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TODAY’S 

CONTRIBUTION 

TO TYPING 

Electric Carriage Return makes it no longer 

necessary to break the rhythm of typing at 

the end of each line to shove the carriage 

back by hand. Thus, the full advantage of 

the operator's typing speed is preserved. 

At a light touch of a single key the motor 

quickly returns the carriage and spaces to 

the next writing position. The operator's 

hands need never leave the keyboard. 

Shifting for capitals is also electric. 

The key touch, the size and the shape are 

like those of other Burroughs Standard 

Typewriters. 

See for yourself how much this recent 

development contributes to faster and 

easier work. 

THIS KEY ELIMINATES THE WASTE MOTIONS FORMERLY 

REQUIRED TO SHOVE THE CARRIAGE BACK BY HAND 

ELECTRIC CARRIAGE 

TYPEWRITER 

Typewriter Division ¢ BURROUGHS ADDING MACHINE COMPANY e Detroit, Michigan 
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ASD RAST 

Sip: Putney es 

ONE 

*LETTERS- 

Readers Congratulate Hard-Boiled Hal 

Strs: You will be interested, I’m sure, to hear that my ads, 
which you reproduced in the Letters column of your August issue, . 
evidently struck a responsive chord among many in the banking 
fraternity if the same can be judged from the number of requests 
I am receiving from all over the country for additional material. 

Among the complimentary letters received was one from the 
manager of the Los Angeles office of the Bank of America, and 
another from the Secretary of the Financial Advertisers Associ- 
ation. A banker in Rome, N. Y., says, ““Your ads are unusual.” 
Another says, ‘““They are to the point.”” Another says they “click.” 

I wish to thank you again for your interest and for your 
kindness in publishing these ads in your estimable journal. 

H. G. Vincent, Cashier, 
Citizens State Savings Bank, Otsego, Michigan 

Eprtor’s Note: Following is a letter that is typical of many received by Mr. 
Vincent as a result of his letter published in the August issue of The Burroughs Clearing 
House, under the heading ‘‘Hard-Boiled Hal on Public Relations.”” It is noteworthy 
that readers were unanimous in commending the direct, straight-from-the-shoulder 
text in Mr. Vincent’s advertising. 

Dear Mr. Vincent: 
Let me congratulate you on your splendid article in the August 

number of The Burroughs Clearing House. This is just the sort of 
thing that not only the public needs but some of the bankers need. 
With a little more spirit such as yours, we could perhaps combat 
some of the lack of confidence that has developed on the part of 
the public. 

Last evening I attended a meeting of the Ionia County bankers 
and was called upon to speak. I suspected that this might be the 
case when I went over, so I took along The Burroughs Clearing 
House and read your article and your advertisements and suggested 
that they follow the same line of thought. You will be gratified 
to know that it met with the unanimous approval of all present. 

James V. Stuart, Vice-president, 
The National Bank of Grand Rapids, 

Grand Rapids, Michigan 
J + 

Wants List On Insurance Records 

Strs: The article in your August issue on ““When to Destroy 
Old Records” is very interesting. I suspect that it will be of good 
deal of value to many bankers. 

I am curious to know whether you have ever seen such a 
formal or published list for an insurance company. The Agricul- 
tural has been in business for eighty-one years, and obviously we 
have made some study to permit us to destroy certain types of 
records. It occurs to me, however, that perhaps some other 
companies have gone into the subject deeper, and we might 
benefit from their findings. 

W. Lestie Lewis, Advertising Manager, 
Agricultural Insurance Company, Watertown, N. Y. 

o e 

L. A. Sawyer On Robbery Insurance 

Sirs: Thank you for the copies of the September, 1933, and 
June, 1934, Burroughs Clearing House. 

These articles—‘“*The New Deal on Robbery Insurance,” and 
“Robbery Insurance” by L. A. Sawyer—are of much interest to 
us as you can well realize. I was particularly interested because 
in one of your issues someone commented on the fact that bankers’ 
blanket bonds would cover bankers without requiring some of the 
safeguards outlined in the article. As a matter of fact, some of 
the larger banks, have guards and equipment enough to make it 
unnecessary to check closely the equipment of the bank, but in 
the smaller institutions practically all blanket bond underwriters 
are requiring some or all of the safeguards now available before 
they will agree to write a bankers’ blanket bond. 

Our problems, however, are very different from those of the 
burglary underwriters in that more than 70 per cent of our losses 
over a period of fifteen or twenty years are due to inside losses 

} against which the mechanical safeguards devised are of no avail 
and, therefore, our loss ratio is not so greatly affected by the 
equipment of a bank, and we have to spend more of our time in 
weeding out that portion of the personnel that has an unfavorable 
business record. 

Naturally, however, we are extremely interested in any new 
device to aid in the fight against the modern gunmen because 
anything that substantially reduces the losses on insurance to 
banks results in an ultimate saving in the cost of insurance to the 

(he Burroughs 

Clearing House 

HENRY J. BOONE, Epitror 

OCTOBER, 1934 Vou. 19 :: No. 1 

* ¢ «@ 
Page 

The Single Standard Service Charge 

By Bert L. Perry ano H. L. CAMPBELL ees 3 

Systematizing Modernization Loans 

Ore Bee 6s el lhlUmr hl lum; CX 6 

The Washington Outlook 

By ArtHuR CRAwFoRD . ... . . 9 

Do Your Employees Benefit From Safeguards? 

By Freperic E. WorprENn i a ee 

Correspondent Bank Services 

By ArtTHUR VAN VLISSINGEN, JR. 14 

Legal Digest 

By Cuarzes R. RosensereG, JR. ee a 17 

Good-Will From Trust Statements 

By Giuspert T. STEPHENSON Same et ee 18 

Canadian Notes and Comment 

By G. A. G. 32 

EDITORIAL AND BUSINESS OFFICES—Second Blvd. and Burroughs Ave. 
Detroit, Michigan 

F. E. QUISH 
CENTRAL STATES REPRESENTATIVE 

Second Blvd. and Burroughs Avenue, One Park Ave. Bidg., 1 Park Ave., 
DETROIT, MICHIGAN NEw YORK CITY 
Copyrighted, 1934, by Burroughs Adding Machine Company 

N. V. FARRELL 
EASTERN REPRESENTATIVE 

banking fraternity. The strict supervision imposed on surety 
companies by the forty-eight insurance departments of the states 
to say nothing of the Federal Government is ample assurance to 
the banking fraternity that their interests with respect to premium 
cost will be thoroughly protected. 

Ray H. Dexter, Superintendent, 
Hartford Accident and Indemnity Company, : 

Hartford, Connecticut 

« ° 

Copies Mailed—And See Page 3 

Sirs: During the year 1933, and in recent months, your 
magazine carried some very interesting articles on the metered 
service a plan, and also some writings on account analysis. 
This is a newly organized bank—opened for business July 2, 1934— 
and our files do not carry the issues of your publication having 
the articles and writings aforesaid. 

That we may have some basis upon which we may arrange a 
system of charges, we would esteem it a favor if your office will 
forward to us at your earliest convenience several such issues of 
your publication that would assist us in arranging metered service 
charges and in analyzing accounts. 

W. Evans Bruner, Assistant Cashier, 
The Commercial National Bank, Spartanburg, S. C. 



ecords of Central United National Bank’s coopera- Records of Central United National Bank’ p 

tion with the world of business show a long list of new 

names on the list of banking correspondents . . . also a 

rising trend of activity in the Fourth Federal Reserve 

District. 

Inquiries are invited from banks having occasion to 

avail themselves of the complete facilities of Ohio’s 

largest national bank and its intimate acquaintance with 

the current business picture in the Cleveland area. 

CENTRAL UNITED 

NATIONAL BANK 

OF CLEVELAND 

THE LARGEST NATIONAL BANK IN QHIO. 

In writing to advertisers please mention The Burroughs Clearing House 



TY 

THREE 

Vol. 19, No. 1 

a 

i 
a 

a 

, GheBurroughs 

Clearing House 

© 

by H. L. CAMPBELL 

President, The First National Bank 
Coffeyville, Kansas 

and 

BERT L. PERRY 

President, The Condon National Bank 
Coffeyville, Kansas 

cain 

These two Coffey- 

ville banks cooperated 

to work out a model plan 

for analyzing commercial 

accounts and figuring 

Sti! 

National Bank, Coffeyville, Kansas 

charges ... with out- 

standing TTA ARS 

The First National Bank, Coffeyville, Kansas 

Lhe Single 

Standard 

SERVICE CHARGE 

OME forty years ago the Dalton boys, grown ambitious 
. by their successful career in their chosen calling, 

attempted in the then frontier cowtown of Coffeyville 
what has always been the big-time bank robber’s dream. 
They tried to hold up the two local banks simultaneously. 
And like every such attempt in the annals of bank robbery, 
it failed. The gang was broken up by the well-aimed 
bullets of the local citizenry and retreated in bad order 
leaving several of their brightest lights dead or dying. 

The banks which resisted so successfully on that occasion 
are the two banks of Coffeyville today. They are strong 
banks, by every measuring rod that the most conservative 
critic can apply. But we found ourselves not so long ago 

faced by a situation quite as critical as—if less sensational 
than —when the Dalton boys paid their call. 

It is the same situation that has faced most American 
banks during recent years: Of necessity, high liquidity; 
low rates of interest earned; expenses which could not be 
shrunk sufficiently to yield a satisfactory net return to the 
owners of the bank. The only possible answer, if our banks 
were to continue in business indefinitely under such condi- 
tions, was the obvious one of new sources of revenue. 
And as every banker knows by now, whether or not he has 

yet come to it, this means a comprehensive and adequate 
scale of service and other income-producing charges. 

We had for some years been able to answer “Yes” 
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CHARGE. LI3¢ 

cAnnouncing Pan are , | The Condon National Bank 
COFFEYVILLE, KANSAS 

: : Amount _i_a2 __ | 
A New Banking Policy ° a I IO aS = \ In Account With JOON Jones & Co., Inc. 

. Customers’ Checks Cash 
Changed conditions require that every : asi One 

account be maintained on a profitable basis and pays Lonscuma doe Powsined soci Src — is saeaehn ie 
all checking accounts, both large and small, Red Mat Sg a PRL ss ES | JL 32 4 2129064 
will, beginning July 1, 1934, be analyzed and 2. Certified check | 
nominal charges made for required banking ser- 3. C. M. or Bill of Sale | ue 1 234 ry 4 2s 

t Sasa afenn lt} lielso Mes zg] aegeeee 
This action is necessitated by conservative 5. Collection, local | AUG 4 "34 8 2550.45 4 

banking methods and its widespread adoption 6. Coupons 
hastened by recent economic developments. 7. Coupons, Government 3 4 2 WG 634 23 280069 # 

Our officers will welcome the opportunity F. Seenee pegmante We 7 24 489424 9 
to explain at any time the metered service charge 9. Deed | WG 8 * 26 38 9398* 
and account analysis in order that depositors 10. Escro | ‘ 4 4 NG ON 28 APS TES 
may thoroughly understand the system to be 11, Exchange ee 
adopted and appreciate the fairness of these 12. Guar. Sig. AUGLO 'S4) 2 4 36135.794 
ha 
— rn ee aia a ae 25 |wo1i%| 30 465104 

May we ask that you read this message 15. I ffici f ‘ h me ‘ AUGL 3‘) 3 2 469780 
carefully as we are anxious to avoid the pos- >: Se ‘und checks | AUG1 4°54) 35 4626044 
sibility of misunderstanding on the part of any 16. Lift check 5 @.0/ OS | 2 S125 AUGL 5 34) 3-7 469087 # 
depositor. 17, Notarial Ack. AUG1L 6 34) 3 9 467563 % 

: 18. R. E. Mortgage aUuG17 ‘341 42 4868219 4% 
THE FIRST NATIONAL BANK 19. Returned item 2@ /0 20 | 60 |a61e8'4) 42 4368754 

OF COFFEYVILLE. KANSAS 20. Safe keeping { ; 
THE CONDON NATIONAL BANK 21. Stock, Bond, Col. Pur., Sale 1 2 17 eae = “ ES pert’ : 

OF COFFEYVILLE, KANSAS a te payment | . : 
° axes 

Members Group Three, : | AUG2 2 34] SO 3694304 
Renta “Bankers Detectathai > reece veer | 2j11 AUG2 334) 5 O 387641 

: ; ; 2 21414 AUG25'34; 52 405697 # 
2 4/15 AUG27 'S4) 5 4 4412914 

ae 2 i$0 25 |aG29's) 60 4,7 79.85 # 
The announcement of the plan was Charges for the less frequent = : ; 
signed jointly by Coffeyville’s two banks services are handl by ! 

means of a_ charge slip. | 
= onige = gee | 

, ont the teller, an 
— someone asked whether we subsequently entered as i 

¢ P , 8 : memorandums only in the ad service charges. Technically the Memoranqums oo umn of 

answer may have been correct, but the analysis record spores ce ee tha — 
only technically, for our schedule ; cA LE S0| rasreente oatance W/Z, Zee 
consisted of a 50-cent charge on any y Atoweple Chet 4 ; © bee - bo on aren : Less Aggregate Fioat / #7 oO 
account averaging less than $50 bal- gro pmmerronan L¥o —— ‘ 
ance during the month, and then only Ae ee eet oe TheConden | th LBamncners “ZZ | werAseregatetaiance | //6,2/0 

if any checks were drawn against the National Bank and on the {| Other Charges 1.20 
bal opposite page is one of The 1/2. 1 creaits 3 | Average Daily Balance Ls 
alance. First National Bank. The (cos: oraccount 4 2 3| income Ha 

; 8 men of the Condon ban oeeeeoe : Both banks were looking around for haunn cect, wie ae alae ! aang 0 
a more adequate approach to service necessary, while the specimen 

of the First National shows a | 
charges, an approach which would 
yield enough revenue to constitute a 
fair return on the service we were 

donating to the public at our stock- 
holders’. expense. Because we have 
long since found that it pays both in 
dollars and in comfort to work together 
on any plan affecting both our institu- 
tions — while at the same time keeping 

up a good brisk competition for any 
business we can ethically get away 

from each other—we were presently 
discussing this problem whenever any 
two officers of the competing banks 
found themselves in conversation. And 
in a short while the vice-president of 
one bank and the cashier of the other 
were driving off on short trips to see 

at firsthand what other banks were 
doing. 

Wherever they went, the plans in 
use elsewhere seemed uniformly open 
to a serious criticism for a weakness 
which has been very little discussed or 

written about. All of the service 

charge schedules laid down arbitrary 
rules for the smaller accounts, whether 
the limit to which a schedule worked 
was $100 or $300 or $500. Below the 
limit, whatever it happened to be, all 

accounts were on a metered basis or 
a flat charge. You know the type: 

loss and the indicated charge 

Accounts below $50, a monthly charge 
and five free checks; below $100, a 
smaller charge and ten free checks; 
below $200, ten free checks; and so on. 
Above the limit for metered charges, 
the accounts were subject to analysis. 

This commonly accepted procedure 

might be termed the double standard 
of service charges: one standard for 
the little fellow, another for the larger 

customer. The more we thought about 
it, the less we thought of it. In the 
first place, it seems rather arbitrary, 
and accordingly difficult to defend in 
those familiar across-the-counter argu- 
ments with customers who object to 
their charges. In the second, it 
possesses inherent weaknesses which 
we quickly discovered by applying the 
rules of several double standard sched- 
ules to accounts from our own books. 

