has access to it to take advan
tage of his/her position. Most people 
are honest and that may be a bank’s 
best protection, Mr. Gillis said, bu t it 
is not som ething a bank should com 
pletely rely on. Very few banks are 
adeq u a te ly  p ro tec ted  against com 
pu ter crime, he said.

C o st o f a good in -h o u se  d a ta - 
processing departm ent starts at about 
$3,242/month for a bank with an IBM 
System 34 and 7,000 custom ers. Such 
a bank would process an average of
2,000 items a day.

“If you’re not p repared  to spend at 
least that much, then you are not a 
candidate for an in-house com puter,” 
according to Mr. Gillis. Although the 
costs may be higher than many bank
ers might believe, the rewards of an 
in -house system  can be w orth  the 
money and effort in handling the con
version the right way. Allow at least 
nine months to a year to make the con
version, he said.

Hardw are is the least of the bank’s 
worries in making the conversion. “I 
don’t know if there  is a com puter made 
today that I don’t love,’ he said. “They 
all add and subtract the same w ay.”

The im portant consideration is how 
rapidly the com puter will be repaired 
if it breaks down. The bank should in
dicate in its m aintenance contract the 
expec ted  rep a ir-resp o n se  tim e. O f 
course, the bank may be restricted  to 
particular hardware depending on the 
software it chooses, Mr. Gillis said.

O f the nation’s nearly 14,000 banks, 
only about 4,000 have chosen to take 
the ir data-processing function inside, 
Mr. Gillis said.

Not every bank will take the in- 
house path, bu t com m unity banks cur
rently are doing so at the rate of 100 to 
125/month, he added. •  •
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System  Bars Errors

Bar Code Technology Cuts Float, 
Brings Savings to Republic Bank

been installed less than a year, RepublicBank expects a 
relatively quick retu rn  on its investm ent, says Jerry 
M cElhatton, managing director/operations group at the 
bank.

By Joe Lawler
Assistant Editor

BAR-code technology, already used for years to 
stream line the flow of items in retail, 

m anufacturing and distribution, has been adapted to 
save money in the back room of a bank.

RepublicBank Dallas, co-developed the Check 
Handling E vent Control System (CHECS) with Infotrax 
Control Systems, Inc., also of Dallas.

The system is designed to track large volumes of 
checks, reducing misplaced or m isrouted bundles and 
allowing a bank to concentrate effort w here it will bring 
the greatest result. The prim ary benefit is reduction of 
float loss.

Although the system is the first of its kind and has

RepublicBank Dallas uses a 
hand-held laser scanner to read 
bar codes on deposit slips and 
more efficiently handle incom
ing bundles of checks. Scale in 
background sim ultaneously  
weighs bundles in both pounds 
(top number) and number of 
checks (bottom number). At 
right: anatomy of a deposit-slip 
bar code.

CD
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Scheduled  arriva l tim e

__ [ C u sto m e r’s typ ica l deposit:
----------- \  •  D eposit do llar am o u n t

I  •  N u m b er o f  checks

1 ^ 5 ----------- End

“The cost of the system was in the high six figures, 
close to $1 million. Just on the basis of our operations, 
we expect payback in 18 m onths,” Mr. M cElhatton 
says.

This estim ate does not include any personnel savings, 
“although there  may be som e,” he adds.

The developm ent of the system began more than 
three years ago when RepublicBank was looking for a 
way to autom ate the processing and control of checks.

“W e started out with the idea that the system be 
optically read ,” Mr. M cElhatton says. His experience in 
industrial engineering led him to consider bar coding.

M anufacturers use bar coding to track parts and 
components in process —  why not use bar coding to 
control the processing of checks through bank 
operations?

RepublicBank chose Infotrax, a 
company which already had 
developed some bar-code 
applications for the industrial sector.

The resulting C H ECS system has 
modules to control receiving, 
processing, dispatching and other 
functions, using C onvergent 
Technologies hardware.

The receiving module is used with 
both cash-letter receipts from other 
financial institutions and checks from 
local commercial customers.

Commercial custom ers are given a 
supply of deposit slips pre-prin ted  
with a bar code showing the m ethod 
of arrival, the depositor, the 
scheduled arrival tim e and the 
custom er’s typical deposit, in both 
dollars and num ber of checks.

A laser scanner reads this bar code 
and a sophisticated scale weighs the 
bundle. If the scale reports a 
num ber of checks inconsistent with 
the typical deposit, the system flags 
the bundle and locks up, much like 
a superm arket bar code reader locks 
up when it encounters a 
discrepancy.

Next, a “block building” module 
enables more cost-efficient 
processing of incoming checks. 
Deposit tickets for trays of checks 
are keyed into the system. “The 
system conducts a relative-value
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assignm en t,” says Jam es C. Selby, 
president/C EO  of Infotrax.

“One tray m ight be worth $40 mil
lion and 40 other trays m ight be worth 
$4 million, so you can put your effort 
into the high-value tray.

“In the sorting room, we scan the 
trays of checks into the system, so we 
know w here the tray is,” Mr. Selby 
says. Once again, this is a work-in- 
process technique borrow ed from the 
manufacturing sector.

As checks come out of the sorter 
re -g rouped  according to end -po in t 
destination , “dispatch  system ” and 
“ c o u rie r  c o n tro l ’ m o d u le s  m ove 
checks out efficiently and accurately, 
Mr. Selby says.

The dispatch system tracks the value 
of items going to each end point. “Each 
bundle has a predeterm ined  value and 
cash letter. A bar code is p rin ted  on the 
cash letter, summarizing the am ount 
of the cash letter, the num ber of items 
and the num ber of pockets going to the 
end poin t,” Mr. Selby explains.

“The bundles are w rapped up, pu t 
in bags, and the bag gets a bar code.” 
The label shows the end point, both in 
bar code and in English.

“ W e ‘scan ’ th a t  bag  ou t to th e  
courier,” Mr. Selby says. The courier- 
con tro l m odule th en  knows w hich 
courier has which bag.

For faster 
service on
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LIFE INSURANCE COMPANY
P.0. Box 660274, Dallas, Texas 75266-0274
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Republic Financial Services. Inc

“W hat this does is p rev en t m is
routes, Mr. Selby says. M isroutes 
already are being avoided at Republic- 
Bank, he  adds. F e w e r  m is ro u te s  
means less debit float. These are real, 
direct dollars being saved.”

Infotrax is m arketing the system to 
the top 150 U. S. financial institutions. 
“W e have received an excellent re 
sponse,” Mr. Selby reports.

An institution m ust process about
500,000 items per day to justify using 
portions of the system, he adds. The 
com plete system is targeted  for banks 
w ith a daily volume of 1.5 to 2 million 
items and Federal Reserve banks.

A pparently several banks are im 
pressed with RepublicBank’s success 
with “C H E C S ,” Mr. Selby says. “W e 
already have a dozen good prospects.

•  Marybeth Fidler Bernhardt, senior 
vice president/m anager, com m ercial
le n d in g  d iv ision , D. C. N ational, 
W ashington, D. C ., has been  elected 
president of the National Association 
of Bank W omen. The association held 
its annual convention last m onth in 
Philadelphia.

RMA Mid-South Chapter 
Elects New Officers

William C. Scholl, senior vice presi
dent, F irst Commercial Bank, Little 
Rock, has been elected president of 
th e  M id-S ou th  C h a p te r  of R o b ert 
M orris A ssociates for th e  1985- 86 
term .

E lected  vice p residen t was J. W. 
Cocke III, vice p residen t, D eposit 
G uaran ty  N ational, Jackson, Miss. 
New secretary is James M. W halen, 
vice p re s id e n t, W hitney  N ational, 
New Orleans, and W. Randy Reagan, 
senior vice president, C om m erce U n
ion Bank, M emphis, is treasurer.

Four new directors w ere elected: 
F rank  Clark, senior vice p resident, 
Fidelity National, Baton Rouge; W al
lace B. Cunningham , executive vice 
p residen t, F irst Com m ercial, L ittle 
Rock; Ron Redden, first vice presi
den t, National Bank of Com m erce, 
M emphis; and James H. Stringer, vice 
president, D eposit G uaranty N ation
al, Jackson.

•  D iane M. C asey has jo in ed  the  
W ashington staff of the Independen t 
B ankers A ssociation of A m erica as 
federal regulatory liaison. She form er
ly was a senior bank exam iner w ith the 
Cleveland Fed, specializing in con
sum er affairs. She covers all federal 
regulatory issues relating to com m u
nity banks and is responsible for com 
m unicating the IBAA’s viewpoint to 
bank regulatory agencies.

T h e  knowledge of the 
gnomes is very close to 
home.
Through our system of 
regional offices, Freddie 
Mac makes it easy to do 
business locally. And, 
because our representa
tives live there, they 
understand your particu
lar needs. Our Southwest 
Region office is:
Federal Home Loan Mortgage 
Corporation
12700 Park Central Place,
Suite 1800
Dallas, Texas 75251-1571 
(214) 387-0600o
Representatives are:
Brenda Casady: Regional Sales 

Manager
Bill Coyle: Regional Director of 

Marketing
Bruce Katz: Account Executive 

—East and South Texas 
GailLagrone: Account Executive 

—Louisiana, Arkansas, North 
and West Dallas 

MarkMachina: Account
Executive—Oklahoma, West 
and Central Texas, North and 
East Dallas

Margo Mollet: Marketing 
Administrator 

Holly Rose: Marketing 
Representative 

Rod Stoneking: Account
Executive—Colorado, Missouri, 
Downtown Dallas

© 1985, FHLMC

THE GNOMES

Freddie
Mac
Federal

_______ Home Loan
_______ Mortgage

Corporation
Owned by America’s Savings Institutions
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We make house calls.
The gnomes of Freddie Mac are not only well-versed but also well- 

traveled. ■ Indeed, we are always eager to meet with our 
customers. And each of our regional offices is tailored to suit 
local needs. ■ Whether you want to sell your mortgages for 

cash or swap them for PCs, we’re ready to structure the 
deal that’s right for you. Just say when— our bags are packed.

This is not an offer to sell or a solicitation o f an offer to buy PCs. PCs are sold only by means o f an offering circular. PCs are not guaranteed by the 
United States or by any Federal Home Loan Bank and do not constitute debts or obligations of the United States or any Federal Home Loan Bank. 
Freddie Mac ■  Marketing Communications ■  1776 G Street, N.W. ■  P.O. Box 37248 ■  Washington, D.C. 20013-7248 © 1984, FHLMC
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O ur branch automation system  w ill 
increase your profits, not your blood pressure

Increased profitability. 
Achieving it will give you the 
edge in an increasingly com
petitive environment. Financial 
institutions that use ISC’s 
Pinnacle" system for distributed 
data processing understand 
profitability. T hat’s why they 
turned to ISC’s Pinnacle. Because 
they dem anded a proven sys
tem. They wanted a total solu
tion for automating their teller 
stations, their service platform, 
and their back office functions. 
Pinnacle gave them  that solution 
using the same hardware in 
all three areas and software that 
communicates between those 
areas. As well as integrating both 
on-site and remote ATMs.

Results?
“We chose ISC to automate

our operations’’ says Bob 
Duncan, President of Magnolia 
Federal, Fiattiesburg, MS, “and 
the productivity gains have 
been impressive. O ur tellers can 
process more transactions and 
balance out m uch faster than 
before. We’ve increased our work 
load, yet still reduced overtime. 
A nd it’s helped the bottom  line. 
We estimate the Pinnacle system 
has helped us save $250,000 
a year in overtime expenses’.’ 

Results?
“The ISC Pinnacle system 

was a good investment for our 
bank’’ says Richard Mahovich, 
Assistant Vice President of 
First National Bank of Ohio. 
“Productivity increases have 
ranged from 10% to 35% at the 
branch level.. .with an over

all productivity increase of 21%. 
This translates to a bottom  line 
improvement in bank profits.

“We estimate that autom a
tion has helped us reduce per
sonnel expenses in the branch 
division, representing an 
approximate annual savings of 
$400,000’.’

ISC. We offer a proven bank 
automation solution to increase 
your profitability—not your 
blood pressure.

For additional information, 
please write or call Jim Stafford 
at ISC Systems Corporation, 
East 901 Second Avenue, 
Spokane, WA 99220. Telephone 
1-800-824-6350.

We re changing the pace 
of banking.
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Prescriptions for Savings

Consultant Offers Suggestions 
For Cutting Health-Care Costs

By Joe Lawler
Assistant Editor

WH ILE health-care costs continue to climb as a 
percentage of payroll costs, banks and hum an 

resources directors have a greater arsenal at hand than 
ever before to fight those costs.

Jay C. Lewis sum m arized and updated  those 
techniques for a capacity crowd at the ABA Hum an 
Resources Conference, held Septem ber 8-11 in 
W ashington, D. C. Mr. Lewis is a principal and senior 
consultant with M ercer-M eidinger, Inc., Pittsburgh, a 
hum an-resources consulting firm.

Mr. Lewis grouped cost-containm ent techniques into 
three areas: cost reduction, cost sharing and cost 
management.

Cost Reduction
Cost-reducing techniques are m easures that 

encourage m ore cost-effective delivery of health care 
and healthier employees. Among these techniques are: 

•  Second opinions on elective surgery. There is no 
hard data available on this yet. Unfortunately, 
hum an-relations directors may find that this technique 
raises costs in the short term  until some unnecessary 
treatm ents are avoided. However, it only takes a few 
avoided operations to pay 
for the program.

•  Preadmission testing.
Have tests com pleted at a 
facility less expensive than 
the hospital.

•  Ambulatory surgery.
Consider the use of a “Doc 
in the box,” or am bulatory 
surgery facility, Mr. Lewis 
said.

•  Use extended-care 
facilities, hospices or home 
health care ra ther than 
hospitals w hen possible.

•  Institu te a 
generic-drug program 
rather than using more 
expensive yet medically 
identical brand-nam e 
drugs.

•  Use alternative 
delivery systems such as 
health m aintenance

organizations or p referred  provider organizations.
•  Base paym ent for services on a “diagnostic related 

grouping (DRG)” as used by M edicare to pay only the 
average cost of any particular service.

•  Manage health care. These more ambitious 
techniques include: pre-certifying elective hospital 
procedures, conducting concurrent utilization review, 
planning discharges and instituting programs to control 
physician expenses.

•  Educate employees. Explain all actions before they 
are im plem ented. Ask em ployees to take responsibility 
for their health care. For example, employees should 
examine their medical bills.

•  W ellness programs offer a long-term  solution. 
Unfortunately, because the payback is long-term, 
wellness programs are hard to sell to top m anagement. 
I t’s difficult to sell a C EO  on a wellness program, Mr. 
Lewis conceded, w hen the C EO  will be gone before 
the program pays off. W ellness programs fall into four 
general areas: physical fitness, im proved diet and 
nutrition, behavior modification regarding substance 
abuse and stress reduction.

Cost Sharing
Cost sharing, Mr. Lewis said, is a nice way of saying 

cost-shifting —  to employees.
Increasing the em ployees’ share of the cost of health 

care gives employees a potent incentive to becom e cost 
conscious, Mr. Lewis added. Some techniques are:

•  Raise deductibles.
•  Raise coinsurance 

percentages. These first 
two techniques are fairer 
for employees because they 
are utilization-based. Only 
the employees who use the 
services will pay more for 
them .

•  Increase em ployees’ 
contributions.

•  Raise the out-of-pocket 
maximum. “This can be 
raised to $500, even 
$1,000, to make it 
catastrophic coverage,” Mr. 
Lewis said. Unlike health 
insurance, most other 
types of insurance do not 
pay for every minor 
damage. “Hom eowners 
insurance doesn’t cover 
your shingles blowing off. 
I t’s only for catastrophes.”
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•  Place a dollar limit on procedures or room rates.
•  Grant rebates to employees who recover 

overcharges.
•  Design flexible benefit plans to m eet the needs of 

the changing work force. The growing num ber of 
women in the work force has brought a reduced 
dem and for traditional medical benefits.

•  Institute flexible spending accounts, allowing 
employees to allocate a fixed num ber of pre-tax benefit 
dollars as they see fit. U nfortunately, such “cafeteria 
plans” are under scrutiny by the IRS and are on the 
table for consideration as Congress drafts tax-reform 
legislation.

Cost Management
Cost-m anagem ent techniques are adm inistrative 

funding m ethods of controlling health care costs. Some 
of these are:

•  Analyze your plan utilization. G ather data and 
share it with employees to help them  make informed 
choices.

•  M onitor coordination of benefits administration.
•  Review reasonable and customary guidelines.
•  Audit claims paym ents.
•  Audit hospital bills.
•  Check eligibility files.
•  Obtain prom pt paym ent discounts.
•  Examine funding issues, such as reserve levels, 

prem ium s and stop-loss coverage.
•  Devise contract incentives for the adm inistrator to 

control utilization.

Business health coalitions offer banks another means 
of pressuring the health-care industry to improve 
efficiency and control costs. However, as several 
attendees at the conference pointed out, participating in 
a coalition carries the risk of retaliation by hospitals. 
“The hospitals are some of our biggest custom ers,” one 
attendee said.

One solution to this bind was reported  by another 
attendee. Bank CEOs in his city actively participated in 
the coalition. These CEOs also sat on the boards of 
local hospitals and hence had the clout to help reach 
the coalition’s goals. The support of top m anagem ent is 
vital for the success of a business health coalition, 
attendees agreed.

Fortunately, the health-care industry today has fewer 
justifications for rising prices than it had in 1982, Mr. 
Lewis said. Inflation no longer can be cited as a cause. 
Overutilization has been slowed. Usage of the 
third-party reim bursem ent system, “which insulates the 
purchaser from actual costs,” has been reduced. The 
inefficiencies of the delivery system have been reduced 
and com petition has been stim ulated by alternative 
providers.

On the other hand, several factors from 1982 
continue to boost prices and m otivate hum an-resources 
directors to control costs, Mr. Lewis said. High 
technology still comes with a high price tag. O ur aging 
population continues to age. And physicians continue to 
practice defensive m edicine, ordering excessive tests to 
protect them selves in case of malpractice suits. •  •

Congress to Debate 401 -k, Other Benefits

WILL they or won’t they? Will Congress 
scrap the 401-k retirem ent plan and tax 

other employee benefits?
No one knows for sure, not even Bill Archer 

(R-Tex.), the second-ranking Republican on the 
House Ways and Means Com m ittee. However, 
you can expect the com m ittee to zero in on 
employee benefits w hen it begins to w rite a 
tax-reform bill this fall, he said.

The reason, Rep. Archer said, is the same 
answer Willie Sutton gave w hen he was asked why 
he robbed banks. “Because tha t’s w here the 
money is.” An increasing am ount of em ployees’ 
compensation is being shielded from taxation as 
benefits, Rep. Archer complained.

Rep. Archer spoke on benefits taxation at the 
ABA 1985 H um an Resources Conference, held 
Septem ber 8-11 in W ashington, D. C.

The topic was appropriate. A survey of 
conference attendees showed taxation of employee 
benefits to be the legal/legislative issue of greatest 
concern.

However, the federal budget deficit far 
surpasses tax reform in im portance to citizens and 
legislators, Rep. Archer said. “Tax reform is 
significantly below the deficit in im portance.”

If and w hen Congress does produce a tax-reform 
bill, expect the business portions of the bill to be 
“even more complex than the p resen t law ,’ Rep. 
Archer warned.

As far as the 401-k question, he disagrees with 
President Reagan’s proposal to elim inate 401-k to 
generate income. W hile Rep. Archer believes that 
excessive benefits are tax-free, he is convinced 
that 401-k stimulates savings —  which are 
desperately needed by American business. 
“Admittedly, we are borrowing too much, bu t we 
also are not saving enough.” Expect 401-k to be 
debated, Rep. Archer said.

The 401-k plan has come in for criticism in 
Congress “because it is heavily skewed toward 
high-income em ployees,” said Sylvester Schieber, 
a panelist at the conference. Mr. Schieber is 
director of research and information at W yatt Co., 
W ashington, D. C.

On the o ther hand, Congress is worried about 
the inevitable re tirem ent of the baby-boom 
generation and the resultant pressure on the 
Social Security system. The 401-k offers a partial 
solution.

H um an-resources directors have a potent 
lobbying tool in the 20 million employees already 
participating in 401-k plans, Mr. Schieber said. 
“Put a stuffier in the ir pay envelopes,” he said. 
Explain the situation and include their 
congressm en’s addresses.

“Congressm en don’t read their mail, bu t they 
do weigh it ,” Mr. Schieber joked, “And that’s a lot 
of mail to weigh. ”
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Incentives for Loan Officers
By Joe Lawler
Assistant Editor

SALES-incentive plans for commercial loan officers 
hold a lot of prom ise, says Bill Nord, vice 

president at Norwest Bancorp., M inneapolis. But 
designing such a plan for the credit area brings a 
unique set of challenges —  not the least of which is 
ensuring credit quality.

Mr. Nord has becom e familiar with these challenges 
over the past year, while investigating incentive plans 
for the commercial loan area at Norwest.

“For us, this is truly an experim ent,” Mr. Nord says. 
“W e may decide yet not to do it .”

The potential benefits of im plem enting an incentive 
plan in commercial lending already have been 
enum erated by Leonard Berry of Texas A&M 
University, Mr. Nord says. Dr. Berry has studied sales 
cultures at successful banks.

These prim ary benefits are:
•  Support the business strategy. “If  the bank strategy 

is a bit different from what you’ve done in the past, a 
sales-incentive program  can help you focus in that 
direction. In particular, if you’re changing to a more 
sales-oriented strategy,” Mr. Nord says.

•  Rewards vary with performance.
•  Control fixed compensation costs. “U nder an 

incentive plan, w hen a person perform s well, the base 
salary stays the same and the incentive compensation 
varies. W ithout the incentive plan, the base salary goes 
up in a good year and stays up in a bad year,” Mr.
Nord explains.

•  Meet competitive pressures. Eventually incentive 
plans may becom e necessary to m eet incentives offered 
by the com petition.

•  Create a win!win mentality. The loan officer is tied 
more directly to the perform ance of the bank.

Some Caveats
On the o ther hand, originating commercial loans is 

not quite the same as selling vacuum cleaners. Loan 
officers are paid the ir incentives long before the loan is 
—  you hope —  repaid.

Nowhere else in the bank is there  the same degree 
of risk assum ption in an incentive p lan ,” says Dave 
Simmons, principal with Towers, Perrin, Forster & 
Crosby, Inc., Atlanta. Mr. Simmons specializes in 
compensation consulting, including sales compensation.

Loans can look good for five years, then get hit by a 
bad economic tu rn ,” Mr. Simmons points out.

C redit quality m ust be a part of the incentive plan, 
assuming you have salespeople making credit 
decisions,” Mr. Nord adds.

Ensuring Quality
Only a handful of banks are dealing with th is ,” Mr. 

Simmons has found. “Most people are dealing with the
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credit-risk problem  by avoiding it .”
Some of the techniques that are used:
•  The most common approach used, Mr. Simmons 

says, is to factor the bank’s perform ance and the 
individual’s perform ance into the incentive equation. 
This requires some advanced information systems 
support.

•  In the “California approach,” business-developm ent 
personnel are paid incentives to generate prospects and 
direct them  to a credit officer. The credit officer, who is 
not on the incentive plan, makes the approval decision 
and takes over the relationship with the customer. The 
question is, Mr. Nord asks, will it fit your bank’s image 
to have business-developm ent personnel representing 
your bank to the community?

•  Base incentive pay only on the profitability of the 
officer’s portfolio. This depends on following a strict 
credit-approval process. U nfortunately, Mr. Simmons 
says, most banks do not have the information systems in 
place to generate this m easurem ent.

•  Base incentive pay only on loans approved by the 
credit com m ittee. The drawbacks: this slows the 
credit-approval process w hen banks are trying to speed 
it up. It adds fuel to the natural antagonism betw een 
the loan officer and credit-review  com m ittee. “Also, 
would the credit com m ittee be ready for the onslaught 
of work?” Mr. Simmons warns.

•  Extend the tim efram e of perform ance

Midwestern Bankers 
To Speak at BMA

MID W ESTERN  bank executives will be 
among the 60 speakers at the Bank 

M arketing Association’s 70th annual convention at 
the Sheraton Waikiki in Honolulu Nov. 10-13.

Among the m idw esterners are Mark ShefFert, 
executive vice president, and Robert H. Baker Jr., 
senior vice president, consum er banking, both of 
First Bank System, Inc., Minneapolis; and 
Michael W. Riley, executive vice president, Signal 
Hills Bank, W est St. Paul, Minn.

Robert D. Dye, senior vice president, Financial 
Shares Corp., Chicago, will speak on “Reaching 
Small- and M edium-Size Businesses Through 
Direct M arketing.”

O ther topics to be addressed include product 
developm ent, research and planning, advertising 
strategy, public-relations techniques, sales 
training, approaches to high tech, ATM 
deploym ent and corporate delivery.

U. S. Sen. Jake Garn (R.,Utah), chairman of the 
Senate Banking, Housing and Urban Affairs 
Com m ittee, will p resen t an update on 
deregulation prospects in 1985- 86, including 
legislative forces shaping the industry.

O ther speakers will include Richard S.
Braddock, group executive/Citicorp consum er 
financial services, on “The Changing 
Financial-Services Environm ent Is Testing O ur 
M arketing Skills’; M arshall Loeb, Money 
magazine managing editor, on “America in the 
Late 1980s: W hat the F u tu re  Will Hold for the 
Country —  and Financial Services.”

m easurem ent. For example, pay half the incentive now 
and spread the o ther half over several years, subject to 
the performance of the portfolio. W hile this technique 
does detract from one of the main attractions of an 
incentive plan —  its immediacy, it makes sense because 
the work being m easured is not com pleted 
immediately, Mr. Simmons says. “I lean toward 
something that rewards perform ance within a historical 
context,” he says.

“In my mind, no one has come up with a very good 
solution to the problem  of credit quality, Mr. Nord 
says.

Based on his consulting experience, Mr. Simmons 
agrees: “Most bankers I talk to say, ‘W e re working on 
it,’ ” he says.

At Norwest, credit quality is just one of four criteria 
in the incentive equation, Air. Nord explains, along 
with net in terest income, fee income and credit for 
deposits.

Information Needed
Another im portant factor to consider is the 

information needed to m easure perform ance in the 
credit area. For example, if incentives are to be based 
on fee income, associated deposits or o ther indices, “Do 
you have the information systems to give you the 
m easurem ents you need?” Mr. Nord asks.

A nother challenge to information systems: Loan 
officers and loans tend  to be mobile. Loan officers move 
around within the bank and commercial clients are 
reassigned to o ther officers.

At the functional level, a loan officer is not quite the 
generic position as, say, a bond trader, Mr. Simmons 
points out. “You could have th ree commercial loan 
officers in a room, and they’re all doing different jobs,” 
Mr. Simmons says.

Identifying Salesmen
The best candidates for sales positions in commercial 

lending may not fit the traditional “salesman model,
Mr. Nord of Norwest says.

Banks make a common error w hen they assume that a 
good talker will make a good salesman, he says. “In 
some of our sales training at Norwest, we look at the 
good salesman as more of a listener than a good talker.

“W e look for someone who can establish a relationship 
with the custom er, who is oriented  to sitting down with 
that custom er and determ ining his needs and 
structuring a solution to that n eed ,” Mr. Nord says.

This calls for someone with the willingness to 
establish and m aintain long-term  relationships, the 
creativity to solve problem s and the knowledge 
necessary to make credit decisions, he says.

The preceding areas of concern —  ensuring credit 
quality, m eeting information needs and finding 
appropriate personnel —  are only the major challenges 
peculiar to the commercial-loan departm ent when 
designing an incentive program.

Early in the Game
W hile a handful of banks are blazing a trail in paying 

incentives to commercial loan officers, these banks 
aren’t exactly blowing a trum pet for others to follow.

“This is probably regarded as the single most 
proprietary thing banks are doing today in the area of 
com pensation,” Mr. Simmons says.

“The days are gone when a banker will stand up at a 
seminar and tell you exactly what h e’s doing. They have 
too much tim e and money invested in i t .’ •  •
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Tinkering With Merger Barriers

Bankers Fault Logic 
Of FDIC’s Proposal

By Jjm Fabian
Senior Editor

OPINIONS of bankers are crystal- 
izing over the issue raised by 

the FD IC  that would help smaller in
stitutions while hindering the ir larger 
b re th ren  w hen seeking m erger ap
provals.

Late last m onth, the federal agency 
p roposed  th a t two com ponen ts be 
added to the agency’s evaluation of 
m erger applications.

•  The F D IC  w ould take into ac
count the com petition from all types of 
financial services firms in a particular 
m arket w hen considering small-bank 
mergers.

•  It would evaluate the “potential” 
com petitive effect of the entry of a 
large bank into a new m arket.

D espite the lowering of barriers for 
smaller banks, bankers representing  
such institutions are loud in their dis
agreem ent with the FD IC  s thinking.

“ W e d o n ’t favor ex p an d in g  th e  
m erger guidelines because it greases 
the skid leading toward larger financial 
institutions. I t’s anticom petitive, p e 
riod, said K enneth G uenther, execu
tiv e  vice p re s id e n t , In d e p e n d e n t 
Bankers Association of America.

Counting thrifts in the pool for d e
term ining m arket share “implies that 
thrifts offer the same services as banks, 
w hich is totally  in ap p ro p ria te ,” he 
added.

The FD IC  not only wishes to in
clude thrifts in its m erger-evaluation 
deliberations, bu t nonbanks, includ
ing Sears, Roebuck & Co. and M errill 
Lynch & Co., both of which tout their 
financial centers.

The agency’s proposal to expand the 
definition of a m arket relating to m erg
er applications will accommodate the 
changing financial services environ
m ent w here “banks not only com pete 
with each o ther bu t also w ith S&Ls, 
investm ent-banking houses and other 
financial-service providers,’’ said W il
liam Isaac, FD IC  chairman.

He said that currently, when two 
banks proposed to m erge, the FD IC  
looks at the com bined  in s titu tio n ’s 
m arket share in relation to o ther area 
banks. The new proposal would make 
it easier for banks to m erge, since in
clusion of the m arket share of all finan
cial institutions in the trade area of the 
m erger applicants would tend to dilute 
the m arket share of the m erged institu
tions.

“I t’s a positive move for banks,” said 
R ichard  W hiting , genera l counsel, 
Association of Bank H olding C om 
panies. “It recognizes the realities of 
the m arketplace and means a proposed 
m erger looks less anticom petitive than 
if judged in just a pool of banks.”

In explaining the proposed change 
in policy affecting large banks, Mr. 
Isaac said th a t, cu rre n tly , a large 
bank’s application to acquire a bank in 
a new m arket isn’t considered anti
c o m p e tit iv e  b e c a u se  th e  m e rg e r  
w ouldn’t make a larger com bined in
stitution.

But, under the new proposal, the 
FD IC  could find the m erger anticom 
petitive for the overall concentration 
effect” it would have on the m arket.

According to the FD IC , “Relatively 
large regional and national firms, with 
little or no physical presence in the

local m arket, may often exert a sub
stantial influence on local pricing deci
sions and com petition.” It states that 
these influences will be taken into con
sideration w hen appropriate in judg 
ing the potential anticom petitive im 
pact of a proposed m erger transaction.

Mr. W hiting of the Association of 
Bank H olding Com panies questions 
the reasoning of the agency because its 
proposed standard “doesn’t provide 
guidelines for the banking industry in 
this era of in te rsta te  m ergers.” H e 
added  tha t a po ten tia l com petition  
theory as a bar to a proposed m erger 
has n ev e r b een  u p h e ld  in federa l 
court.

Mr. Isaac said the potential com 
petition  standard w ould be applied 
w hen a large bank seeks to acquire 
“one of the biggest players” in a m arket 
w here it hasn’t yet established a de
posit base.

The m erger proposal, w hich the 
FD IC  is seeking com m ent on until the 
end of the month, would affect m erg
ers involving the 9,500 state-chartered 
banks supervised by the FD IC  and any 
of the 14,700 federally insured banks 
seeking to acquire a nonbank such as 
a savings and loan and m ergers in 
which the agency provides financial 
assistance.
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Software Benefits Farmers

Provides Better Projections 
For Bankers to Make Judgments

By Dick Landis

FARM financial problem s are putting  trem endous 
stress on rural lenders and farm -credit institutions. 
Foreclosures and refinancing have created a paperwork 

blizzard that boggles the mind. D elinquencies are up 
by nearly 20%, with banks writing off nearly $900 
million in agricultural loans. Twelve percent of the 
nation’s 5,000 agricultural banks reported  negative net 
income last year. The Farm  C redit System, which holds 
more than 30% of all farm debt, also has severe 
problems. PC A and Federal Land Bank shakeups and 
consolidations, prom inent in the W est last year, are 
moving into the M idwest this year.

As a response to the crisis, the Farm ers Home 
Administration (FmHA) and other lenders contracted 
with farm managers and financial consultants throughout 
the country to pick up the slack in credit processing. 
They assisted farmers in com pleting refinancing forms, 
credit applications, cash flows and balance sheets. W ith 
their help the farm -credit p icture came out b e tte r than 
expected: only 5% oi farmers didn t qualify for operating 
loans this spring, far less than the predicted  14%. 
However, paper processing still was H erculean and 
it’s not expected to get any b e tte r next year, so now is a 
good time for reflection and correction.

One of the standard tools ag lenders and financial 
consultants have used to assist the farm er are the 
manual coordinated financial statem ents (CFS) from 
C entury Communications. W hen FBS Systems of 
Aledo, 111., released a com puterized version of CFS last 
Novem ber it had difficulty keeping up with the 
demand. A large num ber of ag lenders in rural banks, 
PCAs and Farm  C redit Banks —  as well as agricultural 
consultants, farm managers and farm owners — 
purchased the program.

Because it was the height of the loan season, FBS 
had no feedback from its custom ers so it conducted a 
CFS applications survey this sum m er. It was part of an 
effort to assure the software is as responsive to user s 
needs as was the manual CFS system. All program 
purchasers w ere mailed questionnaires that included a 
series of questions in five areas: user profile, user s 
software selection criteria, user’s applications of the 
program and an assessm ent of CFS with 
recom m endations for changes.

O f the more than 50 surveys returned , six samples 
were selected for in-depth review. They w ere chosen 
because the applications had a direct im pact on
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farm -credit processing. Also concerns, criticism and 
suggestions for change are included bu t not 
emphasized.

Survey respondents interview ed included an 
accountant, two farm managers (one a real estate 
broker, another who doubles as a financial consultant) 
and three commercial lenders. Three of the six are farm 
owners in addition to their various professional roles.

Most users who purchased com puterized coordinated 
financial statem ents had been using the manual system 
or were familiar with it and hoped to save tim e with a 
com puter. One respondent had read about CFS, five 
others had filled out all or part of the forms and one 
was using the manual system regularly.

Tom Bullinger, head of the agri-business departm ent 
at National City Bank, M arion, O ., was enthusiastic 
about the software. He explained why.

“Only 30% of our business is ag related and the same 
people who review other credit applications are the 
ones who pass on farm loans, so they expect the same 
businesslike approach.

“So last fall we held regional CFS orientation and 
training m eetings with ag custom ers in each of the 
geographic areas we serve,’’ Mr. Bullinger said. Now 
all our ag custom ers are filling out the forms. It usually 
takes only one or two visits to get them  com pleted 
accurately and farm-loan custom ers are im pressed ,” he 
continued. “One farm er said he wished he d started 
using the system 10 years ago.”

He told about a custom er who had been  farming part 
time but had a chance to increase his acreage and quit 
his nonfarm job. W hen the bank had him cashflow the 
new option, he decided against it because he was 
clearly going to make less than he originally thought.
He even reduced the acreage he was farming and got 
more involved in his o ther work.

However, Mr. Bullinger said, “It works both ways,’ 
and he described another CFS experience. This tim e it
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FirstLease
AND EQ U IP M EN T  C O N S U L T IN G  C O R P .

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

EQUIPMENT LEASING  
WORKSHOPS

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

n only two days, you ’ll get a clear understanding of the 
irocedures and huge benefits of equipm ent leasing. Plus, 
ou ’ll discover what it takes to get started and how to 
legotiate, docum ent and fund an equipm ent lease 
ransaction.

Vould you love to generate three times the profit of a com- 
nercial loan? W ould you love to institute a program that’s 
redicted to be 60% of the Capital Goods Market by the 
990’s? Are you w ithin arm ’s reach of a telephone?

