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Stephenson, Rome C., portralt of
Stocks and tariff revision
Stone, Norton F., portrait of
Story of a bank, the
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Straus, S. W. (conservatism in invest-
"""" (democracy in’ Invest:

ment) .........0iiiinnnn. TR ceeee
Sub-treasury for Texas ...............
Bwitzerland agricultural co-operation

Sy ndowsk) s sa\lngs ..................
Syracuse, N. Y., banking at

Taylor, A. H., portrait of ............
Telephone, a leader among investments
The old order changeth
Thorpe, Courtney, portrait of ........
Tinker, Edward R., Jr., portrait of..
Trades-Union bank for England......
Triplicate collection system, a

Union National Bank, Houston, Texas
Union Trust & Sa\ings Bank, Spokane
Utica (N. Y.) Trust & Deposlt Co. .86,

Varnum, Judge James M., portrait..
Vault construction, superlority ot
American ... ciiiiieiiieieiee..

Waggoner, D. E., portralt of .........
Walker, Sir Edmund frontisplece
Walton me C. portralt of

Watts, 0., portralt .....
Wheeler, Robert E., portrait of
White, L. W., portrait of ......

Wiggin, Albert H., portrait of
Willlams, C. T., portrait of ..
Wltherslgoon Herbert portrait o

8., portrait' of ........
Woodruff, Geo., on mortgage bank
Wright, w. A. (Mellicke calculators)

Yaggy, Lew. J., portrait of ..........
Young, Duncan Francis (ethics in bank
advertising)
Youngman, Elmer
business) .........

""""" (politics " and
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MEAGRE RESULTS OF THE ‘“ MONEY TRUST
HUNT

FOLLOVVING carefully the hear-
ings in New York during the re-

cent so-called “money trust” investiga-
tion, one can but feel surprised at the
exceedingly meagre results. The al-
ready too familiar history of the 1907
panic has been rehearsed once more. A
spirited defence of the New York
banks was made by Mr. VaNnperLIP,
who scouted the idea that the banks
were making anything like $50,000,000
a year profit out of the charges im-
posed on country checks. Mr. Hee-
BURN very forcefully reminded Mr.
Pruao that Congress, not the banks, was
responsible for the makeshift clearing-
house loan certificates. Mr. James G.
CaxvoN’s testimony developed the fa-
miliar fact that a considerable part of
the country’s idle banking funds drifts
to New York, where it may be used
for Stock Exchange speculation. Un-
der a proper currency system much of
the surplus “money” would be put out
of existence. But Congress is respon-
sible for the greenbacks, which are
never paid off, and for the bond-se-
cured bank notes, which remain prac-
tically a fixed part of the circulation.
While the investigation has devel-
oped some criticism of the New York
Clearing-House in closing banks re-
garded as weak, and one wilness has ad-

mitted that probably in certain circum-
stances a mistake was made, we are
inclined to think that generally the
clearing house, in handling weak
banks, has erred on the side of lenien-
cy rather than on the side of severity.
The financial situation in the past has
been greatly aggravated by allowing
unsound banks to continue in their
career of mismanagement until ruinous
failure resulted, with disaster often ex-
tending far beyond the bounds of the
district where the bank was located.

A diseased bank is dangerous to a
community’s financial health, and these
diseased conditions cannot be too
quickly eradicated on the appearance
of the first symptoms. And if no other
course is left, the unsound bank should
be closed up.

This is not said with a view to ex-
cusing any mistakes the New York
Clearing-House Association may have
made, and certainly not with the aim
to approve a policy that would inter-
fere with the business of a solvent
bank. But it is quite easy to raise an
outcry that will tend to make those re-
sponsible for administering the affairs
of the clearing house reluctant to im-
pose the penalty which should be
swiftly applied to banks that violate

sound banking practices.
1
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GETTING BUSINESS FOR THE
BANK

o
-

NLY a few years ago it was re-
garded as improper for banks to
bid for business by advertising; at
least, nothing beyond the dignified
“card,” giving the name of the bank,
ete., was considered in accord with
banking ethics. But since that time
banking ethics have stretched a little
bit, and a great many progressive
banks are now advertising in a manner
that indicates plainly enough that the
purpose of such publicity is to get
more business. °

Startling as was this innovation to
some ultra-conservative bankers, it has
been followed by something yet more
startling, namely, the direct personal
solicitation of business by persons con-
nected with the bank’s staff.

Few more interesting or more prac-
tically helpful stories have been printed
in this MacaziNg than the one pub-
lished clsewhere in this number, telling
the methods employed and the results
attained by a bank that had the cour-
age to send its employees out among
the people and ask them for their
business.

We do not say that all bankers will
approve of this method, for we know
that many of them will not. Nor is a
plan of this character practicable for
all banks or adaptable to every com-
munity. Of these matters each bank
must be the judge for itself.

But to all banks the methods de-
scribed must be interesting. Even
where a banker does not approve of
getting business in this way, he can
hardly afford to ignore a plan that his
competitors may employ.

Aside from its dircct results in get-
ting business, this personal solicitation
by bank employees, as carried out in
the work described in the article re-
ferred to, has two or three important
aspects.

In the first place it revealed the fact
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that almost fifty per cent. of the bank-
ing business in the locality of the
branches of the bank in question was
being done by banks more or less re-
motely situated from the place where
the business was maintained. Where a
bank has strength and good reputation
—which was true in this case—it would
seem that a situation like that revealed
would indicate that banks by their neg-
lect are not infrequently losing busi-
ness that should naturally come to
them.

And furthermore, this direct contact
between a bank’s empoyees and the
possible patrons of the bank not only
stimulates closer personal relations with
the accompanying advantages, but it
helps to spread among the people a
better understanding of the services
rendered by banks and thus tends to
increase the use of banking facilities
generally.

Finally, the result of the work done
in this case seems to have transformed
some of the cogs in the bank’s ma-
chinery into. live human beings, vitally
alert to the bank’s interests, and has
instilled into them the business-getting
and business-conserving spirit, not only
at special times when outside soliciting
accounts, but at all times and when
engaged in their daily routine duties.

THE CLEARING HOUSES

INTEREST in the functions of clear-

ing houses in the United States has
been stimulated by the testimony
brought out at the so-called “money
trust” investigation recently in New
York.

The New York Clearing House, as
representing the largest banking trans-
actions in the country, naturally comes
in for the principal share of scrutiny
in an investigation of this kind.

While originally the principal func-
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tion of the clearing house was to pro-
vide for the convenient and rapid ex-
change of checks—and no doubt that
continues to constitutc the clearing
house’s chief function—its scope of op-
erations has been gradually extended,
under the pressure of necessities de-
veloped by experience. The require-
ments for membership in the New York
Clearing-House Association have grown
more strict and the rules governing the
organization have also tended toward
a more rigid standard.

Those responsible for this tightening
of control over member banks contend
that this policy was necessary to en-
force sound banking, and it must be
admitted, whether the policy be en-
dorsed in its entirety or not, that one
of its results has been an improve-
ment in banking tone.

Probably one of the suggestions aris-
ing out of this investigation will be a
proposal for putting the clearing houses
under Federal law. There are many
valid objections to such a proposal, be-
cause in the very nature of things
many matters arise where prompt and
even radical action is necessary to save
the banks and the business situation
from great injury, and where it is now
possible, with the freedom the clearing
houses enjoy, to take such action, but
it might not be possible were the clear-
ing houses bound by Federal statutes
which are difficult to change.

No doubt, however, the expansion of
clearing-house functions, while gen-
erally along commendable lines, has de-
veloped some sources of friction from
which the banks were hitherto exempt.
It is at least an open question whether
or not the time has come to throw legal
restraints about these forms of finan-
cial machinery.

Theoretically, clearing houses are
voluntary associations to which a bank
may belong or not as it chooses. But
in practice membership becomes in
many cases more or less compulsory.

It is also claimed that quite often the
management of these associations is
dictated by a small clique who run
things arbitrarily. These claims may
or may not be well founded. Perhaps
they are an illustration of the familiar
truth that power gravitates toward the
great and powerful. "

The incorporation of clearing-house
associations, chiefly for issuing cur-
rency, has been proposed by Mr.
Tueopore GiLmaNn of New York.
Perhaps this idea might be extended to
include all the clearing houses and to
bring all their functions under the
operation of Federal law. Possibly,
with some slight extensions of their
powers and some additional means of
affiliation, the clearing-house machinery
could be so improved that it might per-
form the obligations that it is proposed
to confer upon a central bank.

CHARGES ON COUNTRY CHECKS
ONCE more this subject has been

brought into prominence by the
inquiries made by the Pujo committee
in New York. It was developed that
the New York banks derive an income
estimated at as much as $50,000,000 a
year from the charges imposed on out-
of-town collections. The opinion has
been expressed that these figures are
much too high. But no doubt the
banks do derive a large gross revenue
from this source, though manifestly this
is far from being all profit, since the
banks are put to considerable expense
in making these collections.

The profit derived from this source,
whether $50,000,000 annually or not,
undoubtedly “looks good” to the New
York banks. Yet, in imposing this
charge the clearing-house banks seem
rather to have postponed the settlement
of a problem which they were not yet
in a position to meet squarely. Few
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bankers would probably deny that the
better plan is that adopted by the for-
eign clearing department of the Boston
Clearing House, and that could that
plan be applied in New York and ex-
tended generally throughout the coun-
try, it would be preferable to existing
conditions.

Those who are disposed to criticise
the action of the New York banks in
fixing a charge for collecting out-of-
town checks should not forget that the
problem in New York is complicated
by its size and by the fact that the
city named is the chief financial centre
of the country.

A committee of the clearing-house
association is now studying this whole
matter, under the guidance of Mr.
James G. CaNNoN, president of the
Fourth National Bank of New York,
and a recognized authority on clearing-
house affairs, and much is hoped for
from this investigation.

With a proper system of check re-
demption carefully worked out and put
into operation much of the distress oc-
casioned by the breaking down of the
domestic exchange system, such as oc-
curred in the panic of 1907, would be
avoided, and if such a system were in
operation there would be no substantial
reason why the banks, under proper
regulations, could not issue their credit
notes, to be redeemed the same as
checks.

SUBURBAN NATIONAL BANKS

OR many years it has been the
practice of the Comptroller of the
Currency to permit national banks in
suburban territories annexed to large
cities to be formed or to continue to
exist without having the amount of
capital or keeping the amount of re-
serves which the law requires for the
banks in these cities. It is said that
hereafter the organization of banks

i
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will not be permitted without the mini-
mum capital required by law.

Heretofore, so far as concerns bank-
ing, at least, the Federal Government
seemed to take no cognizance of the
change of the corporate boundaries of
cities. A notable example is that af-
forded by the absorption of the city
of Brooklyn into what is now the city
of New York. The banks in New York
must keep a reserve of twenty-five per
cent. in their own vaults, while those of
Brooklyn may redeposit one-half of
their reserves in a central reserve city.
In other words, though legally New
York and Brooklyn are now one city,
they have a separate existence for bank
reserve purposes—one being a central
reserve city and the other simply a re-
serve city. Of course, the New York
(or Manhattan) banks carry banking
reserves for out-of-town banks to a far
greater extent than the Brooklyn
banks do.

While there are some suburban dis-
tricts included in the boundaries of
large cities where it would probably
work hardship to apply to the banks
the same rule regarding capital that
applies to the larger city institutions,
it is not always so easy to tell where
the city leaves off and the suburb be-
gins, and furthermore a bank by lo-
cating in a district that was once an
outlying suburb but has now virtually
become an integral part of the city,
can organize with smaller capital than
the other banks, and if permitted to
operate with less reserve may have
some theoretical and practical advan-
tages over its rivals.

In New York the State banks,
through their privilege of operating
branches, help in supplying the demand
for banking facilities in the suburbs,
but they must now add $100,000 cap-
ital for each new branch established.
The right of maintaining branches is
one that the national banks do not
have.
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INFLATION POSSIBLE UNDER RE-
SERVE ASSOCIATION PLAN

A CONCRETE illustration of the

inflation possibilities of the Re-
serve Association Plan was given re-
cently in an address by E. D. Hur-
BERT, president of the Merchants Loan
and Trust Company of Chicago. Mr.
HvLBErT said:

“The First National Bank of Chi-
cago has, we will say, ten millions of
dollars in gold in its vaults. It would
be expected to deposit this with the
Reserve Association and take credit for
it. Under the proposed law it could
still count this ten millions as reserve
cash on hand. The Reserve Associa-
tion would also count this gold as part
of its reserve and could issue ten mil-
lions of its own notes against it with-
out paying a cent of tax. Let us sup-
pose that some other bank, say the
Continental and Commercial, is short
in its reserves and goes to the Reserve
Association with ten millions in com-
mercial paper for discount. The Re-
serve Association pays for this paper
with its own notes, which the Conti-
nental and Commercial National Bank
is allowed to count as legal reserve.
Thus the. ten million of gold which
now counts as reserve in the vaults of
the First National Bank and nowhere
else would under the proposed plan
count as cash reserve in three places.
It would count as full reserve against
forty millions of deposits in the First
National Bank, as full reserve against
ten millions of notes and ten millions
of deposits in the Reserve Association,
and as full reserve against forty mil-
lions of deposits in the Continental and
Commercial National Bank. That is,
the same ten million dollars in gold
which to-day is held as a reserve against
forty millions of deposits in the First
National Bank would under our reform
system serve as reserve against one

hundred millions of liabilities in three
different concerns.

“If this is not inflation, what is it?
It has been estimated that an inflation
of six billions of dollars in credits
would be possible under this plan un-
checked by any tax. The proposed tax
itself is something of a humbug so far
as being a producer of any revenue to
the government is concerned. The plan
provides that the profits of the associa-
tion shall go to the government after
paying five per cent. dividends on the
stock and setting aside a certain amount
for surplus. Hence all expenses and
taxes paid by the association come out
of the government’s share of the profits.
In other words, the government pays
the tax.”

Mr. HuLBERT expressed the opinion
that the sentiment of those opposed to
the ArpricH plan is crystallizing in
favor of the incorporation of Federal
clearing houses.

BANKS AND THE RESTRAINT
" OF TRADE

OMMENTING on the action of

certain New York banks in mak-

ing loans in aid of the Brazilian coffee

valorization plan, the New York
“Times” says:

“This is a pretty plain case of re-
straint of trade. The point in interest,
so far as we are concerned with getting
at the causes of popular discontent and
agitation, is that our great banking
concerns have advanced millions of
money to finance this flagrant con-
spiracy in restraint of trade, this con-
spiracy which has materially increased
the price of coffee to the people, and
yet they wonder why the people listen
to agitators like Mr. Bryan, why they
give Mr. RooseveLt preference votes
in many States, why they applaud Sen-
ator Lo FoLLETTE, why there are so
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many Progressives in the Senate and
the House, why an investigation of the
‘Money Trust’ is ordered, and why
muckraking magazines have a great
circulation. Everybody knows that the
country is aflame with resentment
against the banks and the trusts, yet
here we have the plain evidence that
the banks and the trusts are supplying
the fuel that feeds the flame.”

It may not be a parallel case, ex-
actly, and yet its effects are the same,
namely, prices are advanced, whenever
a bank lends money to hold commodi-
ties of any kind. Who that is familiar
with our farming methods does not
know that it is quite usual for the
farmer to ‘“hold his wheat” after
threshing until such time as market
conditions may be relieved from the
pressure of the large quantity of wheat
being offered soon after the harvesting
season? And the device of holding
cotton in the warehouse and many
kinds of goods in storage is very com-
mon. The banks have been aiding this
practice for years, and no one has ever
seriously criticised them for it, so far
as we know.

Indeed, we are not sure that in aid-
ing to steady prices at certain seasons
the banks are not performing a highly
useful service and preventing a demor-
alization of prices that would be ruin-
ous to producers.

Yet, we are not discussing the ques-
tion whether the lending of money to
aid in a foreign coffee corner—or some-
thing of that sort—is a defensible
policy or not. The criticism quoted
from the New York paper certainly
opens up an interesting field for dis-
cussion.

Are the banks to encounter political
hostility because they lend money to
the trusts? That, assuredly, is the fair
deduction from the criticism quoted.
Were the banks to stop loans to busi-
ness concerns suspected of not coming
up to Government requirements on ac-

count of restraining trade, this might
be a more effectual way to destroy the
trusts than to prosecute them. It might
be a policy, however, also destructive
to other business and vastly harmful in
its results.

BLOW AT A GREAT INDUSTRY

ROM time to time people have won-
dered why there should be any
prejudice in the popular mind against
banks. All such perplexities will be set
at rest at once and forever on reading
this announcement, made by a bank in
Kentucky :

“Notice is hereby given to all that
no candidate for office will be accepted
as surety on any note to this bank. Seo
it is needless to present any note to
this bank with any candidate’s name
to it.”

This strikes a vindictive and fatal
blow at the leading American industry
—politics. If the banks will no longer
“finance” candidates for office, what is
to become of the country? Must only
the rich, able to pay their own cam-
paign expenses, be allowed to aspire to
office?

And yet people wonder why the
“money trust” is being investigated!

INDUSTRIAL UNREST

DDRESSING the Bankers’ Associ-
ation in London, recently, Premier
AsQuiTH called the attention of bank-
ers especially to the feeling of unrest
prevailing in industrial circles, and in-
vited their codoperation in contributing
to the solution of the problem, by sug-
gestion and by wise and fruitful ex-
periments.

About the same time of the Premier’s
address, the subject was up for dis-
cussion in the House of Commons. The
Chancellor of the Exchequer declared
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that the immediate causes of the unrest
were “‘firstly, the wages; secondly, that
the conditions of life were unworthy of
the dignity of the workers’ manhood,
and thirdly, that the workers were not
treated as if they were possessed of
minds and souls of their own.”

This statement, if made by a respon-
sible statesman in the United States,
would doubtless be looked on as an ex-
aggeration. Conditions here are hard-
ly so bad as Mr. Lroyp Georce de-
scribes as existing in Great Britain.
Nevertheless, considerable dissatisfac-
tion prevails, whether justly or not.

Unrest, industrial or otherwise, does
not necessarily indicate the existence
of unhealthful conditions. Unrest may
be a sign of progress, and it is prob-
ably true, as philosophers have ob-
served, that discontent grows with
added learning and prosperity.

It is not easy to see just what bank-
ers can do especially to allay the dis-
quietude to which the British Prime
Minister referred. Bankers might be
more liberal in making loans to per-
sons of small means. But would that
policy allay unrest or increase it?

Probably the best service the bank-
ers can render is so to use the world’s
accumulated capital and credits as to
carry on the routine of industry and
trade in the most economical and effi-
cient manner. That, if we understand
banking at all, is precisely what they
are doing now.

AN IMPOSING BUILDING

CONSIDERABLE space is given in

this issue of THE BaNkers Mac-
AzINE to description and illustration of
the new Bankers Trust Company
Building in New York.