Jim Smith has a $50 average bal- 

ance, and we charge him —let us say — 
under such a plan $1 a month. His 
brother Bill averages over $500, so his 

account is on analysis. Brother Bill’s 
account goes into a decline, falls to 
Jim’s level, but is still analyzed be- 
cause it is probably not on this low 

basis permanently. The analysis charge 
on Bill’s account is 37 cents; which 
makes Jim pretty sore when they 
exchange facts. Or the analysis charge 
is $2, which makes Bill just as sore. 
In either case, we get a black eye. 

Pete Brown keeps $50 in his account, 
deposits one pay check a month, takes 
out most of this with a counter receipt 
and sends the rest in a monthly check 
to his old mother in Pennsylvania; we 
charge him, under a double standard 
plan, $1 a month for one deposit and 
two checks. Ed White’s average 
balance is $50, but Ed cashes a lot of 
small checks for his customers, which 
he depends upon us to convert into 
cash even though they are drawn on 
ten-day transit points. Likewise, Ed 
makes two or three deposits a week, 
draws fifteen checks or so each week, 
and in general maintains a level of 
activity which would require a balance 
of $2,000 to compensate. So we charge 
Ed $1 a month for his account which is 
costing us $5 to handle, exactly the 
same as we charge Pete whose account 

costs us perhaps 60 cents. Which, 
although it may average out for us 
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CLEARING HOUSE 

over all our small accounts because 
there are more Petes than Eds, is 
neither fair nor good business. 
We decided that when we should 

adopt a schedule of charges—and we 
were determined that this would be 
soon —it would be on a single standard 
which could be successfully defended 
against all arguments because it would 

be inherently fair. When we discussed 
this with bankers who were using the 
double standard, they assured us that 
the time and effort of analyzing small 

accounts would eat us out of house 
and home. This was admittedly 

iplausible, but we determined to do 
enough investigating into possible plans 
and methods to find out whether it was 
really so. 

With some outside assistance which 
gcost us nothing because obtained from 
a¢quipment makers, we worked out a 

G@schedule of service charges. 
system for handling a single standard 

It re- 
quired some newly printed statement 
ledger sheets, which we had made up 
by a local printer, and a standard 
accounting machine. Running some 

giests on sample sections of our ledgers, 

the bank as its analysis record 
of the customer’s account 

we ascertained that the difficulties of 
analyzing every account, large and 
small, were, like the premature reports 
of Mark Twain’s death, greatly exag- 
gerated. Without going into the 
details at this point, we can conserva- 
tively state that in practice the 100 per 
cent analysis of checking accounts can 
be handled in our two banks without 
any greater expense than would be 
incurred by putting small accounts on 
a metered charge and larger accounts 
on an analysis basis. Because ours 
are country banks, we are perhaps not 
qualified to speak authoritatively for 
how this would work out in large 
institutions —but we strongly suspect 
that a big-city bank would, on experi- 
menting, find out just about the same. 

Our County Bankers Federation had 
been wrestling with service charge 
schedules and miscellaneous charge 
schedules for months, just as _ has 
practically every similar unit in this 
country. When we took up our idea 
with the other banks of the county, 
we simply could not sell it. Nobody 
else would go all the way. So, although 
ours is neither the county seat nor the 

r . 

! tional isti d Results © | The First National Bank. Statistics and Results 
| COFFEYVILLE, KANSAS In Accoon With» JOHN Jones, . ‘ 

city Revenue figures are for one month 

_cinas. | Trenat | FLOAT aa | |[No.checks wv nee se _— 

) S085 « : 
: Ne 1s) 2 283968 Total deposits $1,485,631 $1,559,742 
y ne 2%) 5 2 78 7 * 
1 AG 3% 3 : a i : 

NG 33% = S 260.334 Number checking accounts 1449 1493 
, NG 4%) 8 305188 

tt 4 NG 6%) 22 428034 Daily deposit tickets 253 - 196 

J o ; k 
is ~ Bn. sreeve Daily checks paid 651 754 

| . 
als tae Wades teil Daily lift checks paid 327 382 

: NGLL S| 352 243116 
AGL 334) 35 . a s 
mated se 197388 Cost of analysis $65 $85 

| 3 3 WUG16 34) 3 4 Sante on 
2 |12 N61 8 | 34 * | abs aa 3 360530 Revenue, present plan $900 $951 

| auG22 "| 35 326.03% ; 1 $125 $90 
Vv n 

| sy NG23'%4] 39 393398 Revenue, previous pla 

| ee _ : +4 : . Pe : Net profit (Single Standard Plan) $710 $775 

NG27 34) 4-7 339426 
WG28'34] SO 321376 

y AUG 3O 34] 5 2 306.374 

The above figures draw a 
comparison of profits pro- 

| duced under the previous plan ; 
| ae “Seaceeetieenane dee largest banking center of our county, 
| shown and will prove of we decided to go ahead with our plan, 

| nea |«(fe better or for worse. We knew we 
Sas EE a are ene Gees Beer further calculations were right, and the sooner we got our 

BASIC CHARGE 507 searene eines I2 7, plan into: operation, the better off we 

a Allowable Checks cit : . should be. 
2 [enects charged - OD | /.B 7) Less rcaresate Fost ZB 0 So, last June, we sent out to all of 
By Gosings ceca» Of KH The statement form is per- our customers an eight-page folder 

| ransi ecks . “ I e regate Balance per i g ps g 7 tanec OL /# | tet noreen Fo 4 l, pone Mies Eh Re announcing our plan, effective July 1, 
| Ti credits OD ZA / | Average Daity Balance parts. The left-hand part 1934. Suppose we quote the terms 

7 “bf Bl ince o. goes to the customer at the : age : 
| .__Gost of Account %. [Income La end of the month as his state- under which the analysis is made: 
| Service Charge | / ment, and the yg ee ge 

} SPF as illustrated is retained by “CREDIT. Allow the customer, for 
analysis purpose, income on his average 
net balance for the month at the rate 
of $.30 per $100 (which is approxi- 
mately 4 per cent per annum after 

deducting 15 per cent for reserve). 
In determining the net balances, the 
amount of float items shall be deducted 
from ledger balances based on actual 
time outstanding or the schedule of 
deferred availability of the Federal 
Reserve Bank of District No. 10. 

DEBIT. 

Maintenance (monthly).........$.50 
Each ledger entry............... .03 

Checks deposited: 
WOE PI gs ca ew eee Ss .02 
Clearing House items......... O01 

Orders taken up daily by lift check .01 
ETE oo 00 05 ox 0 04 dared 10 

[N addition to the services above de- 
scribed, all services rendered a cus- 

tomer strictly dependent upon his 
checking account with the bank shall 
be charged to said customer and the 
bank shall be reimbursed therefor 
either by compensating balances or an 
actual payment thereof. A _ direct 
charge shall be made for all out-of- 
pocket. expense, such as exchange, 
collection, and other (See page 22) 



THE BURROUGHS 

SYSTEMATIZING 

Modernizing loans offer a liberally insured and liquid 

outlet for funds . . . Whether or not such loans are profit- 

able depends on the economy with which they are handled 

PAYMENT TICKET 
pue pates Jew /Z. accr.no_/A/i 

FEDERAL HOUSING ADMINISTRATION PLAN 

The Denver-National Bank, 
SAVINGS ANO PERBONAL LOAN DEPARTMENT 

FOR ACCOUNT OF 

EE mo. tient 4a, 19a 

cents 

CURRENCY. 

GOLD. 

SILVER 

CHECKS. 
LIST SEPARATELY 

ll LATE CHARGES 

TOTAL ight guts waa 

The payment ticket is a different 
color from either the regular com- 
mercial or savings deposit ticket 

PERSONAL LOAN DEPARTMENT 

The Denver National Bank 
Denver, Colorado 

PLEASE GIVE THE SAME YOUR PROMWT ATTENTION 

A payment-overdue notice is used 
when it is impossible to reach the 

borrower by telephone 

CROSS REFERENCE INDEX 

nfs and ee 12M. 

Se upta déos _teernont 23 - 456, 

. eS __save or ton BL/2 [9396 
Pavwent Dus Dare (2th af enth. visiting 

dea 

AmounT ® 

An alphabetical cross reference 
file is needed 

ROM both an unselfish and a 
I pore selfish standpoint, banks 

should be interested in co-operat- 

ing with the Federal Housing Adminis- 
tration plan to supply credit for 
alterations, repairs and improvements 
of real property. 

That some sixteen million American 
homes are in need of repairs and im- 
provements, and that 4,000,000 people 
formerly engaged in the construction 
industry are unemployed today are 
considerations that strongly point the 
course for banks to take if they are 
sincere in their avowed endeavors to 
aid their communities. Here, close at 
hand in every community, lies an 
opportunity for banks to render real 
assistance —not alone to the distressed 
property owner, but to the unemployed 
as well. 

From a purely selfish standpoint, 
F HA loans offer the bank a reason- 
ably secure and liquid outlet for money 
and, if such loans are _ handled 
efficiently and economically, a satis- 
factory return will be forthcoming. 

Such loans are reasonably secure, 
being insured by the FHA up to 

20 per cent of the total aggregate 
amount loaned under this plan. This 

does not mean that only 20 per cent 
of each individual loan is insured by 
the FH A. It means that the bank is 

insured against 100 per cent of the 
losses on all individual loans up to a 
total of 20 per cent of the aggregate 
amount of loans made under the plan. 
For example, assuming that the bank 
loans $100,000 under this plan, the 
FH A will insure 100 per cent of all 
losses on any of these loans up to the 
amount of $20,000. Previous experi- 
ence with similar types of installment 
loans has shown that losses do not 

exceed 3 per cent of the total loans 
made. Thus, the insurance provided 
by the F H A is practically a complete 
guaranty. 

In like manner, loans made under 
this plan are liquid, since the F H A is 
prepared, whenever necessity arises, to 
advance cash to the bank up to the 

full face value of all outstanding 
insured notes in good standing. 

The return on such loans is a satis- 
factory one, even considering the 
expense of investigation and handling 
monthly installments, being a discount 
at the rate of not to exceed $5 per year 
per $100. This is equivalent to a rate 
of over 9 per cent per annum on the 
average outstanding balance. 

Of course, the problem of making 
such loans profitable will depend to 
a great extent upon the efficiency and 
economy of the system used in grant- 
ing and handling them. It is the pur- 
pose of this article to suggest an 
efficient and economical system based 
upon this bank’s years of experience 
in handling personal loans, which are 
quite similar to the FHA type of 
loan. 

[N the first place, much of the neces- 
sary cost of advertising material and 

forms is taken care of by the FHA 
which furnishes booklets suggesting 
desirable work to be done in improving 
homes or business property, question | 
and answer booklets describing the 
financing plan, and various report 
forms. Among these forms are: the 

Property Owner’s Credit Statement, 
which is an application form for the 

loan; the Report of Each Loan Made } 

Obligation Taken to Liquidate Insured 

these being forms used to notify the J 

FHA regarding loans made; and 
Tables of Calculation, to aid the bank 
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of Claim on Defaulted Note —all of 
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in figuring interest at the rate allowed. | 
These booklets and forms are all fur- § 

nished free, in desired quantities, to say 
financial institutions. 
Among the forms which are not fur- J 

nished, and which are deserving ol § 

especial attention, are the following: 

yes 
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the 
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the 
of 
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the Ledger Card; the Payment Record | 
for the borrower; the Payment Ticket § 
to be filled out when the borrower 

makes a payment; the Cross Refer- 

ence Card; the Notices of Delinquent 

prs 
cal 

the 
do! 
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R. E. DOAN, 

Director of Public Relations, The Denver 
National Bank, Denver, Colo. 

iding | Payment; and the Investigation Work 

Sheet. 
sa tis- In the booklet which explains the 

the |} F H A plan to bankers, suggested lay- 
dling} outs for the ledger card, payment 
count | record, and payment ticket are given. 
‘year | However, it is quite possible to im- 
1 rate | prove and simplify these forms both 
n the] in the interests of efficiency and 

economy. 
aking The ledger card, for example, should 

id to} contain full information regarding both 
y and | the borrower and the note —in short, it 
srant- | should be a complete case-history of 

2 pur- } the loan. In addition to the account 
st an} number, name, address, date of loan, 

based | date of maturity, amount of loan, and 
rience | amount of monthly payment, it should 
-h are | contain the date arranged for monthly 

pe of | payments, the telephone number of the 

borrower at both his residence and place 
’ of employment, and on the back of the 

neces- | card there should be a place for the 
al and | date of any delinquent payment notices 
F H A } sent, or phone calls made; also a place 

esting | for notations as to the borrower’s 
roving | reason for delaying the payment, and 

estion | the date upon which he expects to 
g the make it. 

report On the posting space of the card, it 
the J is quite possible to allow sufficient 

2ment, |} space for a_ thirty-six month loan 
or the f instead of carrying only space for 
Made 9 twenty-four monthly payments on the 

yf New 9 front and using the back for the other 
nsured | twelve months in the case of a three- 

, Proof year loan. By having the entire 
-all of § thirty-six monthly payment space on 

fy the ithe front, you not only eliminate 
; and |] inconvenience in posting, but you have 
e bank |] the reverse side left clear for notations 
lowed. fj of phone calls and notices. 

all fur- The borrower’s payment record, to 
ies, lO} save printing expense and eliminate 

j any elaborate form, can be on a card — 
ot fur- | practically a duplicate of the ledger 

‘ing of Mcard. The ledger card we use is posted 

lowing: jon a regular posting machine, and 
Record | therefore, has no cross rulings or 
Ticket § dollars and cents ruling. 

yrrowel § The payment ticket, which the cus- 
Refer- § tomer fills in when making his regular 

nquent § monthly payment, should be a different 

SEVEN 

Mode
rmza

tion
 Loa

ns 

fF 

Amount oF Loan $ GOO int.$ 23.51 _Pavwents $15 No. 1211 

Date 10/12/34 Maury 6/12/36 Parment DaTE J2th of Month 

NAME John Jones and Mery Jones 
EMPLOYED By Main Street Auto Co. Bus. Tet. 25-456 

Resipence Avoress 14268 Maple St. ResTer. No 

NO. DUE DATE PAYMENTS be aety DATE PAID TOTAL PAID 

1 | NOV1L2 34 1500 NOV2O ‘34 15004 

2|0012'% 1500 DEC 11 "34 30.00 # 

3 | JANL2 35 1800 JANT 2 35 4500 & 

4 | FEBL2 3 1500 FEB 8S 60.00 # 

5 | MARL2 3S 15.00 MARL 1 "35° 7500 % 

6 | APRLI2 3S 3500 APR1LO 35 9000 # 

7{;MIi25 | 1500 MAYL1 55 | 105004 

s | UWN12 % 13090 JNL2%5| 12000 % 

9 | wie % 1500 M63 | 135004 

10 | AUGL2 35 

11 | SPise Ds 
12 | 0i12e 3S 

13 | NOV12 35 

14 | 0012'S 
15 | JANI2 %6 

16 | FEB12 % 

17 | MARL2 % 

18 | APRI2 % 

19 | MAYL2 % 

| __20 JUNI 2 "% 

34 cs 

35 

36 

This specimen ledger card covers a loan for $300 that runs for twenty 
months. The loan isso arranged that payments are made in even amounts 

NAME John Jones Mary Jones CO-MAKER 
RECORD SINCE September 1926 BRO'T TO DATE October 1, 1934 3 

COMPANY — Main Street Auto Co. HOW LONG EMPLOYED 8 years 
POSITION Office SALARY 830 PERMANENT 0. K. 

