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Longvatulations. . 

to the Banking Profession 

on many jobs well done! 

pow” there’s not a banker in America, dur- 

ing this Victory year, who has not felt a little like 

an old-time juggler. From “ration banking” through 

pay-roll deductions you have unfailingly kept scores 

of vital public services going at once. 

You have handled all these extras with depleted 

staffs and inexperienced workers. Hammermill has had 

the privilege of sharing the load—to a slight extent, 

at least—with many of you. Now, as this momentous 

year draws to its close, we offer sincere congratula- 

tions and friendly good wishes for the peace- 

time year that is coming. 



LETTERS 

Series E Appreciation 

Strs: Our executive vice-president, Mr. 
C. J. Miller, has suggested that we send 
you a chart we have just prepared. It 
shows how Series E bonds appreciate in 

Hang on to your es 

WAR BONDS perce 

DONT CASH IN AN INVESTMENT 
THAT IS WORTH MORE ... BAYS 

Hf you need mosey Yor 4 sound purpose 

value, especially during the second five- 
year period. 

For the good of our customers and our 
community we believe that we should con- 
tinue our effort in encouraging people to 
hold their bonds. We believe the chart 
will aid in curtailing their liquidation. 

Knowing that many banks are inter- 
ested in this problem, we might add that 
the charts, in red and black and with the 
bank’s name imprinted on them, can be 
obtained from the Tribune Publishing 
Company, Meadville, Pennsylvania. 

E. H. Keep, Budget Director, 
First National Bank of Meadville, 

Meadville, Pennsylvania 

o S o 

Shopping, Parking Center 

Srrs: We are enclosing a picture of our 
proposed branch bank which will be 
located in Cleveland Hill Plaza, Buffalo. 

The new building will cost about $50,000 
and is an innovation insofar as having a 
branch tied in with a shopping and parking 
development. There will be seventeen 
stores in the center. The bank branch will 
have assembly rooms in the basement for 

meetings and a drive-in window where 
hurried customers can do business. 

The realtors who are building Cleveland 
Hill Plaza, the fourth shopping and parking 
center of its kind in Buffalo, are planning 
an adjoining parking lot that will be free 
from snow and ice. They are now discuss- 
ing the possibility of running a network of 
pipes underground for circulating hot 
water to melt the snow as it falls. 

WILuiAM H. Co.Lesrock, 
Vice-president, 

The Western Savings Bank of Buffalo, 
Buffalo 2, New York 

. ee 

| Bank and Agent Plan 

. Sirs:’ We have just completed a new 
mailing piece for agents on “The State 
Farm Bank Plan” for arranging auto- 
mobile financing. 

In this, we are offering mat advertising 
for banks in which our name is not men- 
tioned but the “‘Agent-Bank”’ plan of buy- 
ing a car is pushed, mat ads for joint 
advertising between banks and State Farm 
agents, and mat advertising for agents’ use 
alone. We are also offering the bank 
introductory cards, giant billboard blotters, 
a series of three postal cards, and a hand- 
out folder. 

G. F. A.cortrt, 
Assistant Director of Conservation, 

State Farm Mutual Automobile 
Insurance Company, 

Bloomington, Illinois 

hee, ae 

Human Relations 

Srrs: The business of banking and 
finance has a very human side, for nearly 
everyone is affected by money. 

Each check that is cashed, each item 
that is collected, every credit that is 
investigated and extended, each trust fund 
that is created, in fact, every service that 
is performed for customers contributes to 
the life of one or many people. 
We can never appraise adequately how 

great an influence we cast on our customers, 
and our associates. 
Mark J. IGor, Vice-president in 

Charge of Personnel, 
Corn Exchange National Bank 

and Trust Company, 
Philadelphia 1, Pennsylvania 

+ ° + 

From Readers 

Sirs: I generally read The Burroughs 
Clearing House from cover to cover. The 

Cleveland Hill Plaza Branch, The Western Savings Bank of Buffalo 

GeBurrqudhs 

Clearing House 

Editor, HENRY J. BOONE 

Associate Editor, HARRY V. ODLE 
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article in October on farm equipment 
credit policies was of genuine help to us in 
this area. 

BERT L. SELLIN, Assistant Cashier, 
Wapato Branch, The National 

Bank of Commerce, 
Wapato, Washington 

- 

Sirs: We are always eager to read your 
journal and gain much information from it. 
WALTER W. MEYER, 

Executive Vice-president, 
The Mission State Bank, 

Mission, Kansas 
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y hundreds of banking institutions 

throughout the nation that have been 

our correspondents continuously for 10, 

25, 50 years and more, know their ac- 

counts will continue to receive the same 

prompt service and personal attention in 

the future that have been characteristic 

of Central Hanover in the past. 

CENTRAL HANOVER 

BANK AND TRUST COMPANY 

NEW YORK 

Member Federal Deposit Insurance Corporation 

T 
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In the TREND of BANKING 

Broader Scope Seen for Bank 

Credit Groups 

The possibility that the nation’s forty- 
three bank credit groups might pioneer 
beyond the initial objective of making 
marginal business loans was considered at 
a recent joint meeting of credit group 
leaders with members of the A. B. A.’s 
Post-War Small Business Credit Commis- 
sion and Credit Policy Commission. Some 
of the potential “extra-curricular’’ activi- 
ties include education throughout the 
group territory in behalf of effective lend- 
ing, the sponsorship of public relations 
programs, and the promotion of community 
projects. 

It was revealed that some groups are 
already performing functions apart from 
the making of business loans. One is 
sponsoring an advertising campaign for the 
benefit of the banks of its state. Another 
has attracted nationwide attention through 
its program in behalf of soil conservation. 
Much of the two-day conference in New 

York was devoted to perfecting the 
mechanics of bank credit group operations, 
and to discussions of the technical aspects 
of credit procedure. One of the objectives 
was some measure of uniformity and as 
much simplicity as possible in forms and 
loan agreements. 

¢ ¢ * 

New Studies of Country 

Bank Operations 

The A. B. A. Commission on Country 
Bank Operations, which can look back on 
quite a record of accomplishment during 
its first two years, is now looking ahead to 
four new projects planned for the coming 
year. These are a study of the internal 
operations of country banks, a survey of 
personnel problems and administration, a 
study of bond portfolio maturities, and 
another of the needs of country banks for 
reserves. 

With cost analysis and service charge 
studies having been major projects during 
the past year, the commission feels that a 

F. C. RATHJE K. J. McDONALD W. C. REMPFER C. W. BAILEY J. E. DREW 

Country Bank Commission lays plans for four new projects 

study of operating procedures and how 
they can be improved is a logical follow-up 
step. It plans to draw upon the experi- 
ence and practices of the banks them- 
selves, uncover the best procedures in use, 
and make them available to all. The mate- 
rial will be presented in a loose leaf type 
of information service, from which can be 
compiled a handbook on the operating 
procedures of country banks. 

Problems of personnel. With the war 
over, the commission believes the time is 
right for a study of the changes that have 
come about in personnel problems and 
administration, with particular respect to 
salaries, pensions, and other benefits for 
officers and employees. 

More than a vear ago the commission 
published a study of government bond 
portfolio management. This year it will 
undertake a survey of bond portfolio 
maturities and their relation to deposits. 

A new committee has been set up to 
investigate the needs of country banks 
with respect to reserves. 

William C. Rempfer, president of the 
First National Bank, Parkston, South 
Dakota, and a leading spirit in the country 
bank cost analysis program, has been 
named chairman of the commission. He 
succeeds K. J. McDonald, president, Iowa 
Trust and Savings Bank, Estherville, Iowa. 

Study procedures and scope of bank credit groups at A. B. A. meeting 

Data for Directors 

The idea that directors should be in- 
formed as to important internal trends 
within the bank has made headway, but 
the question arises as to what specific in- 
formation should be provided. 

The Wisconsin Bankers Association sug- 
gests reports, at regular intervals, covering: 

1. Comparative ratios of capital to 
deposits over a five-year period. 

2. Comparative totals of cash and 
government securities for each $100 of 
deposits. 

3. Ratio of capital to assets at risk, 
including all assets except cash and 
governments. 

4. Government bond portfolio 
values and maturities). 

5. Comparative annual increase or de- 
crease in time deposits. 

6. Rates on earnings assets and per- 
centage. of each. 

7. Number of checking accounts by 
balances. : 

8. The bank’s total of savings accounts 
and balances compared with local postal 
savings deposits and balances. 

9. Monthly increases or decreases in 
time deposits. 

(par 
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Bond Promotion Stand-Outs 

Banks again demonstrated their promo- 
tional ability in many interesting and 
dramatic displays, in conjunction with the 
Victory Loan Drive. 

One of the most unusual exhibits was 
located in the lobby of the East River 
Savings Bank, New York; it dramatized 
for bond buyers one of the many task 
forces of science which they underwrote to 
achieve victory. How the U. S. Navy’s 
weather eye, or Aerology Section, studied 
and used the elements on a vast scale to 
help strike the enemy or to conceal move- 
ments was revealed in three-dimensional 
panoramas shown to the public for the 
first time. 

Novel scoreboard. Many banks adopted 
the plan of having competitive bond selling 
teams, but Bankers Trust Company, New 
York, had a unique scoreboard to measure 



Bankers Trust Co., N. Y.: With each 
sale, a serviceman moved 

toward home 

WE DID IT BEFORE - WELL DO iT AGAIN 

Irvington (N. J.) National Bank: 
Dig down for the boys still 

“Over There”’ 
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United States National Bank of Port- 
land, Oregon: Fire department, 

hook and ladder! 

Marine Trust Co., Buffalo: General “Jimmy” 
Doolittle greeted by President 

Diefendorf 

Typifying banking’s promotion of the Victory Loan Drive 

comparative sales. The bank was pictured 
in the center of the circular scoreboard, 
and with each sale a serviceman moved 
closer “home.” 

In view of the importance of the cam- 
paign, The United States National Bank 
of Portland (Oregon) made an exception of 
its rigid rule against advertising on the 
outside of its handsome main office, and 
prepared Victory Loan signs for the two 
principal corners of the building. How- 
ever, so large were the signs that the only 
available ladders tall enough for hanging 
them had to be supplied by the Portland 
fire department, as an accompanying view 
illustrates. 

Free portraits. A talented G. I. artist 
was on hand at The Franklin Society for 
Home Building and Savings, New York 
City, to draw portraits of individuals buy- 
ing Series E bonds of $500 denomination 
or larger. A series of war scenes, done in 
water color by the artist, were on display. 

Pictures of local boys still ““Over There” 
were mounted on a placard by The Irving- 
ton (New Jersey) National Bank, with the 
appeal: “Bring Them Home—Buy Vic- 
tory Bonds.” 

A distinguished visitor who dropped in 

to view the Victory Loan display at Marine 
Trust Company’s head office, Buffalo, was 
General James Doolittle. He wished 
President Charles H. Diefendorf and 
associates “‘good shooting” in the campaign. 

+ 7 ¢ 

Consumer Credit Ideas 

and Developments 

Consumer credit continues to be very 
much in the center of bank thinking and 
planning, despite the fact that it is esti- 
mated that installment paper will not be 
available in quantity for perhaps a year. 
There is common recognition that when 
the market does open there will be the 
largest volume of consumer financing the 
country has ever seen. 

A new manual, “Direct Automobile 
Financing,” has been published by the 
A. B. A. Committee on Consumer Credit, 
and is available to banks upon request. 
It explains principles involved in direct 
lending operations, compares the advan- 
tages and disadvantages of the plan, and 
gives in detail the credit requirements and 
operating procedures. The new manual 

supplements a previous study of “Bank 
Automobile Financing—Dealer Plan.” 

Factors involved. On the question of 
direct vs. indirect car financing, Walter B. 
French, A. B. A. deputy manager, predicts 
that for some time the dealer will dictate 
who the financing agent will be, and that 
for bankers interested in quick volume of 
automobile paper the one approach is 
through the dealer. However, he believes 
that the decision also should rest on such 
factors as: (1) Does the territory to be 
served indicate a volume sufficient to 
warrant such an operation? (2) Are the 
dealers in the territory old customers of 
the bank? (3) Does the bank have experi- 
enced personnel? If not, does the potential 
volume indicate sufficient returns to war- 
rant engaging experienced personnel? (4) 
If the situation is highly competitive, is 
the bank willing to condone “packs” and 
similar practices? On this question, 
Mr. French takes the following stand: 
“I don’t think it should. Borrowers are 
becoming more and more rate or cost con- 
scious, and although the lender never gets 
any of the ‘pack’ or extra charges, the bor- 
rower pays him the monthly installment 
and the onus is on him. The dealer’s re- 
serve is something else and in my opinion 
legitimate. It is compensation to the 
dealer for originating the loan, being care- 
ful of his credits, and acting in general as 
the financing agent’s representative.” 

Rate suggestion. In discussing personal 
loans, William W. McCarthy, vice-presi- 
dent, the National Shawmut Bank of 
Boston, states that he hopes to see a 
movement among banks to adjust rates 
so that a comparatively larger charge is 
made for smaller accounts so that there 
will be a profit, or at least less of a loss, on 
loans of under-average amount ($200 or 
less). ‘“We have followed this policy for 
several years, despite the fact that other 
local institutions use a flat rate,” Mr. Mc- 
Carthy states. “Our experience has shown 
that such a rate structure is perfectly 
acceptable to the public, and, as a result, 
we find ourselves doing an increasing 
volume of business, since our personal loan 
lending is on a sufficiently profitable basis 
to enable us to keep advertising continu- 
ously.” 

Mr. McCarthy believes that future 
success of the plan to enlist insurance 
agents in the obtaining of automobile loans 
depends largely on the rate which the 
finance companies will set for the handling 
of new car business. ‘“‘The first actual 
announcement recently published indi- 
cated the rate of $5 per $100, and others 
might follow this lead or lower the rate,” 
Mr. McCarthy observes, “‘in which event 
the volume of business to be expected 
through the insurance agent will be rela- 
tively small.” 

Co-operative drive. However, many 
banks are going ahead aggressively in 
cementing relationships with the insurance 
agents. For example, seven banks in six 
suburban communities adjoining Detroit 
have launched what. is believed to be the 
first co-operative inter-city promotional 
campaign on the Bank and Agent Auto 
Plan. An advertising drive, sponsored 
jointly by the participating banks, will 
break shortly in newspapers covering all 
six communities, and will be supported by 
direct mail, bus cards and other media. 
All copy will run over the signatures of all 
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Collection of Coupons and Bonds 

| Millions of coupons and bonds are received by us 
| 

| for collection each year. While this service is gear- 

ed to any volume, it 1s also fitted to the handlin ’ 

: of individual items that require special attention. 

: 

‘ Correspondent Banks can rely upon us for prompt 

and dependable service in presenting matured 

s coupons and bonds for payment. 
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co-operating banks. In addition, agents 
will be furnished with complete supplies. 
F. E. Henig, assistant vice-president of the 
Wyandotte Savings Bank, Wyandotte, 
Michigan, is acting as co-ordinator for the 
member banks and is supervising the 
execution of the campaign. 

° * Sd 

Study of Bank Deposits 

An interesting discussion of bank de- 
posits during reconversion is contained in 
a recent issue of the Monthly Business 
Review, published by the Federal Reserve 
Bank of Cleveland. It points out that 
two salient facts emerge from an analysis 

THE BURROUGHS CLEARING HOUSE—December, 1945 

of the vast increase in total deposits during 
the wartime period. 

One is that the record volume of cash 
assets owned by individuals, business enter- 
prises, and other private depositors ap- 
pears destined to continue the wartime 
growth for another year or longer. 

The other is that a large number of 
country banks have been gradually con- 
verted from the status of savings banks, as 
it were, into institutions more akin to 
commercial banks. In this connection, 
the Review states: 

“For many years the primary deposi- 
tary function of most country banks was 
that of receiving (and investing or lending) 
a substantial fraction of the monetary 
savings of their respective communities. 

Financing 

International Trade 

rn of overseas trade stresses the import- 

ance of having an influential banking connection 

offering a world wide financial service. 

Through a network of banking contacts in foreign 

countries, and this bank’s specially trained foreign 

banking department, we provide facilities of out- 

standing advantage to correspondent banks. 

Your bank is cordially invited to make use of the 

good will developed through our eighty years of 

international business and banking experience with 

countries in this hemisphere and overseas. 

FOREIGN BANKING DEPARTMENT 

The First National Bank 

of Chicago 

MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 

In writing to advertisers please mention The Burroughs Clearing House 

That they still perform that function is 
attested by the virtual 100 per cent in- 
crease in time deposits over the past six 
years. Concurrently, however, demand 
deposits increased approximately 300 per 
cent. Demand liabilities now exceed time 
deposits in the ratio of nearly two to one. 

“The warborne expansion of deposits 
did not drastically change the deposit pic- 
ture of the larger city banks. It merely 
accentuated the long-standing prominence 
of demand deposits. Loan and investment 
policies had been more or less adapted to 
that situation. But for the smaller banks 
the tidal wave of demand deposits was an 
unprecedented experience. There is every 
indication that the new relationship is 
more than a temporary phenomenon. 
Barring some unexpectedly broad move- 
ment of funds from outlying areas to indus- 
trial and financial centers, the character of 
country banking will not soon be recast in 
the traditional mold. If not with respect 
to lending opportunities, then at least with 
regard to their deposit liabilities, many 
country banks have come to resemble their 
metropolitan counterparts.” 

o ° e 

Savings Banks Sponsor Film 

on the G. I. Bill 

The Savings Banks of Group V, Savings 
Banks Association of New York, have 
produced and released through their Public 
Relations Bureau a sound film on the G. I. 
Bill of Rights. The picture, co-operatively 
sponsored by the savings banks of Brook- 
lyn, Queens, Long Island and Staten 
Island, will be shown to clubs, churches 
and civic groups and organizations. Pri- 
marily an entertainment film, the picture 
titled ‘“‘For Services Rendered,” offers the 
savings banks an opportunity to emphasize 
their institutional part in community life. 
It features the banks as dedicated to the 
public welfare and pledged particularly to 

Starring the savings banker 

the aid and interest of the returned veteran. 
The film was produced with a cast of 

professional actors and actresses, and was 
written in narrative sequence. The plot 
revolves around a young reporter, recently 
returned from the wars, who is given the 
assignment of writing a feature story on 
benefits under the G. I. Bill. In the 
course of his efforts he comes to the savings 
bank, from which point the savings bank 
and banker take over the starring roles. 

While the film provides the veteran, his 
friends and family with an accurate and 
authentic outline of the rights and privi- 
leges he comes home to, it also stresses the 
role of the savings bank in handling G. I. 
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YEARS OF 

“KNOW HOW” 

Every bank has requests for assistance in sending 

money abroad.’ Many have facilities for handling 

these transactions. To those that need facilities, 

American Express Service is offered. 

Remittances can be serviced to completion by 

American Express offices located in many foreign 

cities. Those destined to other cities and towns 

abroad are handled through correspondent ar- 

rangements of many years standing. 

It’s not a complex business but it does take 

“know how’. The American Express organiza- 

tion, having handled the business for fifty years 

here and abroad, assures competent service to 

American Bankers. 

The bank keeps the contact with its customer 

—the American Express carries the transaction 

to completion. 