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

First Lease is one of Am erica’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 W orkshop 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.

y o u 7 /

MC03

FirstLease
AND EQUIPMENT CONSULTING CORP.
Executive O ffices 
420 H urstbourne  Lane 
Louisville, KY 40222 
(502) 423-7730
W orkshop Cost: $495.00

Please check workshop you wish to attend:

□  Nov. 12-13, Ramada Inn, Louisville, KY

Name

Company Name

tng!

Position/Title

Address

City State

Zip

Arrival
Phone

Departure
Accom m odations: Single □  Double □  
M ethod of Payment:
□  Bill me □  Check Enclosed for $495.00
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was a new client, a father-and-son op
eration. They w anted to expand their 
dairy so they could support both fami
lies. The loan request called for adding 
on to the dairy barn and increasing the 
herd by half. The application m et with 
skepticism from the non-ag m em bers 
of the loan com m ittee and was about to 
be rejected when Mr. Bullinger asked 
a local accountant to step in and p re 
pare a business plan. The accountant 
used CFS for the cash flow and balance 
sheet and a Lotus 1-2-3 tem plate for 
trend  and ratio analysis. These docu
m ents, along with a five-year projected 
business plan, made the day.

W hen the nonfarm m em bers of the 
loan com m ittee saw figures presen ted  
in this familiar businesslike format —  
w ith loans broken down into short
term  and interm ediate financing using 
the bank and the Fm HA —  the ap
p lica tio n s w e re  re c o n s id e re d  and 
accepted.

The bank charges no additional fees 
for keying in the farm er’s data and run 
ning the  repo rts  because they  feel 
they’re sharing in the rewards of b e tte r 
decision making. Mr. Bullinger says 
the value of CFS hasn’t been com
pletely  docum ented  yet, bu t it has 
clearly raised both the client’s and the 
bank’s awareness —  to the benefit of 
both.

Local Bank Referrals

Larry Foss, an accountant and own
er of Golden (111.) Business Consul
tants, Inc., becam e familiar with CFS 
after taking a course sponsored by the 
FmHA. All of his CFS clients came 
from local bank and Fm HA referrals.

As his clients come into the office for 
the first interview , he goes through the 
forms and explains why they’re im por
tant. He then gives the client the com
puter-generated  forms to take hom e 
and fill out.

Mr. Foss plans to buy a portable 
com puter so he can go to the farms to 
help customers find and en te r data. He 
says it’s im portant because so few of his 
clients have adequate recordkeeping 
systems. Now, they bring in partially 
com pleted forms and have to be sent 
home several times to find additional 
information. H e feels w ith a portable 
com puter he could com plete all the 
forms in an evening because he knows 
w here to find the information in farm
ers’ documents. H e also will learn a lot 
more about their operation that way.

“It really helps to be at their place 
w hen I set up an inventory or a fixed- 
asset tab le ,” he said.

He plans to offer training on filling 
out the forms and to increase farm ers’ 
recordkeeping com petence so the in

Farm-Credit Problems 
Topic at ABA Ag Conf.
The financial stress being experi

enced by the Farm Credit Adminis
tration (FCA) will be addressed dur
ing the ABA's National Agricultural 
Bankers Conference, November 10- 
13 at the Hyatt Regency Hotel, Dal
las.

Marvin Duncan, senior deputy 
governor of the FCA, will discuss 
likely future directions of the agency 
and the consequences its problems 
will be expected to have on the bank
ing industry.

Other topics to be explored at the 
conference: "Building the Business of 
Agriculture" with Jerome Green, 
president/CEO, J. I. Case Co.; a 
session on world events featuring 
senior editors from Newsweek maga
zine; and more than 20 concurrent 
sessions.

Registration information is avail
able by calling the ABA's Banker 
Education Network, 202/467-6738.

formation is more readily available. He 
already has noticed several c lien ts’ 
satisfaction in having detailed data to 
back up what they know intuitively.

“There have been  no great insights 
or life-changing revelations because of 
CFS, just an increased confidence that 
farming is really a business, not just 
serendipity. The more I use the forms, 
the more I look forward to FBS’s in te 
grated  Trans Action Plus accounting 
and crop-audit program s.” H e needs 
those programs to provide a full cost
accoun ting  se rv ice  b u re a u  for his 
clients.

“The CFS reports are great decision 
aids and with the com puter I can get 
them  out much faster. But an even 
higher priority for my clients are the 
m onthly reports generated by a good 
crop-cost-accounting program .”

Jam es G raham , a farm  m anager 
from W est Union, la ., not only filled 
out the survey, he added a two-page 
le tter describing his experiences with 
CFS and included some recom m enda
tions for changes.

Mr. Graham uses CFS with his p ri
vate clients as well as those he works 
with under contract w ith the FmHA. 
He has used the program  to develop 
restructuring plans for farmers u n d er
going C hapter 11 bankruptcy, as docu
m entation support for refinancing and 
to build a history for farmers who are 
changing lending institutions. He also 
has clients who bring in their data from 
the Trans Action Plus program  twice a 
year to update their loan-application 
requests.

The success he had with the pro
gram this spring brought even more 
referrals. As loan officers see the p rin t
outs and recom m endations resulting 
from his use of CFS, they are sending 
their troubled clients to his firm for 
help.

He told one story about a client he 
worked with under Fm H A  contract. 
The banks had recom m ended changes 
in his operation for two years bu t they 
never had the hard data to convince 
him. The old tim er always came back 
with “I don’t need to change, w e’ve 
always farmed this way and it’s always 
worked before. H e was being hard 
headed but he also tried  to u n d er
stand. Every year h e ’d sit down with 
the  banks’ recom m endations and a 
pencil and paper to try to figure out 
how they arrived at their conclusions.

Farmer Frustration
“The operation was so large he just 

couldn’t get a handle on all the in
formation necessary to make sense out 
of what they w ere saying,” Mr. G ra
ham explained. The farm er’s frustra
tion  m ounted , the  bank’s patience 
waned and finally Mr. Graham came in 
and used a CFS cash flow to show him 
why the changes w ere necessary.

Mr. Graham had another farm client 
who looked at his operation using CFS 
and had the presence of m ind to liq
uidate before he really got hurt.

“Sometimes it’s harder for a farm er 
to make basic P & L decisions because 
farming is more than a business; it s a 
lifestyle, and options o ther business
m en take may not be available to him, 
he said.

“The major value of CFS for many 
farmers is the aura of efficiency that 
comes from actually seeing their own 
records in a com pu ter form at. W e 
know lenders are im pressed by data 
p resen ted  this way, now the farmers 
them se lv es  are b eg in n in g  to have 
m ore respect for financial inform a
tion .”

Leroy Sandven, loan officer at F irst 
National Oelwein, la ., described the 
bank’s approach to CFS as a learning 
process for both the bank and the p rob
lem-loan customer.

“Eventually we plan to have all our 
custom ers on CFS, bu t we started  with 
those who had good records. W e w ere 
training two of our people to keypunch 
in data from the w orksheets and it 
would have been a hassle to try and 
straighten out poor records and learn 
about com puters at the same time, 
Mr. Sandven explained.

“ T he Iow a B ankers A ssociation  
financial statem ent we use is close to 

(Continued on page 56)
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lakes a great Christmas gift for bank 
¡rectors:

Jntil December 10, order at the 
ollowing rates:

State

Use the order form below:

MO copies (10% off).......$39.15/copy
11-25copies(20%off) . . .  $34.80/copy 
>6 or more copies
(25% off)..........................$32.60/copy

’ublished by Bankers Publishing 
Company from Bankers Management 
»ries

Order Form

Bank or firm
Name/department
Address________
C ity___________
Signature__________________________________

Required to fill order
□  Check Enclosed □  Money Order Enclosed 
Return to:

The Bank Board Letter 
408 Olive St.

St. Louis, MO 63102
Make checks payable to The Bank Board Letter

KEEP DIRECTORS 
INFORMED, INVOLVED 
WITH THIS COMPLETE 
& PRACTICAL 
HANDBOOK

This practical guide for bank directors can give directors on your board analytical tools and guidelines they can 
use to:

•  Develop strategies to keep your bank competitive
•  Assess performance to ensure financial soundness
•  Protect the shareholder’s investment through careful review of loan and investment portfolios, and so 

much more.

This brand new, complete guide for bank directors can ensure that your directors understand the critical factors that 
affect profitability. Included are clear explanations and examples of how to interpret ratios, analyze a statement of 
condition, choose a gap-management strategy, and determine capital adequacy. There also are clear discussions on 
balance-sheet trends and interest-rate sensitivity with sample maturity schedules.
Available for $43.50 for single copies. See discount schedule below on orders of five or more:

The Bank Director
A Complete and Practical Handbook

By James B. Bexley
Chairman/CEO
Texas Commerce Bank of McAllen
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:ederal Sign. You 
'■an trust us with 
he image you want 
Fo project.

Whether your identification 
program involves 
a single location or is 
national in scope; 
whether your signage is 
i intended as a market

ing tool, to project image-building 
iwareness, or as an advertising medium, 
~-ederaI Sign’s unmatched resources 
;an help you achieve your goals.

lo matter what your business or sign- 
ige needs, you can be assured that 
-ederal Sign has met every type of iden

tification challenge while protecting the 
integrity of clients’ business images.
|Using state-of-the-art materials and 
advanced construction methods, your 
~-ederaI signage will project your image 

I through the eighties and beyond.

\Can you afford to rely on anyone less 
I than the nation’s premier supplier of 
I signage?

\Austin .......................  (512) 459-2228
iChicago.....................  (312) 887-6800
\Cincinnati.................  (513) 722-1110
¡Corpus Christi............ (512) 857-2638
WallasIFort Worth . . . .  (817) 261-2341

iHouston.....................  (713) 799-1666
Indianapolis.............. (317) 875-5332
Kansas C ity ................ (816) 861-4400

¡Knoxville...................  (615) 577-1653
¡Louisville...................  (502) 499-0220
¡Milwaukee.................. (414) 374-7400
¡National Sales............ (312) 887-6921
Oklahoma City............ (405) 681 -8113

\San Antonio................ (512) 341-8223
\St. L o u is ...................  (314) 371-2000

■ ■

COLONIAL SAVINGS
. m W  : — — ..

Call Toll Free 800-323-7431

FEDERAL SIGN
Division Federal Signal Corporation

The Marketing-Minded Sign Company
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institution Softw are D irectory

MORE than 100 firms responded to the F inancial Buyers G uide soft
ware directory survey. The results — published herein — repre

sent what we believe to be the most complete compilation of software for 
the financial-services industry available anywhere. The listings are 
grouped alphabetically by type of use below. You will find an alphabeti
cal listing of vendors beginning on page BG/16.
Let us know what you think of this directory and if you have any sugges
tions for improving it. The next directory will be published in March, 
1986. — The Editors

Accounts Payable
Accounts Payable
IPS’s Accounts Payable System is a 
complete disbursements system pro
viding vendor invoice processing, 
user-definable checks, 1099 reports 
and more.
IBM PC, PC-XT, PC-AT or compati
ble NCR PC-4, Compaq
In teractive P lanning System s, 
Atlanta GA

Agri-Banking

CFS
Electronically transforms familiar 
CFS (Coordinated Financial State
ment for Agriculture) worksheets and 
statements into computer-generated 
screens and reports. Credit analysis, 
customer service, financial control, 
financial planning.
IMB PC and compatibles, TI-PC, 
Tandy 2000
FBS Systems, Aledo IL

ACRES— Agricultural Credit Review 
& Evaluation System
Provides a true cash-centered analy
sis of the client’s ability to repay bank 
debt based on the client’s historical 
financial records and projected cash 
flows using livestock, crop and/or 
product information.
IBM PC, XT, AT/IBM compatibles — 
256K Memory
Crowe, Chizek & Co., South Bend 
IN

Ag Pac
Provides profit/loss analysis, real 
estate/financial analysis for crop, 
dairy and livestock enterprises.
Apple II series, IBM PC, XT, DEC 
Rainbow, NCR and soon to be MS 
DOS
Wisconsin Microware, Madison Wl

FARMChek™

Computer-based financial-m an
agement service designed for the 
particular needs of farmers, ranchers

and small businessmen. 
Burroughs B-90 and larger 
Farm Data Corp., Burnsville MN

BankDisk Agricultural Cashflow
Includes a worksheet on which the 
user enters a client’s pertinent data. 
Calculates short-term debt based on 
customer marketing and expense in
formation on both a monthly and 
yearly basis.
Apple 2, 3; IBM PC, XT, AT; Bur
roughs ET2000, B20, B25
Financial Systems, Inc., Kearney 
NE

AccuFarm-GL
Follows the format of FHA-approved 
Coordinated Financial Statements for 
cash-flow monitoring, tax purposes or 
complete general ledger designed 
especially for farmers and farm lend
ers.
IBM or compatibles
Ontario Systems Corp., Muncie IN

The Homestead Financial Planner
A tool for farm credit analysis that 
benefits ag lenders by generating 
more reliable information in less time. 
It produces monthly cash flows, finan
cial ratios and other reports.
IBM PC, XT, AT and IBM compatibles
Hom estead M anagem ent Sys
tems, Inc., Des Moines IA
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Financial Institution

Amortization

BankDisk General Financial Calcula
tor II
Provides amortizations, depreciation 
schedules, actuarial and 78s payoff 
and the installment loan and data cal
culation programs found in calculator 
1.

Apple 2, 3; IBM PC, XT, AT; Bur
roughs ET2000, B20, B25
Financial Systems, Inc., Kearney 
NE

Asset-Based Lending

CLF/3000
On-line, interactive computer system 
designed to support asset-based 
lending. It manages cash, disburse
ments and daily activity with corpo
rate, regional and branch-reporting 
capabilities.
Custom Application Systems, Inc., 
Los Angeles CA

Asset/Liability
Management

Chameleon
Profit-planning and A/L manage
ment software designed especially 
for smaller institutions with 12-month 
annual model. Complete “what if” 
capabilities and report set, including 
variance reports.
IBM PC, XT, AT and compatibles, 
Digital Rainbow, 100
Advanced Planning Systems, Inc., 
Profit P lanning System s Div., 
Arlington Heights, IL

PROFITSTAR
Comprehensive, yet easy-to-use 
asset/liab ility management and 
budgeting system. Flexible accounts 
and planning periods. Static and 
dynamic GAP analysis. Graphics 
built into the system.
IBM PC, XT, AT and compatibles; 
Burroughs B-21 and B-25; Apple III 
F.N.
Bankware, Inc., Omaha NE

MIC II
Projects impact of plans and interest 
rate changes on balance sheet, in
come statement and rate-sensitive
BG/4

Software Directory
position. Enhanced by such features 
as user-defined GAP time horizons, 
yield calculators and context- 
sensitive help messages.
IBM PC and compatible hardware
Cliff Davis Associates, Inc., Mem
phis TN

microBRMS
A menu-driven, simple-to-use asset/ 
liability system that encourages fre
quent “what-if” analysis. Static and 
dynamic gaps are part of standard 
output that is complemented by a full 
report writer.
IBM, Wang, Compaq and other com
patible MS-DOS micros
Chase Manhattan Bank, New York 
NY

Financial Institution Planning System 
(FIPS)
Complete asset/liability management 
software. User-defined account titles. 
Gap analysis. Report on head office & 
regions separately or consolidated. 
Defined cost centers.
IBM PC, AT, XT and compatibles 
Hale Systems, Inc., Palo Alto CA

GAPMANAGERI
A comprehensive asset/liability man
agement system which enables the 
financial officer to identify interest- 
rate risk due to a mismatch of assets 
and liabilities maturing in future 
periods. It has extensive forecasting 
and reporting capabilities.
IBM-PC (and compatibles), IBM-XT, 
WANG PC, T. I. Professional, Bur
roughs ET 2000
D istributed  P lanning System s  
Corp., Calabasas CA

FPCS  —  Financial Planning and 
Control System
Saddlebrook’s FPCS is a complete 
General Ledger and Financial Re
porting System designed to stream
line accounting operations. Empha
sis is on management reporting: 
asset and liability management, pro 
forma modeling and cost accounting.
Saddlebrook Corp., Cam bridge  
MA

Asset/Liability Management
IPS’s Asset-Liability Management 
package is designed to assist in the 
optimization of a financial institution’s 
net-interest margin providing com
plete GAP reporting, net-interest 
margin analysis and “what-if” fore
casting.
IBM PC, XT, AT or compatible NCR 
PC-4, Compaq
In teractive  P lanning System s, 
Atlanta GA

Money Maker, Plansmith, Plansmith 
Plus, Plansmith Extended
Four different levels of asset/liability 
management software depending on 
the degree of required sophistication. 
Extended version permits analysis 
out to six years. Training provided.
IBM compatible and others 
Plansmith, Palatine IL

BancPIan
An asset/liability management and 
profit-planning model with unlimited 
“what-if” capabilities and an interac
tive summary program. Planning can 
be done on an annual or long-range 
(three-year) basis by quarters.
IBM PC, XT, compatibles, Compaq, 
Victor 9000
Advanced Planning Systems, Inc., 
Arlington Heights IL

ALMS (Asset/Liability Management 
System) —  Bank & S&L Versions
Modular asset/liability system. Mod
ule I is gap analysis/simulation and 
management reporting; module II is 
optim ization; module III is bond 
swaps, module IV is futures trading/ 
hedging.
IBM PC, XT, AT
Systematics, Inc., Little Rock AR

The Sendero Model, Level I, Level II, 
Level III
Menu-driven guide to aid bankers in 
making repricing decisions and set
ting balance-sheet goals. Financial 
statements and gap-analysis reports 
are produced for evaluation. Key 
market rates are used to project in
terest rates.
IBM PC, XT, AT, and compatibles 
such as Compaq, Monroe, Bur
roughs, AT&T
Sendero Corp., Phoenix AZ

See page BG/16 for alphabetical list
ing of vendors.
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Complete Asset/Uability Manage
ment System
Comprehensive system providing 
asset/liability management with gap 
analysis, financial planning, budget 
comparisons, key-ratio reporting, 
regulatory reporting.
Most popular microcomputers
Financial Technology, Inc. Chica
go IL

ATM Processing

ATM Management System
Permits banks to have ATMs inter
faced directly to their computer. Pro
vides memo posting to balance files, 
audit and control. Will support 
Diebold, NCR, IBM and many other 
ATM types.
IBM S/34, S/36, S/38, 4300
Arkansas System s, Inc., Little  
Rock AR

Banking/Finance

PeerLine
Allows banks, S&Ls or holding com
panies to make an anonymous 
monthly comparison of critical per
formance measures such as fee in
come, loan quality, staff productivity, 
new business generation and more.
IBM or compatible 
InnerLine, Arlington Heights IL

Systematics Source Systems
A complete set of integrated software 
for financial institutions including 
loans, deposits, CIF, Profitability 
Analysis, Financial Management and 
micro-mainframe link.
IBM 43XX, 30XX
Systematics, Inc. Little Rock AR

PC/Banker General Ledger
System allows a small to mid-size 
bank to capture daily transactions, 
post them and produce financial re
ports.
IBM PC, XT, AT 
Response, Inc. Jackson MN

BankDisk Controller
Information based on up to 200 user- 
definable accounts. Allows user to 
define up to 50 key ratios based on 
account information. Performs “what- 
if” comparisons. Stores test plan for 
manipulation without affecting 
accrual or budgeted information.

IBM PC, XT, AT
Financial Systems, Inc. Kearney 
NE

Banks-Internal Accounting

Accounts Payable
This software system allows the user 
to maintain vendor records which are 
used in creating and printing checks. 
Year-to-date figures are maintained 
for each vendor. Each check may be 
disbursed to up to five general-ledger 
accounts. The system allows the user 
to store recurring checks.
Performs on any that operate under 
IBM PC DOS (2.0 or later), MS DOS 
(2.0 or later), CP/M (2.2 or later), MP/ 
M 80, MP/M86 or CP/M 86.
Microsys, Inc., Albuquerque NM

Batch Data Transfer

SI Query™/SI GATEWAY™
Query is user-friendly tool that re
sides on PC and consists of hierarchy 
of menus and associated screens 
through which a financial manager 
can formulate queries. Gateway per
mits uploading/downloading of data.
IBM AC, XT
Systematics, Inc., Little Rock AR

Board Reporting

BankDisk Board Reporting
Allows the bank to consolidate daily 
statement information into a report 
format. Includes tabular and graphic 
representation of account balances 
and performance and/or key ratios.
IBM PC, XT; Burroughs ET2000
Financial Systems, Inc., Kearney 
NE

Bond Accounting

Non-Interest Payment System  
(BIPS)
A real-time system for processing 
registered, partially registered and 
bearer bonds. It can handle transfers, 
check printing, collection-letter pro
cessing, report requests and call pro
cessing in a real-time environment.
IBM mainframe or compatible or 
Series 1
Shaver Associates, Inc., Orlando 
FL

Bond Plus
A complete bond-portfolio database 
designed to allow the addition of user- 
desired custom features.
IBM PC, HP150, HP120, compatibles 
Marcal Systems Corp. Cary IL

Bank Investor, Securities Account
ing, Analysis, Pricing System
A comprehensive bond-accounting 
analysis and decision-making pack
age providing bond accounting, port
folio analysis, multi-bond swapper 
and bond calculator.
Most popular microcomputers
Financial Technology, Inc., Chica
go IL

Bond Swaps

The Money Market Swapper
Powerful program for analyzing ad
vantage of swapping one group of 
short-term securities for another.
Apple II+ , IBM PC, XT, AT
Piedmont Software Co., Charlotte 
NC

Bond Swap Manager Series
Powerful program for analyzing prof
itability of swapping one group of 
fixed-income securities for another. 
Allows great flexibility in setting pa
rameters of swap: Consideration of 
TEFRA, Fed or local taxes, accrued 
interest, coupon compounding.
Apple II + and IBM PC, XT, AT
Piedmont Software Co., Charlotte 
NC

Card Processing

Faraday Card Processing System
Enables financial institutions to sub
mit diskettes from personal comput
ers for data input in embossing, en
coding and other card services, thus 
improving plastic-card processing 
and turnaround.
IBM and compatible micro and mini 
systems
Faraday National Corp., Herndon 
VA

CD Accounting

CD Accounting
IPS’ CD Accounting System handles 
floating rate CDs, 1099 reporting, 
back-up withholding, automatic in
terest calculation and early withdraw-
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al penalties.
IBM PC, XT, AT or compatible, NCR 
PC-4, Compaq
In teractive P lanning System s, 
Atlanta GA

PC/Banker-Certificates of Deposit
Allows a small- to mid-size bank com
plete control of processing of certifi
cates. Prime rate and money-market 
rates are maintained. The system 
prints checks, notices and 1099s.
IBM PC, XT, AT 
Response, Inc., Jackson MN

Contract Collection 
Accounting

Contract Collection Manager
Automates contract collection and 
disbursement services. It computes 
and deducts fees, applies payment to 
contract, prepares disbursements, 
journals, reports and receipts, ACH 
interface available.
IBM PC, XT, AT 
Learned-Mahn, Inc., Boise ID

Credit Analysis

FAMS —  Financial Analysis Manage
ment System
User can create selected industry 
analysis by defining the entire chart of 
accounts, account types, cash-flow 
position and reporting “ logic.” In
cludes short-term and long-term pro
jections, compliance reporting and 
peer group analysis.
IMB PC, XT, AT, IBM compatibles — 
512K Memory
Crowe, Chizek & Co., South Bend 
IN

MMAS —  Middle Market Analyst’s 
System
MMAS provides for similar historical 
analysis as CCAS using 5 year-end 
and 5 interim periods. The short-term 
and long-term projection module 
allows for greater detail matching 
each chart of account line item as 
exists on the client’s statements. 10 
periods are available for long-term 
projection.
IBM PC, XT, AT, IBM compatibles — 
BG/6

Software Directory

256K Memory
Crowe, Chizek & Co., South Bend 
IN

CCAS —  Commercial Credit Analysis 
System
Through historical evaluation of bal
ance sheet and income statement in
formation, CCAS provides ratios, 
trends, reconciliations, cash- 
centered cash flow and RMA data 
submission forms. Short-term (12 
month), long-term (4 yrs) and peer- 
group analysis are also included.
IBM PC, XT, AT, IBM compatibles, 
Apple 256K Memory
Crowe, Chizek & Co., South Bend 
IN

BankDisk Commercial Statement 
Spreading
Lets user name certain assets and 
liabilities to customize balance 
sheets and income statements for 
particular businesses. Printed state
ment spreading reports consist of a 
5-year balance sheet, income state
ment, key-ratio analysis, trading- 
cycle analysis, common-size com
parative statements, funds-flow 
analysis and RMA statements stu
dies data submission form.
Financial Systems, Inc., Kearney 
NE

Currency Control

Currency Control
IPS’s Currency Control is a branch 
cash-management tool allowing for 
target cash levels and actual ship
ment dates to be set for each indi
vidual branch.
IBM PC, XT, AT or compatible, NCR 
PC-4, Compaq
In teractive P lanning System s, 
Atlanta GA

Customer Information

Communicator™
A CIF System designed to automati
cally merge name and address files 
from application software, providing 
on-line inquiry, teller handler, ATM 
handler, and Marketing Analysis.
Burroughs Medium (only)
Bank Earnings Systems, Inc. Com
merce GA

Banking Customer Information Sys
tem
Provides banks with the ability to 
cross-reference, locate and retrieve 
customer-account information for tell
ers, loan officers and other bank offi
cials. Up to 100 related account num
bers and comments per customer.
IBM System 34/36
Arkansas System s, Inc., Little  
Rock, AR

Customer Profitability

PROFITMANAGER I
Provides the lending function of the 
bank with the ability to define its own 
client relationships and evaluate their 
profitability. It further provides the 
loan officer with a flexible method of 
repricing the services to the client in a 
profitable manner.
IBM-PC (and compatibles), XT, AT
Distributed Planning System s, 
Corp., Calabasas CA

Deposit-Box Accounting

PC/Banker-Safe Deposit Box
Maintains complete record of safe de
posit box rentals, availability and pro
vides renewal notices. System tracks 
various rates for rental and calculates 
automatic payment deductions.
IBM PC, XT, AT 
Response, Inc., Jackson MN

Safe Deposit Box Accounting
Provides complete recordkeeping 
and billing capabilities for a single or 
multi-branch financial institution.
IBM PC, XT, AT, NCR DM5, PC4, 
Burroughs B-25
In teractive  P lanning System s, 
Atlanta GA

Safe-Deposit Billing
Automates the safe deposit box in
ventory and customer billing func
tions. Manages customer waiting list. 
Box numbers may be alpha. Informa
tion by location (branch). Handles 
automatic charges to deposit 
accounts. Allows multiple box types 
and rates. User-defined bills, notices 
and automatic charges. Handles 
sales tax and ZIP + 4.
Performs on any that operate under 
IBM PC DOS (2.0 or later), MS DOS 
(2.0 or later), CP/M (2.2 or later), MP/ 
M 80, MP/M86, or CP/M 86.
Microsys, Inc., Albuquerque NM

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



BankDisk Safe Deposit Box Account
ing
Has the ability to debit accounts or 
initial bills through the built-in forms 
generator to custom design forms. 
Permits the user to bill monthly, every 
two months, quarterly, semi-annually 
or annually.
IBM PC, XT, AT; Burroughs ET2000
Financial Systems, Inc., Kearney 
NE

Electronic Funds Switching

OCM24 ATM/EFT/POS
Turnkey EFT software system which 
includes Card Holder Management 
System, Transaction Control System, 
Shared Networking Facility and Cen
tral Switch Network. Each module 
can be installed independently.
IBM 370, 43xx, 30xx, DOS, OS, MVS, 
CICS
SDM International, Inc. Fuquay- 
Varina NC

Electronic Banking
(Videotex)

Scratch Pad —  Electronic Informa
tion System
Presents information to microcom
puters on a dial-UA basis, and inter
faces to mainframes to provide in
teractive transactions, including cash 
management and home banking on 4 
to 48 ports.
Datapoint 3200
Shuttle Corp., Redmond WA

Electronic Funds Switching

WireNet
An automated funds transfer and 
management system which connects 
a bank’s wire room to Fedwire, 
SWIFT, Bankwire and Telex as well 
as the bank’s DDA/GL systems.
IBM PCs & ATs running on IBM PC 
Network
BankPro Systems, San Francisco 
CA

Q-UP
Q-UP is a family of software modules 
designed to run on a variety of com
puters for transaction switching and 
processing applications.
IBM Series/1 and Series/1 PC AT or 
XT, IBM 370X Compatible Main
frames, IBM System/88 or Stratus/32 
Continuous Processing System.
Quadstar Corp., Dallas TX

SATM (R)
Commercial electronic funds transfer 
switch providing on-line support for 
ATM/POS devices and various host 
computers.
HP1000
ATM Network Management Corp., 
Downers Grove IL

F.D.I.C. Call Report System 3130e
A functional and cost effective soft
ware system designed for F.D.I.C. in
sured banks. The system automates 
the quarterly call report required by 
the F.D.I.C., F.F.I.E.C. and the 
Federal Reserve Bank.
IBM PC, XT, AT and compatibles. 
Burg-Lewis, Inc., Houston TX

Financial Planning

OMNI Model Building Report Lan
guage & Data Management
Customized reporting, “ w hat-if” 
analysis, sensitivity analysis, com
plete financial routines, extensive 
forecasting and statistical analysis, 
computer-generated work sheets, 
standard mathematical expressions.
IBM 370, 4300, 3XXX Univac 1100, 
Decuvax Data General, Prime 
HP1000A900 AT370 Micro VAX II
Haverly Systems, Inc., Denville NJ

PFP™ Decision-Maker and PFP Pro
fessional
Software, market research, imple
mentation guides, and marketing 
pieces for the institution investigating 
personal financial planning (Decision 
Maker) or implementing the service 
(Professional).
IBM/PC, PC/XT, PC4700, IBM PC 
compatibles
Infoware Corp., Nashville TN

Financial Planning System (FPS)
A comprehensive planning system 
providing monthly, quarterly, and 
annual forecasts, cash-flow simula
tion, base rates, budgeting, custo
mized reporting, GAP merger analy
sis, multiple forecasting and branch 
profitability.
Hale Systems’ Burroughs B-7850. 
Used on a dial-up basis via terminal 
or micro computer.
Hale Systems, Inc., Palo Alto CA

System W
System W is an integrated family of 
software products ranging from main- 
frame-based business modeling, 
analysis and query software to per
sonal computer-based modeling and 
work-station software. Uses of this 
system support:
IBM 4300 series and higher under 
VM/CMS or MVS/TSO operating sys
tems.
Comshare, Inc., Ann Arbor Ml

Financial Planning
Integrated mainframe and micro
computer software for financial plan
ning and reporting. Features financial 
modeling, relational database man
agement, statistics, graphics, report 
writer, and micro-mainframe link.
IBM Mainframes 
Comshare, Inc., Ann Arbor Ml

S & L Reporter I
A budgeting and financial planning 
system with both extensive forecast
ing and performance-reporting capa
bilities.
IBM-PC (and compatibles), IBM-XT, 
WANG PC, T.l. Professional, Bur
roughs ET 2000
Distributed Planning System s, 
Corp., Calabasas CA

BANKREPORTERI
A bank budgeting and financial plan
ning system with both extensive fore
casting and performance reporting 
capabilities.
IBM-PC (and compatibles), IBM-XT, 
WANG PC, T.l. Professional, Bur
roughs ET 2000
D istributed Planning System s, 
Corp., Calabasas CA

BankDisk IRA Proposal & Disclosure
Provides a breakdown of accumula
tion and comparison of the IRA to tax
able savings and tax-sheltered sav-
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ings. Offers a tax-deferred IRA accu
mulation for the first five years and at 
ages 60, 65 & 70.
Apple 2, 3; IBM PC, XT, AT; Bur
roughs ET2000, B20, B25
Financial System, Inc., Kearney NE
Corporate Tax Planner
It allows you to see the results of var
ious tax alternatives as quickly as you 
input your assumptions. Following 
the layout of federal form 1120 it 
allows you to play “what-if” games or 
check manually prepared returns.
TaxCalc Software, Inc., Fort Worth 
TX

Business Valuation
It is frequently necessary for the plan
ner to have a reasonable estimate of 
a value of a client’s closely-held 
businesses. Templates are provided 
for both regular and professional cor
porations.
TaxCalc Software, Inc., Fort Worth 
TX

Financial Management 
Support System

Micro Bank Facts
Provides index of bank performance 
so that officers may run peer-group 
performance comparison. Service 
available on on-line basis.
IBM PC or compatible 
Plansmith Corp., Palatine IL

Peerline
Allows a bank, S&L, or HC to anony
mously compare itself to peers and 
competitors based on a pool of con
fidential data relating to internal op
erations.
IBM PC or compatibles 
InnerLine, Arlington Heights IL

Fixed Asset Accounting

Fixed Asset Accounting
Maintains history of each asset, 
calculates monthly depreciation (for 
book and tax), calculates investment 
tax credit and recapture. User may 
choose standard depreciation and 
tax credit for each asset.
IBM PC, HP150, HP120 
Marcal Systems Corp., Cary IL

BG/8
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Fixed Assets Accounting
This software system allows for main
taining two [of several] depreciation 
methods for each asset. The system 
includes all tables issued by the 
federal government for accelerated 
cost recovery system [ACRS].
Performs on any that operate under 
IBM PC DOS (2.0 or later), MS DOS 
(2.0 or later), CP/M (2.2 or later), MP/ 
M 80, MP/M86, or CP/M 86.
Microsys, Inc., Albuquerque NM

FAAS — Fixed Asset Accounting 
System
Calculates depreciation under a 
200%, 150%, and 125% declining 
balance with sum of the year’s digits, 
straightline, ACRS or ACRS straight- 
line methods. Reports include both 
book and tax depreciation methods, 
property tax.
IBM PC/XT/AT/IBM compatibles — 
256K Memory
Crowe, Chizek & Co., South Bend 
IN

Fixed Assets Accounting
IPS’s Fixed Assets Accounting auto
matically calculates book and state 
and federal tax depreciation, invest
ment tax credits, and section 179 ex
pense elections. The system also 
provides book and tax forecasting.
IBM PC, PC-XT, PC-AT or compati
ble, NCR PC-4, Compaq
In teractive  Planning System s, 
Altanta GA

BankDisk Fixed Asset Accounting
Uses depreciation methods as 
ACRS, declining balance, straight 
line and sum-of-the-year’s digits. 
Maintains depreciation details for 
such assets as furniture, buildings 
and equipment with book & tax value.
IBM PC, XT, AT; Burroughs ET2000
Financial Systems, Inc., Kearney 
NE

Fixed-Asset Accounting (General 
Ledger for Financial Institutions; Pro
curement & Inventory Management 
General Accounting Functions) 
Financial-8® for Banking
Integrated family of software prod
ucts to provide financial and opera

tions support. On-line, real-time sys
tems include: accounts payable, 
capital project accounting, employee 
expense accounting, fixed asset 
accounting .
IBM 43xx, 30xx, 370
American Software, Inc., Atlanta 
GA

General Ledger for 
Financial Institutions

General Ledger
IPS’ General Ledger is a highly flexi
ble software package designed to 
automate manual posting or replace 
an outside service bureau with a total
ly user-defined chart of accounts and 
custom report writer.
IBM PC, PC-XT, PC-AT or compati
ble NCR PC-4, Compaq
In teractive  P lanning System s, 
Atlanta GA

Banc Manager, General Ledger/Fi- 
nance Information System
General ledger provides complete 
financial reporting and control report
ing. Other features include various re
porting functions, massive database 
and user-defined charting of ac
counts.
Most popular microcomputers 
Financial Technology, Chicago IL

In-House Complete 
Processing Package

Nucomp Banking System
Software solution for in-house pro
cessing for community banks includ
ing eight basic applications and sup
porting products, including all con
sulting, conversion, eduation and on
going support.
IBM System/36 and related equip
ment
Nucomp System, St. Paul MN

Integrated Bank 
Management

Kencom
Designed to be the ultimate on-line 
integrated banking system for Amer
ica’s mid-range banks.
IBM 4300 Series
Kencom, Inc., Altamonte Springs 
FL
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Financial Application Packages
Fully integrated, on-line banking and 
financial industry software designed 
to provide management solutions.
Florida Software Services, Inc., 
Altamonte Springs FL

Integrated Transaction 
Processing

Financial Data System (FDS)/Finan- 
cial Terminal System (FTS)
Uses IBM Series 1 and proprietary 
software to connect and intermix tell
er and administrative terminals and 
ATMs on line to a central computer 
system.
IBM Series/1
SDD, Inc., Boulder CO

ABS (Advanced Banking System)
A flexible, parameter-driven, retail- 
oriented financial transaction system 
allowing users to create/maintain 
CIF, deposits, loans and general 
ledger with ability to back-date and 
future-date transactions.
Geac 8000 and the Concept 9000
Geac Computers, Inc., Woodland 
Hills CA _________