TRADE EXPERIENCE 
STORE OR CO. OPENED HIGH CREDIT OWING RATE repabhannd seme 

_Globe Furniture 6-28-27 $400 None Very Good $15 4-1-32 
Center Dept. Store 8-3+27 _ $100 $25 Good 30 Day Acct. 9-27-34 | 

_Dbr. H. Watkins ss S) 0-28 $75 None A-1 None 6-10-34 

Ours - 
BANK Savings Account $200. 
LEGAL RECORDS © 

An investigation work sheet determines the applicant’s credit standing 
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veoacaa FORM GF INSTALLMENT NOTE, «. 8. a. FORM 

, Mo.,,. we... 

__after date, for value received, a promise to pay to the order of 

of 

in monthly i li 
and on the same day of each ding month, adj 

Upon failure to pay any installment after the same is fifteen da 
ision be waived as to said default by acceptance of payment of sai 

10 cover expense of following up and handling same 

of $ 

attorney's fee of ten per cent shall be paid by the maker. 

H Maturity 

gach, payable respectively on the : 
to be made of the final payment to make the total payments equal to the face of the note. 

past due, the whole of the debt shall immedia’ 
installment plus a Jate charge of five cents per d 

This note shall bear interest after maturity at eight per cent per annum. If this note is placed in the bands of an attorney for collection, an 

All makers and endorsers waive demand, protest and notice of non-payment. 

_ Dollars 

day of 193__., 

fall due, unless this 
jar of such instaliment 

This is a note form prepared by general counsel of the Missouri Bankers 
Association and approv by the legal department of the Federal Housing 
Administration in Washington as being ‘satisfactory and eligible for insurance’’ 

color from the regular commercial or 

savings deposit tickets used by the 
bank. It is also well to have a nota- 
tion on it that it is for payments on 
FHA loans. This difference in color 
and the notation of its purpose will 
help to eliminate confusion on the 
borrower’s and other customers’ part, 
and they will be more apt to fill out 
the right forms. From the bank’s 
standpoint, three more things are 
necessary on the payment ticket. First, 
it should have places for both the 
number of the loan and the due date 
of payments, to facilitate location of 
the ledger card. Second, it should 
have a place to note late charges when 
occasion arises for making them. 
Third, it should have a place for the 
receiving teller to note the total paid 
as shown on the borrower’s payment 
record. This last item will enable the 
bookkeeper to make sure, when he 
posts the payment, that the bank’s 
records agree with those of the bor- 
rower. 

UTILIZING these forms, the system 

works out in this manner. The ledger 
ecards are primarily filed in chrono- 
logical order, according to payment 
due date. Then, under these thirty- 
one chronological tabs, the cards are 
kept in numerical order according to 
loan number. Such a filing system has 
many advantages. First, it eliminates 
a payment-due tickler system which 
takes up so much time when a large 
number of payments are due on one 
date. It also eliminates the necessity 
of referring to any other records when 
discussing an overdue payment with 
the borrower over the phone or in 
person. 

Instead, the clerk whose duty it is 

to make certain that payments are 
made on time merely goes through the 
ledger cards under the date of the 
preceding day. If no payment was 
made on a loan that day, the clerk has 
all of the necessary information right 
before him, including the borrower’s 
phone number. He can phone immedi- 
ately without making any reference to 

other files in the department. Each 
ledger card thus becomes an entire 
case-record of the borrower, since after 
completion of the phone call, the clerk 
makes a notation on the back of the 
card of the date he called, the bor- 
rower’s excuse for late payment, and 
the date upon which payment may be 
expected. 

An alphabetical cross reference file 

is still necessary, of course, just as it 
would be were the ledger cards filed in 
straight numerical order. This file is 
mainly needed when a borrower comes 
in to make a payment without his 
payment record, and does not recall 
his loan number and due date. In 
such cases the teller refers to the cross- 
reference file card and is enabled to 
complete the transaction. This card 
need contain only the _ borrower’s 
name, the loan number and the due 
date, although it is well to have the 
address, telephone number, date, and 
amount of loan as well. 
When the borrower makes one of 

his regular monthly payments on the 
loan, the procedure is as follows: He 
fills out one of the payment tickets at 
the counter and presents this, along 
with his payment record, at the teller’s 
window. The teller enters the amount 
paid, the date, and the total paid to 
date in the payment record. He also 

enters the date of next payment due as 
a gentle reminder to the borrower. He 
then notes the total paid, as shown in 
the borrower’s payment record, on the 
ticket; late charges if any, and he then 
makes a notation of the due date of 
the payment on this ticket to facilitate 
location of the ledger card. 

At the end of the day’s business, 
these payment tickets are sorted out 
chronologically according to due dates 
and then numerically under each date 
according to loan number. The book- 
keeper then locates the ledger card 
according to these indices, and posts 
the payment. When posting, he checks 

the total paid as shown on the ledger 
card with the total paid as shown on 
the payment ticket. In this way, he 
not only verifies his own work, but he 

THE BURROUGHS 

can make certain that the borrower’s 
record agrees with that of the bank. 
When it is impossible to reach the 

borrower by phone to notify him of 
an overdue payment, a very simple 
form of notice can be mailed. It need 
contain only the borrower’s name, and 

a notation that: “A payment of$.... 
ee oe ” The next 

notice can be the same, with the addi- 

tion of the notation, in prominent 

type: “SECOND NOTICE.” 

Our work with personal loans during 

the past few years has also provided 
us with experience in investigating the 

statements made on the application 

which will be applied to F H A loans. 
Of course, according to F H A instruc- 
tions, as far as the insurance is con- 
cerned, the bank may rely upon the 
applicant’s statements made in the 
credit statement form provided. How- 
ever, there still remain the questions 
of moral responsibility on the banker’s 
part, and the possibility of losses 
exceeding his 20 per cent total if he 
does not go farther than this in investi- 
gating the statements made. 

O see that this money is used for 

the purpose originally intended, the 
banker has a certain amount of moral 
responsibility. He should try to make 
reasonably sure that the money will 
be used for home or business property 
improvements — otherwise neither bor- 
rower, unemployed, nor community 
will fully benefit. And he should make 
reasonably certain that the borrower 
will be able and inclined to repay the 

loan, otherwise his insurance reserve 
of 20 per cent of the total of loans made 
will soon be exhausted. 

In most large cities, the local Retail 
Credit Men’s Association, or a like 

organization, will be found to be of 
great help in supplying information as 
to the applicant’s past credit record. 
A check of this nature usually indicates 
the applicant’s attitude toward his 
bills, and furnishes a valuable criterion 
of his possible action in meeting pay- 
ments on the loan. It also verifies, toa 
great extent, the amount of his present 
indebtedness, and helps the banker to 
determine if the applicant’s financial 
income is sufficient to enable him to 
handle the payments on such a loan. 

A convenient work sheet for checking 
with the Retail Credit Men’s Associ- 
ation over the phone can easily be 

worked out. It should carry a place 
for the applicant’s name, his place of 
employment, position, salary, whether 

the employment is considered perma- 
nent, and columns to note the stores 
with which he has done business and 

his credit record at each. 
In addition to this investigation of | 

his past credit record and his present 
indebtedness, it is also well to phone 
the contractors listed on the applicant’s 
credit statement. A phone (See page 27) 
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Written at Washington, D. C. 

by 

ARTHUR CRAWFORD 
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Studying Loan Applications 

Within a few weeks answers will be available to the 
much discussed question as to whether the banks are doing 

their duty with respect to legitimate demands for credit. 
Field work in a comprehensive inquiry on the subject by 
the Treasury Department was in progress the greater part 
of September. It was estimated that about a month would 
be required to digest the material obtained. Results will 

then be announced. 
Many banks have welcomed the study and expect it to 

show that some of the abuse which has been heaped upon 
them is not justified. With the object lesson of the banking 
collapse too recently behind to permit them to take undue 
risks bankers have nevertheless been under pressure from 
high official sources to show a greater degree of liberality 
in granting loans. On the other hand they have experienced 

tighter supervision by governmental authorities than 
formerly. 

The inquiry by the Treasury Department has been 
conducted in the seventh Federal Reserve district which 
centers in Chicago. Inasmuch as it includes the industrial 
areas around Chicago, Milwaukee and Detroit and the 
heart of the corn belt in Illinois and Iowa as well as a 
diversified farming area in Illinois, Indiana, Michigan, 
Wisconsin and Iowa the Treasury and Federal Reserve 
officials regard the survey as sufficiently representative for 
their purpose. They wanted a district which had been 
affected by the drought as well as one which included 
important industrial cities and one where the government 

credit agencies were in full operation. The inquiry is purely 

a fact-finding venture. 
Dr. Jacob Viner of the University of Chicago, who has 

been serving temporarily as financial and economic adviser 
to Secretary of the Treasury Henry Morgenthau, Jr., has 
been in general charge of the study with Dr. Charles O. 
Hardy, banking expert of the Brookings Institution, in 
direct charge of the field work. More than forty banking 
instructors and students from institutions in the district, 

phone 
cant’s 
age 27) Q 

including the Universities of Chicago, Illinois, North- 
western, Wisconsin and Michigan, were engaged to conduct 
the field work. 
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The process has been to take 2,000 cases of loans which 

have been refused from the records of the banks and another 
2,000 cases submitted from commercial organizations and 
the public generally. The record of all the cases has been 
studied with a view to getting the versions of both banks 
and unsuccessful borrowers. 

In summarizing the purposes Dr. Viner suggested the 
following as among the questions which he hoped to have 
answered: 

1. Are there a number of legitimate enterprises unable 
to obtain credit from the banks? 

2. Is it that too many business men have their credit 
status impaired by the depression and are not good risks? 

3. Is it because banks want to retain their liquidity, or 
are the bank officials unduly strict? 

4. Are other federal agencies supplying funds with 
which bank loans are being liquidated? 

5. Is it simply that bankers are going into the govern- 
ment bond investing business? 

Direct Loans to Industry 

The slowness with which loans have been made from 
the $580,000,000 for direct loans to industry authorized by 
Congress has tended to support the contention of many 
bankers that credit has been available for worthy industries. 

Early in September the aggregate of industrial loans 
approved by the Reconstruction Finance Corporation, 
which has $300,000,000 at its disposal for this purpose, and 

the Federal Reserve banks, which have $280,000,000, was 
only a little more than $15,000,000 of which more than half 
had been handled through the corporation. 

At the time of the enactment of the law there were many 

authorities who doubted that as large a volume of loans of 
this character would be made as thought by the sponsors. 
In interpreting the law both the Reconstruction Finance 
Corporation and the Federal Reserve banks appear to have 
exercised a considerable measure of liberality but both 

want a reasonable assurance of repayment and do not 
regard it as their duty to throw the government’s money 
away. 

There is already discussion of the probability of an 



Eugene R. Black, who is most highly regarded by bankers throughout the 
country, was given a roving commission upon his resignation as governor 
of the Federal Reserve Board. He also returns to Atlanta as governor of 

the Federal Reserve Bank there 

extension of the life of the Reconstruction Finance Cor- 
poration at the coming session of Congress. 

The corporation is authorized to make new commit- 

ments for loans of all kinds only until January 31, 1935. 
Thereafter it would continue in operation as a liquidating 

agency. 
It is obvious that there will be a widespread demand for 

an extension of the loaning authority. The $300,000,000 

for loans for industry for example is not likely to be ex- 
hausted by January 31. It may not be necessary to increase 

the corporation’s resources greatly in view of the volume 
in which repayments are being received. The administra- 

tion undoubtedly will ask for an extension of at least a year 
and perhaps for an indefinite period. 

The Response to Modernizing 

The banks have been responding enthusiastically to 
the program of the new federal housing administration for 

modernization loans guaranteed up to 20 per cent by the 
government. Several thousand banks have signed the 
contracts under which the government insures their loans. 

Under the plan any property owner with good character 
and reputation can go to a financial institution in his 
community or to a contractor or building supply dealer who 
has previously made arrangements with an approved 
financial institution and arrange for a loan of from $100 to 

$2,000 to be used by him to repair, alter, recondition or 
improve his property. Loans may be made in connection 
with any type of improved real property, including a single 
house, an apartment, an office building, a factory or ware- 

house or a farm building. The loans, which are not made by 
the government but only by banks and other financial 
institutions, must be repaid in monthly installments. 

The government insures the loans up to 20 per cent 
provided the borrower owns the property on which improve- 
ments are to be made, there are no tax liens or other liens 
against it, the mortgage is in good standing and the annual 

income of the borrower is at least five times the amount of 
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the annual payments proposed to be made. No security is 
required. The loans may be extended up to as long as three 
years and in exceptional cases to five years. 

The maximum charge set by the housing administration, 
covering all interest and other fees, is $5 for each $100 of a 
one year installment loan, $9.19 for each $100 if it is 
repaid in two years and $13.03 for each $100 if it is repaid 
in three years. It means that on a discount basis the 
borrower receives $95 at the outset when he obligates 
himself to repay $100 in monthly installments over a period 4 
of a year. The return to the bank works out at a rate 

slightly less than 934 per cent. This is a much lower rate 
than has prevailed in connection with automobile financing 
and other similar installment plans. 

The modernization loans have the approval of the 
executive officers of the American Bankers Association. 
In a communication to its members, F. M. Law, president, 
said that it was “‘the consensus that these loans made to 
home owners would serve a most useful purpose and that 
doubtless from among the applications received many good 
and sound loans will be made.” 

Federal Reserve Board Changes 

By appointment of President Roosevelt, Eugene R. 
Black upon his resignation as governor of the Federal 
Reserve Board and return to his former post as governor 

of the Federal Reserve Bank of Atlanta was given a roving 
commission among the banks of the country. 

It is Mr. Black’s duty as stated in a letter from the 
President to present the administration’s recovery program 
to the banks, acquainting them with successive steps which 
have been taken and seeking their co-operation. 

Since the retirement of Mr. Black the Federal Reserve 
Board has had a vice-governor, an office which has been 
vacant ever since Edmund Platt left the board several years 
ago. The President appointed J. J. Thomas, who has been a 
member of the board for about a year. A Nebraska lawyer 
and farmer, Mr. Thomas is the “dirt farmer’? member and 
a Democrat. 

In the reappointment of Adolph C. Miller as a member 
of the board for a twelve-year term his residence was 
officially designated as in the District of Columbia instead 
of in California as heretofore. An original member of the 
board Mr. Miller has lived in Washington for twenty years. 
As the law prohibits the appointment of more than one 
member from any of the twelve Federal Reserve districts 
the change removed the restriction otherwise existing 
against the selection of another member from the San 
Francisco district. 

Earmarking the Gold ‘‘Profit’’ 

The statement by Secretary Morgenthau that the 

$2,800,000,000 of gold profit will be used “ultimately” to 

retire the public debt is interpreted as meaning that such 
action will follow the liquidation of the stabilization fund 
two or three years hence. 

Under the gold reserve act gold profit to the amount of 

$2,000,000,000 was segregated in a stabilization fund for a 
period of two years and a third year at the discretion of the 
President. Thus far less than $200,000,000 of the fund has 

been used. Whether or not the transactions in connection 
with the stabilization of the dollar in foreign exchange 

result in any losses cannot be determined until the fund is 

liquidated. 
Thus far the Treasury has kept the $812,000,000 of 

additional gold profit intact although Congress authorized 
the advancing of $140,000,000 of this amount to the Federal 

Reserve banks for loans to industry. These advances are 

to be repaid at the rate of 2 per cent a year. 
The process by which the gold profit can be used for any 

purpose is to deposit certificates against it with a Reserve 
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bank. The Treasury can draw against the accounts so 
created. The effect of the use of any of the gold profit 
would be to increase excess reserves of the member banks. 