Merely from a commercial and
architectural standpoint the new struc-
tare is important enough to justify this
special attention, for it represents—

for the present at least—the very
highest achievement in that direction.
But the completion of this great centre
of financial and commercial interests
has a more significant aspect than this.
It typifies not alone the growth of this
particular company, but in a sense is
representative of the marvellous de-
velopment of trust companies that has
been going on in the United States for
the past ten or twenty years.

This growth is all the more remark-
able, since it does not seem to have
been attained chiefly, or even largely,
at the expense of the banks. The lat-
ter institutions have grown, if not so
rapidly as the trust companies, still
at a rapid rate. Of course, in some
cases the trust company may bhave
gained its present proportions at the
expense of some particular bank, and
probably, also, had there been no trust
companies, the banks might have shown
greater totals than they now do and
their numbers might have been larger.

Yet, when due allowance is made
for all these facts, it nevertheless re-
mains true that the trust company
seems to owe its prosperity to having
developed a fallow field. Coincidently
with the numerous new functions which
they have undertaken, they have also
in many instances carried on ordinary
banking operations, but these have
been, as a rule, subsidiary to the main
purposes of their organization. So
popular have the trust companies be-
come and so well adapted to present-
day financial requirements, that there
is some tendency to combine State
banks with them, or to supplant such
banks by trust companies. Indeed, in
Massachusetts this latter course was
taken some time ago.

The sudden and remarkable growth
of what is even yet substantially a new
kind of financial institution illustrates
the truth of the familiar adage that
there are still plenty of good fish in
the sea. And although the develop-
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ment of banking service in this coun-
try would seem already to have been
carried to the highest attainable point
of perfection, no doubt the future will
bring forth other demands which will
be readily and efficiently supplied. The
agitation among bankers for improved
means of agricultural credit is a case
in point. '

If impregnable strength be—as we
regard it—one of the fundamentals of
a financial institution, and if that
strength can be typified in a building
of any kind, it certainly stands out
most strikingly in the new Bankers
Trust Company Building. Of course,
even more remarkable than the build-
ing, is the personnel of the board of
directors, probably unmatched for rep-
resentative character by any bank di-
rectorate in the United States. It goes
without saying that this splendid struc-
ture, and the tremendous resources rep-
resented in the current balance sheet
of the Bankers Trust Company, are an
expression of the dignity, power and
trustworthiness of New York banking.

MONEY TRUST INVESTIGATION
HALTED

ANNOUNCEMEN‘T was made re-

cently that the “‘main investiga-
tion” of the “money trust” would be
put off until after the election. This
decision will disarm those critics who

are contending that the investigation
was prompted for political effect, be-
cause the inquiry does not yet seem to
have revealed anything of particular
advantage as a political asset.

The purpose of the investigation has
not yet fully been made plain.

The whole thing seems to be a part
of that unwise policy of sensational
prying into business affairs which of
late has become a national pastime.

Of course, if there is anything
wrong in the banking situation, which
the banks themselves are either inca-
pable or unwilling to correct, the evils
must be discovered and the remedy ap-
plied.

But the whole thing has an insincere
look. And for this very obvious rea-
son: Congress has known for many
vears of many admitted defects in our
banking system—defects as to which
there has been almost a unanimity of
opinion—and has done nothing abso-
lutely to make things better. To come
now at this late hour, with a beating of
gongs and blowing of horns, to stir up
a sensation, has a decidedly insincere
look.

We regret cxceedingly to say that
neither this investigation, not the tac-
tics of friends of the Reserve Associa-
tion plan and its apparent auxiliary,
the National Citizens League, are such
as to win the approval of those who
believe that candor and honesty are of
first importance in dealing with our
banking problems.

NEW COUNTERFEIT ONE-DOLLAR SILVER CERTIFICATE

ERIES 1899; check letter “B”;
J. C. Napier, Register of the
Treasury; Lee McClung, Treasurer of
the United States; Portraits of Lincoln
and Grant.

This is a crudely executed counter-
feit, printed apparently from badly
etched zinc plates on a single sheet of
paper, no attempt having been made to

imitate the silk fibre of the genuine.
The lettering is poorly done and rather
indistinct, and there is an entire ab-
sence of detail as to the geometric lines
both on face and back of note. The
number of the specimen at hand is
761089670. This counterfeit should
not deceive the ordinary handler of
money.



GOING AFTER BUSINESS AND GETTING IT

RESULTS OF A HOUSE-TO-HOUSE CANVASS FOR BANK ACCOUNTS

By Horatio Ford, Secretary Garfield Savings Bank Company,
Cleveland, Ohio

NNOVATIONS in banking are
frowned upon and are therefore
rare. Against the clever schemes of
many clever gentlemen who are profes-
sional advertisers and not bankers, the
bankers have as a whole succeeded in
defending  ‘‘Professional Etiquette™
these hundred years. That means that
while we have dropped from the high
“professional” position of publishing
only business cards, to the lower level
of carefully-planned printed advertis-
ing, and now of late even lower, to the
actual writing of letters to sclected
names, still we have not yet fallen sc
low as to go out after accounts by word
of mouth. Heaven forbid! Imagine a
doctor or lawyer canvassing for busi-
ness from house to house! Just what
the analogy is, no one knows, but the
parallel has been carefully and con-
clusively drawn, as I say, for a hun-
dred years.

Because we in Cleveland could not
see the analogy; because we wanted to
grow faster in deposits; because we
wanted to save advertising money; and
because we wanted to help our boys and
voung men to make the most of them-
selves, we tried house-to-house canvass-
ing in April, 1911. How it worked and
why we tried it again in October will
possibly (like other innovations) inter-
est you.

BreakiNg THroveH ANciENT TRrADI-
TIONS.

Don’t for a minute fancy that all
there was to it was simply setting down
four ‘‘becauses” and then going out and
trying it. No, indeed. The author of
the idea rode it as an occasional hobby
for three lonesome years. Finally, when
the time seemed opportune, he pre-
sented it to the officers’ board. That
energetic body threshed it pro and con,
chased it uphill to the heights of folly

and down to the depths of banking im-
propriety. Cowed and humbled, but
still hopeful, the idea went to the
finance committee, where it was almost
melted in the heat of controversy, then
again chilled with the frosts of theoret-
ical impossibilities. After many chas-
tening experiences the idea was re-
turned—along with sundry secret mis-
givings and mental reservations—to its
parent to be ‘“‘tried on.”

Maprrine Our THE CAMPAIGN.

The bank has four East End
branches in Cleveland, besides its down-
town main office. The plan was to take
a city map, chalk off a certain small
district in the neighborhood of each
branch, then organize the cashier, tell-
ers and bookkeepers in that branch
into a visiting force which should make
one call at every house in the selected
district between the 12th and 22nd of
April. Thus there would be four cam-
paigns in four different localities at
once.

The daily clerical work must be so
arranged that one man would do an-
other’s work while the latter made calls
for two or three hours one day, and
vice versa the next day. The main
office employees, being unable to cam-
paign down-town, could help by extra
substituting at the indoor work of the
branches.

This was not intended as a campaign
for direct results—that had been chas-
tened out of the idea—but was to be a
campaign of friendly calling by the
emplovees of a branch, upon its own
neighbors, to gather information about
these neighbors, and to leave a pleas-
ant, personal impression. We all know
how largely the choice of one’s bank
is a matter of personal connections or
impressions.

Districts were chosen which were

9
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newly built up and where the branch’s
influence had not yet fully reached, or
where for any other reason we had
comparatively few clients.

ArouvsiNg INTEREST AND ENTHUSIASM
AMoNG THE WORKERS.

Having passed the fears of the com-
mittees, the idea must next overcome the
reluctance and objections of the in-
tended workers. Realize that these
were young men and boys of a clerical
turn of mind, and clerical training. We
were asking them all at once to put on
their hats and become solicitors—sales-
men, if you will. A considerable
mental overturning!

A pleasant dinner was arranged for
the night before the opening day. Jolly
music, no restraining presence of direc-
tors, and, after the outlining of the
campaign deuails, two strong inspira-
tional talks—these turned the trick.
The president aroused loyalty to the in-
stitution by pictures of its past and
future; and a district manager for one
of the large life insurance companies
talked stirringly on the ideals and the

Mr.
Mrs.

..........................................

possibilities that actuate a real busi-
ness-getter. The dinner was a success.

Maxine THE CALLs.

Next morning an adventurous pair or
trio started out from each office. The
author of the idea took with him one
whom he wished to show the game, and
tried to do this each succeeding morn-

ing with a different man or boy, taking
the branches in rotation. One or two
hours of work were done between 8.0
and 11 every morning, before the clear-
ance and lunch hours, and an hour or
two more in the afternoon, between two
and four o’clock. In the general run of
neighborhoods the lady of the house is
least busy and most likely to be at
home during these hours.

Our calls were upon all classes of
people, from those who dwell behind
broad piazzas and highly trained door-
maids to those who dwell behind an
iron lock and a little, snappy dog.

Each visitor was told to start at a
certain house and work certain streets,
one side of the street at a time, until
he must return to the bank. He was
armed with the latest financial state-
ment of the bank in pamphlet form—
perhaps fifteen of them—a dozen
copies of our bank organ, “Thrift,”
some circulars describing a savings
scheme which we call “The Steady
Savers’ Club” and some neatly printed
business cards bearing his name and
the bank’s, and last but not least, a
handful of statistical cards like this:

..........................................

..........................................

..........................................

After a few interviews one gets quite
expert at talking glibly, gathering in-
formation and marking the card all at
the same time. The name of the street
on which you are working goes in the
middle of the second line. This on the
top card only; the succeeding cards are
filled in with street name, name of the
branch office, and date, after returning
to the bank.
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FixE PoiNTs IN THE BusiNEss.

There are many fine points in the
business. When you have finished at
one front door and lifted your hat in
farewell, you stop to ask the lady who
her next door neighbor is. “I wonder
if we know them at the bank?” This
always gets the last name at least—
say MacAdams; often additional, vol-
unteered information as to thriftiness,
business connections, children and such.
Then you tip your hat again, stick
pencil and cards in your outside over-
coat pocket, march down the front
walk, along the street walk and turn
up the neighbor’s path. Never cut
across lawns from porch to porch. Ar-
rived at the bottom porch step, you run
up the whole flight and proceed rapidly
and importantly to the doorbell. You
ring (or knock) with appropriate im-
portance, and while waiting pull out
pencil and cards and write down “Mac-
Adams” and the house number, which
you have observed while running up the
steps. When the door opens in a
somewhat hostile or reluctant manner,
you, armed with the information recent-
ly gained, smile blandly and remark,
“Good morning, Mrs. MacAdams, I am
from the Garfield Bank, down at the
corner of, and-so-forth.” This sounds
at once neighborly and important.

It is wonderful how much, useful and
otherwise, you can learn in five min-

utes’ talk with some people on their
financial affairs. And with other peo-
ple, it’s equally wonderful how little.

As the interview draws to a close,
“By the way, what are Mr. MacAdams’
initials?” and you have it all—full
name, address and information. Then
you ask Mrs. MacAdams about her next
neighbor, and so on blithely up the
street.

Really, it’s good fun. A new expe-
rience at every house, a new personal-
ity to make a pleasant impression upon
for the good of your bank, and often
another possibility developed in the
way of new business.

CLErks BECOME INTERESTED.

Many of the clerks had to be bullied,
shamed, dragged into the work at the

start; but before the ten days were
gone, one branch was having a daily
argument as to who should be allowed
to go calling, and who must stay in;
another office pleaded to continue the
campaign just a couple of days longer,
to finish certain streets; and the gen-
eral vote all around was that calling is
more fun than bookkeeping.

By way of parenthesis, no campaign-
ing was allowed after the final day.
This for the sake of the indoor work,
also for the sake of the next campaign,
which must be looked upon as a short
and shining opportunity.

We had had two and a half days of
rain out of the eleven and also a Satur-
day and Sunday on which no campaign-
ing was done. Please bear this in mind
while reading the figures below.

Wuat tHE CARDS SHOWED.

Each man’s cards were kept separate
until the detailed reports of the branch,
man by man, had been compiled. Only
one man out of sixteen available did no
work. Here are the results:

Total calls made.............. 890
Total interviews obtained....... 672
Total cordial interviews........ 520—77%
Banking wholly with us........ 134—19%
Banking partly with us........ 62
Wholly with other banks....... 289—43%
Good follow-ups listed......... 249
Results, among others, deposits
Of ottt i $527.00

A Cuear ForM oF ADVERTISING.

When all the statistics had been care-
fully tabulated and reported, the
finance committee wisely rewarded the
five men who did the best work with cash
bonuses. These, with the cost of cards
and the campaign dinner, represented
an outlay of less than fifty dollars.
How can a bank get personal contact
between its employees and six hundred
and seventy-two households in its im-
mediate neighborhood more cheaply?

Tue Proor orF THE Pubping.

Or more effectively, either? For we
hasten to add that, although this was a
publicity campaign for making friends
and getting information, and not for
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direct results, nevertheless our books
showed, six months after the campaign,
one hundred and thirty-five new ac-
counts from those canvassed streets,
and $13,006.77 of new deposits.

This does not take into consideration
any old accounts that may have been
stimulated, and any new accounts opened
and closed within the six months, nor
the new business gotten during the cam-
paign itself. Therefore, it is fair to
attribute to the campaign $13,000 of
permanent new deposits, in the first six
months. And its good effects, far from
being exhausted, are continuing with
unabated flow.

In the next three months, from the
sixth to the ninth after the campaign,
eighty-four additional accounts were
opened from the canvassed streets, with
a total of $6,998.57 of deposits. Or,
for the nine months a total of two hun-
dred and nineteen accounts and $20,000
in deposits. This amount, with the
$527 of deposits obtained during the
campaign, represents an average of
$80.54 of new deposits for every inter-
view obtained!

So the influence of those ten days
will continue to work, in many dévious
channels; and in months and years to
come, when finacial fortune or mis-
fortune comes suddenly to one of those
people, the memory of a ten-minute
talk with a pleasant young man will
bring somebody straight to the bank
on the corner.

OtHER BENEFITS TOo THE BANK.

But the new business acquired in its
various departments was only half of
the benefit accruing to the bank. From
that time on we have had a solicitor at
every teller’s window and on every set
of books, ready and trained, whenever
the chance may arise, to make a new
friend or to influence the placing of a
new account. Our position as third
among the savings banks of Cleveland
in percentage of increase of deposits in
1911, in spite of a comparatively
meagre advertising budget for the year,
shows that this dual capacity in the
employees is no myth.

GETTING READY FOR ANOTHER CaAM-
PAIGN.

When the reports were all in, the
names and addresses were copied on
mailing-list cards, arranged alphabeti-
cally, and filed into the general adver-
tising mailing-list. Then the statistical
campaign cards were arranged, not
alphabetically, but by streets and house-
numbers, for use at the branches in lo-
cating people and getting information;
and also as the basis for another cam-
paign in the years to come, when it
shall be that district’s turn again.

In the summer that followed the
April campaign these names received
copies of “Thrift,” by reason of being
on the mailing-list. Aside from that no
follow-up work was done, except a few
calls by the cashiers and an occasional
letter to special individuals.

In the fall, when it was proposed to
repeat the experiment, the idea met no
such rough treatment as before. The
fact that seventy-seven per cent. of the
interviews had been cordial quieted the
fears, expressed before the April cam-
paign, that people might be annoyed;
might object to being interviewed on
money matters; or might think the bank
over-anxious for deposits and therefore
to be avoided.

We proposed, with the experience
gained from the first campaign, to raise
the percentage of cordial welcomes, and
we did. -

Again, it was something of an eve-
opener to those who were complacently
satisfied with our old average rate of
growth to find that right in the neigh-
borhood of our branches, after years of
banking service, only nineteen per cent.
of our neighbors were banking wholly
with us, while forty-three per cent.
were carrying deposits at other banks.

Most of this forty-three per cent.
was represented by depositors with
down-town banks, not at other suburban
banks or branches. Yet the Garfield
stands high in its community.

We say this, meaning that a similar
canvass would probably reveal similar
startling percentages in the district of
any suburban or branch bank.
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There are thousands of dollars of
legitimate deposits right in the neigh-
borhood, which can only be gotten by
going after them.

Tue SecoNp CAMPAIGN.

No preliminary dinner was held be-
fore the second campaign. We agreed
instead to have a dinner and experi-
ence-meeting afterwards. The cam-
paign was to run from October 18 to
28. On the 17th, an encouraging letter
was sent to each branch, telling the six
months’ results from the first cam-
paign, branch by branch, setting a goal
to reach, and scheduling the visits and
assistance of the officer in charge. The
" men and boys started out this time with
a fine good will and plenty of confi-
dence. Moreover, they went, in many
cases, with more of a purpose to get
actual results.

A blank savings pass-book and signa-
ture-card were added to the former
equipment, sometimes a nickeled home
savings bank, which could be left, upon
the deposit of a dollar.

New districts had been mapped out,
in most cases a continuation of the dis-
trict worked in April. The same hours
were observed for calling, it being our
observation that the best results were
obtained in the morning. More fine
points were added to our stock in trade.
For instance, in April a few knocks or
rings at the front door without response
would discourage us, and we would de-
part to the next house, leaving litera-
ture and business card under the door
or in the mail-box. Now, however, we
would advance upon the side door, or
even the kitchen door, and repeat the
summons. In scveral such cases the in-
mates’ reluctance was conquered and
really valuable follow-up possibilities
were obtained. Where it was impossi-
ble to get any response the plan was
for the solicitor to fill out a card with
the name (derived from the letter-box
or from questioning neighbors) and the
address, mark it “not in,” and call
there again next day. At least that
house would get upon the mailing-list.
Owing to these more thorough tactics,
and our increasing ability to handle a

conversation to good advantage, the
length of the calls somewhat increased
and the rate per hour was reduced from
fifteen to about ten. We had one more
day of good weather than in April, and
two more men working. The results
this time were:

Total calls made............. 1,527
Total interviews obtained..... 1,118
Total cordial interviews...... 927—83%
Banking wholly with us...... 257—28%
Banking partly with us...... 63— 5%
Wholly with other banks..... 523—46%
Good follow-ups listed....... 339
Results, among others, new ac-

counts .................. 15

We had almost doubled the number
of calls in ten days, although the visits
had grown slightly longer. We had
raised the percentage of cordial recep-
tions six points. The immediate re-
sults, again, were not very great; but
we are sure that when the man of the
house came home our visits were favor-
ably commented upon at least once, in
almost a thousand homes.

Again on mailing-list cards the names
and addresses were copied for the bene-
fit of the advertising files. Then the
campaign cards were filed by streets,
with those of April, for statistical ref-
erence. Later, in the last week of De-
cember, the officer in charge wrote to
the branch cashiers, suggesting that
they look through these campaign cards
for cases where an account might be
transferred on January first (without
the loss of interest) from some distant
bank to ours. He enclosed a form let-
ter which the cashiers could use for this
purpose, to be modified to fit each case.
Again in January he sent out four more
form letters to be used with modifica-
tions in following up possibilities of
loans, ‘“‘Steady Saver” memberships,
safe-deposit rentals or real estate trans-
actions. ‘“Thrift” also has gone to our
new friends as a bi-monthly reminder
that they are not forgotten.
DerosiTs AND New
AccounTs.