Community Banking Software
Enables a bank to automate all bank 
functions and, in so doing, reduces 
processing costs while affording 
greater flexibility in all applications.
IBM Series 1,4300, 370; Honeywell, 
DPS-6; NCR Adds MENTOR, DEC, 
General Automation
Bankline, Inc., Phoenix AZ

V. I. P. 34/36™

A totally integrated, on-premises sys
tem which provides unified state
ments and a data-based central file. It 
is parameter-driven and complete 
maintenance and software support is 
provided.
IBM System 34/36
Decimus Data Services Corp., Wal
nut Creek CA

The Canton System 1990
An integrated financial system de
signed to provide a complete pack
age of services for financial institu
tions.
IBM System/370 (model 125 & up), 
43XX and 303XX Series CPUs and 
plug-compatible mainframes running 
under DOS, DOS/VS and DOS/VSE
Canton Automated Systems, Inc., 
Canton OH

MSA Software
Nine integrated application software 
systems, including general ledger, 
forecasting and modeling, fixed- 
asset accounting, project tracking, in
ventory management, accounts pay
able, foreign exchange and payroll.
IBM 360/370, 30xx, 43xx, OS, DOS, 
OS/VS1, DOS/VS(E), SVS, MVS, 
VRX, SSX, Burroughs 2700-7800, 
Sperry 1100, NCR 85xx, 86xx, 
among others
Managem ent Science Am erica, 
Inc., Atlanta GA

System W Distributed
Integrated mainframe and micro soft
ware for financial planning and re
porting. Features financial modeling, 
relational database management, 
statistics, graphics and report writer.
IBM configurations with UM/CMS or 
MUS/TSO on mainframe and PC 
DOS on microcomputer.
Comshare, Ann Arbor Ml

FMS MOD IV
Contains major enhancements to 
previous financial management sys
tem in the areas of forecasting, 
budgeting and warehouse entry. De
signed to be a complete financial in
stitution accounting and manage
ment system.
IBM 43xx, 30xx
Systematics, Inc., Little Rock AR

BANK250
Consolidates loan accounting, sav
ings accounting, demand deposit 
accounting and safe deposit account
ing with a customer-information file 
that maintains records on every cus
tomer for on-line inquiry or batch pro
cessing.
HP 250 Model 10
Marcal Systems Corp, Cary IL

FutureBank
A versatile, flexible, easy-to-use and 
inexpensive system for financial in
stitutions.
IBM PC, System 34/36/38
International Software Inc., Allen
town, PA

OMNI
Totally integrated in-house data- 
processing system that includes 
training, planning, documentation, in
stallation, federal regulatory com
pliance, new-product enhancements

and around-the-clock support.
IBM System 34/36

OMNI Resources, Inc., Altamonte 
Springs FL

Integrated Financial Control

Financial-8® for Banking Industry
Integrated system for financial con
trol, including following accounting 
modules: accounts payable, capital 
project, employee-expense, fixed 
asset, general ledger, inventory con
trol, purchasing and requisition man
agement.
IBM 370, 30xx, 43xx
American Software, Inc., Atlanta 
GA

Interest-Margin Spread

BankDisk Interest Spread Analysis
Calculates interest margin and 
spread on a daily, weekly or monthly 
basis and compares the results with 
previous (historical) periods. Allows 
the user to do what-if projections with 
different investments.
IBM PC, XT, AT; Burroughs ET2000
Financial Systems, Inc., Kearney 
NE

Investment Analysis

Financial Futures Calculator
Computes the relationships between 
the cash and financial futures mar
kets. Calculates conversion factors, 
implied repo, conversion prices and 
implied forward rates.
IBM PC, XT, AT and compatible. Ap
ple II series.
Bond-Tech, Inc., Englewood OH

Mortgage Backed Securities Calcula
tor
Computes prices, yields, modified 
duration, dollar extensions and pre
payment speeds using FHA, CPR, 
CPP, SMM and balloon-prepayment 
analysis.
IBM PC, XT, AT and compatibles. Ap
ple II series.
Bond-Tech, Inc., Englewood OH

Multiple Bond Calculator
Analyzes bonds, notes, money mar
kets, and odd first-coupon issues. 
Computes prices, yields, yield 
equivalents, modified duration and
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dollar extensions. Contains auto loan 
from a database.
IBM PC, XT, AT and compatibles, Ap
ple II series
Bond-Tech, Inc., Englewood OH

Investment-Oriented Statistical Soft
ware
50 programs for forecasting stocks, 
bonds, options, futures and foreign 
exchange.
All computers with 5VV' disk 
Programmed Press, Elmont NY

Investment Management System
Professional system to process 
Federal funds, commercial paper, re
purchase agreements, certificates of 
deposit, and other interest bearing in
vestments.
IBM-XT/AT
Piedmont Software Co., Charlotte 
NC

IPS —  Investment Performance Sys
tem
IPS is an on line investment perform
ance-analysis system designed to 
produce the decision support in
formation required to evaluate invest
ment strategy.
Wang VS, IBM 43XX, 3XXX 
National FSI, Inc., Dallas TX

Stock Option Planner
Calculates the costs and results of a 
covered call, buying the stock and 
selling the call option. While this pro
gram cannot pick stocks and call call 
options, it can assist with the calcula
tions necessary to give a better idea 
which are best investments.
TaxCalc Software, Inc., Fort Worth 
TX

Real Estate Planner
Evaluates the economics of a real 
estate investment over a period of 
one to ten years. Shows the taxable 
income on loss, tax payable on ben
efit, net cash flow for each period and 
cumulative cash flow through the 
latest period.
TaxCalc Software, Inc., Fort Worth 
TX

Software Directory

One-Minute Market Analyst
Provides regular updates of a wide 
range of market indicators, including 
NYSE, AMEX, OTC, gold/silver, in
terest rates and currencies to aid in 
market analysis.
IBM PC, XT, AT
Personal Equity Computing, Inc., 
Framingham MA

Stockchart-ll (OBV Analysis Soft
ware)
A stock-analysis program for per
forming on-balance volume analysis 
and generating stock charts for tech
nical analyses. It can retrieve quota
tions from Dow Jones or from Warner 
Computer’s financial database.
IBM PC, XT, AT and compatibles, in
cluding Compaq, Tandy 1200 and 
1000 .

Micro-Investment Software, Inc., 
Stockton CA

OPTIONS-80: Stock Option Analyzer
Maximizes annualized returns from 
calls, puts, spreads, covered writing 
and allows commission and cost of 
money. Includes graphs and tables. 
Black-Scholes modeling available in 
advanced versions.
IBM PC, XT, Apple family, TRS-80 
family, Wang PC
OPTIONS-80, Concord MA

Investment-Oriented Statistical Soft
ware
Fifty programs for statistical forecast
ing of stocks, bonds, options, futures 
and foreign exchange.
IBM, Apple, Radio Shack, Commo
dore, Kaypro, DEC, Sanyo, or any 
MS-DOS or CP/M-based system.
Programmed Press, Elmont NY

IRA Marketing

IRA Marketing
Prepares individualized IRA versus 
IRS comparison projections.
IBM PC or compatibles 
Computech, Inc., Minneapolis MN

See page BG/16 for alphabetical list
ing of vendors.

Loan Calculation and 
Documentation

T lll-LPS
Calculates any loan by using Regula
tion Z formulae and printing required 
loan documentation.
IBM PC, Monroe 2000, Olivetti M 24, 
AT&T 6300
El Dorado Systems, Inc., Richard
son TX

Loan Loss Control

Loan Loss Control
IPS’s Loan Loss Control provides 
complete tracking of loans from date 
of charge-off through final disposition 
and has customer information file 
capability.
IBM PC, PC-XT, PC-AT or compati
ble, NCR PC-4, Compaq
In teractive P lanning System s, 
Atlanta GA

Loan Management

Collateral Insurance Tracking
This system allows user to keep track 
of collateral insurance policies by 
note number. Record may be ac
cessed by customer name or note 
number. Each note may have up to 
ten collateral insurance policies.
Performs on any that operate under 
IBM PC DOS (2.0 or later), MS DOS 
(2.0 or later), CP/M (2.2 or later), MP/ 
M 80, MP/M86 or CP/M 86
Microsys, Inc., Albuquerque NM

Charge Offs Accounting
This system allows user to keep track 
of charged off accounts. Some of the 
items in the customer records are: 
customer name and address, date 
charged off, original charge off 
amount, officer and percentage rate.
Performs on any that operate under 
IBM PC DOS (2.0 or later), MS DOS 
(2.0 or later), CP/M (2.2 or later), MP/ 
M 80, MP/M86 or CP/M 86.
Microsys, Inc., Albuquerque NM

Loan Amortization
Prepares Loan Amortization sched
ules for regular and irregular repay
ments of loans or contract. Allows 
user to calculate principal and in
terest due on loans.
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Performs on any that operate under 
IBM PC DOS (2.0 or later), MS DOS 
(2.0 or later), CP/M (2.2 or later), MP/ 
M 80, MP/M86 or CP/M 86.
Microsys, Inc., Albuquerque NM

PC Banker-Loan Accounting
Designed for small- to medium-size 
banks wishing to control processing 
of loans, including commercial, in
stallment and real estate.
IBM PC, XT and AT 
Response, Inc., Jackson MN

System M
System M automates loan origina
tion, secondary marketing and clos
ing. The system tracks any loan type 
and prepares all documentation and 
reports. It is on-line, interactive and 
menu driven.
DEC PDP-11, MICRO-II
Saddlebrook Corp., Cambridge  
MA

BankDisk General Financial Calcula
tor I
Simple and compound-interest pro
grams show both present and future 
value of a principal amount and an 
annual yield. Bank can calculate in
stallment loan with an optional bal
loon payment.
Apple II, III
Financial Systems, Inc., Kearney 
NE

The Debt Service Calculator
Designed to calculate quickly and 
easily either years necessary to pay 
off or principal and interest given a 
borrowed amount and an annual in
terest rate.
IBM-PC/XT/AT and Apple III
Piedmont Software Co., Charlotte 
NC

Loan-Loss Control
Provides complete tracking of loans 
from date of charge off through final 
disposition and has customer in
formation file capabilities.
IBM PC, XT, AT, NCR DM5, PC4, 
Burroughs B-25
In teractive  P lanning System s, 
Atlanta GA

See page BG/16 for alphabetical list
ing of vendors.

Loan Pricing

Mortgage Portfolio System — ■ (MPS)
Series of programs providing in- 
depth analysis of a mortgage portfolio 
which includes performing FNMA 
and/or FHLMC edits, detailed port
folio profiling, pricing and loan
pooling capabilities, ability to struc
ture a sale.
Runs on Hale Systems’ Burroughs 
B-7850. Used on a dial-up basis.
Hale Systems, Inc., Palo Alto CA

Analysis System
Analyzes historical loan and deposit 
information to project profitability of 
new and existing loans based on 
target return. Reports in actual doilars 
and annualization of yields.
IBM PC, XT, AT or compatibles
Crowe, Chizek and Co., South  
Bend IN

Loan Processing

Custom Quoter
Full line of quoting, document prepa
ration and sales-oriented financial 
applications for the retail installment

and dealer financing operations. Car- 
leton provides national financial com
putation support.
Sharp PC-1500A, PC-1250A, PC- 
1261, FL-6100, IBM compatible hard
ware
Carleton Financial Computations, 
South Bend IN

Loan Accounting System (LAS)
Calculates interest on either a 365- or 
360-day basis and provides account
ing and reporting for multiple branch
es and duration. Ten prime rates and 
27 variations of each are maintained.
IBM PC/XT and IBM PC/AT compati
ble
Darling & A ssociates , North  
Andover MA

PROFILE
A truly integrated, total front and 
back-office processing system pro
viding unlimited flexibility to build/ 
modify any deposit or loan product, 
customer relationship, report and/or 
screen.
Full range of digital equipment PDP, 
VAX and 8600 Series.
Sanchez Computer Associates, 
Inc. (S.C.A.), Malvern PA

OVER 4,700 FINANCIAL INSTITUTIONS 
COAST TO COAST, HAWAII & ALASKA

HAVE DISCOVERED THE FASTEST, MOST RESPONSIVE 
AND DEPENDABLE SERVICE LEVEL IN THE COUNTRY.

0 ^ 3 3

OUR CUSTOMERS WILL VERIFY OUR 
REPUTATION AND OUR RESPONSIVE
NESS TO THEIR NEEDS. OVER 95% OF 
THE WORK COM ING INTO OUR 
O P E R A T I O N  IN B I R M I N G H A M ,
ALABAMA IS COMPLETED AND IN THE 
MAIL WITHIN ONE WORKING DAY.

•  Installment or Mortgage Loans
•  Superior MICR or OCR Print Quality
•  Laser Print Technology
•  Guaranteed Service Level With Penalty
•  Extended Price Guarantee
•  We Specialize in Payment Books
•  Excellent Range of Product Options
•  Highest Level of Technical Expertise
•  Data Transmission
•  In-House Graphics Capability

FOR ADDITIONAL INFORMATION 
Contact: Gary Aderhold, CDP

Senior Vice-President/Sales

NATIONAL COMPUTER PRINT, INC.
5200 East Lake Boulevard 

Post O ffice Box 97 
Birm ingham , A labam a 35201-0097 

205 /849 -5200
“PAYMENT BOOK SPECIALISTS’’

CALL OR WRITE US TODAY. ASK 
ABOUT OUR COMPANY, OUR PEOPLE 
AND OUR SERVICE LEVEL. LET US 
MEET WITH YOU TO DISCUSS YOUR 
PAYMENT BOOK NEEDS.
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Financial Institution Software Directory

Construction Loan Control System 
(LIP)
100% on-line system for monitoring 
and processing construction loans. 
Allows for daily interest using prime- 
rate based computations, automated 
billing, loan-cost monitoring, check 
preparation, customer worksheets.
Selected micro and mini-computers, 
equipped with the PICK Operating 
System
Hale Systems, Inc., Palo Alto CA

Loan Document Processing
Calculates payments for all loans — 
consumer, commercial, real estate, 
student, etc., including insurances, 
balloons, APR disclosures and auto
matically completes all documents.
IBM PC or compatible 
Computech, Inc., Minneapolis MN

BankDisk Loan Document Processor
Includes calculation routines, forms 
generator and data base storage. 
Prepares loan documents with com
pliance with Reg. Z. Will also allow 
user to prepare new loan, credit- 
insurance penetration or similar.
IBM PC, XT; Apple 3
Financial Systems, Inc., Kearney 
NE

LoanStar
A calculating, forms-printing and 
tracking system for installment loans, 
consumer loans, and mortgages.
IBM PC and compatibles, NCR De- 
cisionMate 5
Financial Softw are Corp., St. 
Charles MO

Matsch Loan Processing System
A complete installment lending pack
age with automatic document prepa
ration and reporting features.
NEC-Astra
Matsch Financial Systems Ltd., 
Grand Rapids Ml

Personal Banker System ™  Loan 
Document Processing
Calculates payments for all types of 
loans including finance charge and all 
insurance premiums. Automatically 
completes all of user’s loan and insur
ance documents.
BG/12

IBM PC or compatibles 
Computech, Inc., Minneapolis MN

Comp Systems Package
Designed to be a complete mortgage 
processing, tracking and closing 
package with screen and forms 
generator.
Any MS-DOS or Unix/Xenix-based 
machine
Comp Systems, Miami, FL

Mortgage Servicing Package
Part of a package of loan-servicing 
software that includes residential 
loan-inventory control, construction 
loan-management package and res
idential loan-production package.
IBM Mainframes
Computer Power, Inc., Jackson
ville FL

Marketing & Sales

RB3™ Relationship Banking System
RB3 is a platform sales and market
ing tool for the new accounts repre
sentative. Using an electronic prod
uct manual and financial counselors, 
RB3 improves cross-selling and in
creases productivity.
IBM PC, PC/XT; PC4700, IBM PC- 
compatibles
Infoware Corp., Nashville TN

Marketing Research

Master Tab
Tabulates marketing research ques
tionnaires into a wide variety of

finished tables with user selected sta
tistics and appearance. Includes 
manual and telephone support.
IBM PC, XT, AT
Marketing Data Research, Tacoma 
WA

Merger Analysis

2AB/DataBank
Performs the tasks essential to com
petitive analysis of financial institution 
mergers under Department of Justice 
and Federal Reserve Board guide
lines.
IBM PC, XT and other compatibles 
Analex, Inc., Durham NC

Mortgage

Escrow Contract Accounting
This system allows user to maintain 
records for real estate contracts held 
in escrow. Multiple disbursements for 
payments are supported. Handles 
escrow fees and late charges.
Performs on any that operate under 
IBM PC DOS (2.0 or later), MS DOS 
(2.0 or later), CP/M (2.2 or later), MP/ 
M 80, MP/M 86 or CP/M 86.
Microsys, Inc., Albuquerque NM

Loan Origination Tracking System 
(LOTS)
A complete application tracking sys
tem. Loans are tracked from receipt 
through closing with secondary mar
ket commitment tracking. PICK Oper
ating System allows for user-defined 
specifications in menus, documents.
Selected micro and mini-computers 
equipped with the PICK Operating 
System.
Hale Systems, Inc., Palo Alto CA

Sharepac
Programs which help lenders reduce 
loan processing time by providing 
computer printouts for three-day dis
closure, final disclosure and amor
tization tables.
Runs on Hale Systems; Burroughs 
B-7850. Used on a dial-up basis.
Hale Systems, Inc., Palo Alto CA

LoanTrac III
A full featured automated mortgage 
origination system designed to pre
pare processing documents, produce 
management tracking reports, fill out

(Continued on page BG/13)
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NATIONAL BANK BUILDERS
WILL DESIGN, ENGINEER, MANUFACTURE 

YOUR ATM BUILDING TURNKEY . .  .

UNIQUE CONSTRUCTION
TOTAL MOVABILITY ALLOWS 
YOUR BANK TO CONSIDER 
SHORT TERM LEASES TO TEST
MARKET LOCATIONS

COMPLETE UPON ARRIVAL
OUR BUILDINGS ARRIVE WITH THEIR 
OW N 6" CONCRETE FOUNDATION, 
PROVIDING SUPPORT FOR YOUR 
ATM AND  NIGHT DEPOSITORY 
INSTALLATION AT OUR FACTORY.

r - —
(National Bank Builders/ 

and j
^Equipment, Inc. ^

100 YEARS OF BANK BUILDING TECH N O LO G Y- 
SPECIALIZING
MOVABLE BRANCHES « ATM FACILITIES
Engineers • Designers • Manufacturers 

Contractors • Consultants • Lessors Walls Mississippi (601) 781-0702
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C o n v e n i e n c e
&

C o m m u n i t y

Today's Successful Bank Buildings 
Emphasize Design Attributes 

That Attract Customers

By Jim Fabian
Senior Editor

TH E APPEARANCE of a bank building can be 
critical w hen it comes to attracting consumers to 
the institution. Few  banks housed in m odern buildings 

overlook this aspect when considering plans.
But, once the consum er is inside the building, he/she 

is looking for a combination of characteristics, including 
esthetics, convenience and efficient service.

Most banks are depending today on experienced 
design/build firms to supply the “right combination of 
these characteristics. They want the ir buildings to be 
both beautiful and functional.

Bank design/build firms constitute a wellspring of 
ideas that can have a great influence on the appearance 
of bank buildings as well as the m ethods used to carry 
on operations.

These specialists are aware of the needs of banks — 
sometimes before the ir custom ers are. These firms 
serve as repositories of information that s useful in 
solving problem s of clients. They also can serve as 
sources of input on how to tackle a design problem  that 
will not only enhance the appearance of a project but 
make it operate efficiently.

W ith these points in mind, M i d - C o n t i n e n t  B a n k e r  s 
editors w ere in contact w ith several bank design/build 
firms in recent weeks, attem pting to gather ideas and 
viewpoints that would be helpful to readers.

Firms contacted w ere HBE Bank Facilities, Bank 
Building Corp. (BBC) and Bunce C orp., all 
headquartered  in St. Louis; Cawthon Buildings 
Systems, De Soto, Tex.; and Design-Build Concepts, 
Atlanta.

I t’s im portant that any design project undertaken by a 
design/build firm for a client bank be addressed to the 
goal of m eeting com petition banks face today — 
competition that was unheard  of only a few years ago.

“O ur approach to m eeting bank com petition in the 
most economical way is to plan, design and build the 
facility that m eets the needs of the bank as determ ined

32

An example of how a de
sign/build firm can help a 
bank with an usual problem 
can be seen at Bank of 
Hinesville, Ga. Needing to 
expand, the bank acquired 
an adjacent building, but 
didn't know how to inte
grate it into its existing  
structure. HBE Bank Facili
ties, St. Louis, suggested 
connecting the two build
ings with a 3,600-square- 
foot building. Result: ade
quate space for bank opera
tions, new work-flow pat
terns to make operations 
more effic ient, a "one- 
building" look to the entire 
complex. "HBE's design solu
tion solved all our prob
lems," said bank President 
Jimmy Floyd.

by our pre-design planning study ,” says Don Flott, 
senior financial analyst at HBE. W e don t have a 
cookie-cutter building’ that fits every site and situation. 
Each project is approached with the idea to make it the 
most productive and economical operation to m eet the 
needs of the bank. ”

“I t’s im portant for a bank to decide the m arket 
segments it wants to serve,” says Tom Spalding, 
director of m arketing at BBC. “W e can package a 
facility to serve these segm ents.”

An approach BBC feels is part of the wave of the 
future is its financial-plaza concept. A bank facility is 
positioned as a “hu b ” around which are clustered offices 
of firms that specialize in services related to —  but not 
perm issible to —  banking. This enables a bank to join 
w ith” the com petition and to profit from it.

For instance, if the bank is the landlord, it can charge 
ren t to the firms on its periphery. It also can charge for 
the sale of its custom er list. The availability of a variety 
of services not normally offered by banks brings 
customers to the plaza because they realize they can do 
their financial-service shopping most conveniently 
there.

“Facilities designed in such a way that the initial 
facility may be of a smaller square footage bu t easily 
expanded with minimal disruption of services to m eet 
custom er needs is the answer to m eeting bank 
com petition,” according to Leigh Heflin, executive vice
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ancillary facilities such as vaults, storage, restrooms, 
lunch rooms, e tc .,” says Mr. Flott of HBE. It also 
should expect a convenient facility for custom er service, 
parking, ingress and egress and appealing appearance, 
he adds.

“The bank should expect a facility with expansion and 
flexibility that is planned to m eet future requ irem ents,” 
Mr. Flott says.

Mr Spalding at BBC recom m ends that banks strive 
for maximum operating efficiencies by consolidating all 
operations functions in one off-site operations center.

“Banks are moving operations to airport sites to take 
advantage of cheaper land costs and more convenience, ” 
he says. Downtown sites are costly and such costs can’t 
be justified for behind-the-scenes operations functions 
that can be done off-site. Banks that move their

Most community banks don't want the big, sleek look 
found at banks in larger cities, says Ed Ortmann of 
Kuhlmann Design Group, St. Louis.

Bankers want smaller-scale furniture and colors that 
would be found in homes because they want customers 
to feel comfortable when doing their banking.

Mr. Ortmann adds that banks now realize they are 
not in the real-estate business. This fact is reflected in a 
slowdown in brick and mortar for its own sake.

president, Cawthon. Such a facility can even be 
relocated if it outlives its utility in a given location, he 
adds.

^ ^ E F E E L  strongly that the right solution is
W w the key to economical expansion,” says 

Robert W. Williams, vice president, Design-Build 
Concepts. “Beyond that, speed of construction, quality 
engineering, a sensible selection of materials and the 
use of local m aterials and skills all contribute. ” 

Design/builders responded in this m anner when 
asked what im provem ents in operating efficiencies a 
bank can expect from m odern designs:

“A bank can expect to achieve savings of at least two 
full-time equivalent personnel,” says Nancy Fanger of 
Bunce Corp. “O ver a period of 15 years, this saving can 
am ount to approximately $600,000,” she adds.

“Generally, operating efficiency stems from providing 
the proper space for each activity and designing 
adjacencies so as to prom ote a smooth and direct flow of 
w ork,” says Mr. Williams at Design-Build Concepts. 
“However, in recent years, electronic technology has 
made it possible to ‘rem ote’ many more operations 
functions and to restrict operating areas to lower-cost 
space.”

“A bank should expect a good workflow for 
employees, productive use of personnel, adequate
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Firm up your {dans 
for the future.

At HBE, the first step in planning your new building is 
planning your future.Before our architects can begin, we 

recommend a thorough study of your entire operation. 
Our expert team of analysts dig into your departmental 

relationships, work flow, volume of transactions and data 
processing needs. With these details, we can “plan in’* 

immediate operational efficiencies.
Yet our analysts go further and spell out the staffing 

requirem ents youll face in the years ahead. These findings 
enable our architects to design with an eye toward the 

future and build today the solutions to tomorrow’s needs.
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After determining this facility’s long-term ex
pansion needs, HBE developed a plan to join the 
existing traditional facility to a contemporary 
structure next door. The design provided a new 
“one building” look which maximized employee 
productivity and customer convenience.

I  111 "K;  Ili ,ili
B w

Interior design is an important part 
of the planning stage. In the above 
project our client’s exquisite antique 
furniture was incorporated into 
the design.

----- IBS

These two different lobbies were both planned 
as a result of HBE walk-in traffic studies. Both were 
designed to be spacious enough to handle peak hours. 
Similar objectives, but distinctly 
different styles.

For more information, return this form to HBE, 
11330 Olive Street Road, St. Louis, MO 63141 

or contact Sally Eaton at 1-800-HBE-4677.

;;;T;

Get a better buil

I T T r T ?
h d l  ¡ ¡ 5
Bank Facilities

TITLE

NAME OK FINANCIAL INSTITUTION

ADDRESS

CITY STATE

ZIP CODE PHONE NO.

■ ■ : itlsMBgr .
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Need a Portable ATM Facility?
The ATM facility First National Bank of Commerce, New 
Orleans, opened on the campus of the University of New 
Orleans recently had some unusual requirements for its 
manufacturers: It had to be portable and had to blend in 
with existing buildings. The bank went to National Bank 
Builders & Equipment, Inc., Walls, Miss., with its requests. The 
firm designed a totally movable facility on a six-inch concrete 
slab that was strong enough to support the brick structure. 
Brick matching that used in campus buildings was obtained. 
To prove the facility's portability, the completed structure was 
put on display at a bankers conference (see photo) before it 
was situated on the university campus!

operations off-site find they can cost-justify such a move 
by renting the vacated high-cost site to tenants.

“A centrally located operations cen ter perm its 
consolidations of operations, maximizing use of 
equipm ent,” Mr. Spalding says. The increasing 
incidence of m ergers and growth of branching networks 
makes an operations cen ter an idea whose tim e has 
come, he adds.

D esign/builders agree that a bank can expect to 
increase its m arket share when it moves into a new or 
rem odeled building.

“Statistics have proved that an im m ediate jum p of 
approximately 3% of assets will be realized” in such a 
case, according to Ms. Fanger at Bunce. “This is 
especially significant because it provides a higher base 
to work from and thus creates a com pounding effect, 
she adds.

“If the new building is m ore convenient to the

customer, the m arket share would increase,” says Mr. 
Heflin at Cawthon. In the case of a rem odelled 
building, it would be necessary for the bank to offer 
new services or m arket existing services more 
vigorously for m arket share to increase.

If a building is properly located in the marketplace 
and equipped to provide convenient, accessible service, 
it can help a bank increase its m arket share, says Mr. 
Flott of HBE. A bank facility makes a statem ent to the 
community, projecting the bank’s image, he adds.

“Usually, it can be illustrated that a new bank 
building generates some increase in business,” says Mr. 
Williams at Design-Build Concepts. Among the reasons 
for this might be im proved custom er service (new or 
added m otor-bank facilities, vault space, new-account 
facilities, loan offices, etc.); im proved visibility; 
improved image for the bank; the ability to house new 
employees and gear up for business com petition in the 
marketplace.

“If the facility is a branch, its job is to develop and 
service new clientele w here it is, as well as helping 
serve existing business,” he adds.

It hasn’t been very long that banks have been 
concerned with the profitability of their facilities, says 
Gary Strong, m arketing m anager at BBC. I t’s im portant 
now that facilities be located w here the people are,

Convenience Cost Challenges Bankers
CONVENIENCE for customers and the cost of

providing this convenience are uppermost in the 
thoughts of most bank planners, say Monty 
Westmoreland, president, National Bank Builders & 
Equipment, Inc., Walls, Miss., and Tommy Thompson, 
president, Son Corp., Wichita.

The only way for banks to compete economically is to 
adapt the tactics of gas stations and 7/11 grocery stores, 
says Mr. Westmoreland. That's because more people 
want to bank as they buy gas or food —  the outlet 
closest to home gets the business.

Mr. Westmoreland believes the best way to furnish this 
convenience is with secured free-standing mini branches or 
ATM facilities on shopping-center parking lots.

"The days of monumental brick-and-mortar branches 
are going to have to come to an end for banks to survive 
in this fast-moving society," he says. "W e believe banks 
can serve more people better with several secured mini 
banks, each containing one loan officer/manager, one 
walk-up teller, one drive-up teller and an ATM."

He advises bankers to consider one large main office

building, a separate operations structure, secured mini 
branches and ATM facilities if they wish to achieve 
maximum convenience at minimum cost.

Mr. Thompson concurs. The heavily manned 
5,000-square-foot branch is becoming a thing of the 
past, he says. Replacement facilities contain from 1,000  
to 2,000 square feet of space and handle only paying 
and receiving transactions. He adds that mini branches 
with one teller and one or more ATMs are becoming 
popular.

Convenience and service have been placed at the head 
of the list of customer requirements of a bank, replacing 
image and security, Mr. Thompson says.

Building costs are being carefully considered by bank 
planners due to increased concern about bottom lines. 
"More banks are hiring consultants to evaluate employee 
efficiency. In addition, they are looking into different 
types of construction."

He says the modular-building industry is booming and 
the banking community is taking advantage of the 
benefits offered by modular construction.
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because convenience is essential to success and 
profitability.

A LM OST any facility that is five years old is out of 
date, he adds. W hen a facility is updated, it is 
made more convenient, which can be translated into a 

more profitable operation.
C urren t bank design enhances the new sales culture 

evident at many banks because it provides an 
atm osphere more conducive to selling, says Mr. Heflin 
at Cawthon.

An updated or new facility and the new  outlook for 
the future that it provides seems to perm eate 
everything the bank does and goes right along with a 
more sales-oriented posture, says Mr. Williams at 
Design-Build Concepts. As a bank grows, the 
departm entalization that a new, more spacious facility 
makes possible also more clearly defines responsibilities 
within the bank, not only to service existing business, 
bu t to develop business in each area.

The hub-and-spoke system —  a central headquarters 
surrounded by branches —  still is the most appropriate 
way to m eet banking-m arket requirem ents, Mr. Flott of 
HBE says.

But ATMs and POS services are beginning to make 
an impact on hub-and-spoke systems, says Mr. Heflin at 
Cawthon. “However, banks realize they still need some 
type of facility, conveniently located, to capture new 
accounts.”

Branches are changing in character, Mr. Williams of 
Designed-Build Concepts says, bu t they stilll are out 
there. In many markets, the full-service locations are in 
place pending developm ent of new population areas.

In the area of interior design and color preferences, 
Ms. Fanger at Bunce says the use of m edium  to dark 

(Continued on page 39)

Automation-Design Problems 
Explained by HBE Expert

DOES the need for banks to autom ate
functions presen t any design problem s of 

which bankers should be aware?
This question was asked of George Koob at 

HBE Bank Facilities, St. Louis.
“The prim ary functions involving automation in 

banks involves ATMs, drive-up banking systems, 
com puter operations and cash-dispensing un its,” 
he replies.

Planning for ATMs involves both convenience 
and safety of custom er use. The machines may be 
installed e ither in the bank facility or at 
freestanding islands for drive-up or walk-up use or 
on a standard drive-up island in conjunction with a 
pneum atic-tube island system, he says.

Typical services required  for ATMs are 
electrical power, alarm wiring and possibly 
services for a com puter hookup w hen the machine 
is connected to an on-line term inal.

These item s are fairly easy to rough in if the 
location for any future term inal is known, Mr.
Koob says. A major consideration for both rem ote 
and building-located ATMs is the provision of 
adequate air conditioning of the space as well as 
service clearances around the machine.

One major consideration for the location of 
free-standing machines is the requirem ent for 
public visibility required  when servicing the 
machines and adding or rem oving cash. 
Free-standing machines should not be located in 

(Continued on page 39)

Branch office of Bank of Oklahoma, Tulsa, is one of two 
utilizing one design created for the bank by Bank Building 
Corp., St. Louis-based design/build firm. Bank achieved 
considerable construction savings by simply adapting plans to 
configuration of second site. Full-service capabilities of two

branches were promoted to residents in branch trade areas 
through the use of colorful brochures titled "We get it done in 
your neighborhood." Brochures listed services offered as well 
as hours of operation, says Coy Hobbs of the bank's 
corporate-marketing department.
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M eet the bank
that earns Mississippi's trust every day

In 20 Mississippi 
communities. 

From the Heartland to the 
Pine Belt to the Delta.

With 1,300 employees 
in 59 offices ... We're 

Trustmark™ National Bank. 
Trustmark r is not a new bank;

it's the new name for the 
banking family that has earned 

the trust of generation 
after generation of Mississip- 
pians . . . the First National 

Bank of Jackson system. 
Until now you've known 

our 11 family members by 
their individual names:

First National Bank—Jackson, Clinton, Pearl, Ridgeland 
Amite County Bank—Gloster, Liberty 

The Bank of Greenwood—Greenwood 
Canton Exchange Bank—Canton, Madison, Ridgeland 

Citizens Bank of Hattiesburg—Hattiesburg, Petal 
Columbia Bank—Columbia 

Commercial National Bank—Greenville, Leland 
First National Bank—McComb 
Merchants and Planters Bank—

Hazlehurst, Wesson, Georgetown 
State Guaranty Bank—Magee 
Tylertown Bank—Tylertown

Trustmark.
National Bank

The proud new name 
Trustmark "' gives us a single, 
distinctive identity—an iden
tity stemming from the trust 
that made us one of the 
South's largest banking 
systems.

And our bold new mark 
symbolizes our combined sta
bility and technical strength for 
this era of increasingly sophis
ticated financial services.

You've known us by many 
names, but now we share 
one name. A good name. A 
strong name. A name we 
have earned.

M em ber FDIC
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Financial Institution Software Directory

Continued from BG/12 
closing forms, and provide control of 
the sale and delivery of loan produc
tion.
IBM PC family & compatibles
Professional Information Manage
ment, Inc., Royal Oak Ml

The Mortgage Loan Calculator
The MLC calculates all types of mort
gage loans, with or without insurance. 
Payments, premiums, APR calcu
lated automatically and accurately. 
Inputs and results are dependent on 
type of loan.
IBM PC, ATT, Compaq and other 
compatibles
FIC Software, Inc., Panama City FL

DCC Mortgage Banking System
Serves portfolios of one to 300,000 
loans for servicing, pipeline/ware- 
housing, accounting. Also, loan orig
ination on AT&T personal computers.
Data General Eclipse, including DG 
Desktop series, IBM 43XX, AT&T 
Personal Computers
Data Communications Corp., Mort
gage Banking Division, Memphis 
TN

Mortgage Closing

Matsch Mortgage Closing System
A complete mortgage-closing system 
with reporting and tracking capabili
ties.
NEC-Astra
Matsh Financial System s Ltd., 
Grand Rapids Ml

The Loan Handler, The Loan Tracker, 
The Loan Finder, The Loan Closer, 
The Loan Servicer
A five-package mortgage-loan pro
cessing package that offers a com
plete range of easy-to-use mortgage 
processing capabilities for the micro
computer user.
IBM PC, XT and IBM campatibles, 
Apple
Contour Software, Inc., San Jose 
CA

See page BG/16 for alphabetical list
ing of vendors.