For information write to: 

AMERICAN EXPRESS 

Foreign Remitlance Department 

65 BROADWAY + NEW YORK 6, N. Yi 
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loans for mortgage and modernization. 
It does an excellent dual job of promoting 
good will and merchandising the banks’ 
wares. 

° & ° 

Gavels Being Resurrected 

Banker meetings are again becoming the 
rule rather than the exception. 

Virtually all of the state associations 
have held, or are planning, annual conven- 
tions. 

A. B. A. activities along this line are 
likewise expanding. A national meeting of 
members of the State Association Section 
will be held December 11-12 at The Jeffer- 
son Hotel, St. Louis, Missouri. 

Also, the annual A. B. A. Mid-Winter 
Trust Conference will be resumed, with 
the program theme being based on the role 
trust service may play in the post-war 
years. The meeting will be held February 
4-6 at The Waldorf-Astoria, New York. 

° * * 

Personalized Gift Check 

The development of a new type of 
check, the Gift Check, of which the first 
series is now on sale for the 1945 Christmas 
season, has been announced by Manu- 
facturers Trust Company, New York. It 
is available to non-depositors as well as to 
the bank’s customers. 

“The new check has been developed in 
recognition of the growing importance of 
the money-gift used to mark holidays, 
personal anniversaries and all gift occa- 
sions,” declares Harvey D. Gibson, presi- 
dent of the bank. “Present estimates show 
that a large percentage of all gifts are made 
in money. Yet until now there has been 
no means of differentiating the form of the 
cash gift from the form in which money 
changes hands in the day-to-day business 
of commerce. The Gift Check, a special 
form of tender, completely filled out and 

First of a special series 

signed by the giver, is thus personalized 
and set apart.” 

A 25-cent fee covers the handling of the 
| check and its special gift package. Checks 

are drawable for any amount. Upon 
special request the bank will return the 

| canceled check to either the purchaser or 
payee for a nominal fee. 

A Gift Check will be issued after the 
purchaser has filled out a special Personal 
Gift Check Deposit Slip and paid the 
desired gift amount plus the fee. The pur- 
chaser will receive a receipt stub from 

In writing to advertisers please mention The Burroughs Clearing House 

the deposit slip. Each check will be gift 
packaged with a greeting-card-folder, en- 
velope suitable for mailing and the whole 
enclosed in a glassine envelope. 

Later other issues will be added to the 
Gift Check series, covering occasions such 
as Mother’s Day, Father’s Day, Easter, 
birthdays, births, weddings, wedding an- 
niversaries, graduations and special occa- 
sions. 

° ¢ + 

**‘No Easy Road or 

Short Cut”’ 

A frank warning that Britain’s eco- 
nomic salvation can only come through 
maximum productivity and continued sav- 
ing, regardless of political theories and no 
matter what party 
is in power, has 
been sounded by 
Sir Charles Lid- 
bury, a director 
and chief general 
marager of West- 
minster Bank, 
Ltd., one of the 
“Big Five’’ British 
banks. His recent 
forthright discus- 
sion of ““The Eco- 
nomic Conse- 
quences of the 
War,” before The 
Institute of Bankers in London, is said to 
have created tremendous interest and many 
of his remarks have considerable application 
to the financial and economic problems of 
the United States. Some of the topics 
covered were: 

Savings. ‘The borrowings of our 
Government appear as individual savings 
in our private accounts; but in so far as 
they have been spent unreproductively 
they have not had the effect of real sav- 
ings,” Sir Lidbury declared. ‘“‘We shall 
have to continue saving on a huge scale for 
reconstruction purposes without any re- 
laxation, until a sufficiency of capital goods 
for reproductive purposes is assured, and 
until consumer goods are forthcoming in 
sufficient quantities. Only new savings 
will serve our needs.” 

Internal debt. “There is a tendency 
to take the internal debt too lightly, on the 
ground that—as some say—‘We only owe 
it to ourselves.’ The point is that all of 
us owe that debt to some of us, as a first 
charge on whatever we may produce 
between us in the future. And that debt 
must needs be so held as to introduce fresh 
rigidities and distortions in an economic 
system which already has too many.” 

External debt. “External obligations 
arising out of the war under the heads of 
Lend-Lease and Sterling Balances will 
have to be scaled down drastically; the 
former should not give rise to any financial 
obligations; the latter will have to be 
reduced to what can, in practice, be trans- 
ferred in goods and services.” 

Deficit financing. ‘‘While we shall have 
to find large amounts of foreign currencies 
to cover our immediate import necessities, 
our own deficit financing—both at home 
and abroad—will have to cease at the 
earliest possible moment.” 
Unemployment. “During the ‘world 

replenishment’ years there will be a de- 
mand and a place for all available labor 

SIR CHARLES LIDBURY 
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at Peace at last. The bright star 

of Hope shines in the skies. 

To one and all the very best 

wishes for a happy 

holiday season. 

Newark I, New Jersey 

The American Insurance Company « Bankers Indemnity Insurance Company + The Columbia Fire Insurance Company « Dixie Fire Insurance Company « The Jersey Fire Underwriters 
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... The real testing time for Britain, as for 
the world at large, will come when this 
wholesale replacement demand has been 
filled; then the cyclical fluctuations of boom 
and slump will strongly tend to revive. At 
that time the new and as yet unproved 
technique for maintaining Full Employ- 
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ment by government action on various 
lines will no doubt be put to test in many 
countries, not excluding the United States 
of America. We must hope that it will be 
so co-ordinated and synchronized among 
the great industrial nations as to check the 
downward swing of the trade cycle.” 

SVSCITSIOSISCS OSSISGSESESSISSSSEssass 

“Special Correspondent” 

In newspaper work, a “special correspond- 

ent” is distinguished by ability to carry out 

difficult or unusual assignments. Among 

banks there are also “special” correspond- 

ents, upon which other institutions may 

always count. In New England, the Shaw- 

mut is known for prompt handling of diffi- 

cult or unusual situations and for its “out- 

standing strength” for 109 years. 

The National 

Shawmut Bank 

40 Water Street, Boston 

Member Federal Deposit Insurance Cor poration 

CaPITAL $10,000,000 SurpLus $20,000,000 
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HALSEY, STUART & CO. INc. 

Gentlemen: Please send me, without cost 
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$ 
’ 
: 123 S. La Salle Street, CHICAGO 90, Illinois 

J 
: or obligation, ‘“The Investment Merits of 

American Municipal Bonds,”’ 

Name. 

Address. 

BC-1 

es , Bonds of Distinction 
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City ___State fj 

INFORMED ACTION IS THE KEY TO SUCCESSFUL INVESTING 

— —— 

American municipal bonds have traditionally 
occupied a place of distinction in the 
financial markets. In respect to security, 
they have earned a position second only to 
the direct or contingent obligations of the 
United States Government. Their exemption 
from federal income taxes provides special 
advantages in this era of high federal 
taxation. Such bonds thus merit preferred 
consideration from investors seeking 
conservatism and tax exempt income. But 
as with all securities, municipal bonds 
require care in their selection to fit the 
individual investment portfolio. 

Send for this Comprehensive Book 

on Municipals 

An exhaustive 74-page study of the 
investment qualities of these bonds, 
covering factors important to prudent 
selection, is available to interested 
applicants without obligation. Send for 
this valuable guide to informed action— 
“The Investment Merits of American 
Municipal Bonds.” 

Use this request form—at no cost 

HALSEY. STUART & CO. INc. 

Standard of living. “Our national eco- 
nomic salvation, by which we may main- 
tain our standard of living and in due time 
increase it, will come—and can only come 
—from the increased productivity of our 
joint labors . . . I say quite frankly and 
brutally that it is all these extra amenities 
and pleasant things of life that are now at 
stake and that the sooner this state of 
affairs is realized the better. We shall then 
have far less emphasis on social reforms, 
advocated with little regard to our present 
ability to pay for them, and shall con- 
centrate on working at the level of our 
wartime industry, so as in due time to 
earn them—and then enjoy them.” 

¢ ° ° 

A Cordial Welcome 

In plans for assimilating returning veter- 
ans, how about an organized welcoming? 

Several hundred members of the Anglo 
California National Bank’s staff gathered 
recently in the lobby of the head office, 
San Francisco, to welcome home fellow- 
workers who have returned from service 
in the armed forces. 

W. H. Thomson, president of the bank, 
was the speaker of the day and extended a 
hearty greeting to the ex-servicemen. He 
also took advantage of the occasion to 
stress the Victory Loan, urging members 
of the staff to finish their wartime task by 
buying bonds. 

They Grow Big in Texas! 

One of the fastest growing banks in the 
entire Southwest is The City National 
Bank of Houston. It has long since out- 
grown its quarters, and has announced 
plans to erect a new 24-story building on 
the present Main Street site. 

The bank will occupy the first four 
stories, with the remainder being devoted 

Will solve “‘housing’”’ problem 

to office rental space. The building will be 
completely air conditioned and embody 
all the latest construction improvements. 

A six-story garage, now being erected 
across the street, will be linked with the 
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bank by an underground tunnel if munici- 
pal consent is obtained. It will contain 
temporary facilities for housing the bank 
while the new main building is under 
construction. 
When City National Bank received its 

national charter on January 17, 1934, it 
had $2,882,866 in deposits. In contrast, 
the statement of June 30, 1945, showed 
deposits of $101,000,000. 

¢ ¢ ° 

Personalized and Specific 

That there are many different ways of 
saying the same thing, and many degrees 

SO YOU'D LIKE TO OWN... 
7 

who's willing to put all his experience, © ! 80 and it you need edditional 
education. end talents into a business of  ™Oney. come and jalk your plans over his own. That's your dream — YOUR lth one of our loan officers or branch 
OWN DRUG STORE! managers, Their experience will be 
@ We know just what you mean: and or a civilian: and if your project appears 
we believe that success awaits men of to be sound. they will be interested in 

Realizing that the greatest muctess we con have lies in helping the greatest possible mumber of people to succeed. we are always anmious ta meet and ud young men of vision we H 

CHD Sine 1883 CVO 

“AM ERICAN NATIONAL BANK 

Few Aen ant Gila Seve & 10 Breetwey 5 20t tentwey hers Raves © HO! Menge Hees @ 108 Wontiend $21 Seemed Avenes. Marth & 1600 Tiyt Avenae, Gea © TTR West fad Avemes © G16 Chaiete Avenue © Olt Mishary. Tews. 

Indirectly suggests credit requisites 

of effectiveness in presenting such a 
message, is borne out by a current series of 
newspaper advertisements of The Ameri- 
can National Bank, Nashville, Tennessee. 

These advertisements might have con- 
fined themselves largely to a_ general 
statement that loans are now available to 
finance. small business. Instead, they are 
personalized and specific. Furthermore, 
they indirectly suggest some of the credit 
requisites. 

An example is illustrated above. An- 
other reads: ‘“‘So you'd like to have a 
Beauty Shop! You know the business 
from front door to back. You’ve studied 
all the angles, both operating and mer- 
chandising, and you know there’s a good 
income there for an owner who will put all 
his or her experience and energy to work. 
That’s why you’ve been saving—so you 
could have a shop of your own! 
“We know just what you plan; and we 

believe that success awaits men and women 
of ambition, ability, energy, and integrity 
who dream that sort of dream. The 
chances are that your background of experi- 
ence indicates success for your venture. 
If so, and if you need additional money, 
come in and talk your plans over with one 
of our loan officers or branch managers. 

“Their experience will be helpful to you 
whether you are a veteran or a civilian 
venturing into a business of your own; and 

Anniversary 

Bono 

100% 

RAG: 

FOX RIVER PAPER CORPORATION 
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if your plans appear sound, they will be 
interested in lending you the necessary 
money.” 

Each advertisement in the series carries 
this footnote: “Realizing that the greatest 
success we can have lies in helping the 
greatest possible number of people to 
succeed, we are always anxious to meet and 
aid young men and women of vision who 
are looking toward success.” 

° + Si] 

For Better Human Relations 

Tested, workable procedures that can 
be applied in day-to-day contacts with 
banking customers and the general public 

THE BURROUGHS CLEARING HOUSE—December, 1945 

are outlined in a new booklet, ““Making 
People Like Your Bank,” prepared by the 
Committee on Public Relations of the New 
York State Bankers Association. 

Special chapters include: ‘“‘Debunking 
Public Relations,” a discussion of under- 
lying principles; ““Give Your Bank a Per- 
sonality,” a chapter on the art of capitaliz- 
ing on hobbies; “Remember, Women are 
People, Too”; “Dealing With Bank-Shy 
Folks,” a discussion of bank advertising; 
“Your Bank and the War Veteran’; 
‘“‘Teaching the Young Idea,” a description 
of one bank’s student-training program; 
“Do Your Letters Do You Justice?”’ an 
analysis of bank correspondence; and 
“Your Bank and the Press.” 

The report concludes with a 75-question 

HUTT eMC COUT UUMUUSUANUUUOUUSUARNEOOOUUESAEAAQUOU ONE NALA UE TNS 
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{SUPPLE ENED EU of investor. 
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HUUNAAUAAUUA AU URND: sbsasdd 
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Understanding 

Institutional 

Requirements 

We offer to institutions the results of 

years of experience in helping to meet 

the special requirements of this type 

Because of our nationwide facilities 

and knowledge of comparable security 

values and markets, our Institutional 

Department is utilized by many or- 

ganizations in all parts of the country. 

We cordially invite you to take ad- 

vantage of these services. 

MErRrILL LYNCH, PieRCE, FENNER & BEANE 

Underwriters and Distributors of Investment Securities 

Brokers in Securities and Commodities 

Offices in 87 Cities 
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Wa 

NEW YORK 5, N. Y. 
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MAKING PEOPLE 

YOUR BANK 

1. ‘Debunking’ Public Relations Poge! 
2. Give Your Bonk o ‘Personality’ Poge? 

Women Are qT 3. Remember: Peapie, Pegs 13 

4. Dealing with ‘Bank-Shy’ Folks Page 1? 
5. Your Bonk ond the Wor Veteran Poge 22 
6. Teaching the Young idea Poge 25 
7. De Your Letters Do You Justice? Page 30 
®. Your Bank ond the Press Page 36 

ond 
7S QUESTIONS 

Opportunity for a check-up 

“score yourself test’? which gives bank 
officers a chance to check their own public 
relations programs for scope and detail. 

Copies of the booklet are available at 
50 cents each from the association head- 
quarters, 33 Liberty Street, New York 5, 
New York. 

“Making Peoples Like Your Bank” is 
one of a series of three booklets prepared 
to help banks establish better employee- 
customer-public relations. It and a com- 
panion study, “Giving and Getting the 
Best in Bank Human Relations,” are in- 
tended principally for management. The 
third, “Public Relations Is Up to YOU,” 
is for everyone in the bank. 
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Bank Training of Veterans 

Under G. I. Bill 

A few banks have pioneered in taking 
advantage of the opportunity presented 
by the G. I. Bill to train returning veterans 
in banking, through qualifying as an 
“educational facility.””. These banks con- 
sider the arrangement a potential aid in 
the solution of personnel problems, and a 
beneficial service to veterans interested in 
making banking a career. 

It is suggested that any bank interested 
in the vocational training plan should con- 
tact the nearest regional office of the 
Veterans Administration, although appli- 
cation for approval as a training facility 
will be referred to a state board. 

Salary payment. Veterans must also 
establish their eligibility for training, 
through the Veterans Administration. The 
bank is not obligated to accept every indi- 
vidual sent to it for training, but can select 
them just as they would any other em- 
ployee. Upon acceptance, the veteran is 
considered a part of the regular staff, and 
is paid an apprentice’s salary. The govern- 
ment augments this by paying the trainees 
an additional sum. The plan of the Citi- 
zens National Bank, Abilene, Texas, calls 
for an apprentice salary of $75 per month. 
The government pays single men $50 
additional and married men $75 additional, 
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and thus they receive a total of $125 to 
$150 a month. As the bank increases the 
salaries of trainees, the government de- 
creases what it pays. 

Trainees are given on-the-job training 
in various departments of the bank, obtain- 
ing a thorough knowledge of the assign- 
ments of proofing clerk, transit clerk, 
bookkeeper, ete. The general period re- 
quired is 18 months, although President 
M. M. Meek of the Abilene bank suggests 
that in filing applications with the Veterans 
Administration to qualify, banks specify 
that the minimum training period be for 
two years, with a maximum of four years. 
He also recommends that banks qualify 
for the training not only of bookkeepers 
but also tellers and clerks as well. 
May discontinue. If it is discovered 

that a veteran has no aptitude for the 
work, the Veterans Administration can be 
notified and the individual’s training will be 
discontinued or transferred. 

After completion of the training pro- 
gram, the trainee may continue in banking 
or may enter other employment, as he 
elects. However, two logical conclusions 
are: (1) he will be in a better position to 
obtain and hold a good job than before 
taking the training; (2) he is likely to 
remain with the bank where he obtained 
his vocational skill. 

Another bank which has qualified as an 
“educational facility” is The First Na- 
tional Bank of Union City (New Jersey). 
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New A. B. A. Headquarters 

The accompanying illustration pictures 
the new- home of the American Bankers 
Association. 

The national headquarters has_ been 
moved from the familiar 22 East 40th 
Street, New York City, which has been 
“*home” for nearly 15 years, to the Combus- 
tion Engineering Building at 12 East 36th 
Street just east of Fifth Avenue. 

The association will occupy the entire 
ninth floor, which will provide 20 per cent 
more floor space to accommodate the 
organization’s expanded activities, 

20 per cent more floor space 
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offer a service backed by over a quarter century of experience in these im- 
portant areas. Our long established branch offices assure you of valuable assistance. 
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GOOD NEIGHBORS ARE 

The great buying power of Latin America, repre- 

sented by a vast accumulation of available dollar 

exchange, is engaging the attention of American 

exporters as the United States again prepares to 

send goods in volume to her neighbor republics. 

As our exports grow, the farmer in Chile will 

eventually get his new tractor; the Brazilian in- 

dustrialist, new factory equipment; and our new 

household appliances will put a twinkle in the eyes 

of many a Colombian housewife. Our “good 

neighbors” are also “good customers.” 

The Chase Foreign Department can be of in- 

valuable assistance to American exporters and 

importers. For the Chase Foreign Department has 

long maintained close relationships with corre- 

spondent banks throughout Latin America, chosen 

for their efficiency in transacting foreign business 

as well as their intimate knowledge and under- 

standing of local business conditions. 

Through these correspondents, the Chase is able 

to offer aid, in the form of accurate information 

and complete facilities, to the American business- 

men who will share in the coming great volume 

of trade. These Chase facilities which are always at 

the disposal of our domestic correspondent banks 

provide a valuable service for their own customers. 

THE CHASE NATIONAL BANK 

OF THE CITY OF NEW YORK 

HEAD OFFICE: Pine Street corner of Nassau 

LONDON — 6 Lombard Street +* 51 Berkeley Square * Bush House, Aldwych 
Havana * SanJuan « Panama « Colon « Cristobal ¢ Balboa «+ Office of Representative: Mexico City 

Member Federal Deposit Insurance Corporation 
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Close liaison: Mr. Burchard, left, discussing personnel with President Loring L. Gelbach 

BANK MANAGEMENT TAKES A LOOK AHEAD 

Plans for PERsoNNEL 

It is said: “Utilizing the energy and intelligence of personnel 

is banking’s biggest task.” Here are some practical suggestions 

ITH war’s end there has come 
a decided change in the bank 

personnel picture. Happily, 
we can now look forward to a larger 
measure of stability, in contrast to the 

rather hectic conditions of the past 
several years. 

