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The Road to Bank Profits in the 1970’s
Following are excerpts from an 

address by Allen P. Stults, pres
ident, American National Bank 
and Trust Company, Chicago, be
fore the 5Jf,th annual convention 
of the Bank Public Relations and 
Marketing Association, which is 
currently in session in Bal Har
bor, Florida. Mr. Stults is a 
trustee and member of the ex
ecutive committee of the Founda
tion for Full Service Banks.

If ever banking —Full Service 
Banking — needed the full spec
trum of skilled marketing, the time 
is now! If ever skilled marketing 
could contribute to the profitable 
operation of our banks, the time 
is the 1970’ s!

Consider for one thing the need 
to combat the damage to our 
image being caused by circum
stances over which we have no 
direct control — inflation, loan 
stringency, mortgage scarcity and 
high interest rates which are 
sapping the good will we have 
worked so hard to deserve by 
years of good service and good 
merchandising. Then, if this were 
not enough, consider the way that 
the “ generation gap”  is changing 
our public.

The 1960’ s have been marked 
by an accelerating cycle of in
novation and variation both in

Allen P. Stults

bank services and methods of pro
motion-charge and check guar
antee cards for individuals, com
mercial paper funds and Euro
dollars for financing corporation 
expansion, the new dimension 
which the one-bank holding com
pany is creating.

One thing we know for sure. 
The 70’s will radically change 
the nature of our publics. By 
1980 the nation will have added 
some 17 million new family units 
to the present 60 million. Our 
working population will be much 
younger.

But the major problem for the 
bank marketers will be the “ gen
eration gap.”  The youths now 
passing through our high schools 
and colleges are enormously dif
ferent from the depression-con
scious youngsters of the 1930’ s

who had impressed upon them 
indelibly the value of a dollar 
and fear of recession. That gen
eration is now approaching mid
dle age.

The post-war babies of the 
1940’ s are now entering the 
family years, and in the 70’ s their 
virtually unlimited needs can 
only be met by massive credit 
service.

The children of the 1950’ s — 
now in our educational institu
tions — seem to be an entirely 
different social breed. What does 
it mean to banks that they are 
indulging in dreams of a hope
fully wiser and better world and 
have become conscious of im
mense political power —a power 
which some day some articulate 
politician may mobilize to change 
our society?

If ever there was a challenge 
to our industry marketing intel
ligence, it lies in our confronta
tion with the problems of this 
“ generation gap.”

How well will we understand 
how best we can serve and com
municate with the generations of 
the 1940’ s and 1950’s who will 
be choosing their banks in the 
1970’ s? Can we teach the now 
free-spending generation of the 
1950’ s the virtue of saving? Will 
these new generations be ready 
(Continued on Page 4)
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ED LEAHY-New Man on Security’s Team

We predict you’ll choose him Rookie of the Year!
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NATIONAL NEWS

WASHINGTON, D.C.: The Federal 
Reserve Board has moved to close a 
loophole which has allowed banks to 
circumvent anti-inflation restrictions 
by obtaining money for loans from 
the sale of affiliates’ commercial 
paper. The board is considering 
amendment of its rules to bring the 
proceeds of commercial paper under 
Regulation Q. The board has asked 
for comment by December 1.

IOWA NEWS

CARROLL: Two new directors have 
been elected at the Carroll County 
State Bank. They are Robert S. 
Bruner, to succeed the late Carl J.

your Lawyer can tell you 
everything you need to 
know about the Uniform 
Commercial Code (UCC) 
in 25 words or less . . .

1. always search the state 
records on equipment, 
accounts or inventory 
loans.

2. always file financing 
statements.

3. rely on Iowa Search 
for insured, reliable 
and fast service.

IOWA SEARCH, INC.
BOX 103 DES MOINES. IOWA 50301

Tel. (515) 243-3271

Hess, and Marvin Sernett, to suc
ceed the late William T. Otto. Mr. 
Bruner is an attorney, and Mr. Sernett 
is president of Sernetts, Inc., variety 
store.