If currency is required it would be in the form of Federal 

Reserve notes. 

Six Cents Per $1,000 of Deposits 

The Federal Deposit Insurance Corporation has 
established a separate insurance fund for mutual savings 
banks as authorized by the legislation extending the 
temporary insurance system for another year beyond July 1 
last. While a considerable number of the mutuals withdrew 
from the system on July there remain sixty-eight banks 
with a combined total deposit liability of $1,382,350,396. 

Each insured mutual savings bank may elect either 

$2,500 or $5,000 as the maximum individual protection 
it cares to offer. 

A report of the operation of the corporation for the 
first six months of the existence of the insurance system 

calls attention to the fact that the cost of insurance was 
less than six cents per $1,000 of insured deposits. 

Withdrawals on July 1 reduced the number of in- 
sured accounts in the system from 56,000,000 to about 
50,000,000 and the amount of insured deposits from about 

$16,000,000,000 to about $12,000,000,000. 

The Silver Program 

Inflationary possibilities in various angles of the 
Treasury monetary program have been minimized as the 
Treasury has gone forward with its financing in accordance 
with the usual orthodox methods. 

The nationalization of silver, which is going forward 
under authorization of the silver purchase act, is not highly 
inflationary. The total silver thus to be purchased at 
slightly more than 50 cents an ounce is estimated at not 
more than from 200,000,000 to 300,000,000 ounces. Silver 

certificates are being issued at a face value equal to the cost, 
silver bullion meanwhile being set aside as cover for the 
certificates on a basis of the monetary value of $1.29 an 
»ounce. While the Treasury has authority to issue certifi- 
cates against the bullion which represents the profit equal 
to the difference between 50 cents and $1.29 it is not doing 
so at present. Issuance of certificates on silver profit has 
been approved only as to silver held before the enactment 
of the silver purchase act. 

Whether or not the President will use his authority to 
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Professor James H. Rogers, left, discussing silver with Japan’s Finance 
Minister, Sadanobu Jujii, right, and Vice-minister Juichi Trushima in Tokio. 
Professor Rogers has been studying silver in the far east for many months 
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Adolph C. Miller who was appointed to the Federal Reserve Board as repre- 
sentative of the Richmond district, is shown leaving the White House with 

Secretary of the Treasury Morgenthau 

reduce the silver content of the silver dollar by the same 
ratio as the gold content of the gold dollar has been reduced 
is a matter of speculation. There has been no official 
statement on the subject. Such action would have the 
effect of increasing the monetary value of the silver and 
consequently the profit accruing to the government. It 
would increase the inflationary possibilities. 

President to Speak at Convention 

President Roosevelt has given assurance that he expects 
to accept the invitation of the American Bankers Associ- 
ation to address its annual convention which takes place 
in Washington the latter part of October. 

That the President should address the bankers seems 
particularly appropriate in view of the importance of bank- 
ing policies in the administration’s recovery program. It is 
assumed that the President will take the occasion to review 
what has happened with respect to the banks and perhaps 
to give some intimation of such further banking legislation 
as he may favor. 

With a study of banking legislation which has been in 
progress during the summer by a group of professors at the 
Treasury about completed the administration’s program 
may take shape in the near future. 

Federal Credit Agency Assets 

Hereafter it will be possible to obtain information as to 

assets of credit agencies financed by the government some- 
what more easily than in the past. A monthly tabulation of 
assets and liabilities of all agencies financed wholly by the 
government and also those which are partly financed by 
the government is being issued by the Treasury Department. 

Publication of the first such statement was coinci- 
dent with a radio speech by Secretary of the Treasury 

Morgenthau on government finances. In this speech the 
Secretary pointed out that against the $6,000,000,000 
increase in the public debt from March 1933 to July 1, 

1934, there could be offset $2,800,000,000 of gold profit, an 
increase in the Treasury’s cash balance of $1,600,000,000 
and an increase in net assets of agencies wholly owned and 
financed by the government of $1,095,000,000. Under this 
basis of figuring the net deficit could be cut down theoreti- 
cally to about $500,000,000. 
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Shifting employees develops them and shows for which jobs they are best suited 

O Your Employees 

by 

FREDERIC E. WORDEN 

Vice-president and Cashier, National Bank of 
Auburn, Auburn, New York 

HE banker of today is, or should 

be, alert to new ideas. He should 
be able to sift out the ones that 

are worth while and that can be made 
useful in meeting his own particular 
problems. These ideas come from 
various sources, and many times from 

outside the field of banking. 
One such idea came to me a few 

months ago on a hurried trip to New 
York. My train companion was a 
Texas business man, the manager of a 
chain of retail shoe stores. He talked, 
enthusiastically, of his system for 
keeping track of his inventory; he told 
how successful he had been in main- 

taining a working force of honest clerks. 
“Thirty or forty dollars has been 

the limit of dishonesty for any one of 
them before we have been able to 
check up on the leakage,”’ he boasted, 
and added emphatically, “‘people work- 
ing for you appreciate the safeguards 
you put around them.” 

It was this last statement that 

buried itself deep in my mind. It 
stayed with me long after I was back 
home, and led to the installation of a 
system which this article is intended 

to describe. 
First, perhaps it would be well to 

say that the discussion is not meant for 
the large-city banks who can afford 
auditors. It will simply show the 
method used by one small-city bank, a 
plan instituted among our employees 
which we believe to be a fundamental 
improvement, and which we know 
now to be approved by them. 

Of course, the problems of my travel- 

ing acquaintance were different from 
ours. Take the matter of amounts. 
Anyone who has working knowledge 
of a bank realizes how far beyond the 
thirty- or forty-dollar limit dishonesty 
may creep before it is brought to light 
by the fear-provoking bank examiners. 
Even the humble messenger, custodian 
of the bank’s stamp drawer, may get 
into much deeper water than a slick 

BENEFIT 
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shoe clerk, in a markedly shorter time. 

What then, of the others? The tellers, 
for example, with their large amounts 

of cash on hand, and their many ways 
of taking advantage of it? 

It has always been a strong convic- 

tion of mine that the employees in the | 
small-town bank should be -moved 

around very often. Promotions hap- 
pen slowly for the country banker. | 
The man coming to work every 
morning, year after year, to the same 
desk or counter, gets to thinking it! 
will always be thus. He needs to be 
moved to keep him on his toes, and 
both he and the men at the head of 
the bank’s organization need _ the 
system of change for several other 

reasons. 
First, in a small establishment it is! 

imperative that at least two people} 
be familiar and have experience with| 

every job in order always to keep a 

smoothly running structure. Second,} 
it provides a splendid chance for 4 
study of the individuals. And the 

last reason which I shall name, it 
provides an independent audit of each} 

-€=%: 
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Employees welcome any move that is made to safeguard them from suspicion 

Here is a plan that was. put _ operation primarily 

to safeguard the bank but that resulted in developing 

employees and speeding promotion for those of ability 

member of the torce. While this has 
been a thought in the back of my 
mind for a long time, it needed the 
stimulation that came from my com- 
panion on the train to give it the 
impetus necessary to evolve it into a 
working theory —the actual building of 
a protective plan around the tempta- 
tions to which every bank worker is 
subjected. 

Without going further into these 
ideas and objectives, let’s look at the 
plan we have put to work. This plan 
was executed primarily as a safeguard 

to the employees, but just see if it 
hasn’t accomplished, to a greater or 
lesser degree, the other things we had 
in mind. 

We'll take the tellers first, and dwell 
chiefly on them. It will enable you 
to see clearly what is being done. 

About every two months, the first 
thing in the morning after the cash 
has been assigned, but not counted, 

in each of the six cages (four in the 
commercial, and two in the note de- 
partment) the assistant cashier steps 
up to the men and advises them they 

will be shifted around for a short time. 
For instance, teller number one will 
take over the cash of teller number 
four on this particular morning, and 
teller number two will go over to 
teller number three’s cage, which 
happens to be in the note department, 
and do the same. 

Tas gives, at once, a complete check 
on the other fellow’s cash. It brings 

to light any unreported and unau- 
thorized cash items. Cash _ items. 
Just saying over those two short words 
will remind any officer of the dire 
dangers they hold for the teller. A 
teller with friends on the outside, for 
illustration, able to convince him from 

time to time that he should grant 
special money favors, carrying them 
along in cash items until a convenient 
settling day. : 

I have discovered this: A teller will 

resent my stepping into his cage at 
four o’clock to count his cash. 
throws suspicion af him. 
welcomes any move I may make to 
safeguard him against ‘(See page 20) 

It. 
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Frequently promotion possibilities are 
brought to light under the plan of shift- 
ing employees discussed by Mr. Worden 
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The bank that is located in a country 
town or small city can, and does, obtain 
valuable services from its city correspondent 

orrespondent 

Bank SERVICES 

What City 

Banks Offer 

Compiled from the services offered by a 
number of big-city banks distinguished for 

their large lists of correspondents: 

COLLECTIONS: 

City and country collections. 
Note, bond, and coupon collec- 

tions. Transit items. 

INVESTMENT SERVICES: 

Commercial paper. Bankers 
acceptances. Governments and 
Municipals. Miscellaneous. 

GENERAL SERVICES: 

Safekeeping. Credit informa- 
tion. Foreign department serv- 
ices. Currency shipments. 

MISCELLANEOUS: 

Advisory services of specialized 
departments. Co-operative 

services. New business helps. 

OT long ago a bank in a north- 
western city laid before its 
Chicago correspondent a trouble- 

some problem of its own. One of its 
customers did his principal business in 
selling dairy products to New York 
City houses, financing this trade 
through the bank in question. The 
bank in turn collected through drafts 
on New York, attached to documents. 
Which is an excellent type of business, 
most bankers will agree. 

Here, however, was the rub. The 
shipper’s statement was excellent of 
its sort, but his net worth indicated 

the advisability of a definite limit on 
the line extended to him. This credit 
limit amounted to about five normal 
days’ volume of his New York sales. 
It was taking an average of nine days 
for the northwestern bank to collect 
funds on these shipments. Therefore 
the bank was in the position at most 
times of extending to this borrower 
about double the credit to which he 
was entitled. Its credit department 
was unhappy about the situation, with 
good cause. Yet the business was 
profitable and in every other respect 
desirable. What could the Chicago 
bank suggest to retain this profitable 
account for the country bank without 
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Ewing Galloway 

What are the services that the city 

correspondent can offer today to its 

country banks ?—The answer to this 

question is an enlightening article 

By ARTHUR 

VAN VLISSINGEN, Jr. 

continuing so large a total at risk? 

“That’s easy,” said the vice-presi- 
dent in charge of country banking. 
“Just send the drafts and documents 
to us for handling, instead of sending 
them direct to New York. Get them 
on a train that reaches Chicago first 
thing in the morning, and we'll get 
your funds back to you so fast it will 
make your head swim.” 

“But that’s just putting another 
step in the operation,” objected the 
country banker. “I don’t see how 

that can do anything but slow it 
down.” 

“‘Never mind what you think,” his 
city friend told him. “Just try it. Dll 
promise to cut a lot of that slack out 
of your elapsed time for collecting 
those funds.” 

O the northwestern banker tried it. 
Sure enough, his money began getting 

home sometimes in four days, some- 
times in five. The loan balance of the 
dairy products shipper dropped down 
to just where the credit man said it 
belonged. It was all very mysterious. 

A few weeks later the Chicago 
banker dropped in, on a regular trip 

around his territory. “Say, what did 
you do to those drafts?” the country 
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banker demanded to know. “I can’t 
see how you ever cut so much time out 
of that operation for us.”’ 

“Well, it was pretty simple,” his 
visitor laughed. 
I made you promise to get that mail 

on a train which reaches Chicago be- 
fore business hours, where probably 
before that you were catching a later 

train half the time. It reaches us at 
the opening of business, we put it 
through our routine and into an 
envelope of mail that goes to a New 
York bank on the Twentieth Century. 
We know that the only sure way to 
get mail on the Century is to put it on 
—so we do that by messenger every 
day. The result is that your draft is 
in New York on the second morning 
after it leaves your bank, instead of 
drifting in on a slow train for third 
morning delivery. The New York 
bank gets right after it, collects the 
money, and may actually get it on the 
Century the same day; if it does, you 
get the funds on the fourth morning. 
If they are slower and catch a later 
train, or even next day’s Century, you 
get them on the fifth morning. They 
watch trains for Chicago, but they 

simply cannot pay attention to trains 
for your city, where their volume is 

“In the first place,’ 

banking. 

Keystone 
View 
Company 

small. So it just naturally needed 
eight or nine days for the money to 
get back to you when you were dealing 
direct, whereas we make it in four or 
five days with the greatest of ease. 
Say,” he added, “‘if you’ll pay for wire 

advices I’ll get the money for you in 
three to four days instead of four to 
five days.” 

“‘Never mind,” laughed the north- 
western banker, “‘we’re better off the 
way we have it now.” 

‘THis instance is typical of the as- 

sistance a country bank may obtain 
by using to the full the services of its 
city correspondents. Many an out- 
of-town bank, say the banks-and- 
bankers officers of city institutions, 
could obtain comparable assistance by 
laying its problems before them. As 
it is, the average country bank goes 
along without availing itself to the 
fullest of the assistance which it might 
obtain. And unless the city corre- 
spondent hears by chance of the 
opportunity to assist, it does not have 
the chance to apply its special facilities 
to the task of its country account. 

Just what services can a country 
bank obtain of its city correspondents? 
The bulk of these, of course, are daily 

Speed is the very es- 
sence of correspondent 

It is the basis 
of studies that frequent- 
ly bring unexpected and 

profitable results 
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Banks located in metro- 
politan centers, by the 
very nature of their in- 
stitutions, can render 
no end of assistance to 

country banks 

routine: collection of items, currency 
shipments, bond and coupon collec- 
tions, credit information. Some of 
these gravitate naturally to the Federal 
Reserve Bank for members, along with 
safekeeping of securities and other 
standard federal services. But Federal 
Reserve service is limited, whereas city 
correspondent service tends to be al- 
most unlimited for customers who main- 
tain substantial balances. By the very 
nature of the institution, many metro- 
politan commercial banks are in posi- 
tion to be of assistance to country 

banks in ways entirely beyond the 
scope of any Federal Reserve Bank. 
And if the balances maintained by the 
country bank are sufficient, the bulk 
of these services can be obtained from 

the city bank without cost to the 
country bank. 

Consider, if you will, the single item 
of advice on investments. To be sure, 
a good many country bankers merely 
snort when this is mentioned, with 
memories of boom-times bond pur- 

chases fresh in their minds. But the 
fact remains that many big-city banks 
maintain for their own use substantial 
forces of competent men for invest- 
ment analysis. In many instances 
these investment analysis depart- 
ments are ready to check the invest- 
ments of correspondent banks in a 
way that the smaller country institu- 
tions cannot otherwise hope to 
approach. 

For example, in one state an over- 
whelming proportion of all country 
banks maintain accounts at a single 
bank in the state’s largest city. The 
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reason, on investigation, usually turns 
out to be the investment counsel which 
this bank offers its correspondents. 
The city bank has a large investment 
portfolio of itsown. An affiliated trust 
company has a substantially greater 
volume of investments. Until recent 
restrictions went into effect, an affili- 
ated investment company handled a 
similarly large volume. An affiliated 
chain of banks throughout the state 
exists. The institutions therefore main- 
tained an investment analysis staff 
which unquestionably knows more 

about the stocks and bonds most 
favored in its state than does any 
similar department anywhere in the 

country. This staff likewise has high 
standing on securities of less local 
character. Any correspondent bank 
maintaining a worth-while balance has 
for years been solicited to submit its 
list of investments twice a year, and 

to write for special information at any 
other time. All of this involves com- 
paratively little expense to the city 
bank, which already has dug out the 
facts for its own guidance. It is note- 
worthy, however, that the country 

banks of this particular state do less 
blues-singing about bonds than do 
those of most neighboring common- 
wealths. And the volume of banking 
deposits on its books maintains a level 
at which many other city banks look 

enviously. 

