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word of appreciation 

for your friend and ours... 

The Check Supplier 

In 1944 business activity created an unprecedented demand 

on the nation’s banks. The need for checks reached a 

volume unequalled in banking history. 

_ So, as the year draws to its close, Hammermill would 

like to say a word to bankers about a mutual friend—the 

check supplier. 

In the face of the great upsurge in check traffic, he has 

been hampered by wartime restrictions, by manpower scar- 

city, by inexperienced workers, by unavoidable delays in 

securing the supplies you required. 

But he has accepted those hardships as part of his war- 

time job. He has done his share in helping you carry on. 

We congratulate him on a vital task well done. 
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LETTERS 

Zone Numbers 

Strs: The Syracuse Trust Company 
recently introduced, with great success, a 
postal zone number booklet. This was 
prepared in co-operation with the Post 
Office Department, and 69,000 were de- 
livered to homes and offices in Syracuse. 

© A Handy’ Index 

of 

SYRACUSE POSTAL 

ZONE NUMBERS 

The 

Suracuse Trost 

Company 

Member Federal Deposit Insurance Corporation 
Member Federal Reserye System 

Im cooperstion wih che Syracose, N, ¥. Post cnnce 

In addition, 
coming in. 

MERRILL ANDERSON, The Merrill 
Anderson Company (Advertising), 

142 East 39th St., New York 16, New York 
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hundreds of requests are 

Survey 

Strs: The following is the result of a 
tabulation of replies to a questionnaire 
sent to seventy-one banks carrying bal- 
ances with this bank. These banks show: 

1. Deposits: 
Increase for 1941 over 1934— 123% 
Increase for 1944 over 1934— 305% 

2. Loans: 
Increase for 1941 over 1934— 32% 
Increase for 1944 over 1934— 10% 

Profits: 
Increase for 1941 over 1934—174% 
Increase for 1944 over 1934— 36% 

4. Thirty-one per cent of present earn- 
ings of banks were reported as being from 
service and exchange charges. 

5. All banks indicated that their mer- 
chants were making money and owed very 
little. 

6. It seemed to be the unanimous 
opinion that the condition of the farmers 
was good and that they were reducing 
their indebtedness. 

7. Practically all replies indicated that 
ownership of farms was changing at in- 
creased prices. 

8. In most instances no vacant store- 
rooms were reported.’ Business property 
was in demand at increased prices. 

9. Nearly all banks report no vacant 
residences with property in demand at 
increased values. 

10. A majority of the banks indicated 
farmers as the chief source of loans, with 

ad 

small demand. There was also some 
demand for real estate loans. 

Comment: The only thing of value of 
which there is an oversupply is money. 
Fifty years ago the per capita amount of 
money in circulation was $16. At present 
it is over $160 and still increasing. As the 
per capita of money in circulation in- 
creases its purchasing value decreases. 

H. B. McDanlret, President, 
The Union National Bank of Springfield, 

Springfield, Missouri 
e e a 

Small Business Loans 

Sirs: What we have needed for a long 
time is more emphasis on the job we are 
already doing. An excellent example of 
this is the article by Carl F. Wente in the 
October issue of The Burroughs Clearing 
House. 

Cart A. Bimson, Vice-president, 
Valley National Bank, 

Phoenix, Arizona 

Strs: I want to congratulate you on 
the article “Post-War Loans to Small 
Business,” by Carl F. Wente. This is a 
splendid article, filled with information, 
and I hope all your readers are going to 
give it careful consideration and study. 

A. R. Furnisn, Vice-president, 
The Louisville Trust Company, 

Louisville 1, Kentucky 
. - . 

Bond Sales Organization 

Strs: If War Bond sales in Black 
Hawk County, Iowa, have attracted some 
attention nationally it is due to the 
efficient organization which has been set 
up and the co-operation of citizens. 

The organization is headed by a County 
Chairman who has an advisory committee 
of thirteen men, business men, farmers and 
professional men, from various sections of 
the county. It is known as the Executive 
Committee of the Black Hawk County 
War Finance Committee, and acts as a 
board of directors. 

The rural section of the county is divided 
into five districts with a chairman for each 
district. A subchairman is appointed to 
supervise these five district chairmen. 
Each district is composed, as nearly as 
possible, of an equal number of townships. 
Each township has a chairman who, with 
picked assistants, establishes the quota for 
each farmer or individual. 

The two larger cities, Waterloo and 
Cedar Falls, have their own city chairmen, 
operating under the County Chairman and 
Executive Committee. Campaigns in the 
cities are handled independently of the 
rural sections, except that rural communi- 
ties report results at periodic report meet- 
ings. 

During campaigns the unit system of 
solicitation is used. In Waterloo, for 
example, the payroll chairman forms an 
organization usually composed of 150 men 
and a like number of women. The men 
are assigned to firms employing ten people 
or more, and the women are assigned firms 
employing less than ten. 
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The various industries are divided into: 
large and small manufacturing plants, 
large and small retailers, financial institu- 
tions, schools and buildings, county offices, 
city offices, wholesale firms, automotive 
firms, transportation firms. Subchairmen 
are appointed for these divisions and mem- 
bers of the soliciting group are assigned to 
them. 

The plan gives broad coverage and very 
few individuals escape being solicited. 

R. L. PENNE, Cashier, 
The National Bank of Waterloo, 

Waterloo, Iowa 



YOUR FOREIGN TRADE TOMORROW 
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S more and more of the western world 

emerges from Hitler’s domination, the 

“shape of things to come” begins to take 

form. In one field, that of foreign trade, it 

is not too early to look at the future situa- 

tion in the light of what is already known. 

For example, pre-war data regarding 

business firms in European countries must 

be revised and brought up to date; new 

credit information must be gathered and 

other vital facts correlated in the light of 

drastically changed conditions. 

In anticipation of such a need, the 

Chase National Bank has maintained its 

many contacts in Allied and other friendly 

nations. As always, the intimate knowl- 

edge of actual trade conditions as they 

exist and change constitutes an inestimable 

aid to those companies and individuals 

interested in export and import. 

These Chase facilities which are always 

at the disposal of our domestic corre- 

spondent banks provide a valuable service 

for their own customers. 

THE CHASE NATIONAL BANK 

OF THE CITY OF NEW YORK 

Member Federal Deposit Insurance Corporation 
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“In the TREND of BANKING 

Conference on Veterans” 

Loans and Home Ownership 

The more than 1,000 savings and loan 
executives who gathered in Chicago last 
month for the annual meeting of the 
United States Savings and Loan League 
heard some frank comments on_ their 
responsibilities in connection with G. I. 
home loans, the need for greater flexibility 
in financing plans, the deterrents which 
must be removed if there is to be maximum 
post-war home building, and the potential 
menace of permanent rent control as well 
as large-scale public housing activity. The 
views expressed are of direct interest to all 
mortgage lending institutions. 

Post-war program. A highlight of the 
conference was the presentation of a seven- 
point program, suggested for savings and 
loan associations by a post-war committee 
which has been studying the subject for 
the past year. Of paramount interest was 
the already publicized Uniform Savings 
Loan Plan advocated by the committee 
for League member institutions. Among 
its features are: the adjustment of interest 
rates downward as the mortgage balance 
is reduced; loan terms up to twenty years; 
right of the borrower to defer up to six 
monthly payments after three years, to 
repay any part or all of the principal With- 
out penalty, and to lapse payments so long 
as the loan is paid ahead of contract; and 
responsibility of the lender to see that the 
borrower’s property is managed in his 
interest in case he has to move from the 
community. 

Other phases of the post-war program 
recommended by the committee are: addi- 
tional financial services outside the home 
mortgage field, additional investment out- 
lets, financing of slum clearance and public 
housing (apparently with Government 
insurance of credit), adoption of special 
methods of financing prefabricated engi- 
neered housing such as pre-commitments 
based on pre-established costs, expansion 
of savings volume and improvement in 
public relations. 

G. I. home loans. Many of the talks 
and much of the discussion at the con- 
ference centered around the G. I. home 
loan regulations. In a formal resolution 
the League pledged that a major objeetive 
of the savings and loan system will -be to 
make sound and eventually debt-free. home 
ownership available to the returning serv- 
ice men and women, safeguarding them 
from abnormal prices for homes, unsound 
house construction and uneconomical 
schedules of payments. ios 

More low cost homes. A prediction 
that, for the protection of home buyers as 
well as savers, the associations in post-war 
years will have to extend further ‘their 
supervision of new construction as well as 
careful inspection of old houses, and 
appraise neighborhood trends and values 
at regular intervals, was made by John H. 
Fahey, commissioner, Federal Home Loan 
Bank Administration. He also emphasized 
that the outstanding need is for many 
more low cost homes. 

Above, left to right: H. F. Cellarius, secretary-treasurer; John F. Scott, immediate past 
president; W. M. Brock, new president; Henry P. Irr, vice-president; Morton Bodfish, 
executive vice-president. Below: Virtually ‘‘standing room only’’ at general session 

Savings and loan executives discuss problems, opportunities ahead 

John B. Blandford, Jr., administrator, 
the National Housing Agency, likewise 
characterized as “‘the big challenge in post- 
war housing” the broadening of the hous- 
ing market to serve the needs of white 
collar workers and wage earners. He 
stated that possibly additional methods of 
properly controlled financial assistance 
would be among the requisites. 

Small down payment. In this connec- 
tion, Morton Bodfish, executive vice- 
president of the League, stated that he 
expects to see 80 to 90 per cent of the 
small homes in the post-war period built 
and sold on a 10 per cent payment basis. 
“‘We should be able to devise some plan 
and arrangement with our strong reserve 
position to do this business and open up 
an area for home ownership that is not 
now being served,” he added. Mr. Bodfish 
also suggested that private capital might 
have a part in redeveloping slum areas 
with the aid of Government guarantees 
which would be less costly to the taxpayer 
than direct building with public funds; 
he estimated that in the next ten years 
$2 or $3 billion of Government money will 

probably be devoted to slum clearance in 
some way. 

Other new trends. Two trends—the 
“‘packaged”” home wherein the mortgage 
would include the appliance equipment, 
and the rapid rise of mass construction and 
tract development—were discussed by 
Hugh E. Rosson, head of the Home 
Planners’ Institute, Equitable Savings and 
Loan Association, Portland, Oregon. He 
expressed the belief that financing of well- 
chosen tracts should prove to be a desirable 
outlet for funds, supplementing the finane- 
ing of individual homes. He also contendéd 
that the inclusion of appliance items in the 
mortgage, instead of forcing the purchaser 
to pay for these over a short term, would 
eliminate a frequent ‘cause of trouble. 

The savings and loan system in 1943 had 
its greatest gain in assets since 1929, and 
at least a similar increase is expected this 
year, according to H. F. Cellarius, secre- 
tary-treasurer of the League. This will 
bring total assets to the $7 billion mark at 
year-end. Also, last year saw reserves go 
up to 8.2 per cent, and real estate was 
whittled down to 1.8 per cent of total 
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Experience 

Service 

-~Cooperation 

Manned by officials with years 

of experience, our Correspon- 

dent Bank Division renders a 

complete service, conducted in 

an intimate and personalized 

manner. 

The guiding policy is one of 

cooperation in all matters of 

mutual interest. 

Member: New York Clearing House 
Assoctation, Federal Deposst Insurance 

Corporation 
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First meeting of new A. B. A. Agricultural Commission, Memphis 

assets, the lowest percentage in the memory 
of Mr. Cellarius. 

New elected officers of the League are: 
President, W. McGrue Brock, president, 
Gem City Building & Loan Association, 
Dayton, Ohio; Vice-president, Henry P. 
Irr, president, Baltimore Federal Savings 
& Loan Association, Baltimore, Maryland. 

* ¢ ° 

New A.B. A. Farm Program 

A three-point program, designed to 
help the 11,000 country banks serve their 
farm customers better during 1945 and 

MAINE 

CONNECTICUT 

RHODE ISLAND 

tBu 

VERMONT 

PCL MASSACHUSETTS 

PROVIDING INVESTMENT CAPITAL 

“The New England States 

ITH only 2.1% of the nation’s 
land area and about 6% % of its 

population, New England accounts 
for approximately 8 % of the wealth 
of the United States. 

Famed since the days of the Puritans 
for prudenceand thrift, New England 
has progressed steadily and conser- 
vatively, financing much of its own 
development and contributing in 
cultural and material ways to the en- 
tire nation. 

While self-sufficient financially to 

a considerable extent, New England 

municipalitiesand corporations have 
had frequent occasion to employ the 
underwriting and distributing facili- 

ties of investment organizations such 
as our own— bringing needed capi- 
tal to deserving borrowers as well as 
providing remunerative investment 
opportunities to conservative lenders. 

As a part of its activities since the turn of 
the century, Halsey, Stuart & Co. Inc. has 
participated as an original underwriter in 
approximately 200 bond issues, totaling 
over $580 millions, of selected New England 
corporations and municipalities. 

HALSEY, STUART & CO. INc. 

CHICAGO 90, 123 S. LA SALLE STREET - NEW YORK 5, 35 WALL STREET 

AND OTHER PRINCIPAL CITIES 

In writing to advertisers please mention The Burroughs Clearing House 

to aid agriculture in meeting transition 
problems, has been adopted by the A. B. A. 
Agricultural Commission newly headed 
by C. W. Bailey, well-known president of the 
First National Bank, Clarksville, Tennessee. 

The program has been organized around 
three main objectives: 

A. To help keep agriculture financially 
sound. The commission plans to stress 
the importance of keeping debts at a safe 
level. To do this it will gather data from 
various sources on both short and long 
term agricultural credit overextension. It 
will also promote the storing up of financial 
reserves in the form of war bonds that can 
be drawn upon as needed for farm. expendi- 
tures or emergencies. Another major part 
of the program is to help avert a land 
price boom. 

B. To develop sound and helpful farm 
lending methods. The importance of 
adequate farm credit files, to be developed 
by the agricultural committee of each state 
bankers association in co-operation with 
the various supervisory authorities, will 
be emphasized. Another aim is_ the 
establishment of agricultural yardsticks 
for extending farm credits. It is also 
expected that the commission will foster 
surveys and research by state agricultural 
colleges on farm credit services, their cost 
and adaptation to farmers’ needs, the 
record of payment, and relation of types 
of land to debt paying record. Beyond 
this, the commission will make studies of 
farmer attitudes to find out what they 
expect when they borrow. 

C. To merchandise farm service 
aggressively. The A. B. A. Agricultural 
Commission recommends that good public 
relations be fostered at a county level 
through more intensive contacts by the 
locally situated county key banker with 
the extension service of government agri- 
cultural agencies, newspapers, community 
organizations and the county veterans 
committees. The importance of maintain- 
ing friendly contacts on the part of indi- 
vidual bank staffs is also emphasized. 

Chairman Bailey has appointed five 
committees to help carry out the program. 
They are: Committee on Farm Land 
Prices, Committee on 1,000 Point Rating 
Program, Committee on County Key 

. Bankers, Committee on the Development 
of Efficient Farm Lending Methods, and 
Committee on Merchandising Farm Credit 
Service. 
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OUR BANKING FRIENDS 

are provided with a complete and highly specialized service 

adapted to their individual needs. Daily transactions, large and 

small, and a complete range of other banking services, are under 

the close personal supervision of officers intimately acquainted 

with each section of the country. 

The specialized character of our Correspondent services ex- 

plains why the number of Banks making full use of Bankers 

Trust Company as their New York Correspondent is steadily 

growing. We would welcome the opportunity to discuss any 

problem in which it is felt we can be of help. 

BANKERS [RUST COMPANY 

NEW YORK 

Member Federal Deposit Insurance Corporation 

In writing to advertisers please mention The Burroughs Clearing House 
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Advertising Term Loans to 

Small Business 

How The Citizens & Southern National 
Bank in Georgia proposes to apply the 
term-credit principle to small business is 
being explained to the public in a series of 
timely newspaper advertisements and an 
informative booklet which presents actual 
case examples from the bank’s files. The 
basic theme of the promotional series is: 
“Financing Business is Banking’s Business.” 

In each newspaper ad the final paragraph 
reads: “In support of all individuals and 
small business—the backbone of the 
economy—we have our Post-War Small 
Business Credit Department, to provide 
real co-operation with capable people.” 
The first ad in the series identified business 
as the combined efforts of the men and 
women of the nation; the second eited 
America’s wilk to work ag the answer to 
future progress and prosperity; the third 
declared that character and the will to work 
are the important considerations when the 
small business man comes to discuss his 
needs at the bank. 

The fourth ad in the series explained what 
term-credit is and how the bank plans to 
apply it to small business. It described 
the term-credit principle as simply the 
application of the “pay-as-you-go” plan, 
upon which our entire mass production 
economy is founded, to the financing of 
small business. 

New booklet. In a supplementary nine- 
page booklet the bank goes into greater- 
detail concerning its term-credit program. 

THE BURROUGHS CLEARING HOUSE—December, 1944 
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4. What Is Term-Credit? 
Thetis exocty the plan ond pragrom of Term. 

Credit for Sma Businam-—looes on @ “pay-ot- 
you-go" plan over 0 period of months or even 
ror * 
Here iso program of real bork co-operoten 

which hos wech @ money need. This dost sot 
mean thot every loon request will be gromted - 
obviously fh dow mean thot the doom are wide 
pen for. diccmncion--ond if oxy ink shosld 
make the 'loon--our bank wilt make a. alll 
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Explaining application of term-credit to smalt business 
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It explains that many businesses do not ; ? séssed of a real sense of moral obligation. 
find that the conventional 30-60-90 days i “& That he has the ability, knowledge 

«and experience to operate his business on a 
‘sound basis. 

loans meet their needs; they find it more 
practical to repay in monthly installments 
out of earnings over a period of a year or 
more. The booklet cites six examples of ~ 
term loans to smali business, and the 
results. The three main requisites of the 
horrawer are said to be: 

1.“ That the borrower is honest, pos- 

in this country. 

single bank. 

BANK CREDIT 

MERICAN Trust Company’s manage- 

ment realizes that the ability to secure 

loans has a direct bearing on the volume 

of business and employment, and that a 

high level of both factors is necessary for 

a post-war period of general prosperity 

Our correspondent banks are reminded that resources of 

American Trust Company are ample for participation in “com- 

bination loans”—when the wanted line of bank credit is too 

large to handle or too complex as credit facilities of a 

American regi Trust Company 

Sie Unit Bank in the Carolinas 

MEMBER ¢ FEDERAL RESERVE SYSTEM * FEDERAL DEPOSIT INSURANCE CORPORATION 

In writing to advertisers please mention The Burroughs Clearing House 

:.3. That the business shall have sufficient 
earnings power to repay the loan in regular 
-term-credit installments. 
'* “Term-credit as we propose to expand 
it in our post-war co-operation with busi- 
nese meHhas unlimited possibilities,” the 
booklet states. “It can be used to finance 
production machinery—office equipment— 
store fronts and fixtures—inventory or 
raw materials—to discount bills—to pay 
taxes and insurance premiums.” 

. + . 

The Coming ‘‘Battle Royal’’ 

There is every evidence that after the 
war there will be a “battle royal” for the 
privilege of helping the American citizenry 
to buy consumer goods “‘on time.” 

While an estimated nine out of ten 
banks expect to engage in consumer 
financing in the more peaceful days ahead, 
the finance. companies have been doing 
some planning of their own. It is reported 
that the “big fellows’’ such as Commercial 
Investment Trust and Commercial Credit 
Corporation propose to open new branch 
offices to reach into smaller communities 
and cover more territory than before, and 
that some offices closed by the war are 
even now being reopened. Contact men 
are said to be quietly cementing old rela- 
tionships and locating new prospects. 

In addition, the large finance companies 
are said to be studying methods of operat- 
ing their business more efficiently and 
economically. 

The banks’ plans. Meanwhile, there is 
much talk among bankers about the 
advisability of forming a nationwide 
syndicate to compete with the large finance 
companies. Through such a syndicate they 
could offer uniform installment financing 
plans to meet the needs of national manu- 
facturers, and could serve their distribu- 

‘tors and dealers. Some of the largest 
banks are studying the possibility of 
organizing regional or national financing 
chains bytying in their correspondent banks, 

THI 
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TO BANKS 

WITHOUT A FOREIGN DEPARTMENT 

Yimely ustness 

LETTERS OF CREDIT—both domestic and foreign—are 

increasingly used as a financing method by business 

today—whether as buyer or seller. There are definite, 

practical reasons for this trend—time saved, flexibility 

permitting quick decisions in concluding a deal, and 

reduced time involved in credit investigation. 