REsuLTs IN

Three months after the second cam-
paign it was found that. from the
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streets canvassed then our books show
ninety-nine new accounts, amounting to
$6,820.41. This made a grand total
from the districts of both campaigns,
nine months after the first and three
months after the second, of three hun-
dred and thirty-six new accounts,
amounting to $27,397.75.

As stated before, we cannot prove
that all of this growth can be directly
ascribed to the campaigns. But we
have disregarded so much other good
done (for example, to accounts already
open) that it seems fair to credit the
campaign with most of it.

EpucaTioN 1IN REGARD To THE BANK’s
SERVICE.

One of the great benefits to the bank
resulting from such canvasses as these,
and which cannot be measured in dol-
lars or accounts, is the education of the
people in regard to a bank’s services.
In the hundreds of short talks held, a
great many misunderstandings were set
right and much new knowledge im-
parted which must necessarily result in
increased use of the bank’s protection
and assistance. The solicitors were
often warned not to do all the talking,
but to get the people to state their
views and ask questions.

Resoicine Over Work WeLL Done.

The experience meeting which fol-
lowed the second campaign was in the
form of a free-and-easy stag dinner,
after which came a few serious remarks
and the presentation of cash prizes to
the best workers. Then the entertain-
ment took the form of amateur vaude-
ville, gotten up by the main office em-
ployees. It was great fun. The even-
ing left everybody satisfied and happy,
both with his work and his play.

No PATENT oN THE PLAN.

This is the story of our experiment
and of its success thus far. Possibly
other banks have tried the same experi-
ment. We have not heard of them.
Possibly improvements can be made
upon our scheme. One, we think (in
this climate at any rate) might be to
hold the spring canvass in May instead
of April. Other improvements we will
welcome.  Business-getters must be
adaptable.

At any rate, the whole scheme is be-
fore you in all its details, without res-
ervation or royalty, entirely at the dis-
posal—with our good wishes—of any
who will be so “unprofessional” as to
make trial of it.

TAKING NO CHANCES

EORGE H. PECK, says the “Pop-
ular Magazine,” takes no stock in
frenzied finance, neither does he be-
lieve in running unnecessary risks. He
is rich, prudent and wise. He was sit-
ting in his office one day when a young
man, full of optimism and ideas, rushed
in with this proposition:

“Mr. Peck, if you will lend me
$1,000, I know how we can make a lot
of money. The thing is a cinch, and
we can’t lose. It's like taking money
from a child.”

Mr. Peck refused to be carried away
by enthusiasm.

“How much money do we need to put

this deal over?” he asked in a calm, ju-
dicial tone.

“I tell you,” said the young man, ‘“‘we
must have a thousand dollars.”

“How much will we make,” pursued
Peck, still cautious.

“Two hundred dollars, $100 for you
and $100 for me.”

“Wait a minute,” concluded the older
man, and went back to his safe, from
which he took a roll of money that
looked big enough to cut a dash in Wall
street.

“Here, my son,” he said kindly, “is
$100. We will consider that we have
made this deal and it has been a glit-
tering success. You make your hun-
dred and I save nine hundred.”



BUILDING UP .BUSINESS

XCELLENT practical suggestions
for increasing business are con-
tained in an article on “Deposit Build-
ing and Bank Advertising,” recently
contributed to “The Spectator” by Alex-
ander Dunbar, cashier Exchange Na-
tional Bank, Pittsburgh. He says, in
part:

“Advertising is not the first question
to be considered, by any means, as it is
not only an expensive practice, but the
results are frequently disappointing.

*“This, however, is not the fault of
advertising so much as the policy of the
advertiser. Let it be understood, there-
fore, that it is not my intention to con-
demn bank advertising, but merely to
show how the advertising question
should be made only a part of a busi-
ness-getting policy, should be carefully
studied and a definite line of action
established, before any money is ex-
pended.

SELEcTION OoF EMPLOYEES.

“Too much emphasis cannot be placed
upon the importance of the selection
of employees to meet and serve the
customers. This matter should have
the banker’s first attention. For ex-
ample, the tellers should be trained to
work facing their windows, and taught
to serve customers immediately, without
waiting to finish any other inside duty.
There is nothing more exasperating to
a customer than to be compelled to wait
at a window until a teller finishes a con-
versation over the telephone, or with
another employee, about an unimport-
ant matter. It is good service to the
public that counts more than any other
thing in securing new business and
keeping old customers. Do not make
the mistake to tolerate slowness or in-
efficiency upon the part of any employee
in serving customers, even if you have
to remove the employee in order to
gain the service. Service is vitally im-
portant to the success of deposit build-

ing.

CHARACTER AND PERsSONALITY.

“To my mind, there are three things
that go to make up a first class bank
employee: (1st) Unimpeachable char-
acter; (2nd) Genial personality; (3rd)
Ability.

“Of these three things, the first two
strike me as being most important, and
I would rather select a clerk with a
majority of his make-up in character
and genial personality than one of
unusual ability but lacking in the other
two qualifications. The general pub-
lic usually cares little for more than
average ability, as too much ability
often carries with it oddities which
breed unpopularity.

Keep THE BaNK IN Goop ORDER.

“The next important matter, it seems
to me, is the janitor service of the
bank. Your bank should always pre-
sent its best appearance to customers,
and, above all, be cleanly and orderly
at all times. From the cashier’s desk
down, everything should be in order,
and all old books, papers and unneces-
sary documents removed from sight.
If you keep your bank orderly, your
customers will have more faith in the
safety of their deposits, as they have a
right to judge that your books and files
are kept in exactly the same condition.
These things seem small but they count
much more than one thinks.

Must NoT ARGUE.

“The next important thing is to never
allow your employees to argue with a
customer. Should there be a misun-
derstanding, the officers are the best
persons to handle the matter, and the
clerks should be instructed to refer the
customer to an officer. The average
person is more willing to listen to an
officer than a clerk, and the officer is
therefore in better position to adjust
the matter.

“One of the best ways to teach em-

15
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ployees the art of properly caring for
customers is by having the officers set
a good example. Employees are quick
to adopt the ways of an officer, and you
cannot be too careful upon this point.

MoNnTHLY MEETINGS.

“A meeting of the employees of a
bank, with its active officers, at least
once a month, is strongly commended,
at which times employees can be told
the advantages of polite treatment to
customers, and consider other matters
of general interest to the bank. Sug-
gestions should be solicited from em-
ployees at such meetings, looking to-
ward the improvement of the service.
These suggestions should be given care-
ful consideration, and subsequently
adopted, if considered wise. It will be
astonishing to find how many splendid
suggestions are made, from time to
time, by employees.

Room For LaAbpiEs.

“Probably the best advertising me-
dium a bank can have is the voice of a
satisfied depositor, and good service
will bring favorable comment from all
customers served, especially women de-
positors. Satisfied women depositors
are better advertisers than men, as the
average man will voice his satisfaction
in a very few words, while a woman
will talk half an hour on the same sub-
ject, and usually at a time when a
number of ladies are present. For this
reason, a comfortable ladies’ room
should be arranged, by every bank,
where ladies can make appointments or
use the telephone. The latest maga-
zines and fashion books should be kept
on the table for their use.

ADVERTISING.

“Each advertisement should empha-
size but one important thing, leaving
other things to be said later. In my
opinion a bank advertisement should
not appear daily, and not twice alike,
because it becomes too common, and
therefore awakens no comment. I would
strongly recommend six times the space

each sixth day, rather than one-sixth
of the space daily. Do not copy other
‘ads.” Say something about your bank
in your own language, but avoid any-
thing sensational or cheap. Be brief.
Maintain the dignity of your institu-
tion, and always remember that it is
not the ‘ad.’ that gets the business, but
vour personal effort afterward.

SeEExkiNG New CUSTOMERS.

“Now, vou inquire what do I mean
by personal effort? Simply to get in
personal touch with all prospective cus-
tomers, and be careful not to neglect
your present depositors. This can best
be done by making a list outlining a
number of names of persons whom you
would like to see transact financial busi-
ness with your bank, and place such
names in a pocket memorandum book.
Set aside thirty minutes each day for
calling upon such persons, marking the
list in the memorandum book, to show
the prospects in each case. The first
call, of course, should simply serve to
get acquainted with the prospective
customer and, before leaving, extend a
personal invitation to visit your bank.
If you succeed in getting him inside
your institution, and if your clerks are
smiling and attentive, you have every
chance in the world to get business,
particularly if the surrounding banks
are not delivering the same service. No
prospective customer should be called
upon until after you have looked him
up carefully and feel sure your board
would be willing to extend him such
credit as he would probably need in
his particular line. Strictly avoid com-
peting for business by offering higher
rates of interest.

AND Directors Can
HeLp.

STOCKHOLDERS

“You should call to see your stock-
holders periodically, and get them in-
terested in bringing the bank to the
attention of their acquaintances. In
addition, you might secure from them
a list of such acquaintances, to be
called upon later by you.

“Directors, as a rule, are very busy
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with their personal affairs, but if the
officers take time to map out the vari-
ous channels, where the different direc-
tors have influence, they will find it
easy to get them to do the rest. It is
lack of thought more than lack of de-
sire that often makes a director of not
much use in building up bank deposits.

“The officers of the bank, of course,
must exercise discretion and good taste
in going after business, through per-

a Cu iy
sonal effort, but it will be found most
effective if properly handled. Nothing
permanent or worth while these days
can be gained, except by personal sac-
rifice, or personal effort, and each day
it is becoming more true in all lines of
business, including banking. All am-
bitious bankers should, therefore, enter
active service as soon as possible, in
order to get that much of a lead on
their competitors.”

WHAT BANKERS ARE SAYING

Well-matured views of bankers and other financial men are tersely
expressed in the subjoined extracts, taken from addresses at bankers’ con-

ventions and from other sources.

BANKING CONCENTRATION
AND CONTROL

By Hon. Franklin MacVeagh, Secre-
tary of the Treasury

O far I do not believe there is much
important concentration of bank-

ing control outside of New York. It
has not had time to extend itself seri-
ously. There is no New York control,
for example, in Chicago. Some of the
New York capitalists own some shares
in Chicago banks, but, so far as I
know, there has not been any attempt
up to this time on the part of New
York to control any bank in Chicago.
But a few years ago the banks in New
York were independent of each other
and doubtless to a large extent they
are so still. It was, however, a neces-
sity growing out of the panic of 1907
to have a greater unity of banking
power than then existed; and the tem-
porary control which then grew up to
tide the banking world over a terrific
crisis seemed to teach the great bank-
ing powers the general need of greater
codperation and concentration. And I
was scarcely surprised to be told, not
very long ago, that some of the strong
men of New York felt that any more

monetary legislation was wholly un-
necessary—because they could them-
selves handle all the difficulties grow-
ing out of our system. Nor have I any
doubt in the world that that point of
view was consciously patriotic. Of
course, such a view takes very little
into account, and it is based upon a
misconception of the national aspira-
tions and sentiments. But it is wholly
honest.

INTEREST ON DEPOSITS

By Edward S. Pierson, President
Greenville Banking and Trust Co.,
Jersey City, N. J.

BANK which does not possess the
invaluable asset of confidence

must bid high for deposits, and having
bid a high rate for the same must nec-
essarily take somewhat greater risk in
loaning money in order to secure a rate
of interest which will permit of making
a profit. The greatest mistakes that a
banker makes with respect to the wise
choice of loans is when he has on hand,
lying idle, a large amount of money
on which he is paying interest, and the
higher the rate he is paying for the
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money the greater the temptation to
get it out on loans when perhaps the
market for money is such that it is al-
most impossible to secure good loans
at a fair rate of interest. The weak
timbers that are so apparent in some
banking structures in times of panic
and distrust are most often put into
those structures in what are termed
“good times” and when money is very
plentiful.
the intelligence of my hearers to fur-
ther argue that there are evil tenden-
cies to payment of excessive rates of
interest on deposits, and while to a cer-
tain extent the rate of interest that a
banker can safely pay is determined
by the average conditions of character
of account, expense of management and
average rate of interest on loans that
pertain to his particular institution, or
obtain in his locality, nevertheless there
are certain limits and restrictions which
should be established and maintained
generally by the banking institutions
in any State or certain section of the

country.

COMMMERCIAL PAPER AS AN
INVESTMENT

By J. Herbert Case, Vice-President
Franklin Trust Co., Brooklyn, N. Y.

HE commercial paper market should
and does provide for the banker

a means of making short time invest-
ments of a specific but flexible nature
and the banker buying such paper,
having carefully gone into the matter
as he should, has the consciousness that
the funds so employed are to be con-
verted by the borrower into assets of
an absolutely liquid character. In the
case of a merchant, into new stock for
the current season’s business; in the
case of a manufacturer, into materials
which are worked into finished product.
In each instance: this merchandise in
turn becomes accounts or bills receiv-
able and eventually once more the cash
with which the maker is enabled to
meet the obligation as it matures. Long
experience has shown that the banker

It would be a reflection on-

investing a portion of his funds in this
class of paper—assuming of course dis-
cretion is used in the selection of names
—has in his portfolio a real liquid
asset, which, even in times of greatest
stress, is naturally and automatically
converted into cash, affording him the
comforting assurance that he can de-
pend upon this. as a positive source of
funds with which to meet even the ex-
traordinary demands of his depositors
at short notice.

DEVELOPMENT OF CALIFORNIA .

By Stoddard Jess, President California
Bankers’ Association, President Los
Angeles Clearing-House Associ-
ation, Vice-President First
National Bank, Los
Angeles

HE development that has taken
place in California since the for-
mation of this association has been
phenomenal, and the expansion of the
business of banking has kept pace with
the development in other lines.

In 1891 there were only 246 banks
of all kinds in the State, with total
deposits of $238,678,784.73; and to-
day we have 782 banks with total de-
posits of $769,926,108.92,—an increase
of three hundred per cent. in number,
and three hundred and twenty-two per
cent. in amount of deposits.

While the progress shown is great,
California has only begun to develop.
The influence of our favorable climatic
conditions and our varied products,
which make for health and happiness,
has called the attention of the world
to us, and is only beginning to be felt.

The effect of the opening of the
Panama Canal on the future of Cali-
fornia cannot be over-estimated. Dis-
tribution of products has ever been one
of the world’s greatest problems, and
the cost of transportation has been and
is one of industry‘s severest handicaps.

With the market for its products so
far removed, the cost of transporta-
tion has been a hea y charge on the
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industries of California. With the open-
ing of the Panama Canal this will be
changed in a marked degree. Cali-
fornia will be brought over nature’s
great highway thousands of miles
nearer -our Eastern seaboard and the
countries of Europe, and as a result,
transportation charges will be reduced
from one-half to two-thirds. Direct
connection with the countries of the
south of Europe will bring many to
labor in our orchards and vineyards,
and tend to solve our labor problem.

BANKERS BROADENING OUT

By William H. Doyle, President Ari-
zona Bankers’ Association, Assistant
Cashier The Bank of Arizona,
Prescott, Arizona

T“"ENTY years ago, one of the

foremost bankers of the State of
New York told me that the mind of
the average banker traveled in a groove
no wider than the blade of a knife;
and, looking back to that time, I be-
lieve he spoke the truth; for, too often
the world of the city banker was
bounded by the four walls of his in-
stitution, and he made little or no ef-
fort to cultivate his country correspon-
dent. If he met him at all, it was on
one of the country banker’s periodical
visits to the city and never in his own
environment.

But conditions and ethics of banking
have changed and to-day we find more
cordial relations and a better under-
standing existing between the metro-
politan and interior bankers, which
have been brought about, largely,
through the influence of the State as-
sociations, whose annual sessions, as
well as those of neighboring States,
furnished the opportunity of getting
together at least once a year to renew
and extend acquaintanceships and cul-
tivate that good will which, though
poor collateral, is a mighty factor in
facilitating the handling of business.

THE PROMOTER AND THE
BANKER

By E. S. Wangenheim, President Bank

of Newman, Newman, Cal.

THE banker’s relation to the pro-
moter is perfectly clear and plain.
There is no middle way. The banker
must act as the protector of the
finances of his section and must use his
every endeavor to prevent the people
from being fleeced when approached
upon these promotion propositions; he
must look into it very carefully, inquire
into its every feature and under no
circumstances, even accept an account
from anything that does not look abso-
lutely straight and above board.

He must discourage the purchase of
stock by anyone asking him about it,
unless absolutely convinced of the
merit of the proposition. He must so
inform the stock salesman, and must
give him to understand that he will not
be a party to his schemes. Let the
other fellow do it, and when the in-
evitable collapse comes, you stand out
as an example of probity and financial
acumen.

TRAINING FOR THE PRACTICE
OF THRIFT

By Frank C. Mortimer, Cashier First
National Bank, Berkeley, Cal.

ONE of the most glaring defects of
our present educational system
considered as a means of preparation
for life’s work is the lack of any gen-
eral and systematic training in the
practice of thrift. For a people as
practical as we are the omission of any
such provision is significant. It points
to the fact that our boundless natural
resources and the countless opportuni-
ties for making money have lulled us
into a false security. The future
seemed so assured it appeared hardly
worth while to stint ourselves in the
present.

But this is the gambler’s attitude to-
ward life, and education, drawing upon
the wisdom of experience, should fur-
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nish the corrective. Experience teaches
that success in life depends not so much
upon the ability to make money as on
the ability to save it.

But in educating our children we
seem to go upon the assumption that
the very reverse of this is true. Or do
we go upon the assumption that chil-
dren who have spent the most impres-
sionable part of their lives in careless
disregard of thrift will suddenly, and,
as it were, overnight, become frugal
and provident? If so we are making a
grave mistake. Thrift does not come
at our beck and call, nor can it be
slipped on or off like an old coat. It
is established by practice rather than
by theory, by example rather than
precept.

Thrift, to become a fixed habit must
be practiced with regularity and be
given an opportunity for exercise over
an appreciable length of time. And
unless it becomes fixed as a habit it is
of comparatively little value. Spas-
modic saving followed by spasmodic
extravagance makes for ruin as surely
as does habitual improvidence.

Great as is the value of thrift from
the point of view of economics yet its
value is not limited wholly to that field.
The training afforded by its practice
calls for the exercise of qualities that
are predominantly moral in their char-
acter. Thrift means self-control. It
means self-mastery. It means that we
must learn to forego immediate pleas-
ure for the sake of some more distant
good.

This is perhaps the most difficult
lesson that life has to teach. And the
boy who has learned to deny himself
the trinket, that tempts from the shop
window, in order that he may later
achieve an end more difficult of realiza-
tion has accomplished more in the for-
mation of character than is ecasily meas-
urable. The thing to be borne in mind
therefore is that thrift prompts to in-
dustry and encourages self-reliance.

The prevailing spirit of social un-
rest engendered in modern mental and
physical conditions and which appears
to be gaining marked headway, could
be partially moderated if the earning

power of money was better understood
by all classes. Our children and our
children’s children should be taught
that what they earn and save is theirs,
and that what their money earns is
theirs. Their thoughts should be di-
verted from the channel which contem-
plates the acquirement of wealth in any
other manner.