OR consider the possibility of assist- 
ance in operating. One bank in a 

Federal Reserve city has won itself 
many faithful friends—and _inci- 
dentally saved many of its country 
correspondents from fatal errors dur- 
ing the earlier depression years —by 

letting it be known that on request it 
would gladly send out a crew of expert 
operating men to size up the country 
bank’s methods and make _ recom- 
mendations. The crew is_ usually 
headed, or followed, by an _ officer 
competent to speak both on operating 
and general banking, His suggestions 
have revised the loan and investment 
programs of many of his institution’s 
country correspondents, brought serv- 

ice charges to supply essential revenues 

long before service charges were a 

matter of course, plugged potential 

leaks for defalcations, brought econo- 

mies and improvements in routine 
operations. Try to dislodge one of 

those banks from his institution’s list 

of accounts, and get a fair imitation 

of battering your head against a stone 
wall! 

Such services are available from 
most city banks to their substantial 

country customers. Not always, to 

be sure, in such well-worked-out pro- 

grams as these just cited. But such 

services can usually be had by the 

country banker who maintains a bal- 

ance sufficient to earn attention and 

who presents his problems to his city 
banker clearly enough—and some- 
times, persistently enough—to show 
the opportunity and need for the 
service. 

One country banker tells of a case 
where his city correspondent actually 
obtained for him a trust of substantial 
size. A well-to-do man in the smaller 
town was preparing to trustee a large 
sum. The competition for the business 
lay between the trust department of 
his substantial little home-town bank, 
and a trust company in the state 

capital. When he had the whole situ- 
ation well in mind, the country banker 
took the sleeper for his nearest reserve 
city, and early next morning was being 
introduced by the country-banks de- 
partment to the head trust officer of 
his city correspondent. Before this 
authority he laid his problem. The 
trust officer called in one of his lieu- 
tenants, who specialized in trusts of 
the sort under consideration and who 
had doubtless handled within the past 
year more of such trusts than the 
country banker would see in a lifetime. 
Together they sat down and spent the 
better part of the day working out the 
details of the proposition in hand. 

Next morning the country banker got 
home, went into a huddle with the 
client and his lawyer, and within a 
week had closed up the papers on a 
trust larger than the total of his bank’s 
trust business to date. 

Somewhat related, in spirit if not in 
method, is the aid often obtainable 
from a city correspondent in landing 

commercial business. A chain store 
organization is about to enter a small 
city, and the prospective account looks 
desirable to the local banker. A word 
from his city bank to the treasurer of 
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that chain store corporation may be 
all that is needed to land the local 

account. If the country bank is such 
that the city bank can conscientiously 
recommend it, the recommendation is 

usually forthcoming —likewise the ac- 
count. The managing officer of a 
bank in a good-sized upstate city of 
one industrial state declares that with- 
out the aid of his city correspondents, 
his bank would not be half its present 
size. The bank was founded after the 
depression had closed all but two of 
the local banks. The new bank 
started from scratch, and without a 
local man on its official staff. But the 
new bank knew city correspondents; 
it could present an absolutely clean 
financial statement when such state- 
ments were a rarity. Within six 
months, it had more accounts of 
national corporations than had ever 
been gathered together in the city. 
The city banks, so they modestly say, 
deserve all the credit for the new 
institution’s rapid and solid growth. 

Most big-city banks of necessity 
maintain for their own use staffs and 

departments which are beyond the 
reach of smaller institutions. Much of 
the work done by these divisions, with 
the resultant information, is directly 
applicable to the needs of country 
correspondents. While the city banks 
cannot afford to broadcast this infor- 
mation to every country bank on their 
lists, they are usually glad to make any 
specific piece of information available 

to any country correspondent which 
raises the point. 

A bank in a large city —not a reserve 
city —has done this sort of thing for 
its correspondents on so extensive a 
scale that the country (See page 20) 

Aeystone View Co. 
Metropolitan banks are among the largest users of airmail for speeding up 

the handling of commercial services 
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Community Property 

Banks becoming grantees of real 
estate under deeds containing war- 
ranty covenants cannot rely too con- 
fidently on the warranty in certain 
circumstances, if the doctrine laid 
down in a recent Texas case is followed 

generally. 
A husband and wife in Texas con- 

veyed real estate in the nature of 
community property by deed contain- 
ing a warranty covenant. This par- 

ticular piece of real estate was subject 
to a paving improvement lien, which 
had been executed by the husband and 
wife before they conveyed the property. 

A few months after the conveyance, 

the husband died insolvent. The 
grantees of the real estate and the 
construction company holding the 
lien, sought to enforce payment from 

i the widow under the warranty cove- 
nant in the deed. The Texas court 

} ruled that a married woman who joins 
} with her husband in a deed conveying 
|} community property, cannot be held 
personally liable on a lien of the kind 
described, even though the deed con- 

} tained, as here, a warranty covenant. 
(Panhandle Co. vs. Lindsey, 72 South- 
western Reporter, 2nd, 1068.) 

Debtor’s Relief 

When the Bankruptcy Act was 
amended by Section 74, providing for 

S extension of time for debtors and for 
the compromise settlement of debts, 

. ... Recent Court Decisions that 

are of Particular Interest to Banks 
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there was much discussion of the 
validity of such legislation under the 
constitution. The question of con- 
stitutionality was recently raised be- 
fore a Federal District Court in 
Illinois, which said: 

“There is no doubt in the mind of 
the court but that the subject matter 
of Section 74 is clearly within the mean- 
ing of the words, ‘Subject of Bank- 
ruptcies’ as the same are found in 
Article 1, Section 8, of the Constitu- 
tion.”” (In re Parmenter, 7 Federal 

Supplement, 184.) 

Accelerated Note 

Is a bank likely to be confronted with 
a charge of usury merely because in a 
form of note which it uses for amorti- 
zation loans there is a clause making 
the entire amount due and payable 
upon a default in any amortization 
payment? 

In a Texas real estate deal a note 
was given calling for monthly pay- 
ments of interest and amortization. 
The note provided that, upon default 
of a monthly payment, the holder, at 
his option, could immediately mature 
the entire debt. A default of a monthly 
payment occurred and the holder of 
the note at once proceeded to collect 
the full amount by a trustee’s sale of 
the real estate in connection with 
which the note was given. 

The note was then attacked on the 
ground of usury, it being contended 
that the option given the holder to 

SEVENTEEN 

By 

CHARLES R. ROSENBERG, Jr. 

_ accelerate the maturity of the note 
enabled him to collect usurious interest. 
The court decided the transaction was 
free of usury because the option to 
accelerate the maturity, as the court 
interpreted the note, was with respect 
to principal only, the interest being 
collectible only up to the date of 
payment. 

In its opinion the court differentiated 
this case from a number of other Texas 
cases in which accelerated notes were 
held to be usurious. 

“Those were cases,” the court said, 
“‘where interest notes had been given 
and by virtue of acceleration clauses it 
was possible for the holders of the notes 

to accelerate the maturity of both 
principal and interest notes, resulting 
in a contract whereby the makers of 
the notes would be required to pay 
interest in excess of 10 per cent per 
annum.” (Dunlap vs. Voter, 72 
Southwestern Reporter, 2nd, 1109.) 

Endorser Liable 

Banks seeking to enforce payment 
of notes by endorsers are sometimes 
met by curious technicalities whereby 
the endorser seeks to escape payment. 
That an endorser of a note may find 
his technical position under the law 
materially affected by a contract con- 
tained in the body of the note itself, 
is illustrated by an interesting Tennes- 
see decision. 

A and his wife signed as co-makers 
anote drawn to Baspayee. (See page 27) 
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or 

ACCOUNT OF 

STATEMENT FOR OCTOBER 1934 
FORM 800A ou 238 

Equiiable Trust Company 

Wilmin¢ton, Delaware 

TRUST DEPARTMENT 

ESTATE OF JOHN S ADAMS” 

INCOME CASH DATE PARTICULARS cre. ; PRINCIPAL CASH 
Fi G Ol DISBURSEMENTS RECEIPTS BALANCE DISBURSEMENTS. RECEIPTS BALANCE 

or 1% BALANCES FORWARDED 1,162.43 3,891.76 

or is ARKANSAS POWER AND LIGHT 25.00 
or 134 BELLOWS FALLS HYDRO ELECTRIC CORP 25.00 
ocT 134 CLEVELAND ELECTRIC ILLUMINATING CO 25.00 
oT 134 DOMINION OF CANADA 18.75 
or 1% HUMBLE OfL AND REFINING CO 25.00 
oT 134 MIDLANO VALLEY R.R. CO 25.00 
ocT 13% NORTHERN STATES POWER AND LIGHT CO 25.00 
oct 134 PENNSYLVANIA POWER AND LIGHT CO 22.50 
oct 134 SOUTHERN RAILWAY 30.00 
ocT 134 TEXAS AND PACIFIC RAILWAY CO 50.00 1,433.68 3,891.76 
or 2m AMERICAN TELEPHONE AND TELEGRAPH CO 

5S *60 PURCHASED 2M 12.50— 1,421.18 2,152.50— 1,739.26 

The statement of principal and income contains every 
cash transaction since the previous statement 

00d-Will from 
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STATEMENTS 

HE statements of account ren- 
; dered by trust institutions to 

their trust customers frequently 
constitute the main direct contact 
and sometimes the only direct contact 
between trust institutions and their 
trust customers. For this reason, 
these statements have a tremendous 
influence upon the attitude of both 
trust customers and the general public 
towards trust institutions and trust 
business. 

All creators of living trusts and 

agencies, all guardians of minor bene- 
ficiaries, all guardians and trustees of 
incompetent beneficiaries, all bene- 
ficiaries of estates and trusts and all 
other persons who have financial 

interests in estates, trusts and agencies 
are entitled, not only to inspect the 
books and records of the accounts in 
which they are financially interested, 

but also to have statements of account 
rendered to them. Furthermore, they 
are entitled to receive copies of the 
reports and accounts in which they 
are interested, as they are rendered to 
the probate courts and to the courts of 
chancery. Much good will or ill will 
towards a particular trust institution or 
towards trust institutions in general 
is engendered, not so much by the 
rendering or not rendering of such 
statements, as it is by the kind of 
statements so rendered. 

FROM the standpoint of both cus- 
tomer-relations and public-relations 

a serious consideration is that a state- 
ment may be technically unexception- 
able to an accountant and yet almost 
wholly unintelligible to a trust cus- 
tomer. If a trust institution were 
indifferent to these relations, it might 

Gilbert T. Stephenson 

take the position that, if its records 

and accounts satisfy the accountants, 
auditors and courts, it need not under- 
take to keep records and accounts that 
are intelligible to and understandable 
by settlors and beneficiaries who are 
wholly unacquainted with approved 

bookkeeping and accounting methods, 
forms and practices. However, a 
trust institution that took such a posi- 
tion would soon find that it was creat- 

ing a great deal of ill will for itself and, 
perhaps, for other trust institutions 

as well. 
Three things about statements of 

account in which trust customers are 
especially interested are accuracy, 

understandability and. promptness. 
Accuracy — The accuracy of the state- 

ment may be taken for granted. A 
trust institution cannot afford to send 
out inaccurate statements. It will not 
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CLEARING HOUSE 

STATEMENT OF SECURITIES 

Equitable Trust Company 

Wilmington, Delaware 

TRUST DEPARTMENT 

wy 

Securities held for account of 

ESTATE OF JOHN S. ADAMS 

At the close of business 

SEPTEMBER 29, 1934 

20 SHS. GENERAL ELECTRIC Co. 
COMMON 

JAJIO 25 $3.00 

17 SHS. GENERAL MOTORS CORP. 
$5. PREFERRED 

FMANI1 $21.25 

The sheets listing the assets are bound in a specially 
prepared folder 

The trust customer expects three things 

| from the bank in a statement of account: 

accuracy — understandability — promptness 

ated 

tolerate repetitions of errors on the 

part of its bookkeepers, accountants, 
or typists. Besides, through audits 
and checks it has ample means for 

detecting and preventing errors. On 

the score of accuracy of statements, 
trust customers can have little cause 
of complaint of trust institutions. 

Understandability —The understand- 
ability of statements offers a much 
more difficult problem. A trust insti- 

tution may increase the understand- 
ability of its statements of trust 
accounts by (1) eliminating from the 
statement every unnecessary technical 

jterm, (2) by exp essing the entries in 
‘plain and simple English written out 
and not abbreviated, (3) by summariz- 
sing the statement so as to show at 

jonce and in one place the information 
‘that the settlor or the beneficiary will 
be most likely to desire, and (4) by 

4 

by 

GILBERT T. STEPHENSON 

Vice-president, Equitable Trust Company, 
Wilmington, Delaware 

inviting and seeking opportunity to 
explain the statement. 

HE ideal way, of course, is for the 
settlor or beneficiary to come to the 

trust department and have someone, 
who is thoroughly familiar with the 

account both from the standpoint of 
accountancy and from that of adminis- 
tration as well, to explain it in such 
detail as the settlor or beneficiary cares 
to have it explained. Frequently such 
an explanation calls for the services of 
both an accountant and an adminis- 
trative officer, for the accountant may 
not know enough of the practical 
administration of the particular trust 

or estate or agency to explain the 
account in terms that will be under- 
standable to the settlor or beneficiary, 
and the administrative officer, on his 
part, may not know (See page 28) 

NINETEEN 

25 SHS. ATLAS POWDER CO. 
PREFERRED 

PMAN1 $37.50 

20 SHS, JOSEPH BANCROFT & 
SONS: CO. PREFERRED 

2 SHS. CITIZENS HOUSING CORP. 
CAPITAL ° 

MARCH 1 $.40 

$1000, AMBRICAN TELEPHONE & 

$1000. 

2 NY 

TELEGRAPH 00.5% 35 YR. S.F. 
DEBENTURE DUE JANUARY 1,1960 

APPALACHIAN ELECTRIC POWER 
CO.5% FIRST & REF.MTGE.DUE 
MAY 1,1956 

MNi $25.00 

$1000. CENTRAL ARKANSAS & BASTERN R.R.CO.5% FIRST MTGE.D 
JULY 1,1940 _ 

NY JJil $25.00 

$1000. CENTRAL ILLINOIS ELECTRIC & GAS CO,5% PIRST & REP. MTGE .DUE FEBRUARY 1,1961 
2 NY Fal $25.00 

$1000. CONSUMERS POWER CO.5% 
FIRST LIEN & REF.GOLD DUE 
JANUARY 1,1936 

ewe ae 1 $25.00 

$1000. DELAWARE POWER & LIGHT CO, 
44% FIRST MTGE.DUE 
JULY 1,1971 

2 NY 134 $22.50 

$1000.: DENVER GAS & BLECTRIC CO. 
5% FIRST & REF.MTGE.DUE 
MAY 11,1961‘ 

2 NY MN i $25.00 

$2800. EAST COAST PUBLIC SERVICE 
CO.4% FIRST LIEN & COLL.TR. 
SERIES A DUE AUGUST 1,1948 

2 NY FAI $56.00 

$1000. BLECTRIC POWER & LIGHT CORP. 
5% DEBENTURE DUE FEB.1,2030 

NY PAl $25.60 
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Correspondent Bank Service 

(From page 16) banks just naturally 
turn to it for all sorts of help which 
are not of routine nature. Questions 
about proper procedure in holding 
directors’ meetings, advice on auditing, 
even requests from former officers of 
banks since closed, all these come 
to it in every morning’s mail. More- 
over, if they can properly be answered 
without undue expense to the city 
bank, the full information requested 
goes back promptly. 