You do not need a foreign department to participate 

in this trend. You provide the judgement of credit and 

knowledge of the character and standing of the borrower; 

we provide the mechanics of issuing the Letter of Credit. 

Your customer benefits, and both your institution and 

ours are adequately compensated. 

Write us about Letters of Credit and we will explain 

how we can “‘get together” on handling such transactions. 

THE PHILADELPHIA 

NATIONAL BANK 

PHILADELPHIA 1, PA. * ORGANIZED 1803 

MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 

In writing to advertisers please mention The Burroughs Clearing House 



ans 

~~ 

The A. B. A. has been giving such 
developments concentrated study. It has 
also prepared a manual on automobile 
financing, and has similar pamphlets on 
airplane and household financing on the 
way. 
Many observers believe that out of the 

keenness of post-war competition may come 
lower rates for financing consumer goods. 
“Consumer credit rates which we thought 
low before the war will look very high in 
the low-interest era ahead,” predicts Ray- 
mond Rodgers, Professor of Banking, New 
York University. “Sales finance companies 
will not only have more competition from 
similar organizations, but the banks will 
enter this field in earnest. And, with their 

THE BURROUGHS CLEARING HOUSE—December, 1944 

vast credit facilities interest rates will Home planners’ exhibit at the Buffalo Savings Bank 
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tumble. Manufacturers, too, who will be 
largely independent of the banks because 
of their large deposits and accumulation 
of government securities, will undoubtedly 
increase their direct financing activities.” 

« * ° 

Design for Better Living 

Among the financial institutions which 
have capitalized on public interest and 
arranged a home planners’ exhibit is the 
Buffalo Savings Bank, Buffalo, New York. 
The bank reports hundreds of visitors each 
day. 

The exhibit is located on the third floor 
of the banking quarters. It includes model 
houses, home plans, and displays of home 
building materials, equipment, appliances, 
decoration and furnishings. Among the 
features are full-scale modern electric and 
gas kitchens, a completely furnished living 
room, an _ all-electric laundry and a 
modern bathroom arrangement.  Infor- 
mation is supplied on any phase of home 
planning, choice of location, construction, 
and mortgage financing. 
Among the exhibitors are well-known 

national manufacturers as well as leading 
merchants, architects and builders of the 
Buffalo district. 

° 

Combination Pension Plan 

An interesting pension trust which com- 
bines life insurance protection and an 
auxiliary investment account administered 
by a trust committee set up by the bank 
is now available on a voluntary basis to 
officers and employees of The National 
Bank of Commerce of Houston (Texas). 

Where possible and practicable, pension 
benefits will be provided through the pur- 
chase of ordinary life insurance policies 
and the accumulation of reserves in an 
auxiliary investment account sufficient in 
amount to convert the life insurance policy 
into a retirement income endowment or 
retirement annuity policy, which at normal 
retirement age sixty-five will pay the life 
income (100 months certain) contemplated 
by the formula of the plan. 

Advantages of plan. Through the pur- 
chase of ordinary life insurance, it is possi- 
ble to provide a high degree of protection 

‘for the premiums involved, in the event 
of death prior to retirement age. The 
auxiliary investment account enables the 
bank-te accumulate through the facilities 
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“All experience is an arch to build upon" 

— Henry Adan's | 

1 

--.- Lawrence System's 

builf upon 30 years of field 

warehousing experience 

THESE ARE TIMES—when experience 

and skill in handling financial adjust- 

ments may mean the difference between 

prosperity and depression for many of 

your customers. Companies engaged in 

producing war materials and supplies may 

suddenly find themselves with excessive 

inventories — beyond immediate peace- 

time needs. Lawrence Warehouse Com- 

pany, pioneer in field warehousing, offers 

banks the services of its skilled person- 

nel—a staff which has given its attention 

to the normal and unusual problems of 

field warehousing for over 30 years. 

Your bank may be called upon to help 

solve immediate financial problems 

brought on by the cancellation of war 

- contracts. The readjustment period from 

wartime large-scale production to supply- 

ing post-war consumer needs calls for 

sound financial judgment and a thorough 

understanding of industrial problems. 

Bank loan officers can release needed 

working capital by suggesting a sound, 

easily-negotiated inventory loan backed 

by Lawrence System field warehouse re- 

ceipts. Your customer’s raw materials or 

finished products can be used as collat- 

eral and can remain right on the bor- 

rower’s premises readily available for 

marketing or processing. Your inquiries 

will be considered confidential and 

Lawrence Warehouse Company’s serv- 

ices can be rendered from coast to coast. 

LAWRENCE WAREHOUSE COMPANY 

FiCIA WarehOUsing vor ranu vorns soamsr wvenrort 

LAWRENCE 

SYSTEM W. P. Story Building + 
New Orleans « 

New York: 72 Wall Street « Chicago: 1 N. La Salle Street « San Francisco: 37 Drumm Street + Los Angeles: 
« Philadelphia . Kansas City . St. Louis 

« Fresno « Portland, Oregon 
Buffalo « Atlanta « Cincinnati + Boston 

Jacksonville, Florida + Dallas + Houston + Denver 
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of its own trust department a portion of 
the reserves needed to fund the various 
benefits, and at the same time have these 
reserve accumulations anchored to the 
annuity and mortality tables used by the 
life insurance companies. 

If the use of a life insurance policy is 
impracticable because of the uninsurability 
or advanced age of the trust beneficiary, 
then the pension income at age sixty-five 
will be provided through the purchase of 
annual premium deferred annuities or the 
accumulation in the auxiliary investment 
account of reserves in sufficient amount to 
purchase an immediate life annuity. 

Contributions to fund. Employee con- 
tributions are in proportion to salary 
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compensation, ranging from 1 per cent on 
salaries of $125 a month or less to 5 per 
cent on salaries of $400 a month or more. 
The amount contributed by the bank will 
vary according to the age of the employee, 
the length of his past service, and the 
amount of salary earned at the date he 
became a member of the plan; in each case 
it will far exceed the employee’s contribu- 
tions. 

For example, if an employee forty years 
of age has had sixteen years of past service 
and was earning $200 a month at the time 
he qualified as a member of the trust, his 
annual contribution would be $60 and the 
bank’s annual contribution would be 
$254.49, or a total of $314.49. If the em- 
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; It’s our business to 

(oF ° 

=| meet your requirements 

4 WHATEVER your requirements in a corre- 

& spondent bank may be, you’ll find this insti- 

+4 tution well qualified to serve you. We make 

% it our business to meet your needs, no mat- 

& ter how difficult or unusual the situation. 

4 Your inquiry is invited. 

4 The National 

co 

e Shawmut Bank 

. 40 Water Street, Boston 

ro Member Federal Deposit Insurance Corporation 
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Are your customers 

Banks 

asking about 

with customers interested in Canada 

is a field for business or trade expansion 

will find The Royal Bank of Canada a reliable 

source of helpful information. With over 500 

branches from coast to coast, this bank is in 

a particularly favorable position to provide 

information on local business 

opportunities 

relarellarelarcmre are, 

and to assist in the establish 

ment of desirable trade connections 

Inaquir 

New York Agency-68 William St., N. Y 

THE ROYAL BANK OF CANADA 

nohe 
HEAD OFFICE -MONTREAL 
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ployee is insurable, $168.62 of this amount 
would be used to pay the annual premium 
on his ordinary life insurance policy. The 
balance of $145.87 would be placed in the 
auxiliary investment account, and accumu- 
lated at interest for the purpose of funding 
the benefits of the-trust. 

¢ ¢ e 

New Pay-As-You-Go Plan 

A new pay-as-you-go checking account 
plan with some interesting features has been 
introduced by Central Trust Company, 
Cincinnati, under the name ‘‘Handi-Chek.”’ 

A charge of 7 cents is made for each 
check used, and there is no charge for 
deposits. A leather check book cover with 
the name imprinted in gold is furnished 
free to each Handi-Chek user, and his 

00K! YOUR HAME 
AND ADDRESS PRINTED 

Open an account with any amount... get 

thrifty CENTRAL TRUST HANDI-CHEK service 
ee Sy ee cops te oan aware 
b po th te, he pti, he 

wes yy trade, sped addons, oa Thee cheplevee 

Be metry 

CENTRAL Test HANDEC son: aE 
AT ANT OF Pm 5) COMPVERINT BARRONS OOFIEES ( 10 Om bate OF roLOMe 

Thirteen advantages listed 

name and address is printed on each check. 
Advertising emphasizes the personalized 

check feature, the fact that no minimum 
balance is required, and the convenience 
of a checking account. All told, thirteen 
advantages of a Handi-Chek account are 
listed. | 

« Sd & 

More Earning Assets 

A healthy condition as to bank earnings 
is indicated from statistics disclosed by 
the final 1944 edition of Rand McNally 
Bankers Directory. While cash holdings 
declined slightly in the last six months, 
bank loans went up almost $2 billion or 
$1,905,154,000, and holdings of Govern- 
ment securities increased $10,188,198,000 

_to an all-time high of $76,122,535,000. 
Although capital remains substantially the 
same during the six-month period, un- 
divided profits and reserves show an 
increase of $217,303,000. 

TI 
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| TRAINS THAT TALK ON THE R 

*, ~. 

FUNCTION OF 

THE TRAIN TELEPHONE 

The train telephone is not intended to 
replace established methods of conveying 
instructions to trains. Rather, it becomes 
an auxiliary to established signaling, com- 
munications and safety devices, making 
them more effective by giving all who are 
involved in train operation more thorough 
and quicker information as to what is 
happening on the line. 
Main Line Divisions of P.R.R. have long 
been equipped with every proved device 
for safety, signaling and communication. 
Included are automatic block signals, sig- 
nals in the locomotive cabs, interlocking 
ea se power-operated and electrically- 
ocked switches, dragging equipment 
detectors, slide protection fences, universal 
track circuits, telephones at signals, 
switches and strategic locations, teletype- 
writer networks, facsimile apparatus for 
transmission of train orders, and centralized 
traffic control. 

by Induction Telephone! 

TRAIN TO 

TRAIN 

ENGINE TO 

CABOOSE 

P.R.R. Orders Million Dollar Installation for two 

Main Line Divisions ... Harrisburg to Pittsburgh 

Instantaneous and continuous tele- 

phone communication between mov- 

* ing trains and wayside towers, between 

engine and caboose, between train 

and train is now a reality . . . thoroughly 

tested and proved. Soon it will be a 

fact on two of the busiest divisions of 

the Pennsylvania Railroad. 

This great advance in railroading has 

been in experimental operation on a 

branch of the Pennsylvania Rail- 

toad for two years...not only to 

find possible improvements, but to 

learn the best ways of applying it 

more widely. 

The induction telephone is one of 

the many far-reaching improvements 

brought about by the Pennsylvania 

Railroad’s never-ending search for 

new things and better ways. It is 

tangible evidence of the spirit of to- 

morrow that today is at work in 

railroading . . . perfecting and apply- 

ing ideas and inventions that ordi- 

narily would be considered as 

belonging to the distant future. 

PENNSYLVANIA RAILROAD 
Serving the Nation 

* 49,625 entered the Armed Forces 
we 408 have given their lives for their Country 

Buy United States 
War Bonds and Stamps 

1 
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Central Hanover has wide experience 

in handling and expediting the vol- 

ume of business that comes to a New 

York correspondent. 

Central Hanover advises with bank 

customers on their own investment 

portfolios. 

And Central Hanover gives unusual 

requests the active, personal attention 

of officers acquainted with conditions 

in every section of the United States. 

CENTRAL 

HANOVER BANK 

AND TRUST COMPANY 

NEW YORK 

MEMBER FEDERAL DEPOSIT INSURANCE CORPORATIO 

SETI 

Po ae - ew a” &” * 
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: and pay CASH 

Direct mail and other advertising is supplemented by personal calls and many other sales techniques 

FINANCIAL DEPARTMENT STORE 

Se/Hing BANKING 

Description of an intensive merchandising program, 

including a door-to-door direct selling campaign 

ARLY in our experience we dis- 
E; covered two rather simple points 

in the business development of 
our bank. First, that we should have 
to do basic direct selling. Second, 
that our best prospects were the aver- 

age, every day citizens of our com- 
munity. 

John Public and his family have 
almost endless uses for our banking 
services. Our job was to set ourselves 
up to meet the public’s many needs 
and conditions., We decided to be- 
come, in effect, a financial department 
store and “‘merchandise” our ‘“‘goods” 
at a profit. If some of the sales 

By 

ARTHUR T. ROTH 

Executive Vice-president, The Franklin Square 
National Bank, Franklin Square, 

Long Island, New York 

techniques of other types of business 
were successful, why not try them in 
selling banking? Newspapers and 
direct mail were and are used in our 
advertising. But it was felt that some- 
thing a little more compelling was 
needed to explain to the people of our 
community (10,000 population) the 

various services that we could offer. 
We literally brought the facts home to 
them with a personal door-to-door 
campaign. 

Did the people like this kind of 
bank selling? In response, 3,000 new 

accounts were opened in five years, as 
a direct result of our calls. That figure 
does not include many other services 
that our customers bought: personal 
loans, mortgages and safe deposit 
boxes, for example. 

While using the direct selling method 

for getting business, we decided to 
adopt another merchandising aid. Our 
“goods” would have to be displayed 

| 
| 

| 
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against an interesting and arresting 
background. The bank would have to 
be made attractive to the public in 
much the same way that the better 
large department stores catch the eye. 

The garden bank was thus designed 
and opened. This is a Colonial open 
air addition to our regular bank build- 
ing. It proved to be something new 

and different. Everybody in town 
and for miles around came to see it. 
And they liked it! Now the garden 
bank, with its flower bordered walks 
and landscaped parking field, is a 
landmark, a place to show visiting 
relatives. Our depositors take as 
much pride in the outdoor bank as 
we do. 

The interior of the garden bank 
room is quite informal and has as 
much of the atmosphere of a home as 
possible. The color scheme suggests a 

ARTHUR T. ROTH, 
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garden scene. A floral pattern wall 
paper and trilling canaries in white 
cages create a perfect illusion. Mahog- 
any desks are of the personal type, 
while typewriters and other machines 
are hidden in mahogany cases. 

Another merchandising’ move was 
to provide adequate parking facilities, 
since the bank is on the main thorough- 
fare. Lack of parking space was a 
serious annoyance. This affected not 
only our customers, but all shoppers in 
Franklin Square. We had to do some- 
thing. Our architect drew plans for a 
parking field in the back of the bank, 
parallel to the garden bank, and the 

gardener was called in. On Sundays, 
now, this nicely landscaped parking 
field is the background for family 
snapshots that are sent all over the 
world. Excellent publicity. 

Also, in co-operation with the Cham- 

J. W. FEIKERT, GEORGE A. HEANEY, 
Executive Vice-president Manager, Installment Loan Cashier 

Department 

Their efforts have netted big rewards in profit and growth 

To display its ‘‘wares’ 
‘ 

ber of Commerce, we started a move- 
ment for a municipal parking field. 
Land has been acquired, plans have 
been laid and the project is on its way 
to completion. Both the bank and 
the town will benefit. 
Community life in our locality is 

vigorous. Such organizations as the 
Red Cross, the Boy and Girl Scouts, 
the Chamber of Commerce and the 
Civic Associations are very active. 
These groups require a meeting place — 
one to which the members will be 
drawn and where they can work in 
pleasant surroundings. Naturally we 
are interested in these organizations. 
To help them, we let them use our 
community room for their meetings. 

The community room is in the air- 
conditioned basement. It is most 
attractive, having about 150 feet of 
hand painted murals depicting colonial 
Long Island and its activities such as 
whaling, farming, fishing, building. 

Furnishings are modern and com- 
fortable. 

just as everywhere else, children are 
most important in our community. 

We try to make them our good friends, 
too. Again we went to department 

stores to borrow an idea. Each Christ- 
mas, Santa Claus pays us an extended 
visit. He listens attentively and 
sympathetically to the orders of every 
tot who visits him in the bank lobby. 
Last year a little boy even left his 
front door key with Santa, because 
“perhaps he’d have trouble coming 
down the chimney.” The _ boy’s 
mother called promptly. She is now 
one of our customers. 

Marionette shows are another Christ- 
mas attraction. The bank lobby is 
changed into a theater and the young 
and the old are invited. Gleeful 

shrieks and gales of laughter are not 
exactly “banking” sounds, but they 
are sure signs of good feeling and 
friendliness. Besides, we genuinely 
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against an interesting and arresting background, the bank developed unusual outdoitcilities 



enjoy the performances ourselves. 

Then, in keeping with the more 
solemn Spirit of Christmas, we have 
our “Diorama of the Nativity.” <A 
corner of the bank lobby is beautifully 
transformed into the stable in Bethle- 

hem. The scene pictures a group of 
doll figures, each representing a differ- 
ent nation, gathered around the crib 
of the Christ Child. The deep reli- 

gious significance of Christmas is por- 
trayed. 

In co-operation with our local high 

school we conduct what is known as a 
student program. Business students 
in their senior year at Sewanhaka 
High School are extended the privilege 
of acquiring practical bank training 
for one week each month at our bank. 
They are taught banking procedure 
under practical working conditions. 

THE BURROUGHS CLEARING HOUSE—December, 1944 

A Purchase Club Plan and displays of home furnishings and equipment promote thrift, line up loan prospects 

This system has a twofold effect. It 
provides a desirable source of em- 

ployees for future needs, and it makes 
each student who has trained at our 
bank a salesman for us. They work 
with us in pleasant surroundings, be- 

come familiar with our services, and 

through their social contacts they 
introduce us to people whom we might 
never have had the opportunity to 
reach. This system has worked re- 
markably well, from the viewpoint of 
both the student and the bank. 

OUR personnel represents the bank 
to the public. Ifthe employees are 

“sold” on our bank, they will show 

their conviction and feelings to the 
customers. Our good will policy, 
accordingly, must embrace our em- 
ployees. We have tried to stimulate 

stdogicilities and a landscaped parking yard, along with many other innovations 

a bit of the Alma Mater spirit. A 
social club has been formed. It is in 

its early stages, but all signs point to 
success. Although bank officers at- 
tend the meetings, the club and its 
activities are guided entirely by the 

employees. 
Further to demonstrate to the em- 

ployees their importance to the bank 
and in the bank, some meetings of the 

department heads are held with an 
employee presiding. The young repre- 
sentatives enter into discussions like 
veterans and have introduced some 
valuable ideas. The employees can 
bring to the meetings the public’s re- 
actions to our services, a viewpoint 
that the officers cannot get. All in 
all, the employees do a good job of 
selling for the bank. 

While a good deal of our effort and 
expense is directed towards populariz- 
ing our bank, we do not neglect our 
merchandise, that is, our banking 
services. This merchandise is con- 
stantly being improved and increased. 

The professional man today needs 
more than his allotted twenty-four 

hours to do all the things that are 
expected of him. To relieve him of 
some of this burden, we have devised a 

Financial Secretary Service to attend 

to the payment of his bills on the due 

dates. These bills usually consist of 

income taxes, real estate taxes, mort- 

gage interest payments, insurance 

costs,’ fuel expense and other periodic 

payments. 

The plan is particularly helpful to 
the professional man today. When 
peace comes, however, the service 
will be widely used by housewives and 
newlyweds to budget their expenses. 

See SELLING BANKING—Page 42 
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| Banking’s Stake in 

CONSUMER CREDIT 

tance of finance companies as a 

market for bank loans. 
During the pre-war decade when the 

direct participation of banks in financ- 
ing the consumer on an installment 

basis was growing by leaps and bounds, 
the personal loan and sales finance 
companies were also enjoying increas- 
ing business. The use of bank credit 
by these agencies more than doubled 
during this period and they remained 
by far the most sizable market for 
bank loans. 