However, “reconversion”’ is proba- 
bly not the term to apply to this trend 
toward more normal operations, for it 
is unlikely that banks will revert fully 
to pre-war personnel practices and 
attitudes. 

Despite all the attendant difficulties 
which the wartime labor stringency 
created for banks,.in some ways it may 
have been a blessing in disguise. For 

By 

Cc. C. BURCHARD 

Personnel Director, Central National Bank 
of Cleveland, Cleveland 1, Ohio 

instance, it (1) forced personnel prob- 
lems to the forefront of management’s 

attention, (2) increased the emphasis 
on human factors involved, (3) lead 
banks to improve their training proce- 
dures, (4) caused them in many cases 
to re-examine their job rating, salary 
and promotion policies, and (5) re- 
sulted in a new and broader concept of 
women’s place in banking. 

Thus it has been suggested that now 
is an opportune time to take stock of 
some of these wartime personnel 

developments, to assay to what extent 
they are likely to be retained, and to 
consider some of the future trends 
which appear to be indicated. I have 
been asked to review the subject in 
terms of my own institution’s plans 

and experience, and I am glad to do 
so, although I would be the last to 
claim that we have all the answers, or 
that our program is exemplary in every 

respect. 
Our wartime personnel problems fol- 

lowed a familiar pattern, although 

they were probably more acute than 
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in many banks, due to our location in 
a critical labor area and our rapid 
growth. At times our turnover was 
abnormally high, as members of our 
staff were inducted, and as war indus- 
tries exerted a heavy pull. : 
We had to expand and develop our 

training program fast to meet the 
emergency. Previously we had de- 
pended upon on-the-job training of 
new employees. This was supple- 
mented with classroom work. An 
introductory course was developed. to 
give newcomers an over-all picture of 

banking, a knowledge of Central 
National Bank of Cleveland, and some 
idea of what was expected of them. 

ABILITY of supervisors to handle the 
emergency was developed, and this 

should be a definitely sustained pro- 
gram. Job Instructor Training as 
applied to banking by the American 
Institute of Banking was given to all 
supervisors. Half of the supervisors 
also have taken the Job Relations 
Training work. Since we have found 
this to be especially helpful, it will be 
given to other supervisors. From our 
experience, we would recommend the 
J. R. T. course be given first. Super- 
visors’ meetings will continue to be 
held to review the training instruction 
received. 

We have not utilized visual training, 
although the war has focused attention 
on its possibilities, and it appears that 
the adoption of motion pictures, slide 
films, etc., may be a post-war trend in 
some of the larger banks. 

We expect to continue our introduc- 
tory course, holding classes whenever 
there is a sufficiently large group of 
new employees. Specific classroom 
training of tellers and machine opera- 
tors will be continued to the extent 
considered necessary, but it is likely 

that there will be greater emphasis 

upon on-the-job training. 
Coincidental with better training 

methods, the war caused bank man- 
agement to pay more attention to 
human relations in dealing with em- 
ployees, as it strove to hold personnel 
turnover within bounds. Here again 
this will carry over as a permanent 
peacetime policy. 

At Central National, we are making 
a special effort to keep our employees 
from feeling that they are merely cogs 
in a mechanistic organization. There 

is a conscious endeavor to maintain a 
genuine personal interest in our em- 
ployee relations. Thus we are inclined 

to place reliance on individual con- 
sultation. Within two weeks or so 
after they have joined the bank, new 
employees are invited to return to the 
Personnel Department when we go 
over with each one his initial reaction 
to bank work. We try to elicit com- 
plaints or grievances before they be- 
come deep seated, and we explore the 
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Jean Potter, right, experienced supervisor, explains a work detail 

Foreseen: Staffs remaining predominately feminine; ‘ 

desirability of a transfer to other work, 

or, for example, perhaps change the 
employee to a branch more con- 

veniently situated for him. Further- 
more, employees are encouraged to 
discuss matters freely with their super- 

visors, or to come to the Personnel 
Department on confidential problems. 

WE have done quite a bit to improve 

our methods in regard to employee 
selection, despite the practical difficul- 
ties imposed by the war. We have 
developed a better application form, 

for example, which provides more com- 
plete information. A simple rating 
form filled out by the interviewer, for- 
merly a part of the application folder, 

was a mistake as it made the applicant 
self-conscious and overly “‘on guard.” 
The rating form now is a separate 
sheet which is later attached to the 

application. 
Each applicant is interviewed by 

two different members of the Personnel 
Department. The first interviewer 
“screens” the applicant, talks with 
more promising individuals at greater 

length, and subsequently turns them 
over to an associate. One of the 
woman members of the department is 

an interviewer in each instance where 
there is a feminine applicant. 

In checking applications, we make a 
close study of the family background 
from the standpoint of permanent 
employment, as well as a guide in 
future relationships. That does not 
mean we hire a young person, for 
example, whose parents are obviously 
in the upper income, or socially promi- 
nent bracket, and pass over someone 
from a lower income family. The 
reason is, we have discovered from 

‘selective’ male hirings 

experience that an individual’s view- 
point is likely to be conditioned to a 
large degree by his family back- 
ground. 

As in most large banks, we arrange 
physical examinations for all new 
employees. Frequently this brings 
out the need for consulting an oculist 
or uncovers other disabilities. Often 

such corrections make better em- 
ployees. This is a personnel policy 
likely to be even more widely adopted. 

To date we have not applied tests of 
any kind in our program of employee 
selection. However, this will un- 
doubtedly be an immediate develop- 
ment, as banks are able to become 
more selective and develop a greater 
knowledge of the technique involved. 
We are considering the use of an intel- 
ligence test to be given all applicants. 

These rating reports are pa f wel 

CENTRAL NATIONAL Bang of CLEVELAND 
PROGRESS REPORT FOR NEW AND TRANSFERRED EMPLOYEES 
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Mr. Forde Steele, in charge of training program, reviews bookkeeping procedures with trainees, ex-servicemen* 

Some classroom work continues, but with war’s end, emphasis is shifting to on-the-job training 

Later we may utilize a battery of tests 
to measure skills and aptitudes. 

Of course, it is not enough merely 
to apply intelligent methods of em- 

ployee selection, and then to “call it a 
job.” It is also necessary to have 

a well-developed plan for following up 
the employee’s progress. 

It may be that other banks have 

gone farther than we have in this 
regard. In any event, we have 
developed three rating report forms 
which may be of interest. The first is 
a progress report for new and. trans- 
ferred employees, to be filled out by 
the department head and reviewed by 
the officer in charge. One such report 
is prepared for the Personnel Depart- 
ment at the end of the first month, and 
subsequent reports on the same form 

are filled out at the close of the third 

and sixth months. This enables the 

Personnel Department to maintain a 
close check on the newcomer’s progress, 

and perhaps to make adjustments be- 
fore he becomes chronically dissatisfied 
or severs his connection with the bank. 

Periodically the department head 
prepares a more extensive rating re- 
port on each employee under his 
supervision. In our opinion, the form 
we have developed for this purpose 
represents a tangible improvement 
over those calling for arbitrary numeri- 
cal ratings, or which call for ratings 

such as “‘average, below average, and 
above average.” Ours is a descriptive 
rating form which first states a factor 
upon which an employee is to be 
rated, next defines the factor, and then 
defines the degree in specific explana- 
tory terms. 

re pase! well-developed plan for following up employee progress, making adjustments 

ald 

i 

Cewrast Naronat Barn of Crsveranp 
KMPLOVEE RATING RERORT onre.09tobOt Z5a 1» 83.. 

STENOGRAPAIC —~ COPA NENT On BmRnE. 
6 AMA TE CONCIRELY, LUEH AD-EAVINES TELLEM, ETENOSMAM IER, CLERS ETE 

-rnediate st 
TORE oo ee OE FRA I  REPLONEE GOVE A SREP GUT COMPLETE ORSCArTION OF THE CUTE MERFOMMMER: 

CenTRAL NaTIONAL BANK of CLEVELAND 
ad EMPLOYEE FINAL RATING REPORT 

onre Oevober 29. 195. 
~~ teenmr wan om unnenen SOMBIE BooNS 

unk. iwi eRe en nn 
XB. Fa SAAT ABN ee RNG catia 

woven SANE SMT 
te eons 20 Ly. 1068 

nk pti 

A third type of rating report is pre- 

pared by the department head when an 
employee under his supervision leaves 
the bank. In this report the depart- 
ment head states the reason, gives the 
individual a final rating, and notes 
whether or not he would recommend 
rehiring him. The Personnel Depart- 
ment has a termination interview with 
each departing employee, and at that 
time we compare the reason assigned 
for leaving with the cause cited by the 
department head on the rating form. 
In instances where there is a deviation, 
and where the real reason may be fric- 
tion with the supervisor, a transfer to 
another department may solve the 

difficulty. 
It is still not enough merely to keep 

track of, and to be concerned about, 
the progress of each employee. The 
Personnel Department, representing 
the bank management, has the further 
obligation to stimulate and encourage 
such progress by correcting inequities, 
through instituting more carefully 
devised salary and promotion policies. 

Recognizing this, we are now form- 
ing a job classification and analysis 
program. Banks have tended to lag 

behind industry in this respect, but 
it is my opinion that the development 
of.such programs will be a pronounced 
bank personnel activity in the future. 
It may not be possible to attain perfec- 
tion in the job ratings, but the results 
should be more equitable than those 
obtained under less scientific methods. 

Our job analysis plan follows the 
pattern of some of the other banks, 
such as The Pennsylvania Company, 

*At extreme left is Earl E. Steehler, manager, Com- 
mercial Bookkeeping Department. 

See PLANS FOR PERSONNEL—Page 49 
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(GERMAN BaNKING— 

A Farst-Hand View 

N the catastrophe which Hitler has 
brought down on German life and 

industry, the feature which most 
nearly resembles a nightmare concerns 
German banking. While Germany’s 
banking system never very closely 
resembled that of English-speaking 
countries, it did furnish the machinery 
for carrying on the nation’s business. 

Now its solvency has been affected to 
a point which makes any comparison 
with past American financial disasters 

a mere sideshow. This comes about 

by physical destruction of properties 
of banks and customers, death and 
dispersion of individuals, and the 
investment of deposits almost entirely 
in the debt of a defunct State. 

A good many banks in the American 
and British zones are open. Insofar 
as their wrecked premises allow they 
have been permitted to open, but are 

in no sense functioning normally as 
would be expected in the United States. 
About all that they are doing so far 
is to furnish financing machinery by 
which currency transactions can be 

handled and supply means by which 
the civil German administrations can 
carry out the orders of the Military 

Government. Even this limited func- 
tion is performed with the greatest 
difficulty. 

Joseph M. Dodge, president of The 

By 

FRANK PLACHY 

London Correspondent 

German banking, faced with complete chaos, must work 

out its solution within the framework of democratic 

principles. A trend away from a highly centralized 

national system to a plan comparable to the American 

state banking system is foreseen by Joseph M. Dodge, 

banker who is top-ranking adviser on German finance 

Detroit Bank, is in Berlin as the top- 

ranking individual in charge of Ger- 
man private and public finance. Mr. 
Dodge is Financial Adviser to General 
Lucius Clay, who is General Eisen- 
hower’s deputy as Military Governor. 
As such, he is daily confronted with 
hair-raising problems which affect mil- 
lions of Germans who have undergone 
an economic catastrophe quite beyond 
imagination. 

The German system of Government 

always dominated the individual in 
economic and financial life. Now, with 
the prop gone, literally nothing is left, 

In the American zone, keys to safes were missing 

Trying to unlock safe at Deutsche Bank branch, Berlin, 
to take inventory of cash and records 

either in physical assets or of their 
political and economic concepts. In 
other words, they are lost. 

“The American approach to the 
German problem is that Germany 
must work out its own salvation,” 
said Mr. Dodge in an interview with 
the writer. “This has to be done 
within the principles already estab- 
lished. This means that Germany 
must resurrect itself according to 
democratic principles, which are radi- 
cally different from any former Ger- 
man practice, and according to the 
principles of the Potsdam Agreement 

At considerable risk the photographer took thes 

Berliners bargaining with Reichsbank official on value of charred bank notes 
salvaged from wrecked homes. Note glass splintered by blast 

xclusin 
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Branch of Deutsche Bank in American zone, Berlin, with G. I. on guard to see that no German enters 

Some German banks are now open, but have limited functions such as handling currency transactions 

and the Allied Control Council. 
““De-Nazification and de-centraliza- 

tion are being aggressively pursued. 
The problem of the future is the form 
of private and public operation which 
the Germans can create to meet these 
requirements within their economy. 

“We are telling the Germans what 

they must not do; aside from that it is 
their business to work out their prob- 
lems in a form acceptable to us. For 

example, in the banking business it is 
expected that the general trend of 
operations will be away from a highly 

centralized national system to a sys- 

Typical Germans waiting to interview Reichsbank official 
on various financial problems 

tem comparable to the American state 
banking system, no more centralized 
than our Federal Reserve banking dis- 
tricts at home.” 

HEN the Americans and British 
marched into Germany, all banks 

found open were immediately closed. 
Then began the weeding out of all Nazi 

officials and the freezing of accounts 
and balances belonging to known 

members of the Nazi party. This large 
task was made easier because one of 
the strange facts of the collapse of 

Germany is that almost complete 

xclusive views at the head office of the Reichsbank, outside the American zone, Berlin 

records of Nazi party membership fell 
into American hands. 

The pre-war German banking system 
lent itself admirably to the designs of 
Hitler and his associates in getting 
control of all vital and profitable indus- 
tries. German banks were not so 
much deposit banks in the Anglo- 
American sense as they were partners 
in industry. The deposits were used 
by the bank managers to acquire direct 
investment interests in German indus- 
try; hence, when the Nazis came into 
power the instrument for expropriating 

See VIEW OF GERMAN BANKING—Page 52 

Bank clerks counting German currency received in 
exchange for Allied military currency 
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E have been asked to describe 
the Midland BANKPLAN for 
insurance agents which was 

announced in Minneapolis some three 
months ago and we are glad to do this 

for whatever interest and benefit the 
plan may hold for other banks. 

The plan, as its name implies, was 
designed to provide a really practical 
method by which our bank could 
handle the financing of automobile 
purchases through the co-operation of 
local insurance agents who would 
provide the insurance coverage. The 
plan has been well received by the 
agents and is, in fact, already in 
operation although with few auto- 
mobile sales during the fall months, 
the volume has necessarily been 
limited. 

Perhaps it may be well, at the out- 
set of this article to supply some back- 
ground information on our bank. It 
is a downtown Minneapolis bank, with- 
out branches, serving a wide range of 
commercial, individual, and savings 
customers. It was established in 1909. 
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bank and Agent 

Auto FINANCING 

By 

ARNULF UELAND 

President, Midland National Bank and Trust Company of Minneapolis, 
Minneapolis, Minnesota 

Description of a plan which permits the insurance 

agent to arrange the entire loan transaction, and 

to do it promptly without requiring the borrower 

to make a call at the bank to complete the deal 

It is affiliated with the Northwest 
Bancorporation and today has total 
resources of $65,000,000. 
We have had an installment loan, 

or consumer credit, department since 
March, 1935. This department ex- 
panded rapidly and by October, 1941, 
had over 6,000 loans with total out- 
standings of $1.5 million. At the pre- 
war peak we had twenty-one people 

devoting their time exclusively to this 
class of business. 

Our installment loan department 
today employs fourteen people, and its 
activities are again on the upgrade. 
A breakdown of our installment loans 
for the first nine months of 1945 will 
supply a good idea of the kind of loans 
we are making at the present time. 
For this period, automobile loans 

Specimen letters, forms, and agreements developed by Midland Bank in connection with its BANKPLAN 

of Minneapolis 

MIDLAND IS READY— 
ARE YOU? 

Midland National Bank and Trust Company 

August 27, 1945 

Production of cars has been resumed. There is going to be an excelient volume 
of insurance business. There is also going to be strong competition for this business 

MIDLAND FOR COMPLETING 
AUTOMOBILE LOANS 

MIDLAND FOR ARRANGING 

AUTOMOBILE LOANS 

Agreement Between 

AGENT, 

of Minneapolis 

HERE IS THE PLAN YOU ASKED ABOUT! 

in history. 

Midland National Bank and Trust Company 

Very soon we will be witnessing the biggest automobile warkot 
You probably expect to enjoy a substantial volume of in- 

surance business as a result of the unprecedented demand for cars. How 
‘Wwuch of this business do you really think you are going to got? 

For some time insurance companies have been urging their agents 
to wake connections with a bank which will not compete with them for the 

and 

Midland National Bank and Trust Company of Minneapolis 

GENERAL PURPOSE AND DEFINITIONS 

The general purpose of this agreement is to permit 
assist the insured in arranging for @ loan by Bank to the insured 9s Borrower, the loan to be secured by 8 chattel mort- 

Agent, in connection with insuring cars or other vehicles, to 

of Minneapolis 

Mr. John Jones 
Insurance Company 
Minneapolis, Minnesota 

Dear Mr. Jones: 

in the enclosed agreement. 
us. One copy will be returned to you. 

The full advertising program will start 

Midland National Bank and Trust Company 

It is @ real pleasure to report that you have been approved 
under the Midlend BANKPLAN which is available through authorized 
insurence agencies, Your procedure under this plan is outlined 

Please sign and return both copies to 

To Midland National Bank and Trust Co 
| we) wish fo act as an authorized agency under The Midiend Qankepla 

ete * po 2 * 
* Al 

AGENTS’ INFORMATION SHEET 

of Mi lie 

| Woot -seetatnntadenets crates 
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View of the bank’s installment loan department, whose activities are again on the upgrade 

represented 37 per cent of our total 
dollar volume. Small business loans, 
including a considerable amount for 
the purchase of surplus war equip- 
ment were 32 per cent. Unsecured 
loans were 15 per cent. Appliance 
loans, including. new furniture loans, 
were about 5 per cent and co-maker 
loans were 3 per cent of dollar volume. 
When they were available, we made 

house trailer loans. Our net loss record 

to date on volume liquidated, exclud- 
ing FHA Title I loans, is considerably 
less than one-tenth of one per cent. 
Our newer types of loans include the 
financing of airplanes and hearing aids. 
We have handled automobile financ- 

ing since the inception of our install- 
ment loan department. Our direct 
financing of automobile purchases 

Agents are supplied with advertising folders, stickers, rate guides, etc. 

IG 

HERE IT 1S! 

Vc Oo & CRUICE 

STOMERS 

grew to a substantial volume in pre- 
war years and we expect that it will 
again reach a large volume: In the 
past we have handled only a limited 
amount of dealer paper but we like it 
and expect to handle more when it 
again becomes available. It will be our 
policy however to handle this at our 
regular rates, permitting no “packing” 
by the dealers. In the event loans are 
prepaid, it is our definite policy to 
rebate full unearned charges and this 
rule will also be applied to all dealer 
paper. 