One point which city banks must, 
of course, avoid is the giving of legal 
advice under circumstances which 
might be construed as corporate prac- 
tice of law. Any banker is well-advised 
to make excuses when asked for direct 
legal counsel. One bank gets around 
this difficulty by offering to lay such 
questions before competent attorneys 
—the lawyer’s bill to come, of course, 
to the country bank which raises the 
question. At the same time, this bank 
stands ready to make available to its 
correspondents legal information of a 
general sort which it has already on 
hand. Instances of this sort during 
recent months have been in connection 
with new federal legislation. If a 
country bank writes in for all possible 
facts on the Securities Exchange Act 
of 1934, for example, the city bank 
sends along the digest prepared by its 
own counsel for the guidance of its 
management and personnel. But if 
the country bank asks a_ specific 
question about what it may or may 

Safeguards That Benefit Employees 

(From page 13) suspicion. The men are 
left in these locations for a period 
varying from ten days to two weeks, 
then they go back to their usual jobs. 
Now here are things to consider 

while these fellows are performing in 
jobs other than their own. One man 
works faster than another. The one 
who works fastest should be at the 
first window coming in from the street. 
More people stop with him. He must 
bear the brunt of the counter trade, 
and handle it so as not to keep a line 
of waiting, impatient customers. On 
the other hand, the head teller is 
further down the line, away from con- 
stant interruption, for he is in charge 
of all the cash, and he carries the 
master block throughout the day. 
The change enables me to find out if 
my placing of the men has been right. 
Perhaps I have more than one well 
qualified for that front window, or 
particularly suited for the figuring 
involved in head teller work. 

Doubts on the drawing, or repelling, 
personalities of the men are cleared up. 

not do under this act, the city bank 
cautiously sidesteps. 

Another instance of comparable type 
frequently arises in connection with 
tax matters. One officer of a city bank 
has for the bank’s own _ purposes 
equipped himself with a great deal of 
knowledge on tax matters of all sorts, 
federal, state, and municipal. This 
knowledge is available to all corre- 
spondent banks. The officer is glad 
to answer inquiries about federal taxes 
for banks anywhere in the United 
States—if they maintain accounts 
here. He likewise handles inquiries of 
more local nature for banks within the 
state. In his own institution he is 
considered the foremost authority on 
bank taxation, the last word, even 
better than the bank’s attorneys. 
Unquestionably he has saved corre- 
spondent banks sums totaling into six 
or seven figures during the past five 
years, entirely free of cost to them. 
What are the routine services offered 

by large city banks to their country 
correspondents? Well, the list if 
itemized would fill this entire maga- 
zine. Instead, therefore, of going into 
detail, suppose we list them in rather 
general terms. Here is a list compiled 
from the services offered by a number 
of big-city banks distinguished for 
their large list of correspondents: city 
and country collections, note, bond, 
and coupon collections, transit items. 
Investment services; commercial paper, 
bankers acceptances, governments and 

I watch to see if people follow certain 
tellers. They do, you know, to a 
remarkable degree. It is an interesting 
study to note human nature in this 
respect. When I move a chap whose 
easy, gracious manner wins for him a 
large circle of friends, I am pleased to 
see folks hunting him up when they 
miss him at his usual post. That man 
is a prospect for promotion. Maybe 
there are others with a following whom 
I have overlooked. 

T is possible that I have alarming 
salesmanship weaknesses among these 

men. The tellers are salesmen, be 
assured of that. Sellers of the bank’s 
services, which is really the only thing 
we have to offer. They are the ones 
who are closely and constantly in 
touch with depositors. It is so easy 
to slide along. You know how it is. 
Officers sitting up in the spacious rooms 
to the side of the front lobby, busy with 
the thousand and one details, petty 
and large, get to thinking that the 
decisions they are called upon to make 

THE BURROUGHS 

municipals, miscellaneous. 
ing. Credit information. 
partment services. 
ments. 

There are in addition, of course, 
miscellaneous services of a thousand 
kinds. Some of these have already 

been touched upon. Others include 
performing personal services for bankers 
and their customers who come to town. 
Handling miscellaneous transactions of 
sorts which arise and for which no 
routine exists—for example, one big 

city bank occasionally is asked to find 
out for some country bank whether a 
house owned by the country bank’s 
best customer is bringing sufficient 
rental. The same city bank frequently 
uses its New York wire to accomplish 
quick results otherwise impossible. 
Summed up, the services which a 

country bank may obtain from its city 
correspondents are innumerable and 
unbelievably varied. And if, at the 
end of the month, the country banker 
looks ruefully at the debit ticket which 
sums up the difference between the 
analysis earnings of his average balance 
and the city bank’s charges and out-of- 
pocket expenses for these services, at 
least he may comfort himself by one 
reflection: In no other line of Ameri- 
can business is there such an interlock- 
ing of usefulness between institutions 
in different territories, and in no other | 
department of any business can a/ 
customer get so much service for so | 
very few dollars of cost. : 

j 

Safekeep- 
Foreign de- 

Currency ship- 

are more important than doing some | 
constructive thinking and more impor- | 
tant than keeping a close vigilance on 
those whose contacts are nearer to the 

customer’s interests than theirs. 
It is so easy to put stress in the 

wrong place. We jog along until some 
noticeable dropping off of profits 
causes us to wonder where we are 
falling down, or, what is straight to 
the point here, until some entirely 

unexpected and shocking dishonesty 
strikes like a thunderbolt in our midst. 
Then we spring into action —for a time. 

Let’s glance now at the other posi- 
tions. What we have said thus far 
applies in many respects to them. | 
Even though there is less contact with 
the public, and little or no cash 

handled, the independent checkup is 
needed and accomplished, and pro- 
motion possibilities brought to light. 

The bookkeepers are rotated each 
week. Mr. A on the general books 

takes over the work of Mr. B who has | 
a portion of the individual accounts, 

and Mr. B has an opportunity to 
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CLEARING HOUSE TWENTY-ONE 

“SAVES TIME... MONEY...1IS CONVENIENT... 

ELIMINATES OBSOLESCENCE OF FORMS” 

—DALLAS BANK & . 

TRUST COMPANY 

vf 
a 
oy 

Mr. J. W. Shull, Vice-President of the \\ 
Dallas Bank and Trust Company, writes: <a 

*“We have been continuous users of the Multi- 4 
graph since before 1920. 

**At first we used the Multigraph only for the = 
reproduction of letters but in 1925 began using | J a 
it for the printing of forms used by the bank. a4 ’ 
We have found it extremely satisfactory in Fo7Aae 
every way. The Multigraph has saved us money, 
time, is convenient, permits us to maintain 
smaller stationery stock and eliminates obso- 
lescence of printed forms. 

“We are using, at the present time, five pieces 
of Multigraph equipment and do not know how 
we would get along without it.” 

Here are a few of the many scores of forms 
this bank produces in their Multigraph 
department: 

: ° : Above: The Multigraph department of the Dallas Bank and Trust Co., Dallas, 
Deposit Slips ¢ Counter Receipts and Checks ¢ Notes Due — eyas. Their equipment includes a Model 57 Multigraph, a Model 117 Multi, 
Customer Statements * Comparative Balance Statements graph Folder, a Model 59 Typesetter, a 26}4-inch paper cutter and a foot power 
New Business Statements ¢ Triplicate Telegram Blanks  ?¥°hing machine. 
Note Blanks ¢ Teller’s Cash and Proof Sheets ¢ Blank Checks e e e 

Every bank and financial institution—large or small— THERE ARE MORE THAN 55 MODELS IN THE 

can effect substantial savings by producing their own MULTIGRAPH LINE, INCLUDING OFFICE PRINTING, 

forms and facsimile-typewritten letters by the modern LITHOGRAPHING, TYPESETTING AND FOLDING 

MACHINES. PRICES AS LOW AS $145.00. 
Multigraph method. Our trained representative, who is 

regularly in your vicinity, will gladly show you how, 

without obligation. Consult your phone book, or write to 

MULTIGRAPH COMPANY 
a 

oes ultigra Addressograph-Multigraph Corporation ¢ Cleveland, Ohio 

OFFICES IN ALL PRINCIPAL CITIES OF THE WORLD TRADE MARK 

bf MULTIPLE TYPEWRITING AND OFFICE PRINTING 

In writing to advertisers please mention The Burroughs Clearing House 
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©) Ata metropolitan newspaper office © 
the daily output of bills for classi- 
fied advertising requires maximum 

_) speed, accuracy, and simplicity © 
of operation. 

ma That is why the New York 
Herald Tribune uses Kant-Slip O 

Forms with the Registrator platen 
in its classified billin department. 

O The Kant-Slip principle also per O 
mits the operator to type to the 

; very bottom of the form, which is 
O required by the particular visible O 

filing system in use. 

O Kant-Slip forms can’t slip. The € 
marginal punches and Standard’s ~* 
Registrator platen prevent that 

oO costly annoyance. C) 

With ever increasing momen- — 
tum, therefore, business concerns 

© ofall kinds are adopting Kant-Slip = C 
forms... for use on typewriters, 
billing and accounting machines. 

© tabulating machines, and teletype- © 
writers, 

Write today for specific informa- 
© tion about Kant-Slip forms for O 

your business. Tell us your par- 
ticular problem! 

| BUSINESS MACHINES FORMS DIVISION | 

O THE VU 
STANDARD REGISTER 

~ COMPANY, DAYTON, OHIO 

| IN CANADA: CRAIN PRINTERS, LTO., OTTAWA 

Use margin below for coupon — write 
name, Company and address; and mail. 

become familiar, by actual experience, 
with the books of the bank. From 

time to time the transit clerk goes 
over to the accrual department, and 
so on down the line. 

“Two people familiar with every job 
in the bank,” might almost be called 
our slogan. We believe it is essential. 
The man whose job it is, and who is 
still responsible for it, and one other 
properly trained to take up the work 
and do it equally well. If the tempo- 
rary worker is not qualifying, it is soon 
discovered by the actual holder when 
he returns to his post, and there poor 

THE BURROUGHS 

performance is brought to light. 
It looks as though this plan of ours 

is a good one. It has certainly routed 
the much abused practice of leaving a 
person year after year in a specific spot 
because of his adaptability to it, never 
troubling to discover if he could do 
equally good work in another position. 
We believe it is a great thing for the 
morale of our organization. “‘An ounce 
of prevention........ »” the old, time- 
worn axiom is never too old to apply. 
It is a plan meant to be especially 
effective for our employees’ own 
interests, and they appreciate it. 

The Single Standard Service Charge 

(From page 5) charges arising out of 
specific transactions for specific cus- 
tomers and actually paid or credited by 
the bank on behalf of such customers.” 

There likewise follow more than 
four pages of itemized charges under 

the headings of: Miscellaneous 
Charges; Exchange; Collections; Es- 
crow Agency Accounts; Sundry. These 
schedules of charges, it is stipulated, 
are to be paid directly by the customer 
when his account is not subject to 
analysis —which means if he is a cus- 
tomer in some other way and does not 
keep a checking account. 

It should be confessed at this point 

that—for no good reason, as it now 
appears—we likewise retained the 
option of putting accounts of less than 

$500 average balance on a metered 
service basis if we should so elect. 
This we have never done, and do not 
intend to do. We sincerely regret that 
we included it in our folder, for it 
merely complicates the subject by 
raising a proviso which is not applied. 
And whenever we have a new batch 
of folders printed, this will be omitted. 
The only explanation we can think of 
for ever having included it is that 
we were not 100 per cent convinced 
in advance that our single standard 
method of analyzing every checking 

| account would really work, and we 
were keeping open a line of graceful 
retreat. But it has not proved 
necessary. 

The mechanics of the system are 
simplicity itself. When the teller 

accepts a deposit, after totaling it and 
taking care of the depositor, he turns 
over the deposit ticket and enters in 
pencil on the back the details of the 
deposit. Perhaps his notation will be: 
C. H. 3, Tr. 1, Fl. 300. Which, being 
interpreted, means that the deposit 

includes three Clearing House items, 
one Transit Item, and that the float 
reduced to one-day terms equals $300, 
as a check for $100 on a three-day 
point. For all other types of charges, 

he has a pad of printed tickets exactly 
the size of deposit tickets; one is 

In writing to advertisers please mention The Burroughs Clearing House 

shown on page 4. This corresponds 
in our system to the sales ticket in 
any merchant’s charge-account routine. 
The teller writes in the name of the 
customer, stamps on the date, notes 
after the appropriate item line the 
number of items, the rate, and the 
total charge for this line. 

In the ordinary course of business, 
the deposit tickets and the miscel- 
laneous charge tickets go to the book- 
keeper. Before undertaking to under- 
stand an explanation of what now 
happens, please look at the sample 
analysis record forms, reproduced on 
pages 3 and 4. Note that statement 
sheet is perforated into two parts, of 
which the left-hand goes to the cus- 
tomer at the end of the month as his 
statement, and the right-hand is kept by 

the bank as its analysis record. The cus- 
tomer’s part shows the ordinary figures: 
Checks in detail; first-of-month and 
end-of-month balances; tax items; 
deposits. The right-hand, or analysis 

section of the ledger sheet, is the secret 
of the system. This carries seven 
column headings: Clearings; transit; 
float; other charges; date; number of 
checks; daily balance. 

Right here is where the machine ties 
in. The machines we are using print 
in these analysis columns without 
registering in the machine. Thus if 
the operator types figures in the col- 
umns for clearing, transit, float and 
other charges, these do not affect the 
balance totals; here the machine is 
functioning practically as a typewriter, 
much as it does when putting down 
the date. On the column for number 

of checks, however, it does most of the 
work; the machine has counted the 
number of checks entered on the 
statement for that day’s entry, and 
when the operator picks up the last 
previous cumulative number of checks, 
the machine prints the cumulative 
total through today-—still without 
affecting the depositor’s balance. After 
working across these columns, the 
machine now enters the day’s balance 
in the final right-hand column. Thus 
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O B A N K E R S W H O A S K: ' 

J U 8S T wiHaArT is 

T H E MORRHEAI=s P LAN ? 

You, as a banker, should know that the 

Morris Plan is a type of banking adjusted 

to meet average requirements. It is a 

method of extending credit which may 

run as long as a year, at reasonable rates, 

for any constructive or useful purpose on 

the basis of the character and earning 

power of the borrower. It provides him 

with a plan for setting aside regularly out 

cial bank, the savings bank, and the trust 

company, and is equally vital to a great 

many Americans— 10,000,000 of whom 

have borrowed from Morris Plan insti- 

tutions. 

When a man comes to you for a loan that 

does not fit your method of operation, you 

can refer him to the local Morris Plan 

: ; . institution with the knowledge that he 
of income sufficient sums to pay his note MT 9 d 
—_— it falls Sue wi receive fialr, consl erate treatment 

WwW . ° ye ° e 
; from people who specialize in his type 

It supplements the work of the commer- of problem. 

5 

3 
: 
f 

; MORRIS PLAN BANKERS ASSOCIATION 

| with which is affiliated the Industrial Bankers Association, Inc. 