By September 30, 1941, loans to 

these companies are estimated to have 
exceeded $2,000,000,000 or approxi- 
mately 91% per cent of bank loans and 
discounts then outstanding. The bor- 

rowings of the personal loan companies 
were relatively small while the sales 
finance companies alone employed 

about $1,830,000,000 or 90 per cent 
of the total.~ Of this approximately 

$1,250,000,000 or 70 per cent was out- 
standing to the six largest sales finance 
companies, that is, to three national 
and three regional companies. 

In estimating post-war bank loans 

France’ let us consider the impor- 
| By 

MICHEL E. PUYANS 

Assistant Manager, Credit Department, The New York Trust Company, 
New York 15, New York 

An experienced bank credit man contributes some 

practical suggestions on consumer financing that 

will be of direct interest to the vastly expanded 

army of lenders planning to engage in this field 

it is obvious that sales finance com- 

panies, which have in the past handled 
from 40 to 50 per cent of all install- 

ment credit extended by retail dealers 
and two-thirds of whose assets are 
normally engaged in the retail install- 

ment financing of automobiles, will 
again emerge as a major market for 
bank loans. With the probability that 

automobile and other durable goods 
production will run at capacity for 
several years, it would not be surpris- 

ing if the loan requirements of these 
companies were to reach even higher 
levels than before. 

Banks may well plan now for this 
demand, keeping a number of points 
in mind. In the opinion of the writer 

too much stress has been placed upon 
arbitrary yardsticks as to debt pro- 
portions and balance sheet ratios, 
with insufficient emphasis on liquidity, 
which is the real measure of quality. 
Ownership, size and diversification are 
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Although the dollar amount of instaliment debt held by banks has dropped sharply during the w@om a ¢ 
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of Total | 
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ESTIMATED DISTRIBUTION OF CONSUMER INSTALLMENTHIDE! 

The exact dates shown are December 31, 1931, Sep-@temb 

A date when bank participation in consumer financing was 

percentages shown were derived from statistics published in Fe 

Small 
Loan Companies 

—_— 



THE BURROUGHS CLEARING HOUSE—December, 1944 

, ee company, large or small, purchasing 
preponderantly short-term paper with 
adequate down payments should be 

The figures used are those for the peak date September 30, 1941, and for than a company purchasing largely 
June 30, 1944. They were derived from statistics published in Federal Reserve long-term paper. It is the only way 

Bulletins. eat Dollar to allow the conservative company to 
September Jun Per Cent compete with the run-of-the-mill oper- 
30, 1941 30, 1944 of Change ator. 

INSTALLMENT SALES DEBT - $4,008 $ 707 —82.3 There have also been too many 
Credit extended by manufacturers and retail merchants different approaches to the setting up 
and dealers, financed with their own capital or through ‘ 
sales finance companies, industrial or commercial banks of statements and the computation of 

INSTALLMENT CASH LOANS~ -_ 2,233. 1,119 —54.4 ratios, and too much loose use of the 
Credit extended by commercial and industrial banks, term debt ratio without assurance 
personal finance companies, and credit unions that banks were all talking about the 

Total Installment Debt - - - $6,241 $1,826 —70.7 same thing. On one side of the 
equation, some banks used notes pay- 

NON-INSTALLMENT CASH LOANS 1.168 1.033 —11.6 able, others current liabilities and still 

(ie chaise gaimaent tonsa) Ciel eidandall tetennliite ‘ . ; others total debt, and for the other 
by commercial banks but which also includes loans by factor, some used net worth, others 
pawn brokers and similar enterprises working capital both with and without y 

: Reflecting mostly department store credit ; 

SERVICE DEBT - - - - - - - 59% 716 +20.3 A REVISED statement form evolved 
yn gl ea by doctors, dentists, hospitals, laun- by The Forms Committee of the . ! 

Total Consumer Debt - - - - $9,717 $4,945 —49.1 Chicago Chapter of The Robert Morris f 
Associates is a real aid to intelligent 

finance company analysis. One of its 
major contributions has been its em- 

Practically all the decline has been in consumer installment debt phasis of the ratio of total: liabilities 
to liquid capital. This was published 
with a detailed report by Charles 

obviously vital. As diversification than any arbitrary yardstick, such as Edelmann of The Northern Trust 

increases there is a proportionate the popular conception that notes Company in The Bulletin of The 
reduction in the serious effects of payable should not exceed cash and Robert Morris Associates for January, 

adverse developments. the estimated collections of wholesale 1943. 
Experience proves that there is and retail paper within a six months’ Composite figures of the three na- 

greater risk in reducing down pay- period. This conception only forced tional companies covering each calen- 
ments than in lengthening terms. companies to turn to long-term financ- dar year from 1938 to 1941 show this 
Knowledge of loss, delinquency and ing during the past expansion period ratio to have reached a peak of 4.7 
repossession ratios as well as the con-_ in order to permit them to carry more times from a low of 2.5 at the end of 
sideration of direct and indirect loss paper of longer maturity without 1938. A similar study covering the 

reserves has proved of more value in violating the six months’ liquidity three largest regional companies shows 
determining finance company liquidity principle. It is quite obvious that a See CONSUMER CREDIT—Page 44 

© W@om a percentage standpoint the banks have retained most of their pre-war hold on the market 

ITEDEBT BY TYPE OF INSTITUTIONAL LENDING AGENCY 

=P-Btember 30, 1941 and June 30, 1944. They represent: 
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Public Approach to 

SERVICE CHARGES 

PRESUME it could be said that 
| service charges are a hobby of mine. 

I have read and filed stacks of 
material on the subject, discussed the 
matter with a great many bankers, 
observed the practices of numerous 
banks while I was a national bank 
examiner, talked to service clubs on 
the topic, and given this source of in- 
come some real study in connection 
with our own institution. As a result I 
have come to some rather definite 
conclusions which I have been asked 
to pass on to fellow bankers, along with 
information on how these thoughts 
have been applied in our own bank. 

On this matter of service charges I 
have arrived at four major conclusions: 
1. Under present conditions, adequate 
service charges are absolutely neces- 
sary. 2. They must be on a basis that 
is fair to all accounts, and simple to 
explain. 3. The public must be more 

fully informed as to why the charges 
are made. 4. There should be greater 
uniformity of method among banks in 
analyzing accounts. 

The necessity for service charges of 
some kind is rather generally rec- 
ognized by banks today. The reasons 
for this trend, wherein banks have 
become predominately service institu- 
tions in which each type of business 
must pay its own way, are well known. 
What is not realized by many banks is 
that their present service charge sched- 
ules are not adequate to provide the 
revenue actually needed. 

I believe that bank management in 
contemplating its profit margin is 

entitled to distinguish between its 
capital stock and its aggregate capital. 
For example, a bank with $200,000 
capital stock may pay out $16,000 
annually in dividends, indicating an 
8 per cent return. However, an exami- 
nation of the bank’s published state- 
ment probably would disclose that the 

stockholders have a total investment 
of two or three times this capital figure 
when surplus, undivided profits and 
unallocated reserves have been con- 
sidered. A $16,000 return on this 
larger figure representing the stock- 
holders’ entire equity is usually a very 
small yield, and makes the stock hardly 
a “gold mine” even with modern 
returns on investments being what they 

By 

FRANK C. GUTHRIE 

Vice-president, The Harrisburg National Bank, Houston, Texas 

The writer believes that adequate service charges 

are a necessity, but stresses that they should be 

set up on a uniform basis that is fair to all the 

accounts, and that the public should be more fully 

informed as to why and how the charges are levied 

Mr. Guthrie, left, explaining checking account costs to depositor 

are. In my opinion, it is proper to 
measure profits against the stock- 
holders’ entire investment, rather than 
merely against the bank’s capital 
stock account. 

Furthermore, even where the real 
earnings picture is currently bright, 
this may be due to non-recurring in- 
come and abnormal conditions which 
are likely to change after the war. This 
would seem to be the ideal time to put 
service charges upon a sound basis from 
a long-range viewpoint. 

The need for adequate service 
charges from a profit standpoint has 
been demonstrated to me from the 
experience of our own institution, in 
which my associates and I obtained a 
controlling interest two years ago. The 

bank had previously been operating 
for eighteen years, and at the time it 
was sold to us was not making any 
money. After considerable study we 
concluded that the only way it could 
be put on a profitable basis was 
through increased service charge reve- 
nue. Our figures show that if income 
from this source was eliminated the 
bank would be operating at a loss. 

The research committee of the 
Texas Bankers Association has ably 
summarized four important reasons 
why banks today need additional in- 
come: 1. To pay the stockholder a 

- greater dividend upon the fofal capital 
account. 2. To increase the salaries 
of bank personnel, so that these will 
be in keeping with salaries paid to 

‘ 
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EFFECT OF UNIFORM 100% ANALYSIS PLAN ON SERVICE CHARGE REVENUE 

Your, Piashisd resets, 
regardless of its size, is always welcome at The 
Harrisburg National Bank. To perform the same 
QUALITY service for each depositor is the bank's 
sincere aim. 
Today, because of its many advantages, the check- 

ing account is extremely popular, Increased activity 
has necessitated a larger staff. To atfora cus- 
tomers’ deposits the maximum of protection, this 
bank carries insurance in the Fedcrai Deposit In- 
surance Corporation, These factors, and the new 
time limitations imposed by recent wage-hour legis- 
lation, have materiaily increased the cost of hand- 
ling checking accounts, 
Any bank, to be safe, must operate profitably. 

This bank's only way to recover the cost of band- 
ling an account has been to invest the moncy left 
on deposit, But with some accounts, the revenuc 
from the invested balance is insufficient to offset 
the cost. 

It is therefore necessary—in order to provide all 
depositors, whether large or small, the convenience 
of checking accounts—to adopt a plan whereby 
each account assumes its share of the cost. This 

To. show how the now plan’ will operate, last | 
month's costs for handling your account, and the 
amount its invented balance earned, are itemized 
as follows: 

—Ledgee: entries Me eae at de each 2 
—-Items on other banks Nee Pa eros et 
nat Cueet mi has es 
Less pout carnings of your fenle ee 
balance for the month . Bae: Pa — 

Cont to Bank - er us 

6s by seek tae en cgi seal ik 
ance do not offset the total cost of handling the. — 
ac¢ount, there are two ways by which the cost to 
the bank can in the. future be covered: (1) The _ 
account balance can be proportionately increased to i 
compensate for the cost; (2) The cost can be 
charged directly to the account. This plan is fair 
to every depositor and permits rendering efficient o 
service at a reasonable cost, based on the activity : 
of each account. 

os oil Bia was | is 

‘ Aca dy of ar prt cmv har fo te : ® 
present conditions and to wo a se ead call of us are Pde 

Spe Wg ema cinge fae en 

: Mexnee Pr pee at wRrosit Hieags oxen “Comrom arian : 3 ’ 
: alates Hil eae See Me eee eee 

Before the bank introduced uniform account analysis, it distrib- 
uted the explanatory folder shown at left. Above is subsequent 
announcement of increased maintenance charge. Chart below 

reveals results of the changes, from revenue standpoint 

plan will be effective February 1, 1943. Costs for 
handling an account will be computed on the basis 
of work actually required. A similar plan is used 
by most of the country’s foremost banks. you may ask. 

Any bank officer or employce will be pieased to 
discuss the plan with you and answer any questions 
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Steadily increasing account balances have tended to level off service charge revenue between 
changes, despite a large gain in the number of accounts and greater activity. If income 

from this source was eliminated the bank would be operating at a loss 

In year after introduction of new service charge plan, deposits increased from $3,363,000 to $6,243,000 

other lines of business and will serve 
to attract a high type of employee. 
3. To attract additional capital to 
banking so that there may be a more 
desirable ratio between bank capital 
and deposit liability. 4. To enable 
management to improve the type of 
investment into which demand de- 

posits are placed. 
Nevertheless, it is not enough merely 

to stress the need in many banks for 
increased service charge income. Under 
the plea of wartime necessity there 
has been a temptation to overdo rate 
increases, or to simplify calculations 
to the point of unfairness to deposi- 
tors. Rather, now is the time for 
banks to be building good will against 
some time in the future when they may 

stand in urgent need of it. Banking is 
in the comparatively good graces of 
the public as a result of various war- 
time services, but bank management 
must think ahead. It must be sure 
that it has a fair, easily justifiable 
service charge plan which treats all 
accounts on the same uniform basis. 
There should be no grounds for the 
complaint, ‘“They penalize me because 
I’m a little fellow,’’ which I have fre- 
quently heard from small depositors 
under arrangements other than uni- 

form analysis. 
Under the previous schedule in effect 

when we took over the bank on Novem- 
ber 7, 1942, there were three different 
bases for figuring service charges. If 
the average account balance was under 

$100, a charge of 25¢ apiece was made 
for the first four checks, and 5¢ was 
charged for each additional check. 
On personal accounts of average bal- 
ances of $100 or more, one free check 
for each $10 of average balance was 
allowed; if the activity went beyond 
this point there was a $1 minimum 
charge plus 5¢ a check. All business 
accounts were on an analysis - basis. 
Under this there was no maintenance 
charge, and an earnings credit allow- 
ance of 3 per cent. Five cents was 
charged for debit items, 3¢ for transit 
items and 2¢ for city items. For each 
active account an analysis sheet was 
made out as a separate operation, and 
this required the full time of four 
experienced employees during the last 

| / 1 
] 

/ 
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five days of the month. Having three 

different plans was confusing from an 
operating standpoint and extremely 
difficult to explain to the public. 

One of the first steps taken by the 
new management of the bank was to 
substitute a plan of 100 per cent uni- 
form analysis of all accounts. It 
originally embodied a 50¢ maintenance 
charge but this was increased to 75¢ 
about a year later. Four cents is 
charged for debit items and 2¢ for 
clearings and transit items. To sim- 
plify operations we figure a 3-day float 
on all checks drawn on other banks. 
A 2 per cent earnings credit allowance 
is given on the average available 
balance. 

MUST admit that at the outset there 
was considerable opposition with- 

in the bank itself to the change, which 
we knew would in most cases result in 
increased charges. It was feared that 
the plan could not be sold to the 
public, and there was some dubious 
head shaking over what it would do to 
deposits. In four months’ time this 
opposition had vanished and the em- 
ployees were thoroughly “‘sold.”” Fears 
of deposit shrinkage were soon laid 
to rest, for in one year the bank’s 
deposits expanded from $3,363,000 to 
$6,243,000, representing a 90 per cent 
increase. The number of active check- 
ing accounts grew from 4,400 to 6,200. 
Service charge revenue climbed from 
approximately $1,650 a month before 
the change to approximately $2,700 a 
month immediately thereafter, and 
then to about $3,600 a month after 
the maintenance charge figure was 
increased. 

There is a conspicuous lack of una- 
nimity in banker viewpoints on serv- 
ice charges, and I recognize that many 
bankers will find points to criticize in 
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our plan. I would be the last to sug- 
gest that it is scientifically perfect, but 
I do know that it was conscientiously 
devised to be fair both to the bank and 
to the depositor. 

Perhaps the most debated question 

today in connection with service 
charges is: Should average or mini- 
mum balances be used for analysis 
purposes? I realize that there is a 
trend, accelerated by wartime condi-' 
tions, toward the latter. 

Undoubtedly time can be saved by 
using minimum balances, and the 
bank can derive additional revenue 
from this method. However, I favor the 

use of average balances, because it is 
difficult to convince the public of the 
validity of the minimum balance argu- 
ment. The public, especially that 
segment which maintains bank ac- 
counts, is smart enough to know that 
accounts “average out.” It is difficult 
to tell them that banks cannot invest 
average balances. Personally, I would 
prefer to sacrifice earnings, or adjust 
rates to bring commensurate income, 
rather than to have any phase of the 
service charge plan which cannot be 
easily justified. It is true that under 
the guise of wartime urgency banks 
can “get by” with the use of mimimum 
balances today, but there may be long- 
term repercussions. Furthermore, it 
would not seem wise to adopt the 
practice merely as a temporary expe- 
dient now, for it might be awkward to 

explain a reversal of policy later. I 
would rather adopt a plan that I 
know is fair to the public —perhaps 
even gives them a little break —and 
then stick to it. 

The argument is sometimes heard 
that the full analysis method is too 
complicated to explain to customers — 
that even the bank’s own employees 
do not understand it. This has cer- 

‘charges. 

Under uniform analysis the number of 

active checking accounts jumped from 

4,400 to 6,200 in a year 

tainly not been true in our case. On the 
contrary, it seems to us that the 
analysis plan, because it is the most 
fair, is the easiest to explain and to 
justify. As an alternative, it is neces- 
sary to try to convince the public of 
the “rightness” of some method that 
is illogical and leaves too many factors 
not accounted for. 

Another familiar argument is that 
100 per cent analysis takes too much 
time and is too expensive. After a 
careful study we have found that this 
is not true in our case either. We have 
taken advantage of several legitimate 
short-cuts to facilitate the process. 
Thus we have adopted a 3-day float 
basis for all deposited items drawn on 
other banks, after an analysis revealed 
that this was a fair average. Also, 
instead of making a separate deduction 
for reserve and then making the earn- 
ings calculation, we use a multiplying 
factor which is adjusted to include the 
reserve deduction. It requires about 
one-half of a clerk’s time to obtain the 
analysis information from the deposit 
tickets and it only takes each book- 
keeper approximately ten minutes of 
extra time a day to enter the analysis 
data on the statement stubs while 
posting her regular work. The amount 
of work involved in calculating the 

charges and preparing the service 
charge debits is no greater than under 
our former method. As a matter of 
fact, our former plan was more expen- 
sive to us and took more time than 
the present method. However, rather 
than argue that point, I conclude that 
if the 100 per cent analysis plan entails 
an additional wage cost of from $60 
to $100 a month, that is certainly a . 
good investment if it reaps an addi- 
tional revenue of $2,000 a month. 

S° much for the plan itself. It is 
not enough for banks to set up a 

schedule of service charges which is 

fully adequate from the bank’s stand- 
point, yet uniformly fair to all ac- 
counts and easily justifiable. There 
remains a job of public education to be 
done, and here we bankers have been 
most remiss. As one banker has 
phrased it, ““The public still doesn’t 
know a darn thing about service 
charges,”” and banks as a whole have 
done little to clarify the subject in the 
public’s mind. 

In my conversations with people I 
have found all kinds of misconcep- 
tions and suspicions concerning service 

Members of service clubs I 
have addressed on the subject have 
later told me of their previous resent- 

See SERVICE CHARGES—Page 40 
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Stop Payment ! 

It looks like the Ferndale National will be nicked hard 

on a stop payment order involving a car that won't start 

HEN Director: Clutchbill en- 
tered the Ferndale National 
early one morning the hand of 

death seemed gripped on the throats of 
the bank crew. 

“‘What under the canopy of heaven 
has happened?” he burst out, coming 
to a stop in the lobby and staring 
strangely around in the strained silence. 

Cashier John Atwood, who stood 
with one hand hovering over a seated 
telephone as though waiting for it to 
cool off, slowly pushed his teeth to- 
gether and screwed his eyes on Mr. 

Clutchbill. 
Willie Dexter, the teller, glumly 

drew his head and neck down into his 
collar and quit his nervous pencil- 
fluttering over a blotter. 

The woman clerks bent their backs 
lower over their work as though fending 
off a coming clap of thunder. 

‘‘What’s happened?” hollered Mr. 
Clutchbill in a louder voice rattling the 
front office door knob. 

Cashier John Atwood let go his 
death grip on the air over the phone 
and scrambled hurriedly around to let 
Mr. Clutchbill in. 

““We’ve been nicked for $500 on a 

stop payment over the counter,” he 
emitted with a sudden, cat-like cry. 

Mr. Clutchbill had taken off his hat. 
He hastily put it on again. 

“‘Heavens and earth . . . $500! 
it’s only 9:15! 
like?” 

‘Willie was the only one that saw 
him.” 

*‘Willie!’’ whipped out Mr. Clutch- 
bill with the instant precision of a 
French 75. 

“Yes, Mr. Clutchbill,’”’ moaned Wil- 
lie Dexter sliding in regretful silence 

off a stool. 
‘How in thunder did you come to 

pay a stranger $500?” 
“I didn’t know it was stopped.” 