CROSSED CHECKS

By R. M. Welch, Fice-President, Sav-
ings Union Bank and Trust
Company of San Francisco

DEPOSITORS [in English banks],

to protect themselves against their
checks falling into the hands of and
being collected by persons other than
those for whom they are intended, re-
sort to what is termed “crossing”: Two
parallel lines are drawn diagonally
across the face of the check, and this
is notice that the check is to be paid
only to a banker who has undertaken
to collect it for the payvee, who is per-
sonally known to him. This in effect is
a guarantee that the proceeds of the
check will be rcceived by the person
entitled thereto. This is termed a
“general crossing.”

When it is desired that a check shall
be collected only through a certain
bank, the name of that bank is written
between the two parallel lines and the
check is said to be “specially crossed.”

PERSONALITY AS AN ASSET IN
BANKING

By Wm. H. Wallace, Vice-President
Euxchange National Bank, Long
Beach, Cal.

ELF-CONFIDENCE in a banker
of course is as necessary as for a
man in any other line of business.
Confidence in one’s self. Confidence
in his institution. Confidence begets
confidence. Egotism, the “swell-head,”
and an air of superiority does not fig-
ure here. These traits in a_man in-
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variably repulse a customer. The auto-
crat may wonder in these days of keen
competition why the new' banker in
town gets the business.

There probably is no other line of
business where personal friendship
counts for so much as in banking. The
merchant may ‘“‘cut prices” and draw
trade. The butcher keeps on selling

his meats regardless of the continual
advance in the price of this commodity,
because meat, apparently, the world
must have. But the banker deals in
money, the same hard gold and filthy
paper the United States over. What
has he to offer, then, that will attract
business and hold it? His personal
attention.

BANKING AND COMMERCIAL LAW

Conducted by John J. Crawford, Esq., Author Uniform Negotiable Instruments Act

RECENT DECISIONS OF INTEREST TO BANKERS

DIRECTORS

LIABILITY — FALSE STATEMENT — PUR-
CHASER OF STOCK.

Supreme Court of the United. States, March
18, 1912.

THOMAS US. TAYLOR.

The directors of a national bank included
in a report of its condition assets which the
Comptroller of the Currency had diregted
to be collected or charged off, and relying
upon such report the plaintiff bought stock
in the bank, upon which he had afterwards
to pay an assessment. Fleld, that the direc-
tors signing such report were liable to the
plaintiff for the loss incurred by him.

IN error to the Supreme Court of

New York.

This action was brought against three
of the directors of the Citizens Na-
tional Bank of Saratoga Springs for
attesting a false report of the condi-
tion of that bank, whereby the plaintiff
was deceived and induced to purchase
thirty shares of the stock of the bank
at par, which the stock would have
been worth if the report had been true;
but because the capital stock was, in
fact, impaired, the plaintiff was com-
pelled to pay an assessment of 100 per
cent. upon the stock so purchased by
him.

Prior to March 1, 1904, the Comp-
troller of the Currency informed the
directors of the bank by letter that cer-
tain specified assets, amounting to

$£194,107.02, must be regarded as doubt-
ful, and that immediate steps should be
taken for their collection or removal
from the bank. Of such letter the de-
fendants had knowledge. On April 8,
1904, pursuant to a call of the Comp-
troller, a report of the condition of the
bank at the close of business on March
28, 1904, made in regular form, verified
by the cashier of the bank, and attested
to be correct by each of the defendants,
was published as required by law. In
such report were included as a part of
the resources of the bank the doubtful
assets to which the attention of the de-
fendants had been called by the Comp-
troller. The report also stated that the
capital stock of the bank was $100,-
000; that there was a surplus of $350,-
000; and that there were undivided
profits of $13,456.75. This published
report was not seen by plaintiff, but its
contents were communicated to him, and
relying on the same, he purchased, in
the early part of June, 1904, thirty
shares of the stock of said bank for the
sum of $4,800. On June 27, 1904, the
bank received notice from the Comp-
troller that its capital had become
totally impaired, and that the same
must be supplied by assessment upon
the stockholders. Immediately there-
after such assessment was ordered, and
the plaintiff paid $3,000 on account of
the stock he had recently purchased.
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McKEeNNa, J. (omitting part of the
opinion): It is [contended] that the
statement was not voluntary, having
been made under the command of the
national banking act, and therefore an
element of the action of deceit is want-
ing; and that such act requires “‘proof
of something more than mere negli-
gence and recklessness; nothing short
of an intentional violation will suffice.”

Yates vs. Jones Nat. Bank and other
cases are cited to support the conten-
tion. The contention goes beyond what
was said in Yates vs. Jones Nat. Bank.
The language there is “that where by
law a responsibility is made to arise
from the violation of a statute know-
ingly, proof of something more than
negligence is required,—that is, that
the violation must in effect be inten-
tional.” Not, therefore, that as a con-
dition of liability there should be proof
of something more than recklessness,—
not that there should be an intentional
violation,—but a violation “in effect”
intentional.

There is “in effect” an intentional
violation of a statute when one delib-
erately refuses to examine that which
it is his duty to examine. And such
was the conduct of plaintiffs in error in
this case. They had notice from the
Comptroller of the Currency that $194,-
000 of the items counted as assets of
the bank were doubtful and should be
collected or charged off. This “was a
direct warning to them,” as the trial
court said, “by the bank.”

The plaintiffs in error, indeed, are
quite at pains to show that representa-
tion, to be actionable for deceit, must
not only be false, but must be known
to be false. In other words, to quote
from their brief, “To sustain an action
for deceit, not only falsity but knowl-
edge of falsity of representation must
be shown”; and for this New York
cases are cited. In another part of
their argument they say actual knowl-
edge is not necessary, but that the ac-
tion may be supported if reckless inat-
tention has made the injury possible.

NATIONAL BANK

POWERS—ACTING AS TRUSTEE—ASSIGN-
MENT OF JUDGMENT TO.

Supreme Court of the United States, Feb.
19, 1912.

WILLIAM MILLER VS, WILL R. KING.

Substituted for the First National Bank of
Fayette, Idaho.

While a national bank may not act as a
technical trustee and hold land for the bene-
fit of another, vet, in virtue of the authority
to “exercise all such incidental powers as
shall be necessary to carry on the business
of banking,” it may act as a fiduciary and
occupy a trust relation in matters connected
with that business.

It has power to take an assignment of
a judgment for the purpose of collecting
the money thereon and holding the same
on deposit to the credit of the owner of
the judgment.

N error to the Supreme Court of
Oregon.

A man named Helmick received a
judgment against one Porter, and this
judgment was assigned by Helmick to
the First National Bank of Fayette,
Idaho, which executed an instrument
reciting that it would hold any money
collected subject to the order of Hel-
mtck. At the time of making the as-
signment, Helmick gave verbal instruc-
tions to pay part of the money when
collected to Lauer. The bank placed
the judgment in the hands of Miller,
who collected the money, and, claiming
to act as attorney for Helmick, paid
over the proceeds to the Moss Mercan-
tile Company, which asserted that the
cause of action had been transferred to
it prior to the rendition of the judg-
ment. The contention of the plaintiff
in error was that a national bank could
not act as trustee of an express trust,
so as to be able to institute and main-
tain a suit under the statute of Oregon,
which provides that the trustee of an
express trust may sue without joining
the person for whose interest the action
is prosecuted.

Lamar, J. (omitting part of the
opinion): A national bank cannot act
as a technical trustee and hold land for
the benefit of third persons. It cannot,
for example, act as trustee under a rail-
road mortgage, nor take title to prop-
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erty to be held for the life of the
grantor, with remainder to his children.
Every such transaction would be void-

able at the instance of the government.’

(Kerfoot vs. Farmers’ & M. Bank, 218
U. S. 281.)

But under Revised Statutes § 5136,
“it may exercise all such incidental
powers as shall be necessary to carry
on banking,” and it may therefore act
as a fiduciary and occupy a trust rela-
tion in matters connected with that
business. It may do those acts and oc-
cupy those relations which are usual or
necessary in making collections of com-
mercial paper and other evidences of
debt. It is both usual and proper for
the legal title to negotiable instruments
to be vested in a bank by mere indorse-
ment for purposes of collection, hold-
ing the proceeds as the indorser directs.
There is no difference in law if the title
is conveyed by a lengthier and more
formal instrument. In both cases the
bank takes the legal title for the pur-
pose of demand and collection. In a
proper case, there is no reason why it
might not go further and institute suit
thereon in its own name for the recov-
ery of what may be due. If the trans-
fer was made, or the suit was being
maintained, for purposes not authorized
by the charter of the bank, and if the
defendant was in a position where his
rights were prejudiced thereby, it would
be incumbent on him to raise that de-
fense at the outset of the litigation, or
as soon as he learned that fact.

In this case the assignment was made
in order that the bank might collect
the money, pay part to Lauer, and, in
effect, hold the balance on deposit to
the credit of Helmick. The judgment
was not transferred to the bank for the
mere purpose of enabling it to bring
suit in its own name. At the time of
the transfer no suit was contemplated,
and, indeed, none was necessary, be-
cause the money was immediately paid
by Porter. Suit only became necessary
when the amount collected by Miller
was later improperly paid over by him
to the Moss Mercantile Company.
There was nothing in this transaction
which was so disconnected with the

banking business as to make it in viola-
tion of Rev. Stat. § 5186, even if the
defendant could raise such question.
(Kerfoot vs. Farmers’ & M. Bank,
supra.) The laws of Oregon permitted
an action to be maintained by the bank
in its own name. There is no Federal
question before us which authorizes a
reversal, and the judgment is affirmed.

BANK MANAGER

NOTE—WHEN BANK
BOUND.

Court of Errors and Appeals of New Jersey.
BODINE VS. BERG ET AL. )

When the general manager of a bank ac-
cepts for the bank a promissory note, pay-
abYe to its order, with surety, in the place of
one then held without surety, and as a part
of the transaction of acceptance alters the
date of the new note to correspond with
that of the note surrendered, the bank is
chargeable with the act of its officer as one
done in the course of the business of the
bank by a general agent; and it cannot, as
to non-consenting obligors, rely upon the
altered note as evidence of the indebtedness,
and at the same time disavow the act of its
officer and agent, and claim his action to be
that of a stranger, or beyond his authority.

The bank is chargeable with the general
manager’s knowledge of the fact that it
holds a note which has been altered by its
general manager; and if, with this knowl-
edge, it accepts payments on account of the
note, and subsequently assigns the note as
altered, such acts amount to a ratification
of the act of the manager in altering the
note,

ALTERATION OF

HIS was an action upon two prom-

issory notes. The facts and

points decided are stated in the official
syllabus above.

BANK BUILDING

ERECTION OF NEW BUILDING—INJUNC-
TION.

Supreme Court of the United States,
March 11, 1912.

LEWIS P. WINGERT VS. FIRST NATIONAL BANK
OF HAGERSTOWN.

In the absence of bad faith, the court will
not revise the judgment of the majority of
the directors of a national bank on a ques-
tion of policy.
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A national bank may lawfully turn its
building to the best account by adding
upper stories to let as offices.

HIS was a bill to restrain a na-
tional bank, its directors and a
contractor employed by them, from
pulling down the bank building and
erecting a six-story building in its place
—the first floor to be used for bank-
ing purposes, the other floors to be let
for offices. The plaintif was a holder
of stock in the bank, and alleged that
the intended construction was ultra
vires and commercially unwise. The
circuit court dismissed the bill on the
ground that, in the absence of bad
faith, it would not revise the judgment
of the majority of the directors on the
question of policy, and that a national
bank lawfully might turn its building
to the best account by adding upper
stories for offices to let. The circuit
court of appeals affirmed the decree on
the opinion below. Pending the litiga-
tion the new structure was finished. The
supreme court held that as the case
was not one in which the bill could be
retained for the assessment of damages
the bill was dismissed.

STOCKHOLDERS
LIABILITY—FOR WHAT DEBTS—DE-
POSITORS.

Supreme Court of South Carolina, March 27,
1912.

J. H. WILKES ET AL V8. ARTHUR ET AL.

The holders of certificates of deposit are
depositors within the meaning of the pro-
visions of the constitution of South Caro-
lina, providing that stockholders of banks
shall be liable to depositors in a sum equal
to the amount of their stock over and above
its full value.

THIS was an action against certain

persons as stockholders of the
Peoples Bank, an insolvent corporation,
which had been doing business at Union,

S. C.

Gary, C.J. (omitting part of the
opinion): The next question that will
be considered is whether his honor the
circuit judge erred in ruling that the

holders of time certificates were de-
positors of said bank within the mean-
ing of the Constitution and statutes,
making stockholders liable to depositors
of banks. Section 18, art. 9, of the
Constitution, is as follows: “The stock-
holders of all insolvent corporations
shall be individually liable to the credit-
ors thereof, only to the extent of the
amount remaining due to the corpora-
tion, upon the stock owned by them:
Provided, that stockholders in banks or
banking institutions shall be liable to
depositors therein, in a sum equal in
amount to their stock, over and above
the face value of the same.” The
framers of the Constitution did not
contemplate fine-spun distinctions be-
tween those depositing money in the
bank, subject to draft, and those re-
ceiving time certificates for their de-
posits; nor the characteristics of a cer-
tificate of deposit and those of a prom-
issory note. It makes no difference
how much similarity there may be be-
tween a time certificate of deposit and
a promissory note, it does not prevent
the person receiving the certificate of
deposit from still occupying the rela-
tion of a depositor. No authority has
been cited, and we do not believe any
can be found, sustaining the proposi-
tion that a party depositing money in
a bank in the usual course of business,
and accepting a time certificate, is not
to be regarded as a depositor.

SAVINGS BANK
NOTICE TO DEPOSITORS—FOREIGNERS.

Supreme Court of Errors of Connecticut,
March 7, 1912.

DININI VS. MECHANICS' SAVINGS BANK OF WIN-
STED.

A savings bank depositor, by accepting
and using a deposit book containing a state-
ment on the cover requiring him to carefully
read and preserve the book and give imme-
diate notice of its loss, and containing
printed by-laws, is presumed to know its
contents, and impliedly contracts to make
his deposits according to such regulations,
even though he be a foreigner, unfamiliar
with our laws and language.
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A rule of a savings bank, exempting it
from liability for fraud practiced upon it in
withdrawal of money on forged signatures,
does not relieve the bank from its duty to
use reasonable care to prevent payments to
the wrong person.

RORABACK, J. (omitting part of

the opinion): The plaintiff, by
accepting from the bank and using, as
he did, the deposit book in question,
with the by-laws printed therein, is
presumed to know their contents, and
impliedly contracted to make his de-
posits according to their terms. (Chase
vs. Waterbury Savings Bank, 77 Conn.
295, 299, 300; Donlan vs. Provident
Institution for Savings, 127 Mass. 183.)
Counsel for the plaintiff in his brief
and in his argument contended that his
client was a foreigner, unfamiliar with
our laws and language; and that the
rules of the defendant bank should not
be allowed to operate as any defense
for the payment of his money to a
stranger, without proof that specific
notice of such rules had been given
him.

Savings banks are obliged to deal
with a large number of depositors, most
of whom are strangers to its officers.
They are unable to identify their de-
positors personally, and sometimes there
is danger of collusion by the payment
of forged orders, apparently genuine,
accompanied by the deposit book. These
rules are made for the benefit of the
common fund of the bank in which
every depositor has an interest. The
fact that the plaintiff in this case was
a foreigner, who may have been un-
familiar with our laws and language,
does not control the presumption that
he had knowledge of the rules of the
bank. (Donlan vs. Provident Institu-
tion for Savings, 127 Mass. 183.) But
the rules of the bank printed in its
passbook, relieving it from liability
from any fraud practiced upon it in
withdrawing money by means of forged
signatures, do not relieve the bank from
its duty of exercising reasonable care
to prevent payments to the wrong per-
son. (Chase vs. Waterbury Savings
Bank, 77 Conn. 295, 300, 301.)

NATIONAL BANK

PURCHASE OF STOCK—POWERS OF
CASHIER—POWER TO SELL STOCK.

Supreme Court of California, March 2, 1912.

MCBOYLE ET AL VS, UNION NATIONAL BANK

ET AL.

Generally speaking, the cashier of a bank
has greater inherent power than any other
corporate officer.

While a national bank may not deal in
stocks, it may take them to satisfy a dis-
puted or doubtful claim or under foreclos-
ure of a pledge.

Under a by-law authorizing the cashier to
do “whatever may be necessary in the man-
agement of the business of the bank,” he
may sell stocks which have been pledged to
the bank and bought in by it.

THIS action was brought to recover

the value of certain stock which
the bank had taken as collateral se-
curity, and which was afterwards sold
by the cashier.

Per curiam:

“Various points are raised, but we
think it will be unnecessary to consider
anything beyond the attack by appel-
lants upon the finding that Palmer ex-
ceeded the scope of his authority as
cashier in undertaking to sell the stock
in question. In view of the findings
negativing fraud, the only ground upon
which the bank could repudiate the sale
to McBoyle, and the subsequent pledge,
was the want of authority in Palmer
to sell. If, in law and in fact, he had
such authority, title to the stock passed
by the sale, and the pledgor was en-
titled, upon tender of the amount for
which he had pledged the shares, to a
return of the certificate.

“The powers of the cashier of the
defendant bank were defined in its by-
laws, a part of which read as follows:
‘The cashier shall have power to dis-
count and purchase bills, notes and
other evidences of debt, to buy and
sell bills of exchange and to issue cer-
tificates of deposit. He shall have gen-
eral charge and supervision, subject to
the advice and control of the president
and directors of the affairs of the
bank, and shall be generally author-
ized to do whatever may be necessary
in the management of the business of
the bank.” * * *
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“The extent of the authority of a
bank cashier has been considered in
many cases. Generally speaking, he
has ‘greater inherent powers than any
other corporate officer.” 2 Cook, Corp.
§ 718. He has ‘full charge of the
bank’s personal property, except so far
as withdrawn from his control by the
bank or by the directors.” Morse on
Banking, § 157; Wild vs. Bank, 3
Mason, 505, Fed. Cas. No. 17,646. He
is the ‘executive officer, through whom
the whole financial operations are con-
ducted.” First Nat. Bank vs. Green-
ville, etc., Co., 24 Tex. Civ. App. 645.
That he may negotiate and transfer,
on behalf of the bank, negotiable paper
owned by it, is universally held. Morse
on Banking, § 158.

“The respondents contend, however,
that the authority of the cashier, as
such, does not extend to the disposition
of the real property belonging to the
bank, or of any personal property so
belonging, other than negotiable paper.
At the same time it is conceded that he
has power to sell property mortgaged
or pledged to the bank, as a means of
collecting a debt due it. If we assume
the correctness of these propositions,
what is the basis of the distinction be-
tween a sale of property owned gen-
erally, and a sale of property held
under mortgage or pledge to secure the
payment of a debt? Undoubtedly it is
that acts which are beyond the scope
of the ordinary business of the bank,
acts, that is to say, which call for the
exercise of judgment or discretion af-
fecting the policy to be pursued, are
to be performed by or under the man-
date of the directors, while acts which
are included in the ordinary business
are properly to be done by the cashier.
The latter class of transactions is the
one comprised in the provision of the
by-laws of this bank, authorizing the
cashier to do ‘whatever may be neces-
sary in the management of the business
of the bank.” The sale of property
held by the bank for investment or sim-
ilar purposes is not a part of the ordi-
nary business of the bank. On the
other hand, the collection of debts due
it is clearly a part of its ordinary busi-
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ness, and hence such collection, to-
gether with any acts incidental or necs-
sary to such collection, may properly
be carried on by the cashier under his
inherent authority.