DES MOINES: Iowa Insurance Com
missioner Lome Worthington has set 
the following rates as reasonable 
charges for Credit Life and A&H as 
required of his department by statute:

Decreasing term credit life — single 
premium 650 per annum per $100 of 
initial indebtedness.

Level term credit life —single 
premium $1.20 per annum per $100 of 
initial indebtedness.

Credit A&H —using a 14-day retro
active as base for disability, these 
rates for single premium were estab
lished: 12 month policy, $2 per $100; 
24 month policy, $2.70 per $100;
36 month policy, $3.20 per $100;
48 month policy, $3.60 per $100;
60 month policy, $4 per $100. The
7 day retroactive rate is 110% of 
base; 14 day elimination rate is 
90% of base; 30 day retroactive is 
75% of base; 30 day elimination is 
approximately 50% of base.

LONE TREE: The Farmers & Mer
chants Savings Bank has increased 
its capital stock from $45,000 to 
$90,000, according to Donald M. 
Kout, executive vice president and 
cashier. The bank’ s new capital 
structure consists of $90,000 in 
capital stock, $210,000 in surplus and 
over $100,000 in undivided profits 
and reserves. T. J. Sorden, owner of 
Sorden & Adams Furniture Store, 
Lone Tree, has been elected to the 
board of directors, filling the vacancy 
created by the death of Wm. Hotz, Sr.

/Rk Gross Co
BANK PLANNING 
Waterloo. Iowa

ROCK RAPIDS: Lewis Lowe, vice 
president and director at the Hough
ton State Bank, Red Oak, has been 
named president of the Lyon County 
State Bank here effective December 
1. Both banks are members of Hawk- 
eye Bancorp oration of Red Oak. Mr. 
Lowe, who has been at the Red Oak 
bank for 10 years, succeeds Larry 
Wenzl at the Rock Rapids bank. Mr. 
Wenzl is taking a post with another 
affiliated bank. J. Neil Hammitt, who 
has been with Iowa Securities Com
pany, Waterloo, will succeed Mr. 
Lowe at the Houghton State Bank.

NEBRASKA NEWS
CAMPBELL: Carey E. Dealey, for
merly assistant cashier, Commercial 
Bank, Blue Hill, has been named 
cashier of the Campbell State Bank.

CLEARWATER: The Citizens State 
Bank here has been sold by Eldon 
Freudenburg to John J. Grasmick and 
James "Tonniges, both of Gresham. 
No personnel changes have been an
nounced at the bank.

FALLS CITY: The FDIC has ap
proved the application of the Richard
son County Bank '& Trust Company 
here to exercise limited trust powers.

OMAHA: The Center Bank recently 
suspended operations temporarily as 
a three-alarm fire closed the entire 
building the bank shares with 30 
other retail businesses and 25 private 
offices. All banking was transferred 
to the bank’s drive-in facility.

MINNESOTA NEWS

BROOKLYN CENTER: Neil J. Polas- 
ki has been named assistant vice 
president at the Brooklyn Center 
State Bank. He has been with the 
bank since 1967, serving most re
cently as assistant cashier. Frank
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Ketchmark has been added to the 
bank’ s staff as a loan representative.

MINNEAPOLIS: Frank S. Powell has 
been named president and chief ex 
ecutive officer of Northwest Computer 
Ser v ices, Inc., a wholly owned sub
sidiary of Northwest Bancorporation. 
He has been associated with data 
processing for nearly 20 years and 
comes to the firm after serving as 
manager of the administrative depart
ment of Richfield division of Atlantic- 
Richfield Company, Los Angeles, 
Calif.

ST. PAUL: Barton W. Galle has been 
promoted from assistant vice pres
ident to vice president and manager 
of the installment banking depart
ment. He has been with the bank 
since 1038 and had been serving as 
assistant vice president since 1965.

ILLINOIS NEWS

CHICAGO: James B. Watt, former ex
ecutive manager of the Bank Public 
Relations and Marketing Association, 
has joined the staff of the Beverly 
Bank here as vice president of the 
marketing division and has been 
named to the bank’s management com
mittee.