‘“‘He’s right,” put in John. “It was 
Amelia Pepper’s check. She tele- 
phoned in the stop payment to me 
last night after everyone had gone. 
Amelia claimed she gave the $500 
check to a stranger for a secondhand 
car, and the car wouldn’t start soon’s 
he got out of sight. I got to the bank 
this morning at 8:45. Willie got here, 
opened at 8:40 and paid the check. 
There’s no two clocks in this village 
within fifteen minutes of each other.” 

And 
What’d the feller look 

By 

FRED COPELAND 

“‘Aaron Clutchbill, you stopped that 

$500 check of mine for sure, didn’t 

you 2” Amelia Pepper demanded 

“Willie!” thundered Mr. Clutchbill 
a second time, ‘““Why in... why in the 
devil did you give $500 to a stranger?” 

‘He wasn’t a stranger,” countered 
Willie. ‘‘Em Butler who runs the Inn 
introduced him. Amelia was good for 
the check. And Em wanted his pay 
for keep out of the stranger.” 

‘‘What was his name?” howled Mr. 
Clutchbill like a court judge. 

‘*‘Windthroat Hogg... no, I guess it 
was Winthrop,” stuttered Willie. 

21 

“Said he was a fur trader and didn’t 
need a car because he’s going into the 
Indian country.” 

“Yeah,” nodded Mr. 
*‘What’d he look like?” 

“He was a little curly-headed man 
about fifty.” 

“He’ll be a hard bird to catch,” 
predicted Mr. Clutchbill. ‘Willie, you 
put your hat right on . . . we’re going 

to make a little tour of the crime dens 
of this city.” 

Willie got ‘on his faded brown 
fedora and followed Mr. Clutchbill 
out into the open. No train had 
stopped at Ferndale that morning since 
Mr. Winthrop Hogg had relieved the 
Ferndale National of $500. Mr. 

Clutchbill proceeded directly to the 
railway depot where a train would 
arrive in a quarter hour. 

“You wait here, Willie,” ordered 
Mr. Clutchbill. “If anything comes 
out in a hurry you let out a warning 
yell and freeze to his trail. If he’s 
fifty you ought to tree him in two 
blocks.” 

Willie stood with shaking jaw out- 
side the doorway and watched Mr. 
Clutchbill disappear within. 
A fast glance showed the waiting 

room was empty. The old director 
advanced to the ticket window. 

“Any little curly-headed stranger 

about fifty bought a ticket here this 
morning?” he stealthily inquired 
through the open ticket window. 

“Great Scott, no! We ain’t sold a 
ticket for three days,” said Ferdinand 
Ferrel, the agent, unwinding a head 
telephone harness and gazing strangely 
around at the first voice he’d heard 

that morning. 
‘“Hm-m, no matter,” nodded Mr. 

Clutchbill moving away and picking 

up Willie. 
With the directness of a fox hound 

in a familiar pasture the old director 
put in an appearance at the Inn and 

pointed his goatee at Em Butler, the 
proprietor. 

“Has your distinguished guest, Mr. 
Winthrop Hogg, checked out?’ he 

demanded. 
““My gosh! I hope so... powerful 

feeder—lucky he put that car on 
Amelia Pepper or I might have got 
stuck for two weeks’ board. Was he 
owing you, too, Mr. Clutchbill?” 

See STOP PAYMENT—Page 47 

Clutchbill. 
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Fingerprint files of the FBI contain records 

of 6,000,000 separate individuals arrested for 

criminal offenses. ‘Repeaters’ or habitual 

criminals constitute 40 to 65 per cent of all 

criminals in the United States . . . Juvenile 

crime has been increasing steadily. 

Like lightning, you can never know where 

or when crime may strike! Thousands of 

A tee 
ae 

Sonssite Your Agent or Broker 
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crimes against property occur every day. For 

your protection we suggest you consult your 

Agent or Broker about the most modern 

forms of coverage against loss of Money, 

Securities and other property caused by Dis- 

honesty, Burglary, Robbery, Forgery and any 

one of a dozen other similar crimes. 
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WASHINGTON VIEWPOINT 

By HENRY D. RALPH, Washington Correspondent 

The Post-Election Outlook 

The results of the recent national 
election suggest that there will be little 
change in Washington activities which 
will affect banks and banking. The 
principles of the New Deal administra- 
tion generally will continue as during 
the past twelve years, and the in- 
creased Democratic majority in Con- 
gress should mean closer co-operation 
between the executive and legislative 

branches. 
Few high ranking members of the 

banking and currency committees of 

House and Senate failed of re-election, 
though there will be some changes in 
the membership of both groups as is 
usual with the organization of each 
new Congress. 

Neither are important changes an- 
ticipated in the personnel or organiza- 
tion of executive agencies concerned 
with banking and finance, such as the 

Treasury Department, Federal Re- 
serve Board, Federal Deposit Insur- 
ance Corporation, Federal Housing 
Agency, or Securities and Exchange 
Commission. There is some discus- 
sion of possible changes in the Cabinet 
and in some of the war emergency 
agencies, but little along this line is 
expected before the end of the war in 

Europe. 
The Treasury’s financing program 

will continue about as it has since the 

beginning of the war, with the Federal 
budget deficit covered chiefly by 
periodic war loan drives. The Presi- 
dent’s annual budget message, due 
early in January, may forecast a slight 

decrease in war costs but such fore- 
casts are always subject to change 
without notice as dictated by the 
fortunes of war. There will be in- 
creasing pressure for large non-war 
expenditures by the Federal Govern- 
ment to resume domestic programs 
interrupted by the war and particu- 
larly to stimulate employment and 
business activity during the reconver- 
sion period. 

There is virtually no chance for any 
reduction in taxes as long as the war 
continues, and probably not for impor- 
tant administrative changes in the tax 
laws. However, Congress is expected 
to make a start within the next few 
months on drafting a post-war tax 
bill. 

Few important changes in Federal 
laws affecting banking are apt to be 
passed during the war except that 
Federal lending activities may be re- 

vamped and expanded to some degree 
in anticipation of a need for credit 
during the reconversion period. 

The election results are generally 
interpreted in Washington as instruc- 
tions from the voters to continue the 
administration’s domestic program 
more or less as in the past but to put 
greater emphasis on international co- 
operation. Washington observers feel 
that while the new Congress will agree 
with the administration on most 
aspects of political collaboration with 
other countries it will be quite critical 
of proposals for international economic 

collaboration, particularly proposals 
which might reduce tariffs, imply 
regimentation of domestic industries, 
or commit American taxpayers to 
heavy international obligations. 

The Bretton Woods monetary agree- 
ments probably will be laid before 
Congress for action during the winter, 
and while they should receive more 
sympathetic consideration than would 

have been the case last summer there 
are indications that they will be exam- 
ined most critically. Also, the ad- 

ministration is studying several plans 
for promoting international trade by 
lending funds from the United States 
to war-impoverished nations and to 
countries needing capital for economic 
development. Such proposals might 
either substitute for the Bretton Woods 
plans or be used in addition to them. 
Some of the proposals call for co-oper- 

ation between government and private 
capital in foreign lending, and Con- 
gress will probably be asked soon to 
approve an increase in the lending 
authority of the Export-Import Bank. 

° ¢ ¢ 

Small Business Credit 

Additional credit to small industrial 
concerns through guarantee or insur- 
ance of commercial bank loans is 
provided in legislation now being con- 
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LhrittiCheck 

is custom made 

FOR YOUR BANK 

It is identified with your bank exclusively 
in your city. We study your situation care- 
fully to make sure that ThriftiCheck plan 
is installed to exactly fit your method of 
operation. 

Advertising service and material prepared 
for your bank takes into consideration local 
conditions and appeal. 

Sale-of-check-book plan 

now tested and proved 

It offers direct benefits to both bank and 
customer. Result: good will all around. 

For ThriftiCheck sets up in your bank the 
simplified, economical operations possible 
only with the sale of check books and im- 
printed checks. 

The elimination of free check books, charges 
per check, or charges per item deposited does 
away with customer controversies, unde- 
sirable accounts, and high account mortality- 

ThriftiCheck attracts 

new customers 

They like the personalized checks, the at- 
tractive check covers and other exclusive 
ThriftiCheck features. This insures low 
acquisition cost and the high account volume 
necessary for profit. 

Why experiment? 

It is no longer necessary to experiment with 
outmoded methods of charges which com- 
plicate and increase the cost of operating 
procedure. 

The accelerated trend to ThriftiCheck and 
the sale of the check book is no longer a 
matter of debate. Banks ranging up to the 
largest, which have installed pay-as-you-go 
service during the last two years offer con- 
clusive proof of its superiority. 

Our original plan continues to attract new 

depositors, and no basic change or alter- 

native plan has been necessary for banks to 

maintain good profits and volume business. 

We are ready to show you exactly how 
ThriftiCheck will create new customers for 
every department of your bank. Please 
write directly to Brian T. Moran. 

BANKERS DEVELOPMENT 

CORPORATION 

31 Nassau St., New York 5, N. Y. 

Telephone REctor 2-7580 
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sidered by the Senate committee on 
small business. 

The method currently in most favor 

is to extend the life of the Smaller War 
Plants Corporation beyond its present 
expiration date of June 30, 1945, and 
to expand its power to make direct 
loans to business and to insure and 
guarantee bank loans. A bill to accom- 
plish this has been drafted by Senator 
James E. Murray of Montana, chair- 
man of.the committee. Congressional 

action along the lines of this draft is 
expected during the winter, since 
Congress has been quite friendly to 
the SWPC and has given it special 
duties in connection with several recon- 
version laws. 

The Murray bill would extend 
SWPC to 1947 and change its name to 
the Small Business Corporation. It 
would empower the Corporation to 
insure loans by banks and financing 
institutions, up to 20 per cent of the 
total amount of credits extended, made 
to small business enterprises for any 
of three purposes: (1) in connection 
with terminated war contracts; (2) for 
the purchase of surplus government 
property or the acquisition, conver- 
sion, and operation of surplus war 
plants; or (3) to provide capital to 
reconvert from war to civilian or peace- 
time operations. 

The loan insurance could be obtained 
by any bank or financing institution 
which the Corporation finds qualified 

by experience or facilities. Interest, 
maturities, and conditions of the loans 
would be subject to conditions pre- 
scribed by the Corporation. Banks 
would be expected to make character 
loans under $25,000 regardless of the 
collateral offered or lack of collateral 
or the status of the balance sheet 
whenever the bank is reasonably satis- 
fied respecting the competence and 
business prospects of the applicant, 
and the Corporation would periodically 
review the activities of banks making 
such character loans.’ 

Small concerns eligible for such in- 
sured loans would be those engaged 
in manufacturing, mining, transporta- 
tion, or the repair and maintenance 
of production equipment, and not 

employing more than 500 persons, but 
the Corporation could exclude any con- 
cern which it found to be a dominating 
unit in its trade or industry. 

A further section provides that when 
any small concern has been unable, 

after reasonable effort, to obtain ade- 

quate financing for reconversion, the 

Corporation may make, guarantee, or 

participate with any bank in loans, 

discounts or advances, up to a total 

of 80 per cent of its authorized capital. 

All notes, drafts, bills of exchange 
and other paper taken in under this 

procedure would be eligible ‘for dis- 
count with Federal Reserve banks as 
commercial paper, either by member 

in writing to advertisers please mention The Burroughs Clearing House 

banks or by the SBC itself, and Federal 
Reserve banks would be authorized to 
make advances to SBC on its own 
notes secured by such paper. 

This new bill is only one of several 
proposals for extending the life and 
enlarging the scope of the Smaller War 

Plants Corporation. Other proposals 
would divorce it from its present con- 

nection with the War Production 
Board and give it independent and 
perhaps permanent status, and in- 
crease its capitalization and lending 
authority. In addition there are vari- 
ous other proposals for providing 
credit and capital for small and 
medium sized business enterprises, 
either by direct government loans, in- 

surance or guarantee of bank loans, 
or a joint government-private capital 
system of intermediate credit institu- 
tions. 

There is a strong feeling in Congress 

that smaller businesses will need more 
funds in order to hold their position 

in competition with big business dur- 
ing the first few post-war years, and 
the probability is that the Smaller 
War Plants Corporation will be made 
the basis for any plan which is adopted. 
These proposals are expected to come 
to a head early in the next session of 

Congress, since both Senate and House 
small business committees have been 
working on the subject in recent weeks 
and are anxious to have a plan in effect 
by the time industrial reconversion 
begins on a significant scale. 

Sd ° t 

New T-Loan Handbook 

A useful handbook on “Termina- 
tion Financing for War Contractors” 
is now available to all banks from the 
Office of Contract Settlement, and 
should prove very valuable to banks 
whose business clients desire funds for 
working capital during the period of 

settling claims against the government 
or prime contractors for canceled war 
contracts. 

The booklet deals only with interim 
financing of war contractors, subcon- 

tractors, and suppliers during the con- 
tract settlement, both by advance or 
partial payments from the government 
and by guaranteed termination loans 
from commercial banks. Bankers who 
wish to advise their customers on other 

aspects of contract termination, such 

as methods of filing claims or disposal 

of surplus inventories, will find much 

valuable reference material in the 
recent quarterly report of the Office of 

Contract Settlements, which carries 

the texts of all regulations issued by 

that office as well as a general discus- 

sion of the problems and procedures. 

‘The T-loan guarantee regulation 
and forms are printed in the OCS 
booklet with a number of explanatory 

THI 
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“Zs 

‘Tas Industry rec- 

ognizes as never before, its obligation 

to protect the worker against occupa- 

tional hazards. )) )) Thanks to the inge- 

nuity of the Safety Engineer, special 

devices have been developed to guard 

the danger spots on practically every 

type of machine and operation. Em- 

ployers who fail to provide these safe- 

guardsare guilty of negligence.) ») The 

business man, too, is guilty of negli- 

gence when he fails to safeguard his 

checks against counterfeiting and 

fraudulent alteration.) )) If you have 

doubts on this score, consult your 

banker. He will advise on check forms 

appropriate to your business proce- 

dure—demonstrate the right and wrong 

way to make out a check—and explain 

the security value of safety paper. })) 

LaMonte Safety Papers are time-tested 

by seventy-three years of use 

and long recognized as the \ | 

standard of safety in check \ // 

BACK THE Artac 

protection. 

For Samples of La Monte Safety Paper see your Lithographer or Printer — or write us direct. 

GEORGE LA MONTE & SON Sa NUTLEY. NEW JERSEY 

We supply many banks and corporations with their own 
INDIVIDUALLY IDENTIFIED Safety Paper. The issuing organi- 
zation’s Trade-Mark is tn the paper itself and appears on 
both the front and back of the check. Such INDIVIDUALIZED 
paper adds to the prestige of your checks—saves sorting 
time — prevents errors in banks and clearing houses. 

— -” ee ld ~ ~~ — -_- 

Ce en. 
The wavy lines ore a 
te Monte trade-mark ~~ _— 

—_ 
~~ 
~~ 
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lf History Repeats . . . Will Your Loans Be Paid ? 

1918 1920 1921 1922 1923 

400% 

Business 

Failures 

after World War I 

300% | | 

200% 

After World War 1 ... from the 1919 level . . . the number 
of commercial and industrial failures jumped 267% in three years; current liabili- 

ties involved jumped 450%. 

will History Repeat ? No one knows. That’s why thou- 
sands of banks recommend Credit Insurance to customers ... and many banks 
insist on this added protection in the granting of loans. 

American Credit Insurance places a definite cash value on accounts receivable for 

goods shipped... guarantees that they will be paid...and this protection now 
can be extended without charge to include the bank as a named assured. 
Write now for more information to: American Credit Indemnity Company of New 

York, Dept. 45, First National Bank Building, Baltimore 2, Md. 

[5] Year | 

AMERICAN 

CREDIT INDEMNITY 

COMPANY 
oF New Yor« 

> 
SUERY gtrry 

OFFICES IN PRINCIPAL CITIES OF UNITED STATES AND CANADA 

President 

American 

Credit Insurance 

Guarantees Payment 

of Accounts Receivable 

notes not appearing in the originals of 
these documents. 

The Office of Contract Settlement 
is urging all war contractors to make 
arrangements for T-loans immediately. 
For such loans banks may not charge — 
more than 4% per cent interest, plus 
a commitment fee of one-quarter of 
1 per cent on the unused portion of 
the credit. Since contractors will 
receive interest from the government 
at the rate of 2% per cent on all claims 
awaiting settlement more than 30 
days, the T-loan is a low-cost method 
of assuring a contractor against freez- 
ing of the working capital tied up in 

war orders. 

Sd ¢ e 

Status of G. I. Loans 

The Veterans Administration has 
begun the distribution of forms for 
guarantee of bank loans to ex-service 
men for home purchase or construction 
and has opened regional offices in New 
York, Washington, Chicago and San 
Francisco to handle applications and 
inquiries from banks, but there may be 

further delay in the actual making of 

loans. 
For one thing, Congress is not en- 

tirely satisfied with the loans provision 
of the G. I. Bill of Rights and the way 
it is being interpreted by the Veterans 
Administration, and amendments are 
already being proposed. Should the 

act be opened for revision in any 
particular there is a possibility that it 
might be changed rather extensively, 
and it is not likely that banks would 
care to make loans while amendments 
were under active consideration by 

Congress. 
One aspect which has already caused 

considerable criticism from some mem- 
bers of Congress is the provision that 
the Veterans Administration may with- 
hold benefit payments to a veteran or 
his estate as an offset for obligations 
unpaid under a guaranteed loan. 

The Veterans Administration has 

interpreted the law to mean that it 
guarantees that the veteran will repay 
at least half of his loan, up to a maxi- 
mum of $2,000, rather than indemnify- 
ing or insuring the bank against loss. 
This is a logical interpretation of the 
language of the statute, but apparently 
it is not what many members of Con- 
gress had expected when the law was 
passed, and some are proposing to 

amend the law to prevent offsets. 
Another complicating factor is the 

uncertain legal status of veterans 
home loans when made by certain 

institutions. In some states existing 
laws would appear to prevent state- 
chartered banks and savings and loan 
associations from making second mort- 
gage loans, although in other states 
there have been rulings that permit such 
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loans when guaranteed by the Veterans 
Administration. The Federal Home 
Loan Bank Administration has ruled 
that Federal savings and loan associ- 
ations with certain types of charters 
may make these 100 per cent guaran- 
teed second mortgage loans. The 
Comptroller of the Currency has ruled 
that national banks may also make 
such loans, on the theory that the 
bank’s security is not a second mort- 
gage but the guarantee by the Veterans 
Administration. However, the Comp- 
troller has made no ruling regarding 

the 50 per cent guaranteed first mort- 
gages and presumably a bank’s ability 
to make such a loan will depend on 
the condition of its mortgage portfolio. 

The guarantee loan forms issued by 
the Veterans Administration follow 
normal banking procedure for the most 

part, although the set includes a 
certificate of eligibility. This is a 
form which the veteran must obtain 
from a local Veterans Administration 
office before he can make formal 
application for a loan, and it certifies 
to the bank that the applicant is 
eligible for a guarantee and has not 
applied his guarantee to any other 
loan. 

A brief explanation for veterans 
accompanies the loan forms, but this 
adds nothing to the regulations which 
were available earlier. There is now 
in preparation a booklet of operating 
instructions for lending institutions 
which should be of much value to 
banks because of the many questions 
which are being raised over the regula- 
tions. The Veterans Administration 
has not yet completed regulations for 
farm and business loans to veterans, 

nor has it delegated any ‘Federal 
agencies”’ to check on appraisals. 

¢ e 

Social Security Discrepancy 

An amendment to the social security 
law will be asked of Congress in the 
near future to correct an inequity 
whereby employees of national banks 
receive lower old age retirement bene- 
fits than employees of state banks. 

A campaign for amendment of the 
law is being made by the Committee 
on Laws and Regulations affecting 
Personnel of the National Associatioa 
of Bank Auditors and Comptrollers, 
and probably will be supported by the 
American Bankers Association. Both 
these associations have discussed the 
situation in detail with the Social 
Security Board and the Bureau of 
Internal Revenue, and the general 
conclusion is that it cannot be cured 
by administrative action but that the 
only remedy is to ask Congress for 
relief. A number of amendments to 
the social security act are expected to 
come up for consideration during the 

THE ANNUAL GRAIN RACE 

FROM CHICAGO TO BUFFALO 

ACH fall during the middle 

of the last century 30 to 50 

grain ships sailed from Chicago in 

the annual grain race to Buffalo. 