Network Switch Interfaces
ATM Switch Interfaces
Will support Batch Switch Interface, 
On-Line Switch Interface or Intercept 
Processing. Permits bank’s cardhold
ers to participate in a switch and 
allows switch cardholders to use 
bank’s ATM.
IBM S/34, S/36, S/38, or 4300
Arkansas System s, Inc., Little  
Rock AR

On-Line Batch Data 
Transfer

Supertracs
Supertracs is an on-line batch tele
processing monitor that performs the 
concurrent transmission of batch 
data between the host mainframe 
and remote computers, including 
minicomputers, micros, and remote 
job entry stations.
IBM mainframe or PCM
Sterling Software Marketing, Inc., 
Rancho Cordova CA

Pension Payments

PLUS —  Pension Lump Sum System
PLUS is a pension disbursement sys
tem designed to handle recurring 
pension payments to annuitants or 
retirees and lump sum payments to 
participants who withdraw or termi
nate from defined contribution plans.
IBM 3XXX, 43XX; Wang VS 
National FSI, Inc., Dallas TX

Personnel Administration

Profiles/PC
A totally micro-based personal com
puter system with 16 modules, includ
ing job, salary, demographics, per
formance, organization, education, 
skills, training and benefit participa
tion for maintaining employee rec
ords.
IBM XT, AT or any system that sup
ports PC- or MS-DOS
Comshare, Ann Arbor Ml

Physical Asset 
Management

Barcode Asset Management
Barcode Asset Management allows a 
financial institution to track physical 
assets. The system uses the latest in 
barcode technology to identify, lo
cate, avoid duplication and eliminate 
shrinkage of various assets.
IBM PC XT or AT
Wallace Computer Services, Inc., 
Hillside IL

Portfolio Management

Fixed Income Management System
Fixed Income and Mortgage Backed 
Securities Portfolio Management in
cluding all accounting, reporting, and 
audit trail functions. Features include 
level yield, market value, cashflow 
and customized reports.
Runs on Hale Systems’ Burroughs 
B-7850. Used on a dial-up basis.
Hale Systems, Inc., Palo Alto CA

THESIS
Mortgage-backed securities and all 
fixed-income instruments trading, op
erations and accounting require
ments are automated by THESIS, an 
integrated, on-line fourth-generation, 
portfolio-management system.
IBM Mainframe
KOCH System Corp., San Francis
co CA

Bridge Market Data Information Sys
tem
A comprehensive securities and 
commodity database providing real
time quotes, charts and satellite 
transmitting capabilities.
Bridge terminals and compatible with 
most personal computers
Bridge Market Data, Inc., St. Louis 
MO

SHARK
The first computer system to offer 
real-time quote processing. De
signed for securities traders, portfolio 
managers, analysts, specialists and 
professional investors.
Walsh, Greenwood Information  
Systems, Inc., New York NY
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The Investor™: Portfolio Tracking 
System
A new mainframe software system 
that is designed specifically to pay 
incentive compensation to invest
ment officers based on the size and 
quality of their investment portfolios.
IBM MVS, IBM DOS/VSE, Burroughs 
Medium, Burroughs Large
Bank Earnings System s, Inc., 
Commerce GA

microISS
Enables machine-readable data 
transmission to or from in-house sys
tems and ISS (a trading activity and 
reporting system for custodial clients) 
for cash reconciliation and other pro
cessing.
IBM PC XT or other compatibles
Interactive Data Corp., New York 
NY

Portfolio Management System
Portfolio management and account
ing modules providing portfolio re
porting, performance valuations, 
heavy real-time retrieval and entry of 
asset information.
IBM PC, XT, AT, Texas Instrument 
PC, Tl Minis, DEC, IBM System 36, 
4300 VMS, Televideo, Altos
Inform ation Resource Manage
ment, Bloomingdale IL

Product Display

Financial Touch
Graphic, interactive turn-key public- 
access, touch-screen system (with 
terminal) to promote the retail prod
ucts of financial institutions by provid
ing information and “what-if” calcula
tions of customers’ finances.
NCR InteracTV
VCM Systems, Cedar Rapids IA

Real Estate and Lease 
Lending

Custom Quoter
Financial quoting software for install
ment, real estate and lease lending. 
Designed to meet state usury and 
Federal FIN-L requirements.

BG/14

Sharp PC 1500A, PC 1250A, PC- 
1261, ZL-6100, Radio Shack PC-2
Carleton Financial Computations, 
South Bend IN

Repurchase Agreements

Repurchase Agreements
Keeps track of repurchase agree
ments by customer. Agreements can 
mature or rollover daily, on a specific 
day of the week, day of the month or 
certain number of days. Allows for 
penalty interest rates.
Performs on any that operate under 
IBM PC DOS (2.0 or later), MS DOS 
(2.0 or later), CP/M (2.2 or later), MP/ 
M 80, MP/M 86 or CP/M 86.
Microsys, Inc., Albuquerque NM

Sales Management

CALLREPORTER I
An efficient and accurate means of 
preparing the FFIEC Quarterly Call 
Report.
IBM-PC (and compatibles), IBM-XT, 
IBM-AT, Burroughs B20/B25, Tl 
PROFESSIONAL
D istributed Planning System s, 
Corp., Calabasas CA

Motivator
A sales incentive system designed to 
track sales by employee, branch, and 
bank on an in-house mainframe com
puter system. The system also auto
matically interfaces to payroll and ap
plications software for verification.
IBM/MVS, DOS/VSE and Burroughs 
Medium, Large
Bank Earnings System s, Inc., 
Commerce GA

Personal Loan Analysis, Qualified 
Retirement Accounts, Time Deposit 
Analysis, Lease Analysis
A customer-oriented series of soft
ware packages that help financial- 
institutions’ customers determine the 
appropriate products to purchase.
V-MARC 88 PC, IBM PC
Pictorial Publishers, Inc., Indian
apolis IN

Bankers Marketing Manager
Monitors and tracks the calling efforts 
of bank officers by products, services

and prospect. Can be used to orga
nize a call program at a bank by pro
ducing manageable reports for fol
low-up activities.
IBM PC, XT, AT, and compatibles
Crowe, Chizek and Co., South 
Bend IN

L. E. D. Master
Software that allows a main branch or 
individual branches to control on-line 
L. E. D. boards to display current 
rates for CDs, IRAs or loans.
Miller/Zell, Atlanta GA

MKT/MGR™

Stores and retrieves up to 35 pieces 
of data on thousands of companies.
IBM PC and compatible microcom
puters
Micro A pplications Inc./Jam es  
Doyle Associates, St. Louis MO

The Lobby Manager
A lobby automation system for loan 
and new accounts including all forms 
processing. Menu driven with no 
code memorization necessary. Able 
to work in local-area network with 
mainframe communications avail
able.
IBM PC, XT, Columbia Data, NCR 
Model 4, Sperry PC.
Advanced Resource Technolo
gies, Inc., Council Bluffs IA

Savings Accounting

Savings/CD’s Accounting
System provides for full accrual 
accounting for all types of savings in
struments (passbook, Christmas- 
club, CDs, IRAs, and other interest 
bearing accounts). Access to ac
counts is interactive by account num
ber.
Performs on any that operate under 
IBM PC DOS (2.0 or later), MS DOS 
(2.0 or later), CP/M (2.2 or later), MP/ 
M 80, MP/M 86 or CP/M 86.
Microsys, Inc., Albuquerque NM

Shareholder Accounting

Shareholder Accounting
IPS’s Shareholder Accounting pro
vides full-function recordkeeping, 
cash or stock-dividend issuance, 
stock splits, and 1099 issuance.
IBM PC, PC-XT, PC-AT or compati
ble, NCR-PC-4, Compaq
Interactive Planning, Atlanta GA
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PAS (Participant Accounting System)
A shareholder recordkeeping system 
designed to provide daily administra
tion and allocation of employee ben
efit plans which use mutual fund in
vestment options.
IBM 3XXX, 43XX; Wang VS 
National FSI, Inc., Dallas TX

Stock Transfer and Reporting Plus 
(STAR+)
A real-time stock transfer and report
ing system designed to meet today’s 
stock-transfer needs using current 
technology. It features real-time cer
tificate preparation, checks, trans
fers, corrections, and proxy tabula
tions.
IBM mainframe or compatible or 
Series 1
Shaver Associates, Inc., Orlando 
FL

Student-Loan Processing
Matsch Student Loan System
Full-blown student-loan processing 
system with accounts receivable, 
automatic pooling and payout. In
cludes document preparation and 
quarterly reporting.
NEC-Astra
Matsch Financial Systems Ltd., 
Grand Rapids Ml

Tax Calculations
TaxCaic Tax Planner
State-by-state programs for perform
ing tax calculations. Calculates data 
by line number for Form 1040, Sched
ules D and G, Form 4972 and the new 
alternative minimum tax under the 
Tax Reform Act of 1984.
IBM PC and Apple II
TaxCaic Software, Inc., Fort Worth 
TX

Teller-Terminal
Management

ISC Pinnacle System
Fully integrated teller and platform 
software running on an intelligent ter
minal network.
ISC Pinnacle System
ISC Systems Corp, Spokane WA

On-Line Banking Environment Teller- 
Terminal Management
Provides on-line communication be
tween IBM System 34/36/38 and tell

er terminals in order to use current- 
account data for transaction author
izations and to update account as 
Teller Terminal transactions.
IBM System 34/36/38
Arkansas System s, Inc., Little  
Rock AR

Training

Bank President™

Bank President is a micro-based 
simulation of the banking market
place, which provides competitive 
analysis and broad decision-making 
for an effective training model.
IBM PC, PC/XT; PC4700, IBM PC 
compatibles
Infoware Corp., Nashville TN

PFP Decision Maker and PFP Pro
fessional
Designed to help financial institutions 
learn more about financial planning 
while gaining hands-on experience.
IBM, PC, XT and IBM compatibles 
Infoware Corp., Nashville TN

Check Characteristics
A stand-alone tool for teller training or 
retraining. It is a self-paced program 
responding to the student’s ability 
level. Quizzes are included.
IBM, PC, Apple II, HE, III
Knowledge Systems, Inc., Avon 
NY

The Trading Manager
Complete microcomputer system for 
recordkeeping, tracking and report
ing activities of the trading desk. 
Keeps up with profit and loss on a 
daily, monthly, and yearly basis. 
Tracks trader, salesperson, security 
activity.
IBM-XT/AT
Piedmont Software Co., Charlotte 
NC

The Fixed Income Inventory Manager
Keeps track of all types of fixed- 
income securities for dealers, dealer 
banks and others who inventory 
securities for resale. Instantly up
dates to keep trader and salesperson 
current with information.
IBM PC, XT, AT
Piedmont Software Co., Charlotte 
NC

Combined Interest and Transaction 
Reporting Plus (CINTX+)
An IRS reporting system with a real
time module for processing window- 
reportable transactions and automat
ic backup withholding calculations is 
key feature. Provides for duplicate 
TIN reporting and TIN certificate pro
cessing
IBM Mainframe or compatible
Shaver Associates, Inc., Orlando 
FL

Transaction Processing

Teller Terminal Solutions
An IBM host system software pack
age that processes transactions from 
teller terminals or ATMs.
IBM 4300 Series
Systems Solutions, Inc., Long- 
wood FL

Treasury Management

The CashExpress Workstation
Provides all of the key functional re
quirements of a treasurer, including 
balance, target, cash position, bank 
relations, debt and investment man
agement.
IBM PC/XT
ADP Financial Network Services, 
Ann Arbor Ml

Trust Accounting

Bond/Stockholder Accounting
This system may be used to handle 
the certificate transfers and associ
ated functions for either registered 
bond holders or stockholders. Main
tains comprehensive accounting rec
ords automatically organized.
Performs on any that operate under 
IBM PC DOS (2.0 or later), MS DOS 
(2.0 or later), CP/M (2.2 or later), MP/ 
M 80, MP/M 86 or CP/M 86.
Microsys, Inc., Albuquerque NM

Trust/Star
Complete trust accounting system. 
Depending on options, will produce 
statements, automatic sweep and 
security pricing. Simple update pro
cess.
IBM PC, XT, AT and compatibles. 
Burroughs B-21 and B-25. Requires 
minimum 10MB of storage.
F.N. Bankware, Inc., Omaha NE
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Accutrust
Complete range of customer and 
administration report generation. 
Features include cash sweep, alpha
numeric retrieval and tax-lot account
ing.
IBM PC, XT, AT or compatibles 
Ontario Systems Corp., Muncie IN

Trust 34/36
A complete trust-accounting system 
for bankers. Includes sweep account
ing, comprehensive printed reports, 
immediate inquire access, auto
mated check writing and more.
IBM SYSTEM 34/36, IBM PC, XT or 
AT
LSW Inc., Webster City IA

Automated Trust Accounting System 
(ATAS)
Provides maximum reporting to trust 
customers utilizing a low-cost system

that is flexible, functional and practi
cal. Over 20 reports are available to 
provide information to management 
and operations personnel.
IBM System 34/36/38
Arkansas System s, Inc., Little  
Rock AR

TRACS™ ;  Trust Accounting System
A trust-accounting system, including 
I. R. A. and farm accounting seg
ments. Menus and easy screen for
matting guide operators. On-site 
training provided by system analyst.
Burroughs B80, B800, B90 and B20 
Series
K. C. Data Program Services, Inc., 
Mattoon IL

MicroQUEST
Allows the downloading of trust in
formation from a mainframe to a PC 
for purposes of evaluation and ma
nipulation.

IBM PC, XT
Dyatron Corp., Birmingham AL

EBAS —  Employee Benefit Adminis
tration System
EBAS — is an extensive participant 
recordkeeping system designed to 
automate all types of employee- 
defined contribution plans: 401 (k), 
ESOP, TRASOP, PAYSOP, IRA, 
thrift, stock bonus and profit sharing.
IBM 3XXX, 43XX, PC/XT; Wang VS, 
2200, PC
National FSI, Inc., Dallas TX

Wireroom and Payment 
System

BESS® (Bank Electronic Support 
System)
A fully integrated international wire- 
room automation and payment funds- 
transfer software system. Interfaces 
supported include Fedwire, Bank
wire, SWIFT, CHIPS, and domestic 
and international Telex.
Tandem NonStop™
Data Architects System s, Inc., 
Waltham MA

Alphabetical Listing of Software Vendors
A

ADP Financial Network Services,
175 Jackson Plaza, Ann Arbor, Ml 
48106. 313/769-6800.
Advanced Planning Systems, Inc., 
120 West Eastman, #201 Arlington 
Heights, IL 60004. 312/392-1744. 
Advanced Resource Technolo
gies, Inc., 106 West Washington 
Ave., Council Bluffs, IA 51505. 712/ 
322-6824.
American Software, Inc., 443 East 
Paces Ferry Road, Atlanta, GA 
30305. 404/261-4381.
Analex, Inc., 1901 Chapel Hill Road, 
Durham, NC 27707. 800/438-5014 or 
919/493-5448 (NC).
Arkansas System s, Inc., 8901 
Kanis Road, Little Rock, AR 72205. 
501/227-8471.
ATM Network Management Corp.,
2901 Finley Road, Downers Grove, IL 
60515. 312/932-9555.

B
Bank Earnings Systems, Inc., 114
State Street, Commerce, GA 30529. 
404/335-5684.
Bankline, Inc., 11225 N. 28th Drive, 
#  C-207, Phoenix, AZ 85029. 602/ 
993-5815.

BankPro Systems, 500 Sansome 
Street, Suite 201, San Francisco, CA 
94111.415/982-5148.
Bond-Tech, Inc., P. O. Box 192, En
glewood, OH 45322. 513/836-3991. 
Bridge Market Data, Inc., 10050 
Manchester Road, St. Louis, MO 
63122. 314/821-5660 or 800/432- 
4413.
Burg-Lewis, Inc., 4212 San Felipe, 
Suite 367, Houston, TX 77027. 713/ 
961-0626. Q

Canton Automated Systems, Inc.,
100 Central Plaza South, Canton, OH 
44701. 216/489-3680.
Carleton Financial Computations, 
1801 N. Commerce Dr., South Bend, 
IN 46628. 219/236-4630.
Carner & Associates, Ltd., 205 St. 
Louis St., 203 Holland Building, 
Springfield, MO 65806. 417/866- 
5033.
Chase Manhattan Bank, N. A., 22
Cortlandt St., 33rd Floor, New York, 
NY 10007. 212/306-6805.
Cliff Davis Associates, Inc., 5860 
Hyatt Ridgeway Parkway, Memphis, 
TN 38119. 901/766-1550. 
Cognitronics Corp., 25 Crescent 
St., Stamford, CT 06906. 203/327- 
5307.

Comp Systems, 9655 South Dixie 
Highway, #101, Miami, FL 33183. 
305/666-3783.
Computech, Inc., 511 Eleventh Ave. 
South, Minneapolis, MN 55415. 612/ 
338-6044.
Computer Power, Inc., 661 River
side Ave., #110E, Jacksonville, FL 
32204. 904/350-1400.
Comshare, 3001 S. State St., Ann 
Arbor, Ml 48106. 313/994-4800. 
Contour Software, Inc., 4960 Hamil
ton Ave., #215, San Jose, CA 95130. 
408/370-1700.
Crowe, Chizek & Co., P. O. Box 7,
South Bend, IN 46624. 800/348- 
2521, 219/232-3992.
Custom Application Systems, Inc.,
1 1726 San Vincente Boulevard, 
#500, Los Angeles, CA 90049. 213/ 
820-5800.

D
Darling & Associates, 451 Andover 
Street, Suite 209, North Andover, MA 
01845. 617/794-0212.
Data Architects Systems, Inc., 245
Winter St., Waltham, MA 02154. 617/ 
890-7730.
Data Communications Corp., Mort
gage Banking Division, 3000 Direc-
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tors Row, Memphis, TN 38131. 901/ 
345-3544.
DaTamap, Inc., 6874 Washington 
Ave., South, Eden Prairie, MN 55344. 
612/941-0900.
Decim us Data Services Corp.,
2737 North Main St., Walnut Creek, 
CA 94596. 415/944-6176. 
D istributed Planning System s  
Corp., 23632 Calabasas Rd., Suite 
107, Calabasas, CA 91302. 818/992- 
4447.
Dyatron Corp., 210 Automation 
Way, Birmingham, AL 36210. 205/ 
956-7570.

E
El Dorado Systems, Inc., 1350 East 
Arapaho Road, Suite 218, Richard
son, TX 75081. 214/699-8705. 
Exécutée Corp., 12200 Park Central 
Drive, Dallas, TX 75251. 214/239- 
8080.

F
F. N. Bankware, Inc., 1300 First 
National Center, Omaha, NE 68102. 
402/346-2210.
Faraday National Corp., 13854 Park 
Center Road, Herndon, VA 22071. 
703/435-0100.
Farm Data Corp., 101 West Burns
ville Parkway, Suite 104, Burnsville, 
MN 55337. 612/890-7317.
FBS Systems, P. O. Drawer 248, 
Aledo, IL 61231. 309/582-5628.
FIC Software, Inc., 2111 Thomas 
Drive, Suite 6, Panama City, FL 
32407. 904/235-2119.
Financial Systems, Inc., P. O. Box 
2012, Kearney, NE 68847. 308/237- 
5995.
Financial Software Corp., 1390 
Charlestown Industrial, St. Charles, 
MO 63307. 314/723-6800.
Financial Technology, Inc., 612
North Michigan Ave., Chicago, IL 
60611.312/280-0600.
Florida Software Services, Inc.,
711 East Altamonte Drive, Altamonte 
Springs, FL 32701. 305/831-3001.

G
Geac Computers, Inc., 6300 Variel 
Ave., Suite A, Woodland Hills, CA 
91367. 818/887-3180.

H
Hale System s, Inc., 1076 E. 
Meadow Circle, Palo Alto, CA 94303. 
415/494-6111.
Haverly Systems, Inc., 78 Broad
way, Denville, NJ 07834. 201/627- 
1424.
Hom estead M anagem ent Sys
tems, Inc., 2024 N. W. 92nd Court, 
Des Moines, IA 50322. 515/225- 
0085.

Inform ation Resource Manage
ment, 113 Fairfield Way, Suite 101, 
Bloomingdale, IL 60108. 312/894- 
5598.
Infoware Corp., 2407 12th Avenue 
South, Nashville, TN 37204. 800/ 
325-8774 or 615/385-1515. 
InnerLine, 95 W. Algonquin Road, 
Arlington Heights, IL 60005.312/364- 
8800.
In teractive P lanning System s,
1800 Century Blvd., Suite 890, Atlan
ta, GA 30345. 404/320-1534. 
Interactive Data Corp., 22 Cortlandt 
St., New York, NY 10017. 212/676- 
0837.
International Software Inc., 1405 
North Cedar Crest Blvd., Allentown, 
PA 18104. 215/433-8488.

ISC Systems Corp., E. 901 Second 
Ave., Spokane, WA 99202. 509/536- 
5000.

K
K. C. Data Program Services, Inc.,
P. O. Box 1054, Mattoon, IL 61938. 
217/235-1919.
Kencom, Inc., 711 East Altamonte 
Drive, Altamonte Springs, FL 32701. 
305/831-3001.
Knowledge System s, Inc., 102
Genesee St., Avon, NY 14414. 716/ 
226-3313.
KOCH Systems Corp., P. O. Box
2510, San Francisco, CA 94126.415/ 
861-8900.

L
Learned-Mahn, Inc., 2229 West 
State St., Boise, ID 83702. 208/336- 
2281.
LSW Inc., P. O. Box 515, Webster 
City, IA 50595. 515/832-1058.

M
Managem ent Science Am erica, 
Inc., 3445 Peachtree Road, N. E., 
Atlanta, GA 30326. 404/239-2000. 
Marcal Systems Corp., 4 Crystal 
Street, Cary, IL 60013. 312/639- 
3000.

Marketing Data Research, 8103 
104th St., S. W., Tacoma, WA 98498. 
206/588-4149.
Matsch Financial Systems, Ltd.,
900 Ionia, N. W., Grand Rapids, Ml 
49503. 616/459-0782.
McDonnell Douglas Systems Co.,
600 Century Park South, Birming
ham, AL 35226.
Micro A pplications Inc./Jam es  
Doyle Associates, 727 North First 
St., #410, St. Louis, MO 63102. 314/ 
421-1366.
Micro Book Inc., 1365 Wiley Road, 
Suite 149, Schaumburg, IL 60195. 
312/882-4025.
Micro-Investment Software, Inc.,
9621 Bowie Way, Stockton, CA 
95209. 209/952-8833.
Microcom, Inc., 1221 Park Place, 
N.E., Cedar Rapids, IA 52402. 319/ 
378-1378.
Microsys, Inc., 121 Cardenas, N. E., 
Albuquerque, NM 87108. 505/262- 
2388.
M iller/Zell, 4715 Fredrick Drive, 
S.W., Atlanta, GA 30336. 404/696- 
9330.

N
National FSI, Inc., 4501 W. Mocking
bird, Dallas, TX 75209. 214/350- 
0913.
Nucomp Systems (Broadway & 
Seymour), 2277 W. Highway 36, St. 
Paul, MN 55113. 612/633-3800.

o
OMNI Resources, Inc., 711 East 
Altamonte Drive, Altamonte Springs, 
FL 32701. 305/831-3001.
Ontario Systems Corp., 300 West 
Airpark Drive, Muncie, IN 47303. 317/ 
284-7131.
OPTIONS-80, Box 471-MC, Con
cord, MA 01742. 617/369-1589.

P
Personal Equity Computing, Inc.,
10 Speen St., Framingham, MA 
01701.
Phoenix-Hecht, 550 Frontage Rd., 
Northfield, IL 60093. 312/441-9080. 
Pictorial Publishers, Inc., 8081 
Zionsville Road, Indianapolis, IN 
46268. 317/872-7220.
Piedmont Software Co., 5200 Park 
Road, Suite 119, Charlotte, NC 
28209. 704/527-0117.
Plansmith, 50 N. Brockaway, Pala
tine, IL 60667. 800/323-3281. 
Professional Information Manage
ment, Inc., 225 S. Troy St., Royal 
Oak, Ml 48067. 313/543-3404. 
Programmed Press, 2301 Baylis 
Ave., Elmont, NY 11003. 516/775- 
0933.

BG/17
Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



r

Choose 
among 

7 cart & 
wagon 
models

Antique Popcorn 
Wagons

— the goodwill builders
The proven p.r. tool. Sell it at 
your bank or S & L at 75% profit 
...or give it away at 40 per 
serving. Contact Gold Medal, 
the nation’s leading manufac
turer of funfood equipment, 
1-800-543-0862.

GOLD MEDAL 
PRODUCTS CD.
2001 Dalton Avenue 
Dept. FBG, Suite 61 
Cincinnati, OH 45214 
(513) 381-1313 J

Dozens o f shapes and sizes available.
Silk screening i f  desired. Write for information. 

SINCE 1951

BEEMAK " PLASTICS
7424 Santa Monica Boulevard 

Los Angeles, Ca. 90046 •  (213) 876-1770

BEEMAK MOLDED HOLDERS

Call our Toll Free number (800) 421-4393

BP400 BP200

BP-100TW C R 8 0 0 C

For point of purchase sales drafts, credit card appli
cations and ad material. Free standing or wall mounted 
styles. Racks made from any holder with any number 
of pockets.

Q
Quadstar Corp., 5220 Spring Valley 
Road, Dallas, TX 75240. 214/980- 
9601.

R
Response, Inc., 608 2nd St., Jack- 
son, MN 56143. 507/847-2700.

s
S. C. A., Phoenixville Pike and 
Charlestown Road, Malvern, PA 
19355. 215/296-8877.
SDD, Inc., 3100 Arapahoe Road, 
Boulder, CO 80303. 303/449-3634. 
SDM International, Inc., P. O. Box 
668, Fuquay-Varina, NC 27526. 919/ 
552-5662.
Sendero Corp., 1422 North 44th St., 
Phoenix, AZ 85008. 602/225-0555. 
Shaver Associates, Inc., 1001 Ex
ecutive Center Drive, Suite 271, 
Orlando, FL 32803. 305/894-0355.
Shuttle Corp., 2569 — 152nd Ave., 
N. E., Redmond, WA 98052. 
206/882-3447.
Software Alliance Corp., 2100 Mil- 
via Street, Berkeley, CA 94704. 415/ 
548-7752.
Sterling Software Marketing, Inc.,

11050 White Rock Rd., Rancho Cor
dova, CA 95670. 916/635-5535. 
Systematics, Inc., 4001 Rodney 
Parham, Little Rock, AR 72212. 501/ 
223-5355.
Systems Solutions, Inc., P. O. Box
3336, Longwood, FL 32729. 305/ 
869-1759.

T
TaxCalc Software, Inc., 4210 West 
Vickery, Fort Worth, TX 76107. 817/ 
738-3122.
Trilog, Inc., 1700 Market St., Phil
adelphia, PA 19103. 215/564-3404.

V
VCM Systems, 427 6th Ave., S. E., 
Cedar Rapids, IA 52406. 319/364- 
6959.

w
Wallace Computer Services, Inc.,
4600 W. Roosevelt Road, Hillside, IL 
60162. 312/449-8600 (Ext. 367). 
W alsh, Greenwood Inform ation  
Systems, Inc., 180 Maiden Lane, 
New York, NY 10038. 212/208-2700. 
Wisconsin Microware, 4506 Re
gent, Suite 100, Madison, Wl 53705. 
608/233-4459.

Consumer Bankers Association Elects Officers
R obert M onteith , senior vice p residen t, Security Pacific National, Los 

Angeles, has been elected chairman, Consum er Bankers Association. James D. 
Rode, president, Am eriTrust Co., Cleveland, has been elected chairman elect. 
Mr. M onteith succeeds F rederick  S. H am m er, president, PSFS, Philadelphia.

Debit-Card POS System Marketed
 ̂ ^ ACTUS Switch” is not a new tequila drink, bu t a debit card 

POS program  being tested  by two Phoenix banks.
Valley National and F irst In tersta te  recently added to their network 

five superm arkets, 10 departm ent stores and 294 convenience stores; 80 
service stations already w ere participating.

The banks in tend to make debit cards for POS transactions faster and 
more economical for m erchants. The system uses the Arizona Clearing 
House Association (ACHA) for electronic funds transfer. ACHA pro
cesses electronic funds transfers through proprietary clearing facilities 
and provides m em bers with access to the National Autom ated Clearing 
House Network.

Unlike o ther POS debit-card systems that rely on an on-line, real
time link to the bank’s com puter, the Cactus Switch system uses a 
m erchant service facility and telephone lines to link the m erchant’s 
term inal to the clearing house.

This lowers installation and per-transaction costs to the m erchant, 
according to Paul W. Finch, vice president/system s research and d e
velopm ent, Valley National.

Because messages do not have to go all the way to a bank’s com puter, 
authorization can be faster, Mr. Finch says. At the tim e of transaction, 
each card is checked against a “negative file” of lost, stolen and cancelled 
cards.

Consum ers are reacting well to the new system, Mr. Finch says. 
People appreciate the security of not having to carry large sums of cash 
and they like the record-keeping features, he said.
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Valley National Bank of Arizona, Phoenix, asks its 
personal bankers to listen to new custom ers to gain clues 
to their financial needs.

“I let custom ers talk to me first so that I can get a 
general idea of their needs and what they think they 
w ant,” says personal banker Nancy Holly. Armed with 
this knowledge, personal bankers then can recom m end 
appropriate products, w hether fam ily-oriented (college- 
savings plans, savings plans for children), credit products 
(charge card, car loan, hom e-im provem ent loan), new- 
arrival products (trust services, jo in t account, mortgage).

To cross-sell existing custom ers, the bank talks to cus
tom ers when they come in to replace worn-out bank 
cards, by telephone, and through advertising. By listen
ing to its custom ers, Valley National sells an average of 
3.6 products per new custom er— more than twice the 
national average of 1.7.

The techniques are cited in Professional Selling: Finan
cial Services Edition, published by the Bureau of Busi
ness Practice.

First National, Lincolnshire, III., is expecting to attract
3,000 new custom ers this year by offering Visa cards to 
the public with an in terest rate lower than those charged 
by other banks, says Saul Binder, president.

Only one o ther suburban Chicago bank has a credit 
card in its own name, bu t that card is for the bank’s 
customers only, he says.

At F irst National, the Visa “Idea” card will carry no 
annual service charge, and the Visa “Success” card will 
have a $20 annual fee. In terest will be 15% to 18%, 
depending on the outstanding balance. The Success card 
carries a minim um  credit lim it of $5,000. Both cards can 
be encoded to access an account with the bank’s ATM 
system, “Cash Station N etw ork.”

Custom ers will benefit from the bank’s “small-bank 
a ttitude ,” says Mr. Binder. “This means that w hen a 
question arises on one of the cards, the cardholder will 
not be switched around to many different people, but 
rather be able to talk with one person and have the 
question resolved.”

Visa credit cards are 
offered to the gener
al public by First 
N ational, Lincoln
shire, III. Pictured 
are Joyce Grassfield, 
a.v.p./credit cards 
and G ary  Reitz, 
s.v.p ./cash ier. Ap
plications w ill go 
through traditional 
credit check.

White-pine seedlings w ere given to the first 1,500 visi
tors to H arvester Banking C en ter of C enterre  Bank, St. 
Peters, Mo., as part of a grand-opening celebration. The 
“C enterre  Bear” was on hand to greet custom ers and 
distribute seedlings.

Custom ers opening an account w ere given coupons 
worth $5 toward the purchase of plants from two local 
businesses. In addition, the bank handed out packets of 
seeds of the Lunaria plant, whose silvery leaves have 
given it the common name of money plant.

All of this reinforced the grand-opening them e: “Now 
you have a choice . . . Come grow with u s.”
Bank officers are featured in a prin t campaign recently 
launched by F irst Colonial Bankshares Corp., Chicago, 
for its four m em ber banks, Colonial Bank, Michigan Ave
nue National and All American Bank, all of Chicago, and 
Northwest Com m erce Bank, Rosemont.

The first ad features line drawings of C. Paul Johnson, 
chairman, F irst Colonial Bankshares, and the four banks’ 
presidents, and stresses the them e, “The Do-ers Banks.” 
Illustrations of the officers are accompanied by short biog
raphies telling how each officer is a “do-er” in leading his 
organization to success.

The objective is to show custom ers and prospects the 
benefits of banking with a “get-it-done” bank. Ads are 
running in the daily m etro newspapers and consum er and 
business magazines.

Caricatures of offic
ers of First Colonial 
Group, C h icago , 
featured  in print 
campaign. Ad copy 
includes a short 
biography of each 
officer and mentions 
their successes. "If 
these Do-ers can do 
this for themselves," 
the ad copy reads, 
"imagine what they 
can do for you!"

“Together we can make it happen”  is the them e of a 
new m ulti-m edia campaign launched by RepublicBank 
Corp., Dallas. The goal is to increase the public’s aware
ness of the bank and strengthen its corporate image.

The campaign includes radio and television spots, sup
ported by prin t and outdoor advertising. Through a series 
of city and country scenes, the campaign shows the “vis
ions of success” of a variety of individuals. The scenes are 
in tended to stim ulate the individual v iew er’s imagination 
in ways he or she can work with RepublicBank, a spokes
man says.

Commercials w ere filmed at a ranch, a quarter-horse 
farm and a sports/fitness club. One of the most dramatic 
commercials shows a farm scene in which a crop-dusting 
plane flies as low as 10 feet from the cam era lens. Radio 
commercials feature original music w ritten for the cam
paign.

Collateral items include posters, counter cards and 
lapel buttons for tellers.

BG/19
Digitized for FRASER 
https://fraser.stlouisfed.org 
Federal Reserve Bank of St. Louis



FINANCIAL RETAILERS:
A Focused Approach to Attracting Customers

By James M. Nickerson, Senior Manager, Peat Marwick, St. Louis

IT’S TH E DAWN of a new age in retailing financial 
services. In today’s complex deregulated 
environm ent, financial institutions are not only 

com peting against each other, they are com peting 
against the likes of Sears, M errill Lynch and American 
Express. They are all trying to be the prim ary provider 
of consum er financial services. But the financial 
institutions that will prosper tomorrow are the ones 
responding to change today.

In October, 1984, Peat Marwick prepared a study of 
retail banking for the American Bankers Association. 
Titled “The Retail F o rce ,” it provided research on 
current trends that will affect all financial-services 
retailers in the future and a process for deciding how to 
respond to these trends. This article discusses specific 
ways financial institution clients of Peat Marwick have 
been successful in wooing customers.

But first, le t’s look at the four major forces 
significantly affecting financial institutions: deregulation, 
more aggressive com petition, better-educated  
consumers and changing technology.

Societal Trends
There also are societal trends influencing consumers. 

According to the study, these trends are a shift from an 
industrial to an information society, decentralization of 
the population and a population/dem ographic shifting.

In addition to examining societal trends, we also 
should look at changes taking place in consum er 
behavior. Today’s consum ers are becom ing increasingly 
more sophisticated. They have four fundam ental needs: 
to inquire, to perform “what if” analysis, to transact and 
to store. A financial retail executive who understands 
the consum er’s need  for information will find this 
understanding will help with product developm ent, 
product packaging and delivery systems.

The consum er’s selection criteria for a financial 
institution have changed also. The most im portant 
criteria still is convenience, bu t consum ers now are 
defining convenience more broadly. The consum er sees 
convenience as access to his banker to obtain 
information. He sees convenience as availability in 
term s of hours of business. (We have clients who are 
experim enting with having business hours seven days a 
week.)

Consum ers also define convenience as flexibility in 
obtaining financial products. An example of this is the 
home equity line of credit that can be accessed by 
simply writing a check from the kitchen table without 
ever having to visit the financial institution to fill out 
forms. A traditional geographic location of the brick and 
mortar also is a consideration. Finally, simplicity in 
establishing and m aintaining the financial relationship is

an extrem ely im portant factor.
But financial institutions cannot be all things to all 

people. The key issues becom e obtaining and sustaining 
a cost advantage; the ability to focus resources on target 
custom er segm ents in order to manage costs and 
maximize effectiveness; and to direct a personal 
message to the right consumer.

“The Retail Force” study indicates consumers do not 
mind being labeled the “mass m arket. But they do not 
want to be treated  as “mass m arket.” W ith this in mind, 
the financial executive needs to pay close attention to 
product packaging, communications and delivery 
systems if he is to direct a personal message to the right 
segments. If financial retailers expect to retain 
customers, they are going to have to earn the right to 
serve them .

Bnt how do financial institutions learn what 
consumers want? Today, financial retailers m ust take a 
m arket-driven approach to delivering products and 
services through m arket segm entation. M arket 
segm entation is the intelligent alternative to trying to 
be all things to all people.

The financial-services executive m ust first identify 
custom er and m arket characteristics. Essentially, there 
are two ways this can be done. One way is to use 
secondary m arketing research. This is research data 
provided by the Census Bureau and o ther governm ent 
sources. The second and m ore preferable way is 
through prim ary m arketing research. This research 
allows the financial-institution executive to focus 
specifically on his prim ary m arket area and develop key

Consumer Financial Services Life Cycle
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dem ographic characteristics. F urther, it allows the 
executive to check his/her m arket characteristics against 
societal trends and consum er behavior changes. W ith 
this information the executive can com pare the rate of 
change betw een his m arket and o ther markets.