“If we apply this rule to the situa-
tion disclosed by the record in the case
at bar, we cannot doubt that the sale
of the stock in question was within the
scope of Palmer’s authority as cashier.
The 599 shares of the stock of Burn-
ham-Standeford Company had original-
Iy been pledged to the Union National
Bank as security for a loan. After so
holding them for some years, the bank,
in 1904, acquired the legal title to the
stock by virtue of a sale made in pro-
ceedings in insolvency brought against
the pledgor. The defendant bank was
organized under the act of Congress as
a national bank. As such, it had no
powers beyond those specified in the
act under which it existed, and such
other powers as were necessarily inci-
dent to those expressly given. The
act does not give power to deal in
stocks, nor is such power incidental to
any of the functions conferred. 2
Morse on Banking, p. 1310; Weckler
vs. Bank, 42 Md. 581, 20 Am. Rep.
95; First Nat. Bank vs. Nat. Exch.
Bank, 89 Md. 600; First Nat. Bank
vs. Nat. Exch. Bank, 92 U. S. 122,
23 L. Ed. 679. By this is meant, not
that a national bank may not take title
to stocks in compromise of a disputed
or doubtful claim, or take them in
pledge, or purchase them with a view
to protecting or satisfying a claim se-
cured by such pledge. The taking in
each of such cases would be merely in-
cidental to the business of making
loans, etc., for which the bank is or-
ganized. What is prohibited is the
purchase for speculation or investment,
or the purchase and sale on commis-
sion. It would follow that where a
national bank had bought stock pledged
to it, its duty would be to dispose of
such stock as soon as a sale could, to
proper advantage, be made. In fact,
in this case there was evidence that the
national bank examiners had criticised
the defendant bank for retaining this
stock so long. The only proper pur-
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pose of taking the stock was to enable
the bank to realize upon its loan. The
resale of such stock may properly be
regarded as one of the steps taken in
the process of collection. A sale under
these circumstances was, therefore, we

think, a part of the ordinary business
of the bank, or, to use the language
of the by-laws, it was an act ‘necessary
in the management of the business of
the bank.” As such it was within the
powers of the cashier.”

NOTES ON CANADIAN CASES AFFECTING BANKERS

[Edited by John Jennings. B,A.. L.L.B., Barrister, Toronto)

SECURITIES TAKEN BY BANK
TOWNSEND V8. NORTHERN CROWN BANK
(3 0. W. N, p. 1105.)

TATEMENT OF FACTS: This
was an action for the benefit of
creditors of Joseph E. Brethour to set
aside certain securities given by Bre-
thour to the defendants as security for
his indebtedness to them.

JueoeMENT (MEREDITH, C.J.): The
securities which are attacked are se-
curities taken by the defendants under
sec. 90 of the Bank Act, R. S. C. 1906,
ch. 29, and assignments by Brethour
of moneys payable to him under build-
ing contracts which he had entered into
book-debts; and these securities were
given within sixty days before the mak-
ing of the assignment; and the plaint-
iff attacks them on several grounds.

The securities taken under sec. 90
of the Bank Act are attacked on two
grounds.

It is contended that Brethour was
not a person from whom securities un-
der that section upon lumber could law-
fully be taken, because, as is said, he
was a builder, and not a wholesale
dealer in lumber. The evidence does
not support this contention.

It is also contended that sawn lum-
ber is not a product of the forest,
within the meaning of sec. 90.

In my view, the construction placed
by Hall, J., on sec. T4, in the case of
the Molsons Bank and Beaudry, was a
correct one. In my opinion, the words
“and the products thereof,” in the
fourth and fifth lines, apply to all the
articles previously mentioned in the
sub-section, and, therefore, apply to
the products of the forest; and the

words “the products thereof,” in the
last line, apply as well to the products
mentioned in the earlier part of the
sub-section as to the products of live
stock and dead stock.

Being of this opinion, it is unneces-
sary to express an opinion as to
whether sawn lumber is a product of
the forest, within the meaning of the
sub-section; but I am inclined to think
that it is.

It is further contended that, as the
security under which the defendant’s
claim was given less than sixty days
before the making of the assignment,
it cannot prevail against the assign-
ment. That security was, however, but
a continuation of a former security of
the like character held by the defend-
ants for the indebtedness; and this
contention, therefore, fails.

Some of the lumber upon which the
defendants held security was manufac-
tured into doors and window sashes
and the like, and these products of the
lumber covered by the securities.
(R. S. C. 1906, ch. 29, secs. 88, 89.)

None of the other articles covered
by the seccuritics are within sec. 88 of
the Revised Act; and the securities do
not, therefore, extend to them.

Some of the lumber covered by the
securities was used by Brethour in the
erection of buildings; and, as far as
the money payable under the building
contracts assigned to the defendants
represented the lumber so used, they
are entitled to it. .

The claim of the defendants to the
book-debts cannot be supported.

If the parties cannot agree as to it,
there will be a reference to the Master
in Ordinary to determine what part of
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Brethour’s stock in trade at the time
of the assignment, not being lumber,
was the product of lumber covered by
the defendants’ securities, and what
part, if any, of the moneys payable
under the building contracts assigned
represented lumber or the products of
lumber covered by those securities.

As success is divided, there will be
no costs to either party.

PROMISSORY NOTE—FAILURE OF
CONSIDERATION

MERCHANTS BANK VS. THOMPSON.
(3 0. W. N,, p. 1014.)

TATEMENT OF FACTS: This
was an appeal by the plaintiffs
from the judgnent of the Divisional
Court reversing the judgment of the
trial judge. The facts are summarized
as follows:

The plaintiffs sue as the holders of
a promissory note for $2,000 made by
one A. H. Living and the defendants,
in favor of one C. H. Fox, and by
him indorsed to the plaintiffs’ order.
The note is in form joint and several.
The action was brought against the
two defendants alone, and no steps
were taken by them to bring or cause
the plaintiffs to bring Living and Fox
into the action. They were, of course,
not bound to do so unless they consid-
ered it material to their defence; but
in one aspect of the case it might have
been to their advantage to have had
them before the court.

The * * * defences * * *
that the note was made without consid-
eration and was indorsed to the plaint-
iffs without consideration and after ma-
turity, that the consideration for the
note as between Fox and Living failed,
and that at the time of the commence-
ment of the action the plaintiffs’ title
was no higher than Fox’s, and the note
was held subject to the existing equi-
ties between him and Living, are those
upon which the differences of opinion
have arisen.

It is now beyond question, upon the
evidence, that the defendants became

parties to the note as sureties for Liv-
ing, upon a transaction between him
and Fox for the acquisition by the
former of a half share or interest in
the business of manufacturers’ agent,
carried on by Fox in the City of Van-
couver, and the formation of a part-
nership between them in the business.
The nature of the transaction is to be
gathered from the evidence of these
parties and the memorandum of agree-
ment signed by them. In effect, it was
not the unusual transaction of a per-
son purchasing his way into an estab-
lished business, paying a bonus or pre-
mium to the owner, and cntering into
partnership with him, upon terms ar-
ranged between them. '

The bonus or premium to be paid
was $2,000; but, as Living was un-
able to provide the money, and Fox
was willing to accept the promissory
note of the defendants, Living pre-
vailed upon them to join him in the
note in question. It is dated July 1,
1907, payable three months after date;
and, therefore, fell due and payable on
October 4, 1907. It was received by
the plaintiffs from Fox on September
12, 1907, and has been in their pos-
session ever since.

At the time when the note was re-
ceived, the plaintiffs had under dis-
count a note for $500, made by Fox,
dated September 4, payable in thirty
days; but, beyond this, he was not in-
debted to the plaintiffs.

JupeMENT (Moss, C.J.O.; MERE-
pitH, GarroLL, McGEege; Macl.ARreN,
J., dissenting): The following is taken
from the judgment of the Chief
Justice.

There is upon the testimony a far
from satisfactorv account of the terms
or conditions under which the note was
left with the plaintiffs. Fox was posi-
tive that it was left for collateral and
collection. ~ The plaintiffs’ manager
would not use the term ‘‘collateral.”
He said it was left “for what it was
worth,” and the records show that it
was entered in the collection and not
in the collateral register. The learned
Chancellor found as a fact that it was
left as collateral security and-also for
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collection; while in the Division Court
the learned Chief Justice said that,
notwithstanding Fox’s evidence, the im-
pression made upon him was, that the
note was indorsed to the plaintiffs
merely for collection and not as col-
lateral. The conclusion I have reached
upon the question of consideration ren-
ders it unnecessary finally to decide
between these conflicting views; but on
the whole I incline to the latter. Even
so, in my view, it still leaves the
plaintiffs entitled to the judgment
awarded to them by the Chancellor.

As indorsees for collection of the
note thev were entitled to a lien on it
for debts that were then presently pay-
able and from time to time thereafter
becoming payable. The claim now
made is in respect of an indebtedness
of Fox, which became payable from
and after November 24, 1908. Prior
to that date, there was a period in
which Fox was frec from direct indebt-
edness, although there were some out-
standing notes or drafts under dis-
count; a time during which, according
to the plaintiffs’ manager, Fox was
at liberty to take the note out of the
plaintiffs’ possession, had he chosen.
But Fox did not take it away, and it
remained with the plaintiffs until the
debt now due and payable had accrued.
And, unless something had occurred
between Fox and Living, prior to No-
vember 24, which furnished the latter
with a defence to an action on the
note, the plaintiffs’ are entitled as hold-
ers to a lien or the amount of Fox’s
indebtedness to them.

The defense set up is want of con-
sideration and total failure of consid-
eration. Upon the evidence, it seems
to me to be plain that there was good
consideration for the note when it was
given. Living obtained an interest in
Fox’s agency business which he then
had and which he might thereafter ac-
quire, and became a partner on equal
terms with Fox. He was and acted as
a partner for at least fifteen months,
during which time he says he earned
or became entitled to several thousand
dollars as profits, and actually received
about $1,000 for his own use. He was

known to at least some of the custom-
ers or persons with whom or on whose
behalf he and Fox executed commis-
sions, and drafts in the firm name had
been drawn upon some of them. Upon
the facts, it would be impossible for
Fox to deny that Living was a co-
partner or legally to refuse him his
rights as such. Neither could Living
be heard to say, as against persons
dealing with the firm, that he was not
a partner. When, therefore, the note
was received by the plaintiffs it was a
note for good consideration, not over-
due.

But, then, it is said that a failure of
consideration accrued by reason of what
took place between Fox and Living in
July, 1908, when Living left the firm’s
place of business. What occurred at
that time could have no greater effect
than a dissolution of the partnership.
If, as Living seems to think, it was a
wrongful expulsion, that could not
alter his right to be restored, or, if
the conditions appeared to be such as
to render impossible a continuance of
the partnership, to a judgment for dis-
solution upon such terms as the cir-
cumstances justified. Whether Living
considered that a dissolution was ef-
fected by what occurred, or considered
that he was wrongfully expelled, he
seems to have acquiesced and to have
taken no steps either to be restored
or to procure a taking of the partner-
ship accounts.

The circumstances that Living paid
or was paying a premium or bonus
could make no difference in this case,
where there was no stipulation or agee-
ment as to the time of the duration of
the partnership.

Whether through oversight or inad-
vertence, there was no agreement that
the partnership should continue for a
specified time or definite period. But
that the partnership was in fact cre-
ated; and, that being so, its subsequent
termination would not create a total
failure of consideration so as to affect
its validity in the hands of either Fox
or the plaintiffs; upon taking the part-
nership accounts, Living might be able
to show himself entitled to a return of
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part of the premium. The question is
discussed at length in Lindley on Part-
nership, 7th ed., p. 625 et seq.

The defendants’ difficulty in this case
is, that they have not shown the cir-
cumstances attending the dissolution
sufficiently to enable a decision to be
given as to whether Living is entitled
to a return of part of the premium.
There are charges and counter-charges
of misconduct on the part of Fox and
Living, but they are not before the
court; and it was for the defendants,
if they desired to avail themselves of
the defence of partial failure, to have
put the case in proper train for in-
quiry. Neither is there material upon
which can be ascertained what, if any,
proportion of the premium should be
returned, nothing to reduce the amount
of the indebtedness as represented by
the note. The burden of showing this
was on the defendants, and it was not
for the plaintiffs to show the state of
the accounts. Payments, either by re-
duction of the amount of the premium
or receipt by Fox of profits of the
business, were to be proved by the de-
fendants, and they failed to show
either.

The appeal should be allowed and
the judgment at the trial restored with
costs of the appeal to the Divisional
Court and this court.

HUSBAND AND WIFE

NOTES AND MORTGAGE GIVEN BY WIFE
TO SECURE DEBT OF HUSBAND.,

UNION BANK V8. CRATE.
(3 0. W. N,, p. 1018.)

STATEMENT OF FACTS: The

facts in this case appear sufficient-
ly from the judgment of Mr. Justice
MacLagrex for the Court of Appeal
as follows:

JupeMENT (MacLaren, J.4.): The
defendants have appealed from a judg-
ment of the Division Court dismissing
their appeal from the report of the
County Court Judge at Brockville, on
a reference to him for trial of certain
actions brought by the bank against

the defendants (husband and wife),
based upon certain notes and a collat-
eral mortgage, and upon an overdraft.

Before proceeding with the appeal,
the defendants’ counsel applied to this
court for leave to adduce further evi-
dence as to the circumstances under
which the wife had executed the mort-
gage in question. They stated that
this evidence had not been produced
before the County Court Judge, as her
counsel was then relying upon the law
as laid down by the Supreme Court of
Canada in the case of Stuart vs. Bank
of Montreal, 41 S. C. R. 516, to the
effect that the wife should have had
the benefit of independent advice; and,
in consequence, did not bring out the
evidence that would have shown that
the circumstances of this case were in
fact similar to those on which the
judgment of the Privy Council in the
Stuart case (1911) A. C. 120, was
based. The evidence taken before the
referee, however, shows clearly that the
facts of this case are widely different
from those of the Stuart case. The
moneys borrowed from the bank were
in large part applied to the building
of a large number of houses erected for
the female defendant on her private
property. She herself says that she
was kept pretty well informed in the
office as to the indebtedness, and she
discussed the course of the business
with her husband. She appeared to
have taken a more than usually active
part in looking after the business, on
account of the ill-health of her hus-
band during a portion of the time the
account was current. The application
to reopen the case and adduce further
evidence may, I think, be fairly de-
scribed as not only unusual, but ex-
traordinary. The circumstances are
not such as are contemplated by the
rules, and no precedent was cited to
us in any case at all analogous to the
present, and I do not think any such
precedent can be found. Not even a
shadow of a case has been made out
for a reopening.

It was next urged that the action on
the mortgage was premature, inasmuch
as some of the notes to which it;was



BANKING LAW 31

collateral were current and had not
matured when the writ in the mortgage
action was issued on February 12,
1908. The mortgage was dated July
18, 1906, and set out that the defend-
ants were indebted in the bank in the
sum of $31,674.70 on certain notes
and $8,778.75 on an overdraft, and
that the mortgage was taken as collat-
eral - security for the payment of the
said notes, or of those that might be
accepted in renewal of or in substitu-
tion for them. It was made payable
in one year from its date, with inter-
est at the rate of seven per cent., pay-
able every three months in advance.

I am of opinion that this objection
ought not to be allowed to prevail.
The defendants executed this mort-
gage under seal, promising to pay the
amount on a day named, and such pay-
ment was seven months overdue when
the writ was issued. At that time at
least two of the notes, amounting in
the aggregate to $11,620.75, had been
dishonored, and were still unpaid. Be-
sides this, when the action was referred
to the County Court Judge to take the
accounts between the parties, it was
well understood between them that the
whole accounts were to be taken. When
the parties appeared before the referee,
and the counsel for the bank had
stated the wide scope of the reference,
the counsel for the defendants stated
that he went a step further, and his
understanding was, that not only all

matters arising in the actions, but any-
thing else that might crop up, any out-
standing differences between the par-
ties, might be included in the refer-
ence, so that the reference might be a
final adjustment of the dealings of the
defendants with the bank. This was
acquiesced in, and the parties pro-.
ceeded with the reference on this basis,
producing all their witnesses and docu-
ments. So that, even if the objection
ever had any force, it was formerly
waived, and the defendants would now
be estopped from setting it up.

As to the merits of the report, a
perusal of the evidence satisfies me
that the learned referee allowed the
defendants all that they were entitled
to, and that the latter have failed to
show error in the report in this respect.
The accounts are very much confused
by the fictitious entries made in the
books of the bank, by the then man-
ager, with the knowledge and conniv-
ance of the male defendant, to impose
upon the inspectors of the bank and to
keep his superior officers in ignorance
of the real condition of the defend-
ants’ account. The defendants’ coun-
sel, however, has failed to show that
they were entitled to any greater re-
duction than then made by the referee,
and the present appeal from the judg-
ment of the Divisional Court, which
dismissed their appeal from the report
of the referee, should be dismissed with
costs.

REPLIES TO LAW AND BANKING QUESTIONS

Questions in Banking Law — submitted by subscribers — which may be of sufficient general
interest to warrant publication will be answered in this department

CASHIER— POWERS OF — RECEIV-
ING STOCK IN PAYMENT

Graxp Rarips, MicH., May 10, 1912.