The prize was higher prices for 

the grain. These races took place 

at a time when shipping on the 

Great Lakes was beginning a 

golden era and Buffalo was rap- 

idly becoming a leading port. 

To provide adequate - financial 

facilities for the eastward flow 

of raw materials and the west- 

ward flow of finished goods, bus- 

iness men founded the “Marine 

Bank” in 1850. In the past 94 

years Buffalo has grown from a 

community of 42,000 to a city of 

the first magnitude. Local ship- 

ping has since expanded to where 

Buffalo is now the largest inland 

port in the United States in value 

of waterborne tonnage. And over 

the same years the Marine has 

become the largest financial in- 

stitution in Western New York. 

eel nian ettiaediel 

MARINE TRUST COMPANY 

OF BUFFALO 

A Marine Midland Bank 
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The way to 

FASTER 

and BETTER 

Office Work 

Only the most efficient tools can be 

used in the war effort. This is just as 

true in the office as in the shop. For 

office and shop paper work, quality 

papers are the “tools” that produce 

better results faster. 

Every day, all over America, Parsons 

Papers are stepping up production. 

Faster and better paper work is being 

turned out because these quality 

papers increase clerical efficiency. 

Their cotton fiber basis provides a 

faster working surface that types 

clearly, erases cleanly and resists 

handling. 

Write today for Demonstration Folder 

of these superior business papers and 

see how they can be used in your 

business. 

PARSONS PAPER COMPANY 

Holyoke, Massachusetts e 

Parsons faper 

In writing to advertisers please mention The Burroughs Clearing House 
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next session of Congress, and the bank 
employees’ amendment will be offered 
at that time. 

The social security act took effect 
January 1, 1937, imposing payroll 
taxes on certain employees and their 

employers and providing retirement 
benefits for taxed employees to be 
computed on average earnings subject 
to the payroll tax from the date of 

coverage to the retirement age of 
sixty-five. However, the act ex- 

empted, among other groups, em- 
ployees of Federal and state govern- 

ments and their instrumentalities. 
The Bureau of Internal Revenue issued 
a ruling to the effect that national 
banks and also state-chartered insti- 
tutions which were members of the 
Federal Reserve System or the Federal 

Home Loan Bank System were instru- 
mentalities of the Federal Government. 

Consequently, neither banks nor 
their employees (with one or two 
exceptions) paid social security taxes 
until January 1, 1940, when an 
amendment to the law made national 
banks subject to the act. At the same. 
time the Bureau reversed its original 
ruling and said that state-chartered 
institutions never were instrumentali- 

ties of either the Federal or state 
governments. 
By rights, both state banks and 

building and loan associations and 
their employees should have been 
assessed for the back taxes for the 

years 1937, 1938, and 1939, but be- 
cause this was impractical and because 
the taxes had been waived by the 
Bureau of Internal Revenue itself, 

the Bureau ruled that it would not 
collect these back taxes. Under the 
law, employees of state banks have 
been covered by the act from the first, 
so when they retire their benefits are 
computed on the basis of earnings 

since 1937 just as though they had 
paid taxes during the first three years. 

To illustrate this discrepancy, the 
National Association of Bank Audi- 
tors and Comptrollers has compared 
the status of two bank employees, one 
in a national bank and the other in a 

state bank, each of whom earned a 
salary of $3,000 per year (the maxi- 
mum for computation of benefits) con- 
tinuously since 1937, and both reach- 
ing the retirement age in the middle 
of 1944. The national bank employee 
would receive a monthly pension of 
$31.50 and his wife $15.75, a total of 
$47.25 per month, whereas the state 

bank employee would receive $43.20 
plus $21.60 for his wife, or $64.80. 

Congress may be asked to waive the. 
taxes on national bank employees for 
the 1937-40 period and compute bene- 
fits from 1937, as in the case of state 
bank employees, or it may permit 
voluntary payments into the fund by 
employees and national banks to bring 
their accounts up to standard. 

TH 
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The PERSONALITY SPOTLIGHT 

J. LEWELL LAFFERTY 

F. A. A. elects Fort Worth bank officer 

New president of the Financial 
Advertisers Association is J. Lewell 
Lafferty, vice-president, The Fort 
Worth National Bank, Fort Worth, 
Texas. Dale Brown, assistant vice- 
president, The National City Bank of 
Cleveland, is first vice-president and 
Swayne P. Goodenough, vice-presi- 
dent, Lincoln-Alliance Bank and Trust 
Company, Rochester, New York, is 
second vice-president. Robert Lind- 
quist, advertising manager, American 
National Bank and Trust Company 
of Chicago, is third vice-president. 

Mr. Lafferty became assistant cash- 
ier with The Fort Worth National 
Bank in 1932, having been previously 
associated with Dallas banks and trust 
companies. He was elected a vice- 
president in 1939. Among his outside 
activities he is a past president of the 
Fort Worth Junior Chamber of Com- 
merce and a director of the Fort Worth 
Chamber of Commerce, and is promi- 
nent in educational work of the Texas 

Bankers Association. 

e 

The newly elected president of First 
Trust Company, Albany, New York, is 
Edward S. Rooney, a director and 
member of ‘the executive committee 
who has been active in the affairs of 

the bank for the past ten years. He 
succeeds Addison Keim, who resigned 
recently to become president of the 
Albany Exchange Savings Bank. 

° 

Merger of the Hopkins Place Sav- 
ings Bank and the Central Savings 
Bank in Baltimore, Maryland, on 

November 1 has created a $30,000,000 

institution with 50,000 depositors. 
The new bank has taken the name of 

the Central Savings Bank. L. Alan 
Dill, president of the Hopkins Place 
Savings Bank for the past four years, 
is president of the merged institution. 
James D. Garrett, who was associ- 
ated with the Central Savings Bank 
for nearly half a century and was its 
president for the last fourteen years, 
has retired. 

Sd 

Leo A. Steinhardt, forty-two, 
widely known in banking circles in 
the Rocky Mountain states, has been 
named president of The International 
Trust Company, Denver, succeeding 
the late Clarence H. Adams who died 
August 24. Mr. Steinhardt joined the 
bank in 1930, and was formerly vice- 
president and manager of the trust 
department. Eugene H. Adams, 
assistant trust officer, has been elected 
to the board of directors to succeed his 
father. The International Trust Com- 
pany, which was organized in 1891, 

has deposits of over $37,000,000. 

« 

Robert C. Rutherford, formerly 
executive secre- 
tary of the A. I. B. 
Chapter at Minne- 
apolis, has been 
appointed assistant 
secretary of the 
A. I. B. at national 
headquarters. He 
fills the post left 
vacant by the resig- 
nation of Robert 
Hammer, who has 
joined the Indiana 

State Chamber of Commerce. 

° 

ROBERT C. 
RUTHERFORD 

An announcement from the Pan 
American Trust Company, New York 
City, indicates the intention of that 
institution to expand its financing 
operations. Eduardo Villasenor, 
director general of the Bank of 
Mexico, Mexico City, has been elected 
as Pan American’s new chairman of 
the board. Rodolfo Ogarrio, vice- 
president of The Texas Company, has 
been named a member of the bank’s 
board. Also, directors have voted to 
increase the capital of the bank from 
$1,000,000 to $2,500,000 and surplus 
has been increased from $280,000 to 

$880,000. 
+ 

His host of friends in banking are 
mourning the death on November 17 

LEO A. STEINHARDT 

New president of Denver bank 

of Henry W. Koeneke, president of 
the American Bankers Association in 
1941. He had retired last year as 
president of The Security Bank of 
Ponca City (Oklahoma) because of 
failing health. 

e 

At the West Side Bank, Milwaukee, 
Wisconsin, Herbert Feerick has been 

advanced from vice-president to presi- 
dent, succeeding the late Charles J. 
Kuhnmuench. Others promoted were 
William P. Backes from cashier to 
vice-president, John J. Dietz from 
assistant cashier to cashier, and 
Henry J. Farber from auditor to 
assistant cashier. 

+ 

Philip F. Coleman will assume 
his new duties January 1 as a vice- 
president of the First National Bank, 
Philadelphia. Associated with the 
Federal Reserve Bank of Philadelphia 
for the past ten years, Mr. Coleman is 
at present assistant vice-president in 
charge of industrial loans and Govern- 

ment-guaranteed loans for war produc- 
tion financing. Stephen F. Sayer, 
formerly an executive of Household 
Finance Corporation, has been ap- 
pointed assistant cashier in charge of 
sales finance development. 

¢ 

G. Calvert Bowie, executive vice- 
president of H. L. Rust -Company, 
Washington, D. C., has been awarded 
the 1944 distinguished service award 
of the Mortgage Bankers Association 
of America for the ‘‘most worthwhile 
service to mortgage banking during 
the year.” His recognition was for 
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More banks have sold more Travelers Cheques to 

more people in 1944 to date than ever before in the 

same period of time. One reason for this record is 

because more people are becoming conversant with the 

many personal services their neighborhood banks render. 

Another reason is because American travel habits are 

changing. Travel is no longer seasonal. Instead it is 

becoming a constantly recurring event. Due to occupa- 

tional and other essential causes, more people are 

traveling more often. More need protection against 

the loss of their travel money. 

A third reason is because American Express in its 

national advertising campaigns has taught three gen- 

erations of prospects that they can protect the funds 

they carry in pocket and bag by purchasing Travelers 

Cheques at their banks. 

Yet with all this selling impetus, the personal reminder 

is still a potent sales maker. Almost every customer who 

enters a bank is a Travelers Cheque prospect. What they 

need, and will welcome, is suggestion. They all are 

interested in safety, and a reminder that they can secure 

it opens the door to sales. This is why so many bank 

officers make it a point always to mention Travelers 

Cheques to their patrons before the latter leave the 

bank. The reasons why these Cheques should be carried 

are so obvious that sales result readily, with their 

accompanying risk-free profit. When you mention safety, 

you have eager listeners. 

AMERICAN EXPRESS 

MENTION SAFETY 

AND YOU HAVE 

EAGER LISTENERS 

work done in connection with national 
legislation. 

To direct a program of research 
relating to real estate financing, hous- 
ing and allied subject, the Association 
has employed J. Robert Miller, for- 
merly director of research of the 
Associated Credit Bureaus of America. 
Mr. Miller was previously with the 
bureau of business research, University 
of Illinois, and was professor of eco- 
nomics and commerce at William 
Penn College. 

¢ 

President of the new American Na- 
tional Bank of Oak Cliff in suburban 
Dallas, Texas, is Cooper E. Wyatt. 
He is also president of the Hillcrest 
State Bank, Dallas, and until recently 
was president of the South Dallas 
Bank & Trust Co. The new bank has 
a fully paid capital of $450,000. 
Officers besides Mr. Wyatt will be 

J. C. Anderson, Jr., vice-president, 
and Sam L. Randlett, cashier. 

+ 

Lt. Colonel Jay Cooke, a great 
grandson of the noted Civil War 
financier of the same name, has been 
elected a director of The Philadelphia 
National Bank. Col. Cooke recently 

returned to America after being 
severely wounded in action. 

€ 

Many out-of-town bankers attended 
the banquet celebration of stock- 
holders of the State Savings Bank, 
Otsego, Michigan, staged by the 
institution’s master publicist, Presi- 
dent H. G. (Hal) Vincent to mark 

the 75th anniversary of banking in 

Cause for congratulations 

the community. An accompanying 
view shows E. W. (Bill) Nelson, 

State Banking Commissioner of Michi- 
gan, congratulating President Vincent 

(left) on the occasion. 

Sf 

At year-end C. M. Parker will 

resign as New York representative of 
Westminster Bank, Limited, London, 
England, after serving in this capacity 
for twenty-five years. He will be 
succeeded by A. W. Beaumand, who 
has been chief of the bank’s exchange 
control regulations department during 

ee a a mL 
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the war. He has had extensive expe- 
rience in the bank’s foreign operations, 
and is well known to many of the 
American correspondents. 

¢ 

Trustees and employees of the 
East New York Savings Bank, Brook- 

lyn, recently honored Judge-E. A. 
Richards on the 25th anniversary as 
president of the bank. Judge Richards 
has done much to spread the idea of 
school savings and savings bank life 
insurance, and during his quarter- 

century as president the bank’s savings 
deposits have increased from $6,000,- 
000 to more than $157,000,000. 

¢ 

A new assistant cashier at the 
Federal Reserve 
Bank of Cleve- 
land is George H. 
Emde. Formerly 
manager of the 

Credits, Loans and 
Discounts Depart- 
ment, he had been 
granted a leave on 
July 12 to work 
with the bank 

examination staff 
of the Board of Governors of the 

Federal Reserve System. 

¢ 

GEORGE H. EMDE 

A well-known authority on con- 

sumer credit, John B. Paddi, assist- 
ant vice-president in charge of the 
personal loan department, Manufac- 
turers Trust Company, New York, has 
been promoted to vice-president. 

+ 

G. Schuyler Blue has been made 
assistant vice-president in charge of 
the installment loan department at the 
Mercantile-Commerce Bank & Trust 
Company, St. Louis. Mr. Blue was 
formerly secretary of the Security 
Trust Company, Indianapolis, Indiana. 

¢ 

Everett C. Stevenson, formerly 
cashier, First National Bank of Nutley 
(New Jersey), has been elected execu- 
tive vice-president and a director, 
First National Bank & Trust Com- 
pany, Freeport, Long Island. He isa 
graduate of the Graduate School of 
Banking and a member of the A. I. B. 
National Executive Counc'l. 

* 

Ralph A. Sanders, a graduate of 
the Graduate School of Banking and 

. for seven years trust examiner for the 
Federal Reserve Bank of New York, 
has been appointed trust operations 
officer of the Provident Trust Com- 
pany of Philadelphia. He will be in 
charge of all operating functions of the 
trust department. 

t 
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New Shoes e e e for Christmas! 

Ever walk all day in the rain, sleep 

when you can with your shoes on, for 

a solid seven days or more? . . . Winter 

is wet and cold in Northern France 

and Western Germany. Belgium and 

Holland have hundreds of square 

miles of semi-swamp. Wet shoes get 

stiff, split their seams, lose their soles, 

are scrap in a month or so. 

Northern Italy’s mountain passes 

are partial to snow, with sharp stones 

underfoot, unhealthy for shoes. 

In the Pacific, you step off the LC 

into water, waist high, keep stepping 

on sharp coral, coarse sand, jungle 

muck, rock ridges, with rain an added 

feature every day, as long as the Japs 

last. And sometimes the Japs last 

longer than the shoes. 

GI shoes can be a very satisfactory 

Christmas present to Joes who need 

shoes to stay in business. So let’s send 

them shoes... and a Merry Christmas, 

circumstances permitting. And shells, 

overcoats, ammo belts for .50 calibre 

machine guns, K and C rations, gas, 

grenades, and bombsto keep the B-24s 

busy ... with the Merry Christmas! 

Senrmenr is fine, but it can’t stop 

sniper bullets, starshells, spitting tanks, 

squareheads and Sons of Heaven. The 

boys can shove on and settle this war 

quick, if we keep sending the stuff 

without stopping, stinting, or sparing. 

Without stinting the War Bonds, or 

without sparing ourselves! That’s our 

best sentiment! 

This suggestion may sound a little 

crude, but have you ever heard a 

battle? Battles are our biggest business 

this year. Sentiments are good forever! 

PITNEY-BOWES POSTAGE METER COMPANY, STAMFORD, CONN. 

with no business interest in shoes . . . but the originators of Metered 
Mail, and world’s largest manufacturer of postage meters . . . still 

largely devoted to war production, but beginning again to make postage 
. and new jobs for returning servicemen 

3 4 
meters .. 
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DIEBOLD 

PRODUCTS 

Cardineer — Rotary Visible File 
Tra-Dex — Vertical Visible Tray 

V-28 — Posting Tray 
Fibre Stak — Storage Files 
*Safes 
*Vault Doors 

**Receding Door Safes 
**Electric Rekordesk Files 
**One Hour Insulated Files 
**insulated Utility Chests 
**Money Chests 
**Steel Storage Files 

**Reference Panels 
**Holdup Equipment 

***Flex-Site — Visible Binders 
***Transfer Binders 

* Available — restricted 

***Certification only required 

**Reveldex*RotaryReferenceFile 

items not marked are not restricted 

**Not being built during emergency 
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POSTING TRAY 

331/3% More capacity The versatile record tray, with effortless 

2 operation for faster filing, finding, sorting, 

achine posting stuffing. The multiple separator construction 

prevents buckling or curling of lightest tissue 

copy paper as readily as the heaviest weight 

index records. Easily accommodates ledger 

cards for all types of posting machines. No 

follower or compression mechanism. Portable 

— compact — sturdy. 

The outstanding features of the V-28 Posting 

Tray have created a rapidly growing demand 

Sas 
for it. Several models now ready —to provide 

ve 
ae smooth routines—to simplify and speed up , 

<i Rial 
oe a © 

operations — to reduce costs. 

DIEBOLD, INCORPORATED 

CANTON 2 ® ° OHIO 

Vertical Visible Tray 

T miree-way Visible oanuine Provide foster ‘Sference — faster Posting 

In writing to advertisers please mention The Burroughs Clearing House 
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CANADIAN BANKING 

By JAMES MONTAGNES 

Annual Report Highlights 

“Canada’s stability and prosperity 
in the post-war world will depend to a 
large extent on the development and 
maintenance of an expansive export 
trade, because no other nation ordi- 
narily derives such a high percentage of 
its national income from export trade. 

In this realm banks play a vital role, a 
major contribution to the economic 
well-being of Canada in a world of 
competition,” Stanley M. Wedd, presi- 
dent of the Canadian Bankers’ Associ- 
ation, stated in his report at the 53rd 
annual meeting of the C. B. A. at 
Toronto on November 9. 

Total assets of Canada’s ten char- 
tered banks have increased from 
$3,548,000,000 at the outbreak of war 

in September, 1939, to $5,970,000,000 
at August 31, 1944, a growth of 68 per 
cent, Mr. Wedd reported. Bank 
deposits have increased in amount by 
84 per cent. Deposit accounts have 
grown from nearly 5,000,000 at Octo- 
ber 31, 1939, to 5,400,446 at October 

31, 1943, this year’s figures not being 
available yet. Current loans have not 
shown as great an increase, being up 
16 per cent from $826,000,000 at 
August 31, 1939, to $966,000,000 at 
August 31, 1944. 

Mention was made in the annual 
report of the changes made during the 
decennial revision of the Canada Bank 
Act this past summer. ‘Following 
more than three months of study and 
consideration,’’ Mr. Wedd stated, ‘“‘the 
Bank Act was renewed with certain 
changes for a further period of ten 
years. Among the numerous changes 
was reduction of our maximum legal 
lending rate; provision for total dis- 
appearance of our own note circulation 
by 1950; provision for somewhat 
widened fields of lending; and a reduc- 
tion in the statutory par value of bank 
shares. The latter was designed to 
bring about a wide diffusion of bank 
share holdings over a much larger 
proportion of the population. 

“Provision was made for longer 
term, or intermediate term loans, to 
farmers for improvements to farm 

buildings and equipment. Parliament, 
by way of collateral legislation to facili- 
tate this type of lending, enacted the 
Farm Improvements Loan Act. Other 
collateral legislation included the Ex- 
ports Credit Insurance Act, designed 
to facilitate transactions in the vital 
post-war field of export trade. An 
Industrial Development Bank was 

No marble or bronze in these new Yellowknife bank branches 

created to fill what Parliament deemed 
to be a gap in capital credit facilities 
of small business and industry. 

*‘At the expressed desire of Parlia- 
ment, vigorous efforts are now being 
put forward by all banks to serve the 
working people of Canada more ex- 
tensively in the field of small loans. 
Each bank will do its utmost to let the 
worker or the individual of modest 
means know that banking service is 
available for his needs just as readily 

as it is available to serve the larger 
needs in the fields of trade and com- 
merce, business and industry.” 