F AIR VIEW HEIGHTS: Application for 
consent to exercise full trust powers 
has been approved by the FDIC for 
the Lincoln Trail State Bank.

LANSING: Gilbert J. Rynberk, Jr., 
president of the First National Bank, 
has announced the election of Col
lins M. Gilbert as assistant vice 
president in charge of the bank’s 
installment loan division. He most

FOR SALE
Addressograph, Class 1900, Model 
1957; Graphotype, Model 6481; 70- 
drawer Addressograph steel cabinet. 
May be purchased separately. Bank 
of Willmar, Willmar, Minnesota 56201.

recently has been employed in the 
installment loan division of the 
Mercantile National Bank of Chicago.

SOUTH DAKOTA NEWS

The South Dakota Bankers A ssoci
ation Bank Manage ment Conference 
will be held this Wednesday, Novem
ber 5, at the Ramada Inn in Sioux 
Falls. Registration will begin at 
8 a.m., with the meeting called to 
order by Neal Jacobson, chairman of 
the SDBA Bank Management Com
mittee, at 9 a.m. This year’s program 
features nine impressive speakers, 
as well as a panel discussion. A 
social hour will be held at 5:30 p.m., 
with the banquet following at 6:30 
p.m. J. Lewis Powell, a management 
consultant from Alexandria, Va., will 
be this year’s banquet speaker.

SIOUX FALLS: Sherwood L. Corner 
and Gilbert D. Moyle, both of Rapid 
City, have been elected to the board 
of directors of the National Bank of 
South Dakota. Mr. Corner is owner of 
the Corner Construction Company in 
Rapid City, and Mr. Moyle is founder 
and owner of Moyle Petroleum Com
pany and Moyle Investment Company, 
Rapid City.

COLORADO NEWS

DENVER: Kenneth W. Caughey has 
been named senior vice president and 
trust officer at the Colorado National 
Bank. He also has been elected to 
the bank’s board of directors. Mr. 
Caughey joined the bank in 1955 
and has been serving as vice pres
ident and trust officer in the personal 
trust division since 1962. D. Dale 
Browning, assistant vice president 
and manager of the BankAmericard 
Center, and Alan A. Jones, assistant 
vice president, installment loan de
partment, have been named vice pres
idents.

DENVER: Two new board members 
have been named at the Central Bank 
& Trust Company. They are BalSwan, 
president of Empire Savings & Loan 
Association and Harry A. Trueblood, 
Jr., chairman of the board of Con
solidated Oil and Gas, Inc., of Den
ver.

MONTANA NEWS

BILLINGS: The 1969 Midland Empire 
Economic Conference for Young 
Adults, co-sponsored by the Midland 
National Bank here and Alpha Psi 
Kappa, honorary business fraternity, 
will be held November 8 on the 
Eastern Montana College campus. 
Speakers for this year’s conference 
include Hugh Galusha, president of 
the Federal Reserve Bank of Minne
apolis. Approximately 200 high school 
and college students from southern 
Montana and northern Wyoming are 
expected to attend. Bankers in the 
40 participating communities assist 
in selection of students to attend 
the conference.
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SAVE TIME AND MONEY 

Figure savings interest quickly, ac
curately, quietly (with running total) 
on SONY Electronic Calculator. Op
erates on house current or battery. 
Invaluable for any loan calcula
tions—Plus-Min us-Multiply-Di vide and 
Equals. Call or write today: Tom 
Hutchinson, SONY Corp., 1115 High 
St., Des Moines, Iowa 50309. Tele
phone (515) 244-0114.
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Bank Profits. . .
(Continued from Page 1) 
for the checkless society before we 
are and so swarm to some new finan
cial intermediaries as previous 
generations flocked to the finance 
companies? Will we be smart enough 
to make the Full Service Bank con
cept understood by the generation 
that wants to “ make love, not war?’ ’

That’s one thing which certainly 
will not change in the 70’s . If any
thing, insistence of management on 
profits as the justification of your 
marketing methods will intensify. 
Consider for a moment what inflation 
is doing to banks’ dollar capitaliza
tion. A bank which began this year 
with $1 million in capital funds has 
seen inflation erode the purchasing 
power of these stockholders’ dollars 
down to $960,000. If net earnings 
after taxes were 10% of capital 
funds, it may have looked very good. 
But in real dollar purchasing power 
the true profit was closer to 5%. If 
ever marketing skills were needed, 
it is in periods of inflation.