Our bank-agent plan, which is 
identified by the registered trade-mark 
BANKPLAN, represents a new de- 
velopment in the financing of auto- 
mobile purchases. We were in a par- 
ticularly fortunate position to in- 
augurate this program. For many 
years, our bank has followed a policy: 
that has been almost unique in our 
territory. We have refrained entirely 
from selling fire and casualty insurance 
or profiting, directly or indirectly, 
from its sale. This policy has been 
well known to insurance people locally 

and it has resulted in very cordial 
relations between them and our 
organization. In going ahead, we 
have endeavored to develop a plan 
that would further the feeling that 
Midland is an “insurance man’s 
bank.” 

As we studied bank-agent financing, 
we recognized that several good plans 
had been prepared both by banks and 
insurance companies. However, we 
felt that most of these did not go far 

enough because to complete the financ-- 



ARNULF UELAND, 
president 

W. R. CHAPMAN, 
vice-president 
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M. D. BURT, assistant cashier and man- 
ager, installment loan department 

The program to date has worked out very successfully 

ing they made it necessary for the car 

buyer to call at the bank either alone 
or accompanied by the agent. Obvi- 
ously, this does not equal the con- 
venience of financing through auto- 
mobile dealers. We are convinced that 
if the agent is going to be able to 

operate effectively, he must be in a 
position to arrange the entire loan 
transaction and to do it promptly, 

without requiring the borrower to call 

at the bank. 
The purpose of BANKPLAN is to 

eliminate delay and simplify the trans- 
action for both car buyers and insur- 
ance agents by making it possible to 
arrange the financing by telephone 
from the office of the agent or from the 

home or place of business of the buyer. 
We believe this will overcome most of 

the objections that have been raised 
in the past that financing through a 
bank takes too much time, that banks 
are tough and bank credit is hard to 

get, or simply that the car buyer 
doesn’t know who to see at a bank or 
how to go about getting a loan. 

Under our procedure, the position 
of the insurance agent is very mate- 

rially strengthened. It has often been 
said that in the field of automobile 

sales financing whoever controls the 
financing, controls the insurance. We 
are trying to put the agent in a posi- 
tion where he can render a real financ- 
ing service and thus have sufficient 
control to protect his insurance busi- 

ness. To accomplish this, it is neces- 
sary that the procedure be simple and 
practical and that the applications be 
handled very promptly by the bank. 

It is obvious that this plan will not 

be effective without the full and ener- 
getic co-operation of insurance agents. 

If they are to keep their present 
policies in force or sell new automobile 
insurance, they will have to sell this 
idea aggressively to their policyholders 
and they will have to be alert to keep 
in touch with their prospects in order 
to know when the purchase of a car is 

planned. 

HERE is how the plan works in oper- 
ation. 1. When thecustomeris ready 

to buy a car, the agent helps him fill 
out a short credit application form and 
the borrower’s statement required by 
Regulation W. 2. The agent tele- 

phones our installment loan depart- 
ment and reads this information to 
our investigator. 3. We check the 
application and telephone our decision 
to the agent. 4. If the loan is approved, 
the agent obtains the description of 
the car from the buyer’s invoice, or 
from the dealer, and completes the 
mortgage note. This may include the 

cost of the insurance. 5. When we 
receive the properly executed papers, 
we issue our checks to the dealer for 
the balance due him, and to the agent 
for the insurance. 

In this procedure we consider it very 
important to make a quick credit 
investigation. The steps taken are 
those familiar to all installment credit 
men. First, we check our own files 
for any credit record of the applicant. 
We check also the retail credit associ- 

ation’s “rating book,” or Dun and 
Bradstreet in the case of a commercial 
buyer. If more information is needed, 
our credit investigator usually obtains 
it quickly by telephone. 

The time required for us to reach a 
decision may be as little as five 
minutes. Our goal, however, is to 

make the decision within an hour. 
Or, if we have been unable to get 
sufficient information upon which to 
judge the credit, we call the agent at 

~ the end of the second hour to explain 
the delay. 

It is probably obvious to the reader 

that the success of our plan depends to 
a large extent, if not entirely, upon the 
agent. However, with the insurance 
companies supporting this type of 
plan, and the agent’s own income from 
the insurance at stake, we feel that he 
will be quick to recognize the advan- 
tage to him. 

The arrangement is necessarily one 
that must have continuing attention 
over a period of time. The agent is 
interested in keeping in touch with 
his policyholders in order to renew 

their insurance from year to year. 

Then, when they buy a new or used 
car, his interest lies in aiding them 
with their financing so that he may 
continue to write their insurance. It 
is probable that to make the plan 
successful, agents will have to work 
harder in the period immediately 
ahead, when new cars will be scarce 
and the financing can, therefore, be 
more easily controlled by the seller, 
than later when there is once more a 
buyer’s market. 

Agents desiring to operate under the 
plan are supplied with our “Agent’s 

Information Sheet” which, when com- 
pleted, gives us enough information to 
check their standing and responsi- 
bility. Our working relationship with 

agents is defined in a simple agree- 
ment. This agreement outlines the 
operation of our plan and covers the 
basic responsibilities of the bank and 
of the agent.' It enables him to oper- 
ate as an authorized insurance agent 

under our plan, but it does not 
attempt to prohibit him from partici- 
pation in any other bank financing 
nor is it dependent upon his having 
an account with our bank. Actually, 
we have two types of agreements. 
Our standard agreement provides for 

the “arranging” of loans by the agent 
as described up to this point. Our 

special agreement, which is used only 
in exceptional cases, permits agents of 
established financial responsibility to 

issue their own checks to complete the 
transactions. 

One of the most interesting parts of 
our program, we think, is the manner 
in which we presented it to the insur- 
ance agents. We refrained from trying 
to tell them the whole story at once, 
and instead worked our campaign out 
in a series of steps. 

First, we made up an extensive list of 
insurance agents in Hennepin County, 

which includes Minneapolis and the 
surrounding area. This list included 
not only fire and casualty agents, but 
many life insurance agents as well. 

See AUTO FINANCING—Page 54 
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tHe ‘GOLD RUSH" tneory 

OF BUSINESS FORECASTING 

@ California-minded businessmen seek 

a clear forecast of the western economic 

picture, now that the war is over. 

Significant in this thinking is the 

fabled California Gold Rush ...and the 

epocal events which followed. A tremen- 

dous influx of businessmen, adventur- 

ers, and plain John Does came west in 

1849. Not all of them remained, but 

many did. 

This picture was repeated in the rush 

for homesteads, with the discovery of 

oil, with the sudden expansion of the 

movies, and latest in the series, with the 

industrial upsurge during the war. 

A familiar picture by now. Not all the 

warworkers will remain, but it is safe 

to guess many of them will. They’ll stay 

to enjoy California’s highest-in-history 

economic level. 

This history-based forecast spells op- 

portunity. To serve you in this rich mar- 

ket, Bank of America maintains com- 

plete banking offices in 300 California 

cities and towns. 

“The CaliforniaTrend,” a factual study, 

will help you plan your business if your 

plans include California. Write Dept. AD, 

300 Montgomery St., San Francisco 20, 

for a copy. 

Bank of America, a member of the 

Federal Reserve System and the Federal 

Deposit Insurance Corporation, has 

main offices in the two reserve cities 

of California — San Francisco and Los 

Angeles. California’s Statewide Bank. 

Dank of America 

NATIONAL 22YSTAx2 ASSOCIATION 

LONDON, ENGLAND, BRANCH: 12 NICHOLAS LANE, LONDON, E.C.4 

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

<4 RESOURCES OVER 5 BILLION DOLLARS P 

In writing to advertisers please mention The Burroughs Clearing House 
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CONTINENTAL ILLINOIS 

NATIONAL BANK 

AND TRUST COMPANY 

OF CHICAGO 
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COMMERCIAL BANKING 

CORPORATE AND PERSONAL TRUST SERVICES @ 

FOREIGN BANKING FACILITIES - 

UNITED STATES GOVERNMENT AND 

MUNICIPAL SECURITIES 

SAVINGS DEPARTMENT 

MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 

In writing to advertisers please mention The Burroughs Clearing House 
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WASHINGTON VIEWPOINT 
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By N. 

G. I. Bill Amendments 

A. Senate Finance Subcommittee 
recommended and the Senate enacted 
with minor changes an amended G. I. 
Bill of Rights. The measure is now 
before the House awaiting action, and 
it is predicted that it will be enacted 
into law in the near future. The bill, 
H. R. 3749, is entitled “‘An Act to 
Amend the Servicemen’s Readjust-. 
ment Act of 1944, and for other 
purposes.” 

The amended loan section of H. R. 
3749, includes the following provi- 

sions: 
Section 7. Permits a veteran to 

apply for guaranty of a loan within 

10 years after the termination of the 
war. 

Section 8. Section 500 (b) extends 

the maturity limitation from 20 to 25 
years generally and in the case of loans 
on farm realty to 40 years; removes 
present restrictions which preclude 
national banks, trust companies, build- 

ing and loan associations, and insur- 
ance companies from participating in 
loans to veterans eligible for guaranty 

under the act. 
Section 9. Changes in Section 501 

make it clear that the veteran may 
purchase a lot out of the proceeds of a 
loan proposed to finance the construc- 
tion of a home on that lot. The original 

text of the act, specified that construc- 
tion was permissible “on improved 
property owned by him.” The change 
struck out the words “including the 
value of the improved lot.” The word 
“normal” was replaced by the word 
“‘reasonable.”’ 

Section 10. The reference to pay- 
ment of delinquent indebtedness, taxes, 
or special assessments was stricken out 

of Section 501 (b) and carried forward 
into a new Section 506, so that the 
provisions thus stricken out will be 
applicable on a broadened basis to 
farms and business as well as to homes. 

Section 11. Changes made by this 
section in Section 520 were designed 
to broaden the present language of the 
act so that loans could be made for 
every ordinary farming purpose. 

Section 12. Section 503 was altered 
to eliminate the unduly restrictive 
effects of the present language of the 
act. The amended language will per- 
mit any normal business enterprise to 

be financed initially under a guaran- 
teed loan. The amended section also 
permits business character loans. 

Section 13. The change in Section 

P. GREGORY, Washington acta 

505 (b) makes clear the right of the 

Secretary of Agriculture to determine 
the basic eligibility of a veteran apply- 
ing for loans under the Bankhead- 

of referring each case to the Veterans 
Administration for such determination. 

Section 14, Supplants the clause 
eliminated in Section 501 (b) and 

It eliminates the necessity serves to broaden the refinancing of 

Tiny Giant with a Future 

‘Tass tube is one of the biggest little electronic devices ever 
invented. It played a big part in the war and now it promises 

great things in both telephone and television fields. 

Developed by the men who design your Bell Telephone 
System, “6AK5” is so minute that its “works” have to be 
inspected under a magnifying glass. Yet this tiny giant makes 
possible the sending of hundreds of long distance telephone 
conversations at the same time —or the living patterns of 
television — over a single coaxial or radio channel. 

Developing electronic tubes of revolutionary design has 
been the steady job of Bell Telephone Laboratories scientists 
for over 30 years. With the war over they are back on the 
job of exploring and inventing to insure that you will continue 
to have the finest telephone service in the world. 

BELL TELEPHONE SYSTEM 
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existing indebtedness so that the 
Readjustment Act will serve to sup- 
plement fully the Soldiers’ and Sailors’ 
Relief Act of 1940. The purpose is to 
aid veterans to refinance indebtedness 
where their delinquency might be 
attributable to loss of income during 
their period of service or to the diffi- 
culty of readjusting themselves eco- 
nomically in their post-service life. 
With respect to home or farm financ- 
ing, delinquent indebtedness, to be 
eligible, must be financed by a lien of 
record. With respect to business in- 
debtedness it must have been incurred 
in connection with a business in which 
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the veteran will be engaged subse- 
quent to the issuance of the guar- 
anty. 

Section 507. Was adopted to per- 
mit the Veterans Administrator to 
handle matters arising by reason of 
Title III; to sue and be sued; to pay, 
or compromise claims arising because 
of a loan guaranty certificate or insur- 
ance contract; to pay, compromise, 
waive, or release any other rights, 
claims, etc.; to take title to property 
and to sell, assign, convey, or other- 

wise dispose of such property; to com- 
plete, administer, and maintain, or 
repair, or otherwise deal with property 

ally invited. 

CHICAGO REPRESENTATIVE 

OF YOUR BANK 

bom you make use of The Northern Trust 

Company’s complete facilities and want 

up-to-the-minute information, it’s almost like 

having another department for your bank. 

Through visits and discussions with this bank’s 

officers, correspondent banks find much that is 

helpful in broadening the service extended to 

their own customers. Your inquiries are cordi- 

THE NORTHERN 

TRUST COMPANY 

‘$0 SOUTH LA SALLE STREET, CHICAGO 90, ILLINOIS 

Member Federal Deposit Insurance Corporation 

In writing to advertisers please mention The Burroughs Clearing House 

which he may be required to hold pur- 
suant to this title. 

Section 508. Adds to the act a plan 
which will permit the Veterans Ad- 
ministration to insure loans for busi- 
ness purposes on a plan similar to that 
provided for modernization and repair 
loans ‘under Title I of the Federal 
Housing Act. This section provides 
that on each loan included in the 
aggregate insured under it the Veter- 
ans Administrator shall pay at the 

outset the same flat 4 per cent amount 
that is payable on guaranteed loans 
under the amendment to Section 
500 (b). 

e Sf ¢ 

Housing Developments 

Housing and its ramifications is 
increasingly occupying Washington 
officials connected with new construc- 
tion and financing. The increase in 
prices of new and old houses, plus the 
housing shortage, is creating a post- 
war problem that is expected to 
develop into one of the most difficult 

situations to be faced by the Federal 
Government. 

Recently, these Federal steps have 
been taken to arrive at a solution 
designed to safeguard the public, and 
the construction and the lending facili- 

ties of the nation: 
1. Federal Housing Administrator 

Raymond H. Foley, after 90 days of 
intensive study of various approaches 
to the post-war housing problem 

through private enterprise, said: 
“We are urging private enterprise 

to attack the entire field of housing 

need by broadening its base of oper- 
ation to include all problem areas in 
the market and we are undertaking a 

broadening of our own operation to be 
of maximum assistance. A first step 
is a concerted effort in all our field 
offices to simplify procedure and speed 
up our service to the public.” 

2. During October modernization 
loans increased from 10,428 in the first 
week, to 13,014 in the fourth week 
with a four-week total of 47,002. The 
FHA reports that this was 10.6 per 
cent more than for the same period in 
1944 and substantially more than the 

volume for any of the preceding seven 
months. The wartime credit and con- 
struction restrictions both were re- 
moved on October 15. The FHA 
estimates that qualified Title I insti- 

tutions now number almost 5,000 
and are located in nearly every com- 
munity in the United States. They 
include national and state commercial 
banks and trust companies, industrial 
banks, savings banks, savings and 
loan associations, finance companies, 
credit unions, and similar institutions. 

3. The FHA has added a new fea- 
ture to its program by disclosing that 
13,000 banks, savings and loan associ- 
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“THIS CAN'T BE RIGHT! 

+ | * 
They're going to | 

. If the family had to move to a hotel as a result of fire 
give us more for at home, their Hartford home fire policy would help pay 

or ng the hotel bills! Under the broadened coverage, they 
our money could elect to have up to 1/12th of 10% of the amount 

of insurance on the dwelling apply each month to rental 
expenses, so long as the home remains untenantable. 

Fancy meeting 

Scene: the family summer cottage at vacation time. The 
family has brought along household goods, clothin 
and luggage from home. They may elect to have 10% 
of their household goods insurance back home apply 
on the furniture po rsonal effects they’ve brought 
along. That much of their property is covered against 
the same risks—both at home and away from home. 

. 

Mind if | 

tag along? 

Junior’s going to the corner grocery. Maybe he’ll leave 
his bike at the curb in front of the store. Maybe a truck 
will run over it! The family needn’t worry, because now 
their household furniture fire insurance policy with an 

' Extended Coverage Endorsement will cover the loss. 
With this feature they have protection against damage 
by motor vehicles, windstorm, explosion,* smoke, air- 

ft, hail, ri d civil ion... in addition t ...But it IS right. Hartford agents = t fee Be or civil commotion in addition to 

and brokers are telling thousands *Racept steam boilers | 

of families about a new Fire In- \ Bigger in lots of ways 

surance policy that gives more \ ! ly y and one of the most liberal new pro- 
protection at no increase in cost! at /. Visions is that you may “elect” any of 

the special 10% coverages after the 
loss y tenga shift them around to 
your best advantage. This broadened 
form may be used to cover household 
furniture and personal effects iu most 
private homes except multiple apart- 
ment houses. 

Hartford agents in most states issue 
these new policies. It is expected they 

Pleasant surprise! It’s a renewal of 

his Hartford Fire Insurance. Anda 

letter from the Hartford agent ex- 

plaining how his new policy has 

been broadened in several ways 

—how its been made into a bigger 
. will be available in all states shortly. 

package of protection. For ex- | Show this ad to your Hartford agent or broker—he’ll 
amples, see next column. tell you whether you are eligible. 

Hartford Insurance 

Hartford Fire Insurance Company « Hartford Accident and Indemnity Company 

Hartford Live Stock Insurance Company 

Writing practically all forms of insurance except personal life insurance + Hartford 15, Conn. 
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ations, and other approved lending 
institutions are eligible to insure 
financing of low priced homes located 
on small plots of land adjacent to the 
suburban areas surrounding cities. 
In a letter to the eligible lending insti- 
tutions, Mr. Foley said that FHA 
proposes, insofar as is practicable and 
in keeping with the mandates of the 
National Housing Act, to broaden its 
operations in order to assist private 
enterprise more nearly to meet the 
total housing needs of this country. 

4. The national housing shortage 
is so acute that the National Housing 
Agency in a letter to mayors of cities 
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of more than 25,000 population urged 
the appointment of a Mayor’s Emer- 
gency Committee on housing to estab- 
lish or expafd veteran housing serv- 
ices, to speed production of housing 
and to combat inflation. National 
Housing Administrator John B. Bland- 
ford, Jr., estimates that more than 
1,000,000 returning veterans and their 
families will be forced to “double up” 
with others by December 31, 1945, 

unless decisive action is taken by the 
cities throughout the country to give 
them preference in the existing housing 

supply. 
5. Mr. Foley urged the Mortgage 

POWER
 UNLIM

ITED 

Biinerica’s most tremendous hydro-electric developments 

center in the Pacific Northwest where one-fourth of the 

Nation’s potential water power is stored. On the Columbia, 

Skagit, Spokane, Chelan and other rivers of Washington, 

has been harnessed the power of millions of horses — ready 

to turn the wheels of countless industries. 

Serving the financial needs of this vast region is the 

Seattle-First National Bank with offices located across the 

State of Washington — ready to provide its facilities for 

those interested in this land of opportunity. 

Resources over $600,000,000 

Member Federal Reserve 
System 

Member Federal Deposit 
Insurance Corp. 

Main Office — Seattle 

Spokane and Eastern Division — Spokane 

Bankers Association to meet a double- 
barreled responsibility of discouraging 
inflation and encouraging new housing 
for low and middle income groups. He 
warned against accepting inflated mar- 
ket prices as value and causing further 
inflation by lending too heavily upon 
property. 