Editor Bankers Magazine:

Sm: A became indebted to Bank B, as an
accommodation indorser upon the note of C.
The cashier demanded payment of A, and
after some negotiation, the cashier agreed
to accept in payment from A a certificate
for 100 shares of a manufacturing company,
of which A is the president and principal
stockholder, and A was directed to have the

2

certificate made out in the name of D and
forwarded to the bank. This he did, but in
a few days the certificate was returned from
the bank, with a letter, in which it was
stated that the directors had refused to
approve of the arrangement. Can A hold
the bank to the agreement made by its
cashier? X. Y. Z

Answer: As a general rule, the
cashier has no authority to receive any-
thing but money in payment of debts
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due to the bank. First Nat. Bank of
Lineville vs. Alexander, 152 Ala. 585.
A question very much like that men-
tioned by our correspondent was de-
cided by the Supreme Court of Ne-
braska, in Bank of Conmerce vs. Hart,
89 Neb. 197, 201. In the course of
the opinion in that case, the court said:
“The cashier of the Bank of Com-
merce, then, as the executive officer of
the bank, was clothed with authority to
collect all debts due the bank, but this
means collections in money. If a cash-
ier may discharge the debts due his
bank by exchanging the evidences of
them for stocks of an insurance com-
pany or a gas company, then he can,
under the name and charter of the
bank, conduct an entirely different
business, and use the funds of his
stockholders for a purpose for which
they were never subscribed, and in vio-
lation of the law of the bank’s cre-
ation. The purposes for which the
Bank of Commerce was organized, as
expressed in its articles of incorpora-
tion, were to receive deposits of money
-and pay the same out on paper vouch-
ers; to loan money on personal secur-
ity; to issue drafts or letters of credit;
to buy and sell securities of every kind,
and do a general banking business.
Had this charter expressly provided
that the corporation might invest its
funds in stocks of insurance compa-
nies and deal generally in stocks of
other corporations, such a provision
would have been contrary to the laws
of this State and void. But there is
no provision in the bank’s charter which
by any reasonable construction can be
construed into an authority to pur-
chase and hold the stocks of any other
corporation. True it says, ‘to pur-
chase securities of every kind,” but cer-
tificates of stock are not securities with-
in the meaning of this provision, nor
such as the word imports in commer-
cial or banking phraseology. ‘Securi-
ties,” as here used, mean notes, bills of
exchange, and bonds; in other words,
evidences of debt, promises to pay
money. We conclude, therefore, that
the cashier, by virtue of his office, had
not the power to accept the stock of

the insurance company in payment of
the debts due the bank, but that power,
if it existed, was lodged in the direc-
tory, and as it had not expressly au-
thorized the cashier thereto, he ex-
ceeded his powers in agreeing to ac-
cept, on behalf of his principal, the
insurance company’s stock in payment
of the debt due from Hart to the Bank,
and that the latter is not bound there-
by.”

BANK BUILDING—'‘SKY-SCRAPER"’

—RIGHT OF BANK TO ERECT

NEWARK, .N. J., May 20, 1912.
Editor Bankers Magazine:

Sir: Will you kindly inform me whether
the courts have ever passea upon the right
oi a national bank to put up a building of
the sort ordinarily called a “sky-scraper™?
It seems to me that in many cases the banks
have gone much too far in this direction.

CoNSERVATIVE DIRECTOR.

Answer: The location of a banking
house is a matter of vital importance,
and in the case of the large banks,
the banking house is almost invariably
located in a part of the city where
land values are high. To erect on
such land a building for the accommo-
dation of the bank alone would be
wasteful, and the only way in which
the bank could save a heavy loss on
the purchase price of the land is to
put up a building from which it may
derive rentals sufficient to pay a fair
return on the investment. And hence
it has been held that land purchased or
leased by a national bank for the pur-
pose of its business may be improved
by it so as to yield the largest income
and lessen its own rent. Brown vs.
Schleier, 118 Fed. Rep. 981. And if
it is in suitable financial condition, it
may erect a building partly for its own
use and partly to let out to tenants.
But. of course, the investment in a
banking house should not be out of
proportion to the capital and business
of the bank.



THE TELLERS OF A COMMERCIAL BANK*

By M. F. Bauer, Paying Teller of The American Exchange National Bank,
New York

THE development I have sketched
shows how banking has been con-
ducted in the course of the evolution
of modern society, and what its prin-
cipal activities have been in the past.

Generally modern banks are corpo-
rate enterprises, organized under State
or Federal laws. These banks are re-
quired to have two officers—a president
and a cashier. There may be also one
or more vice-presidents and assistant
cashiers. Each of these officers is
elected or appointed by the board of
directors, and has his designated func-
tions to perform—prescribed and lim-
ited in some cases by law—under the
supervision of the board. For instance,
some of the functions of the pesident
are to profitably but prudently invest
and loan its funds by and with the ad-
vice, consent and approval of the direc-
tors; to direct the general policy of the
bank with regard to the gathering of
the money, soliciting new business, ex-
pansion of existing connections, etc.
The promoting of new enterprises is
confined to private bankers and to some
trust companies. The functions of the
cashier are such as the term denotes
from the Latin, “‘cassa,” a box, a cash
box; “cassier,” an officer who has
charge of receipts and payments
(moneys, checks, notes) of a bank or
mercantile company. He is also the
executive head of the interior manage-
ment of the bank, of the clerks, its
correspondence, and acts as secretary to
the board of directors.

In the small country bank the cashier
performs all the duties of his office with
the public in person. He receives and
disburses the cash, and has charge of
the documents pertaining to loans, dis-
counts and collections. As the bank
grows and his time becomes more valu-
able, he gradually relinquishes these
duties by deputing assistants to per-
form some of them, especially of trans-
acting the cash business of the bank

* Continuced from the May number, p. 654.

with the public, while he himself de-
votes his time to supervisory and other
executive work.

Tue TELLER.

The representative of the cashier in
this cash business is known as the
teller. The word is derived from the
Anglo-Saxon *“Zihlen,” to tell, to
count; “Zihler,” a teller—a counter.
A teller is therefore a counting official,
and we find tellers not alone in banks
but at assemblies where an election is
being held and where the tellers are
appointed to count the votes cast.

The bank officials known in this coun-
try as the paying teller and receiving
teller are known in England as the pay-
ing cashier and receiving cashier, and
in Germany they are known as the Zahl
Cassierer and the Emphang Cassierer.

The business of the modern banks,
especially in the larger centers, has
assumed such proportions that the
business with the public has had to
be specialized more and more. The
first step in this direction was probably
a uniform division of the teller’s work
among a paying and a receiving teller,
more commonly termed in the bank as
the first teller and the second teller
respectively. The paying teller paid
all the checks over the counter and also
examined all the signatures and en-
dorsements of the checks received from
the clearing house. He also certified
or accepted the checks presented for
that purpose. The receiving teller re-
ceived all the deposits of cash made at
the window and all remittances by mail
from out-of-town correspondents; he
also had charge of the collecting on
notes held by the bank. As this work
grew a new department had to be
formed to take charge of the notes and
out-of-town remittances, and this was
known as the note teller’s department
or third teller. The paying teller’s
work at the window in the meantime

33
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grew to such an extent that he could no
longer give sufficient time to the exam-
ination of checks received from the
clearing house. So this work had to
be given over to a new teller, known as
the exchange teller. Then came the
mail teller and the money teller and the
foreign exchange teller; but then again
other departments were created where
the customary name of teller was not
applied to the heads of the depart-
ment. So we find the discount clerk,
the loan clerk, the collection clerk, and
the coupon clerk, etc.

This division and sub-division of de-

partments have been going on for some
time and they are still continuing, but
they have been made necessary on ac-
count of the great volume of business
daily handled by these banks. Every
part of the business has been special-
ized into a separate department so that
to-day they bear out the character of
our great department stores.

The first business of the banker is
not to lend or pay out money but to
gather it in on deposit from others;
so the next paper will treat of the re-
ceiving tellers’ "department, which re-
ceives the cash deposits of customers.

INVESTMENTS

Conducted by Franklin Escher

CORPORATE ORGANIZATION AND MANAGE-
MENT

By Romaine H. Crosby, of the New York Bar

(Continued from the June issue)

THESE important questions settled,

the preparation of the actual in-
corporation papers is in order. It is
not in the province of this article to
give the substance of the incorporation
papers, neither would it be possible to
do so, as the various States differ in
their requirements, both as to form
and as to the substance of such papers.
In some States the incorporators sign
an application for a charter or an
agreement, and the State grants them a
charter. In other States, the incorpo-
rators execute and file a certificate of
incorporation. In the former case the
granting of the charter constitutes the
State’s approval of the incorporation
papers, and in the latter case the ac-
ceptance for filing constitutes such ap-
proval.

In referring to the foregoing docu-
ments I will speak of them as char-
ters. Every charter contains the name
of the company, its capitalization, the
division of its capital stock into shares,

and what proportion of the shares shall
be preferred and what proportion com-
mon, together with the statement of the
nature of such preferences, all of which
we have considered before. The busi-
ness the company is chartered to ca..y
on is set forth at length. This portion
of the charter must be verv compre-
hensive, so as to cover not only the
business the company has in immediate
view, but also all the kinds of business
that it might in the future wish to un-
dertake. Otherwise the company might
find itself, when embarking uvon a
profitable line of business, confronted
with the alternative of either amending
its charter or running the risk of a suit
from some stockholder for going be-
yond its charter.

Tue CorporaTION’S PowERs.

In order to carry on its business the
company must have certain powers
which may be divided into two classes.
called, for convenience, primary and
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secondary powers. Primary powers are
the ordinary powers granted to the cor-
poration by statute, such as the power
to sue and be sued, to appoint agents
and to make by-laws. These powers
are specifically set forth in the statute
and need not appear in the charter.
Secondary powers are those powers
which are not expressly given to a cor-
poration by statute or which are given
to it only on condition that they be set
forth in the charter. Unless a power
is expressly denied a corporation by
statute, or unless the courts have de-
cided that such a power is inconsistent
with the laws of the State, such power
may be given to the corporation by in-
serting it in its charter. The reader’s
attention is called to some of these
powers. The corporation should have
power to purchase, hold and vote on
shares of stock in other companies.
The statutes of some States expressly
allow this, while the laws of others are
silent upon the subject. Allied with
this power is that of purchasing, hold-
ing and is-issuing shares of its own
stock. Of course, a corporation can
never vote its own stock. Unless the
statute expressly prohibits or expressly
grants these powers they should be set
forth in the charter. The usefulness
of the first power is apparent.

The second power is convenient in
that it enables the company to accept a
donation of its own stock, and to sell
the same below par to raise working

capital. This is a very convenient
method of financing a company. The
entire capital stock is issued for prop-
erty, then the organizers donate to the
company a portion of the stock to be
sold by it for working capital. The
stock having been once issued can be
sold at less than par, which would be
impossible in the case of an original
issue. If the company has not the
power to hold and sell its own stock the
transaction could only be carried out
through a trustee. As real estate law
is very technical, there should be in-
serted in the charter a power to buy,
own and sell real estate. In case a
maximum amount of realty is pre-
scribed by statute that maximum should
appear in the charter. These are the
most important of the secondary pow-
ers, though some others will suggest
themselves as the preparation of the
charter progresses. It is a good rule
to follow, that when in doubt as to the
necessity of inserting a power in the
charter to always insert it.

In addition to powers there are also
certain provisions relating to the ad-
ministration of the company’s affairs
and of its property, which, like powers
may be in most States inserted in the
charter. One important matter to be
considered relative to the administra-
tion of a company’s affairs is cumula-
tive voting. The right of cumulative
voting is the right of a stockholder to
vote all of his stock in favor of the
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election of one director instead of
casting one vote per share for each of
the number of directors to be elected.
Thus, if three directors are to be
elected and four are nominated, a stock-
" holder owning five shares of stock may,
by cumulative voting, give fifteen votes
for one director, where under the non-
cumulative method, he would be obliged
to distribute his fifteen votes among
three candidates. Under the non-cu-
mulative method, his candidate would
receive only five votes from him, while
under the cumulative method he would
receive fifteen votes. This method is
very important to allow a minority rep-
resentation on the Board of Directors.
Whether this is desirable or not is a
matter to be considered in each individ-
ual case. Some States allow it by
statute and other States allow it if in-
serted in the charter.

Coming to the question of the ad-
ministration of the company’s property,
we will consider the charter provisions
relating to the mortgage and to the
sale of a company’s property. Any
company can mortgage its property,
but the law of the different States
differs as to whether or not the consent
of the stockholders is required. In
those States where the consent of stock-
holders is required, no contrary pro-
vision can be inserted. In those States,
however, where the directors alone can
authorize the mortgage it is customary
to put a check upon them by requiring
a consent of a certain proportion of
the stockholders. If such a restriction
is deemed wise it should be set forth
in the charter. Sometimes it appears
in the by-laws, but the disadvantage of
such a method is that the by-laws are
much more easily amended than the
charter.

A corporation may sell its entire
property to another corporation or to
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an individual. Some States require the
consent of a certain proportion of the
stock. When that is fixed by law noth-
ing can be inserted in the charter to
the contrary. The laws,of other States
make no reference to such a sale. When
this is the case it is wise to provide that
either the directors can make such a
sale or the action of the directors must
be authorized by the vote of say a ma-
jority of the stock. The object of
such a provision is to prevent a mi-
nority interest objecting to a sale and
requiring to be bought off. This has
happened many times and unscrupulous
minorities have thus sold stock prac-
tically worthless for a very good price.

Tue By-Laws.

After the charter has been prepared
it is executed and filed with the proper
officers and the organization and filing
fees paid. While this is being attended
to it is customary to prepare the by-
laws or the rules for the conduct of the
company’s affairs. In these by-laws
there are a few provisions requiring at-
tention. In providing for notice of the
annual meeting, the statute should be
examined to see if notice must be given
bv publication. Some States provide
that unless the by-laws otherwise di-
rect such notice must be published.
When this is the case, the expense of
publication could be done away with
by providing some other method of no-
tice in the by-laws. Provision should
be made for an executive committee and
also for other committees. In large
boards of directors an executive com-
mittee is a necessity, owing to the diffi-
culty in getting a quorum. The func-
tion of an executive committee is to
conduct the ordinary business of the
company when the board of directors
is not in session. Another nrovision of
importance is that relative to the sign-
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ing of checks. If a single signature is
to be used, the by-laws should provide
that two or more officers can sign, so
as to insure the presence of one officer
at all times. If double signatures are
to be used, it should, for the same rea-
son, be provided that checks be signed
by, say, the secretary or treasurer and
countersigned by the president or by a
vice-president.

In some States where the charter is
granted upon an application the incor-
porators meet, pass upon and execute
the application for the charter. They
also may attend to any formalities re-
quired by the State as a prerequisite to
the incorporation of the company.

Tue INcorPORATORS’ MEETING.

After the charter is granted the in-
corporators hold a meeting at the prin-
cipal office of the company and pro-
ceed to take such formal action as may
be required by law. The by-laws, of
which we have spoken before, are
adopted. Unless the charter states who
are to be the directors for the ensuing
vear, the directors are elected. At this
meeting it is customary to authorize
the directors to issue the capital stock
of the company. There should be pre-
sented to the meeting an offer from
someone to sell to the company the
property and good-will which is to be
capitalized. The incorporators vote
that the property is necessary for the
company’s business and authorize the
directors to purchase it and pay for it
in stock at par, if they think the prop-
erty worth the price set forth in the
offer. A form of corporate seal and of
stock certificate is also adopted. As a
matter of fact, like the by-laws, the

seal and stock certificate have been al-
ready prepared sometime before the
meeting. At this meeting, the incorpo-
rators may attend by proxy.

Tue Directors’ MEETING.

After the incorporators’ meeting
comes the directors’ meeting. The offi-
cers for the ensuing year are elected at
this meeting and such formal business
is transacted as is required by statute.
If the company is to do business as a
foreign corporation in any State, the
directors authorize the officers to apply
for the necessary licenses. There is
presented the incorporators’ action rec-
ommending the purchase of property
and the directors declare that the prop-
erty is worth the amount asked for it,
and authorize the officers to issue stock
at par to the vendor in payment for the
property. If there is any contract rela-
tive to the property necessary it is ap-
proved, and the officers are authorized
to execute it. At this point it is neces-
sary to say that if the vendor is a di-
rector he should retire from the meet-
ing and let the other directors author-
ize the purchase of the property, other-
wise the action of the board is voidable
at law. The reason for this is, that in
law, while a stockholder may vote on
questions in which he is pecuniarily in-
terested, a director may not. To ob-
viate this difficulty dummies, who have
no interest whatsoever in the property,
are often elected as directors, and as
soon as the property has been trans-
ferred to the company these dummies
resign, and the real persons interested
in the sale of the property and in the
corporation take their places. Both the
incorporators’ and directors’ meetings

a7
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are usually held without notice, notice
being waived by each incorporator and
director. Attached to the minutes of
both meetings should be originals or
copies of all documents presented at
the meetings. The officers then proceed
to file all necessary certificates, both in
the State of the company’s domicile
and in any other States in which it is
to do business. And now the company
is ready to carry on its operations.

NEecessary Books.

A corporation in addition to the reg-
ular books of account kept in any busi-
ness requires certain other books. First,
there is the stock certificate book, con-
taining stubs and certificates, numbered
consecutively. The stubs should con-
tain an entry of the date of issue of its
certificate, to whom issued and whether
issued in exchange for a former cer-
tificate or as an original issue.- When
this certificate is cancelled and another
issued in its place, the cancelled cer-
tificate should be pasted to its stub and
an appropriate entry made, stating the
number of the new certificate issued in
its place. It is pertinent here to say
that if there is preferred stock there
should appear upon the face of both
the common and preferred stock certifi-
cates an extract from the charter de-
fining the preferences. In that way,
every stockholder when he receives the
certificate will know exactly what his
rights are, and future trouble, both for
the stockholder and for the company,
will be avoided.

The next book is a combination stock
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book and stock ledger. In this book
each stockholder has a stock account in
his name, showing how much stock he
has received, from whom he received
it, to whom he has transferred it and
the numbers of the certificates received
and transferred. On the same page is
a ledger in which the stockholder is
credited with what stock he has received
and debited with what he has trans-
ferred. In this way one can see at a
glance how much stock each stockholder
owns and also how much stock has been
issued by the company. This book is
not only required by law, but is also a
great convenience, both at the time of
the payment of dividends and at stock-
holders’ meetings, as showing how many
shares of stock each stockholder can
vote. If this book is properly kept,
there never can be an inadvertent over-
issue of stock, for the reason that the
sum of all stockholders’ credit balances
is the total amount of stock issued.
Without this book is would be as diffi-
cult to ascertain the holdings of any
one stockholder or of the total issue as
it would be to ascertain a business’
financial situation without a ledger.
Every company should keep a minute
book, showing the proceedings of meet-
ings and especially those authorizing
its officers to take any action. Some
companies start out with a perfect
minute book, containing the organiza-
tion meetings, and then the entries be-
come fewer and fewer and then cease
entirely. The minutes are a protection
to the officers for their official acts and
to the company likewise. Typewritten
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minutes are most convenient and may
either be pasted in the minute book or
bound in a binder. The minutes of
each meeting should show that the
meeting was properly held and what
action was taken on the matters brought
before it. Deliberations leading to
nothing and remarks made by those
present should be omitted. Nowhere
is the phrase, ‘“actions speak louder
than words,” more true than in corpo-
rate minutes.

In preparing the minutes of a meet-
ing, the secretary should state the time
and place of the meeting, and whether
it was a general or special meeting and
whether held upon notice or upon a
waiver. There should be set forth the
names of the directors present, if a
directors’ meeting, or if a stockholders’
meeting, the names of the stockholders
present in person and a list of the
proxies of absent stockholders. Then
should appear who presided and, who
acted as secretary. The notice of the
meeting and proof of its service or the
waiver should be recited. Record should
then be made of the reading and ap-
proval of the minutes of the preceding
meeting.  After these preliminaries
should follow what action the meceting
took upon the various matters before it.
When any important transaction is au-
thorized, a concise and at the same
time comprehensive resolution should
be inserted in the minute book, as the
person with whom the corporation is
dealing will often require a copy of it.
There should be attached to the min-
utes of each meeting a copy of the

notice of the meeting and proof of ser-
vice or of the waiver, and of each docu-
ment or contract presented to the meet-
ing. The stock books, the account
books and the minute book of a corpo-
ration should constitute its complete
history.