Marketing Segment Definitions
Once the executive has identified m arket and 

custom er characteristics, the next step is to develop 
m arket-segm ent definitions. The most common ways of 
segm enting the m arketplace are by age, income, life 
cycle, buying behavior, occupation and geography, or 
some combination of these factors.

Peat Marwick clients frequently  use the combination 
of age, income and occupation in conjunction with 
life-cycle segments. Life-cycle stages are an excellent 
way to find m arket segm ents. These life-cycle stages 
include: bachelor; young m arrieds; young marrieds 
full-nest; older m arrieds full-nest; older m arrieds 
em pty-nest, em ployed; older m arrieds em pty-nest, 
retired. These segm ents enable financial executives to 
track how the dem and for various financial services 
changes as people move through the life-cycle.

To clarify life-cycle segm ents, see the illustration. For 
example, le t’s take the product group “savings.” In the 
“bachelor” group, the dem and curve for savings starts 
out low but rises. In the “young m arrieds w ithout 
children” group, the dem and curve shows savings rising 
quite rapidly, typically due to two-income households.
In the next life cycle, “young m arrieds with ch ildren ,” 
there  is a rapid dim inishm ent of savings. This group 
generally borrows m ore and uses savings to handle the 
increased cost of living associated with children, two 
cars, more life insurance and property  insurance, etc.

In the “older m arrieds w ith children” group, there  is 
an increase in the dem and for savings products, bu t also 
significantly higher borrowing in an effort to provide 
college educations for the children. The “older marrieds 
w ithout children” who still are em ployed, shows an 
increased use of savings products, signifying preparation 
for re tirem ent and dim inished use of credit products. 
Finally, the “older-retireds” dem onstrates a significant 
decrease in the use of savings products during 
retirem ent as well as a decreased need for credit 
products.

Determining Customer Needs
By using these life-cycle stages and dem and profiles 

obtained from m arketing research for each product, the 
financial-services executive can determ ine custom er 
needs by m arket segm ent. Then the executive is in a 
position to determ ine which specific custom er segm ent 
he wants to penetra te  and then develop products, 
services, delivery systems and communications for those 
selected segments.

W hen establishing target-m arket segm ents, two 
com ponents should be considered. First, attractiveness 
of the segm ent to the particular financial institution; and 
second, the com petitive position of that segment.

To evaluate the attractiveness of a segm ent, the 
financial retailer should consider the segm ent’s 
contribution to overall goals, profitability, potential for 
m ultiple-account sales, substantial fee income, size of 
the m arket segm ent and “fit” with curren t capabilities.

In determ ining com petitive position, the 
financial-institution executive m ust first identify his 
com petitors for a given segm ent and then analyze their 
strengths and weaknesses. There are a num ber of ways

to do a com petitive analysis. Some of the most practical 
ways are to shop the com petitors’ branches, study the 
com petitors’ advertising carefully for positioning to a 
segm ent, perform  a financial analysis and talk to 
competitors.

The next step in com petitive assessm ent is for the 
financial-institution executive to determ ine his own 
strengths and weaknesses in given segments. The point 
of this exercise is to determ ine w hether the financial 
institution has a strong, average or weak com petitive 
position in each of the various segments.

W ith this research in hand, the first course of action 
is to compare the attractiveness of a segm ent against the 
financial institution’s com petitive position for that 
segment. Simply stated, if a particular m arket segm ent 
has a high attractiveness and the financial institution has 
a strong com petitive position with regard to that 
segment, it makes sense to target that m arket segm ent 
with personal messages concerning financial products 
and services that appeal to that segment.

The planning effort 
enabled the client to 
differentiate his financial 
institution from the 
competition and to attract 
and retain preferred 
customers.

Once targeted segm ents have been  established, the 
next phase is to develop m arketing strategies. One of 
the best methodologies for developing specific m arket 
strategies can be found in “The Retail F o rce .” Using 
the matrix analysis found in that study, the 
financial-institution executive can select the appropriate 
products and delivery systems to m eet the needs of 
customers in targeted segments.

L et’s pu t it all together using an example. One of our 
clients has determ ined  one of his targeted m arket 
segments is “young m arrieds.” M arket research 
indicates the needs of this group are convenience of 
time, flexibility and credit availability. An attribute of 
this group is substantial discretionary income. M arket 
research has further determ ined  the products they seek 
are transaction accounts, credit cards and installm ent 
loans. They also prefer ATM delivery systems and rapid 
loan processing.

W ith this profile, the client im plem ented m arket 
strategies to increase penetration  of that m arket 
segment. M arket strategies included offering credit 
cards with preapproved lines of credit and allowing 
m ovem ent of funds through the use of ATMs for greater 
flexibility.

W hat did all this planning effort bring the client? 
Results! The client achieved more from scarce resources 
by focusing those resources on a targeted segm ent. The 
planning effort enabled the client to differentiate his 
financial institution from the com petition. In addition, 
the client attracted and retained custom ers he preferred  
to have in his financial institution. However, the most 
im portant result has been a positive impact on the 
bottom line. •  •
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M anagem ents  Commitment:

Sales Culture Is a Corporate Culture
By Michael T. Higgins, President, Mike Higgins & Associates, Grand Island, Neb.

THE PRER EQ U ISITE for successful banking in a com
petitive environm ent is m anagem ent’s com m itm ent to 
marketing and creating a sales culture. M uch attention has 

been given to the need to create a sales culture bu t little is 
understood about what that com m itm ent from m anage
m ent really means.

A successful selling environm ent is the result of a culture 
created throughout an organization. A sales culture, th e re 
fore, is really an overall corporate culture.

Ry definition, corporate culture is the learned p attern  of 
thought and behavior of an organization. It is the way an 
organization has decided and been  instructed to do things. 
It is a com m itm ent to a belief that exerts a powerful influ
ence over the en tire  work force.

A study of successful organizations concluded that the

Mr. Higgins was CEO of a community bank 
prior to establishing his consulting firm. He 
is a past chairman of the community bank 
marketing council of the Bank Marketing 
Association.

most successful have a pattern  of behavior that is observ
able from the boardroom  down to the supply room. People 
stimulate cultures. Therefore, successful managers m an
age and shape the ir corporate cultures in ways that are 
most desirable for the ir particular organizations.

It is necessary to build a spirit and a belief that will result 
in a set of values, standards and customs that can be sub
scribed to by all bank personnel. A bank m ust have corpo
rate values to assure dignity and opportunity for each em 
ployee, which, in tu rn , assures tha t each em ployee’s 
identity is fused w ith that of the corporation.

A successful organization has a network that keeps a 
culture alive by its belief in the company and the organiza
tion’s purpose. A successful sales culture provides for a 
strong personal identity  as well as a clear understanding of 
what the organization stands for.

The key point in developing a sales culture is to manage 
people in such a way that they becom e a part of the orga
nization. Sales m ust have a m eaning for each and every 
individual in the organization. And that meaning must 
come from the top.

W hat are the attributes of a successful sales culture? 
First, everyone works hard  in prom oting the culture. 
Everyone, for exam ple, believes in custom er service 
through sales. Sales then  becom es a focal point from which

customers can be served. Sales becomes service and, in
deed, the very purpose of the organization. All partici
pants, e ither consciously or intuitively, reinforce a loyalty 
and cohesiveness throughout the organization. Successful 
banks are those that pay close attention to cohesiveness.

Values, standards and expectations are the core of the 
sales culture. Values are polarized by setting goals and 
establishing a system for m easuring and rewarding goal 
achievement.

Coining slogans or making idle statem ents about instill
ing a sales culture will not create a sales culture. It cannot 
just sound good. There m ust be a dedication on the part of 
employees.

Emphasized Values Chosen
Values and standards for selling m ust filter down from 

the executive suite. Em ployees will choose from only those 
values that are consistently em phasized. It is not a m atter 
of pronouncing what the values are. Values are created and 
reinforced by watching what the company actually does. 
Actions com m unicate the belief and the com m itm ent to a 
m arket-driven sales environm ent. Em ployees need not 
listen to what you say. They “listen” to what you do.

Selling m ust be articulated as a com m itm ent and be 
represented  by example. M anagem ent’s example m ust be 
repeated  and dram atized throughout the organization. 
Only then will sales becom e a part of the corporate ritual. 
Only then will the sales culture spread throughout the 
organization. Only then will people who believe in expand
ing the com m itm ent to custom er service through profes
sional selling follow that com m itm ent. Only then will the 
staff understand that selling is service and therefore it is the 
very purpose of the organization.

Transition Not Easy
The transition from banking’s product-driven, product- 

oriented culture to the m arket-driven, custom er-oriented 
sales culture will not be an easy one. People get attached to 
their previous cultures, their previous values, standards 
and ceremonies.

A change in culture usually is opposed by employees 
because they are losing som ething familiar. A ttention m ust 
be paid to the transition as cultures are reshaped. It must 
be recognized and appreciated that many people are losing 
som ething they want to hold on to.

There also m ust be a consensus before change can suc
ceed. And there  needs to be a process that will help the 
organization understand that consensus. C ulture is the 
major barrier to change because it influences the lives of all 
employees.

Introducing a m arket-driven sales culture will require an 
investm ent in personnel training and systems that was 
unnecessary in a regulated financial environm ent. There-
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fore, th e  in v es tm en t in c rea ting  a sales cu ltu re  w ill req u ire  
special a tten tio n  to  m axim izing efficiencies in m anagem en t 
system s and  p ro ductiv ity  from  personnel.

E fficient m an ag em en t system s can b e  acqu ired . P ro d u c
tive peop le , how ever, w ill seek those  organizations th a t 
recognize and  value h igh  p roductiv ity . If  m anagem en t 
accepts m ed iocrity  in any area  of th e  organization  —  p artic 
ularly  am ong its p e rso n n e l —  it w ill no t only discourage 
highly m otivated  and  p ro d u ctiv e  peop le  from  jo in ing  the  
organization, it w ill b e  unab le  to re ta in  those th a t it does 
hire.

A p roductive  e n v iro n m en t stim ula tes p roductive  p e o 
ple. C onversely , accep tance o f m ed iocrity  in any area o f an 
organization d iscourages p roductiv ity  th ro u g h o u t th e  e n 
tire  organization. C onsistency  is im portan t. G ood peop le 
ju s t w on’t stay in a m ed iocre  env ironm en t.

E q u a l ly  im p o r ta n t ,  m a n a g e m e n t’s a c c e p ta n c e  o f 
m ediocrity  is an insu lt to those  peop le  w ho are productive. 
T he im plied  m essage is th a t p ro d u ctiv e  efforts are u n 
necessary , un recogn ized  and  w ith o u t m erit. P roductiv ity  
b eg e ts  p ro d u c tiv ity . T o le ra tin g  m ed io crity  encourages 
m ediocrity . A nd a m ed iocre  organization  canno t com pete  
in a d ereg u la ted  env ironm en t.

"Implementing a Sales Culture for Community Banks" is 
the title of a recently released edition of Competitech, a 
publication of the ABA.

Author of the publication is Michael T. Higgins, presi
dent, Mike Higgins & Associates, Grand Island, Neb., who 
authored the adjacent article.

M arket research confirms that financial customers 
already are overwhelmed and confused over financial- 
service options, according to Mr. Higgins. Therefore, com
munity bankers should evaluate every possible alternative 
to reducing the number of products and services available 
and then concentrate on their marketing techniques.

Ordering information is available by calling 201/467- 
4118.

M anaging in a com petitive  en v iro n m en t w ill req u ire  an 
en tire ly  new  m ind-se t. F irs t, accep t th e  fact th a t m arketing  
m anagem en t and  co rpo rate  m an ag em en t are synonym ous. 
C orporate  m an ag em en t is charac terized  by a co m p re h en 
sive m anagem en t style th a t can be  d ep ic ted  in a layered  
su p e rstru c tu re .

•  Strategic Planning. This serves as th e  foundation  and  
focus for m arke t-d riven  m anagem ent. I t is no t p ractical to 
allocate a fu ll-tim e position  for strateg ic p lanning; th e re 
fore, it is advisable to en list ou tside  resources to facilitate 
th e  p lann ing  process u n til such tim e p lann ing  skills can be  
m aste red  w ith in  th e  sen io r-m anagem en t s truc tu re .

•  C ustom er-D riven Strategies. T h e  im p o rta n c e  of 
th ese  can b es t b e  d esc rib ed  by  th e  sto ry  of th e  m ost suc
cessful real e s ta te  m arketing  rep re se n ta tiv e  in th e  country . 
T he m an was b lind . O n receiv ing  an aw ard at a national 
convention , th e  m aste r o f ce rem on ies sta ted , "You have 
always b ee n  very  successful. This year you have b ee n  m ore 
successful than  h u n d red s  of thousands of your peers. Tell 
us th e  sec re t o f your success. ’’

T hat is very  sim ple, was th e  b lind  m an ’s rep ly . "I m ust 
see m y cu sto m ers’ n eed s th ro u g h  th e ir  ey e s .”

This is th e  m ark e t-d riv en  a ttitu d e  of a d e re g u la te d  e n 
v iro n m en t. Successful o rgan izations w ill see cu s to m er 
needs th rough  cu s to m ers’ eyes.

•  Product Development-Product-Exit Strategies. N ew  
products w ill flood o u r industry . T h ird  parties will p rov ide 
th e  m ajority  o f th e se  p roducts. T hese  p roducts will have 
life cycles in a com petitive  env iro n m en t. D ifferen t m arket

segm ents will d em an d  d iffe ren t p roducts and  services. 
T herefore, m anagem en t m ust period ically  eva lua te  and  
stream line  existing services, in tro d u ce  new  services and  
d iscon tinue o u td a ted  services.

D uring  th e  reg u la ted  en v iro n m en t, regu la to rs essen tia l
ly designed , sized, fab rica ted  and  p riced  financial p ro d 
ucts. In  a d e re g u la te d  env iro n m en t, on th e  o th e r  hand, 
e n tre p re n e u rs  research , design , develop  and  d is trib u te  
new  products and m an ag em en t system s. T he m arket will 
p rice those p roducts and  an expanding  delivery  in d u stry  of 
banks and  nonbanks w ill d is trib u te  p roducts to th e  m ark e t
place.

Providing Services Is Mission
C om m unity  banks as w ell as m any large m ultibank  H C s 

should no t expend  resources for research  and  d eve lop 
m ent. T heir p rim ary  m ission is to p rov ide services ra th e r  
than  to design and  m anufactu re  services. Sales o rganiza
tions se rv in g  as re p re se n ta tiv e s  o f e n tre p re n e u rs  and  
m anufacturers w ill se rve as d is trib u to rs  of new  products 
and  will p rov ide banks w ith  a varie ty  of alternatives to 
appropria te ly  stock th e ir  shelves w ith  inventory .

•  Expense Redeployment. All available financial and 
personne l resources m ust be  effectively em ployed  if banks 
are to be  able to afford th e  th ings th a t m ust be  done to stay 
com petitive . M ore p ro d u c tiv e  te ch n iq u es and  system s 
m ust b e  in tro d u ced  in o rd e r  to b e  able to invest in the  
fu ture .

Transition Must Be Made
To com pete  in a d e re g u la te d  en v iro n m en t, a transition  

m ust be  m ade in p e rso n n e l p roductiv ity  and  m easu rem en t 
system s. This transition  is going to  take a substan tia l invest
m en t in tim e and  financial resources. Two approaches can 
be  taken  to m e e t th e  challenge. T he first is to in itia te  a 
series of in te rn a l evaluations to iden tify  areas th a t can be  
im proved. A second is to secu re  th e  services of an ou tside 
specialist. In e i th e r  ev en t, p rofit im p ro v em en t from  w ork 
flow, cash m anagem ent, system s and  overall p roductiv ity  
is absolutely  p re re q u is ite  to b e in g  able to  afford to invest in 
th e  new  w orld  of banking.

T he key in g red ien t in c rea ting  a successful sales cu ltu re  
is com m itm en t. T he second  in g red ien t is patience. T h ere  
is m uch  to be  done b u t is d o esn ’t all have to be  done 
im m ediate ly . T he only im m ed ia te  re q u ire m e n t is to m ake 
th e  com m itm en t. B egin now  to c rea te  a m anagem ent- 
d irec ted  sales cu ltu re  in o rd e r  to co m p ete  successfully 
am ong your m any new  and  rev ita lized  com petito rs. •  •

American Locker Security Systems offers a b ro ch u re  d e 
scribing its C om pu-L ok, a co m p u te rized  locker system  to 
sto re valuable item s. Item s can b e  loaded  into designated  
com partm en ts from  w ith in  th e  confines of a secu re  area  and 
re tr ie v ed  from  a com m on access area. A u thorized  p e rso n 
nel e n te r  an assigned seven-d ig it u se r code on a keypad 
w hich releases th e  lock o f th e  co m p artm en t door they  w ish 
to access. T he m ateria l is rem oved  and  th e  door relocks 
w hen  closed. T he u n it p roduces an aud it-tra il reco rd  id e n 
tifying th e  user, co m p artm en t n u m b er, date  and tim e 
m ateria l is rem oved . U n au th o rized  codes or en try  erro rs 
activate a “b e e p e r” alarm  and  are reco rd ed  on th e  aud it 
trail. T he system  also is available as a key-con tro lled  system  
for facilities w h ere  co m p u te rized  opera tion  and  aud it-tra il 
record  are no t req u ired .

W rite: A m erican L ocker S ecurity  System s, In c ., P. O. 
Box 489, Jam estow n NY 14702-0489.
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WHATEVER IT  IS YOU WANT FROM LIFE CAN BE YOURS WITH

ADVANCED
PSYCHO

CYBERNETICS

Paul G. Thom as, founder and owner of the  
Psychofeedback Institute, Los Angeles, CA, 
discovered the great and undeniable truth 
that it is im possible to achieve any goal 
without psychofeedback.

The result of twenty years of research and 
analytical thinking, Paul Thom as is the first to 
give a com plete explanation of the concept of 
psycho cybernetics. Solidly based on scien
tific facts, his book is recognized as one of 
the most im portant ever written on motiva
tion and personal fu lfillm ent. Defining moti
vation as “ th e  en erg iz in g  and co ntro l of 
purposefu l behavior tow ards specific goals,” 
Mr. Thom as explains the exact neuro lo g i
cal process which releases the latent power 
in the greatest com puter known -  the human 
biocom puter.

The book has been excerpted/serial- 
ized by the editors of the magazine 
S uccess - Leaders - N ew  W om an - 
M anage (National M anagem ent Associ
ation) - Real E sta te  Today (The Na
tional Association of Realtors) - F u tu re  
(The US Jaycees) - The In te rco n n e c
tion  Journal - M anagers M agazine  
(LIMRA), who said “ This is one of th e  
m ost im p ortan t books ever w ritte n  on 
th e  su b ject of m otivation  and self- 
im p ro vem en t.”  Prior to excerpting, 
Life A ssociation N ew s said in review, 
“ This book is m ust reading fo r life  
u n d erw rite rs  - both th e  successfu l 
and th e  unsuccessfu l ones. It m ay be 
th e  m ost rew ard ing  book you w ill 
read .” S outhw est (airline) - C o n tin en 
ta l (airline) - Insuran ce Sales - C a li
forn ia  Real E s ta te -G o lf D igest plan to 
excerpt in Sept. ’85 . Both Sales & M an  
keting M anagem ent and Hum an Poten
t ia l m agazines have featured  Paul 
Thomas and his work.

P atii G. T ilom as

ADVANCED 
PSYCHO 

CYBERNETICS
AND

PSYCHOFEEDBACK
The First Scientific 

Explanation of Psycho Cybernetics

Complete Step-By-Step Instructions

From S po rt m agazine February 1985 .
Neil O’Donoghue, kicker for the St. 

Louis Cardinals, had his worst NFL sea
son in 19 83 , making only 15 out of 29 -  
52%  -  of his field goal attem pts.

At the beginning of the 19 84  season a 
Cards fan gave O’Donoghue Paul Thom as’ 
book. It was then he discovered his prob
lem was not in his leg; it w as in his 
b ioco m p uter. He started to carry out the 
instructions in the book.

The result? In 19 84 , O’Donoghue had 
his best season ever. Not counting five 
that were blocked, he kicked 23  goals out 
of 30  attem pts. His 77%  success rate was 
a 25%  im provem ent. And his field goals 
won th ree gam es w ith only seconds re
maining.

“W hat has happened to my kicking  
since using psychofeedback and Paul 
Thom as’ psycho cybernetics is fantas
tic ,” says O’Donaghue. “ I know now that 
previously I was allowing outside things -  
the rush, the gam e situation, and the fans 
- t o  be part of my th in k in g . W ith this edge,
I can now focus on what I have to do and 
keep it s im ple.”

“ Paul Thom as has done everything which 
Dr. Maxwell M altz did not do in his Psycho- 
Cybernetics. And I speak with the authority of 
one who had previously used the M altz book 
as a m otivational tool since it appeared in 
1 9 6 0 .”

M itch  R esn ick , P res ident,
D ictograph S ecu rity  System s.

What do you 
really want out 

of life?
Earn more money and enjoy greater 

career success? Increased happiness 
and personal growth? Improved, more 
m eaningful relationships with fam ily  
and friends? Develop a more dynamic 
personality? Greater productivity, con
centration, self-d iscipline? E lim inate  
fears, frustrations, depressions and pro
crastination? Become more energetic  
and im aginative?

W hatever it is, hundreds of books 
have already been published promis
ing to bring you just such benefits. But 
few have ever been able to deliver on 
any of their promises, and none has 
ever been able to offer a com plete  
sc ien tific  explanation of how these 
goals can actually be achieved.

NOT U N TIL TH IS  BOOK
If you desire g reater success and 

ach ie vem en t in your life  . . .  if you 
want to becom e more decisive . . . 
m ore creative . . . more productive . . . 
genuinely enthusiastic . . . more posi
tive in your approach to daily living . . . 
a better problem  solver . . . you must 
have th is book.

The book w ill show you the EASY  
W AY to in itiate positive action in your 
life. Positive action that will mean  
great success and happiness for you 
im m ediately. It will turn your dream s  
into re a l i t ie s . . .  your desires into  
goal-d irected, w orkable plans.

Regardless of your present c ircum 
stances in life, it is im possible for you 
not to be more successful when you 
fo llow  the sim ple, step-by-step, in
structions.

Thousands have already brought 
enormous improvement into their lives 
with this book.

YO U CAN TOO!

C o m m e rc e  P u b lis h in g  C o m p a n y , 408 Olive St., St. Louis, MO 63102
Send me the hardcover book ADVANCED PSYCHO CYBERNETICS & PSYCHOFEEDBACK for $14.95 + $2.00 postage & handling. I enclose check/MO for $16.95.
PRINT Nam e_________________________________ ___________________________________________________________________________
S tre e t______________________________________________ ___________________________________________ Ste/Apt------------------------------
City_________________________________________________________ ________________ State_________________ Z ip_________________
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Convenience & Community

woods to give th e  im age of stability , longevity  and 
friendliness to custom ers is becom ing  increasingly  
popular. D etailing , she adds, is sim ple, b u t elegant.

N eu tra l o r sedate  colors w ith  a trad itional styling are 
favored by M r. H eflin  at C aw tbon.

“Colonial bu ild ings always will com prise a strong  
share of th e  new  facilities b u ilt ,” says M r. W illiam s at 
D esign-B uild  C oncepts. C o n tem p o rary  design, on the  
o th e r  hand , is elusive and  everchang ing , w ith 
post-m odern  now  en joy ing  som e popularity .

“T rad itional bu ild ings change little  and are som etim es 
used  w ith  even  th e  m ost m o d ern  su rround ings, 
particu larly  in executive a re as ,” he adds. C u rre n t 
“m o d e rn ” colors are grays and m auve tones, along w ith 
th e  staple “ea rth  to n e s .”

In  a slightly d iffe ren t vein , M essrs. Spalding and 
S trong at BBC stress th e  im portance  of color in 
segm enting  bank  d ep a rtm en ts . Colors w ork to g e th er  
w ith signs to do th is, they  say. Now th a t banks are 
leasing sections of th e ir  lobbies to nonbank  supp liers of 
services, such as in su rance agencies, it’s im p o rtan t tha t 
custom ers b e  m ade aw are th a t such d ep a rtm en ts  are 
not bank ow ned. C olor schem es can m ake this 
d istinction  ev iden t.

Future Bank Construction
O n the  top ic of fu tu re  bank  construc tion / 

m odern ization  p lann ing , M r. F lo tt of IIB E  says th e re  
will be  m ore ATM enclosures , installations in reta il 
stores and  banking  at hom e, sim ply because custom ers 
w ant th e  conven ience such facilities offer.

“Basically, w e see a dow nsizing of th e  facilities 
u tilized  offering fu ll-banking services at locations 
conven ien t to custom ers w ith  ATM s servicing 
elec tron ic-bank ing  n eed s, w ith  bank-a t-hom e being  a 
very fu tu re  use of e lec tro n ic s ,” says M r. H eflin  at 
Caw thon.

“ATM netw ork  d ev e lo p m e n t will con tinue  strong; 
reta il sto re locations and  hom e bank ing  —  new  ideas in 
th e  early  1960s —  still are com ing ,” says M r. W illiam s 
at D esign-B uild  C oncepts.

Achieving Construction Efficiencies
In  response to a q u ery  abou t how  a des igner achieves 

construction  efficiencies w ith o u t sacrificing the  
trad itional “se cu re” appearance  by banks, Ms. F an g er at 
B unce rep lied :

“If  the  d es ig n er consults w ith  construc tion , 
en g ineering  and  estim ating  specialists du ring  th e  design 
process, th e  p ro jec t can b e  ‘value e n g in e e re d ,’ thus 
elim inating  unnecessary  costs. This savings w ill allow 
th e  ach ievem en t of th e  ‘se cu re ’ appearance. ”

“Aside from  construc tion  m ateria ls, w hich m ust be 
du rab le  and  substan tia l, one of o u r m ain concerns is the  
area of security  system s and  m in im um  exposure to 
possible loss,” says M r. W illiam s at D esign-B uild  
C oncepts. Banks today w ant to be  and  ap p ear secure, 
b u t w ithou t th e  “fo rtress” look of th e  past.

Banks th a t are re ta il o r ien ted  should  b e  careful of 
how  “secu re” they  ap p ear if th e  appearance  is 
forbidding, says M r. Spalding at BBC. Banks w ant to 
give th e  appearance  of w arm th  and  friendliness; they  no 
longer have a n ee d  to ap p ear secure  in th e  sense they  
n ee d ed  to following th e  dep ression  years. •  •

Design Problems__________
areas of poor v isibility  th a t w ould  offer h id ing  
places or concea lm en t for a ro b b e r w ishing to 
attack e ith e r  a bank  em p loyee  or a custom er.

I f  fu tu re  d rive-up  facilities are to be  considered , 
th e  design m ust take in to  accoun t traffic p a tte rn s  
around  th e  site and  bu ild ing  en tries , he  says. 
P atte rns m ust b e  a rranged  so w alk-in custom ers 
do no t have to cross d rive-in  traffic to  gain access 
to  th e  build ing.

Stack space is an o th er p lan  consideration  for 
cars w aiting for transactions. Since d rive-up  
facilities norm ally  inco rpo ra te  th e  use of a 
concrete  slab u n d e r  th e  d rive-up  canopy, it is 
recom m ended  th a t fu tu re  d rive-up  facilities be  
roughed  in w ith  p n eu m atic  tu b es and  condu it 
du ring  in itial construc tion  in o rd e r  to avoid 
dem olition  of co n c re te  in th e  existing d rive-up  
area.

If  island ATM s are to b e  installed  in th e  fu tu re , 
it should  be  n o ted  th a t island-w id th  req u irem en ts  
for these  m achines are d iffe ren t than  those  for a 
standard  d rive-up , M r. Koob says.

If  a standard  d rive-up  system  is to be  rep laced  
in the  fu tu re  by island ATM s, land  and  island 
w id th  are m ajor considerations. In areas w here  it 
is difficult or im possib le to excavate for additional 
d rive-up  facilities, th is p ro b lem  m ay be solved by 
th e  use of overhead  p n eu m atic -tu b e  system s or 
m echanical overhead  system s. M echanical system s 
offer som e advantage in req u irem en ts  for red u ced  
island w id th  and  generally  sm aller canopies, Mr. 
Koob says.

D esign for co m p u te r system s involves design of 
th e  co m p u te r room  itself, as w ell as provisions for 
CRTs or on-line te rm inals co n n ected  to the  
system . I f  fu tu re  desk  locations are  p lan n ed , they  
should b e  p rov ided  w ith condu it rough-in  for 
co m p u ter and  s tandard  elec trica l ou tle ts  w ith  an 
isolated ground. T he iso lated  g round  is used  to 
elim inate m otor noise from  o th e r  eq u ip m en t 
o p era ted  on th e  sam e circuit. If  th e  te rm inals are 
to use m odem s, a te lep h o n e  connection  is 
requ ired .

C en tra l co m p u te r room s are less com plex today 
than  in th e  past d u e  to th e  increasing  
m in iaturization  of e q u ip m en t, he  says. T hey  do, 
how ever, req u ire  special air cond ition ing  to 
contro l b o th  th e  h ea t load g en e ra te d  from  th e  
eq u ip m en t and  hum id ity  contro l or static 
supression. If  rem o d e lin g  a bu ild ing  w here  
insufficient cooling has b e e n  p rov ided  and 
hum id ity  contro l is no t available, free-stand ing  
un its m ay b e  insta lled  using  a w ate r line for th e  
heat-exchange m ed ium , along w ith  an electrically  
pow ered  package-type steam  hum idifier.

I t should  b e  n o ted  th a t d iffe ren t co m p u te r 
system s req u ire  d iffe ren t voltage req u irem en ts  as 
well as W ie or D e lta  co n n ected  pow er. Voltage 
req u irem en ts  can easily b e  co n v e rted  by use of 
th e  p ro p e r transfo rm ers th a t m ay b e  supp lied  by 
co m p u ter m anufacturers.

C ondu it of sufficient size should  be  installed  in 
th e  m ain co m p u te r room  in o rd er  to receive  w ire 
from the  various C R T locations th ro u g h o u t th e  
bu ild ing, M r. Koob says.«  •
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Computer-Aided Design Capability 
Projects Plans in ‘Blink of Eye’

DART-1 System Draws Plans 
For Community Bank, Waco, Tex.; 
Draws Raves From President

A N E W  design system  dev e lo p ed  by Bank B uilding 
C orp. (BBC) in teg ra te s  th e  skill and  experience of 
a research  analyst and  a com prehensive  team  of design 

professionals w ith  th e  sp eed  and  accuracy of co m p u ter 
technology, says G ary S trong, m arketing  m anager for 
th e  St. L ouis-based  design /bu ild  firm .

“T he system ’s speed , flexibility and  d irec t clien t 
involvem ent p u t u n p re c e d e n te d  contro l o f bank  design 
into the  hands of bank  opera tions ex ecu tiv es ,’ he  told 
M i d - C o n t i n e n t  B a n k e r .

T he system , called  DA RT-I (D esigned-A ssisted  
R esource Team ), enhances B B C ’s 70-plus years of 
experience in th e  design ing  and  bu ild ing  of financial 
facilities w ith  w hat M r. S trong  calls “fu ll-spec trum  
com pu ter-a ided  design  and  estim ating  capab ilities .’’ 

M ore im portan t, h e  adds, th e  resu ltan t com bination  
of m an and m achine allows bank  m anagem en t to w ork 
m ore closely w ith  design  professionals, exploring 
alternatives, develop ing  cost es tim ates for each option  
and w eighing those op tions against opera tional criteria

40

developed  exclusively for banks.
M r. S trong says DART-I rep re se n ts  a m ajor advance 

in th e  application  of co m p u te r technology to bank  
facilities design.

“ DART-I is m ore than  ju s t a collection of new  
com pu ter p ro g ram s,’’ h e  says. “It rep re se n ts  a u n iq u e  
in teg ration  of ex p ert designers w ith  specially ad ap ted  
electron ic tools. W ith  DART-I, bank  m anagers can sit 
w ith  th e  arch itec t at th e  keyboard , express th e ir  own 
ideas of how  th e  new  or rem o d e led  bu ild ing  should  
function and  instan tly  see those  ideas com e to life on 
the  sc re en .”

A vailability of th is inform ation so early  in th e  design 
process allows clients to m ake crucial decisions at a 
stage w hen  they  can b e  im p lem e n te d  cost effectively, 
he adds.

How Process Begins
T he DART-I design process beg ins w hen  clients 

com m unicate bu ild ing  req u irem en ts  to B B C ’s design 
team . T hose req u irem en ts , along w ith  th e  basic design 
ideas of th e  a rch itec t, are  fed  in to  th e  com pu ter, w hich 
analyzes th e  data according to a se t o f optim al design 
criteria  developed  by B B C ’s staff. In  m inu tes, the  
com pu ter p roduces a schem atic  d iagram  rep rese n tin g  
the  ideal spatial re la tionsh ips o f offices, w ork stations, 
recep tion  areas, hallways, etc. T hat d iagram  is th en  
converted  in to  a p roposed  floor plan.

T he c lien t’s m anagem en t and  operations p e rsonne l 
are then  b ro u g h t d irec tly  in to  th e  design process, 
according to M r. S trong.

“A bank p re s id e n t m igh t say to th e  arch itec t, AVhat 
w ould hap p en  if w e m oved th is office to th e  o th e r  side 
of th e  bu ild ing?’ T he a rch itec t can in p u t th a t data and 
instantly  reconfigure th e  e n tire  d es ig n ,” he  says. “T he 
clien t can th e n  see a two- or th ree -d im ensional 
rep resen ta tio n  of w hat th e  new  design w ould look like, 
from  any p ersp ec tiv e  desired . N ecessary  fu rn itu re , 
eq u ip m en t, landscaping  and  even  peop le  can b e  added  
into the  p ic tu re  in p ro p e r scale. By com bin ing  a 
sequence of views, th e  co m p u te r can c rea te  the  
im pression of d riv ing  past th e  bu ild ing , flying over it or 
actually walking in th e  fron t door and  in specting  each 
a re a ,” he  says.

M r. S trong asserts th a t DART-I allows a financial 
executive to  exam ine several reconfigured  designs in a 
m a tte r of a few  hours. T he program  constan tly  checks 
a lternatives against optim al criteria , a lerting  designers 
w hen  one fea tu re  is too far from  or too close to ano ther. 
D raw ings of a lternative  designs can be  p ro d u ced  at the  
sam e session. In  addition , DART-I incorporates an 
estim ating  program  th a t can p rov ide pro jec tions of the  
cost of any design m odification.

“A process like th a t used  to  take two to th re e  w eeks 
p e r  d es ig n ,” M r. S trong says. “W ith  DA RT-I, it takes 
two or th re e  m in u te s .”

B ut D A R T-I’s w ork is no t fin ished  w ith  the  
p roduction  of th e  final custom  design. “DART-I also 
estim ates p ro jec t costs w ith  rem arkab le  accuracy ,” M r.
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A ttention  B ank CEOs:

How Does Your Bank 
“ Introduce” the New Director 

To His New Job?

T H E  N E W L Y  E L E C T E D  b a n k  d i r e c to r  p ro b a b ly  s e e m s  
o v e r w h e lm e d  w ith  th e  r e s p o n s ib i l i t ie s  o f  h is  n e w  jo b  a n d  th e  

c o m p le x itie s  o f  th e  b a n k in g  s y s te m . So, y o u ’ll w a n t to  a c q u a in t  
h im  w ith  h is  “ n e w  c h a ir ” as q u ic k ly  a n d  as “ g e n t ly ” as p o s s ib le .

Y o u r b a n k  u n d o u b te d ly  h a s  a  p o r tfo lio  o f  m a te r ia l  to  h a n d  to  
th e  n e w  d ir e c to r .  O u r  in s t ru c t io n a l  fo ld e r ,  e n t i t l e d  “B r ie f in g  th e  
N e w  B a n k  D ir e c to r ,” c a n  b e  a u s e fu l  a d d i t io n  to  y o u r  in t r o d u c 
to ry  m a te r ia l .  I t  is w r i t te n  b y  D r . L e w is  E . D a v id s , e d i to r  o f  T h e  
B A N K  B O A R D  L e t te r .

“B r ie f in g  th e  N e w  B a n k  D ir e c to r ” p ro v id e s  th e  r e c ip ie n t  w ith  
a n  o v e rv ie w  o f  th e  d i r e c to r ’s jo b  a n d  r e s p o n s ib i l i t ie s  a n d  also  
o ffers su g g e s tio n s  o n  “ h o m e w o r k ” a n d  “ r e a d in g ” a s s ig n m e n ts  
th a t  w ill b r in g  h im  q u ic k ly  u p - to -d a te  in  h is  jo b .