Mr. Foley cautioned against undue 
conservatism. What is needed, he 
emphasized, is so-called “‘constructive 
optimism.” 

om + . 

Export-Import Bank and 

Private Finance 

The Export-Import Bank is increas- 
ing its commitments in line with its 
expanded interim financial aid policy. 
For example, the Bank revealed that 
it is considering the establishment of a 
line of credit to Czechoslovakia to 
finance the export of American cotton 
in sufficient quantity to supply Czech 
mills, together with the cotton received 
through the United Nations Relief 
and Rehabilitation Administration, for 
a year’s operation. This credit, accord- 
ing to the Export-Import Bank would 
be part of the general arrangement for 
financing exports of cotton to Euro- 
pean countries. 

The Export-Import Bank also an- 

nounced the extension of another line 
of credit to Holland totaling approxi- 
mately $50,000,000. In line with the 
expanded activity of the Bank, its 
president, Wayne C. Taylor, revealed 
that negotiations are underway with 
the Chinese Government for a loan 
aggregating between $500,000,000 to 

$600,000,000. 
Mr. Taylor re-emphasized the in- 

terim role of the Bank in a speech 
before the 32nd National Foreign 
Trade Convention, held in New York 

City. Addressing the convention’s 
banking session, he said: 

“‘No one hopes more sincerely than 
I that private financing will be possible 
quickly, as you know the Export- 
Import Bank handles only business 
which cannot be handled by private 
sources. Naturally, we are in touch 
with the market; it is evidencing en- 
couraging signs but it is not ready as 
yet to handle the type of volume of 
credit which the urgency of the situ- 
ation requires. 

“TI would like to assure our friends 
in the investment banking community 
that in my opinion there will be more 
opportunities for constructive °inter- 

national financing offered than at any 
time in the history of the world. The 
emergency financing which the Export- 
Import Bank is handling merely makes 
the other financing possible. With 
equal conviction, I can assure you 
that the situation will not permit us 
to wait until the private market is 
ready.” 
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Serving You in Southern California 

is the 

SECURITY-FIRST NATIONAL BANK 

of Los Angeles 

with resources of over $1,500,000 

and 120 offices and branches from Central 

California to the Mexican border 

MEMBER FEDERAL RESERVE SYSTEM 

MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 

Head Office: 

Sixth and Spring Streets » Los Angeles 14, California 

Founded in 1875 

In writing to advertisers please mention The Burroughs Clearing House 
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Quality Cooperation 

for 

Correspondent Banks 

To banks—in other sections of the country and especially in smaller communities 

—wishing to enlarge their field of activity, The Philadelphia National is glad to 

offer quality cooperation, of which these services are typical: 

Cooperation in the extension of industrial loans. 

Dependable and experienced representation. 

A complete Foreign Department, backed by years of experience in handling 

the transfer of funds into and out of the country . . . the issuing of Letters of Credit 

and collecting on exports. Our long-established contacts in foreign credit centers 

also permit us to provide immediate information on current prospects and trade 

trends. 

If you require these or other services now or contemplate their need in the near 

future, we shali be pleased to discuss with you in detail the benefits of forming such 

a relationship. 

THE PHILADELPHIA NATIONAL BANK 

Organized 1803 

PHILADELPHIA 1, PA. 

MEMBER FEDERAL DBPOSIT INSURANCE CORPORATION 
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The PERSONALITY SPOTLIGHT 

COL. ROBERT C. DOWNIE 

Now active president of Pittsburgh bank 

On November 1, Colonel Robert C. 
Downie assumed the active presi- 
dency of Peoples-Pittsburgh Trust 
Company, Pittsburgh. He was elected 
president in January, 1944, and has 
since, been on leave of absence. 

Colonel Downie was relieved as 
District Chief of the Pittsburgh Ord- 
nance District on October 15, after 
more than five years of service dating 
back to September, 1940. 

At forty years of age, Colonel 
Downie is the youngest bank president 
in Pittsburgh and one of the youngest 
men in the country to head a major 
bank. 

e 

Successor to the late Elmer King as 
chairman of the board, First National 
Iron Bank of Morristown (New Jer- 
sey), is Frank D. Abell, who became 

president of the institution following 
a consolidation in 1944. 

Elected president of the bank is Col. 
Ernest H. Hawkwood, who has had 
long experience in real estate finance. 

= 

The following promotions became 
effective December 1 at The Commer- 
cial National Bank and Trust Com- 
pany of New York: Walter G. Kim- 
ball, president since January, 1939, 
became chairman of the board and 
continues as chief executive officer of 
the bank. John M. Budinger, 
senior vice-president since January, 
1944, advanced to the presidency. 
William T. Taylor, formerly presi- 

dent of the Union Trust Company, 
Springfield, Massachusetts, and more 
recently vice-president, Guaranty 
Trust Company of New York, became 

JOHN M. BUDINGER 

Receives important promotion 

a director and vice-chairman of Com- 
mercial National’s board. 

John J. Martin, George S. Mills 
and Bradford Norman, Jr., vice- 
presidents, were designated general 
vice-presidents of the bank. 

. 

New president of Syracuse Savings 
Bank is Frederick W. Barker, who 
succeeds the late Leroy B. Williams. 
A former vice-president of First Trust 
and Deposit Company, Syracuse, Mr. 
Barker has been a trustee of the savings 
bank since 1931. His father, Frederick 
W. Barker, Sr., was president of the 
institution for ten years preceding his 

death in 1932. 
e 

A banker has been selected to un- 
ravel financial problems in another 
distant zone, shouldering a responsi- 
bility somewhat similar to that of 
Joseph M. Dodge in Germany. Frank 
N. Belgrano, Jr., president of the 
Central Bank, Oakland, California, 

and former na- 
tional com- 
mander of the 
American Le- 
gion, flew to 

Manila early in 
November to 
serve as financial 

advisor to Paul 
V. MeNutt, 
High Commis- 
sioner to the 

Philippines. 
The Central 

Bank has granted Mr. Belgrano a 
leave of absence. 

His task is to aid the High Commis- 

F. N. BELGRANO, Jr. 

JOHN K. OTTLEY 

Death ends distinguished career 

sioner in helping the Filipinos put 
their economic house in order, serving 
as advisor on all financial matters in- 
volving the rehabilitation and recon- 
version of the Islands, including both 
public and private business. 

Sd 

The Southeast lost one of its most 
distinguished bankers in the death on 
November 1 of John King Ottley, 
chairman of the board, The First 
National Bank of Atlanta. 

He began his long banking career 
with the Boatmen’s Bank of St. Louis, 
Missouri. In 1889, at the age of 20, 
he became cashier of Delta Bank, 
Greenwood, Mississippi. The next 
year he came to Atlanta as assistant 
cashier of the American Trust & Bank- 
ing Company, which later became the 
Fourth National Bank, and he eventu- 
ally was elected president in 1919. In 
the merger which formed the First 
National in 1929, Mr. Ottley was 

chosen president of that institution, 
and he was advanced to chairman of 
the board in 1938. 

¢ 

Charles B. Dunn has been pro- 
moted from vice-president and general 
counsel to executive vice-president of 
the Federal Reserve Bank of Chicago. 
Paul C. Hodge, formerly assistant 
general counsel and assistant secretary, 
has been advanced to general counsel. . 

Sf 

John H. Payne, Jr., former secre- 
tary-treasurer of the Virginia Bankers 
Association and at one time assistant 
secretary of the New York State 
Bankers Association, has joined the 
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A.B. A. staff as assistant to Dr. Harold 
Stonier, executive manager. 

J. R. Dunkerley, John B. 
Mack, Jr., and William T. Wilson 
have been named deputy managers. 

George Y. Jarvis, who came to the 
A. B. A. three years ago from the 

Bureau of Agricultural Economics, 
Washington, D. C., has been named 
secretary of the Agricultural Commis- 

sion. 
George R. Amy, has been made 

assistant secretary of the Commission 
on Country Bank Operations. — 

Charles E. Orcutt, a member of 
the A. B. A. legal department staff for 

at an accelerated pace. 
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16 years, has been made assistant 
secretary of the Trust Division, to 
which he was transferred a year ago. 

Robert C. Rutherford, on the 
A. I. B. national staff since November, 
1944, has been named assistant secre- 

tary 
Rinne B. Smith has been made 

assistant director of Research in Mort- 

gage and Real Estate Finance. 

* 

The reconversion from war to peace 
on the part of bank officers continues 

For instance: 

Capt. J. Donald McBirney has 

The high standards of design and 

fmanufacture that have characterized 

Remington & Sherman products 

all be adhered to scrupulously, 

the further advantage that Re- 

ngton & Sherman shall now have 

for use at? its discretion 

} cumulative benefits of Herring- 

ie Marvin ene counsel and 

Executive Memo to Remington & Sherman Patrons: 
Your confidence in Remington & Sherman should 
be strengthened by this announcement. It means 
that henceforth when you turn to Remington & Sher- 

kind, you know “that you are obtaining every factor 
of protection, convenience and safety that the re- 
sources, facilities and engineering personnel of the 
world-leader may provide. 

In writing to advertisers please mention The Burroughs Clearing House 

man for new equipment or replacements of any © 

returned to the National Bank of 
Commerce, Tulsa, Oklahoma, as presi- 
dent and chairman of the board. In 
this capacity he last year succeeded his 
father, James H. McBirney, who died 
June 8, 1944. 

Col. William A. Borders, who saw 
extensive action with the Third Army, 
has joined the 
executive staff of 

Industrial Bank, 
St. Louis, as vice- 
president in charge 

of investments. 
Before the war he 
was with Halsey, 
Stuart & Co., Inc., 

and later was an 
FDIC examiner. 

Guaranty Trust 
Company of New York reports the 
return from military service of Col. 
R. T. Tupper Barrett, formerly 
joint manager of Guaranty Trust 
offices in France. He has been re- 
appointed second vice-president. As 

chief of the finan- 
cial branch of a sec- 
tion in the Euro- 
pean theater, he per- 
sonally supervised 
the packing, ship- 
ment and redeposit 
of recovered enemy 

gold bullion valued 
at several hundred 
million dollars. 

Major Jerrold 
Owen, recently returned from two 

years Army service in Europe, has 
joined the staff of Central Bank, Oak- 
land, California, as director of public 
relations, a new post. Major Owen 
was formerly Civilian Defense Adminis- 
trator for Oregon, — 
and is well known 

nationally in Ameri- 
can Legion affairs. 

After three years 

of service in the 
Finance Depart- 
ment of the Army, 

Major Sydney G. 
Stevens has re- 
sumed his former 
duties as assistant 
trust officer, The Commercial National 
Bank and Trust Company of New 

York. 
Captain Darrell H. Hamric has 

been elected an assistant vice-president 
of Bankers Trust Company, New York. 
Prior to 1942, when he joined the 

Army Air Force, he was connected 
with the Bank of the Manhattan 
Company in the credit department and 

as a loan officer. 

COL. W. A. BORDERS 

MAJOR J. OWEN 

CAPT.D.H. HAMRIC 

e 

Alvin E. Fuller has retired as direc- 
tor of finance of Miami, Florida, to 
become executive vice-president of the 
newly organized Pan-American Bank 
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of Miami, ‘which opened for business 
in the Security Building in November. 
Mr. Fuller is credited with an out- 
standing job in improving Miami’s 
financial status; when he took over the 
city bonds were in default and selling 

at 20 per cent of their $100 par value, 
whereas they are currently selling for 
$114, highest in the city’s history. 

+ 

After 39 years in banking, the last 
25 as auditor of the Federal Reserve 

Bank of Cleveland, Frank V. ‘‘Pop”’ 
Grayson -has retired at age 65 to 
bask in the sun at Fort Lauderdale, 
Florida. An extremely popular indi- 
vidual among his associates, he was 
also widely known through his activi- 
ties as an original organizer and third 

Cc. F. EHNINGER FRANK V. GRAYSON 

president of the National Association 
of Bank Auditors and Comptrollers. 

His successor as auditor at the Reserve 
Bank is Carl F. Ehninger, who has 
been assistant auditor for the past 

three years. 

From banking to buffoonery is a 
short step for G. Wylie Overly, 

cashier of the Mount Pleasant State 
Bank, Mount Pleasant, Pennsylvania. 
For 50 weeks out of the year he is en- 
gaged in the serious business of han- 
dling other folks’ money, but the other 
two weeks are a different story. Every 

year he spends his vacation under the 
‘big top,’ where as a circus clown he 

sheds cares and responsibilities, dons 
baggy trousers, battered hat, floppy 
shoes and grease paint, and enters a 
fascinating sawdust world. He has a 
real gift for his unusual hobby, and has 
clowned with many of the best cir- 

G. W. OVERLY G. W. OVERLY 

If you MUST sthoke in bed... 

But safer still—DON'’T! 

One out of every four fire losses paid by insurance companies 
is caused by carelessness with cigarettes! “Matches and Smoking” 

heads the list and accounts for 29.41% of claims received in the 
ten year period ending in 1943! 

A little of the European attitude of resentment toward those 
who start fires would not be amiss in this country. We need the 

American homes which are going up in flames at the rate of one 
every two minutes; and added to the needless property loss is 
the more appalling loss of human life—approximately 10,000 
lives, many of them young children, sacrificed annually. 

United States Fire agents are rendering a public service in 

acquainting people with the serious dangers involved in this 
thoughtless practice. 

In writing to advertisers please mention, The Burroughs Clearing House 
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TYPICAL RATE - 

Rates 
now in effect 

RATES SHOWN above include special pick-up and special 

delivery of shipments in major United States towns and cities — with 

3-mile-a-minute speed of flight in between. 

SAME-DAY DELIVERY is possible in many cases. If your ship- 

ment is moving to or from an off-airline point, rapid air-rail schedules 

serve 23,000 such points in the United States. Service direct by air to and 

from scores of foreign countries. 

WHEN TIME MEANS MONEY — an order gained, a customer 

better served — Air Express “earns its weight in gold.” 

WRITE TODAY for “Jig Saw Puzzle,” a booklet packed with 

facts that will help you solve many a shipping problem. Air Express 

Division, Railway Express Agency, 230 Park Avenue, New York 17. 

Or ask for it at any Airline or Expzess office. 

Ml 
ZSS 

GETS THERE FIRST 

Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 

Representing the AIRLINES of the United States 
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cuses, including Ringling Brothers. 

o 

Chester F. Gilbert, formerly 
assistant vice- 

president, Bank of 
America, has been 
appointed manager 
of the newly 
created Retail Fi- 
nance Division of 
the Treasury De- 
partment, Westing- 
house Electric Cor- 
poration. The new C. F. GILBERT 

division will be 
responsible ‘for contractual relation- 

ships with leading finance companies 
and banks of the country.” 

° 

Benjamin C, Corlett submitted 

his resignation recently as State Super- 
intendent of Banks 
of California and 
joined the Ameri- 
can Trust Com- 
pany as vice-presi- 
dent December 1. 
Mr. Corlett will be 
located at the 
bank’s head office 

- in San Francisco, 
B. C, CORLETT where he will be 

identified with the 
banks and bankers department, also 
farm loans and agricultural credit 
activities. Prior to entering the State 
service, Mr. Corlett was engaged in 
banking for many years at Napa, Cali- 
fornia. He is a past president of the 
California Bankers Association. 

Governor Warren has announced the 
appointment of Maurice C. Sparl- 

ing, commander in the U. S. Navy, to 
succeed Mr. Corlett as State Superin- 
tendent of Banks after his release from 
Navy service. 

a 

“If it is news when a woman bank 
vice-president retires after 35 years 
continuous service 
with the same in- 
stitution, you may 
want to use en- 
closed story and 
photograph of our 
Miss Oliver,” writes 
The United Savings 

Bank of Detroit. 

Since there are very ae 
few women officers MAYBEL C. OLIVER 
of senior rank in 
large city banks, and a 35-year un- 
broken record of service is also rare, 
the retirement of Miss Maybel C. 
Oliver would certainly seem to qualify 
as being newsworthy. She has been a 
vice-president of United Savings Bank 

since 1932. 

THE 
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The Philadelphia Savings Fund Society —like thousands of other banks through- 
out the nation—speeds bank bookkeeping with Burroughs machines. 

Step by step, for more than fifty years, Burroughs machines 

have developed with the needs of business and industry. 

Bookkeeping, accounting, calculating, statistical, cash handling 

4 and other types of machines have come from Burroughs 

B ce 4 k as specialized business needs have developed through the years. 

fe roug a Today Burroughs’ wide range of machines is serving practically 

Le every known need of modern business for time-saving figuring and 
+ IN MACHINES ‘ - ‘ . ade 

IN COUNSEL accounting machines—and matching each need with the specific 

7 IN SERVICE type of machine to do the required work efficiently. That's one 

. big reason why you see Burroughs machines wherever you go. 

BURROUGHS ADDING MACHINE COMPANY, DETROIT 32, MICHIGAN 

FIGURING, ACCOUNTING AND STATISTICAL MACHINES e NATIONWIDE MAINTENANCE SERVICE e BUSINESS MACHINE SUPPLIES 
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% "Three reasons for sending 

YOUR COMMODITY DRAFTS. 

to the IRVING... 

iy. They are handled by a unit spe- 

cializing in an operation which might 

easily become routine. 

oe drafts are handled by an ex- 

pert who keeps in close touch with their 

collection and, when necessary, facili- 

tates delivery of the goods. 

tials are traced .. . drafts pre- 

sented promptly ... payment or definite 

reason for non-payment quickly secured. 

For resourceful service, send us your 

commodity drafts collectible in the East 

and call on us for assistance with any 

collection problem. | 

IRVING ‘TRUST COMPANY 

ONE WALL STREET »- NEW YORK 15, N. Y. 

Member Federal Deposit Insurance Corporation 

In writing to advertisers please montion The Burrouzhs Ceuring House 
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CANADIAN BANKING 

37 

By JAMES MONTAGNES 

Annual C. B. A. Report 

The increased cash resources of 
Canadians and the problem of infla- 
tion control were among the topics 
discussed in the annual report of the 
Canadian Bankers’ Association, made 
by C.B. A. president Stanley M. Wedd, 
vice-president and general manager of 
the Canadian Bank of Commerce, at 
Toronto on November 8. 

**The war has brought great changes 
in the position of the banks,” Mr. 

Wedd reported. “The number of 
individual deposit accounts, both cur- 
rent and savings, has increased. We 
are serving more people than ever 
before. Our deposit liabilities have 
increased and in consequence so too 
have our assets. Yet dividends avail- 
able for our shareholders have been 
reduced. 

“The cash resources of Canadians 
in the shape of savings are greater 
than ever ‘before. Savings deposits 
alone furnish a most significant illumi- 
nation. At August 31, 1939, just be- 
fore the war broke out, the total of 
savings deposits by the public in the 
chartered banks in Canada totaled 

$1,702,000,000. At August 31, 1945, 
however, this had grown to $2,833,- 

000,000. Demand deposits have in- 
creased from $705,000,000 at August 
31,. 1939, to $2,026,000,000 at August 
31, 1945.” 

Total Canadian savings since the 
war, with new cash in the hands of the 

public outside the banks, makes a 
grand total of $6,763,600,000 of new 
money which during the war has come 

into the possession of Canadians, Mr. 
Wedd emphasized. He felt that the 
common sense of Canadians would 
minimize any tendency to go on a 
national spending spree resulting in a 
disastrous inflationary spiral. 