Officers of the Canadian Bankers’ 
Association were re-elected, with Stan- 
ley M. Wedd, Toronto, general man- 
ager, Canadian Bank of Commerce, as 
president. Vice-presidents are: Robert 
Rae, general manager, Dominion Bank, 
S. G. Dobson, general manager, Royal 
Bank of Canada, H. D. Burns, general 
manager, Bank of Nova Scotia, and 
B. C. Gardner, general manager, Bank 
of Montreal. 

New Sub-Arctic Bank Branches 

With an eye to the post-war gold 
mining development of the Canadian 

sub-Arctic regions which has been 
spurred by rich gold strikes, the Im- 
perial Bank of Canada and the Bank 
of Toronto have opened branches at 
Yellowknife, on the shores of Great 
Slave Lake, 750 miles north of Ed- 
monton, Alberta. The two banks each 

sent in two bankers by air, six hours 
flying time from Edmonton. They 
arrived just before the freeze-up, to 
join Yellowknife’s banking community 
started by the Canadian Bank of Com- 

merce in 1938, when the Yellowknife 

field was first opened. | 
Until new quarters can be built, 

possibly next summer, for the new 
branches, the Imperial Bank will 
occupy half of the town’s pool room, 
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for BANKS 

A BEAUTIFUL SET OF 7 FLAGS OF THE FIGHT- 
ING ALLIES for bank lobbies, counters, patriotic 
displays—size 22 in. high by 29 in. wide. All flags in 
full colors, finest quality, complete with ornamental 
base, shield, and standards. Positive guarantee 
of satisfaction or money back. Order direct from $5 
this ad. Set complete, as illustrated, prepaid. . 

Send also for free catalogue showing all sizes 
of U. S. and Allied Flags, and Service Flags. 

ROLL OF 

HONOR 

A permanent tribute—beauti- 
ful walnut plaque, gold-bor- 
dered name plate, sizes for 
any desired number of names. 
Write for price list today. 

REGALIA MFG. CO., Dept. 92, ROCK ISLAND, ILL. 
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and use the pool room’s safe until its 
own can be brought in by tractor this 
winter. James Gordon, manager, and 
accountant-teller Jeffery, .will sleep 
practically in the banking room, only 
a partition dividing the two rooms. 

The Bank of Toronto has its tem- 
porary quarters in a log cabin, where 
J. E. Boyle and an assistant will keep 
house as well as transact banking 
business. 

It is interesting to note that bankers 
going to these frontier regions have had 
to be handymen. At the time of their 
arrival, the small local population was 
busy just before the freeze-up with 
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unloading and storing the last supplies 
from civilization by boat and airplane. 
The Imperigl and Bank of Toronto 
men found they had to be signpainters, 
carpenters, porters, cooks and general 
jack-of-all-trades, in addition to being 
bankers. Business is mainly in payrolls 
and remittances by workers at the mines. 

. * ¢ 

Promotions 

Recently announced promotions in 
Canadian banking circles include H. D. 
Burns, Toronto, general manager of 
the Bank of Nova Scotia, to be a 
director and vice-president. 

BANK PROFITS 

IN THE POST-WAR WORLD 

* * 

When automobile manufacturers change back to making 

automobiles again and refrigerator companies make refrig- 

erators for a change an old entrance will be opened to bank 

profit. We say an old one because it was open once before, 

but strangely, most banks didn’t enter. 

The home-town banker has the inside track with the 

home-town dealer who has installment sales to finance. Why 

he hasn’t taken advantage of this direct avenue to profitable 

business — bank business, if you please—we do not know. 

Industrial started operation under the Morris Plan in 

St. Louis in 1913. Sales financing was started by us during 

the World War No. 1. The valuable experience of all these 

years is at the disposal of our correspondent banks. 

Industrial Bank 

Boe 
A'N'D TR 

NINTH AND WASHINGTON (1) ST. LOUIS 

Resources over $45,000,000 

MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 

Leighton McCarthy, Canadian Am- 

bassador to the United States, has 
been appointed president of the Na- 
tional Trust Company, head office 
Toronto. W. M. O’Connor, formerly 
general manager, has been appointed 
managing director of the National 
Trust, with H. V. Laughton promoted 
from assistant general manager to 
general manager. 

¢ 4 e 

Deaths of Prominent 

Canadian Bankers 

William A. Bog, 81, executive vice- 
president and a director of the Bank of 
Montreal, died at Montreal on October 
6. He started with the Bank of Mont- 
real at Picton, Ontario, his birthplace, 
in 1881, saw service in various cities in 
eastern Canada and New York, be- 
came assistant general manager at 
Montreal in 1921, general manager in 
1930 and vice-president and a member 
of the executive committee in 1936. 

Gordon Dudley Ritchie, 59, assist- 
ant general manager of the Imperial 
Bank of Canada, died at Toronto on 
October 17. He joined the Imperial 
Bank at Montreal in 1903, and in 1910 
was transferred to Brandon, Man. He 

became supervisor of Saskatchewan 
and Manitoba branches in 1919, man- 
ager of a main Toronto branch in 1925, 
and in 1928, superintendent of western 
branches with headquarters at Winni- 
peg. In 1937 he transferred to the head 
office at Toronto as assistant general 

manager. 
John Robert Lamb, 75, chairman of 

the board of directors, Bank of To- 
ronto, died at Toronto on October 29. 
He was also a director of the Canada 
Permanent Mortgage Corporation, 
Toronto, and International Nickel Co. 
of Canada. He started in the Bank of 
Toronto in 1887, and in 1905 became 
superintendent of the western division 
of the bank with headquarters at 
Winnipeg. Ten years later he moved 
back to Toronto as assistant general 
manager, becoming general manager 
in 1922, vice-president in 1926, and 
president in 1935. He had been chair- 
man of the board since January, 1942. 

Sd ° 

Bulletin for Employees in 
Uniform 

The Dominion Bank sends out a 
monthly mimeographed bulletin to all 
members of the staff who are in uni- 
form. The publication is replete with 
news of Dominion Bank men and 
women in the services, with notes from 
practically every branch, and many 

letters. The bulletin averages about 
35 pages mimeographed on both sides, 
and is issued by the Dominion Bank 
Overseas Club, from the head office at 
Toronto. 
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THE BOOKLET COUNTER 

35 

New Booklets 

Highly recommended to banks hav- 
ing farm customers are the six agri- 
cultural booklets listed below. Single 
copies of any or all of these booklets 
are free of charge. Quantities of 100 
or more are available with a three-line 
bank imprint at a cost of five cents 
a copy. 

Make the Soil Productive... 

The most vital key to profitable farm- 
ing is good soil, and this booklet tells 
in detail how to keep the land fertile 
or how to put back into “old” soil the 
productivity that is now missing. 

Better Care for Pastures... 
The way to profit from the pasture crop 
is to grow lots of it per acre, and this 

booklet outlines the right kind of 
treatment which will enable many 
pastures to produce several times as 
much profit as they do now. 

Sheep for Mutton, Wool, and 
Money .. . How to select the right 
kind of sheep to start with, how to 

keep them healthy and free of para- 
sites, how to care for the lambs, infor- 
mation on breeds, etc. 

Hogs for Pork and Profit... 
Some expert advice on how to enhance 
one of the best sources of farm income. 
Counsel on breeding, the care of young 
pigs, feed, how and when to sell, how 
to prevent and treat hog diseases, and 
other practical topics. 

FOR PORK AND 

PROFIL 

FOR MUTTON WOOL | 
AND MONEY 

These booklets are available upon 

request, free of charge or obligation, 

under an arrangement whereby the 

requests are referred promptly to the 

producers. Simply address requests 

on bank or company letterhead to 

The Editor 

The Burroughs Clearing House 

Second and Burroughs Avenues 

Detroit 32, Michigan 

Care of Farm Equipment... 
It is always good business to take 
good care of farm equipment. During 
wartime it is even more vital. Sections 
of this booklet cover preparation for 
the new season, care during operation, 
season-end checkup, and storage. Dif- 
ferent types of machines and parts 
requiring special care are discussed. 

Tractor Plowing at Its Best... 
How to adjust the modern tractor 
plow in order to obtain best results. 
Also, illustrations and descriptions of 
the various methods of plowing. 

¢ 

Insulation and Your Home... 
Bankers concerned with construction 
activities will find this manual of 
special interest. It covers all types of 
home insulation material, citing their 
individual characteristics and _per- 
formance. It also develops yardsticks 

Contain a wealth of information of value to country bankers 

by which the comfort and economy 
rating of a home can be measured, tells 
where and how to use insulation, and 
discusses some considerations which 
should govern the choice of insulating 
material. The manual is unusually 
well illustrated. For: banks which 
conduct home owners’ clubs and simi- 
lar organizations, booklets in quantity 
are available. 

Determining Bond Yields ... 
By means of examples, this folder 
illustrates a new and simple method 
of determining the yield on bonds 
callable prior to maturity at premium 
prices, bonds carrying unusual coupon 
rates, and bonds payable at par. 

Your Vault Attendant May be 

a Liability . . . Reprint of a recent 
address, wherein the Secretary of the 
New York State Safe Deposit Associ- 
ation discusses methods of limiting the 
liability of banks in their safe deposit 
operations. Attached is a list of perti- 
nent questions concerning safe deposit 
practices which could serve as a good 
check-list for all banks offering vault 
facilities. 

Simplified Spanish . . . A pam- 
phlet prepared by the Pan American 
Society in Quito, Ecuador, to spread 
a wider knowledge of Spanish in North 
America. It cites more than 300 
Spanish and English words which are 
spelled exactly the same. Simple rules 
are given for changing the endings of 

thousands of other English words, 
thereby automatically converting them 
to Spanish words of similar meaning. 
Thus, with a minimum of study and 
effort, a rather extensive smattering 
of the Spanish language can be 
acquired. The pamphlets will be 
mailed from South America, so some 
time may elapse before they are 
received. 

Still Timely 

Investor’s Tax Kit ...A compila- 
tion of information designed to help 
investors analyze their portfolios in 
the light of the current tax situation 
and to determine what action should 
be taken before the end of the year 
regarding their security holdings. 

Pension and Profit Sharing 
Trusts ... A 61-page brochure which 
describes the various plans available, 

makes specific observations and recom- 
mendations concerning them, and dis- 
cusses the factors which qualify trusts 
for tax advantages. 
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..- and everyone’s been 

swell to me, Boss!” 

“I was scared when you asked me to step into your 

shoes. Managing an insurance agency is a big job. 

“But then I thought of the hundreds of other 

women pinch hitting for insurance men now in 

the service, and I decided to try. 

“I’m glad I did, Boss. 

“Because everyone’s been swell to me! They’re pa- 

tient and understanding when I need a little extra 

time to solve their insurance problems. They don’t 

expect me to have all the answers on the tip of my | 

tongue like you used to have. 

““Now I can see why you always said an insurance 

agent has the best job in the world! Your job will 

be here waiting when you get back, Boss.” 

P. S$. Boss, she’s doing a swell job! 

Not so long ago they were wives, 
assistants or secretaries. Now, and 
for the duration, they’re Hartford 

Agents! In scores of communities 
they’re doing their jobs well . . . in 

spite of the many changes and ad- 
justments made necessary by war- 
time conditions. Their “bosses,” the 

Hartford agents now in service, can 
be proud of ’em! 

Hartford Accident and Indemnity Company ~ 

Writing practically all forms of insurance except personal life insurance | 
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Lots of crooks have honest looks 

All your employees are trusted . 
until a shortage is discovered. This 
booklet explains exactly how Hartford 
Fidelity bonds provide ‘‘dishonesty 
insurance” for employers. You can’t 

tell when and where a loss will occur, 
but blanket insurance can be arranged 
to cover every employee. Ask your 
Hartford agent to show you this book- 
let or write us for a copy. 

“Everybody TALKS 

about the weather .. .”” 

You'd be surprised, the number of 
good businessmen who do something 
about the weather. Any project that 
may suffer financial loss because of 
rain, can be insured against rain. Fine 
for outdoor concerts, expositions, 
fairs, sporting events, etc. 

Are you risking your right to drive? 

In any state having a financial 
responsibility law, you may lose 
your right to drive if you have 
an accident and can’t pay a re- 
sulting damage award. Hartford Automobile Insurance safeguards 
your right to drive while also protecting you against financial loss. 
Your car is pretty important these days. Ask your Hartford agent 
or your insurance broker to explain the law in your state. 

Watch those “dangerous dollars” 

Part of your income is earmarked for necessary 
living expenses. If extra dollars are left, watch 
out! They can be “dangerous dollars’ —if you let 
them go on a buying spree...they can invite infla- 
tion, raise the cost of everything you buy—includ- 
ing necessities. Instead, put your extra dollars into 
good, non-inflationary investments. Money spent 
for War Bonds and insurance is mot inflationary. 
And cost of insurance in general is down, not up! 

Picture of a big bond buyer 

The Hartford companies—symbolized by the 
familiar Hartford stag—have invested more 
than eighty millions of dollars in U. S. Govern- 
ment bonds. Not only is this money paying for 
planes, tanks and guns for America’s protec- 
tion ... it’s invested safely for the security of 
Hartford policyholders. 

HARTFORD INSURANCE 

Hartford Fire Insurance Company — 
~~ Listen to 
LELAND STOWE’S 

Hartford Live Stock Insurance Company ane Ree 

Hartford, Connecticut Blue Network 
Saturday evenings— 
see your local paper 
for station and time 

oO 
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COURT DECISIONS 

sy CHARLES R. ROSENBERG, Jr. 

Member of the Bar of Pennsylvania and of the District of Columbia 

Due Date of ‘‘Garbled’’ Note 

In interpreting an ineptly drawn 
note, the Supreme Court of Illinois 
remarked in a recent decision that the 
exact question involved was new to the 
court and the facts unique. The note 
in litigation was drawn up on a printed 
form. It was dated March 1, 1931, on 
the date line in the upper right-hand 
corner. In the first line the words “On 
or before” were written in before the 
printed words, “‘after date,”’ and a line 
had been drawn through the word 
“‘after.”” In the lower left-hand corner 
of the note was printed the word, 
“Due,” after which had been written, 
*“Mar. 1, 1939.” 

Question: what is the maturity date 
of the note? 

“It will first be observed from the 
note,” declared the court, “that it is 
dated March 1, 1931, and then pro- 
vides, ‘On or Before. date we 

jointly and severally promise to pay, 
etc.’ If this was all that appeared with 
reference to maturity it would become 
a demand note under Section 7 of the 
Negotiable Instruments Law. The 
difficulty arises, of course, when we 

observe in the lower left-hand corner the 
words and figures, ‘Due Mar. 1, 1939.’ 

“The record is barren of any evi- 
dence as to when this due-date blank 
was filled in and, accordingly, we must 
proceed upon the well-known pre- 
sumption that it was done contempo- 
raneously with the execution of the 
instrument. Lack of such proof leaves 
much to be desired in the interests of 
certainty but that is no basis for disre- 
garding the legal presumption, par- 

ticularly in the absence of any intima- 
tion to the contrary. We certainly 
cannot disregard such presumption 
when the rights of a third party as a 
possible holder in due course are in- 
volved, which is the situation here. 

“It would be a most extraordinary 
thing if a person should undertake to 
repay money before he had, in fact, 
borrowed it or signed an obligation to 

repay it. Yet, that would be the effect 
of construing this note to become pay- 
able on March 1, 1931. The strained 
effect of such a construction is even 
more apparent when we consider that 
the parties struck from the printed 
portion of the note the word ‘after,’ 
because it would have been much more 
simple to leave the word unaltered and 
simply prefix the phrase, ‘On or’ had 
the parties intended to make the note 
collectible at any time after the date 

of issuance. In other words, if the 
parties had intended to make the note 
payable on demand or at any time 
after the date of execution, simple 
words to that effect could readily have 
been inserted in the blank provided 
therefor in the note. 

“To avoid such a strained and ab- 

normal meaning we naturally look 
elsewhere in the note and find what 
appears to be a clear explanation of the 
intention of the parties. Referring to 

the left-hand corner of the note we find 
the due date to be ‘Mar. 1, 1939.’ 
Reading this with the ‘On or Before’ 
provision makes the note quite in- 
telligible and eliminates the unnatural 
result which would follow from making 
it payable even before it was executed. 

“Reference to the date of ‘Mar. 1, 
1939’ clarifies the apparent intention 

of the parties to permit payment of 
the note, without penalty, before the 
date on which they considered that it 
finally matured. Furthermore, the 

date is filled in on a blank of the printed 
form which appears to be as much a 
part of the note as any other of its pro- 
visions. At any event, the due date of 
March 1, 1939, is present in the note 
and we see no license for excluding 
consideration of it. We find that the 

note, in fact, matured on March 1, 1939.” 
One of the interesting features of this 

decision is its thorough discussion of 
the various rules of construction affect- 
ing marginal notations and conflicting 
provisions in negotiable notes. (In re 
Feldman’s Estate, 56 Northeastern 

Reporter, Second Series, 405.) 

° ¢ 

Limits to ‘‘Ultra Vires’’ 

An Illinois bank was sued for com- 
missions on the sale of certain real 
estate held in the trusts of individual 
trustees. A bond issue in which the 
bank owned an interest defaulted. 
Trusts were formed of the salvaged 
assets and the bank acquired beneficial 
interests in the trusts in exchange for 

defaulted bonds. The real estate 
broker suing the bank alleged that an 
officer of the bank had given him a list 
of the real estate held in the trusts and 
agreed that the bank would pay him 
his full brokerage commission on any 
sales he might make. Thereafter the 
broker sold one of the parcels of real 

estate held in one trust. 
The bank contended that such an 

agreement, even if made by its officer, 
was ultra vires its powers as a national 
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PERSONALIZED CHECKS 

Have you told all of your customers, in one fashion or another, 
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bank, contrary to public policy and 
violative of the Illinois statute pro- 
hibiting banks from becoming guar- 
antors. 

Pointing out that the bank had a 
substantial interest in each of the 
trusts, the Illinois court said: 

“The interest of the bank was ac- 
quired in the regular course of business 
and it was therefore empowered to 
take all reasonable steps to liquidate 
this interest. Sale of the properties 
held by the respective trusts was not 
only a customary but a necessary 
means in reducing the bank’s interests 
in the various trusts to cash. Others 
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were interested in each of the proper- 
ties, but this did not preclude the bank 
from acting on behalf of all, if such 
action was deemed necessary or ad- 
visable for the preservation of the 
bank’s interests.” 

Referring to an earlier case of the 
kind, the court continued: 

“There the bank was the owner of a 
large portion of the bonds secured by 
these trust deeds. It was vitally im- 
portant (default having been made in 
the payment thereof) that these bond- 
holders should act together for the con- 
servation of their interests. If that 
object could not be attained, then 
dissipation of the trust assets was 
almost a certainty. It was not ultra 
vires the powers of the bank to make 
any reasonable agreement looking to- 
ward the protection and preservation 

of its property. 
“There are well defined limits to the 

doctrine of ultra vires which must be 
kept in mind if justice is to prevail; 
otherwise the application of the doc- 
trine might become a license for com- 
mercial piracy.” 

The real estate broker was accord- 
ingly permitted to proceed with his 
suit for commissions. (Margolis vs. 
Uptown National Bank, 56 North- 
eastern Reporter, Second Series, 478.) 

° e « 

Payment of Certified Check 

The legal status of a certified check 

was interestingly presented in a recent 
New York case. On November 4 a 
depositor drew a check for $2500 to his 
own order as payee and had it certified 
by the drawee bank. On November 10 
the depositor’s creditor served a writ 
of attachment or garnishment on the 
drawee bank for the purpose of attach- 
ing or levying upon all funds belonging 
to the depositor then in the hands of 
the bank. On November 13 the certi- 
fied check was presented for pay- 
ment. 

The drawer and payee of the check 
had endorsed it to the order of a Cali- 
fornia bank with which he had an 
account. The California bank en- 
dorsed it similarly to the order of its 

New York correspondent, which pre- 
sented it for payment. 

Should the drawee bank honor the 

check which it had certified, or should 

it dishonor the check in view of the 

writ of attachment served on it three 

days before the presentment of the 

check? The drawee bank paid the 

check, and was promptly sued by the 

attaching creditor whose writ had thus 
been disregarded. 