REPORTS.

After a corporation has been in busi-
ness for a while it will be required to
file different reports with the State and
local authorities, some for statistical
purposes and others for the purpoce of
fixing the company’s taxes. On or be-
fore March 1st of each year the Fed-
eral Government requires from all cor-
porations a report showing their net
eamings as of December 31st of the
previous year. A corporation is taxed
by the Federal Government upon all
net earnings in excess of $5,000 at the
rate of one per cent.

In the preparation of all of these
reports it is prudent, at least at first, to
take the advice of counsel, as some re-
ports, having a most innocent appear-
ance, will, if improperly filled out, sub-
ject the company to a very large tax.
It may also be said that all reports
should be filed when they are required
to be filed, for the reason that a com-
pany by delay may subject itself to a
penalty

In some States a corporation is taxed
at a higher rate if it pays a dividend
than if it does not. Some companies
having only three or four stockholders
often pay out their dividends in the
form of salaries, and thus keep their
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taxation low. In one ferry company, a
very wealthy man was carried on the
payroll as a deckband, though he had
never washed a deck in his life.

One very important matter to be
noted is the form of execution of cor-
porate contracts and notes. These
should be executed in the name of the
company by one of its officers, as
“Smith Manufacturing Company, By,
John Smith, President,” and not “John
Smith, President of Smith Manufactur-
ing Company.” The former method of
execution places the liability solely
upon the corporation, while the latter
places it solely upon the individual
signing.

As the time approaches for the an-
nual meeting of the company, its offi-
cers should prepare reports to be sub:
mitted to the stockholders and should
take such other steps as are required
by the laws of the State and by the by-
laws of the company. This annual
meeting should always be held, because
at this meeting it is possible to ratify
all of the acts of the directors and offi-
cers for the preceding year, and thus,
in a measure, relieve them from per-
sonal responsibility for their official
acts. Just here let me say that while
a stockholder may vote by proxy at a
stockholders’ meeting, a director must
appear in person at a directors’ meeting
in order to vote.

Sometimes an executor or adminis-
trator of a deceased stockholder pre-
snts to the company a certificate of
stock properly endorsed for transfer.
Before making the transfer the com-
pany should require a certificate from
the proper court that the one present-
ing the stock is an executor or admin-
istrator. In some States the company
should require in addition to this « con-
sent to the transfer from the proper
officials having charge of the inherit-
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ance taxes. If such consent is not
furnished, the - corporation becomes
liable to certain penalties. This is a
matter which should be thoroughly ex-
plained by counsel, as it is impossible
to formulate any general rule, as the
various States differ in their laws upon
this point. Companies organized in
New Jersey and having a transfer office
in New York are obliged to have a con-
sent from a representative of the New
York State Comptroller and one from
the New Jersey State Comptroller.

These various formalities are not
burdensome and are easily complied
with, and the advantages of corporate
organization more than compensate for
their observance.

CONDITIONS AS THEY ARE
IN view of the present unrest of

labor, and current discussion as to
the proportion of earnings to which
employees are entitled, the following
figures are interesting:

The table below shows the number
of persons employed, their wages and
salaries, and their earnings for dis-
tribution in enterprises which include

manyfacturing, railroads, mining, mer-
chandise, banking and agriculture:

Persons ‘Wages and Earnings for
Employed. Salaries. Distribution.
Manufacturing:
7,405,318  $4.365,613,000 $2,219,472,000
Railroads:
1,662,550 1,170,432,400 744,775,000
Mining:
851,438 574,720,650 338,626,296
Merchandizing:
2,072,112 1,191,464,400 921,366,392
Banking:
358,808 430,569,600 215,285,277
Agriculture:
12,561,936 2,300,993,068  2,412,855,450
Other occupations:
10,558,265 5,329,848,600 3,627,199,400
35,470,422 $15,363,641,778 $10,479,519,815
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The best information available indi-
cates that the salaries of officials and
clerks in manufacturing concerns aver-
age $1,188 per annum, while the pay
of wage-earners averages $518; em-
ployees of railroads receive an average
of $704; those of mines about $675;
clerks and salesmen employed by mer-
chants about $575; and laborers in ag-
ricultural and allied industries about
$347. It is estimated that about 88.6
per cent. of our total population com-
prises persons actually engaged in
gainful occupations, the average in-
come of such being about $788. The
average size of an American family is
4.6, and the average family income, in-
cluding wages earned, dividends, inter-

est, and profits, about $1,292 per
family.

One of the most interesting features
developed is the proportion between the
earnings in wages and salaries, and the
earnings in dividends and interest from
invested capital. Approximately fif-
teen billions of dollars are paid to per-
sons for their services, and ten billions
for the money they have saved and
invested.

Of the average family income of
$1,250 seven hundred and fifty dollars
represents wages and salaries earned
and five hundred dollars represents
dividend and interest disbursements,
figured roughly. More than one-third
of the family income is derived from
its invested earnings.

THE OLD ORDER CHANGETH

By Gardiner S. Dresser, of John Muir & Co.

EXPERIENCE has taught the pub-
lic. A cynic has said that the
much praised sophistication of the
public consists only in its having
learned to buy on the breaks and sell
on the rallies. If this were all, it were
worse than nothing, for ready made
rules in Wall Street, including even this
rule, are often dangerous. Once a rule
becomes established, manipulators play
on it. The public has learned more; it
has learned that it must study, and
that it must study constantly. The
public reads the financial pages of the
newspapers and the financial depart-
ments which almost all of the weekly
periodicals and many of the monthlies
have established. The public sub-
scribes to popular financial journals.

A RapicarL CHANGE.

With this study has come about a
radical change in the attitude of the
public trader in stocks. He has be-
come content with smaller, safer profits.
He has regulated his stock market am-
bition to his outside income. He has
modified his motto from *“Get rich
quick” to “GET rich.”

The public is not the only class
which has changed in the last few
years. “High Finance” has been sup-
pressed. Corporation managers advo-
cate and practice publicity.

The agents of the public have
changed. Brokers who once feared to
lose business by expressing the opinion
that prices would go lower, are now
generally more honest in their advices.
Ethics aside, they desire successful,
lasting clients, not unsuccessful, chang-
ing clients. Bucket-shops have been
abolished. Facilities for small invest-
ors and speculators have been provided
by New York Stock Exchange houses.

You may now buy through a New
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York Stock Exchange house one share,
ten shares, ninety-nine shares or any
amount; you may sell them just as
readily. You may buy and sell these
odd lots at the bid and offered prices
of 100 share lots or at one-eighth of a
point difference from the next sale af-
ter your order is entered. You may
have your stock, when paid for, reg-
istered in your name and the certificate
sent you.

INCrREASING INTEREST.

Through all these changes, the pub-
lic has become more directly interested
in securities than ever before. During
1911, the stock market was dull; the
Stock Exchange recorded the smallest
total sales in thirteen years. Yet ac-
cording to “The Journal of Commerce,”
the number of stockholders of 234 of
the leading corporations increased 64,-
596, or seven per cent. This 64,000,
you must note, is the year’s change. It
represents a balance between the new
stockholders coming in and the old
stockholders going out. It does not
mean that there were only 64,000 new
names added to the list. There might
have been 164,000 persons who bought
into the corporations and 100,000 who
sold out their interest. Even the mini-
mum of 64,000 means a large increase
in new public ownership.

“The Wall Street Journal” last sum-
mer made a canvass of corporations
whose aggregate capitalization is $9,-
000,000,000. It found an increase in
the number of stockholders in five years
of 121 per cent. In ten years it was
more than 280 per cent.

The 234 railroad and industrial cor-
porations reported on by “The Journal
of Commerce” are owned by 980,899
stockholders. The average holdings are

109 shares. The average holdings of
the railroads are 139 shares; the aver-
age holdings of the industrial stock-
holders are eighty-nine shares.

In 1901, there were twenty-three
large companies whose average number
of shares per stockholder was less than
100 shares.

In 1906, there were thirty-two such
companies.

In 1911, there were eighty.

BEARINGS OF THE INCREASE IN SToCK-
HOLDINGS.

The increase in stockholding has a
distinct political bearing.  Because
business men, stockholders in their own
and other businesses, form a great ma-
jority of the voters, it will not do to
attack business indiscriminately.

The increase in stockholding has a
sociological bearing. It breaks down
class distinctions. In these days when
a railroad hand may own a $100 bond,
when the employees of the Steel Corpo-
ration regularly take an allotment of
stock, the interests of capital and labor
become closely allied.

Finally, the increase in stockholding
has a financial bearing. ‘‘Distribution”
once had an ominous sound in Wall
Street, for then it meant the selling by
pools of gambling insiders to a lot of
gambling lambs. “‘Distribution” is still
used in a speculative sense, but it has
a broader meaning. The current pass-
ing of stock from the few to the many
is strengthening the foundations of the
market for securities.

When the number of stockholders has
increased, either one of two things has
happened. First, margin holders may
have sold to cash holders. One man
with $100 may carry $1,000 worth of
stock on margin. It takes ten men with
$100 apiece to own the same stock out-
right. And, besides, the margin hold-
ings of all the customers of a commis-
sion housc are registered in one name,
the broker’s; while cash holdings are
registered in individual names. If, then,
the increase in stockholdings means that
margin holdings have decreased and
cash holdings have increased, the mar-
ket has been strengthened in proportion
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to the elimination of the risks of credit.

The other thing that may have hap-
pened when the number of stockholders
has increased is the selling by a few
large owners to many small owners. It
is my opinion that this, too, has a
strengthening tendency. Which is to be
feared most, the two men who have be-
tween them 2,000 shares, which they
may throw over for some cause or other,
or the 200 men who have ten shares
apiece? In a scare, in which case will
the most stock be sold?

Wuex WipeLy HeLp.

Last summer’s decline in prices is
conceded to have been caused by the
selling of ,a comparatively few large
holders of stock. The absence of in-
vestment selling by the public was
noticeable. When it was asserted that
the corporation whose securities are
most widely distributed of any in the
world was about to voluntarily dissolve,
surrendering to political pressure, and
when this rumor was mnot officially
denied until it had spread over the two
hemispheres, the wonder is that the
small holders of these and other securi-
ties did not become panic stricken.
Men who were bulls on conditions, who
believed that only business prostration
could justify the low level of prices

and who believed that business prostra-
tion was impossible, nevertheless hesi-
tated to buy securities for fear that the
120,000 shareholders of the U. S. Steel
Corporation might suddenly decide to
sell. But they did not. An odd lot
specialist reports that during the week
of September 80, he sold stock for
only nine investors. He reports, too,
that he shipped more Steel to cash
buyers than any other stock.

When the Government’s suit against
the Steel Corporation was actually filed
on October 26, almost no liquidation
from the odd lot owners of the stock
accompanied the panicky break down
to fifty for the common. Wall Street
waited until Monday, October 30, to
“hear from the country”; then con-
cluded that there were some 120,000
stubborn investors in the land.

Nothing creates antagonism quite so
much as losses in securities, even
paper losses. The Steel Corporation
stocks have in their short existence
gone through a remarkable series of
vicissitudes. Yet the Steel Corpora-
tion has behind it a huge body of
friendly  stockholders. They are
friendly because they approve of the
policy which has characterized the
company—a policy of publicity, a
policy of fairness.

DIVIDING IT UP

The following suggestions for properly diversifying an investment of $5,000 are
made by Messrs. Spencer Trask & Co.:

TYPE OF INVESTMENT

Yielding about
$1,000 Underlying Railroad Bond...................... 4.25%
1,000 High-Grade Public Utility Bond................. 4.80%
1,000 Good Corporation Bond of Limited Market...... 6.00%
1,000 (10 shares) Industrial Preferred Stock.......... 6.75%
1,000 Semi-speculative Bond of Active Market......... 6.00%
Average Yield About....................... 5.56%

TYPE OF INVESTMENT.

Yielding about
81,000 Underlying Railroad Bond...................... 4.25%
1,000 High-Grade Equipment Bond................... 4.50%
1,000 First Mortgage Railroad Bond.................. 4.75%
2,000 High-Grade Public Utility Bonds (¥)........... 4.80%
Average Yield About....................... 4.65%

+ Each of these bonds to be a first mortgage on properties located in large cities in
different sections of the country.



INVESTMENT AND MISCELLANEOUS SECURITIES

GUARANTEED STOCKS.

Quoted by W. E. Hutton & Co., Dealers in In-
New York.

vestment Securities, 60 Broadway,

(Guaranteeing company in parentheses.)

Bld.

Albany & Susquehanna (D. & H.)..285
Allegheny & West'n (B. R. 1. & P.).130
Atlanta & Charlotte A. L. (So.R.R.).175
Augusta & Savannah A.
of Ga.)
Beech Creek (N. Y.
Boston & Lowell (B. & M.) ......214
Boston & Albany (N. Y. Cen.).....220
Boston & Providence (Old Colony).296
Broadway. & T7th Av. R. R. Co.
(Met. St. Ry. Co.) ......
Brooklyn City R. R.

Central)..... .. 90

0.) ceveaan

Co
Camden & Burllngton Co.
R. R.

)
Catawissa R R (Phlla & Read.).. .o
Catawissa R. R. 24 ptd. .
Cayuga & Susquehanna (DL&W.) 205

Cent. Pk. N.&E. R.R. (Met. St. Ry.) ..
Christopher & 1lvth St. R. R. Co.
(M. 8. R) ....... teseeneees 180

) .
Cleveland & Pltuburg (Pa R. R.)..167
Cleveland & Pittsburg Betterment.. 96
Columbus & Xenia
Commercial Unlon (Coml c.
Concord & Montreal (B. &

Concord & Portsmouth (B. & M.)..170
Conn. & Passumpsic (B. & L.)....139
Conn. River (B. & M.) ...........270
Dayton & Mich. pfd. (C. H. & D.)..180
Delaware & Bound B. (Phila. &R) 190
Detroit, Hlillsdale & 8 W. (L. . &

M. S.)
East Pa. (Phlln.. & Readlng) .....125
Eighth Av. St. R. R. (M. 8. R. C.).250
Elmira & Williamsport pfd (Nor.

Cen.) .eoevveenns S £
Erie & Kalamazoo (J. s & 8) .200
Erie & Pittsburg (Penn. R. R.)
Ft. W;yne & Jackson pfd. (L.

)

Franklin Tel. Co. (Welt. Unlon ..
Forty-second S8t. & G. St. R. R.

(Met. Bt. RY.) ccceescecncnnsass 200
Georgia R. R. & Bk. Co. (L. &

A. C. L) ceevecnvenns eeieeveee.s 262
Gold & Stock Tel “Co. (W. U.)....120

Grand River Valley (Mich. Cent.)..112
Hereford Railway (Malne Central), 85
Inter Ocean Telegraph (W. U.)...
Illinois Cen. Leased Lines (Il Cen) 93
Jackson, Lans. & Saginaw (M. C.).. 81
Jollet & Chicago (Chic. & Al).....160
Kzansmzoo. Al & G. Rapldl (L. S1
) ceciiiccneas

Kan. C., Ft. Scott & M. ptd. (St

L. & 8 Fu) vvuuerevveniines
K. C, St. 1. & ¢ prd (Chlec. & Al)los
Luke Shore Special (Mlch 8 &

nd.)
thtle Miami (Penn R. R.)
Louisiana & Mo. Rlv. (Chic. & At1)125

Hg::lle & Blrmlngham pfd. 4% (So. 70
) T N

Mobile & Ohio (So RY.) covenns 80
Morris & Essex (Del. Lack. W.) 170

Nashville & Decatur (L. & N.).....182
N(Y.. Brgokgn & Man. Beach p d.
D

N. Y. & Harlem (N Y. Centra]) ...351
N. Y. L. & Western (D. L. & W.).121
Ninth Av. R. R. Co. (M. St. Ry. Co.)140
North Carolina R. R. (So. Ry.).....168
North Pennsylvania (Phila. & R.)..193
North R. R. of N. J. (Erle R. R.).. 86
Northwestern Telcegraph (W. U.)...110
Nor. & Wor. pfd. (N.Y. NH.&H) .210
0Old Colony (N. Y., N. H. & H.)....188
Oswego & Syracuse (D. L. & W)..zos
Puclﬂo & Atlantic Tel. (W. U.).... 66

44

Asked.

300
140

110
96

223
300

130

159

190

Bid. Asked
Peoria & Bureau Val. (C.R.I.&P.)..l'to 180
Pitts. B. & L. (B. L. E. & C. Co.). 60 66
Pitts. Ft. Wayne & Chic. (Pa.R.R.).167 170
Pitta, Ft. Wayne & Chlc. special

(Pa. R. R.) ..ovvverennnonnoanss 165
Pitts., McKeenport. McW'port & Y.

(P. M. 8) .ol 129 132
Provldence & Worcenter (N Y., N.

H. H) coieveinens PR TT 1 (] eos
Rensselaer & Saratogb (D & H.)..186 198
Rome, Watertown & O. (N.Y.Cen.).126 130
Saratoga & Schenectady (D. & H.).160
Second Av. St. R. R. (M. 8. R. Co.) 10 16
Southern Atlantic. Tel. (W. U.).... 90 100
Sixth Av. R. R. (Met. 8. R. Co.)..120 130
Southwestern R. R. (Cent. of Ga.).110 112
Troy & Greenbush (N. Y. Cent.)...160 170
Twenty-third St. R. R. (M. 8. R.)..200 250
Upper Coos (Maine Central).......122
Utica, Chen. & Susq. (D. L. & W.).144 160
United N. J. & Canal Co. (Pa.R.R}).238 242
Valley of New York (D., L. & W.).117 122
Warren R. R. Co. (D, L. & W.)....167 170

MISCELLANEOUS SECURITIES.

Quoted by J. K. Rice, Jr. & Co., Brokers and
Dealers in Misccllaneous Securities, 33 Wall
St., New York.

Bid. Asked.

Adams EXpress .........c.con0eeeen 208 218

American Brass ..............0... 134 140

American Chicle Com. ............ 223 228

American Chicle Ptd. ......... ...103 108

American Coal Products Com...... b9 9714

American: EXpress  .......c00e0..n 210 220

Atlantic Fruit & Stcamship ....... 13

Atlas Portland Cement Com....... 60 65

Babcock & Wilcox ................ 100 103

Borden's (Condensed Milk Com....127% 1293

Borden’s (ondensed Milk Pfd.....106 109

Bush Terminal .................... 75 85

Childs Restaurant Co. com........ 185 195

Childs Restaurant Co. Pfd......... 115 118

Del.. Lack. & Western Coal..... ...390 405

E. I. du Pont Powder Com........ 175 180

E. 1. du Pont Powder Pfd...... .. 93 26

E. W. Bliss Com......... ceseienan 650 5

E. W. Bliss Pfd. ...........0.000n 120 130

Gray National Telautograph ...... 10 13

Hudson Companies Pfd......... ... 65 65

Hudson & Manhattan Com........ 18 21

International Nickel Com. 285 290

International Nickel Pfd. .106 107%

International Silver Pfd. 127 132

Kings Co. E. L. & P 132 134

Otis Elevator Com. 6 80

Otis Elevator Pfd. .. .101 103

Penn., Water & Power 66 69

Phelps, Dodge & Co. .226 2381

Pope MIg. Com. ..........0000 .25 32

Pope Mfg. Pfd. ............c00nee 5 79

Royal Baking Powder Com........ .208 215

Royal Baking Powder Pfd. ....... 108 110

Rubber Goods Mfg. Pfd. ......... 104 110

Safety Car Heating & Lighting....119 121

Sen Sen Chiclet . ... 112 120

Singer Manufacturing ....... e 283 288

Standard Coupler Com, ....... . 35 40

Texas & Pacific Coal .....oves . 98 102

Thompson-Starrett Com.  .......... .-

Thompson-Starrett Com. (wlth ctf. )165 .