“The establishment of monetary 
controls through the Bank of Canada 
has encouraged most Canadians in the 
conviction that in the realm of na- 
tional policy there now exist some safe- 
guards against peak and valley of 

boom and depression alike,’”’ Mr. Wedd 
reported in discussing post-war use of 
savings. “Such at any rate is the un- 
doubted intention in the monetary 
controls that now exist. The per- 
formance of the past ten years en- 

courages the view that these controls, 

together with the continuation of such 

wartime anti-inflationary measures as 

may still be needed, should warrant 
the public confidence. Canadians 

have the wherewithal, coupled with a 
democratic and responsive form ,of 
government, to implement their wishes 

and desires in a free economy.” 
B. G. Gardner, vice-president and 

general manager, Bank of Montreal, 
was elected president of the Canadian 
Bankers’ Association at the annual 
meeting, succeeding Mr. Wedd. Vice- 

presidents elected were S. G. Dobson, 
general manager, Royal Bank of 
Canada; Robert Rae, vice-president 
and general manager, Dominion Bank; 
B. S. Vanstone, general manager, 
Bank of Toronto; and J. U. Boyer, 
general manager, Provincial Bank of 

Canada. 
The C. B. A. moves its headquarters 

for the next two years from Toronto 
to Montreal. 

Government Sets Up 
Mortgage Corporation 

A Central Mortgage and Housing 
Corporation is being established by 
the Canadian Government at Ottawa 
to take over the National Housing Act 
Administration and to provide redis- 
counting facilities for loan and mort- 

gage companies. The new organiza- 
tion will function under the Depart- 
ment of Finance. A somewhat similar 
organization, Central Mortgage Bank, 
was established just before the out- 

break of war in 1939, but was shelved 
because of the war. The Central 
Mortgage and Housing Corporation 
will be organized to buy mortgages 
from lending institutions and resell 
them, lend to loan and trust companies 
on the security of mortgages, and buy 

the debentures or guaranteed invest- 
ment receipts or certificates of loan 

and trust companies. The corporation 
will be capitalized by Parliament with 

$25,000,000, with authority to build 
a reserve fund up to $5,000,000. It 
will act as the government’s agent on 
the National Housing Administration 
phase of its organization, and will be 
on its own in respect to loaning and 
rediscount facilities. The officers and 
directors will include a president and 
vice-president, as well asthe governor 
of the Bank of Canada, deputy minis- 

ters of the finance and reconstruction 

departments and five other directors. 

A president and vice-president are to 

be named by the government and will 

serve for seven years at fixed salaries. 

Bank Promotions 

Changes in top executives at a num- 
ber of Canadian banks have been 
announced coincident with the end of 
the banks’ fiscal years. 

Especially numerous were the pro- 
motions at the Bank of Nova Scotia. 
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COPIES OF ANYTHING 

..-Right in your own office — 

Quickly, Accurately, at Low Cost! 
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APECO 
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Make permanent, error- 
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speed—of anything written, 
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graphed—even if on both sides. 
No darkroom or technical knowl- 
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ate APECO. Save time, money, 
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full information—NOW! 
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PHOTOCOPY EQUIPMENT 

Send for your free copy of 

this informative book 
See how you can save time, money, 
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most modern method of copying. 
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J. A. McLEOD, H. D. BURNS, E. CROCKETT, H, L. ENMAN, 
chairman of board president 

D. A. MERRICK, 
executive vice-president general manager assistant general 

manager 

Top-ranking officers promoted by the Bank of Nova Scotia, and their new titles 

Herbert Deschamps Burns has ad- 
vanced from general manager to presi- 
dent, succeeding John Andrew Mc- 
Leod, who becomes chairman of the 
board of directors. Edwin Crockett, 
assistant general manager, was elected 
executive vice-president, and Horace 
Luttrell Enman was promoted from 
assistant general manager to general 
manager. New assistant general man- 
agers appointed were David Arthur 

Young Merrick and Edward Smith 
Crawford. 

All these officers started with the 
Bank of Nova Scotia as juniors. J. 
A. McLeod started with the bank in 

va : ‘ 1887, and served at various branches 

: . ls itr ot: before becoming chief superintendent 
| a e on of branches in 1913. He became 

ST. LOUIS = general manager in 1923, president in 
slits _——— * 1934. 

H. D. Burns joined the bank in ‘ ; 1896, and Boston, M 
St. Lous. ..and the Chemical Industry by and served at Boston, Montreal 

Kentville, Woodstock, Vancouver and 
Ad : Toronto before becoming general man- 

, : St. Louis is one of the nation’s fore- material supplies and providing i ager in 1941, vice-president in 1945. 

most centers for drugs, chemicals _unexcelled transportation facilities b | The Canadian Bank of Commerce 
and allied products. Itisthe home _for distribution to national and | has appointed N. J. McKinnon as 

. : ; . assistant general manager at the To- 
of some of the leading companies _international markets. a8 . 

: ‘ ronto head office, a post to which he 
engaged in the manufacture of in- — yr-scantile-Commerce is proud of . was promoted after service as super- 
dustrial and pharmaceutical chemi- its long association with this in- E intendent of Ontario branches. 

cad cals, and of the largest independent dustry . .. another example of the 

wholesale drug house in the world. way in which this bank has been 

The strategic, central location of able to cooperate constructively 

| this city has been an important _ towards the growth of business in 

factor in the growth of this great the great industrial area of St. . 

| industry, bringing it close to raw _ Louis and the Southwest. f : 

~ MERCANTILE ~S -COMMERCE — 

Bank and Trust Company N. J. McKINNON 0. B. THORNTON 

St. LOUIS D MISSOURI The Montreal Trust Company, head 

ey 3 office Montreal, has appointed O. B. 
Jae” ae “; Thornton as general manager, succeed- 

; A ing F. G. Donaldson, who continues as 

president. Mr. Thornton comes to 
Montreal Trust from a wartime post 
at Ottawa as vice-president and con- 
troller of the Commodity Prices Stab- 
ilization Corporation. 
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We all speak the same language 

A number of our Correspondent Banks 

have told us how much they appreciate 

the sympathetic understanding we show 

toward their problems. Actually, there's 

every reason why we should see eye-to- 

eye with them. 

Most of the officers of The Pennsyl- 

vania Company began their careers in 

small banks and became officers of their 

respective companies before joining us. 

Their views are based on small-bank 

training and experience. 

PHILADELPHIA 

MEMBER FEDERAL RESERVE SYSTEM 

At the same time, they have a thor- 

ough knowledge of big-bank operation 

and policy. Every senior officer of The 

Pennsylvania Company is a member of 

the “25-year Club,” having served this 

company, or one of its predecessor com- 

panies, for 25 consecutive years. 

As a large bank, and one of the 

nation’s oldest and largest trust com- 

panies, we have much to offer to our 

Correspondents. And it is our policy to 

be as helpful to them as possible. 

THE 

PENNSYLVANIA 

COMPANT. .... wires os 
LIVES AND GRANTING 
ANNUITIES ¢ Founded 1812 

FEDERAL DEPOSIT INSURANCE CORPORATION 

39 



This new company is che dere of plans that 

have been in the making for the past year or 

more to provide our Bond and Policyholders 

with additional lines of protection. In other 

words, a broader, more complete. SERVICE, 

which, at the start, will provide practically every. 

form of Inland Marine coverage as well as Auto- 

mobile Fire, Theft and Collision insurance. _ 

With a capital and surplus of $2,000,000 (all 

AMERIC 

AMERICAN SURETY COMPANY 

New York 

oes eae SURETY COMPANY 
Toronto 

; 
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paid in by American Surety Company of’ New 

York) and a management and board of direc- 

tors: made up ofthe executives and trustees 

or directors of American Surety Conipany and: 

its principal affiliate, New York Casualty Com- 

pany, the new company will be ready to offer 

the public, through Agents and Brokers, the 

same high character of service supplied for 

many years by other members of the group. 

Pe 

ETY GROU Po 

NEW YORK CASUALTY COMPANY 

e New. York. 

COMPANIA MEXICANA DE GARANT 

_ Mexico City 

In writing to advertisers please mention The Burroughs Clearing House 
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THE BOOKLET COUNTER 

eo a 

4] 

New Booklets 

The Wealth of the Other 
Americas... A great deal of informa- 
tion concerning both trade and travel 
possibilities of Latin America has been 
packed into this handsomely color- 

The WEALTH of the 

Other AMERICAS 

a, a 

A tour through Latin America 

illustrated brochure. There is an 
interesting description and product- 
map of each of.the Central and South 
American countries. Also informa- 
tion as to terrain, climates and seasons, 
what to wear, outstanding travel 

regions, languages, recommended read- 
ing on Latin America, interesting maps 
which may be procured, and a listing 
of hotels. A truly exceptional booklet. 

Basic Credit Principles of Busi- 

ness Loans to Veterans ... In 
this booklet, which is replete with 

actual case histories, the vice-president 
of a bank discusses the practical aspects 

of setting up standards of risk selec- 
tion in connection with G. I. business 
loans. He also describes the nature of 

advice and guidance given to loan 

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 

applicants, and the handling of veter- 
ans who cannot possibly qualify. A 
definite and constructive contribution 

to a subject on which there has been 
much confusion. 

Packaged Saving . . . The Bowery 

Savings Bank, New York, has de- 
veloped an attractive savings plan 
which provides three-way financial 

protection —savings bonds, cash in the 
bank, and life insurance —in a single 
package. The plan is flexible and has 
a strong merchandising appeal. An 
example of the promotional possibili- 
ties is the descriptive folder in which 
the bank cites what can be accom- 
plished through systematic deposits of 
$3 and $5 a week for varying periods. 
There are also a series of answers to 

LITCHFIELD PARK - 
incepta 
PHOENIX 
Home Othice) | 

MESA 

Our 2ist Office 
“On the Border 

5 offer a better, broader, faster service to 

banks, business firms and individuals who 

do an import-export business with Mexico, we 

have opened an office in Nogales, Arizona— 

one of the most important points of entry on the 

United States-Mexico border. 

Our new Nogales office —the 2lst in our 

statewide system — is the result of our having 

acquired the First National Bank of Nogales, a 

well-known, long established, highly regarded 

institution. 

If we can serve you, or your cusiomers, in 

any way with your transactions in Mexico, you 

are most cordially invited to use our facilities. 

=? Va 4, » a 
VALLEY NATIONAL BANIK Gani 2:2 

™ 
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Prints 

postage 

on the 

envelope, 

seals 

flap 

same 

time 

@ ...which, in one word less than 

ten, tells of the main functions of a Postage Meter... 

but omits mention of the convenience of always 

having any value of postage for any kind of mail, 

the protection of postage in the meter, the ease and 

speed of mailing by this modern method, the faster 

dispatch of Metered Mail... Pitney-Bowes is now 

making postage meters again. Ask our nearest office 

for details, or write for an illustrated booklet... 

pitNey-Bowes Postage Meter 

PITNEY-BOWES, INC., 3191 Pacific St., Stamford, Conn. 

Originators of Metered Mail, largest makers of postage meters 

Offices in principal cities. In Canada: Canadian Postage Meters, Ltd. 

questions commonly raised concerning 
the program. 

Accounts Receivable Forms... 
Description of new Texas legislation 
changing and clarifying the procedure 
for protecting assignments of accounts 
receivable on a non-notification basis. 
Also the full text of the legislation, 
and a sampling of forms which have 
been drafted by an attorney for effec- 
tuating the assignments. In view of 
the muddled legal situation in many 
states with respect to accounts re- 
ceivable financing, there has been con- 
siderable interest in the Texas pattern 
and in the forms, on the part of banks 
in other sections of the country. 

Air Express Shipment Indica- 
tor . . . A convenient device which 
discloses at a glance the air express 
charge for shipments of any weight for 
any specified distance. There is also 
a map showing the airline routes 
between principal airport cities. 

A Business Basis for Govern- 
ment . . . Booklet reprint of a series 
of short articles in which Senator 
Harry F. Byrd cites wastes in govern- 
mental operations and discusses ways 
in which multi-billion dollar savings 

can be achieved. 

Congress and the Public Purse 

» « « Nine suggestions for revitalizing 
legislative control of Federal expendi- 
tures. Also text of a statement on the 
subject, concurred in by 25 state tax- 
payer organizations. 

Still Timely 

Systemeering ... Bankers can 
do a genuine favor to many merchants 
in their areas by calling their attention 
to this guide to efficient methods and 
planned profits. It tells how to im- 
prove buying, selling, receiving, collec- 
tion and record-keeping procedures. 

Danger—Men Dreaming ... 
A brochure prepared especially for 
banker distribution, to returning G. I.’s 
and others contemplating business 
ventures in the retail field. It cites the 
hazards of retail operation, the mini- 
mum capital requirements, the safe- 
guards needed, the steps to be taken 
before the store is opened, etc. Of 
especial interest is an estimate of 
initial costs and potential profits over 
a three-year period for stores of dif- 
ferent size. 

Aircraft Installment Finance 
- « « Highly informative brochure 
which discusses title documents and 
procedures relating to registration of 

aircraft, transfer of title, and record- 
ing of liens. Also credit and insurance 
problems in connection with financing 
of planes, and the handling of repair 
and instruction loans. 

Tk 
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“In the five years just before the 

War, our volume of automobile fi- 

nance business was approximately 

$21,000,000. The insurance premi- 

ums on this business, written by some 

2,200 different brokers and agents, 

amounted to just under $1,000,000. 

‘“‘Neither the bank nor the insurance 

men working alone could have gen- 

erated either this volume of financing 

orpremiums. Their joint efforts were 

responsible for changing the buying 

habits of the public and making the 

Plan work.” 

it Pia at . 
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Is Your Bank Profiting 

By Using This Plan? 

The Bank and Agent Auto Plan is made to order 

for the banks, the insurance agents, and the public. 

It benefits all three. It helps a bank increase its use- 

fulness to its own community and many of the new 

customers gained will be good prospects for other 

bank services as well. 

Working for and with the banks are tens of thou- 

sands of insurance agents and brokers. They know 

that the success of the Bank and Agent Auto Plan 

means more business for them. And the public is 

fast appreciating the advantages of saving money 

on auto financing plus being assured of complete 

insurance protection and service. 

Close co-operation between the banks arid insurance 

agents can make this Plan an overwhelming success — 

for both. The time for action is now. 

FETNA CASUALTY AND SURETY COMPANY 

Affiliated with ‘Etna Life Insurance Company 

Automobile Insurance Company — Standard Fire Insurance Company 

HARTFORD % CONNECTICUT 



4 
4 

opps at IIE ELINA 

gr ONL ENE 

ary 

THE BURROUGHS CLEARING HOUSE—December, 1945 

IN PLAIN SIGHT... 

One of the best loan collaterals 

NVENTORY is often overlooked as a source of work- 
ing capital. It’s almost too obvious! 

But business men are learning, through Lawrence 
Warehouse Company’s national advertising, that readily 
marketable inventory is actually credit...“ hidden 
in plain sight! 

Here are the steps that Lawrence takes to direct in- 
ventory loan business to banks and lending agencies: 

1. Advertises to those industries that represent your 
biggest potential market for inventory loans. 

2. Explains,-by examples, the benefits that result 
from the Lawrence System of field warehousing 
inventories right on the premises. Points out that 

Lawrence Warehouse receipts are readily accepted 
for inventory loans to meet sound requirements. 

3. Offers —either direct or through you —a new, ex- 
lanatory booklet, “Field Warehousing On Your 

Srcudens” We will gladly send you a supply for 
distribution. 

4. For your own loan officers, Lawrence has pro- 
vided a free and fully detailed book, “Inventory 
Financing.” 

Lawrence has had 30 years’ experience in field ware- 
housing almost every type of marketable inventory. 

Phone or write our nearest branch office and make 
use of this “know-how.” 

LAWRENCE WAREHOUSE COMPANY 

Field Warehousing FOR BANK LOANS ON INVENTORY 

NEW YORK: 72 Wall Street « CHICAGO: 1 North LaSalle Street « SAN FRANCISCO: 37 Drumm Street « LOS ANGELES: 
W. P. Story Building * Buffalo © Boston © Philadelphia ¢ Kansas City, Missouri © St.Louis « New Orleans « Jacksonville, C> 
Florida * Dallas * Houston * Denver * Fresno * Stockton * Portland, Oregon © Atlanta * Cincinnati * Washington, D. C. 
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COURT DECISIONS 

45 

By CHARLES R. ROSENBERG, sr. 

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

Note ‘‘Outlawed’’ by 

Acceleration? 

One effect of an acceleration clause 
in a note may be to set the statute of 
limitations in motion and so “‘outlaw”’ 

the instrument sooner than would be 
the case if it ran to its full maturity 
date. 

That point was raised in a recent 
Iowa case. There the note sued on 
contained a clause whereby, upon de- 
fault, the holder could accelerate the 

due date at his option. The defense 
was made that the holder had acceler- 
ated the due date, that the statute of 
limitations had started to run from 
the accelerated date, and that, count- 
ing from the accelerated date, the 
statute of limitations had expired be- 
fore the suit had been started. 

The defendants’ claim that the 
holder had accelerated the due date 
was based on a conversation which 
they had with him about eleven years 
before the suit was started. They 
testified that, at that time, after point- 
ing out that they had been in default 
for nearly two years, the holder said, 
*“‘All is now due; if all payments of 
principal and interest are not made by 
the first of the month, I shall proceed;” 
and that, a few days later, he said: 
**All are now due.” 

“‘We are dealing here,” said the 
Supreme Court of Iowa, “‘with accelera- 
tion clauses effective only at the 
holder’s option and with their effect 

upon the running of the statute of 
limitations. The difficulty is to deter- 
mine what is a sufficient act to con- 
stitute or evidence such an election to 
exercise the option as will set in motion 
the statute of limitations. 

““A breach or default permits the 
holder of the paper to treat the debt 
as due, but the maturity date does not 
in fact accelerate until he does so 

treat it. 
“The holder’s intention to mature 

the note may be evidenced by his 
declarations, but declarations alone 
are insufficient to amount to an elec- 
tion, since to be effective as such they 
must be followed by affirmative action 
toward enforcing the declared inten- 

tion. It was so held in the Texas case 
of City National Bank vs. Pope, 260 
Southwestern Reporter 903. 

“In that Texas case it was claimed 
that the plaintiff. bank had exercised 
its option to accelerate the due date by 
the writing of a letter to the debtors 

and that the limitation then began to 
run. That contention was held to be 

error. 
“The statute of limitations runs 

from the exercise of the option to 

accelerate, but not from the mere 
declaration that the principal is due. 
Default merely confers upon the payee 
the option to declare the acceleration 
of the due date by the commencement 

of suit or otherwise. 
“We shall not attempt here to 

enumerate the acts that might be held 

sufficient to effect actual acceleration. 
It is sufficient to say that a ‘mere 
threat to commence suit followed by a 
subsequent statement that ‘all are 
now due’ is not sufficient either to set 
in motion the limitations statute or to 

establish an earlier maturity date for 
any purpose. Such declaration must 
be followed by affirmative action to- 
ward enforcing the declared inten- 
tion.” (Wentland vs. Stewart, 19 
Northwestern Reporter, Second Series, 
661.) 