T h is  8 -p a g e  fo ld e r  c o n c lu d e s  w ith  w h a t  th e  a u th o r  h a s  te r m e d  
th e  “20  C o m m a n d m e n ts  fo r B a n k  D ir e c to r s ” s ta r t in g  w ith  “T h o u  
sh a lt n o t  a t te m p t  to  u s u r p  p r e r o g a t iv e s  o f  m a n a g e m e n t ,” a n d  
e n d in g  w ith  “T h o u  s h a lt  s u b m i t  th y  r e s ig n a tio n  g ra c e fu lly  a n d  
w ith  d ig n ity  w h e n  n o  lo n g e r  m a k in g  a p o s it iv e  c o n t r ib u t io n  to  th e  
b a n k .”

F o r  a  F R E E  c o p y  o f  th is  fo ld e r ,  fill in  th e  c o u p o n  b e lo w . Y ou’ll 
r e c e iv e  th is  p lu s  o th e r  in fo rm a tio n  c o n c e r n in g  th e  b a n k  d i r e c to r ’s 
jo b  th a t  ca n  b e  u se fu l to  h im  a n d , o f  c o u rs e ,  to  th e  b a n k .

r------------------------------------------------ j
I The BANK BOARD Letter
I 408 O live S t., St. Louis, M O 63102

Please send  m e a F R E E  copy o f “B riefing th e  N ew  Bank D irec to r” |  
along w ith  o th e r  in form ation abou t T he BANK BOARD L ette r.

; N a m e __________________________ T i t l e _________________________

Bank __________________________________________________________

|  A ddress _______________________________________________________

I C ity ___________________ S ta te _______________Z i p ______________  I
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S trong  says. “T his is acco m p lish ed  
th rough  an im m ense data base th a t is 
constantly  being  u p d a ted  w ith  m a te 
rials and construction  costs for each 
area of th e  country .

“A fter w orking draw ings have b een  
p rep a red , th e  design proposal is fed 
into the  system  to p ro d u ce  an in v en 
tory  of every th ing  n e e d e d  to bu ild  the  
facility —  every  doorknob, every  w in 
dow, every  ligh t f ix tu re ,” M r. S trong 
co n tin u es . “T his in te g ra te d , m u lt i
d iscip line process m akes it possib le for 
Bank B uilding to offer a gu aran teed

construction  cost to th e  client. T h ere  
are nev e r any su rp rise s .”

BBC has app lied  DART-I to a n u m 
b e r  of pro jects w ith  excellen t resu lts, 
M r. S trong  says. H e  refers to Rick 
Sm ith, p res id e n t, C om m unity  Bank, 
W aco, Tex., as being  especially  e n th u 
siastic abou t th e  use of th e  system  in 
th e  rem odeling  of th e  ban k ’s tw o-story 
facility.

“ I am  sort o f a fru s tra ted  arch itec t 
m yself and th e  ability  to explore all 
those design op tions was ju s t fascinat
in g ,” M r. Sm ith  says. “In  th e  b link  of

an eye I had  th e  design in fron t o f m e 
and  could see th e  m erits  and  d isadvan
tages of every  option. ”

A fter two decades of constan t expan
sion, C om m unity  B ank’s m anagem ent 
decided , th a t to accom m odate m ore 
custom ers and em ployees, a m ajor re 
m odel o f th e  bu ild ing  was necessary. 
“T im e was a critical factor in our re 
m odeling  p la n s ,” M r. Sm ith  says. “W e 
had  rea lly  w a ited  too  long and  w e 
n ee d ed  to do som eth ing  fast.”

T he design team  at BB C’s R ichard 
son, T ex ., office p u t D A RT-I to  work, 
deve lop ing  p ro jec tions and  re q u ire 
m ents for fu tu re  use and  offering an 
initial design proposal to m e e t those 
needs.

“W e m ade a survey of th e  facility in 
late M arch and in a m a tte r  of th re e  
w eeks w e w ere  able to p re se n t th e  
ban k ’s board  w ith  a com plete  o p e ra 
tions analysis and  design  p ro p o sa l,” 
says B ruce M cM ickle, p re s id e n t o f 
B ank ing  B u ild in g ’s so u th w e s t d iv i
sion. “T hat is ju s t half th e  tim e th e  
process req u ires  w ith o u t a com pu ter. ”

F ive days la ter, BBC show ed th e  
bank  a co m p u te r-g en e ra ted  schem atic 
design in addition  to p ro jec t cost e s ti
m ates. M r. S m ith  trav e led  to  B B C ’s 
R ichardson office to  confer w ith  th e  
f irm ’s c o n s u lta n t-s e rv ic e s  m a n a g e r  
and  the  p ro jec t a rch itec t to finalize the  
layout. M r. Sm ith  b ro u g h t w ith  him  
th e  in p u t o f bank  em ployees d esc rib 
ing th e ir  req u irem en ts  for th e  rem o d 
eled  in terio r.

“ It was a trem en d o u s  session ,” Mr. 
M cM ickle recalls. “W e jo in tly  consid 
e r e d  v a r io u s  o ffice  a r r a n g e m e n ts ,  
partitions, fu rn itu re , eq u ip m e n t and 
o th e r  e le m e n ts . W h e n  w e fin ished  
th re e  hours la te r  th e  design was as 
m uch his as ours. H e  was very  e n th u 
siastic .”

M r. Sm ith was im p ressed  w ith  the  
hum an  com ponen t o f D A RT-I as w ell 
as w ith  th e  sp eed  of th e  co m p u te r  sys
tem . “T he designers at Bank B uilding 
w ere  very  rec ep tiv e  to  o u r sugges
tions. T hey w ere  no t so b o u n d  to th e ir  
original design th a t th ey  resis ted  cus
tom izing it to ou r n e e d s ,” h e  said. “In 
stead, they  w ere  ju s t as en e rg e tic  and  
fascinated by th e  design  process as we 
w e re .”

“O ur w ork w ith  th e  Bank B uilding 
design team  p roved  very  beneficial to 
u s , ” M r. S m ith  c o n t in u e s .  “ T h ey  
u n d e rs to o d  how  b a n k  d e p a r tm e n ts  
w ork and  in te g ra te d  th a t expertise  into 
th e ir  design criteria . W e w ere  able to 
take those suggestions and custom ize 
th e  design to m e e t ou r needs. W ith o u t 
th e  flexibility p ro v id ed  by Bank B uild
in g ’s sy s te m , c u s to m iz a tio n  w ou ld  
have b ee n  m uch  m ore expensive. ” •  •

Most lease programs lack 
a certain flexibility.

Any leasing company can keep you from tying up your capital. 
Bankers/Plus can keep you from being tied down to unwanted 
equipment.

In fact, we’re probably the most flexible leasing 
company In the country.

Unlike other lease programs, ours 
allows you to upgrade whenever you need 
to. Because ours are designed with a 
genuine understanding of your needs.

Call us today. (612) 331 -1164. where lease is more.

leasing

Barters pur
©1985 Bankers/Plus, Inc.
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In the Market
For a Building Project?

By Carl J. Conceller4

CH A N G E  and  grow th  are  rap id  in today’s
financial-services industry . N ew s m ed ia  rep o rt 

daily on new  financial p roducts , m ergers , acquisitions 
and  regional bank ing  deve lopm en ts. Last year alone, 
approxim ately  375 new  sta te  and  national banks o p en ed  
for business.

F inancial-delivery-system  facility needs have changed  
so rapidly  in th e  past 10 years th a t financial-related  
construction  has p icked  up  substan tia lly  across the  
nation , reversing  th e  slow p erio d  o f th e  early  1980s.

T he beg inn ing  of any new  facilities p ro jec t is th e  
realization th a t th e re  is a n ee d  for im provem en t. T hat 
realization m ay b e  p ro m p te d  by cram ped  w ork stations, 
a d rab  lobby or crow ded  custom er-serv ice  areas.

O nce th e  realization  becom es a decision to expand, 
careful analysis and  tho rough  p lann ing  are req u ired .
T he d iverse  needs of th e  opera tion  m ust be  assem bled  
into a solution th a t is efficient and  cost effective.

P lanning  for a new  facility takes tim e. W hen  
m anagem ent decides to investiga te new  facilities 
oppo rtun ities, it should  be  ready  to com m it adequate  
tim e to th e  pro ject.

Procrastination Not Advised
I have som etim es found th a t im p o rtan t p lann ing  was 

delayed  because of th e  dem ands of th e  daily w ork load 
or th rough  a “w ait-un til-tom orrow ,-w e-still-have-tim e” 
a ttitu d e . This a ttitu d e  d o esn ’t consider th a t a ban k ’s 
facilities con tinue  to grow  m ore in ad eq u a te  as tim e goes 
on. P rocrastination  often  resu lts  in a h a rried  
m anagem ent em bark ing  on a crash program  to plan, 
design and  bu ild  a p ro jec t in an un reasonab le  tim e 
fram e.

L im ited  tim e often  m eans lim ited  available options, 
lim ited  flexibility o f design  and  inc reased  bo ttom -line  
costs.

M anagem ent and  bank  em ployees know  th e  
organization b e t te r  than  any ou tside  group. Bank 
personne l w ork th ro u g h  th e  operations every  day and  
u n d ers tan d  th e  values, ph ilosophies and  cu ltu re  of the  
com m unity . T hey  know  th e  ro le th e  institu tion  plays in 
delivering  financial services to  its custom ers.

T he m ost im p o rtan t early  step  tow ard  solving the  
facilities puzzle is to define th e  ban k ’s needs th rough  
review , survey  and in te rn a l discussions of p rob lem  
areas. Involve em ployees early  in in te rna l discussions to 
address th e  p rob lem s and  n eed s of th e  organization, b u t 
refrain  from  deve lop ing  solutions before needs are 
identified .

D ecision m akers should  ask th e  following questions:
•  W hat are th e  b an k ’s need s?

MID-CONTINENT BANKER for October, 1985

•  W hat are th e  po ten tia l costs and  th e  ban k ’s 
spend ing  flexibilities?

•  W hat im pact w ill this p rogram  have on th e  bank?
E arly  in te rna l analysis o f th e  “w hat ifs” and  the

im pact of th e  dollar cost of a p o ten tia l program  will help  
d e te rm in e  th e  course or d irec tion  of a p ro ject. In 
addition , m anagem en t w ill save tim e and  m oney for 
itself and  th e  professionals it chooses to w ork w ith. A list 
of w ell-defined  needs, goals and  lim itations will prov ide 
a helpful p ic tu re  o f th e  operations.

E stab lish  w hat is w an ted , w hat will fit th e  ban k ’s 
needs, b e  it h igh tech , s ta te -o f-the-art facilities or a 
b e tte r-th an -av e rag e  financial-delivery  system .
D ete rm in e  w hich w ould  be  m ost com fortable for the 
institu tion  and  its custom ers.

*Mr. Conceller is president, Conceller 
Group, St. Louis, a consulting firm that 
offers facility-planning services to 
financial institutions. Before starting his 
own firm, Mr. Conceller was associated 
with HBE, design/buikl firm 
headquartered in St. Louis. Prior to 
that, he was with Mercantile Trust, St. 
Louis, involved in charge-card 
operations.

Som etim es m ajor decisions concern ing  bu ild ing  
program s are m ade w ith o u t in -d ep th  analysis. B ut 
adequate  analysis in su res cost-effective results.

I once hea rd  of a bank  th a t in sisted  on p lanning  for 
space in excess o f its needs. A plan was p u t in to  m otion 
for a 10-story, 200,000-square-foot facility. As p lanning  
progressed , m anagem en t d iscovered  th e  space dem and  
d id n ’t exist, nor d id  capital to fund  th e  pro ject. No 
outside parties could b e  found  to invest in th e  project. 
M anagem ent se ttled  for th e  reality  o f a 
50,000-square-foot bu ild ing  and  had  to  w rite  off 
$200,000 in p lann ing  expenses.

Installing  new  facilities d o esn ’t always m ean  a new  
building. D ep en d in g  on th e  b an k ’s needs, opera tion  
p roblem s m ight be  solved easily and  effectively by any 
one of the  following options:

•  R enovation of existing facilities.
•  E xpansion of p re se n t facilities.
•  Installation  of rem o te  facilities.
•  L easing space for a b ranch  in a n earby  mall.
•  P urchase of an existing facility.
•  W orking w ith  a developer.
•  N on-brick -and-m ortar a lternatives , includ ing  ATMs
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and  o th e r  m ethods to im prove efficiency.
Space in  th e  c u rre n t facility m ay b e  adequate . I t m ay 

be th a t space a llo tted  for d ep a rtm en ts  and  functional 
relationships m ay have b ee n  ou tgrow n because of 
custom er traffic flows or opera tional changes.

I f  m ore space is req u ired , w ill th e  p re se n t location 
provide room  for expansion? W ould  rem o te  facilities 
solve th e  service p rob lem ? Is ready -bu ilt com m ercial 
space at a p rem iu m  in th e  b an k ’s locale or can 
appropria te  space b e  leased  econom ically? W ould  a 
w hole new  bu ild ing  really  solve opera tion  prob lem s?

C onsider each op tion  and  ask “w hat i f ’ questions of 
each possible scenario. Seek th e  op tion  th a t b es t fits 
your facility’s n eed s and  th e  ban k ’s program .

B ew are of in stitu tionaliz ing  th e  p lann ing  process. 
Som etim es p lann ing  can becom e a com fortable 
p reoccupation  w ith  th e  resu lt th a t th e  p ro jec t has 
difficulty getting  off th e  ground.

E arly  p lanning  is im p o rtan t and  w ill facilitate 
com m unication  in th e  next stage of th e  project.

A fter in te rn a l p lann ing  has b e e n  done and 
a lternatives considered , seek ou tside  professional 
support. Look for qualified  firm s capable of addressing  
th e  bank ’s n eed s —  from  early  p lann ing  to design and, 
finally, construction .

This suppo rt m ight inc lude consu ltan ts specializing in 
bank p lann ing  or arch itec ts w ith  successful experience 
in bank design. I t m igh t com e from  a design /bu ild  
specialist in financial construc tion  or o th e r  capable 
firms. C onsider each firm  on th e  basis o f rep u ta tio n , 
creativity , c lien t satisfaction and  track  record .

F ind  ou t w hat p ro jec ts th e  firm  has done. Look for 
d em o n stra ted  experience  and  know ledge of technology, 
legislation, system s, w ork env ironm en ts, etc.

R em em b er th a t a rch itec t specifications affect th e  cost 
of th e  p ro jec t long after construc tion  has b een  
com pleted .

Ask questions, and  th e n  ask m ore questions! I t ’s 
am azing how  few questions are asked and  how  m any 
assum ptions are m ade in  connection  w ith  pro jects 
costing m illions of dollars. Som etim es no questions are 
asked. I t ’s unusual for a p resen ta tio n  to b e  m ade so well 
th a t it answ ers all questions.

I t ’s no t unusual for ow ners to no t know  w hich 
questions to ask. F ees always are a p rim ary  concern . 
E veryone w ants to  know  how  m uch a p ro jec t w ill cost 
p e r  square foot. B ut questions should  be  asked th a t 
affect m anagem ent, th e  p ro jec t and  th e  bank. Q uestions 
should be  asked abou t qualifications, tim e fram e, 
supervision quality  and ph ilosophies o f th e  firm s 
involved.

Q uestions should  b e  asked abou t how  th e  w ork will

b e  perfo rm ed . W ill it be  done in te rnally  or farm ed out? 
If  the  la tte r, w hat k ind of synchron ized  w ork 
rela tionsh ip  do th e  firm s have w ith  one an o th er?  W hat 
is th e  experience level o f firm s taking on th e  w ork?
W hat are th e  experience  levels o f ind ividuals assigned 
to the  pro ject?

In  fairness to th e  institu tion  and  th e  p rese n tin g  firm , 
allow adequate  tim e for in terv iew s, p resen ta tio n s and 
questions —  at least an h o u r p e r  session. O n several 
occasions I en c o u n te re d  boards th a t w ould  allow no 
m ore than  20-m inu te  p resen ta tions. T h a t’s hard ly  
enough  tim e to discuss a p ro jec t in d ep th  w ith  the  
qualified firm s in w hich a bank  has a serious in te rest.

Talk With Project Personnel
Besides checking  referen ces from  th e  list o f p ro jec ts 

su b m itted  by th e  design firm  u n d e r  consideration , 
m anagem ent rep rese n ta tiv es  should  visit th e  firm ’s 
office. Take a look at w h ere  th e  w ork will b e  c rea ted  
and  p roduced . Talk w ith  th e  peop le  w ho w ill be  
w orking on th e  p ro jec t in add ition  to th e  sales and 
m arketing  peop le  w ho have called  on th e  bank.

R equest facsim iles o f all docum en ts , draw ings, sam ple 
boards, specifications, e tc ., th a t th e  ban k ’s 
rep resen ta tiv e  w ill be  asked to review , approve and 
sign th ro u g h o u t th e  du ration  of th e  pro jec t. T hese 
docum ents inc lude b u d g e t approvals, supp lem en ta l 
ag reem en ts, con tracts , con tract docum ents , general 
conditions, trad e -p ay m en t form s, p ay m en t m ethods, 
draws, change o rders, etc.

I t’s b es t to know  in advance how  financial and  legal 
details are going to b e  hand led . I have ta lked  w ith  
m any bankers w ho have paid  a h igh p rice  to  en d  a 
rela tionsh ip  because of m isunderstand ings.

M ake sure th e  p ro jec t m anager thorough ly  
und erstan d s th e  details re q u ire d  for m anagem en t to 
reach a decision  before approval and  financial 
com m itm en ts are  req u ire d  of th e  institu tion .

Be aw are up  fron t w hat is inc luded  in th e  program s 
and th e  fixed price. Clarify w hat w ould  b e  considered  
as an allow ance and w hat costs m ay b e  considered  as 
ow ner responsib ilities. Be su re  m anagem en t 
und erstan d s th e  ban k ’s financial obligations at each 
stage of th e  project.

Ask how  th e  fees are s tru c tu re d  and  w hat they  
include —  arch itec tu ra l in spection , insurance, 
perform ance bonds? W hat are th e  alternatives to filling 
these  needs?

C onsider quality , value and  perfo rm ance , no t ju s t low 
fees or square-foot costs. M easure  th e  to tal cost of the  
bu ild ing  by adding  th e  construc tion , energy , 
m ain tenance and  peop le  costs. W ill th e  facility p rov ide 
an en v iro n m en t to m ake th e  m ost o f th e  ta len ts of 
em ployees and m anagem ent?

P ro p er p lann ing  creates a c lear u n d ers ta n d in g  of th e  
p ro jec t for b o th  sides —  th e  b an k ’s and  th e  firm s it 
chooses to w ork w ith. •  •

•  Texas American Bank/Austin o p en ed  a new  
100,000-square-foot facility at B u rn e t Road and 
N orthcross recen tly . T he new  bank/office bu ild ing  
opening  cu lm inates a bu ild ing /expansion /rem odeling  
p ro jec t s ta rted  in 1983 th a t in c lu d ed  a five-story office 
bu ild ing, rem ode ling  of its A ustin  facility and 
connecting  th e  tw o stru c tu re s . T he bank  is th e  m ajor 
ten an t, occupying 30,000 square  fee t of space on the  
first th ree  levels o f th e  bu ild ing.
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Mercantile Trust Has Designs on Success

S LIG H TLY  m ore th an  10 years ago, th e  in te rio r 
design needs of St. L ouis-based  M ercantile  

Bancorp, and  its lead  bank, M ercan tile  T rust, w ere  
filled alm ost exclusively th ro u g h  ou tside  expertise .
Now, 18 banks, 54 banking  facilities, a 36-story 
h igh-rise and  $3.27 b illion in assets la ter, those needs 
are being  m et by  M ercan tile ’s own facilities-p lanning 
group.

As the  once-popu lar c igare tte  com m ercial said, 
“You’ve com e a long way, b a b y .”

“In d ee d  w e h av e ,” says John  W ard, vice 
p residen t/d iv ision  m anager at M ercan tile  T ru s t and 
head  of th e  com pany’s facilities-services division, of 
w hich th e  facilities-p lanning  group  is a part.

By th e  en d  of th is year, th e  facilities-p lanning staff 
will have overseen  1985 ex p en d itu res  o f several m illion 
dollars. T he size of those p ro jec ts  runs th e  gam ut from  
those involving expenses of a few  h u n d re d  dollars to 
pro jects costing m illions of dollars.

Before 1975, w e had  no facilities p lanners  p e r  s e ,” 
says M r. W ard. “T he w ork they  now  do usually  was 
perfo rm ed  by ou tside  contractors. Now, how ever, in 
abou t 40% of th e  jobs m y facilities-p lanning staff 
handles, w e act as our own general con tractor.

T im e constra in ts , says M r. W ard , are th e  reason his 
g roup d oesn ’t act as its own con trac to r m ore  often. But, 
h e  adds, as his facilities-p lanning  staff gains m ore 
experience, M ercan tile  w ill be  ab le to d ep e n d  less on 
ou tside designers.

I t ’s easy to u n d e rs ta n d  M r. W a rd ’s eagerness for his 
staff to becom e as efficient as possible. T he 10-year

In-house facilities-planning department at 
Mercantile Trust, St. Louis, handles all 

interior-design needs. Combined annual 
salaries of the division often are less than 

architect’s fees for one project.

Facilities planning staff at Mercantile, above, discusses project 
blueprints. From I. are Briggette Lanigan, facilities analyst; Sue 
Barbagallo, construction coordinator; John Ward, v.p.-facilities 
services; Michelle Redington, facilities officer; Cathy Florich, fa 
cilities planner; and Joe Lambert, project mgr.
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As easy as I . . . I I . . . I l l

The ultimate mortgage loan 
origination software:

H

Reduces costs and increases efficiency 
productivity. LoanTrac III allows 

your IBM PC,XT, AT or IBM-compatible 
to produce computer-quick data 
entry edit, calculations, forms 
printing, Secondary Marketing, built- 
in Custom Forms Generator and more!
■  EASY TO USE
■  EASY TO LEARN
■  EASY TO INSTALL
■  EASY TO MAINTAIN
■  EASY TO BUY
Guaranteed to make your mortgage 
loan operation faster, more accurate 
and more profitable in 30  days or 
your money back!

S  Professional 
E 5 » E  Information 

— = = = ’='=: Management
Division of Seligman and Associates

225 S. Troy Street, Suite 100A 
Royal Oak, Michigan 48067
For more information call: M
313/543-3404
Dealer inquiries invited.

M ercantile  v e te ran  estim ates th a t the  
com bined  annual salaries o f his d iv i
sion often are  less than  th e  average 
arch itec t fees for one m ajor p ro ject.

T he staff is com prised  o f an assistant 
vice p re s id e n t w ho acts as a p ro jec t 
m a n a g e r  fo r M e r c a n t i le ’s a ff ilia te  
banks; a second p ro jec t m anager who 
o v e r s e e s  c o n s t r u c t io n  w o rk ; an  
arch itec t w ho also serves as a long- 
ran g e  p la n n e r  an d  sp e c ia l-p ro je c ts  
coordinator; tw o facilities p lanners; a 
facilities coord ina to r; a co n stru c tio n  
co o rd in a to r; an d  a facilities analyst 
w ho serves as th e  g ro u p ’s p ro jec t assis
ta n t for research , in te rv iew ing , cost
ing, e q u ip m en t se lection  and  p rob lem  
solving.

“W e re a closely-knit b u n ch  th a t r e 
lies on th e  to ta l-team  c o n c ep t,’ M r. 
W ard  says. “E v erybody  in  m y division 
does w h a t’s b es t for M ercan tile . As a 
resu lt, 95% of th e  jobs w e hand le  are 
b ro u g h t in u n d e r  b u d g e t and on tim e. ”

Facilities p lanners  do considerab ly  
m ore than  ju s t in te rio r design. A fter 
d e te rm in in g  a ban k ’s o r d e p a r tm e n t’s 
needs, th e  facilities p la n n er develops a 
p re lim inary  se t of plans. T he p la n n er 
th e n  rev iew s th o se  p lan s w ith  th e  
ap p ro p ria te  affiliate bank  or d e p a r t
m en t, develops a floor p lan  and  in 
te r io r  d e s ig n  ( in c lu d in g  f u rn itu re ,  
eq u ip m en t, ca rp e t and  deco r se lec
tion), fo rm ulates a b u d g e t for th e  p ro j
ect, has final draw ings done and  seeks 
approval for th e  to tal exp en d itu re .

T hat final step  often  m eans m eetin g  
d irec tly  w ith  th e  ap p ro p ria te  execu
tive of M ercan tile  T ru s t or M ercantile  
Bancorp.

“I have to ta l confidence in m y staff,’ 
M r. W ard  says. “In ou r business, after- 
hours w ork can b e  a way of life; and  the

folks in my division have show n a total 
com m itm en t to th e ir  jo b s .”

T he success of M ercan tile ’s facilities 
p lanners is illu stra ted  by  th e  coopera
tion  received  from  o th e r  banks and  d e 
p a r tm e n ts  w ith in  M e rc a n t i le ’s 43- 
bank system .

T th in k  th e  o th e rs  (M e rc a n tile  
banks and d epartm en ts) have a lot of 
confidence in us because of ou r track  
record  for m eetin g  schedules. In  our 
eyes, m eetin g  schedu les is a m u st b e 
cause tim e is m o n e y ,” M r. W ard  says.

Som e rec en t exam ples of p ro jec ts 
d o n e  by  M e r c a n t i l e ’s f a c i l i t ie s -  
p lann ing  group inc lude a to ta l rem o d 
eling  of M ercan tile  T ru s t’s tw o-level 
bank  lobby  in  dow ntow n St. Louis;

The facilities planning group at 
Mercantile Trust, St. Louis, tracks 
projects on a status board. From I. 
are John Ward, Cathy Florich and 
Michelle Redington.

re n o v a tio n  o f th e  t r u s t  c o m p a n y ’s 
co rporate  banking  d ep a r tm e n t in M er
cantile Tow er, also in  dow ntow n St. 
Louis; construc tion  of two new  con
ven ience bank ing  cen te rs  located  in 
side grocery  sto res in th e  St. Louis 
area; in sta lla tion  of a n ew  d riv e-u p  
facility for M ercan tile  Bank in dow n
tow n Kansas City; expansion of M er
cantile N ational of St. Louis C o u n ty ’s 
offices in w est St. Louis C ounty ; and 
renova tion  of new ly -leased  q u a rte rs  
for M ercan tile ’s c red it-ca rd  ce n te r  in 
dow ntow n St. Louis.

A dditionally , th e  group  is p lann ing  
construction  of a new  dow ntow n ban k 
ing facility for th e  tru s t com pany to be 
located  at O live and  T ucker; plus the  
construction  of new  facilities for the  
c o n v e n ie n c e -b a n k in g  c e n te r  a t St. 
Louis In te rn a tio n a l A irport.

“R egardless o f th e  p ro jec t w e do, 
ou r goal is to do th e  abso lu te  b e s t for 
M ercan tile ,” M r. W ard  says. “W e m ay 
not be  perfec t, b u t w e certa in ly  strive 
for i t .” •  •
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TJL w o hundred
years ago the O hio  was the new highway 

west. Thousands rode her waters 
to a new life. U ntil they came to The Falls. 

Here the journey  m eant walking on the 
land. And from  those countless 

footprints grew  tw o great states.
Kentucky and Indiana.

A dynamic blending o f  people bonded 
together by a unique will to succeed. And 

supported by a bank that has 
been helping dream s come true since 1854. 

Liberty National.
When it comes to serving the 

correspondent needs o f  the banks o f 
Kentucky, Indiana and beyond -  
there are correspondent banks.

And there is Liberty.

Member FDIC

^  Liberty National Bank
Louisville, Kentucky
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Count on it.

An Inventory System 
designed by a bank for banks.

Inventory is a microcomputer inventory control system 
initially devised by Union National Bank in cooperation 
with Noosphere Software Company for the purpose of 
managing the bank’s large consumption of expendable 
supplies such as bank statement forms and envelopes.
The system has proved to be such an effective aid to 
management that we are now making it available to 
other banks and businesses.

Here are some of the features of this perpetual inven
tory system. The FIFO value of your entire inventory is 
available instantly without laborious physical counting of 
stock. Vouchers of each inventory transaction may be 
generated to provide a hard copy audit trail. Color graphs 
of monthly usage of every item of inventory are instantly 
available. The system also provides visual prompting 
when an item needs reordering. You have total access to

i n v e n t l o r y
ELECTRONIC PERPETUAL FIFO INVENTORY

Copyright® 1985, Union National Bank of Little Rock/Noosphere Software Company,
P.O. Box 1541, Little Rock, AR 72203 (501) 478-4000 ext. 4288

MID-CONTINENT BANKER for October, 1985

past transactions and easy access to vendor information.
The total cost of the Inventlory system is only $495, 

which includes a 170-page user manual with a 90-page 
tutorial. Send for an explanatory brochure or a $50 
demonstration disk, user manual and tutorial which will 
allow you to inspect the entire system before purchase. 
For IBM PC/XT/AT and compatible microcomputer.

Union National Bank
of Little Rock
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Four lanes of commercial drive-in of Exchange Nat'l, Chicago, 
wrap around one-story structure (top photo). Barrel vault 
architectural feature slices diagonally across drive-in and 
walk-in facilities. Walk-up and drive-in windows are served 
from opposite sides of teller work area (bottom photo).

A rchitects w ere  asked to design  th e  bu ild ing  so it 
w ould “m ake a s ta te m en t of in stan t id e n tity ” by 
C hairm an /C E O  Ira  J. Kaufm an. T hey  d id  this by 
positioning a 19-foot-high b arre l vau lt th a t slices 
diagonally th rough  th e  bu ild ing  and  across th e  drive-in  
w here  it form s a canopy. T he p ed estrian  en try  features 
a 20-foot-high en tran ce  po rta l and  an arched  facade. In 
keep ing  w ith  th e  dow ntow n ban k ’s im age of quality  
characterized  by its collection  of fine art, walls and 
partitions in th e  d riv e-in ’s pub lic  lobby  are covered  
w ith  suede vinyl and  trav e rtin e  m arb le  is u sed  on th e  
horizontal fram ing of th e  bu ild ing.

Parklike Atmosphere
D esigners o f F irs t N ational’s “ M otor P ark” sought to 

develop a d rive-in  facility th a t w ould  satisfy cu rren t, as 
well as fu tu re  n eed s of com m ercial custom ers by 
offering “every  crite ria  o f co n v en ien ce” possible.

T he bu ild ing  is situ a ted  on a lot th a t has a parklike 
a tm osphere  d u e  to  large tree s  and  flow er beds.

T he m ain s tru c tu re  (there  are two) houses a 
m ini-bank on th e  second  level th a t has a te lle r  area 
w here  perso n n e l can view  and  op era te  four lanes of 
reta il auto te lle rs located  in an ad jacen t s tru c tu re . It 
also houses a te lle r  w ork area, lounge, cu s tom er lobby 
for loan officer a tten tio n  and  an elevator. F o u r car lanes 
pass b en e a th  th e  s tru c tu re  to  access com m ercial auto 
te lle rs and  two te lle r  w indow s.

T he m otor park  is cost ju stified , according to bank 
P res id en t R obert H ardy , b ecause  it can b e  o p en ed  on 
Saturdays instead  of th e  hom e office. •  •

Commercial Drive-Ins: 
Are They Wave of Future?

By Jim Fabian
Senior Editor

A RE com m ercia l-custom er drive-ins th e  w ave of the  
fu tu re?  Yes, say rep rese n ta tiv es  of tw o banks, one 

in one of th e  n a tio n ’s la rgest cities; th e  o th e r  in a small 
tow n in th e  n a tio n ’s second-largest state.

T he com m ercial d rive-in  facility o f Exchange 
N ational, Chicago, is th e  rec ip ien t o f th e  1985 “aw ard of 
excellence” for ou ts tan d in g  design  by th e  Illinois 
C ouncil A ssociation of R eg iste red  A rchitects.

T he com m ercial d rive-in  facility o f F irs t N ational, 
H untsv ille , Tex., is b illed  by its p lan designer, D iebold , 
Inc ., as th e  “d rive-in  of th e  fu tu re .”

Exchange N ational’s com m ercial d rive-in  is located  
abou t a m ile from  th e  b an k ’s dow ntow n h ea d q u arte rs , 
ju s t a few blocks from  C hicago’s fam ed “M iracle M ile” 
district.

Two Commercial Lanes
D esigners tack led  th e  p rob lem s associated w ith  bulky 

and  tim e-consum ing  com m ercial cash transactions by 
u tilizing  a d oub le -cu rve  lozenge p lan  th a t allows for 
stacking m ore than  16 cars in four lanes, two of w hich 
are designated  for com m ercial use. M ore than  70% of 
th e  7 ,000-square-foot site is taken  up  by d rive-up  kiosk 
islands, paving and  landscaping, w ith  th e  rem ain ing  
portion  d evo ted  to w alk-in business.

Main structure of commercial drive-in facility of First Nat'l, 
Huntsville, Tex., features mini-bank on top floor, four-lane 
drive-in underneath (top photo). Adjacent structure (bottom 
photo) is for retail customers. Trees, flowers prompt bank to 
call facility "motor park."
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Suiting  U p

Proper attire is vital on the 
financial-services playing field.

By Shirley A. White

A L T H O U G H  m any p eo p le  are uncom fortab le w ith 
th e  w ork “im ag e ,” it is ex trem ely  im portan t in 

today’s w orld. L ike it o r not, w e generally  are first 
evaluated  based  on o u r appearance. This m ay seem  
unfair, b u t is hap p en s every  day. I t has b ee n  hap p en in g  
for cen tu ries . E v en  S hakespeare w rote: “T he apparel oft 
proclaim s th e  p e rso n .”

A ccording to som e psychologists, it takes 10 to 15 
seconds for a person  to c rea te  an im pression . W h e th e r  
positive or negative , your im age creates lasting 
im pressions abou t your econom ic and  educational 
levels, your tru stw o rth in ess , your expertise , your level 
of success and  your m oral character.

You m ay b e  skilled, d e te rm in e d , sincere and 
know ledgeable; b u t if your personal appearance is 
confusing and  lacks professionalism , you will no t be 
totally effective in your job. A nd w ith  th e  increasing 
com petition  in financial services, it is abso lu te ly  
im perative  th a t th e  im age p ro jec ted  by bank  p ersonne l 
be  positive and  professional.

Professional appearance is especially  im p o rtan t for 
public-contact p e rso n n e l because  th e  first th ing  to be 
sold is th a t individual. Before th e  te lle r  and the  
new -accounts p erson  can p ro m o te  a financial service, 
they  m ust first sell th e ir  cred ib ility  to th e  custom er.

R esearch stud ies have show n th a t w ard robe  and  body 
language speak m ore e lo q u en tly  abou t us than  anyth ing  
w e actually say. T he way w e d ress, th e  way w e m ove —  
these  th ings taken  to g e th e r  are  our visual p resence . So 
w hen  w e dress poorly, w hen  ou r dem ean o r is poor, the  
fight for cred ib ility  is m uch  harder.

Im age is m ore than  ju s t a v en eer. T he p u rpose  is not 
so m uch to c reate  an illusion or facade, b u t to call 
a tten tion  to existing professional capabilities.

L et m e illu stra te  th is p o in t w ith  a slightly  
exaggerated  exam ple. A gen tlem an  in a small 
m idw estern  tow n in h e rits  $1 m illion. H e goes to one of 
the  local financial in stitu tions and  asks to see the  
p residen t. A fter all, as a m illion-dollar investor, he 
doesn ’t w ant to see anyone below  th a t level.

Now before I d escribe  th e  outfit th e  p re s id e n t is 
w earing, I w ant you to th ink  back abou t a decade ago

Guidelines for Men
— Business suit 

(shirt/tie to coordinate)
— Blaze r/s lacks 

(shirt/tie to coordinate)
— Pocket square (optional)

Shoes
— Tie-ups and conservative 

slip-ons
— Avoid moccasin-style with very 

obvious stitching, penny loafers 
and two-tone shoes

— Socks should match either shoe 
color or trousers color

Guidelines for Women
— Skirted suit

(blouse/sweater to coordinate)
— Jacket/skirt

(blouse/sweater to coordinate)
— Conservatively styled dress 

(preferably jacketed)
— Skirt/blouse
— Skirt/sweater

— Avoid pants

Shoes
— Pumps
— Sling back

(closed toe or small open toe)
— Avoid strappy sandals and 

backless shoes
— Hose should be a neutral color 

to match color of skirt/dress and 
shoe.
(E.g., navy suit, navy hose, navy 
shoes. Avoid off-white hose with 
dark-colored shoes)
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and conjure up  m em ories o f po ly este r le isu re  suits. Do 
you rem em b er?  W ell, th e re  sits th e  p re s id e n t in a lim e 
g reen  le isu re suit, a yellow  and  orange floral p rin t sh irt 
and five gold chains hanging  from  his neck. D o you 
honestly  believe th e  investo r is going to tru s t this m an 
w ith $f m illion? A bsolutely  not!