The job of the marketing man or 
department is to put together the 
most efficient and economical pack
age of communications possible to 
reach and pass goals of deposit 
increase and loan and service in
come set by management while hold
ing down attrition. Also management 
will look to you for your knowledge 
and experience in pricing services.

Underpricing can cut into profits. 
Overpricing can cut into volume.

It has been stressed for years 
that marketing activity must have 
the support of top management and 
that the arts and science of marketing 
must have recognition as an essential 
executive function as vital to the 
bank as any other activity.

In the smaller banks, the marketing 
man must be his own “ generalist,’ ’ 
with the help of such aids as he 
can obtain from his advertising agen
cy and perhaps also from the psycho
logical and marketing departments of 
local colleges or universities.

The Full Service Bank with its 
full range of services must constant
ly research and ferret out the needs 
of its customer potentials and trans
late them into services which can 
be pleasantly rendered and pleasur
ably enjoyed. Perhaps a most pro
mising area of development for retail 
services is in the family counseling 
activity. Certainly the 17 million 
new families of the 1970’ s will 
include many who need such assis-. 
tance in their financial affairs. Here 
indeed we can introduce the genera
tions of the 1940’ s and the 1950’ s 
to the full spectrum of banking ser
vice once we have made them 
conscious of their need for the ex
perience of the banker and the value 
of a bank connection —a checking 
account and a savings account.

The Full Service Bank’ s 1970 
problem is far different from any
thing we have ever known before. 
Our high road to profits is steeper 
and rougher.

Now we have to research and ana
lyze the depth of disfavor in which 
the circumstances of inflation, loan 
stringency and high interest rates 
have cast us.

We have to really “ dig’ ’ the new

generation to find clues for their 
thinking about banks and banking 
services.

Then, based on careful considera
tion of all the responses we can 
evoke, we need to blend into our 
efforts to build business and good 
will for our individual banks a 
strategy to win better understanding 
of the entire banking business — an 
understanding that banks have not 
changed in their objective of helping 
people keep their money safe, handle 
it wisely and enjoy the satisfaction 
this gives a person.

Most of all, we need to reassure 
the oncoming generation that doing 
business with a Full Service Bank 
is always a person-to-person matter 
in which each customer is as im
portant to us as he is to himself.

W A N T  A D S
Rates 25 cents per word per 
insertion. Minimum: 12 words.

NORTHWESTERN BANKER 
306 15th St., Des Moines, Iowa

WANTED
Mobile banking trailer — lease or buy. 
Prefer 10 ft. by 40 ft. Needed by 
January 1, 1970- Write P. O. Box 100, 
Davenport, Iowa.

WANTED
Cashier for $70 million bank. Must be 
well versed in operations and capa
ble of personnel management. Salary 
open. Write File GTB, in care of the 
NORTHWESTERN BANKER, 306 - 
15th St., Des Moines, Iowa 50309.

FOR SALE
Franchise rights for use of The Living 
Picture and The Farm Picture in 
direct mail advertising and public 
relations. These modern newsletters 
talk money and credit from a banker’ s 
point of view. They help develop 
‘ Full Bank Customers’ ! Samples for in
spection. Bank Services Incorporated, 
P. O. Box F, Urbana, Illinois 61801. 
Phone (Area Code 217) 367-6578.

INCREASE 1969 PROFITS 
Cy Kirk and Max Roy, vice presidents 
of LaSalle National Bank, Chicago, 
are prepared to assist you and your 
bank in planning increased profits 
for 1969. Whether it is an analysis of 
your bond portfolio or a cost study 
of your general banking services, 
LaSalle National Bank has the facil
ities to serve your every need. Call 
Cy or Max today at (Area Code 312) 
782—5200 for immediate action.

ÛÛ
Bank Under the Big

99
“ The Bank That Cares"
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