° ° 7 

Lost Savings Pass Book 

A depositor in a New York savings 
bank lost her pass book and shortly 
thereafter gave the bank written 
notice of the loss. The bank marked 

the account “‘Stop payment.” 
Later she attempted to withdraw 

the money, but the bank refused to 

pay it over unless she furnished a bond 
of indemnity. 

Nearly eight years after the loss of 
the pass book the depositor sued the 
bank for the amount of her account. 
In the suit she alleged that she had 
made due and diligent search for the 
pass book and had been unable to find 
it; also that she had made diligent 
effort to obtain a surety company bond 
and a bond with personal sureties, but 
without success. 

“The sole question at issue,” said 
the New York court, “is whether the 
depositor, plaintiff here, is entitled to 
the payment of the moneys on deposit 
in the defendant bank without fur- 
nishing to the bank a bond of in- 

demnity to protect it from loss or 

damage. 
‘Nearly eight years have elapsed 

since plaintiff lost her pass book and 
notified the bank thereof. During 
that time no adverse claim has been 
made and the bank has no reason for 
believing that any such claim exists. 

“The pass book is not negotiable 
and its possession does not constitute 
proof of right to withdraw moneys 
thereon; it only imports a liability of 
the bank to the depositor and an 
agreement to repay at such times and 
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Provivence, RI 

ATLANTIC FIRE INSURANCE CO. 
Raleigh, North Carolina 

THE CENTRAL STATES FIRE INS. CO. 
Wichita, Kansas 

GREAT EASTERN FIRE INSURANCE CO. 
White Plains, N. Y. 

MINNEAPOLIS F. & M. INSURANCE CO, 
Minneapolis, Minn. 

RELIANCE INS. CO. OF CANADA 
Montreal, Canada 
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Insurance Exchange 
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of 60 Ibs. 

STEEL- 2<4TRONG 

FEDERAL BILL STRAPS 

Cen 
Straps have a tensile or breaking 
strength of 60 Ibs. per square inch. 

L 

Normal and reversed figures, plus dif- 
ferent color for each denomination, in- 
stantly discloses value of package, in 
any position. Special clean, sanitary, 
vegetable adhesive sticks instantly. 

/ 

Free Samples 
Write today, to Dept.B 

The C. Le. DOWNEY Company 
HANNIBAL, MISSOURI 

Worlds Largest Mfrs. of Coin Wrappers 
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An Intimate, 

Personalized 

Correspondent 

Bank Service 

Based on a Policy 

of Cooperation 

—Not Competition 

Under the direction of officials 
with years of service in this field, 
assuring a knowledge of require- 
ments and valuable assistance. 

Main Office: 37 Broad Street 

Member: New York Clearing House 
Association, Federal Deposit Insurance 

Corporation 

a 

“ASK 'EM TO BUY” 

« Twenty-five years ago automobile 
accessory manufacturers, seeking to 
develop a market through gasoline 
filling stations for bumpers, wind- 
shield wipers, stop lights and other 
items, and wishing to create sales con- 
sciousness among filling station 
operators, hit upon the simple slogan 
of “ask ‘em to buy.” 

Up to that time, when we stopped to 
buy gas we got gas. . . and nothing 
else. Attendants never thought to 
check our oil, or clean our windshield, 
or look at our tires . . . and they cer- 
tainly never tried to sell us anything. 

However, after they started asking 
people to buy something they got 
such good results that they began to 
feel their oats and become really sales 
conscious. Ultimately all the ‘‘extras” 
they sold to the public became stand- 

ard equipment, but the filling stations 
went right ahead building up an effec- 
tive nationwide sales organization and, 
when they again have something to 
sell, they'll be right in there pitching. 

The point of this story is that banks, 
too, now face the problem of build- 
ing effective sales organizations. They 
already are starting to “spot” their 
sales conscious people and mark them 
as future sales managers. 

One of the easiest ways to encourage 
this sales consciousness is to get bank 
people to sell something right now. 
Something small, perhaps, like 
Personalized Checks, which are easy 
to sell because they are well received 
and don’t cost much money. For $1.25 
your customers can get 200, together 
with a handsome gold-stamped cover. 
Why not “ask ‘em to buy”. . . today! 

NEW YORK, CLEVELAND, CHICAGO. KANSAS CITY, ST.PAUI 

Manufacturing Plants at: 

in such manner as he shall direct. 
“If a third person has the pass book, 

with or without an assignment, the 
bank is protected in paying the plain- 
tiff the amount of her account until the 

third person presents the pass book 
with an assignment bearing the signa- 
ture of the plaintiff. 

“The filing of the bond is solely for 
the purpose of saving the bank from 
loss or damage. The by-laws of the 
bank must receive a reasonable inter- 
pretation and where it appears that 
the loss of the book is so long ago that 
there is no reasonable possibility of 

liability to any third person a bond of 
indemnity is not necessary and the 
insistence upon furnishing such a bond 
is unreasonable and unwarranted. 

**An order of this court directing the 
bank to pay the amount of plaintiff’s 
account will protect the bank from 
any subsequent claim on the account. 
Under these circumstances the bank 
cannot possibly sustain any loss or 

damage. It is immaterial whether 
the plaintiff is able to furnish a bond 

or not.” (Myers vs. Albany Savings 
Bank, 57 New York Supplement, 
Second Series, 448.) 

° ° 4 

Bank’s Liability on Forged 
Endorsements 

A depositor in a New York bank 
sued the bank to recover the amount 
of certain checks paid by the bank and 
charged to the depositor’s account but 
on which the payee’s endorsement was 
forged. 

Because the checks had been in the 
depositor’s hands more than two years 
since they had been returned to the 
depositor by the- bank, it was urged 
that the action against the bank was 
barred by the following amendment 
to the Negotiable Instruments Law 
enacted in New York in 1941: 

“No national bank or banking 
organization as defined in the banking 
law shall be liable to a depositor for the 
payment by it of a check bearing a 
forged endorsement unless, within two 

years after the return to the depositor 
of the voucher for such payment, such 
depositor shall notify the bank that 

the check so paid bore such forged 
or unauthorized endorsement.” This 
provision is not included in the Uni- 

form Negotiable Instruments Law. 
Admittedly, all the checks had been 

returned to the depositor more than 
two years before he notified the bank 
of the forged endorsements. Some of 

the checks in question had been issued 
after the effective date of the above 

quoted amendment, and as to those; 
the Federal court ruled, the bank had 
no liability. 

Certain other checks had been issued 
before the amendment was passed, but 
were held for more than two years 

THE 
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A Billion Dollar’Buy-way 

Passes Your Window 

Millions of motorists are thinking of the 

new-model cars they'll buy as soon as they 

can. Used cars, meanwhile, are a brisk 

business. Few of these autos will be 

bought outright. It’s full speed ahead in the 

car-financing business! 

Your bank is located right on this billion 

dollar ‘‘buy-way.” For a year State Farm 

has used national advertising to tell auto- 

mobile buyers, ‘““Go to your local bank 

to finance your next car!’’ State Farm 

Mutual’s 1,200,000 “preferred risk’’ pol- 

icyholders have been receiving this mes- 

sage direct from the 6,000 State Farm 

agents. 

Motorists who come to you for car 

financing will also be potential customers 

for the financing of new homes and home 

furnishings. Is your bank ready for this 

big new profit opportunity? 

cE a wart nb eee 

BLOOMINGTON, ILLINOIS 

Canadian Office: 
Toronto, Canada 

Pacific Coast Office: 
Berkeley, Calif. 

fr" CLIP NOW!... MAIL TODAY! — a 
BC-125 

State Farm Insurance Companies — 
Bloomington, Illinois 
Gentlemen: 

Please send us, without obligation, the FREE 
booklet or booklets we have checked below. 
CO “New Profit Opportunities for Banks.” 
CO “The State Farm Group Loan Life Plan—Good 
Will Insurance for Banks." 

Tells How Your Bank Can Capitalize On This Promotion! 

That you may be ready to capitalize on this promotion of the State 

Farm Bank Plan, we have prepared a book called “New Profit 

Opportunities for Banks,” explaining the State Farm Bank Plan and 

including results of a survey on policyholders’ buying plans. Also a 

brand new booklet, ‘“The State Farm Group Loan Life Plan—Good 

Will Insurance for Banks,”’ which tells you how you can insure con- Name. .....-seeeesseeereeeeeeees te eeeeeeeees 

sumer loans at low cost. They're both free—filled with information SU yk ocnge hip ese ed} Aaadbteeumenieies 

you'll want right now! Send for one or both today, without obliga- ET AE REN OE AOL 

tion. Clip and mail the coupon to State Farm Mutual, the world’s rE a OU SE oi, «3. Claeani ct. x: 
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1 hat’s What Your Money Does 

From the days of ancient Rome farmers have 

known and preferred animal manures for en- 

riching their soils. It remained for the agri- 

cultural experiment stations and the farm ma- 

chinery industry of America to make manure 

do double duty in boosting crop yields. 

Forked from a wagon with disagreeable 

drudge-y, manure cannot be spread evenly 

nor made to cover a large area at all com- 

pletely. Scientifically controlled tests revealed 

that the same amount of manure, spread very 

evenly, very thinly over much more acreage, 

brought twice the total gain in yields. 

By its amazing uniformity of spread at light 

rates of application, the Case tractor spreader 

makes thin spreading effective. By its rubber- 

tired, tractor-powered speed it makes practical 

the covering of double or treble the acreage. 

By banning the drudgery of hand spreading 

<a + 

PARTNERS 

and by lessening the labor of loading into its 

low box it halves the man-hours needed. 

Humble as is the duty of the spreader, it 

stands high in desirability for bank financing. 

Its annual return in labor saved and yields 

boosted is high; its annual depreciation is low. 

Indeed, there is a special opportunity for 

bankers to encourage the replacement of old 

spreaders, still serviceable, with swifter, 

handier tractor spreaders. 

From experience that began more than a 

century ago, before there were banks able to 

serve agriculture, this company is keenly 

aware of the indispensable place of the local 

bank in every farming community. Both the 

company and its dealers believe that such 

banks have a right to the business of financ- 

ing farm machinery sales and inventories. 

J. I. Case Co., Racine, Wis. 

CASE:!- 

IN PROMOTING ADVANCED FARM PRACTICES 
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after the effective date of the amend- 
ment before notification of the forged 

endorsements was given to the bank. 
Did the amendment prescribing that 
notice must be given within the two- 
year period protect the bank from 
liability on these checks also? 

The Federal court thought not. 

“The amendment does not by any 
expression make its application retro- 
active,” said the court. “No intent 
that it be retroactive can be clearly 
drawn from its language. The six-year 

period of limitations was the only bar 
to an action on those checks prior to 
the enactment of the amendment.” 

The court’s reasoning suggests that 
in any state lacking a law similar to 

the New York amendment a depositor 
may wait out almost the full period of 
the statute of limitations and then sue 

the bank on checks with forged en- 
dorsements without prior notice to 

the bank. (Commander vs. Manu- 
facturers and Traders Trust Company, 
61 Federal Supplement 341.) 

* ° « 

PLANS FOR 

PERSONNEL - 

(CONTINUED FROM PAGE 17) 

Philadelphia, and the First National 
Bank of Boston. 

However, we are also thinking along 
what appear to be rather pioneering 
lines, in studying how we might like- 
wise improve our method of bank 
officer compensation. 

Our executive officers have been 
concerned for some time in finding a 
method of fixing the bank officer’s 
salary on a more scientific basis of 

measuring worth. We are seeking a 

standard of appraisal whereby we can 
apply it to our officer jobs and elimi- 
nate the haphazard elements. 

It is recognized that it would be 

difficult to set up salary brackets, due 
to the fact that very frequently the 
man makes the job and may achieve 
entirely different results from his 
predecessor in the same _ position. 

Here, obviously, is the problem. We 
are confident that it can be solved 
with resulting fairness. All this is for 

future decision, but it will have to be 
predicated upon bank earnings. It is 
conceivable that every year there 
would be set aside some fund from 
which additional compensation would 
be paid. 

It is felt further that additional 

compensation should be based upon 
those factors over which the officer has 
some control, as distinct from an over- 
all bonus which is distributed to all 
members of the executive group. The 
factors would vary with the indi- 

viduals, depending somewhat on the 
nature of their responsibilities. 

A topic uppermost in the minds of 

bank personnel men these days con- 
cerns the assimilation, retraining and 
upgrading of returning service people. 
So far, we have not had much experi- 
ence with this. About one out of six 
of our employees, or a total of 115, 

were absorbed by the armed forces 
during the war. Only eight of these 
have been discharged since the close 

of the war, and of this number five 
have returned to the bank while 
another plans to do so. 

Even when discharges are acceler- 

49 

ated, and our workers return in greater 

numbers, we do not want to emphasize 
this development as a “readjustment” 
problem, as if it were a serious and 
painful matter. In the majority of 
cases, we believe, the individual will 

be able rather easily and naturally to 
get back into the swing of things. In 
other cases, we will give the matter 
special attention. 

Despite our lack of experience to 
date, we do have some ideas on the 

assimilation of returning veterans. 
We do not favor the policy of letting 

them float around the bank for a time 
to become acclimated. We believe 

More travelers cheques...per Gallon 

Now that gasoline restric- 

@ tions have been lifted there’s 

sure to be a big step up in Amer- 
ican Express Travelers Cheques 

sales, Mr. Baldwin. 

You’re right, Mr. Baldwin. 

e@ American Express Travel- 

ers Cheques are ideal for auto 

travelers. They’re spendable any- 

where and should they be lost or 

stolen the owner gets a prompt 
refund no matter where he is. 

2 Yes, Mr. Crosby, it doesn’t 

@ take Americans long to 
catch on to a good idea—whether 

they’re going places by car—or 

are going places in our business, eb. 

4 Absolutely, Mr. Crosby. All 

@ a motorist needs today is 

the car, the tires and the gaso- 
line to take him somewhere and 

American Express Travelers 

Cheques will take care of him 

wherever he goes. 

Win more cars on the road . . . with more people going 

places .. . the opportunity for selling Travelers Cheques is 

greatly extended. For advertising material and suggestions 

to help your bank capitalize on this increased market write to 

W. A. Stetser, Vice Pres., American Express Company, 65 

Broadway, New York 6, N. Y. 

Americam Eyared 

TRAVELERS CHEQUES 

In writing to advertisers please mention The Burroughs Clearing House 
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that the veterans would feel that there 
were no specific jobs for them, and 
that they were merely getting in other 
employees’ way. In our opinion, it is 
better to give the ex-service man some 
specific job, perhaps one which will in 
itself permit him to circulate through 

the bank and become re-acquainted 
with its functions. 

ORIGINALLY we had thought of 
mapping out a program which would 

assign a specific job to each veteran in 
advance. However, we decided that 
this was the wrong approach. Our 
policy is now, first, to convince the 
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veteran that we are sincerely glad he 
is back. Then we discuss with him 
what he would like to do in the bank. 
Perhaps he has gained in skills or 
experience during the war, and if 
we think he is qualified in some new 
direction, we will make the shift. 
Such a policy must be adjusted or 
aligned, of course, with the practical 
realities of departmental needs. The 
solution would seem to be to have the 
veteran restrict his preference to some 
broad field, and then for us to en- 
deavor to fit him in this general 
category. 

Our general policy has been to start 

THIS SATE HELD THE CROWN JEWELS Be
e 

Of SCOTLAN
D FOR 111 YEARS... 

% HISTORICAL NOTE 
This oak strong box had huge iron handles and an 
immense padlock. The Crown Jewels of Scotland were 
first placed in it in 1707. In 1818, the key having been 
lost, the Royal Commissioners ordered the strong box 
forced open so they could examine the jewels. 

Two hundred years ago, the reinforced oak strong box was 
recognized as the ultimate in protection for records and 
valuables. Today, thanks to more than a century of scien- 
tific development, as exemplified in Herring-Hall-Marvin 
design and construction, the banker—and business man— 
may close his desk contentedly, knowing that his priceless 
records and other valuables are safely stored behind steel- 

a 4 

sheathed walls—immune against fire and impregnable 
against theft. 

IN PREPARATION: ‘'Progress in Protection."’ 
An illustrated history of devices men have 
used to protect their valuables from the cave 
man ero to the present. Limited edition. For 
architects, bankers, 
serve (by letter) your copy now. Gratis. 

executives. Please re- 

HERRING-HALL-MARVIN SAFE CO. 

General Offices: Hamilton , Ohio 
BRANCH OFFICES in New York, Chicago, Boston, Washington, St. Louis, Atlanta, Houston 

Philadelphia, Los Angeles . . Other Agencies All Over the World 
MANUFACTURERS OF BANK VAULT EQUIPMENT-BANK COUNTERS -TELLERS’ BUSES AND LOCKERS 

SAFE DEPOSIT BOXES - NIGHT DEPOSITORIES BANK AND OFFICE SAFES 
BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS—WEST POINT MILITARY RESERVATION 

returning service people at a higher 
salary, on a basis of what they would 
now be receiving had they remained 
at the bank, but consistent with what 
others in the same type of work are 

being paid. However, there are no 
hard and fast rules on this. 

The return of service men raises the 
question of the future status of women 
in banking. Will they be displaced, 
especially from some of the contact 
positions, and will their proportionate 
numbers revert to the pre-war ratio 
that commonly prevailed ? 

In our case, we went from a 70 per 
cent masculine staff to one consisting 
of about 70 per cent women during 

_ the war, and the latter percentage has 
been maintained up to the present 
time. We use women on almost every 
kind of job, including department head 
positions in some departments where 
women predominate. The majority 
of our tellers are women. 

I am quite certain that we will never 
return to the old pre-war ratio. Many 
bank positions lend themselves to 
skills in which women excel, such as 
finger dexterity, etc. I believe that in 
the future, predominantly male posi- 
tions will be restricted largely to super- 
visory, administrative and semi-ad- 
ministrative capacities, with the excep- 
tion of some clerical jobs reserved for 
training purposes. 

THis brings up another prediction 

as to a personnel trend of the future, 
based upon the thinking in our 
bank. Formerly, so many men were 
hired for starting positions in bank- 
ing that only a small percentage of 
them had an opportunity to rise far 
in the ranks, since the number of 

supervisory and executive positions is 
necessarily limited. The result was 
that we were merely giving a good 
preliminary training to many deserv- 
ing men, for the benefit of other indus- 
tries, as those with ambition often left 

banking for other fields. Some of those 
remaining tended to lose hope and to 

settle back into a mechanical routine. 
In the future, I anticipate that we will 

hire fewer male employees, be more 
selective in the process, keep them for 
a shorter time in clerical positions, and 
give them more chance to rise to 
greater responsibilities. 

By the same reasoning, as a matter 
of arithmetic, there will be more good 
jobs available to women of ability who 
are interested in making banking a 
career. 

These are some of the trends which 
we see ahead for us, and for other 
banks, as we enter into a new peace- 
time era. The outlook is for continued 
progress in personnel policy, as banks 
recognize their human relations obliga- 
tions and develop better techniques 
for translating them into equitable, 
enlightened programs. 
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MODERN PERFORATING METHODS Save Time and Money 

The versatility found in the new Cummins electric perforator 

Model 300 . . . makes it a good investment for any bank. 