A w ell-polished and  professional im age is the  m ost 
visible and easily acqu ired  business tool. It takes years 
to acquire an education  and  w ork creden tia ls , b u t in a 
relatively short tim e you can achieve a look tha t 
projects self-confidence, c red ib ility  and  com petence .

Look Good, Feel Good
W hen  w e look good, w e feel good. O ur 

self-confidence increases and  w e p ro jec t a m ore positive 
a ttitude . C onsequen tly , peop le  te n d  to b e  m ore 
confiden t in our abilities and  ju d g m en t. W e also are 
less vu lnerab le  to in tim idation . G enerally , w e are 
m otivated  to do our best.

Avoid inconsistency. By th a t I m ean  looking g rea t on 
M onday and  Tuesday, beg inn ing  to fall apart on 
W ednesday  and  T hursday  and  looking like a total w reck 
on F riday. P eople w ill assum e th a t your w ork will 
follow the  sam e p a tte rn . In  o th e r  w ords, heaven  help  
the  poor custom ers you talk to on Friday.

L e t’s look at som e general gu ide lines (see box on 
page 50) for ap p ro p ria te  appearance in the  
financial-services ind u stry  —  keep ing  in m ind  th a t 
conservative good taste  is w hat w e are striv ing for. Also, 
rem e m b er th a t position  and  c ircum stances will d ic tate  
specific garm en t and  color choices.

W hat abou t colors? F o r m en , good colors for suits, 
blazers and  slacks are navy, gray, brow n, tan  and  beige. 
K eep in m ind  th a t th e  dark e r th e  color, th e  m ore 
au thoritative th e  look.

Surprisingly, b row n is becom ing  a popu la r and 
effective business color in m ensw ear. C h ip  T olbert,

Shirley A. White, Ed.D., is
a faculty member in the 
department of management, 
Louisiana State University, Baton 
Rouge. She is owner of Success 
Images, a consulting firm 
specializing in employee training 
and individual self-improvement.

fashion d irec to r of th e  M en ’s F ash ion  A ssociation in 
N ew  York C ity recen tly  said th e  new  appeal of brow n 
has m uch to do w ith  th e  fact th a t m anufactu rers are 
m aking suits in su b tle r shades of b row n, som etim es 
adding as m any as five o th e r  colors into a 
p redom inan tly  b row n mix. This m akes th e  color 
flattering  to m en w hose com plexions once appeared  
jaund iced  w hen  jux taposed  w ith  brow n. In  the  
S ep tem b er issue of Success m agazine, John M alloy 
a ttr ib u tes  th e  popu larity  o f b row n to P re s id en t Reagan, 
who w ears b row n suits on im p o rtan t occasions.

In  a survey I co nduc ted  en titled , ‘T he Im pac t of 
Professional D ress on C a re er S uccess,’’ w hen  the  
participan ts w ere  asked to associate colors w ith  a varie ty  
of adjectives, th e  color b row n was m ost often  linked  to 
the  adjectives “m ascu line” and  “bo rin g ”; w hile b lu e  was 
associated w ith  th e  ad jectives “s in c ere” and 
“conservative .” In  th e  financial services area, b lue 
(varying shades) and  conventional gray still are the  
p red o m in an t colors.

F o r m e n ’s shoes, black, b row n and  cordovan are the 
basic colors. Avoid tw o-tone shoes —  th ese  are for

Career Apparel Provides Professional Image, Says Supplier
B ANKS spend  a trem en d o u s  am oun t o f m oney  on 

th e ir  bu ild ings and  on p ro p e r  color schem es for 
in te rio r decor. T his can b e  w asted  if th e  e s th e tic  
appeal is lost in th e  m u ltitu d e  of colors and  styles o f a 
bank ’s em ployees, says G erald  C. S truven , p re s id e n t 
of a career-appare l firm  in C hicago bearing  his nam e.

“P roperly  chosen  ca ree r appare l can give an es tab 
lishm en t th e  professional, team  esp rit de  corps w hich 
is so im portan t in financial in s titu tio n s ,” M r. S truven  
says.

A ca reer apparel p rogram  has th ese  advantages:
•  A d vertis in g  fo r  the  b a n k . “W h en  custom ers see 

your em ployee in  ca ree r  apparel, th ey  im m edia te ly  
identify  h e r  w ith  your bank  and  your nam e is k ep t in 
the  pub lic ’s m in d ,” M r. S truven  says.

•  Less concern over em ployees’ a p p ea ra n ce . “You 
know th e ir  clo thes w ill b e  righ t w hen  th ey  are in  ca reer 
ap p a re l,” M r. S truven  says. “You can now  co n cen tra te  
on th e ir  in te lligence, a p titu d e  and  d e s ire .”

•  T u rn o ver  is reduced . An em p lo y ee  w ill th ink  
tw ice  b e fo re  g iv ing  u p  th e  c lo th e s  b e n e f it ,  M r. 
S truven  says. S tud ies have show n th a t ab sen teeism  
and ta rd iness also are  re d u c ed  w hen  a bank  goes into 
ca reer apparel.

•  M orale is im p ro v e d . C a re e r  apparel elim inates 
clo thes co m p etitio n  am ong em ployees. E m ployees 
know  th a t jo b  perfo rm ance is th e  im p o rtan t factor. In 
add ition , em p loyees know  th a t m an ag em en t cares 
about th em  and  is do ing  som eth ing  for them .

In  addition , ca ree r ap p are l has benefits  for e m 
ployees, M r. S truven  says. T h ese  are:

•  M oney is saved . “No m a tte r  w hat cost a rran g e
m en t is m ade b e tw e en  em p loyer and  em ployee , the  
em ployee com es o u t ahead. In  som e cases th e  bank 
picks up  th e  en tire  co s t.”

•  Im p ro ved  p ro d u c tiv ity . “W hen  em ployees feel 
good and  w ell-d ressed , th e ir  w ork ten d s to reflect 
th e ir  con fidence .”

•  Less w o rry  over c lo thes. “T he m ost o ften -heard  
com m en t from  em ployees w ho w ear ca ree r  apparel is 
1  love it! I d o n ’t have to w orry  abou t g e ttin g  up  in th e  
m orn ing  and  dec id ing  w hat to  w e a r.’

“T here  are an infin ite varie ty  of m ethods used  in 
financing ca reer-ap p are l p rogram s so banks can choose 
th e  one b es t for them .

“T he im p o rtan t th ing  to re m e m b e r  is to buy  quality  
m erchand ise; c rea te  p rid e  in ow nersh ip . I t ’s m ore 
expensive at the tim e of purchase, b u t it wears longer. ”
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^ L lu r a t t u n  Centrally located, on
the edge of C layton’s business district by 
Forest Park. 6 minutes to downtown St. 
Louis, sports and tourist attractions. H igh
way 40 and Clayton Road. Convenient to 
airport via 1-170.

i f f  e a t  U r e s  Co-ed health spa —
sauna, whirlpool & multi-station “ Isokine
t ics” equipment for adults only. 5 miles of 
jogging track adjacent to hotel. Outdoor 
pool. Award winning, Old English “ Chesh
ire Inn ” breakfast buffet, English special
ties for lunch and dinner. Fox & Hounds and 
K ing’s Arms Pubs, nightly entertainment.

f lR a te s  One-Person $65.00 to $71.00 EP 
Two-Persons $75.00 to $81.00 EP

iV c c r n tm ta b a t tm iS  Old English
Hostelry, 108 elegant chambers — some 
canopy beds and period antiques. Com
plimentary coffee & juice with wake-up. 
Four story concrete building, smoke de
tectors in hall.

•penal CrtUCeS Doubledeck Eng
lish Buses take dinner guests to sports and 
theatre events. A chauffeur-driven Rolls 
Royce for special transport. Advance Brunch, 
Dinner and bus reservations are required.

^ M e e t in g s  S c  b a n q u e t s  w e spe
cialize in meetings for the V.I.P. who seeks 
traditional elegance. 20-30 people, ideal!

Olompltmmtarq Parking, local phone 
calls and health club, 

in Missouri 1-800-392-R-E-S-VToll Free 1-800-325-R-E-S-V
6300 C LAYTO N  R D „ ST. LOUIS, MO 63117, 1-314-647-7300 

10% Travel A gen ts com m iss ion  paid p rom p tly , 20% fo r Sunday n ights.

S o m e t h i n g  M n u s u a l  a t

(E lje a ljt r e  <3 Jm t S c  C o ìr n e
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ABA Starts Safety/Soundness Commission

T H E  ABA has fo rm ed  a com m ission on safety and soundness to 
identify  ways to en h an ce  th e  safety and soundness of the  financial 

com m unity.
T he com m ission has b ee n  given w ide la titu d e  by th e  banking com 

m unity  and  w ill b e  w orking in p a rtn e rsh ip  w ith  th e  ABA’s banker-led  
com m ittees and councils. T arget da te  for com pletion  of a “w h ite  p ap e r” 
is next F eb ruary .

M em bers inc lude J. G. C airns Jr. and  D onald  T. S en terfitt, top  ABA 
officers, and  n ine  o thers, inc lud ing  F rank lin  H. M oore J r ., p re sid en t, 
C om m ercial & Savings Bank, St. C lair, M ich. M r. C airns is p res id en t, 
Peoples N ational o f W ashington , Seattle , and  M r. S en te rfitt is vice 
chairm an, S unT rust Banks, In c ., O rlando , Fla.

le isu re w ear.
Ladies, I am su re you will agree, we 

like to coord inate shoes w ith  our gar
m ents. H ow ever, since w e all can ’t 
afford a pair o f shoes for every  outfit, 
basic colors inc lude black, navy and 
taupe. You can add  to  th is list b row n, 
gray, w ine and  bone. K eep in m ind, 
how ever, th a t shoe color should  coor
d ina te w ith  color o f th e  sk irt/d ress, or 
b e  darker.

K eep jew e lry  to a m in im um  —  a 
good  t im e p ie c e , an d  o n e  rin g  p e r  
hand. L eave th e  cocktail spark lers at 
h o m e . E a rr in g s  sh o u ld  b e  s im p le , 
n o th in g  too la rge or dangley . Also, 
avoid bangle b race le ts  and  layers of 
gold necklaces.

M akeup should  b e  app lied  for day
tim e w ear —  sub tle  and  na tu ra l look
ing. H eavy  eye m ak eu p  and  heavy  
b lush  should  be  avoided.

O ne very  im p o rtan t concep t I w ant 
to  po in t ou t is th a t you do n ’t have to 
spend  a lo t of m oney  to dress ap p ro 
p ria te ly  and professionally.

Be aw are of th e  colors th a t enhance 
your natu ra l coloring (skin tone , hair 
color and eye color); styles th a t fla tter 
b o th  your figure and  your personality ; 
p ro p e r fit; w h ere , w hen  and  how  to 
shop; and how  to d e te rm in e  quality

(keeping in m ind  th a t p rice  does no t 
always d e te rm in e  quality).

R em em ber, every  o th e r  financial in 
stitu tion  w ants your custom ers.

In  this fiercely  com petitive  m arket, 
w h ere  everyone is ge tting  in to  ev e ry 
one e lse’s business, you m u st give th e  
consum er m any reasons for doing b u si
ness  w ith  y o u r in s titu tio n . O n e  of 
th ese  reasons should  b e  personnel w ho 
p ro jec t a w ell-po lished , professional 
im age, th e re b y  no t only giving em 
ployees a com petitive  edge, b u t also 
giving th e  en tire  organization  an edge.

Career Apparel Makes 
Bankers Easy to Spot

C u s to m e rs  o f  T exas C o m m e rc e  
B a n k -G a rla n d  h av e  l i t t le  d ifficu lty  
spo tting  an em ployee of th e  bank  w hen  
they  n ee d  one.

T h a t ’s b e c a u s e  a ll c o n ta c t  e m 
ployees are su ited  in aw ard-w inning 
ca reer apparel.

A pparel is one of th e  p rim ary  b e n 
efits of w orking at th e  bank, says D o n 
na Lew is, h u m an -reso u rce  vice p re s i
den t, w ho is in  charge of th e  ban k ’s 
four-year-old  apparel p rogram .

“C ustom ers like to  be  able to  te ll at a 
glance w ho is a bank  em p lo y ee ,” she 
says.

She adds th a t th e  bank  believes the  
program  provides th a t “ex tra m ark  of 
success,” by  p ro jec ting  a professional 
im age by use of ca ree r  apparel.

All cu s tom er-con tact p e rso n n e l are 
req u ired  to w ear one of four outfits 
d e s ig n a te d  fo r any  p a r t ic u la r  day, 
according to Ms. Lew is. T he varie ty  of 
outfits enables em ployees to display 
som e ind iv iduality  in th e ir  d ress w hile 
m a in ta in in g  th e  o vera ll im age p ro 
je c te d  by quality  outfits.

T he bank  pays for th e  tw o-p iece  
suits plus alterations. A nnual cost is 
ab o u t $12,000. M s. L ew is h ead s  a 
selection  co m m ittee  th a t buys two suit 
styles and th re e  or four b louse  styles 
annually.

P ositive com m ents have b e e n  re 
ceived from  custom ers and  few  com 
plain ts have b ee n  n o ted  by em ployees 
abou t th e  apparel.

“E m ployees m ay occasionally tire  of 
w earing  th e  sam e outfits, b u t th ey  also 
r e a l iz e  th e  p r o g ra m  sa v e s  th e m  
m o n ey ,” Ms. Lew is says.

E ven  though  th e  p rogram  can b e  “a 
lo t of tro u b le ,” it is th e  b es t way the  
bank  can contro l em ployee dress and, 
the re fo re , th e  ban k ’s im age w ith  its 
custom ers, Ms. Lew is says. •  •

Don’t get swallowed up.
The most tempting targets for takeover attempts are those 
financial institutions which are basically sound. Fortu
nately they’re also the most likely candidates for a unique 
new form of protection, the Employee Stock Ownership 
Plan (ESOP). To find out more about the ESOP, contact 
America’s ESOP specialists
for banks. We’ll give you/// Z m S  ) 
information, without ob-/ '/*& J/
ligation, and in strict, Æ 
confidence.

BANKING 
CONSULTANTS 
OF AMERICA

6584 Poplar A venue' 
O ther O ffices: Sa

¡138-9990 (901) 682-0611 
!ò, Dallas, W ashington , D.C.
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Bank Modernization Products
Designed to Make Banks More 

Secure, Efficient

M O S L E R  is offering a new  class one vau lt door, a line 
of four data safes to p ro tec t floppy disks and  a 

b ro c h u re  d e sc rib in g  th e  f irm ’s se rv ice  and  techn ica l- 
suppo rt system s.

T he vau lt door is p a r t o f M osler’s A m erican -C en tu ry  line 
and  is designed  to in te g ra te  w ith  C lass 1 SuperC rete™  
panels, ligh t-w eigh t panels o r re in fo rced  concrete  walls to 
c reate  a Class 1 vault. D oor v estibu les can b e  e i th e r  12% or 
18% inches and th e  door is positioned  as be ing  su p erio r to 
e ith e r  a 5R or 6R vau lt classification for additional security , 
according to M osler. I t com es w ith  a black v iny l-cladded 
steel h inge cover, back panel and  shadow -box trim . T he 
face and  vestibu le  p la tes are  c ladded  stainless steel. T he 
doors fea tu re  Superloy,®  a secu rity  s tru c tu re  used  in M os
le r U. L. -listed  vau lt doors. I t  is said to be  tw ice as attack 
resis tan t as stee l against a cu ttin g  torch . L igh tw eigh t and 
S u p erC re te  versions are available.

T he data safes for p ro tec tio n  of inform ation processing  
and  co m p u ter m ed ia  are  ra te d  to p ro tec t floppy discs. T hey  
have passed th e  G erm an  R raunschw eig  F ire  and  Im pact 
Test, according to M osler. D u rin g  this test, th e  safe, w ith  
all co m p u te r m ateria ls inside and  u n d e r  sim ulated  fire 
conditions, is su b jec ted  to an ou tside  te m p e ra tu re  of 1,832 
degrees. I t th e n  is d ro p p ed  30 fee t and  re h e a te d  to 1,832 
degrees. D u rin g  th e  te st, in side  hum id ity  does no t exceed 
85% and  th e  te m p e ra tu re  125 deg rees. T he safes com e in 
four sizes.

T he b ro ch u re  of service and  techn ica l-suppo rt system s 
describes th e  M osler serv ice team , service ag reem en ts, 
service library , education  p rogram s and  o th e r  technical- 
suppo rt system s. M osler serv ice is p ro v id ed  by m ore than  
1,200 technicians. T he firm ’s ph ilosophy  focuses on p re 
ven tive m ain tenance.

F o r inform ation on th ese  p roducts , w rite: M osler, 1561 
G rand  R lvd., H am ilton  O 45012.

* * *

Panel Concepts is offering a co m p u te r  file she lf o f steel 
construc tion  for m o u n tin g  on th e  firm ’s System  2Plus 
panels. I t com es in four w id ths and  two d ep th s and  is 
d es ig n ed  to  accep t co m p u te r  p r in to u t fo lders, storage 
boxes, file folders and  o th e r  accessories m ade by W righ t 
L ine and  Acco.

W rite: Panel C oncep ts, In c ., P. O. Rox C-25100, Santa 
Ana CA 92704.

* * *

Omron Business Systems is offering th e  O m ron  050 P rin t
e r  th a t prov ides rec e ip t p rin tin g , ticket validation, p u r
chase item ization  and  track ing  o f c re d it/d e b it au thorization

data. I t’s designed  for use w ith  O m ron  C .A .T . ™ POS 
c red it/d eb it au thorization  te rm inals and allows iden tifica
tion of posting  erro rs  w ith  a bu ilt-in  jo u rn a l receip t. It 
includes a slot for in se rtin g  form s for transactions validation 
and  p rin ts  in a lpha-num eric  characters.

W rite: O m ron B usiness System s, Inc ., P aym ent Sys
tem s D ivision, 1300 N. Basswood R d., S chaum burg  IL  
60195.

* * *

Aiphone Corp. offers its YAZ in tercom  system  th a t p ro 
vides confidential tw o-way conversations w ith in  a netw ork  
of up  to 90 stations. T he se lf-contained  system  has an 
in te rnal m icroprocessor th a t elim inates a bulky cen tral 
exchange un it. I t increases th e  n u m b e r of fea tu res avail
able, such as “cam p-on” busy, call transfer and th ree - 
station conference calls. T he system  is p rogram m able  to 
allow station n u m b ers  to be  changed. A dd-on horn  speak
ers p e rm it paging, hands-free  talkback, background  m usic 
and  rem o te  contro l of ex terio r fixtures.

W rite: A iphone C orp ., P. O. Box 90075, B ellevue WA 
98009.

* * *

Talk-A-Phone Co. offers a hands-free  in te rcom  system  for 
d rive-up  banking th a t consists o f a recessed  contro l panel 
and a m icrophone th a t can b e  m o u n te d  on th e  coun ter, wall 
o r ceiling of a facility. T he am plifier/pow er supply  can be 
sited  u n d e r  th e  coun ter, wall o r ceiling  of a facility. A 
w ea ther-p roo f substa tion  allows custom ers to talk to te lle rs 
w ith  n e ith e r  party  touch ing  th e  eq u ip m en t.

W rite: Talk-A -Phone C o., 5013 N. K edzie A ve., C hica
go IL  60625.

* * *

SpaceSaver Corp. offers a portfolio  of 10 case stud ies tha t 
detail how  h igh den sity  m obile storage and  filing system s 
solve space p rob lem s and  increase  office efficiency. S tudies 
include banks, th rifts and  c red it unions. E ach  study  p ro 
vides design criteria , schem atics o f typical m obile filing- 
storage layouts and  an analysis o f th e  installation  w ith  
d im ensions and  cost-effective resu lts. In form ation  on how  
office space p lanners  have solved space, inven to ry  and  cost 
prob lem s is included .

W rite : M ark H u eb e n sch ild , SpaceSaver C orp ., 1450 
Janesville A ve., F t. A tkinson W I 53538.

* * *

ACL Equipment Corp. offers ind iv idual Beacons as p a rt of 
th e  line of T ell-R -L ite lobby traffic-control eq u ip m en t. 
Beacons can have e i th e r  se lf-contained  sw itches or rem o te  
sw itch contro ls, w ith  chim es optional. A new  specification 
a n d  c o m p o n e n t s h e e t  d e s c r ib e s  a n d  i l lu s tr a te s  th e  
Beacons.

W rite: A CL E q u ip m e n t C orp ., P. O. Box 381, South  
O range NJ 07079-0381.
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Agriculture
(C on tinued  from , page 30)

th e  C FS balance sh ee t and  since w e 
req u ire  th a t it be  filled ou t each year, 
w e key th e  da ta  in to  th e  co m p u te r  
from  th a t ,” M r. L eroy  said. “W e also 
use th e  cash flow and  th a t’s a d iffe ren t 
process. F o r th a t form  w e feel th ey  
should  com e in w ith  last y ea r’s tax r e 
tu rn s  and  sit dow n w ith  us at th e  com 
p u te r  as w e custom  design  th a t form

POSITIONS AVAILABLE

Senior Operations — $150MM + bank $50K 
Loan Review — $200MM 4- bank $48K
V. P. Loans — $45MM community bk. $35K 
Comml Loan — $200MM suburban bk. $40K 
Comml/R.E. — $50MM community bk. $30K 
Instl. Loan — $100MM suburban bk. $25K 
AgriLoan — $30MM rural bank $28K

All Inquiries Confidential. Résumé requested.

TOM HAGAN & ASSOCIATES 
of KANSAS CITY

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

816/474-6874
SERVING THE BANKING INDUSTRY 

SINCE 1970

for th e m ,” h e  con tinued . L a te r  on as 
th ey  bu ild  tw o- or th ree -y e a r  h isto ries, 
th e  bank  plans to m ove in to  th e  o th e r  
m odules.

“C FS  really  shows its stuff at ou r 
lo a n -c o m m itte e  m e e tin g s . W e take  
th e  p rin to u ts  and  p re se n t th e m  as p a rt 
o f a b u sin ess  p lan  and  ev en  w h ere  
th e re  have b een  p rob lem s w e often  
can show positive tren d s  and  changes 
th a t are going to m ake a d ifference in 
th e  ability  to pay back a lo a n ,” M r. 
L eroy  said.

O n e th in g  M r. S andven  and  th e  
o th e r  bankers w e ta lked  to no ticed  is 
th a t re c o rd k e e p in g  q u ality  changes 
w ith  th e  se a so n s . W h e n  a fa rm e r  
com es in  fo r an  o p e ra tin g  loan  in 
F eb ru ary  or M arch th ings m ay look 
sh a rp , b u t  as p la n tin g  tim e  com es 
around  h e  starts to  le t th e  books slide 
and  by harvest h is records are incom 
p rehensib le . T h a t’s w hy m ost of th e  
banks said they  are p lann ing  to in te 
g rate  w ith  T rans A ction Plus. T hat way 
th ey  will have a link w ith  an ongoing 
cost-accounting program  and  can be  
a s s u re d  o f a c c u ra te  re c o rd s  e v e ry  
m onth .

M r. L eroy explained  how  C FS and 
T ransA ction Plus w ork toge ther.

“At th e  en d  of th e  m on th  you e n te r  
th e  checks and  deposits w ith  th e  e n te r 

J

k J  ¿ //4 /w /A  /  c / e / w / f  / i q  

. . . e ÿ z  <>< {< !/ / y  m  K \ e t u  (  W e a  n ó

I t’s a celebration, in a city known for 
celebrations! O ur one-hundred year 
celebration of continuous and impeccable 
service to the traveling public. Luxury 
with that distinctive New Orleans feeling. 
Small enough for personal attention, 
large enough for conveniences. Large 

comfortable rooms, fine dining, and the excitement of Dixieland 
jazz. The Monteleone, one of “ America’s great hotels.” We 
should be . . .  we have had 100 years to perfect it.

214 Royal St., New Orleans, La. 70140 (504) 523-3341 A

Rates and Brochures: 800-535-9595/T W X  810-951-5092

prise coding for incom e and  expenses. 
F o r instance, a fa rm er m ay have sold
10,000 bushels at $2 a bushel. You e n 
te r  th a t as a red u c tio n  o f inven to ry , or 
hog feed, and  th e n  T ransA ction Plus 
goes back to th e  C FS  balance sh ee t 
and  changes those figures so you are 
up-to -da te at th e  close of every  m onth .

“W ith  all th e  difficulty getting  farm  
cred it th e se  days, every  farm er needs 
adequate  p lann ing  and  m anagem ent 
inform ation or len d ers  ju s t can’t take 
th e  risk ,” h e  said, sum m ing  up.

S teve F rancis, business re p re se n ta 
tive  a t F irs t N ational, W ilm ing ton , 
111 ., w as f irm  in  h is  c o n v ic tio n s .  
“ F arm ing  is a business and  co m p u te r
ized  reco rdkeep ing  is a necessary  and  
in tegral p a rt of th a t business.

“At F irs t N ational w e see ourselves 
as business consu ltan ts in add ition  to 
serving as a c re d it resource , so w e offer 
a varie ty  of services inc lud ing  soil te s t
ing, m arketing , reco rd k eep in g  and  tax 
counseling  as w ell as financial p lann ing  
an d  m a n a g e m e n t w ith  T ransA ction  
Plus and  C F S ,” he  explained.

“O ur approach  was to inv ite  all our 
ag c lie n ts  to  d in n e r  w h e re  w e ex
p la ined  ou r service program s. T hey  
th e n  se lec ted  th e  ones th ey  w anted . 
C o m p le tin g  an d  u p d a tin g  th e  C FS  
financial rep o rts  runs $125 p e r  year, 
th e  o th e r services are p riced  accord 
ingly. If they  se lec t th e  C F S  option, 
w e train  th em  in filling ou t th e  forms 
and  —  m ore im portan tly  —  show  them  
how  th e  inform ation can h e lp  them  
plan and m anage th e ir  opera tion  b e t
te r .”

O f th e  b an k ’s 35 ag custom ers, 25 
se lec ted  th e  C FS option  and  received  
th e  train ing. All 35 custom ers use the  
balance sh ee t annually; th e  re s t have 
m onthly-cash-flow , b a lan ce-sh ee t and 
in co m e-s ta tem en t updates. B ut M r. 
F ra n c is  m a d e  it c le a r  th a t  all th is  
r e c o r d k e e p in g  a c t iv i ty  w o u ld  b e  
m eaningless un less th e re  is a co rre 
sponding  change in a ttitu d e  and  b e 
havior.

“N ot un til farm ers realize th a t finan
cial m anagem ent is th e  m ost im p o rtan t 
p art of th e ir  opera tion , rig h t up  th e re  
w ith  greasing th e  trac to r and  p lan ting  
th e  corn, w ill w e have a tu rn -a ro u n d  in 
th e  farm -cred it c ris is ,’ h e  said. •  •

•  Seven percent of th e  c u rre n t farm 
borrow ers of ag ricu ltu ral bankers will 
b e  d is c o n t in u e d  b y  J u n e ,  1986, 
according to a su rvey  of ag lenders 
m ade by th e  ABA. This is in addition  to 
the  6%  o f bo rrow ers w ho w ere  d iscon
tin u e d  last te rm . T he ABA says these  
figures give fu rth e r  recognition  to the  
con tinu ing  financial stress in th e  na
tio n ’s farm  econom y.
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Count on Cawthon 
for quality, service, and satisfaction

□CAWTHOn
Cawthon builds drive-through facilities as part of total building packages. 
We also design and build drive-throughs as additions to existing buildings.

BUILDING SYSTEMS, INC.
505 North Beckley (I-35E)
DeSoto (Dallas), Texas 75115
214/ 223-4900

You can open quickly in a new Cawthon facility and still have the 
beauty and permanent look you want. To accommodate growth, you 
can order â  Cawthon modular addition and have the options of fur
ther expansion, relocating the budding or even selling it

You know what your needs are 
for the present and that you will 
have changes in the future. That’s 
why the flexibility of your Cawthon 
building is so important.

If you outgrow the building, it 
can be enlarged with Cawthon modu
lar additions. If you need a new lo
cation, it can be moved. If you need 
a totally different building, you can 
sell your original Cawthon build
ing or relocate it. The exceptional 
strength of Cawthon construction 
allows for multiple moves.

Cawthon’s 17 years of experience 
in the modular building business has 
resulted in a reputation for quality

construction, follow-through on serv
ice, and customer satisfaction. You 
can count on Cawthon dependability, 
and our strong written warranty. Also, 
Cawthon buildings traditionally have 
a high resale value.

Cawthon consultants work with 
you step by step from design through 
installation on site to determine the 
design and finished interior to best 
meet your requirements and budg
et. You choose from a variety of ma
terials and floor plans. And, once 
you approve the design, you know 
the exact cost of the building and 
the timetable for delivery from the 
factory.

While your site is prepared, Caw
thon’s experienced team builds your 
building in our factory at a competi
tive price according to the strictest 
specifications and with no weather 
delays. On a planned schedule, the 
building is put in place and completed 
for occupancy by Cawthon profes
sionals. No surprises. No delays. No 
excuses.

If you’re ready for a new building 
or even beginning to think about 
one, contact us now. We’ll show you 
how Cawthon can help you meet 
today’s needs and providedlexibility 
for tomorrow’s changes.
Call or write for specific 

information about your building
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Ag Bankers ‘Grin and Bear It’

‘What’s Right With Ag’ 
Leads Off IBA Meeting

By Jim Fabian
Senior Editor

A BIT of irony was ev id en t at last 
m o n th ’s Ag Banking conference 

sp o n so re d  by  th e  I llin o is  B a n k ers  
A ssociation (IBA): T he o p en in g  talk 
was titled  “W h a t’s R ight W ith  A gricul
tu re ? ”

O rio n  S am u e lso n , p o p u la r  rad io  
p erso n a lity  and  vice p re s id e n t/a g ri-  
cu ltu ra l-serv ices  d irec to r  for W G N - 
Radio, Chicago, m anaged  to fill his 
a llo tted  45-m inu te tim e slot w ith  o p ti
m istic cha tte r.

H  e w a rn e d  th e  300 ag b a n k e rs  
a t te n d in g  th e  co n fe re n ce  th a t th ey  
shou ldn ’t take in all th e  talk  going on in 
ru ra l coffee shops because all th a t talk 
is negative. M ost farm ers stopping  by 
for cups of coffee jo in  in p laying the  
“can you top  th is?” gam e w hen  d e 
scrib ing th e ir  prob lem s.

“ F ind  one positive aspect of ag b e 
fore leaving th e  coffee shop or your day 
could be  ru in ed !” h e  advised.

M r. Sam uelson’s style is so w inning  
th a t h e  could  m ake any situation  seem  
m uch b e t te r  than  it is. H e p u t on his 
“ N oon Show ” from  th e  con fe rence , 
d u r in g  w h ich  h e  in te rv ie w e d  IBA 
P re s id en t G. T hom as A ndes, p re s i
den t, F irs t N ational, B elleville, and 
th e  chairm an and  vice cha irm an  of the  
IB A s ag ricu ltu ra l c re d it com m ittee : 
M a u ric e  G o rd o n , v ic e  p r e s id e n t ,  
N o rth e rn  T ru s t, C hicago, and  John  
A b e r c r o m b ie ,  p r e s id e n t ,  T am m s 
State.

P re s id en t A ndes to ld  approxim ately
500 ,000 rad io  lis te n e rs  th a t Illino is 
ban k in g  is h ea lth y , a lth o u g h  it has 
som e problem s. M r. A bercrom bie  to ld  
lis teners th a t ag borrow ers are feeling 
stress, b u t h is bank, at least, is ex
perienc ing  grow th. H e said his b an k ’s 
ag -loan  p o rtfo lio  is in  p r e t ty  good 
shape because th e  bank  was n o t h eav i
ly involved in ag lend ing  back w hen  
farm  p rob lem s began  to surface. H e 
added  th a t bankers a re n ’t in te re s te d  in 
acq u irin g  farm land , co n tra ry  to  th e
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p u b lic ’s percep tion .
A se s s io n  on  f a rm la n d  v a lu e s  

b ro u g h t  th e  c o n fe re n c e  “ do w n  to 
e a r th ” regard ing  th e  rea lities of th e  ag 
situation.

IBA Pres. G. Thomas Andes (I.), pres., First 
Nat'l, Belleville, is interviewed "live" on 
WGN's "Noon Show" by Orion Samuelson, 
show host. Show was broadcast from site of 
IBA's Agricultural Credit Conference last 
month.

L and-value declines in th e  M idw est 
are approaching  th e  50% figure se t in 
th e  1920s and ’30s, said D ave Lins, 
p ro fesso r o f farm  financial m an ag e
m e n t a t th e  U n iv e rs ity  o f Illino is, 
C h a m p a ig n . T h e  p r e s e n t  d e c l in e  
stands at 40%, h e  said.

In  d is c u s s in g  fa c to rs  th a t  c o u ld  
fu rth e r  d ep ress land  prices, h e  said no 
one clearly know s w hat w ill h ap p en  in 
th e  fu tu re . O f six factors h e  c ited  th a t 
adversely  in fluence land prices, th e  
one m ost likely to  fu rth e r  dep ress  land  
prices is negative opinions of farm ers 
and  lenders. H e sees no en d  to the  
p revalence of th is a ttitu d e . A no ther 
factor likely to reac t negatively  on land 
prices is increased  re tu rn s  to nonfarm  
investm en t.

H e lis ted  factors th a t cou ld  stabilize 
or increase land  values and  ra te d  th e ir

possible effect on prices.
H e d ism isse d  h ig h e r  co m m o d ity  

prices because h e  d o esn ’t see them  
m oving upw ard. T h e re ’s a rela tively  
h igh probab ility  th a t a “ho ld ing  tank 
pub lic  program  for land w ill have a 
trem en d o u s effect on th e  land m arke t 
and  th u s  s tab ilize  lan d  v a lu e s ,” h e  
said.

Passage of tax incen tives for asset 
transfer is ra te d  low  since Prof. L ins 
doubts th a t any th ing  w ill occur in this 
area.

Interest-Rate Prediction

L O W E R  in te re s t ra tes are im p ro b 
able too, he  said, along w ith  low 

e r  re tu rn s  on nonfarm  investm en ts. 
T he sam e goes for any heavy “co n tra r
ian” in v estm en t in land.

H ow ever, th e re ’s a h igh p robab ility  
th a t a conservation -reserve section  in 
th e  new  farm  bill w ill add  stability  to 
land  values. Such a section  is expected  
to  take m arginal land o u t of p roduction  
for up  to 10 years.

T he overall U. S. econom y is stable, 
even  if land prices a re n ’t, said D on 
M o r ia r i ty ,  s e n io r  v ic e  p r e s id e n t ,  
G enera l B ancshares, St. Louis, du ring  
his econom ic repo rt.

B ut h e  has concerns, inc lud ing  th e  
p o s s ib il i ty  o f h e a v y  r u n u p  in  th e  
m o n ey  su p p ly  as le n d e rs  a re  fre ed  
from  re g u la te d  in te r e s t  ra te s . Too 
heavy a ru n u p  could rek ind le  inflation, 
h e  said. H e p red ic ted  m ore m o v em en t 
in to  tw o-year T reasury  no tes and  som e 
m o v em en t in to  10-year T-bills. T he 
cu rre n t bu ild -up  in checking-account 
balances is occuring because a lte rn a 
tives a re n ’t a ttractive  at th is tim e; b u t 
th is adds to m oney-supp ly  bu ildup .

C o n su m er d eb t also is a concern  of 
M r. M o ria rity ’s. T he c o n su m er has 
ca rried  th e  c u rre n t m ark e t expansion 
b u t m ay drop  ou t now  because the  
m arke t is sa tu ra ted , h e  said.

H e p red ic ted  a G N P  n ea r 3% for 
1986, c o m p a re d  to  2% a t p re se n t.  
P rice levels are expected  to b e  in th e  
4% to 4.5%  range and  th e  1986 econ 
om y m igh t be  m ore b ouyan t than  this 
y ea r’s. If  th e re  are no m ajor shocks, he  
said, 1986 w ill be  m uch  like 1985.
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William Barnes III (r.), chairman, Midwest Financial Group, 
Peoria, visits with Daniel E. Marvin, chairman and president, 
First National, Mattoon.