, iS East FaverTrre STRERT BALTIMORE, MARYLAND 
5 
, This series of advertisements is sponsored by Morris Plan institutions in the following cities: 

l Axron, On10 Cuevsea, Mass. Lawrence, Mass. PortLanp, MAINE ToLevo, Oxn10 
r Arsany, New Yorn CLeveLann, On10 Lewiston, Maine PortsMouTH, VIRGINIA Topeka, Kansas 
: Arpmore, OKLA. Dauias, Texas Louisvitte, Kentucky Provivence, R. I. Tucson, ARIZONA 
7 Asnevuize, N. C. Davenport, Iowa aie — a Yor« Tutsa, OKLAHOMA 
> D , o ALDEN, Mass. Sr. . N. U » = Y 
. So ream * 0A Mancuester, N. H. Sr. joe, Teen Sommunten. D.C. 
2 B a ‘ M: » Des Mornes, Iowa MuaM1, Fiorina Satem, Mass. Watersury, Conn. i oe E, cea D Ducuvs, Mucnmeora MINNEAPOLIS, MINN. San Antonio, Texas Wartertoo, Iowa 

ey ee irae ieee New Beprorp, Mass. San Francisco, Car. Westercy, R. I. 
t BincuHamtTon, New YorK Fann, Deven, Seine. New Haven, Conn. SAVANNAH, GEORGIA West Warwick, R. I. 

Mowe we ™S aw lw 

Boston, Mass. 
Brivceport, Conn. 
Brockton, Mass. 
Burrato, New York 
Buruncrton, N. C. 
Cepar Rapiws, Iowa 
CHATTANOOGA, TENN. 

Fort Myers, Fioripa 
Fort Warne, INDIANA 
Fort Wortn, Texas 
Hartrorp, Conn. 
Hotyroxe, Mass. 
Kansas City, Missouri 
KNOXVILLE, TENNESSEE 

Newport, R. I. 
New York, N. Y. 
OakKLanp, CALIFORNIA 
Oxvanoma City, OKLA. 
Orvanpbo, FiLoriwa 
Pawtucket, R. I. 
PHILADELPHIA, Pa. 
PHOENIX, ARIZONA 

ScuHenectapy, New York 
SHAWNEE, OKLA. 
SPRINGFIELD, Mass. 
SPRINGFIELD, On10 
Stockton, CALIFORNIA 
Syracuse, New York 
Tampa, Fiorma 
Terre Haute, INDIANA 

Wicnita, Kansas 
Witmincton, DELAWARE 
Wunincron, N. C. 
Winston-Satem, N. C. 
Woonsocket, R. I. 
Worcester, Mass. 
York, PENNSYLVANIA 
Youncstown, On10 
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California’ s favorite 

form of travel money 

backed by the resources of 

America's 4th largest bank 

Bank of America Travelers Cheques are 

obtainable through the 417 Bank of Amer- 

ica branches in California as well as through 

other authorized sales agencies. 

417 BRANCHES 

249 CALIFORNIA COMMUNITIES 

ESTABLISHED 

MARCH 24, 1933 

RESOURCES EXCEED $225,000,000 

The 

NATIONAL BANK 

| OF DETROIT 
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we have, when the day’s run is com- 
pleted on any statement ledger sheet, 
the analysis facts in the following 
shape: all of the clearings to date this 
month, not totaled; transit, ditto; 
float, ditto; other charges, ditto; 
number of checks, accumulated total 
paid through today. 

Now let us return to the operating in 
the bookkeeping department. Tellers’ 
work is run through the individual 
ledgers twice a day, morning and after- 
noon. This is handled by bookkeepers 
who do not work on the statements 
ledger. These individual ledger book- 

keepers have as an additional duty sort- 
ing all checks and tickets at the end of 
the day — which includes deposit tickets 
and the little “‘sales slip” tickets which 
are for analysis purposes only, as 
already described. These sorted tickets 
are turned over to the statement ledger 
bookkeeper for her next day’s work. 
Let’s put it another way: Today’s 
business is cleared through the indi- 

vidual ledgers in two batches today; it 
is cleared through the statement ledger 
in one batch tomorrow, so that our 
statement ledger is always a day 
behind our individual ledgers. 

‘THis morning, now, the statement 
ledger bookkeeper takes her batch 

of tickets, which come to her sorted, 
and gets to work. She makes the 
ordinary ledger entries on the ledger 

sheet from the face of the deposit 
ticket and the paid checks. Then, 
with the day’s balance still in the 
machine, she flips over the deposit 
ticket and prints in the appropriate 
columns on the analysis stub the 
number of clearing items, the transit 
items, and the float, as penciled there 
by the teller when he received the 

deposit. (Incidentally, to save space 
both on the sheet and in the machine, 

she drops one zero from the float 

figure, so that a $300 float item is 

entered as thirty.) Before she prints 

these items, however, she examines any 
“sales slip” tickets which may accom- 

pany the deposit ticket. She does this 

because any clearing house or transit 

checks which have been cashed at the 
window for the customer are entered 

on these separate tickets, likewise any 

float involved in such check-cashing 

transactions. What she prints on the 

ledger sheet is therefore the addition 

of any such items found on deposit 

tickets and on the “‘sales slip” tickets. 

Now she enters in the “‘other charges” 

column any other charges shown on 
“sales slip’? tickets. Now she prints 

in the date. She has already picked 
up the previous accumulated total of 
checks paid and next prints the new 
accumulated total under “‘No. Checks.” 
Only now does she clear the machine 
by registering the day’s balance in the 
final column. 

Along towards the end of the month, 
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1- beginning about the twentieth, she 
t, begins preparing her analysis work by 

1s totaling these various analysis col- 
1S umns on the right-hand stub. She 
; either counts or runs on a calculating 
D5 machine, whichever is easier, the totals 
al of clearing items, transit items, float, 
| and other charges, and pencils in these 
in. totals below the last figure entered. 
s’ The number of checks is already 
al totaled, so she ignores this. She cal- 

im culates the total of daily balances by 
rs adding these on the calculating ma- 
ts chine, so that the total she pencils in 
k- here is really the average balance to 
t- date, multiplied by the number of days 
of elapsed this month. Thus at the end of 
ts the month most of the totaling has 

*h been done for the account analysis, it 
as is necessary only for her to pick up the 
ts penciled total in her calculating ma- 

er chine and add on the amounts for the 
k. last few days of the month. With 
’s comparatively inactive accounts, it 
li- often develops that no additions are 
it required, and that except for bringing 

er the balance column up to date the 
ur computations have been completed in 
Ay advance. 

Now look, if you will, at the account 
analysis rulings at the bottom of the 

nt right-hand stub of the statement ledger 

ch sheet. Each account receives a basic 
d, charge of 50 cents—as listed in our 
he schedule. The next line, ‘‘allowable 

er checks,”’ is a relic of our idea that we 
sit might go over to metered charges on 
n, | small accounts, and is now ignored; no 
he doubt it will be omitted from the next 
sit printing. The bookkeeper, as she 
ite finds time, transfers her pencil totals 
he of the various analysis columns to 
sit these lines, multiplies by the item 
re charge, and sets down the total. Thus, 

he 60 checks = $1.80, 15 clearings checks 
ce is 15 cents, 16 transit checks is 32 cents, 
1e, and so on. The total of these debit 

at items is the cost of the account. Now 
is she enters the aggregate balance, which 

its for an average daily balance of $400 | N S e A a a9 
ny would be $12,000. From this she 

m- subtracts the aggregate float, leaving He rh 

his the net aggregate balance. It happens 2 4 (CLUE im 6 iA . ; 

sit that our factor of interest allowed for pet pat 

he analysis purposes, 30 cents per $100, a ROTECT ION ex SIGNATURE 
ed lends itself to an excellent short-cut of * Sgt ee @ CARDS @ 

ny computation. Instead of dividing the — IN ONE UNIT 
ing net aggregate balance by 30, and then 

the multiplying by 30 cents per hundred, —_ 
ion we simply point off four decimals. = . 

sit Thus, referring back to our example of \ er 

eters ELECTRIC REKORDESK SAFES as” suppose from this we deduct $2,000 of 

on aggregate float, leaving a net aggregate 

nts balance of $10,000. Pointing off four 

ced decimals, we have $1.00 as the income 
of credit for the analysis. Now compari- 

ew son of the income and the cost of the 

hg account discloses the situation. If 

ine there is a deficit, this is the service jn oo 
the charge. If there is a surplus, there is .e 

no service charge this month. If there Patents Pending 
th, is a service charge, the bookkeeper 

In writing to advertisers please mention The Burroughs Clearing House 
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York Day Raid 
Locker; built in 
two sizes. 

Bankers’ Day Raid 
Unit; combined 
burglary and rob- 

bery protection, 

'WE DO OUR PART 

not a polite request 

but a dangerous 

| command / 

THE BANDITS whose operations have 

resulted in steadily increasing insurance 

rates for banks use keen minds in study- 

ing their prospects. 

Investigation shows that time after time 

they study carefully the equipment and 

habits of a bank and employees before 

they make their attack. 

No one can say where the bandits will 

strike next but you can be almost certain 

that in the bank which they next attack 

they have discovered some weakness in 

the protective equipment. 

Adequate protection does much to “take 

the profit motive out of banditry”. 

The York Safe and Lock Company, with 

over a half century of experience in build- 

ing protective equipment offers you the 

service of its representatives in analyzing 

your bank’s needs. 

Write us today and let a York engineer 

or representative analyze your problem 

and recommend a solution. 

(7. Berg Atha, 

President 

YORK SAFE AND LOCK CO. 

YORK, PENNSYLVANIA e 

MANUFACTURERS AND BUILDERS OF THE WORLD'S GREATEST VAULTS 

NEW YORK POTTSVILLE DETROIT HONOLULU BALTIMORE ST. Louis CLEVELAND names 
BOSTON SAN FRANCISCO WASHINGTON Rison 

PHILADELPHIA NEW HAVEN LOS ANGELES TeKtO 

EATTLE yr PITTSBURGH SHANGHAI CHICAGO MONTREAL 

FIRE AND BURGLAR PROOF SAFES AND CHESTS ~ » 
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THE BURROUGHS 

makes out a debit ticket, which is 
entered on the statement ledger sheet 
for the next day, and which debit ticket 
goes to him with his canceled checks 
and other vouchers along with his 
next statement. 

Like all descriptions of systems, the 
telling of this one requires a great deal 
more time than the actual operation. 
If our description sounds formidable, 
it is regrettable, for the actual work of 
doing the various jobs is handled very 
quickly, easily, and inexpensively. In 
each of our two banks, it was necessary 
to add one girl to handle the statement 
ledger and analysis work when the new 

system of account analysis and service 
charges was added. Since it would 
have been necessary to add one girl 
anyhow, even if we had gone to the 
questionable double standard plan, in- 
stead of holding firm to the highly 
preferable single standard plan, the 
single standard plan has brought us 
no additional cost. To amplify a 
broad assertion made a good many 
paragraphs back —since now you have 
the background of knowing how it is 
all done—we estimate that at least 
90 per cent of the work we put into 
account analysis would be unavoid- 
able even though we handled our 
smaller accounts on a metered charge 
plan. And most experienced bank 
operating men will agree that 10 per 
cent can usually be absorbed by laying 

out the work a little more efficiently, 
so that the operators can accomplish 
it with no greater expenditure of effort 
than before. It is on this premise that 
we base our guess that even a metro- 
politan institution would find no addi- 
tional expense by going over from a 
double standard to a single standard 
plan. 

FEW assorted bits of information, 
and this article will be brought to 

an abrupt close. When we imposed 
this new schedule of single standard 
charges, we lost a few accounts, all of 
them very small, of people who would 

pay 50 cents a month but did not feel 

that the service was worth a cent 
more. This loss was more than made 

up by the increases in balances of 

genuine commercial customers, many 

of them national and chain-store ac- 

counts who brought up their balances 

to avoid paying a monthly charge. 

Very few arguments have ensued with 

customers who do not like the change, 

and these have almost without excep- 
tion terminated with everybody satis- 
fied. A good many letters have had to 
be written to company treasurers at 
distant points who, despite receiving 
our joint circular last June, wish to 
know why their charges are so high — 
all of these seem to be clearing up with 
no loss of business, and in many 
instances have brought increased de- 
posits. Finally, the scale of charges 
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CLEARING HOUSE 

is that of the Kansas Bankers Associ- 
ation. We worked over infinite vari- 
ations in advance, and finally returned 
to this as better than we could produce. 
The only notably inadequate item of 
the lot, 1 cent per order taken up by 
lift check, may automatically go out 
next New Year when the check tax 
expires by law. 

Legal Digest 

(From page 17) The note contained a 
provision that any extension of time 
granted to the makers, endorser or 
guarantor was not to _ release the 
makers. On the back of the note 
was printed this statement: 

“We, as endorsers, waive demand, 
notice and protest, and guarantee pay- 
ment of this note, and acknowledge 
that we signed with full knowledge of 
this contract.” 

Under this, B made a_=e general 
endorsement to C, who in turn en- 
dorsed to Mrs. D. From time to time, 
Mrs. D allowed the makers extensions 
of time for payment until at last, the 
note remaining unpaid, she brought 
suit against C, her immediate endorser. 

C contended that as an endorser he 
was released of liability by reason of 
the extensions of time granted the 
makers. The court, however, thought 
otherwise, holding that the provision 
for the extension of time in the body 
of the note, was in a sense incorporated 

in C’s contract as endorser and that C, 
by implication, assented to Mrs. D’s 
right to extend the time for payment 
by the makers. (Bogby vs. McFall, 
72 Southwestern Reporter, 2nd, 785.) 

Modernization 

Loans 

(From page 8) call to them will verify 

the information given as to the amount 
to be expended. 

The FHA does not require that 
all taxes must be paid on the property 
before the loan is insured under the 
plan. It is less to the credit judgment 
of the bank to decide in any case if de- 
linquent taxes should affect the ap- 
proval of a loan. The banker may, 
however, want to take steps to verify 
taxes, especially on the large loans. 
The mere fact that the applicant shows 
his last receipted tax bill is not neces- 
sarily proof that all preceding years’ 
taxes have been taken care of. It is 

only proof that that one year’s taxes 
have been paid. Usually a letter of 
inquiry or a phone call to the tax 
office, requesting full information on 
all general and special taxes will bring 
a reply. 

In making large F HA loans it is 
also well to secure additional in- 
formation about the property. In 

TWENTY-SEVEN 

It says “Lend Me Your Ear.” The telephone 

bell rings. You lend ear to the message from friend or 

business associate. Valuable indeed is this easy, low- 

cost means of contact with one’s fellows. Americans 

are notable judges of value— which helps to explain 

why they lead the world in the use of the telephone. 

Bell Telephone System 

CRAY, McFAWN & COMPANY 

Dealers on 

Municipal and Coxporation Bonds 

Oh x statistical defia xelment cs fe neoprared lo fe onish 
- ? . . . . 
(nfoxmation OW « C0 —— (3500035 

FIDELITY BUILDING TELEPHONE CHERRY 6828 

DETROIT 

Banking Service in Washington 

Bankers and their clients, will find this institution always ready 

and happy to serve them in THE NATION’S CAPITAL 

THE RIGGS NATIONAL BANK 

OF WASHINGTON, D. C. 