One or more machines, strategically placed in the book- 

keeping or check filing department, will save time and 

will eliminate the congestion that frequently occurs 

when only one large perforating machine is used. 

Although Model 300 is small and compact, it has the 

perforating capacity equal to large models many times 

its size. 

@ SPEED—AIl types of canceling (checks, pass books, 

withdrawal slips) are done in seconds with Model 

300. 

@ COMPACT—No bigger than a desk adding ma- 

chine— permits use anywhere. 

! UMNUNS 

SINCE 1887 

RECEIPTERS ° 

PERFORATORS 
CHECK SIGNERS 

@ AUTOMATIC—Instant perforation when checks 

are inserted. 

@ QUICK SETTING—Characters to be perforated 

may be set quickly and easily. 

@ QUIET—Smooth running and vibrationless. 
‘ 

In addition to reducing your present perforating costs, 

you'll find that Model 300 will extend your use of 

perforations to many departments . . . allowing you 

to establish new and more economical routines, and 

do jobs you never considered within the scope of a 

perforating machine. 

Send coupon for complete information. 

Cummins Business Machines 
Division of A.S.C. Corporation 
Formerly Cummins Perforator 
4740 Ravenswood Avenue, Chicago 40, Illinois 

Please send me complete information regarding the new Cummins 
electric perforator, Model 300. 

Name____ 

ps | | Ue eee 

TEN crs 

Address : 
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the various businesses lay ready at 
hand. 

No time was wasted by the Allies 

in getting rid of the known Nazis in 
the banks, but this often involved 
practically the entire staff. This 
greatly complicated the task of the 

Pittsburgh's 

Largest Branch Bank 

System 

Peoples - Pittsburgh 

Trust Company 

There is a Branch Bank near your 

Pittsburgh Office 

4 

Member Federal Deposit Insurance Corborateon 
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Military Government, because every 
account on the books had to be exam- 
ined to determine whether its owner 

should be allowed to draw against it. 
Nazi accounts remain frozen except 
for limited licensed withdrawals, and 
their eventual disposal will be deter- 

mined later. 
Originally the Germany banking 

system consisted of the Reichsbank, 
with about 450 branches throughout 
the country, a number of large com- 
mercial banks heavily intertwined with 
German industry, a number of banks 
mainly organized by various state 
governments for their own purposes, 
and the savings banks. The big com- 
mercial banks had branches throughout 
the country somewhat on the lines of 

the Reichsbank. 
The head offices of all the important 

banks are in Berlin, in the Russian 
zone. These are now all closed 
except the Reichsbank, but branches 

of that institution in the British, 
American and French zones are not 
allowed to communicate with it. 
When the Allies seized the banks, all 

cash was of course impounded, but for 
weeks before the crash there had been 
heavy withdrawals of paper money in 

of the United States. 

since 1850. 

Corporation 

INDUSTRIAL ASSETS 

Excellent labor conditions, inexpensive power, 

and sound banking facilities have combined to 

make Buffalo the ninth ranking industrial center 

The Marine Trust Company has been associ- 

ated with the industrial development of Buffalo 

Member of Federal Deposit Insurance 

MARINE TRUST COMPANY 

Buffalo’s Oldest and Largest Commercial Bank 

VIEW OF GERMAN BANKING 

all parts of the country and all govern- 
ment, state and municipal employees 
were paid off for several months in 

advance. There is thus a large volume 
of currency in the hands of the public, 
although aside from the fantastic 
prices paid in the black market there 
is little to buy with it. The middle- 
aged generation remembers the infla- 
tion of the 1920’s and is more or less 
resigned to the fact that the present 
currency, backed as it is by approxi- 
mately 88 per cent of worthless Ger- 
man Government bonds, must soon go 
the same way. 

A favorable factor from the Allies 
administrative point of view is that so 
far there is only one type of military 
mark in circulation, which is used 
interchangeably with the old German 
currency, although the Germans them- 
selves, probably for psychological rea- 
sons, are now endeavoring to exchange 
the old currency for the military 
occupation marks. No dollars, pounds 
or roubles appear to be in circulation 
aside from the black market, except 
within Allied personnel. 

A MAIN cause of present banking 
troubles is that the taxing system 

has almost entirely broken down. With 
every important town and city devas- 
tated, all big industries shut down, 
and rents uncollectible, the German 
civil authorities who have been em- 
powered to get things going again have 
to turn to the banks for financial help. 
The main branches of the Reichsbank 
in the various zones had large supplies 
of currency, and they are being allowed 

to operate not as branches of Berlin 
but as separate institutions. This cur- 
rency for the ‘time being is largely 
used as advances for the expenses of 
local governments and such matters 

as the care of prisoners who have been 
released and of displaced persons, but 
this is a temporary solution and will 
not continue to function very long. 

In general, all the banks which have 
reopened in the American zone seem to 
have a surprising amount of public 

confidence, a fact shown by reports 
that in many localities deposits exceed 
withdrawals. The German confidence 

in banks in the American zone is a 
two-edged affair from the American 
point of view. While it is desirable to 
have the banks open as an aid to 
getting the public economy on a self- 
supporting basis, it is necessary to 
take great care to keep from making 
any commitments in support of any 
German financial arrangements. 

The American officers in the Military 

Government who have to deal with 
banking affairs have a hard and un- 
enviable job. They are mostly bank 
men, like Joseph M. Dodge, or with 
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‘ST DESIGNS IN LET 

NEWS 

STREAM 

DIEBOLD Vault Doors offer the 
maximum in physical protection 
with modern designs that sym- 
bolize strength and security. 

DIEBOLD Safe Deposit Vaults 
offer the latest in design and pos- 
itive control. You can have your 
choice of sealed key, key chang- 
ing, locks —~or match your pres- 
ent locks. 

NIGHT DEPOSITORIES 
Cement firmly favorable relations 
with depositors who need after- 
hours banking facilities. 

COUNTER CASHGARDS 
Discourage attempted holdups 
and preserve bulk sums against ' 
loss. 

CARDINEER 
Rotary Card Files 

, Speed reference and posting for 
* such records as signature, real 

estate and central file. 

SAFE-T-STAK 
Steel Storage Files 

Established themselves as the 
preferred files in pre-war years ““. 
and are now available exclu- 
sively as a Diebold product. P gi 

RECORD SYSTEMS 

N; 

With the war over, the rehabilitation of bank 

equipment and systems is a “must” with countless 

institutions. Diebold is ready to serve you— with 

improved equipment designs and streamlined 

record systems. 

Diebold also is ready with advanced fire and bur- 

glary resistive doors and vaults—and other bank 

equipment which has made Diebold a famous name 

for over 86 years. 

The Diebold post-war line embodies the “know- 

how” gained during these many years plus the war- 

time experience in producing armor plate for Uncle 

Sam. 

Consult the Diebold man now! He is qualified to 

give you sound advice—to recommend exactly the 

equipment which will best serve your needs. Con- 

tact our nearest branch office—or wire, phone or 

write us at Canton. 

DIEBOLD, INCORPORATED « Canton 2, Ohio 

BIEBOGLB. 

Since 1859 

Ms. 

+ FIRE & BURGLARY RESISTIVE SAFES & DOORS 
HOLLOW METAL DOORS + BANK VAULT EQUIPMENT «© MICROFILM j 
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other financial experience, and they 
need all their training and knowledge 
to cope with the intricate task assigned 
to them. In ten years the Nazis 
scrambled the German banking and 
industrial machine to serve their own 
ends to such an extent that to find 
out the truth about the ownership of a 
business takes long and patient inquiry. 

A case which illustrates these diffi- 
culties concerns the much heralded 
Nazi “Volkswagen,”’ or Peoples’ Car, 
for which more than $100,000,000 was 
collected from German working men 
on the installment plan. The money, 
of course, was diverted by Hitler to 
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armaments and the working men never 
got either cars or their money back. 
The Peoples’ Car was one of the 
activities ef a $375,000,000 combine 
which is said to have controlled 12 per 
cent of Germany’s economic life. It 

has now been confiscated on orders 
from General Lucius Clay, Deputy 
Military Governor for the United 

States in Germany. 
To unscramble this combine, the 

American experts who have been 
assigned to the job will have to disen- 
tangle two Nazi holdings companies 
controlling forty-three manufacturing 

concerns, eighteen publishing houses, 
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Like Harvest, 

the Future 

Waits for 

The wise farmer of today isn’t stand- 

ing idly by waiting for what the 

future may bring . . . He knows 

that prosperity for himself and his 

family will come only with sound, 

careful planning and good manage- 

ment of his farm. 

His plan of good management in- 

cludes the use of modern power 

machinery, such as Minneapolis- 

Moline Tractors and farm machines, 

to help him keep his soil in good 

condition and harvest bigger crops 

at less cost on time. MM machines 

endble him to increase the capacity 

of this land with new, improved 

methods and to produce new crops 

with greater profits. 

Local bankers, cooperating with 

the MM Machinery Dealer in their 

community, can do much to make 

new, modern machinery available 

to the farmers in their area, thereby 

benefiting the community as a whole. 

MINNEAPOLIS- MOLINE 

POWER IMPLEMENT COMPANY 

In writing to advertisers please mention The Burroughs Clearing House 

three shipyards, three insurance com- 
panies and an unknown number of re- 
tail stores. This is merely one example 
of an integrated economy on the 

spoils system which typified Nazi 
Germany. 

This work may seem a superfluous 
task in view of the fact that the fac- 
tories and shipyards are mostly de- 
stroyed, the assets of the insurance 
companies are in worthless German 
Government bonds, and the publishing 

houses were mainly devoted to Nazi 
propaganda for which no further 
market exists. Nevertheless, it is a 
necessary part of the work of the 

occupying Governments. 
Speaking of the present German 

temperament, Mr. Dodge summed 
matters up as follows: 

“It is extremely hard to understand 
or to describe the present mentality of 
the average German banker and busi- 
ness man. Few comprehend the extent 
of the disaster in which they are in- 
volved. Last time inflation ruined 

millions, but the nation’s physical 
assets were still there. This time 
physical destruction is so widespread 
and complete that the human mind 
and eye has difficulty in taking it all 

in or comprehending its effect im- 
mediately and in the future. There 
has never been a case in the history of 
the world where it has been so hard to 
see daylight ahead for the financial 

rehabilitation of a nation. 
“There is a superabundance of 

paper money and a greatly inflated 

national debt, coupled with a shortage 
of essential goods and a substantially 
destroyed or disorganized production, 
communications, transport and postal 
service. Even the handling of routine 
banking transactions between banks 
in neighboring areas involves many 
difficulties and delays. The re-crea- 
tion of normal essential functional 
operations alone will be an arduous 
task—for the Germans. Whatever 
these problems are, Germans brought 
them on themselves and it will be their 
responsibility to solve them within the 
terms of established policies.” 

¢ « t 

AUTO 

FINANCING 

(CONTINUED FROM PAGE 22) 

Then we sent our first letter announc- 
ing the program. This was not a long 
letter; it simply informed the agents 
that with the coming resumption of 

automobile production, there should 
be “an excellent volume of insurance 
business.”” We told them that we 
believed the new Midland BANK- 

_— 
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PLAN would offer them a valuable 
sales tool. We told them we thought 
they would be interested in the plan 
and that a return post card, which was 

enclosed, would bring them the de- 
tails. 

With the return of the post cards, 
we were ready for the next step. This 
consisted of a longer letter that ex- 

plained the detail, much as it is ex- 
plained in this article. The letter also 
informed the agent of the steps we 
planned to take to merchandise our 
plan to the public, and informed him 
of the printed material we intended to 
supply him. 

An aggressive advertising campaign, 
we told him, is ready to be released as 

soon as the production of cars is re- 
sumed. We stated that for approved 

agents we would supply without charge 
all necessary forms, that is, the loan 
application, the statement of the bor- 
rower required under Regulation W, 
and the chattel mortgage forms. We 
told him that we would also provide 
him with a supply of four-color circu- 
lars explaining BANKPLAN for dis- 

tribution to his customers, imprinted 
with his name, address and phone 
number, but not carrying the name of 
the bank; imprinted stickers featuring 
the insuring and financing of car pur- 
chases without reference to the bank; 
and copies of the Midland BANK- 
PLAN rate chart for new cars and 

trucks. Our rates, as a matter of in- 
formation, are $4 per year for each 
$100 of unpaid balance for new cars, 
$5 for used cars two years old or less, 
and $6 for other used cars. 

A COPY of the Agent’s Information 
Sheet was included with the second 

letter. This is the agent’s request to 
act as an authorized agent and sup- 

plies us with the name and address of 
the agent, the nature of his agency, 
whether it is a sole ownership, a 
partnership or a corporation, the in- 
surance companies represented, and 
the agent’s credit references. This 
was, of course, to be returned to us 
for study before the agent is approved. 

The next step was the letter approv- 
ing the agent. With this, we enclosed 
a copy of the agreement for his signa- 
ture, a requisition blank for him to 
use in ordering forms, circulars and 
stickers, and a supply of posters for 
his office. In the letter, we suggested 
that he begin mailing the circulars to 
customers at once and begin giving 
the plan as much advance publicity 
as possible. 

Our program to date has worked 
out very successfully. We were par- 
ticularly pleased at the response of 
the agents to our letters. Our first 
letter brought responses from 252 
agents, and to date we have made 
agreements with 61 of them. We 

expect to sign agreements with many 
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for writing and erasure. 

‘* After the paper is dried and rolled off 

the Fourdrinier machine, it’s put through 

another machine about half the size of 

a house. First it goes through another 

vat of sizing and then up and down and 

over a series of rollers while hotair blows 

on it from above and below. The paper 

is not under tension, and the rolls are not 

heated. Ordinary papers don’t get this 

additional strengthening treatment.”’ 

And that’s only one of the many ad- 

ditional processes and materials thatmake 

Parsons papers better. All Parsons papers 

are made with stout cotton fibers, to 

stand up under use and abuse. 

Said the Young Printer tothe Old Timer: 

What's “air drying” in the paper business? 

Sounds to me like a hair dresser. 

Said the Old Timer to the Young Printer: 

It’s an additional process used only at mills making the finest 

paper. It makes the paper stronger and improves the surface 
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Parsons ledger papers and card stocks 

for record-keeping purposes (technically 

known as index bristols) are not pasted- 

together sheets, but are single, solid 

pieces with both the necessary flexibility 

and ‘‘snap’’. An erasure not only leaves 

the same color, but a smooth, hard sur- 

face as well, capable of taking a re-entry 

from pen, pencil, typewriter or book- 

keeping machine. 

When you buy record-keeping papers, 

card or ledger, specify Parsons. Then 

you'll have the best there is in a cotton 

fiber paper for this job where paper takes 

a beating and has to be good. 

PARSONS PAPER COMPANY e HOLYOKE, MASSACHUSETTS 
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more in the near future. Of the 61 
agreements, 10 are special agreements 
under which the agents complete the 
transaction, including disbursement 

of the loan proceeds. 
Plans for carrying the program for- 

ward from here are well under way. 

Special bulletins will be sent to agents 
every thirty to sixty days. Included 
will be proofs of future advertising, 

suggestions for stimulating business, 

and particularly ideas that have been 
tested by other agents. Beyond that 
we are already beginning to hold 
evening meetings with larger agencies, 
and we have recently added a new 

man to our installment loan depart- 
ment who is now devoting his entire 
time to BANKPLAN development. 

A small volume of new loan business 
is already coming to us as a result of 
our program. It is too early to antici- 
pate the volume of loan business that 
it may bring to the bank, or the pro- 
portion that it may represent of our 
total automobile financing. We do 

feel that it represents a simple, practi- 
cal program under which the insurance 
agent can operate. 

E have been asked how we handle 
insurance for customers who make 

their loan applications directly to the 
bank and do not specify any insurance 
preference. In the past, it was our 
policy to supply these customers with 
the names of a number of agents from 
which they could make a selection. 

Now, we are introducing a new policy. 

We are making specific recommenda- 
tions. What we are doing is supplying 
the names of the agents with whom we 
are working under the BANKPLAN, 
in proportion to the volume of business 
being turned over to us by the agents 
themselves. They seem to approve this 
procedure heartily. 

Another question we have been 
asked is whether we plan to enter into 
special co-operative arrangements di- 
rectly with the insurance companies. 
Some of the larger insurance com- 
panies are taking the initiative and 
doing a very creditable job in pro- 
moting bank and agent plans. How- 

ever, we feel that our own plan goes 
beyond most of these and do not 
believe that we shall enter into any 
insurance company-bank agreements. 
We do expect, of course, to serve the 
agents of many of these companies. 

In conclusion, it seems appropriate 
to point out the two features that we 
regard as the keystones of our BANK- 
PLAN: 1. It permits an aggressive 
insurance agent to control, in a large 

measure, both the financing and the 
insurance of his policyholders’ cars 
and trucks. 2. It is so simple that it 
can be handled speedily by telephone 
from the agent’s office or from the 
purchaser’s own home or office, or by 
mail. 

FORM 4070 
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Plans and specifications are important in every bank construc- 

tion and remodeling. However, we have always tried to point out 

that plans and specifications are the end, NOT the beginning. 

That is why, before we ever put a pencil on paper, we make a 

thorough study of the bank’s operation, analyze its require- 

ments, try to predict its growth. Obviously this calls for more 

than a background in architecture; it makes mandatory an in- 

timate knowledge of bank operating methods that comes only 

from years of highly specialized experience. Only after such a 

study, after exhaustive conferences with staff architects, design- 

_ ers, and engineers do WE feel we can prepare intelligent plans. 

Perhaps there is a genius somewhere who can short-cut this 

process; but we have never met him. Perhaps we “do it the 

hard way”; but our jobs require no justification. Our finished 

work speaks for itself. This approach has enabled us to gauge 

costs accurately, guarantee them in advance if necessary. More, 

it has resulted in our being awarded, on the average, a contract 

every ten days for over thirty years. Profit by this fund of know- 

ledge and experience. It costs no more. Consult us when you 

contemplate new quarters. 

Council Bluffs, lowa 
A. C. Blanchard, President 
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Traffic Signals are essential to the orderly 

movement of traffic and the prevention of 

accidents. Practically everyone recognizes 

that and accepts it. Even though there 

were no violation of the law involved, the 

public as a whole would still be extremely 

careful about driving through a red light. 

While there is no law which states that 

is Warning 

checks must be on safety paper, the need 

for this product and the wisdom of its use 

have been clearly demonstrated. )) )) Lead- 

ing banks and business men throughout the 

nation have long looked upon LAMONTE 

Safety Paper as the most effective and de- 

pendable form of protection against check 

alteration and counterfeiting. 

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

LA MONTE Safe 
GEORGE LA MONTE & SON NUTLEY, NEW JERSEY 

We supply many banks and business organizations 
with their own INDIVIDUALLY IDENTIFIED Safety Paper. 

FOU! FORGE AND 
Pay Tan « £22 

The Wovy Lines are o LaMonte Trade Mark 

The issuing organization’s Trade-Mark is in the paper 
itself and appears on both the front and back of the 
check. Such INDIVIDUALIZED paper not only protects 
against fraudulent alteration but provides maximum 
protection against counterfeiting—saves Banks sort- 
ing time—helps prevent errors. 
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