Dale Arnold (r.), Midwest Financial Group, Peoria, visits with 
former associates at Citizens National, Decatur. At left is 
John Richard, retired auditor. In the center is Harold Lickey, 
retired loan officer.

Citizens National, Decatur, Hosts 
46th Annual Correspondent Party

By Lawrence W. Colbert
Vice President, Advertis ing

T H E  46 th  an n u a l c o rre sp o n d e n t 
bankers p a rty  ho sted  by C itizens 

N ational, D ecatu r, was h e ld  S ep te m 
b e r  9 at th e  C o u n try  C lub  of D ecatu r.

T h is an n u a l e v e n t c o n tin u e s  th e  
trad ition  o rig ina ted  by th e  late John  H . 
C ro ck er, w ho o rg an ized  th e  b a n k ’s 
c o rre sp o n d e n t d e p a r tm e n t in 1939. 
C u r re n t  h ead  o f th e  d e p a r tm e n t is 
D avid G. W eb er, vice p res id e n t.

A pprox im ately  160 guests  p layed  
golf du ring  a day-long to u rn am en t and  
w ere  jo in ed  by o th e r  guests a t a social 
hou r in th e  evening. A buffet d in n e r 
was served  following th e  social hour.

W in n er of th e  top  golf p rize  for low 
g ross w as C ra ig  C o c k en , a s s is ta n t 
cashier, C issna Park S tate. Low  n e t 
score was shot by  J. M. D ougherty , 
vice p res id en t, P eoples S tate , N ew 
ton. C losest to th e  p in  on hole # 1 7  was 
L arry  M eadow s, sen io r vice p res id e n t, 
F irs t T rust Savings Bank, Taylorville.

David G. Weber, vice president/corre- 
spondent-department head, announces 
golf tournament winners.

Transitions in Illinois
•  D. John Stavropoulos, executive vice p res id e n t, F irs t N ational, Chicago, 

has b een  nam ed  to fill a o ne-year u n ex p ired  te rm  on th e  national board  of R obert 
M orris Associates.

•  Perry Hansen has b ee n  e lec ted  p re s id e n t/C E O  of Rock Island Bank.
•  Scott W . Taylor has b ee n  nam ed  p re s id e n t/C E O  of Skokie T ru s t & Savings 

Bank.
•  James D. Martin has b e e n  ap p o in ted  d ep u ty  com m issioner o f banks and 

tru s t com panies for th e  s ta te  o f Illinois.
•  Hillsboro National will be  acq u ired  by G enera l B ancshares C orp ., St. 

Louis. G enera l owns banks in M issouri, T ennessee  and  so u th ern  Illinois and  is in 
th e  process o f b e in g  acq u ired  by B oa tm en’s B ancshares, St. Louis.

•  The Central Illinois Group of th e  C hicago C h a p te r  o f R obert M orris Associ
ates has becom e a full RM A chap te r. T he g roup  was form ed in 1980.

•  Darrel W . Hilst, executive vice p res id e n t, S tate Bank of H avana, has b een  
e lec ted  1985- 86 p re s id e n t of th e  In d e p e n d e n t C om m unity  Banks in Illinois 
(ICBI). H is m ajor goals are  to co n tin u e  th e  association’s fight against any form  of 
in te rs ta te  banking, to h e lp  reso lve th e  econom ic p rob lem s in ag ricu ltu re , to fully 
capitalize and  open  th e  IC B I’s b an k e rs’ bank  and to increase m em bersh ip .

•  A task force on financial services has reco m m en d ed  to Gov. Jam es T h om p
son th a t Illinois pass a reg ional banking  law w ith  a national trigger. A regional 
banking bill has passed  th e  S enate and  is in th e  Illinois H ouse.

Leroy G. Ward, retired senior vice presi
dent and former correspondent head of 
Citizens, was presented a cake in recog
nition of his 75th birthday. Mr. Ward is 
shown blowing out the three candles, 
each representing 25 years.
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Kentucky

At KBA Convention:

Fed Concerned With Ag Problem

Changing of the guard: New officers were elected at the Kentucky Bankers Association 
annual convention. From left are: Nelson D. Rodes, pres.-elect; L. M. McBride, outgoing 
pres.; Robert M. Duncan, incoming pres.; and Dennis T. Dorton, treas.

By Charles K. Hirsch
Contributing Editor

T H E  91st annual conven tion  of the  
K e n tu c k y  B a n k e rs  A sso c ia tio n  

convened  in Louisville on S ep te m b er 
8 in the  so u th e rn  trad ition  of w arm th  
and  hospitality .

E a c h  m a jo r  c o n v e n tio n  s p e a k e r  
seem ed  to offer a challenge, w h e th e r  
spoken or im plied , to  K entucky  ban k 
ers.

O w ing to th e  n a tu re  of th e  K entucky 
econom y, Thom as C. M elzer, p re s i
d e n t, F e d e ra l R eserv e  B ank of St. 
Louis, add ressed  th e  issues of m o n e
tary  policy and  th e  farm  p rob lem . M r. 
M elzer describ ed  th e  farm  p rob lem  as 
a tw o -d im e n s io n a l c h a lle n g e  co m 
p rised  of an opera ting  p rob lem  and  a 
financial p rob lem .

T he opera ting  p rob lem , M r. M elzer 
said, p rim arily  stem s from  a reduction  
in real incom e from  farm  exports and  a 
reduc tion  in land values, b o th  occur
ring  w hile th e  farm  sec to r’s in d e b te d 
ness is increasing. M r. M elzer s ta ted  
th a t he  believes th e  F e d  can give little  
help  in solving this p a rt o f th e  farm  
problem .

H o w e v e r , M r. M e lz e r  se es  th e  
financial p rob lem  as m ore w ith in  the  
F e d ’s control. H e d esc rib ed  th e  finan
cial aspect of th e  farm  crisis as be ing  a 
p rob lem  th a t stem s from  th e  financial 
in d u stry ’s a ttem p t to  service an in d u s
try  w hose incom e is decreasing  w hile 
its n eed  for borrow ing  is increasing. 
T he m ost construc tive  th ing  th e  F ed  
can do, M r. M elzer said, is seek po li
cies tha t, in th e  long te rm , w ill posi
tively  affect inflation and  inflation ex
pectations.

B a n k  p r o f i t a b i l i ty  a n a ly s t  A lex  
Sheshunoff, S heshunoff & C o ., A us
tin , T ex ., u n d ersco red  his beliefs th a t 
th e  ban k ’s g rea tes t asset is its nam e 
an d  id en tifica tio n  in  its com m un ity  
and  his confidence th a t sm all banks 
w ill survive th ese  try ing  tim es. H e also 
em phasized  th a t th e  rea l challenge in 
bank ing’s fu tu re  is for banks to  p ick  up  
good loan dem and . G ood loan officers, 
h e  said, w ill b e  m oving from  in s titu 
tion  to in stitu tion , and  th ey  w ill be  
taking loans w ith  them .

M r. S heshunoff also o u tlin ed  th e  six 
m ajor choices facing today ’s bankers: 
(1) stay in d e p en d e n t; (2) estab lish  clos
e r  rela tionsh ips w ith  o th e r  in d e p e n 
d e n t banks; (3) form  m u lti-bank  H C s; 
(4) sell to  an o th er b an k e r o r to  in v es
tors; (5) m erge  w ith  a bank  H C ; or (6) 
ge t involved in a franchise program .

D o n a ld  T. S en te rfitt , ABA p re s i
d e n t-e le c t, and  vice ch a irm an , Sun 
Banks, Inc ., O rlando  F la ., ad d ressed  
w hat he  calls th e  four issues of risk in 
th e  banking  com m unity . T h ese  a re  (1) 
th e  risk  in v o lv ed  w ith  th e  p u b lic ’s 
percep tion  o f th e  dec line  o f th e  safety 
and  soundness of banks, (2) th e  risk 
th a t bankers do n ’t com m unicate  w ith  
custom ers as they  should , (3) th e  risk of 
narrow  focus in ignoring  issues th a t are 
no t specifically lab e led  bank ing  issues 
and  (4) th e  risk th a t th e  banking  in d u s
try  m ay fail to rem ain  un ited .

A ccording to M r. S en te rfitt, it is th e  
b an k e r’s challenge as an ind iv idual and  
th e  banking  in d u stry ’s cha llenge as a 
g roup  to  address and  w ork to  m in im ize 
th e se  risks.

F rom  D ouglas V. A ustin , professor, 
D e p a r tm e n t o f F in an ce , C o llege of 
B usiness A dm in is tra tion , U n iv ersity  
o f Toledo, th e  bankers h ea rd  a m es
sage aim ed  at th e  ind iv idual bank  as a

business en tity  ra th e r  than  at th e  b an k 
ing business as a w hole. D r. A ustin  
ta lk ed  ab o u t th e  n e e d  for s tra teg ic  
p lann ing  for b o th  th e  short and  long 
te rm . H e tie d  p lann ing  to  valuation  
because, he  said, valuation  is n ec es
sary so th a t bank  d irec to rs and  execu 
tive officers “know  w hat th ey  have in 
o rd e r  to p lan  for w hat they  w ant.

B ankers also h ea rd  a spec ia l-in te rest 
s e s s io n  p r e s e n te d  by  R ic h a rd  G. 
C larke, C P C U , vice p re s id e n t, Mc- 
N eary  In su rance  C onsu lting  Services, 
In c ., C harlo tte , N .C ., w ho ad d ressed  
risk m anagem ent, and  G eorge F re i- 
b e r t ,  p r e s id e n t,  P ro fe ss io n a l B ank  
Services, Inc ., L ouisville, w ho ta lked  
abou t th e  b an k e r’s ro le in th e  reg u la 
to ry-exam ination  process.

O utgoing  p re s id e n t L. M. M cB ride, 
c h a irm an /C E O , C ity  N ational, F u l
to n ,  p r e s id e d  o v e r  th e  m e e t in g .  
R obert M. D uncan , p re s id e n t/C E O , 
In ez  D eposit Bank and  F irs t N ational 
o f Louisa, was insta lled  as th e  new  
KBA p resid en t. Serving w ith  h im  are 
N e lso n  D . R o d es, c h a irm a n /p re s i-  
d en t, F arm ers  N ational, D anville —  
p res id en t-e lec t, and  D enn is  T. D or- 
to n ,  v ic e  p r e s i d e n t / t r u s t  o ff ic e r ,  
C i t iz e n s  N a tio n a l ,  P a in ts v i l le  —  
treasu re r. •  •
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FDIC Cancels Bank’s Insurance
T H E  F D IC  recen tly  took th e  u n 

usual step  o f cancelling  a ban k ’s 
deposit in su rance, in  effect closing th e  
bank.

T h e  ag e n cy  c a n c e lle d  in s u ra n c e  
coverage of deposits in F irs t Security , 
D ickson, on S ep te m b er I f .  In su re d  
deposits in th e  bank  on th a t da te  will 
con tinue to b e  in su red  for two years, 
b u t no fu rth e r  deposits will b e  insu red .

T he bank was closed th e  nex t day by 
W illiam  C. “ Billy” A dam s, T en n essee  
com m issioner of financial in stitu tions, 
and  th e  F D IC  was n am ed  as receiver.

P eoples Bank, V anleer, ag reed  to 
assum e approxim ately  $15 m illion in 
deposits and  $11 m illion in loans and 
o th e r  assets o f th e  closed bank.

T he F D IC  had  taken  an ad m in istra 
tive action  against F irs t S ecurity  in 
M arch, 1984, “to co rrec t poor lend ing  
and  opera ting  p ractices and  po lic ies ,” 
according to th e  F D IC .

“T he bank  was th e n  and  con tinues to 
b e  characterized  by m assive loan loss
es, poor earn ings, in ad eq u a te  capital 
and  severe liqu id ity  s tra in s ,” an F D IC  
spokesm an said w hen  th e  insu rance 
was cancelled.

T he bank  was g iven several chances 
to  take specific co rrec tive  action  b u t 
fa iled  to  m e e t th e  d e a d lin e s , said  
S tephen  K atsanos, an F D IC  spokes
m an.

T h e  F D IC  was n o t u su rp in g  th e  
sta te  banking  com m issioner’s au th o r
ity in effectively closing th e  bank, Mr. 
Katsanos said, because  th e  bank  was 
no t technically  insolvent.

“ It had  capital, b u t no t enough  to 
m e e t regulations. I t was below  3%. 
W e w ere  req u ire d  to beg in  a te rm in a 
tion of insu rance p ro ce ed in g s ,” Mr. 
K atsanos said.

As T en n e sse e  com m issioner o f fi
nancial in stitu tions, M r. Adam s does

no t feel th e  F D IC  u su rp ed  his au th o r
ity-

“T he F D IC  had  g ran ted  an ex ten 
sion and  I th o u g h t it was possib le it 
m igh t g ran t an o th er one.

“T he ban k ’s board  was looking for a 
b u y e r w ho m ight in ject m ore ca p ita l,” 
M r. Adam s said.

H o w e v e r ,  h e  u n d e r s ta n d s  th e  
F D I C  s p o s it io n  a n d  b e l ie v e s  th e  
agency was ju stified  in cancelling  th e  
b an k ’s insurance.

T he F D IC  was no t a ttem p tin g  to 
se n d  a m e ssag e  to  s ta te -c h a r te re d  
banks or sta te  banking  regu la to rs, M r. 
Katsanos said. T he in te n t in th is p a r 
ticu lar in su rance cancellation  was to 
p ro te c t  d e p o s its  in  a d e te r io ra tin g  
bank.

“ W e are  know n to u se  w h a te v e r  
tools w e have w hen  th e  situation  r e 
qu ires it, he  added . •  •

Fort Wayne National Offers Home Banking
F ORT W ayne N ational has in tro 

d uced  checking  account softw are 
for hom e use by consum ers and  small 
businesses.

D u b b e d  “ Q u ic k e n ,” th e  softw are 
was deve loped  by In tu it, a Palo Alto, 
Calif, softw are house. Q uicken  also is 
b e in g  m a rk e te d  by  s e v e ra l  o th e r  
banks, inc lud ing  W ells Fargo, Bank of 
Hawaii and  M anufactu rers H anover.

Q uicken  can b e  u sed  on A pple, IBM  
and  o th e r  personal com puters. C u s
to m e rs  can  u se  Q u ic k e n  to  w r i te  
checks on a check-like form at on th e  
co m p u te r screen . As checks are w rit
ten , th e  checkbook reg is te r and  ba l
an ce  a re  a u to m a tic a lly  u p d a te d . A 
p r in te r  th e n  p rin ts  th e  checks on con 
tinuous-feed  form s.

T he softw are can track  expenses by 
category, m aking it useful for tax r e 
tu rn  p repara tion . A “search  and  lis t” 
function  lists all en trie s  in a p articu la r 
category  for a g iven tim e period , m ak
ing it useful for m ain ta in ing  b u d g e t

records. W h en  m on th ly  bank  s ta te 
m en ts arrive, th e  system  can au to m ati
cally balance th e  account.

R esearch  co n d u c ted  by In tu it found 
th a t an overw helm ing  m ajority  of con
s u m e rs  p e r fo rm  o n ly  th r e e  h o m e  
fin an c ia l a c tiv itie s , p ay in g  b ills  by  
check, tracking expenses for taxes and 
b u d g e t in g  a n d  b a la n c in g  m o n th ly  
bank  s ta tem en ts . F u rth e r , th ey  found 
th a t custom ers w an t to spend  as little  
tim e as possib le in doing th ese  things. 
“As a re su lt ,” says bank  p re s id e n t Paul 
E. Shaffer, “w e be lieve  th a t by  offering 
Q uicken, w e are m ee tin g  a real cu s
to m er n e e d .”

In tro d u c ed  on July 30, Q uicken  is 
being  received  w ell by  its narrow  m ar
ket, says Tom  L in n em eie r, sen ior vice 
p resid en t, F o rt W ayne N ational.

“W e re reasonably  p leased  w ith  the  
sales. W e realize this is no t a mass- 
m arke t p ro d u c t,” h e  says.

Q uicken is be ing  m ark e ted  th rough  
th e  b an k ’s 15 b ran ch es in th e  F o rt

W ayne area, u sing  d ire c t m ail and  
n ew sp ap er ad v ertisem en ts . Som e of 
th e  b es t resu lts cam e from  addressing  
IBM  and  A pple hom e co m p u te r  u ser 
groups.

T he software was in tro d u ced  w ith  
th re e  goals in m ind. T he p rim ary  goal 
was to s tren g th en  D D A  levels.

“ D D A  accounts are a p rim ary  p ro d 
u c t. A n y th in g  th a t  m ak es a D D A  
account m ore valuab le to th e  cus tom er 
is valuab le to  u s ,” M r. L in n e m eie r  
says.

A secondary  goal is to a ttrac t hom e 
co m p u ter users as new  custom ers.

T hird , this opera tion  will h e lp  F o rt 
W ayne N ational p re p a re  for th e  ev e n 
tual accep tance of hom e banking.

“ H om e banking  is som ew here  dow n 
th e  road. By doing this, by addressing  
th e  u se r groups, ta lking to co m p u te r 
users, w e ll ge t to know  them . W e ll be 
able to m ake a b e t te r  d ec is io n ,” M r. 
L in n em eie r says. •  •
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Arkansas/Oklahoma/Kansas

High-Level Problem Solving
First Bank Advisory Board 
Holds 15th Annual Meeting

T H E  schedu led  O cto b e r 18 m e e t
in g  o f th e  r e n o w n e d  N a tio n a l 

Advisory Board of F irs t C om m ercial 
Bank, L ittle  Rock, was to be  th e  15th 
annual m eetin g  of th e  group.

B rainch ild  of W illiam  H . Bowen, 
F irs t C o m m erc ia l’s c h a irm an /C E O , 
th e  N ational A dvisory Board annually  
brings to g e th er  top  A rkansas decision 
m akers to discuss and  p ropose so lu
tions to critical p rob lem s facing th e  n a
tion and Arkansas. In  1983, th e  study  
topic was h igh-tech  d eve lopm en t. T he 
n eed  for v en tu re  capital was th e  1984 
topic.

This year th e  top ic is th e  form ula 
P re sid en t R ichard  Nixon has p roposed  
in his book “T he Real W ar” for assess
ing the  stren g th  of a nation  —  “m an
pow er +  app lied  resources X will. 
A ppropria tely , th e  la test add ition  to 
th e  N ational A dvisory B oard is A dm ir
al W illiam  N ew ell Small, com m ander 
in  ch ie f  o f A llied  F o rc es  S o u th e rn  
E u ro p e  and  ch ie f o fU . S. Naval F orces 
E u rope .

Like th e  o th e r  27 prestig ious m e m 
bers o f th e  advisory board , A dm iral 
Small is a native A rkansan. H e was 
bo rn  in L ittle  Rock and  a t ten d e d  M al

v ern  H igh School.
A ccording to M r. Bow en, m em bers 

of th e  advisory board  re p re se n t firm s 
w ith  com bined  annual gross incom e of 
m ore than  $100 billion  —  four tim es 
th e  gross p ro d u c t for th e  e n tire  sta te  of 
A rkansas —  and  em ploy  m ore than
500,000 people. M em bers of th e  com 
m it te e  a t te n d  th e  adv iso ry  b o a rd ’s 
annual m eetin g  at th e ir  ow n expense; 
F irs t C om m ercial Bank serves as host. 
T h e  m e e tin g  is h e ld  in  th e  b a n k ’s 
b o ard ro o m .

T he advisory board  has its roots in  a 
g roup called “A rkansans at L arge” th a t 
M r. Bowen sta rted  w hen  h e  was p re s i
d en t of th e  L ittle  Rock C h am b er of 
C o m m e rc e .  M r. B o w e n  b r o u g h t  
to g e th er  25 d istingu ished  A rkansans 
w ho had  m oved away from  th e  sta te  to 
see w hat had  h ap p e n ed  since th e y ’d 
left. T h e  g lue  th a t h e ld  th e  g roup  
to g e th e r  was a shared  love of Arkansas, 
a com m itm en t to p rob lem  solving and, 
as it tu rn e d  ou t —  M r. B ow en him self. 
W hen  h e  re tire d  as p re s id e n t o f th e  
C h am b er of C om m erce , th e  concep t 
was no longer actively p rom oted .

W hen  M r. Bow en was n am ed  p re s i
d e n t of th e  bank, he  was d e te rm in e d  to 
re ju v en ate  th e  concep t u n d e r  th e  aus
p ices o f th e  bank . S ince th e n , th e  
advisory board  has com e to serve as a 
w idely recognized  forum  for exchang

ing inform ation and  for solving p ro b 
lem s.

P roposed  solutions from  th e  group 
annually  are rep ro d u ce d  in th e  b an k ’s 
co rporate  re p o rt and  quo tes are  p icked  
up  by o th e r w idely d issem in a ted  p u b 
lications. M r. B ow en says th a t th e  
advisory board  no t only has a w o rth 
w hile p u rpose, b u t adds p restig e  to the  
bank. •  •

Retail Services Consolidated 
By Banks of Mid-America
B anks o f M id -A m eric a  has co m 

b in ed  its e n tire  re ta il activ ities s ta te 
w ide in to  a single organizational unit.

T h e  n e w  o r g a n iz a t io n  in c lu d e s  
C h e c O K a rd  ATM  n e tw o rk , c r e d i t  
c a rd s , th e  P O S  p ro g ra m , n e w  
a c co u n ts , c o n s u m e r  tim e  d ep o s its , 
consum er loans, g roup-p lan  banking  
and  o th e r  re ta il cu s tom er financial se r
vices. T he new  u n it consolidates all 
reta il functions of th e  H C , includ ing  
fac ility -location  analysis, co n su m er- 
p ro d u ct d ev e lo p m en t and  sales.

A ppo in ted  to d irec t th e  new  division 
is S te p h e n  N . L a w re n c e ,  fo rm e r  
sen ior vice p resid en t/m an ag er, reta il 
banking division, B oa tm en’s N ational, 
St. Louis. M r. L aw ren ce  has b ee n  
n am ed  a sen io r v ice p re s id e n t and  
serves on th e  H C ’s sen ior c re d it policy 
com m ittee  and  sen ior finance com m it
tee.

T he m ove em phasizes th e  H C ’s h igh 
p rio rity  for reta il banking, according to 
J. W . M cLean, th e  H C ’s chairm an. 
“ Some of our la rgest custom ers today 
w ere  am ong our sm allest only y e s te r
d ay ,” he  said. “B ased on o u r resources 
and  reach in th e  s ta te ’s tw o largest 
m e tro p o lita n  areas , w e b e lie v e  w e 
have a un iq u e  o p p o rtu n ity  to  p rov ide 
o u r  c u s to m e rs  w ith  s u p e r io r  re ta il 
banking  se rv ices .”

•  Edward C. Joullian III has b ee n  
e lec ted  cha irm an /C E O , F irs t O klaho
m a B a n co rp ., an d  c h a irm a n , F irs t  
N ational, O klahom a C ity. C harles A. 
Vose Sr. has b ee n  nam ed  chairm an 
e m e r itu s  o f th e  H C  an d  ch a irm an  
e m e r i tu s /a d v is o r y  d i r e c to r  o f th e  
bank.

Modular Building Comes to Bank’s Rescue

When a bank loses its lease and Is given 60 days to relocate, fast action is called for! That's 
what happened to Fourth Charter Bank, Wichita, recently. The bank called Son Corp., 
consultant/designer/supplier of financial buildings, Wichita, for assistance. Son installed 
a preconstructed modular building, including vaults, a tellers' line and all equipment, 
within the 60-day period and completed the foundation, curbs and parking lot within the 
same time frame. Most site work was completed while the building was under construc
tion in the factory. The building was crane-set onto the foundation and the bank moved in 
over a weekend with no disruption of service. Fourth Charter is the successor to University 
State.
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Retail Banking, Consumer Lending 
To Be Spotlighted by KBA

R ET A IL  BA N K IN G  as a confer
ence top ic is a fairly rec en t d e 

v e lo p m en t, b u t one o f th e  p io n e e r  
sponsors o f such conferences, th e  K an
sas B ankers Association, is schedu ling  
its th ird  annual B etail B anking and 
C o n s u m e r  C r e d i t  C o n f e r e n c e  fo r 
N ovem ber 6-7 at th e  H ilton  In n  East, 
W ichita.

Topics to be  explored  at th e  m eetin g  
w ill include a look at b an k e rs’ co m p eti
tors, especially  C itiC o rp , w ho is se n d 
ing G eorge Poland, one of its sen ior 
vice p re s id e n ts , to explain w hy the  
firm  is expanding  rap id ly  in th e  areas of 
reta il banking  and  consum er cred it.

B ankers a tten d in g  th e  conference 
also w ill b e  in fo rm ed  ab o u t actions 
they  should  b e  taking to in su re  a suc
cessful fu tu re  in co n su m er lending . 
Two co n cu rren t sessions are p lanned ,

‘First Citizen’ Award 
Made by 1st of Wichita

A certified  Braille tran sc rib e r  and  
longtim e v o lu n te e r  w ith  local, regional 
and  national Braille organizations has 
b ee n  nam ed  1985 rec ip ien t o f th e  F irs t 
C itiz e n ’s A w ard  by  F irs t  N atio n al, 
W ichita.

Von E. E u le rt was th e  th ird  rec ip 
ien t of th e  aw ard th a t was in itia ted  by 
th e  bank in 1983 to hono r individuals 
w hose co n trib u tio n s  to  th e  W ich ita  
co m m u n ity  m ake th e  c ity  a b e t te r  
place to live.

M rs. E u le rt was no m in a ted  for th e  
aw ard by S teve B auer, a sightless bank 
em ployee w ho ed its F irs t N ational’s 
in te rn a l n e w s le tte r .  S he p re s e n tly  
serves as coord ina to r o f th e  M idw ay 
Kansas C h a p te r  of th e  A m erican R ed 
Cross Braille Service, w h ere  she has 
b een  a v o lu n tee r for th e  past 20 years. 
She spends an average of 50 hours p e r  
w eek  on Braille p ro jec ts, tran sc rib ing  
m a te r ia l, m u c h  o f it te x tb o o k s  for 
school ch ild ren .

P art of th e  aw ard was a $5,000 gift in 
b eh a lf  o f th e  bank  to th e  local A m er
ican R ed  C ross B raille Service. An 
additional $1,000 donation  was m ade 
to the  W ichita  Radio R eading  Service. 
Both aw ards w ere  m ade in th e  nam e of 
M rs. E u le rt.

“This special C itizensh ip  D ay is b e 
com ing a valued  trad itio n  in W ichita, ’’ 
said bank C hairm an  C. Q. C h an d le r at 
an aw ard luncheon . “W e hope in som e 
sm all way to instill th e  sp irit o f com 
m u n ity  p r id e  a n d  in v o lv e m e n t  
th ro u g h o u t th e  citizenry .

conduc ted  by A nne Lolley, KBA staff 
a t to rn e y , an d  T hom as V. M u rray , 
a tto rn ey  from  L aw rence. T h eir  p re 
sen tations will cover com pliance/reg- 
ulations and collections/repossessions.

R oger B everage, fo rm er d irec to r of 
banking/finance for th e  sta te  o f N e
b raska , w ill speak  on ban k  failu res 
from  th e  p ersp ec tiv e  of a sta te  com m is

sioner. H e is expected  to  p rov ide an 
inside story abou t bank  failures in the  
M idw est d u ring  th e  past two years.

An explanation of how  to m ake a 
b a n k  c o n s u m e r - c r e d i t  d e p a r tm e n t  
p ro fitab le w ill b e  given by M ichael 
M oeb, financial-institu tion  consu ltan t 
based  in Chicago. H e is expected  to 
prov ide bankers w ith  th e  key in g re 
d ien ts for pricing  and  profitability  in 
consum er lending.

P resen ta tions will be  m ade by KBA 
P resid en t D ery l S chuste r and  H arold  
A. Stones, th e  association’s executive 
vice p resid en t.

The No Hassle Building 
In 6 0  Days Or Less!

When you need a new building, 
you don't need the hassles of 
missed deadlines, cost overruns, 
and shoddy workmanship. At the 
Son Corporation, we only have 
one standard. The standard of 
excellence. We know that you 
demand quality and that's exactly

what we deliver, with over 350  
bank buildings placed throughout 
the country. Permanent facilities, 
drive-ins and ATMS. Lease or 
purchase. Distinctive buildings, 
completely equipped with drive-up 
windows, after-hours depository 
and more, all in 60 days or less. 
Tor complete information, return 
this coupon or make a No Hassle 
collect phone call today.
(316) 263-4557.

CORPORATION
PO. Box 684 

Wichita, KS 67201

CORPORATION

Box 684
Wichita, KS 67201

□  Yes! Send me more information on No Hassle:
□  Buildings □  Drive-Ins □  ATMs

hame

Address Phone

City State Zip
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Knowing 
New Orleans 
for over 100 
years...

The Whitney’s comprehen
sive banking services are backed 
by more than a century of experi
ence and expertise.

Today, the Whitney offers 
you the capabilities of wire trans
fer, transit check collection, credit 
information, computer service, 
coins and currency, government 
bonds, and international banking.

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

Use these numbers for the 
Correspondent Banking 
Department.
In Louisiana: 1-800-562-9016 
In Mississippi: 1-800-535-9151 
Nationwide: 504-586-7272

NATIONAL BANK I
OF NEW ORLEANS "

A Great Bank for a Great City
Member KD.I.C.
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Shooting Down Kites

By Dr. Lewis E. Davids 
Professor Emeritus/Finance 
Southern Illinois University 
Carbondale

An incentive has been built into 
our system, for both individuals 
with small balances and major 
companies, to play the float.

TH E  “goldsm ith  p rin c ip le” is one of 
th e  first th ings ta u g h t to  new  s tu 
den ts of m oney  and  banking.

T he anc ien t go ldsm iths w ho sto red  
gold for cu s to m e rs  found  th a t th ey  
could lend  o u t to  o the rs a po rtion  o f the  
gold. T hey  also found  th ey  could  m ee t 
norm al cus tom er d em an d  to  red eem  
gold by keep ing  only a fraction of th e  
gold in reserve . This concep t evolved 
in to  our fractional rese rv e  system .

W hile  ban k ers  have le a rn ed  over 
tim e how  m uch  of th e ir  c u s to m e rs’ 
cash m ust be  k ep t in rese rve , govern 
m en t regulators also have estab lished  
reserve req u irem en ts , w hich reg u la
tors change periodically .

Sim ilarly, bank  custom ers keep  as 
m uch  of th e ir  cash as possib le w orking 
as long as possible. Som etim es th ese  
efforts stray  over th e  line from  aggres
sive cash m an ag em en t to  illegal check 
kiting.

T he m ajor b rokerage firm  w hich was 
caught k iting  m illions of dollars a day 
for years was only th e  tip  of th e  float 
iceberg .

F o r  y e a rs  s e m in a rs  h a v e  b e e n  
taugh t th a t show individuals and  firm s 
how  to take advan tage of d e fe rred - 
availability schedules. L e t’s face th e  
fact th a t banks also are no t w ith o u t sin, 
e ither.

R eaders o f th is colum n know  th a t I 
have criticized  for years th e  use of b il
lions of dollars o f day ligh t overdrafts by 
banks.

A re la ted  concern  is th e  velocity  of 
dem and  deb its  to deposits in all banks 
b u t particu larly  N ew  York C ity  banks. 
W ith  an annual ra te  exceeding  1,000,

th ese  banks are p laying in to  a m assive 
kiting  poten tia l.

T he p re se n t h igh  real in te re s t rates 
have te m p te d  m ore  ind iv iduals and  
firm s to take advantage of th e  d iffer
en ce  b e tw e e n  co llec ted  balances at 
banks and  technical balances show n on 
th e ir  books.

O n -lin e  c o m p u te r  links b e tw e e n  
banks and  co rpo rate  trea su re rs  have 
h e lp ed  raise th ese  tech n iq u es  to th e

overdrafts and  a m ind-boggling  veloc
ity o f d em and  deb its  to  deposits.

H ow ever, it w ould  no t b e  too diffi
cu lt to d eb it accounts as o f th e  da te  of 
th e  draw ing  of th e  check ra th e r  than  
th e  da te  of th e  clearing. This p rac tice  is 
u se d  in  se v e ra l c o u n tr ie s , su ch  as 
C anada, w ith  success. I t has red u c ed  
velocity  and  kiting. I t has led  to g rea te r  
efficiency and  security  of th e  banking  
system .

Our system allows — almost encourages — 
aggressive cash management and kiting. 

There is a solution, which has been proved 
in other countries.

level of an art.
T he co m p u te r has m ade it possib le 

to  sw itch h u n d red s  of b illions of dollars 
a day b e tw e en  th ese  m ajor banks and 
th e  F o rtu n e  500 com panies.

So far, w e have avoided  an e lec tro n 
ic grid-lock, b u t w e should  no t becom e 
com placen t. T h ere  have b e e n  som e 
tig h t inc iden ts o f co m p u te r b reakdow n 
and  even  fraud.

E ld e r  ban k in g  s ta te sm an  C harles 
A gem ian u sed  to  have a sign in his 
office th a t said, “If  w e are doing it now  
th e  sam e way w e did  it five years ago, 
w e are p robab ly  doing it w rong. ”

L e t’s apply  th is to  th e  way banks 
post checks. F o r generations w e have 
po sted  (and deb ited ) checks as o f th e  
day th ey  have cleared . This has b u ilt 
in to  our system , for b o th  ind ividuals 
w ith  sm all balances and  m ajor com 
panies, an incen tive  to  play th e  float. It 
has led  to  k iting  opera tions, day ligh t

M ore im portan t, it has e lim in a ted  
th e  use o f rem o te -d isb u rsem e n t te c h 
n iques, w hich bu ild  inefficiencies into 
o u r p ay m en t m echanism .

In  addition , this should  b e  a source 
of profits to  banks, as it w ill force cus
tom ers to keep  h ig h e r bank  balances 
—  balances they  should  have m ain 
ta in ed  all along.

N aturally  th e re  w ill b e  opposition  to 
th is concept. Any cu s to m er w ho has 
b en e fitte d  from  p laying th e  float will 
p re fe r  th e  status quo.

T his te c h n iq u e  p ro b ab ly  w ill e n 
courage th e  use of A C H s, because th e  
A C H  m eth o d  of m oving funds w ill b e 
com e m ore a ttractive  w hen  th e  advan
tage o f p laying th e  d e fe rred  availability  
gam e is reduced .

S o m e c u s to m e rs ,  w h o  fo r y ea rs  
o p e ra ted  w ith  low o r even  negative 
balances, w ould  find th ey  n ee d  loans 
to  e n su re  th e ir  checks w ill clear. •  •
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A Bank for the Future

Planned growth was the reason  
Guaranty Bank of Mt. Pleasant, Texas, 
decided to build a new main facility, 
but an innovative design concept has 
helped them  grow even faster than  
their m ost optim istic projections.

The basic concept was to provide  
strategically zoned! areas in a “bank 
for the fu ture” . . .  so that the facility  
would make it easier to treat special 
custom ers in a special way.

“Bank Build ing’s idea to separate  
com m ercial from  retail services lets 
us give every custom er V.I.P. treat
m ent,” reports Bill G. Jones, Guaranty 
President. “It has elim inated long 
lines fo r our retail custom ers and our 
com m ercial custom ers really appre
ciate the special treatm ent we can offer.

“We wanted a bank for the fu ture,” 
says Jones, “and we got even more 
than w e bargained for. The marketing  
leverage w e’ve gained from our new  
segm ented facilities gives us a big 
advantage over com petition.

“We hadn’t realized how im portant 
a facility can be in m arketing banking  
services.”

For more inform ation on how  
bank design influences marketing  
growth, call Tom Spalding a t . . .  
1- 800- 325- 9573.

Meeting the needs 
of the community 
you serve . . . b y  design.

Offices: Atlanta, Dallas, Denver, 
Hartford. San Francisco, St. Louis

< >  Bank Building 
Corporation
1130 Hampton Avenue 
St. Louis, MO 63139
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Boatmen’s Vice President Ted Smothers working 
with Bob Menz, Chairman and President of The 
First National Bank of Highland. Whatever your 
correspondent needs, Boatmen’s has knowl
edgeable people to assist you. Call Ted Smothers. 
He can help.

Correspondent Banking Division

THE BOATMEN'S 
NATIONAL BANK
OF ST LOUIS
314- 425-3600 Member FDIC

Boatmen’s  Ted Smothers. 
Operations Assistance 
Overline Assistance. 
Loan Participations. 
Investments.
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