ROBERT V. FLEMING GEORGE oO. VASS 
President Vice-president and Cashier 

RESOURCES over - - -  - $80,000,000 

Founded 1836 
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16 SAVINGS 

for YOUR Bank 

Economies, and still more economies, is the urgent 
need of the day in the handling of the routine form 
work in the bank, as well as in all other businesses. 
Here the Egry Speed-Feed demonstrates its ability 
to save money, by eliminating waste and increasing 
the output of forms per operator per hour. In at 
least 16 applications in your bank the Speed-Feed 
will reduce costs. Attached to any standard make 
of typewriter or billing machine in an instant, the 
Egry Speed-Feed 
actually steps up 
the issuance of 
typed forms by as 
much as 50%—at 
no extra cost. Es- 
pecially adaptable 
to the Burroughs 
Typewriters and 
Burroughs Type- 
writer Billing Ma- 
chines. Get all the 
facts. Demonstra- 
tions can be ar- 
ranged to suit your 
convenience. Write 

THE EGRY 
REGISTER CO. 
Dayton, Ohio 
Sales agencies in all principal 
cities. 

<— 

Bright, Inviting Rooms 
* 

Quick, Cheerful Service 
= 

Fine Garage Facilities 
* 

In the Heart of the Loop 
* 

Home of Terrace Garden 
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| much better it 
tomer say of a trust institution, ““Yes, 

| it sends me statements of my account 
| stated in terms that I know the mean- 

such cases, the title to the property 
might well be checked, also the loca- 
tion of the property in relation to the 
neighborhood and in relation to the 
amount to be expended upon it. This 
latter would be needed to determine 
whether or not the improvements 
contemplated were out of reason con- 
sidering property values in that par- 
ticular section or block. Also, it would 
be well to have a form which could be 
mailed to the holder of any mortgage 
on the property so that the bank would 
have written verification that the 
mortgage is in good standing. 

THE BURROUGHS 

At present, ‘in many cities, local 
and national-branch organizations have 
prepared investigation forms to aid 
the bank in securing the information 
needed when considering such loans. 
The use of such outside service, giving 
more detailed and complete informa- 
tion, will probably be found well worth 
the comparatively small fee charged. 

With proper handling, and a whole- 
hearted co-operation on the bankers’ 

part, the FHA plan should prove of 
great value to the country as a whole, 

and should provide a safe and profit- 
able outlet for the banks’ surplus cash. 

Good-Will From Trust Statements 

(From page 19) enough of the technical 
side of accounting to make the state- 
ment of the account clear to the 
customer. 

Sometimes, however, the customer 
cannot or will not come to the office of 
the trust institution for such an 
explanation, and the statement must 
be sent to the customer’s residence or 
place of business. In such a case it 
may be well to have some responsible 
representative of the trust department 
call upon the customer and explain 
the statement. 

If the customer lives at such a dis- 
tance that the statement must be 
mailed, the administrative officer, with 

the help of the accountant, if need be, 
may well take the time and pains to 

explain by letter in simple terms such 
features of the statement as may 
naturally call for explanation. 

It is far better to anticipate and 

answer questions than it is to let 
| them be raised in the minds of the 
| customer and never to be asked at all 

or, if asked, asked of someone dissoci- 
ated from the trust institution. How 

is to have a cus- 

ing of; but, more than that, it explains 
the statements to me in such a way 
that I can understand them,” than it 
is to have a customer say, “Yes, it 

sends me statements but I cannot 
- make head or tail of them.”’ 

Promptness —Given time, the trust 
| institutions can render statements of 
| account that are accurate and under- 
| standable. But the trust customer 

requires one thing more. It is prompt- 
ness. When he calls at or writes to the 

| trust department for a statement of 
| his trust account, he expects to receive 

the statement —not the next week or, 
sometimes, not even the next day, but 
at once —before he leaves or by return 
mail. From the standpoint of the 

| customer, this is a perfectly reasonable 
request. Is it possible to satisfy this 
customer’s requirement of promptness 
without sacrifice of either accuracy or 

In writing to advertisers please mention The Burroughs Clearing House 

understandability? Yes, experience 
has shown that it is both possible and 
practicable —that it is actually being 
done every day. 

The greatest progress that has been 
made in trust-customer relations dur- 
ing the past decade has been in the 
dispatch with which complete and 
understandable statements of account 
are provided for trust customers. 

‘THE following was the customary 

procedure in trust departments as to 
customer’s statements until a few 

years ago: A trust customer — a chief 
beneficiary of a living trust, let us say — 
called upon the trust officer in charge 
of the particular account without hav- 
ing made an engagement beforehand 
and said, as if he were making a very 
small request, that he would like to 
have a statement of his account show- 
ing the securities, the uninvested 
principal, and the undistributed in- 

come. Frequently, it was an active 
account calling for several entries a 
day on both the principal and the 
income accounts. To type and check 
the list of securities alone took an 
hour’s time of a typist and a copy- 
holder. To type and check the 
principal and income accounts since 
the last statement took several hours’ 
time of typists and copyholders. 

The following, by way of contrast, is 
the procedure that now obtains in our 
trust department, which is typical of 
trust departments in every section of 
the country: The trust customer comes 
in, unexpected and unannounced, after 
a long absence abroad or elsewhere 
and asks for a statement of his trust 

account showing all the transactions 
since the last statement was rendered a 
year before. He, of course, desires a 
complete statement of his securities, of 
his uninvested principal, and of his 
undistributed income. The trust officer 
in charge of the account, undismayed 
by the request, requests the clerk in 

charge of the statements of securities 
to furnish him at once a statement of 
the trust assets in “Trust Account 
No.....” (or designated by name). The 
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as operator of the addressing machine’ the description (first mortgage, etc.), ; ‘ 
to runs the plates—one plate for each the interest rate, the interest dates, Bandits Respect Efficiency 

ng asset | in the account —through the the maturity date; as to mortgages, of Padua Foot Units 
od machine, binds the sheets listing the the amount, the name of the mort- a, a ee 
me assets in a folder prepared for the pur- gagor, the location of the property, lis des: wit &: die dein oie 
ae pose, and in a very few minutes the interest dates and amount; and, as munies wily 6 dbt eownek & te 
° places the statement in the hands of to other kinds of property (real prop- fect to Gash © cell to the pelle station. 
~ the trust officer. Immediately after erty, tangible personal property, and PADUA Foot Units 

ah calling for the list of assets, the trust the like) equally detailed information. mm te walk ook 
on officer requests the bookkeeper in A checking of the machine list against ot yeas stom: 
y- charge of the account to furnish a_ the asset ledger, to make assurance of oh Welbe we. 
he statement each of the principal and accuracy doubly sure, would have List ot sess oom off cee ctuom 
ce of the income transactions since the taken not over five minutes more. PADUA Hold Up Alarm Corporation 
ns last statement was rendered. Where- With the list of trust assets and the 132 Seneca Street Cohoes, N. Y. 

upon the bookkeeper takes out of his cash accounts, the trust officer is able 
is file a duplicate of the cash accounts, forthwith to present a statement of 
fo beginning where the last statement the account in detail to the customer. roe — 
of left off and continuing through to the Thus time is saved for everybody account is in itself confidence-inspiring 

of very latest entry. interested in the account. The cus- provided those entries are neatly 

123 By actual timing, it took us eight tomer is not delayed in receiving his made in simple, non-technical terms. 
haw minutes to supply a trust customer statement. The time of the trust Modern addressing and bookkeep- 
ore with a complete statement of an ac- officer is not consumed in explaining ing Machines have thus made it 
oat count consisting of ninety-eight dif- why it will take several days to prepare possible for trust departments to 

ae ferent securities —two minutes for the the statement instead of explaining furnish to their customers without 

de principal and income accounts and the statement itself. The time of the delay or fuss statements of account 
— eight minutes for the list of securities. operative division is not consumed in that are at once accurate and under- 
ol he statement of principal and income _ typing and proof reading. standable. This equipment, of course, 

tate contained every cash transaction since _ When the customer realizes that he increases efficiency and economy of 
om the last statement was rendered. The is getting, not a copy of the ledger trust administration. It does more 
ved list of securities contained the follow- sheets of the trust account, but an than that. It greatly improves cus- 
ra ing information: As to stock, the actual duplicate of the entries on the tomer-relations and public-relations. 

see number of shares, the name of the ledger sheets, his confidence is in- The amount of potential good-will for 

al company, the kind of stock (common creased. He knows that there cannot trust institutions and for trust busi- 
nd or preferred), the normal dates and be any copyist’s errors. The realiza- ness that exists in accurate, under- 
The amount of dividends; as to bonds, the tion that he is receiving an actual standable, and prompt statements of 

face value, the name of the corporation, duplicate of the book entries in the account is truly incalculable. 
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because its operation is 

SIMPLER 

NO CIPHERS 

TO WRITE 

Burroughs prints ciphers automatically. There is no cipher key. 
Since figure work averages 30% ciphers, almost one-third of 

and ease of operation of this new the figuring is done without touching a key. 

Burroughs. It handles almost one- 

Banks like the speed, simplicity 

third of the average work automati- 

cally—note how much easier and 

faster you can list and add amounts 

by using the short cuts offered by 

the full visible keyboard, standard You can touch two or more keys at once. For example, write 
: 4.67 with one stroke — not three; write 77 with one stroke — 

in banks for half a century. These not two; write 5,870.00 with one stroke — not six. 

important features are offered in 

over 90 different Burroughs models. SUBTRACTION 

There is a size and style for indi- AS FAST AS 

vidual needs—at a price surprisingly ADDITION 

low. Send for descriptive folder. 

To subtract, touch the “minus” bar. To add, touch the “plus” 

bar. No other motions are required. 

BURROUGHS ADDING MACHINE | 

COMPANY tNSTA DE 

TOTALS 

DETROIT, MICHIGAN i 
; ¢ 
} ; 

To take a total, touch the total key. This one, single motion— 

not two or three—prints the total. 
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CANADIAN NOTES and COMMENT 

TWENTY-TWO YEARS AGO 

Tax problems in the last few years 
have left most municipal officers in a 
frame of mind where they wouldn’t be 
surprised if someone dragged in the 
grand piano to apply on tax arrears. 

Calgary treasury officials registered 
mild astonishment recently when a 
twenty-two-year-old check for 21 cents 
was presented at the department to 
apply on taxes. They may have been 
disappointed in the amount at first 
glance but on closer inspection were 
glad the figures were no larger. In 
addition to having been written about 
the time the Floradora girls were gal- 
loping across the stage, the check had 
been issued by the city itself to cover 
a tax refund. It was also found that 
the check was drawn on the Molsons 
Bank which was absorbed by the Bank 
of Montreal nine years ago and that 
the account it was drawn against was 
now non-existent and beyond the 
recollection of present civic officials. 
With the possibility of a search through 

musty vaults looming ahead, civic 
officials felt that the taxpayer was 
going to have a_ twenty-one-cent 
Roman holiday at their expense. 

BANKING CAVALCADE 

Drastic changes have taken place in 
Canadian banking in the past quarter 
century. Since 1912 “A Cavalcade” 
of bank events in the Dominion would 
show the disappearance of seventeen 
chartered institutions by the merger 
route and the failure of one, that of 
the Home Bank in 1923. Only one 

bank which was established during the 
period from 1912 to 1934 is in existence 
at this date, others organized having 
lost their identity through absorption. 
There were twenty-six chartered banks 
with approximately 2,850 branches in 
Canada in 1912 as compared with ten 
banks with 3,622 branches as of June 
1934. 

MARCH OF STATISTICS 

Bank statistics of twenty-two years 
ago also reveal some interesting con- 
trasts. The Canadian bank statement, 
dated December 21, 1912, showed total 
assets of chartered banks at $1,526,- 
081,158. The latest bank statement, 
that of July 31, 1934, showed total 
bank assets at $2,806,012,623. Thus 
bank assets are up well over a billion 
dollars in this comparatively short 
period. One of the most marked 
changes in the bank statement is that 
of notice deposits which have more 
than doubled in twenty-two years. 

by G. A. G. 

The 1912 bank report showed notice 
deposits at $632,641,340 as compared 
with $1,360,388,772, reported under 
this head at the end of July, 1934. 
Some indication of the growth of 
foreign business of Canadian banks 

during the period is also shown by 
statistics. There has been a fourfold 
increase in deposits outside of Canada, 
the total under this section having 
jumped from $87,000,000 in 1912 to 

$315,000,000 in 1934. One very inter- 
esting feature of the comparative 
figures is that current loans were 
actually higher in 1912 than they are 
today. The figures of $881,331,981 in 
1912 against $850,636,713 at July 31, 
1934, indicate to some extent a phase 
of the depression and a lack of demand 
for current funds. 

A NEW BANK STRUCTURE 

The announcement by the Imperial 
Bank of Canada that a new head 
office, costing in the neighborhood of 
$1,000,000, will be erected in Toronto 
at an early date has been received with 
considerable satisfaction in Toronto 
and in the Dominion generally. It is 
believed that the action of one of 
Canada’s old and most conservative 
banks in proceeding with expansion 
plans at this time is an indication that 
economic skies are clearing. The 
bank’s move is expected to give a 
much-needed fillip to lagging construc- 
tion plans in Canada and is welcomed 
in the building trades as an important 
factor in creating confidence. 

SAVINGS CERTIFICATE SALES 

A sharp gain in sales of savings 
certificates for the first six months of 
the year is cited by province of Alberta 

treasury officials as an indication of 
improving conditions in that province. 
In Alberta the provincial treasury 
receives savings deposits and issues 

two classes of certificates, demand and 
term. The demand certificates bear 
interest at 314 per cent and the term 
bear interest at 5 per cent. The total 
on deposit in the savings certificate 
branch at the end of June last was 
$9,400,000, a gain of $356,233 for the 
first half of the year and an increase 
of $900,000 from the low point of 
$8,500,000 in 1932. The peak year 
for Alberta savings certificates was 
in 1929 when the total reached 

$11,700,000. 

POSTAL SAVINGS DECLINE 

The Sarnia Canadian Observer com- 
ments on the decline of deposits in the 
postoffice savings bank and chides the 
Canadian government for not adopting 
a more aggressive campaign of adver- 
tising. Statistics show that deposits 
with the government savings banks 
have been declining steadily since 1906 
when the combined amount on deposit 
with the Postal Savings Bank and the 
Dominion Government Savings Bank 
reached the high-water mark of $61,- 

910,622. The two institutions were 
merged in 1929 and at the end of 
April of this year showed deposits of 
$22,958,879. It would appear, how- 
ever, that the decline has been due 
almost entirely to the extension of 
banking facilities to points previously 
served only by the postoffice. Banks 
provide a more comprehensive service 
to depositors than can be offered 
through postoffice facilities and natu- 
rally have attracted the deposits. At 
the present low rate for Dominion 
government financing it would seem 
uneconomic for the government to 
embark on any aggressive campaign for 
savings. 

HOLDUPS THAT FAILED 

The long arm of coincidence 

stretched nearly 2,000 miles across 
Canada recently when two holdups 
executed in the same manner at 
approximately the same hour on the 
same day failed for the same reason. 
At High River, Alberta, a stranger 
believed to be armed pushed a curt 
note through the teller’s wicket of the 
local branch of the Royal Bank of 
Canada and demanded money. The 
plucky teller dropped to the floor and 
raised an alarm and the man fled. 

While this was being enacted a holdup 
man was shoving a note into the 

teller’s cage of the Canadian Bank of 
Commerce at Simcoe, Ontario, nearly 
across the continent. Here, also, a 
courageous teller dropped to the floor 

and raised an alarm. Here, also, the 
man fled. 

THE CLOUDS ROLL BY 

Probably the first ““Help Wanted” 
sign to be hung out by Canadian banks 
since 1929 appeared recently in a lead- 
ing Canadian daily in the form of an 
advertisement. The heading “Bank 
Wants Several Juniors” made pleasant 
reading and is probably another indica- 
tion that depression clouds are rolling 
by on the staff front. 
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