“The drawer-payee’s endorsement 

of the check to the order of the Cali-- 

fornia bank,” said the New York court, 
“‘was an unrestrictive endorsement and 

upon delivery of the check, passed 

complete title to that bank, regardless 
of whether it was deposited by the 
drawer to his account as a depositor in 
that institution. When the check was 
presented to the drawee bank for pay- 
ment on November 13, it was not pre-' 

sented ‘by or on behalf of the said 
drawer,’ it was presented by and on 
behalf of the New York bank to which 

the California bank had endorsed it as 
the lawful owner and bona fide holder 
thereof. 

“When a check is certified, it is 
deemed to be charged to the account 
of the drawer, and the sum thus 
charged remains as a deposit to the 
credit of the check, and it is withdrawn 
from the control of the drawer except 

as a holder of the check. Thereafter he 
cannot check against or draw out the 
funds in the bank necessary to meet 
the check; these funds are no longer 
his. 

““As between the drawer and the 
bank, it gives the debt a different form. 
By certifying the check the bank ap- 
propriates from the credit of the drawer 
the sum named, and terminates any 
right of the drawer to check out such 
money, and it is said that the amount 

is as much withdrawn from the de- 
positor’s credit as if the money had 
been paid over the counter; that the 
moment the check is certified, the 
credit to meet it is by operation of law 
assigned to and placed to the credit of 
the holder. 

“Hence, in the case before us, upon 

the certification of the check, at that 
instant the sum appropriated from the 
credit of the drawer thereupon stood 
as a sum to the credit of the certified 
check; the relationship of the bank and 
depositor assumed a different form; 
the bank’s obligation to its depositor 
was transmogrified from one on open 
account to an obligation upon the 
check, no matter at whose instance the 
certification was procured. 

“Upon such a state of facts, where 
a check is certified by a bank at the 
request of a depositor-drawer, it creates 
and constitutes a debt evidenced by a 
negotiable instrument and the obliga- 
tion of the certifying bank is upon the 
instrument. Such debt can only be 
validly attached by service of the at- 
tachment upon the holder of the instru- 

ment itself. 

“Consequently, no effective levy or 

attachment was made upon the certi- 

fying bank’s obligation on the certified 

check by the service of the attachment 

or garnishment on the bank.” 

Accordingly, since the service of the 

attachment on the bank on November 

10 did not affect the bank’s obligation 

on the certified check or affect the 

check itself, the bank properly honored 

the check when it was presented on 

November 13. (Standard vs. Manu- 

facturers Trust Company, 50 New 
York Supplement, Second Series, 10.) 

THE 
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New 
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Edition 

The CCH Federal Tax 
Course comes in hand- 
some 8¥2”"x10” durable 
binder, semi-flexible. 

FEDERAL TAX COURSE 

@ Here is a practical ready reference and training course in federal 

taxation. Here is a plain-spoken explanation of the outstanding 

federal taxes as imposed by the federal revenue laws — with 

emphasis throughout on federal income taxation. Actually every 

¥ F or Brush-U angle of federal taxation, including the new Individual Income Tax 

p Act of 1944, ‘‘pay-as-you-go,"" income tax withholding, capital 

stock tax, excess profits tax, declared value excess-profits tax, gift 

tax, estate tax, and excise taxes, comes in for understandable ex- 

planation and discussion. Not a book, not a loose leaf service, this 

is a Course especially designed to make it easy to become familiar 

with the ‘‘ins’’ and ‘‘outs’’ of the federal tax system — how it has 

¥ For Reference developed — what it is today. Stems from George T. Altman's 

popular work. 

@ Each Tax, Each Taxpayer — Individuals, Corporations, Partner- 

ships, Estates and Trusts — whatever the tax, whoever the taxpayer, 

if it is federal taxation and belongs in the Course, it is covered here, 

= specifically, definitely. Over 500 illustrative examples and calcula- 

. ‘ tions make plainer just how the federal tax laws are actually inter- 

¥ For P ractical Pointers preted and applied. Current filled-in return forms, and pertinent 

Code provisions provided, plus a wealth of ‘‘real-life'’ background 

from actual tax practice all contribute to supply everything neces- 

sary or helpful for an everyday, working knowledge of federal 

taxation. 

Actual page size: 
6%, x 9'/g inches 

ot 

COMMERCE) CLEARING; HOUSE, ING,, 
PUBLISHERS OF TOPICAL LAW REPORTS 

NEW YORK 1 CHICAGO 1 WASHINGTON 4 
EMPIRE STATE BLDG. 214 N. MICHIGAN AVE. MUNSEY BLDG. 
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It’s label’d , 

AIR 

EXPRESS 

... Dut it can’t take off from 

your shipping room floor! 

: - —— ~~ Ship When Ready 

-—__ for Fastest Delivery 

The end-of-the-day rush at the airport may nudge 

your shipments out of the race, defer them until 

a later plane. So phone for a pick-up the moment 

the label is on...or before! That’s the way to 

get fastest delivery! 

SPECIFY AIR EXPRESS 

A Money-Saving, High-Speed Tool 

for Every Business 

With additional planes now available for all important types of traffic, 3-mile- 
a-minute Air Express directly serves hundreds of U.S. cities and scores of 
foreign countries. Thousands of shippers are saving substantial sums through 
Air Reeeene, employing its economy and efficiency in an ever-increasing 
number of ways. 

WRITE TODAY for “Quizzical Quiz” —a booklet packed with facts that will 
help you solve many a shipping <1 e Dept. PR-12, Railway Express 
Agency, 230 Park Avenue, New York 17, N. Y., or ask for it at any local office. 

ZSS 

Gels there FIRST 

Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 

Representing the AIRLINES of the United States 
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SERVICE 

CHARGES 

(CONTINUED FROM PAGE 20) 

ment of the charges, sometimes stem- 
ming from the way they were put into 

effect. Even my own father up to 
recent date felt that they were arbi- 
trary and unreasonable. And yet, I 
have found that all a banker has to do 
is to tell the public the facts about 

service charges and, provided he has a 
plan that can be justified, the friction 
and antagonism tends to disappear. 

On the reverse side of the slip which 
we enclose with monthly statements, 
showing the amount of the service 
charge, there is an explanation of the 
basis for the charge and definitions of 
the terms used. And, we ask the 
depositor to come in for an explanation 
if there is any charge he does not under- 
stand, or for an adjustment in the 
event of error. 

OUR new service charge schedule 
resulted in some depositors being 

assessed small amounts for the first 
time, or being charged larger amounts 
than previously, and naturally some: 
of them came in “raising Cain.” I 
have welcomed the chance for a per- 

sonal explanation. The persons who 
bother me are those who fail to come 
to me to vent their displeasures, but 
talk to neighbors, and friends about 
that “‘cold-blooded robber sitting over 
there in that air-conditioned bank!” 

When a customer comes in to ques- 
tion the charge or ask an explanation, 
I first tell him I would like to check up 
to make sure there has been no mis- 
takes. I then obtain the analysis stub 
for the previous month, and have a 
clerk re-run the figures to prove that 
they are correct. When the depositor 
sees the actual computations — perhaps 
sees that his account did fall consider- 
ably below $1,000 during the past 
month, as he may have indignantly 
denied—he is invariably impressed. 
Also, he is unable to dispute the 
accuracy of the charge. 

The next step is to convince him of 
its fairness. I reach into a drawer, pull 
out samples of checking account sup- 
plies, and ask the depositor to estimate 
their cost. Then I cite other expenses 
involved, such as deposit insurance, 
protective devices, compensation to 
employees, equipment, etc., emphasiz- 
ing the fact that everything the bank 
does costs money. I explain that the 
only way the bank can recover this 
expense is to invest the funds left on 
deposit. 

At this point it is usually quite an 
eye-opener to the depositor when I 
analyze just how much income—or 
rather, how little income—the bank 

THI 

de} 

his 
cel 
lav 

cel 

o's 
- 

Pe eee ee es ns to i oe Ee) 

~~ mn ae aoe 6 



THE BURROUGHS CLEARING HOUSE—December, 1944 

derives from each $100 of balance in 
his account. I explain that 20 per 
cent of this must be kept in reserve by 
law, leaving $80 available for invest- 
ment. The customer agrees that it is 
impossible to get more than a.2 per 
cent return with safety on investments 
these days. A little arithmetic dis- 
closes that ‘the maximum the bank 
can derive from the $100 on deposit 
is about 14 cents a month. 

I then explain that a nationwide 
study has revealed that it costs every 
bank between 50¢ and 75¢ a month to 
provide facilities for handling: an 
account, and after citing the general 
expenses involved I add that these 
have been grouped into one charge 

called “‘maintenance.” The same study, 
I state, found that it costs about 
4¢ to handle each check drawn against 
an account and about 2¢ to collect an 
item drawn on another bank. “At 
the end of the month, by totaling the 
various activity expenses and adding 

the maintenance charge, the bank can 
arrive at a very accurate cost figure 
representing the actual out-of-pocket 
amount’ it costs us to handle: the 
account during the month,” I tell the 
depositor. 

“You see, if we find that an account 
cost us $6 to handle during the month, 
and the possible earning figure was 
only $5, then the bank suffered an 
actual $1 loss in handling the account 
for that month,” I conclude. 
think it is only fair that the customer 
be asked to reimburse the bank for the 
amount of that loss. You would not 
want the bank to take a loss in handling 
your account, would you?” 

W HEN presented in this light, the 
depositor invariably agrees to the 

equity of the charge. I would like to 
mention here that we carefully avoid 
making any reference to deriving a 
profit from service charges. Logical 
or not, the average depositor tends to 
resent the thought of the bank making 
a profit on his account; he would 
prefer that the profit be made on some 
other phase of the bank’s activity. We 
stress the fact that there is no profit in 
service charges; that they are merely 
a means whereby the bank can reim- 
burse itself for actual.losses in connec- 
tion with the handling of individual 
accounts. This is important from a 
public relations standpoint, and can 
be justified from a cost analysis basis. 
It. all depends on what costs are 
allocated to the activity. 

We have constantly kept this public 
relations viewpoint in mind, in our 
entire approach to service charges. 
For example, if in any one month.a 
charge analyzes down to less than 25¢ 
the bank absorbs the charge as a good 
will proposition. 

In talking with a depositor about 
service charges, I take the opportunity 

of discussing with him a little broader 
aspect of the value of the bank’s serv- 
ices. My remarks run something like 
this: “If we did not have banks, how 
much would it be worth to you to 

have a place where you could store 
your money, where it would be insured 
against theft, fire and other hazards 
and guaranteed to be returned to you. 
Also, what would it be worth to you to 
have an institution which would enter 
into a contract with you whereby if 
you wanted part of the money paid to 

4| 

any other person, all you had to do 
was to give that person an order for 
the same and the institution . would 
attend to it for you, guaranteeing that 
the money went to the right party, 

keeping a complete record of this and 
other transactions for you, and fur- 
nishing you with periodic statements. 

Again, I wonder how much the service 

would be worth to you? 
“Actually, in return for this and in 

order to be able to continue to serve 

you, all the bank does is to ask you to 

“We 

> 

I: YOU are waiting for a home 

telephone, we think we =“ 

| how you feel. 

You'd like a telephone now— 

not weeks or months from 

now. And we'd like to install 

it for you now. 

But due to the war we are 

short of switchboards and 

telephones, so there will be 

unavoidable delays in filling 

orders for home telephones. 

The delay will be as short as 

we can make it. Meantime, 

we are genuinely grateful for 

your patience and co-opera- 

tion. 

BELL TELEPHONE SYSTEM 
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shoulder the residue cost as the result 
of economic conditions under which 
the bank cannot invest the money in 
your account and pay the entire cost 
itself,”’ I point out. 

In explaining our service charge 
plan I tell depositors that we use 
the 100 per cent analysis plan devised 
and recommended by the American 
Bankers Association, and used by most 
of the banks of the country. How- 
ever, we bankers know that there is 
no one standard plan of levying service 
charges. Just as it is important to 
treat all accounts within the bank on 

a uniform basis, so also would it be a 

THE BURROUGHS CLEARING HOUSE—December, 1944 

distinct advantage from a public rela- 
tions standpoint if we could achieve 
uniformity -among banks. I am not 
arguing that all rates should be the 
same, although in some instances I 
believe the supposed disparity in costs 
among banks may be due more largely 
to different methods of allocating 
costs than to any marked differences in 
the costs themselves. ‘However, it 
would seem that banks could reach 
agreement on the formula to be used. 
Perhaps this will have to be done on 
a local or statewide basis first, before 
any nationwide uniformity can be 
achieved. 

-- hes sory from Calfornta should interest you — 

There are two parts to this story. The first is about the tremendous 
growth of California which in population is today America’s third 
largest state and the West's greatest market. 

The second part of the story concerns Bank of America’s position in 
this market; how today this bank, with branches in more than 300 
California communities, serves not only all of California, but the inter- 
ests of business executives and bankers everywhere who have a 
“stake” in this vital present and post-war market. 

Your inquiries are cordially invited. 

q RESOURCES (June 30, 1944) . .°. $3,975,493,006.15 > 

Bank of America 

NATIONAL {RYSTAN2 ASSOCIATION 

MEMBER... FEDERAL RESERVE SYSTEM—FEDERAL DEPOSIT INSURANCE CORPORATION 
Complete Banking Facilities - Commercial - Savings - Trust - Safe Deposit 

Main Offices in the two reserve cities of California... San Francisco - Los Angeles 

Blue and Gold BANK of AMERICA TRAVELERS CHEQUES 
are available through authorized banks and agencies 
everywhere. Carry them when you travel. 

It renders more difficult the task of 
convincing the public of the equity 
and soundness of bank service charges 
‘when the banks of a community vary 
widely in their methods of charging 
for the same service, and the resulting 
assessments to depositors show no 
relationships. / 

In my opinion, individual banks 
should (1) make sure that their service 
charges assure adequate income, (2) 
be equally sure that they are fair 
to all depositors, (3) then utilize every 
opportunity to convince customers and 
the public of the equity of the charges, 
and (4) work toward greater uniformity 
of charges among banks. 

¢ ¢ « 

SELLING 

BANKING 

(CONTINUED FROM PAGE 15) 

The plan calls for convenient deposits 
to cover the bills that fall due regu- 
larly. We sit down with our customers 
and determine the amount of deposits 
he must maintain periodically. From 
there on our Financial Secretary as- 
sumes the responsibility of paying 
the customer’s bills. 
Many of our customers are making 

more money than ever before and per- 
haps more than they will make again. 
In order to encourage additional regu- 
lar savings, we originated the Purchase 
Club Plan. This is a simple objective 
savings idea that operates like the 
Christmas Club, which has always had 
a big appeal for the average small 
depositor. With the Purchase Club 
we gave the people the incentive to 
save for something definite and tangi- 
ble. Our idea was dramatized by a 
professional store display in the bank 
lobby. People were pleasantly startled 

to see a colorful exhibit of many of the 
things that they wanted or needed 
most: a refrigerator, vacuum cleaner, 
range, radio-phonograph, radio-televi- 
sion set, piano and other articles that 
are a part of the charming American . 
home. The plan was a success from 

the start. 
Many of our Purchase Club cus- 

tomers intend to save for down pay- 
ments on large articles, such as new 
automobiles or new homes. As deposi- 
tors at the bank they make good, 
reliable prospects for loans to com- 

plete the payments on these articles. 
They constitute a waiting list to be 
contacted for loans as soon as the new 
products become available for delivery 
and home construction resumes. 

In Franklin Square, like most com- 
munities, there is a wartime shortage 
of reliable contractors to keep homes 

in good condition. We at the bank 
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have tried particularly to help the 
people in this respect. When a 
modernization loan is obtained from 
our bank a reliable contractor is 
recommended by us to our customer. 
We check the performance of the con- 
tractor hy calling the customer and 
determining whether or not he is satis- 
fied with the work that has been done. 
In this way we have developed a list 
of competent contractors whom we 
can recommend to the people who seek 
our help. 

The recent hurricane caused much 
damage. Our loan officer received a 
call, amongst others, one day from a 
woman. who wanted to borrow $1,000 
for a week.. She.was even willing to 
pay one year’s interest, she said, if-the 
bank would only locate a contractor 
to repair the damage to her home. 
She, as an individual, could find no 
one to do the work. Our loan officer 
told her that we carry a list of con- 

tractors especially for the public’s 
convenience and that the list was free. 
He gave her the name of a.contractor. 
That woman now has a high regard 
for the Franklin Square National Bank 
and so have a large number of her 

acquaintances. The list requires a bit 
of research, but it has made- us 
numerous friends. 

‘THE real estate mortgage is among 
our most profitable financial mer- 

chandise items. From our house-to- 
house calls, our contacts with depositors 
and, in normal times, our dealings 
with builders and real estate men, we 
develop many leads that eventually 
mature as mortgage loan applications. 
Our activity in this field has resulted 
in more applications than we: have 
funds available. Accordingly, we have 
become mortgage representatives in 
our area for several large out-of-town 
lending institutions, including’ one of 
the foremost banks in the East. After 
investigating and approving the appli- 
cation, we take the mortgage in our 
own name-and later assign it: to the 
ultimate lender, The fees for first 
locating the mortgage and later serv- 
icing it make an appreciable addition 
to our total income. 

Our. personal loan department has 
been and still is highly profitable. The 
loss hazard, we found, can be almost 

entirely eliminated by sound -credit 
practice; adapted at the consumer, 
level, and careful servicing. Beeause 
these loans carry the top interest rate, 
they can be made to produce a gratify- 

ing net yield. 
From the welter of present and post- 

war plans for business we got the | 
inspiration for another important de- | 

partment. Most of the planners 
appear to have left the element -of | 

Our personal | financing up in the air. 
surveys confirmed this vital omission, 
We decided to do something about it. 

The business loan department was 
created, with the exclusive function of 
business credit planning. This depart- 
ment assists the business man in 
analyzing his present financial: position 
and in estimating the financial help 
that he may need to carry out his 
plans. With the slogan, “Planned 

Business Credit for Present and Future 
Needs,” the bank helps with loans; for 
expansion, new equipment, increased 
inventory, modernization, additional 
working capital, trust receipt financ- 
‘ing, field warehousing, factoring, ac- 
counts receivable, etc. Since we had 
been considered only a’ small local 
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bank, our new department has aroused 
widespread interest and enthusiasm. 
We shine with a new light in the eyes 
of the business man. 
Many of our depositors are in the 

armed forces: and stationed at distant 
points. Whole families have moved 
from our locality. for the duration, but 
their accounts remain with us. We 
attribute this to our efficient, yet 

friendly, method of “mail banking.”’ 
We seek new depositors. But we must 
keep our old customers. 

Friendly, newsy letters are written 
to mail depositors at appropriate peri- 
ods: in the Spring when our garden 
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In these days when so much foresight is called for, bank management 

needs an easy check-up on income and expense at regular intervals. Executives 

can analyze the picture at a glance by posting these multi-column books each 

month. Income ‘and expense are broken down under every practical heading 

(with taxable inconie on U. S. securities separated from non-taxable, for ex- 

ample), and extra blank columns.,are;.provided for your. individual needs. 

Examine them now ‘at our expense—start using them Jan. 1. 
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“DOUBLEDAY BROS. & CO.- 

Capatity up to four years. Double-page forms. Pen-ruled, printed on 
buff rag-content ledger. 

Kalamazoo 3, Michigan. 

them within 7 days and receive full credit. 

DOUBLEDAY BROS. & CO., 243 E. Michigan Ave., 

We wish to examine the items checked. Please 
ship them with the understanding that we may return 

(BANK NAME -AND ADDRESS) 

Also made in larger size and in loose-leaf. 

RECORD book as illus- 
trated . . . $4.50 

One BANK EXPENSE 
[] REGISTER book as illus- 

trated . . $4.50 

wo One INCOME ACCOUNT 

(SIGNED) 
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In writing to advertisers please mention The Burroughs Clearing House 
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is coming into its own, in the Fall 
when nature changes its trend, and at 
Christmas time when the folks away 
from home like to hear what is going 

on in their home town bank. Our 
correspondence is not one-sided. Our 
banking-by-mail teller has received 
many replies expressing surprise and 

pleasure at being remembered. These 
depositors are with us to stay, we are 
certain. 

Through active direct mail and 
newspaper campaigns for our various 
services, our activities have received 
wide and favorable publicity even out- 
side our local area. People hear of 
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our Christmas festivities and other 
public relations work and are inter- 
ested and impressed. That reputation, 
we feel certain, has had much to do 
with our ability to develop outside 
business, which comprises a_ sizable 
portion of our accounts. 

BEING John Public’s bank involves 

much planning, effort, expense and 
perpetual alertness. Nevertheless, from 
our record of growth in deposits and 
expansion in profits, we know that this 
kind of banking pays from a practical 
dollars and cents basis as well as in 
public good will. 

“What constitutes the bulwark of our 

own liberty and independence? It is 

not our frowning battlements, our 

bristling sea coasts...Our reliance is 

in the love of liberty which God has 

planted in us. Our defense is in the 

spirit which prized liberty as the heri- 

tage of all men, in all lands everywhere.” 

ABRAHAM LINCOLN 

MERCANTIL 

Bank and 

ST. LOUIS 1 

pw \ Trust Company 

=e | MISSOURI 

MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 

CONSUMER 

CREDIT 

(CONTINUED FROM PAGE 17) 

a low of 1.5 in 1938 and a high of 3.1 
on December 31, 1941. The local 
companies have generally been under 
2.5. What will constitute proper debt 
ceilings in the future must be predi- 

cated upon the soundness of the bor- 
rowing company when the post-war 
period has arrived, the calibre of its 
management, the quality of its liquid 
assets, the policies it will follow in 
acquiring new business, the amount of 
capital converted into non-current 
forms and the extent to which it 

intends to continue activities divergent 
from its traditional experience. 

It seems reasonable to foresee a 
considerable revision of past debt 
limits because of the greater volume 
of business anticipated and the proba- 
bility that competition will eventually 
force finance charges down. Certainly 
if the standards set forth in Regulation 
W are fairly closely adhered to, the 
excellent record of finance companies 
permits no doubt that banks could 
safely allow such borrowers to extend 
their debt beyond previous standards. 

ET us turn now to direct bank 
financing of the consumer. 

Undoubtedly one of the strongest 
incentives for direct bank participation 
in this field was the failure of business 
loans to increase with the volume of 
deposits. Along with this was the 
drastic decline in interest rates, par- 
ticularly on finance company paper 
which prior to 1939 averaged over 
6 per cent but subsequently followed 
a steady downward trend, reaching a 
low of 1.2 per cent in 1941 for the na- 
tional companies with their access to 
the commercial paper market at prime 

rates, 1.6 per cent for the regionals 
and 2.4 per cent for most of the 

important locals. The Federal Hous- 
ing Administration, established by the 
1934 Act of Congress, served as a 
proving ground for many banks anx- 

ious to get into consumer lending, 
through Title I. 

The net result was that starting 
from close to scratch in 1929 com- 

mercial bank holdings of consumer 
installment paper had grown by Sep- 
tember, 1941, to 29 per cent of all 
installment cash loans and to more 
than 25 per cent of all installment sales 

paper outstanding. The total was 
$1,690,000,000 or 27.2 per cent of the 

aggregate amount of installment debt 
and while June 30, 1944, figures show 

a decline to $471,000,000 it is clear 
that banks have retained close to this 

percentage of the market. 
According to the FDIC only one- 
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eighth of the 13,220 insured commer- 
cial banks reported no consumer paper 
at the end of 1941 and nearly 1,900 

reported such paper in amounts of 
20 per cent or more of their total loans 
and discounts. Mr. Walter French, 
deputy manager, American Bankers 
Association, recently declared that in 
September, 1941, there were about 
7,000 banks actively engaged in some 
form of consumer lending. Of New 
York State’s 700 commercial banks, 
500 are either now in the field or are 
making plans to enter it and a Con- 
sumer Credit Committee has been 
organized by the New York State 
Bankers Association with far-reaching 
plans for research, including studies of 
the ramifications of Veterans’ loans 
under the G. I. Bill of Rights. 

Banks with experience in moderniza- 
tion and repair loans eligible for the 

10 per cent FHA insurance will doubt- 
less continue granting such credit, 
especially now that Title I of the 
National Housing Act has been ex- 
tended to June 30, 1947. Banks with 
personal loan departments specializing 
in character loans, either single name 
or: co-maker, extended largely for the 
refinancing of open account indebted- 
ness on an installment repayment plan, 
are also expected to continue such 
lending because of their satisfactory 

experience. While it is evident that 
the bulk of such character loans have 
been granted by certain large banks, 
particularly those with the advantages 
of extensive branch systems, studies 
reveal that the significance of out- 
standings, when related to other earn- 
ing assets, diminishes as the size of the 
bank increases. Therefore, such per- 
sonal loans constitute a much more 
important percentage of total loans 
of smaller banks engaged in making 
them than of the larger. 

All of this suggests that competition 

will be more intense, particularly in 
the financing of consumer durable 
goods which have been wartime casu- 
alities, especially automobiles and 
household appliances. 

With the tremendous stored up 

demand it is quite possible that for 
some time at least there will be a 
sufficient volume of business for the 
vastly expanded army of lenders. 
Whether all banks planning to engage 
in this field will be satisfied with their 
returns over a long period remains to 
be demonstrated. A word of caution 
seems advisable because of the gener- 
ally unbridled enthusiasm of banks at 
the present time. 

To that end we quote the following 
from a letter received in August from 
Vice-president Elmer Schmus, The 
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| First National Bank of Chicago, a 
recognized authority on consumer 
credit. “4d have talked with a great 
many bankers who have discussed 
with me the possibility or desirability 
of entering the installment credit or 

installment sales financing field, and 

to each of them I have been obliged to 
say that in my judgment it is a profit- 
able field and if the bank provides 
services and handles its activities as 
does a finance company, it should meet 
with reasonably good success. I have 
pointed out that unless the bank is 

willing to service the dealer as the 
finance companies do and, incidentally, 

thereby be of service to its community, 
it cannot hope to attain any sizable 
volume. Many banks in the past have 
attempted to take only the good 
paper, instead of the mine run, and as 
a result have not generally experienced 

the volurhe expected. The dealer, 
after all, has to be financed in the 
purchase of automobiles and other 

articles from the factory, and unless 
the bank provides this service the dealer 
must of necessity channel his retail 
paper through the source advancing 
the floor-planning of his merchandise. 

“I am inclined to believe that many 
more bankers will enter the install- 
ment field in the post-war, but I am 
not thoroughly convinced that they 
will enjoy the sizable volume they 
expect. In the first place, the finance 
companies are fairly well entrenched 
with the dealers; secondly, except in 
very few states are banks permitted to 

enjoy commissions on insurance pre- 
miums, which in the past has been a — 
very large source of income for the 
finance companies, and I wonder if 

the banks will be able to allow as the 
‘finance companies do, sizable rebates 
or bonuses out of the discount received 
without the benefit of the commission 
on insurance premiums. 

“The finance industry has certainly 

been most profitable, as shown by our 
composite studies which at December 
31, 1935, showed an average net profit 
to average net worth of 16.22 per cent. 

This, of course, has been gradually 
reduced as a result of lower rates to the 
consumer and higher taxes, so that at 
December 31, 1941, this ratio stood 
at 11.03 per cent and has been further 

reduced to 8.46 per cent at December 

31, 1942. I firmly believe that the 

average earnings will be even lower 

in the post-war, which will obviously 

affect the earnings of the consumer 
credit departments of the banks. For 

that reason I have always recom- 

mended to any bank anticipating 

entering the field to know its cost 

fully and to allocate conscientiously 

all expenses to the operation of the 
department handling the consumer 
credit business, in order to determine 
whether the operation is sufficiently 
profitable.” 

In writing to advertisers please mention The Burroughs Clearing House 

There is much food for thought in 

Mr. Schmus’ remarks. With sales 
finance and personal loan companies 
offering the important media for 
loans estimated at the beginning of 
this article, there will doubtless be 
many banks deciding to remain ex- 
clusively or preponderantly wholesalers 
to the consumer credit market. 

In deciding this and other questions 
there is much material that banks can 
draw upon. We advocate careful 
study of the history of consumer credit, 
and commend the publications of the 

National Bureau of Economic Re- 
search, published under grants from 
the Association of Reserve City Bank- 
ers and the Rockefeller Foundation. 
Eleven volumes of factual information 
have so far been published and are 
well worth the time of any banker. 

HE soundness of properly granted 
consumer credit was proved beyond 

doubt during the depression years. 

Some are inclined to view the splendid 
collection experience during the war 

period as another evidence of strength, 
but this excellent record is obviously 
more a demonstration of government 
control under price ceilings, rationing 
and cessation of consumer goods pro- 
duction. Let us not, therefore, look 
upon this period as vindication of the 

loose credit policies which were so 
much in evidence in 1940 and 1941. 
That consumer debts have been liqui- 
dated in a period of increasing income 
under a restrictive economy is the all- 
important current factor. 

Automobile manufacturers estimate 
that their products will cost the con- 
sumer from 25 to 40 per cent more than 
in the pre-war period. If this rise in 
prices is also reflected in all other 

durable goods, the $5,000,000,000 
liquidation during the war years will 
not only be restored just as soon as 
the factories can turn out the goods 
but will probably reach new highs. 
Whether they engage directly or in- 
directly or both, commercial banks 
are the source for the bulk of the funds 
which flow into the consumer markets. 

The economists have frequently 
voiced the opinion that if such credits 
could be expanded in depression and 

contracted in periods of prosperity, it 

would make for greater economic 

stability. If self regulation is to be 

substituted for present government 

control it is clearly the responsibility 

of the commercial banking system to 

keep the business economically sound 
by wielding the power with which it 

is entrusted and seeing that this type 

of credit is used with discretion. Let 

us, therefore, all constantly bear in 

mind that consumer credit involves the 
aspirations and economic stability of 
Mr. Average American and be sure 
that our participation, be it direct or 

indirect, is constructive. 
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STOP PAYMENT! 

(CONTINUED FROM PAGE 21) 

“Oh, no, I just took a natural shine 
to him. I imagine Amelia has, too. 

The car he left wouldn’t run.” 

“You don’t say!” Mr. Butler spoke 
as one having learned of a recent 
death. 

“Lucky you didn’t put your name 
on that $500 check Willie cashed for 
you. There’s a third world war just 
getting set to start in our little city.” 

Em. Butler removed a bottle of 
Bourbon from the back bar, paused, 
and reached his arm around behind 
the cash register. 

“Better take this,” nodded Mr. 
Butler pushing out an old .45 single 
action Colt’s. “I got another.” 

“Thanks.” Mr. Clutchbill dropped 
it upside down in a side pocket. 

Willie Dexter began treading! his 
feet and glancing at the door. 

“Don’t you leave. You stay right with 

me,” cautioned Mr. Clutchbill lower- 
ing two bushy eyebrows over Willie. 

Out on the hotel veranda the old 
director bent his eye on the depot 
again. A distant screech came out of 
the north. 

“Willie, you get on the freight house 
side of the tracks and if any one gets 

on you get word to me before that 
train turns a wheel again. I'll be on 
the depot side.” 

Mr. Clutchbill went over and 
prowled along the platform looking 
into hidden corners while the train 
came clattering in. He eyed a faded 

female school-teacher and a cattle feed 
salesman as they scrambled into the 
train. Both were known to him. The 

train left, exposing Willie shaking his 
head beyond the empty tracks. 

*‘We better take time out now to go 
up to Amelia Pepper’s to view the 
corpse,” stated Mr. Clutchbill starting © 

off. 

AMELIA Pepper was a warlike widow 
of broad face, thin citron-colored 

_hair and an underslung jaw. Outside 
her woodshed stood a tired black 

sedan with the immovable silence of a 
disgusted mule. 

Hearing the approach of hostiles, 
Amelia had immediately come out of 
her sally port and mounted guard on 
the back veranda parapet. 

“Aaron Clutchbill, you stopped that 
$500 check of mine for sure, didn’t 
you?” she demanded. 

“You stopped it yourself,” evaded 

47 

Mr. Clutchbill remaining well out of 
range. 

“Look at that car!’ ordered Amelia 

in a watery screech. ‘“Deader’n Hec- 
tor’s pup. My hired man can’t get a 
grunt out of it.” 

“Maybe it needs kindness, Mrs. 
Pepper . . . the soothing hand of an 

expert. I understand you don’t want 
this car.” 

“I do not. What I want is that 
little curly-headed weasel that put it 
on me. I’d wring his neck in two 

seconds.” 

*‘He’s either hiding in the suburbs 
or left the precinct,” suggested Mr. 
Clutchbill looking sadly at the car. 
“You don’t mind if Willie subjects 
the car to a little interview?” 

“It ain’t mine,” snapped Amelia 
stomping back into the kitchen. 

Mr. Clutchbill went over and laid a 
soothing hand on the left front fender 
as though quieting a horse. “See if 

you can start her, Willie.” 
The young Mr. Dexter climbed into 

the driver’s seat and twitched the shift 

ladle sidewise a couple of times. He 
jammed an experimental toe on the 

starter. 
“‘Mm-m-m-z-z-z!”’ said the battery 
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threatening to shed her last watt. 

“The engine don’t even turn over,” 
reported Willie running his head out of 
the window. 

“Let me see if there’s an engine in 
here,” grunted Mr. Clutchbill throwing 
up the hood. 

The old director bent his head like a 
blue heron down into the oily twilight. 

What appeared to him to be a strange 
object suddenly peeked at him from 
the darkness near the radiator. He 
laid hold on it and twisted it loose with 
what would have been a whoop of 
surprise if Willie had not beat him 
to it. 

““My gosh! There comes that man, 
Winthrop Hogg!” 

“‘Wha-what!”) Mr. Clutchbill jerked 
up his head like a startled goat. 

AMELIA Pepper, who had seen Hogg 
turn into the yard, bustled out with 

‘a flatiron and got her feet placed 
solidly on the ground. 

“So ... 0-0! You dared to come 

back, you... you...” 
“Madam!” said Mr. Winthrop Hogg 

coming to a stop and leaning back like 
an admiral, “what is it that seems to 
be the matter?”’ 

““Matter?”” Amelia trailed her arm 
and flatiron behind her and went into 

a vociferous denunciation. 
Walking stiff-legged in a widening 

EYE*CATCHERS, Inc. 
16 East 3th Street, New York 

THE BURROUGHS CLEARING HOUSE—December, 1944 

crescent ‘around Amelia, Mr. Hogg 

moved toward his former car. 
““Stop-p! !’ ordered Amelia Pepper. 

“That car’s busted . . . busted! —just 
like you'll be shortly.” 

“Wait a minute .. . wait a minute!” 
broke in a new voice. It was that of 
Mr. Clutchbill. He had raised a warn- 
ing arm. 

““‘Where’s my wallet?” suddenly 
demanded Mr. Hogg poking a finger 
at Amelia. ‘“‘Where’s my wallet with 

$100 in it that I left in the car?” 
“Wallet!” cried Amelia turning the 

pointed end of her flatiron foremost. 
“Don’t you try any more funny busi- 
ness on me.” 

“This car and all of its furnishings 
belongs to me,” stated Mr. Clutchbill 
in a cosmopolitan voice as though 

selling tickets to a side show. 
“If any one has lifted my wallet 

that had $100 init...” 
“It may be in here, mister,” said 

Mr. Clutchbill. “If it is it belongs to 

me. I just took over this property.” 
Willie Dexter bécoming aware of a 

purse of hidden gold in his neighbor- 

hood began squirming around in a 
sudden spasm of investigation, and in 
doing so accidently rammed his foot 
against the starter. 

““Voo-voo! Hm-m-m!’ The motor 
went into action. 

“Shut her off . . . shut her off!’ 
hollered Mr. Clutchbill with a wave of 
the arm to the amazed Willie. 

At the sound of the perfectly running 
engine Amelia Pepper twisted her jaw 
sidewise and waddled hurriedly off 
the veranda. “That’s my car,”’ she 
shouted in a voice that added more 
villagers to a growing assemblage. 

“Not till I find my wallet with $100 
in it,”” announced Mr. Winthrop Hogg 
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revealing for the first time the powerful 
timbre of his voice. 

“This car belongs to the Ferndale 
National Bank,” explained Director 
Clutchbill in the official singsong of an 
auctioneer as he mounted the car’s 
running board and looked down upon 
his unexpected customers. 

“Stop!” instantly exploded Amelia 
Pepper in a sharp soprano. 

*“Madam,” said Mr. Clutchbill ‘“‘you 
haven’t got a nickle in this car. You 
stopped payment on your purchase 
check.” 

“Then it’s mine, and my wallet which 
is in it!” broke out Winthrop Hogg. 

“Mr. Hogg,” said Mr. Clutchbill 

pointing his goatee at Mr. Hogg’s 
nose, “‘you know very well you don’t 
hold title to this vehicle.” 

“What am I offered?’ suddenly 
yelled the old director throwing up 
both arms and jacking his knees. 

“Four fifty!’ instantly shouted a 
native. 

“What! In these times?” Mr. 
Clutchbill put a baleful eye on the man. 

“Five hundred . . . my old price!” 

yelped Amelia Pepper. 
“Five is offered . . . what do I hear?” 
“Five fifty for car and contents 

including my wallet of one hundred,” 
bid Mr. Winthrop Hogg. 

“Five seventy-five!” said a lean 
native. 

“Six!” yelled Mr. Hogg jumping 
into the air. 

There came an interval of silence. 

“Be you all done, ladies and gentle- 
men?” Mr. Clutchbill looked around. 

**Six hundred once . . . twice —and sold 
to Mr. Winthrop Hogg!’’ 

ME: Hogg handed Mr. Clutchbill the 
$500 Willie had given him that 

morning and said he’d have the other 
$100 in two seconds. Immediately 
climbing into the car he ejected Willie 
and began snatching things around 
with both hands. 

“Where is that wallet and my $100?” 
he demanded after a fruitless search. 

“IT imagine it’s in here,” said Direc- 
tor Clutchbill taking a twisted object 
out of his side pocket. 

*“My wallet!’ Mr. Hogg jumped out 
of the car like a bullfrog. 

“You must have lost it out of your 
breast pocket when you took a last 
look at the engine. I found it wedged 
in the fan belt —that’s why the starter 
wouldn’t turn her over.” 

“‘And you’ve kept all this to your- 
self till now,” hissed Amelia Pepper. 

“Yeah, but the way is now clear for 
you and Mr. Hogg to start all over 

again. The Ferndale National has its 
$500 back, Mr. Hogg has his $100 
back, the car has got its gumption 
back, Mrs. Pepper will get her check 
back and I’ve got to get Em Butler’s 
Colt’s .45 back. Better come on, 
Willie!” 
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MAJOR BURROUGHS 

DEVELOPMENTS 

A machine that posts an account analysis as a by- 
product of statement posting, with automatic count 

of items and automatic printing of balances. 
. 

Compact machines for window-posting Christmas 

Club, savings and mortgage loan records. 
> e 

Accounting machines for a simplified trust system. 
e 

A compact machine for installment loan scheduling 

and receipting. 
e 

Machines—with or without typewriter keyboard— 
for posting combinations of such records as securi- 
ties ledger, general ledger, loan and discount, 
savings ledger and checking account ledger and 

statement. 
— ‘ 

A machine that computes interest while posting 
mortgage loan records. 

7 

Machines for bank proof; machines for transit. 

Machines for special bank adding requirements. 

FIGURING, ACCOUNTING AND STATISTICAL MACHINES 

Ever since introducing the first practical adding 

machine and the first. posting machine, Bur- 

roughs has led in anticipating the needs of 

banking. Nearly every new bank figuring and 

accounting machine development has come 

from Burroughs. 

Today, as a result of this continuous progress, 

there is @ variety of Burroughs machines for 

ALL bank accounting requirements. The line 

is so complete—so flexible—that Burroughs 

can be aroma: in recommending the method 

and machine to do each job in less time, with 

less effort, at eon cost... can help bankers 

to so integrate their work that more jobs can 

be handled on fewer machines. 

Burroughs will continue to develop new 

machines and improvements as banking needs 

change—so that “Let’s call Burroughs” will 

continue to be the first thought in bankers’ 

minds when new problems arise. 
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