Thompson-Starrett Pfd. .......... 113

. S EXPress .....ooveeernnncceas 95 98

U. S Motor COM. ..vvevernnnnnnns 3% 4y

TU. S Motor Pfd. .....coieveennn 13 14%

Union Typewriter Com. .......... 4114 4314

Unlon Typewriter 1st Pfd. ........ 108 111

Union Typewriter 2d Pfd......... 108 111

Virginian Rallway ........... ..., 17 20

Wells Fargo Express .........<o06. 140 144

Western Pacific ..o i enk 9 11



NEW BUILDING OF THE BANKERS TRUST
COMPANY OF NEW YORK

ODERN bank architecture has pro-
duced nothing so impressive as the
new building recently completed for

the Bankers Trust Company at Wall and
Nassau streets, New York. Of course it
is not quite accurate to call this a bank
building—for it is much more than that,
being really a great
office building. But
the desire to have
an appropriate home
for the Bankers
Trust Company ani-
mated those who
planned the ptruc-
ture, and the re-
quirements of the
company have domi-
nated its construc-
tion to an import-
ant extent.

And perhaps this
towering structure—
so impregnable in
materials and con-
struction and so
harmonious in de-
sign and proportion
—should be regard-
ed, not so much as
a building of any
kind, but rather as
the expression in
concrete form of
great business ideals,
consistently adhered
to and patiently
wrought out.

The floors devoted
to the purposes of
the Bankers Trust
Company represents
assuredly the last word in bank building
and equipment, while the entire structure
is one of the finest existing examples of
modern business architecture.

Fittingly to describe this towering struc-
ture in detail would require a good-sized
volume. It will undoubtedly form the sub-
ject of a number of technical articles in
architectural and other magazines. It is
impossible, in what is here said, to do
more than notice some of the more striking
features, particularly those that may be
of interest to bankers.

A special article illustrating the vault
construction, as designed by Mr. Frederick
S. Holmes, the well-known vault engineer
and expert, appears elsewhere in this issue.

INcepTiON OF THE WORK.

The Bankers Trust Company, about two
and one-half years ago, finding the offices
at 7 Wall street inadequate, and desiring

TWENTY UPPER STORIES AND THE NINETY-FOUR
FOOT PYRAMID SURMOUNTING THE FORTY-
ONE STORY BANKERS TRUST COMPANY
BUILDING. SINGER TOWER IN
BACKGROUND.

to obtain a permanent home, and one which
might provide sufficient space for the rapid
growth of the company, decided upon the
erection of a new building. In order to
obtain the very best results the following
architects were requested to submit plans:
Messrs. Carrere & Hastings, Francis H.
Kimball, Warren &
Wetmore and Trow-
bridge & Livingston.
George B. Post
was retained as pro-
fessional adviser, and
prepared a prospec-
tus, calling for a
twenty-story build-
ing on a seventy-
foot lot on the north
side of Wall street,
adjoining the Gillen-
~ der Building, with
an “L” extending
around into Nassau
street.
As a result of this
competition, Messrs.
Trowbridge & Liv-
ingston were award-
ed the execution of

the work.
Soon after this the
company, realizing

the importance of
obtaining a larger
lot, made arrange-
ments for the pur-
chase of the corner
property, and plans
for the present
structure, occupying
a plot about ninety-
five feet square, were
prepared. In order to obtain an adequate
return for the value of the property, it
was decided to erect a very tall building,
affording, in addition to sufficient space for
the offices of the company, many rentable
floors.

The architects, on account of the shape
of the lot and the height of the structure,
decided that the problem would be best
solved by treating the building as a tower,
indicating on the exterior the offices of the
ccmpany by a colonnade, and enhancing the
beauty of the upper part of the building
by a loggia and a stone pyramid, in place
of the usual flat or mansard roof. The
pure classic styie was adopted, not only
because of its great intrinsic beauty, but
because it seems to indicate by its sim-
plicity and dignity the highest stanaards,
which this company always seeks to attain.

In the wrecking of the old building, as
well as in the preparation of the founda-

45
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g

WALL STREET ENTRANCE OF THE BANKERS TRUST COMPANY BUILDING, NEW YORK

tions, and the erection of the new struc-
ture, all previous records for rapid work
were surpassed. On April 29, 1910, the
work of demolishing the sixteen-story Gil-
lender Building was commenced, and forty-
five days later every vestige of it had dis-
appeared. The work on the foundations
was then commenced, caissons being sunk
around the entire perimeter of the lot,
which, when filled with concrete from the

solid rock sixty-five feet below the curb
level, formed a permanent water-tight box
with a wall seven feet thick. After this
had been accomplished the earth in the
interior was excavated, and the footings
for the massive steel structure set in place.

This method of preparing the founda-
tions not only produced a permanent water-
tight wall, but enables the architects at
any time to examine, without difficulty, the-
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condition of all the steel work which is
contained within these walls.

The foundation work was completed about
November 1, 1910, and the first steel col-
umns of the new building were sonn after-
ward in place. The entire steel structure,
weighing in the neighborhood of 8,000 tons,
was then carried up to its full height of
592 feet above the rock.

As a suitable material for the exterior
of the building, New England’s finest gran-

ite was selected. On account of the quan-
tity required it was necessary to obtain this
material from three different quarries.
Owing to the fact that the stone drawings
had been prepared by the architects well
in advance, the contractors, Messrs. Marc
Eidlitz & Son, were enabled to carry on
this work at the rate of three and one-
half stories per week.

The building, although covering the en-
tire lot, with the exception of a small court

ELEVATOR CORRIDOR, ENTRANCE TO OFFICES FROM 14 WALL STREET, BANKERS TRUST COMPANY
BUILDING, NEW YORK
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in the rear, which has been left vacant
above the fifth story, is thoroughly lighted
on all floors.

It was the aim of the company to erect
a building which, without sacrificing the
attractiveness of the interior, should be
thoroughly fireproof, and of the most dur-
able and permanent materials. This aim
has bheen carefully carried out, and al-
though there is scarcely anything in the
building, with the exception of the fur-
niture, which eould in any way contribute
to a conflagration, the effect is simple and
attractive.

The space occupied by the company’s

The entrance to the rented floors of the
building is on the west of the Bankers Trust
Company’s entrance, with a large corridor
extending through to the Hanover Bank
Building. The upper floors are served by
eleven local and express elevators. All of
these floors are finished with concrete floors,
marble base, plaster and terra cotta parti-
tions, and metal doors, window sash and
trim, finished to represent mahogany. The
walls of the elevator corridors on each
story are finished in Botticino marble with
Knoxville marble floors.

The pyramid at the top of the structure
is about seventy feet square at the base and

FIRST FLOOR OF THE BANKERS TRUST COMPANY BUILDING, NEW YORK

offices in the basements, first, second and
third stories has been designed, like the
exterior, in a pure classic style. The walls,
columns and banking screen of the main
banking rooms on the first and second floors
are of Tavernelle-Claire, a marble imported
from the northern part of Italy. All of the
metal work used in connection with these
banking rooms, screens, and other divisions
on these floors, is of a light colored bronze.
There is a separate entrance in the center
of the building on Wall street, with a broad
staircase leading up to these banking quar-
ters on the first floor. The various depart-
ments below and above are served by three
large elevators, for the sole use of the
company and its patrons.

ninety-four feet high, being covered with
massive blocks of granite. It contains, be-
sides a number of storage vaults, all the
necessary tanks, ventilating ducts and other
unsightly apparatus which so often mar the
roofs of high buildings, where they are left
exposed to view.

Tne EquipMENT ProBrEM.

Thos. Bruce Boyd, who is known as a
bank engineer and has qualified for that
title by designing the interior arrangement
and equipment of a number of the most
successful banking plants in the United
States and Canada, planned the banking
quarters in the new building of The Bank-
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MARBLE STAIRCASE, LEADING FROM FOREIGN EXCHANGE DEPARTMENT TO THE MAIN BAXKING
ROOM, BANKERS TRUST COMPANY BUILDING, NXEW YORK

ers Trust Company, and also aided many
of the tenants, who have rented offices in
advance, to equip and furnish their quarters.

Mr. Boyd collaborated with the general
architects of the building, Messrs. Trow-
bridge & Livingston, and the contractors,
Messrs. Marc Eidlitz & Son, to work out
the details of equipment in harmony with
the requirements of every department of
The Bankers Trust Company, as shown
by experience in the present quarters,
and with a view to future expansion. The
employees really have at their disposal a
scientifically-planned machine, rather than
so many desks, chairs, counters and fixtures.

The equipment is planned with a view to
future changes without disorganizing the
office routine, in case it shall ge necessary
to provide more space for any department.
What is known as the “unit form™ has
been employed; for example, if for any rea-
son a department on the second floor should
be moved to the third floor and ex-
pansion of the department on the second
floor is necessary, all that would be needed
is to take away the underbodies of the
equipment and transfer them to the third
floor and add new underbodies necessary
for the expansion of the department on the
second floor.
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Also, the equipment has been planned so
that all counters, desks, etc., are without
cracks or crevices, through which papers
might slip and be lost. All counters and
desks are arranged with sanitary covers,
readily permitting their dusting and clean-
ing, and cast bronze feet are provided, so
that the cleaning will not mar the finish
or the equipment.

Floors where the working force will have
to walk are made of cork and are prac-
tically noiseless. The filing departments are
so situated and equipped that papers can

the majority of the space has already been
leased by prominent banking firms, bond
houses and corporations.

All floors used by the trust company
are intimately connected by pneumatic
tube service and telephone service of the
latest type.

Probably for the first time in the his-
tory of modern office buildings it has be-n
possible to build the equipment of the
building's tenants at the same time as the
general construction. Usually it is the prac-
tice to design typical floor plans, and as

MAIN BANKING 'ROOM, LOOKING TOWARD ELEVATORS, BANKERS TRUST COMPANY BUILDING,
NEW YORK

be instantly referred to and transported to
any department by use of a complete pneu-
matic tube system.

The equipment used in the building is of
a non-combustible character, thereby reduc-
inﬁ‘ the risk of fire to a minimum.

he floor plans reproduced herewith give
a good ﬁeneml idea of how the space has
been utilized and departments have been
arranged. While the quarters are archi-
tecturally beautiful, as well as eminently
practical, the work has been of the simplest
character, the designs being chaste and free
from excessive ornamentation.

The Bankers Trust Company occupies
basements A and B, part of the entrance
floor and all of the second and third floors
for its own use. The remainder of the

building will be available for tenants, and

tenants are obtained, to alter the interior
arrangements to suit. As most of the space
has been rented long in advance, and the
tenants have retained the same specialist to
plan their equipment as planned the equip-
ment of the trust company’s quarters, these
tenants commence business in the new build-
ing with plants perfectly adapted to their
requirements, and providing means for fut-
ure expansion without the slightest annoy-
ance or disarranging of their business.

GeNERAL Poixts oF INTEREST.

Highest banking building in the world.

Record time for construction of so great
a building.

Footings of the gigantic steel columns are
entirely waterproof, preventing corrosion—
a unique feature.



NEW BUILDING OF THE BANKERS TRUST CO. 51

Floors below street level free from foun-
dation piers, due to remarkable cofferdam
system of construction.

Strongest and heaviest vault ever con-
structed. (See special article elsewhere in
this issue.)

Unique stepped pyramid roof of granite.

Consulting specialists have co-operated
with the general architects to make every
detail of equipment the “last word” in their
respective departments.

Most complete pneumatic tube service
ever installed in a banking institution; cqn-
nects every department of the trust com-
pany, and also connects with the offices of
the company’s attorneys, Messrs. White &
Case, on the twenty-sixth floor.

Every floor electrically connected with
city departments.

Height of building above street level, 540
feet.

Number of stories 41, including basements
A, B, C and D, and six stories in the pyra-
mid.

Lot about 100 feet square.

U~ique Pyrammar Roor.

Base, 70x69 -feet.

Total height, 941/, feet.

Twenty-three steps, three feet, nine and
one-half inches high and one foot, four
inches wide.

Pyramid contains sprinkler tank for auto-

OFFICERS’ QUARTERS, LOOKING TOWARD WALL STREET, BANKERS TRUST COMPANY BUILDING,
NEW YORK
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DIRECTORS’ ROOM, WAINSCOTED, TRIMMED, AND FURNISHED IN CIRCASSIAN WALNUT, BANKERS
TRUST COMPANY BUILDING, NEW YORK

A VIEW IN CENTRAL STATION OF THE PNEUMATIC TUBE SYSTEM, BANKERS TRUST COMPANY
BUILDING, NEW YORK
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matic sprinkler system, fire tank, house
tank for plumbing system, elevator ma-
chinery, ventilating machinery, main stack
six feet in diameter, and forty-seven fire-
proof storage rooms for rent. Near the
top are a number of ventilating apertures
for emitting the foul air from the building.

This pyramid roof artistically takes care

BuiniNe A Beavtirur ONE.

This necessarily imperfect description of
the latest monument to American finance
should not be concluded without stating
that the building, unlike some of New
York’s towering skyscrapers, is harmonious
in design and strikingly beautiful in its
proportions. It is one of the most notable

FLOOR PLAN OF THE BANKERS TRUST COMPANY BUILDING, NEW YORK, SHOWING INTERIOR ARRANGE-
MENT AS PLANXNED BY THOMAS BRUCE BOYD, EQUIPMENT SPECIALIST, NEW YORK CITY

of all the unsightly apparatus often placed
on the roof of a building, marring the
skyline.

The stone roof is something of an experi-
ment in design and construction. There is
no other of this kind in existence. The
restorations of the Mausoleum of Halicarnas-
sus generally show this type of superstruc-
ture, but it is believed that this is the first
time it has ever been actually built.

Seen from almost any point of the city,
with the steam issuing from its cone, the
effect is not unlike that of a volcano in
action.

business buildings, not only of the city, but
of the world. A study of the illustrations
presented herewith will give a much better
idea of the marvellous size, strength and
beauty of the structure than may be con-
veyed by mere description.

As was said at the outset of this article,
the new building is but an expression in
concrete form of the aims and achievements
of The Bankers Trust Company. The com-
pletion of the building is but an incident—
though undoubtedly an important one—in
the company’s history, fittingly typifying
the institution’s strength and progress.
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A condensed statement of the condition
of the company as of May 23, 1912, made
the following showing:

RESOURCES.
Bonds and Mortgages ....
Bonds and Stocks .........
Time Louns and Bills Purch
Demand Loans .................
Cash on Hand and in Banks.
Exchanges for Clearing House. .
Real Estate
Accrued Interest Receivable....

$205,202,039.00

LIABILITIES.

Capita] ...... Cereaieee [P $10,000,000.00
Surplus ............. e 10,000,000.09
Undivided Profits ........... P | 86«.5"1 65
Unpaid Dividend .............. 1,312.80
Deposits .....cciiiiiiiiiiaii.., 14'5 819.870.61
Certified and other Outstanding

Checks ........coviivennnn.. 5,811,383.13
Accrued Interest Pa\able ....... 163,073.96
Reserved for Taxes ............ 238,876.85

$205,202,939.00
The officers of the company are as fol-
lows:

President, E. C. Converse; vice-president,
B. Strong, Jr., W. C. Poillon, D. E. Pomeroy,
W. N. Duane, F. I Kent, H. B. Thorne.
F. N. B. Close; secretary, G. G. Thomson;
treasurer, G. W. Benton: assistant secre-
taries, G. Richards, B. W. Jones, H. F.
Wilson, Jr.; assistant treasurers, H. W.
Donovan, R, H. Gillgs. P. D. Bogue, H. N.
Dunham; trust ofﬂcer I. Michaels,

The Directors:

James S. Alexander,
Bank of Commerce,

President National
‘New York; Stephen

Paker, President Bank of the Manhattan
Co., New York; Samuel G. Bayne, President
Seaboard National Bank, New York: Edwin
M. Bulkley, Spencer Trask & Co., Bankers,
New York; James G. Cannon, President
Fourth National Bank, New York; Edmund
C. Converse, President, New York; .
DeWitt Cuyler, President Commercial Trust
Co., Phﬂadelphla Henr) P. Davison, J. P.
Morgan & Co.. Bankers, New York; Rudulph
Ellis, President Fidelity Trust Co., Philadel-
phia; Hayward Ferry, Vice-President
Hanover National Bank, New York; Walter

E. Frew, President Corn Exchange Bank,
New York; Fred'’k T. Haskell, Vice-Presi-

dent Il'inois Trust and Savings Bank,
Chicago; A, Barton Hepburn, Chairman of
the Board, Chase Natlonal Bank, New York:
Francis L. Hine, President First National
Bank, New York,; Thomas W. Lamont, J. P.
Morgan & Co., Bankers, New York; Edgar
I.. Marston, Blair & Co., Bankers, New York;
Joseph B. Martindale, President Chemical

National Bank, New York: Gates \W. Mc-
Garrah, President Mechanics’ and Metals

National Bank, New York; Charles D. Nor-
ton, Vice-President First National Bank, New
York: Willlam C. Polillon, Vice-President.
New York; Daniel E. Pomeroy, Vice-Presi-
dent, New York; William H. Porter, J. P.
Morgan & Co., Bankers, New York; Seward

Prosser, President Liberty Nationa! Bank.
New York: Daniel G, Reid, Vice-President
T.iberty National Bank. New York; Benj.
Strong, Jr., Vice-President, New York;
Edward F. Swinney, Presldem First Na<

tional Bank, Kansas City; Gilbert G. Thorne,
Vice-President National Park Bank. New
York; Edward Townsend, President Import~
ers and Traders’ National Bank. New York;
Albert H. Wiggin, President Chase National
Bank. New York; Samuel Woolverton, Vice-
Pres'dent Hanover National Bank, New
York.

ONE OF THE TWENTY STATIONS IN THE PNEU-
MATIC TUBE SYSTEM, BANKERS TRUST
COMPANY BUILDING, NEW YORK



SAFE DEPOSIT

THE GREAT VAULT OF THE BANKERS TRUST
COMPANY OF NEW YORK

TO produce the strongest vault in
the world, with an equipment
which would provide the greatest effi-
ciency of administration, and include
in the highest degree all safeguards,
was the problem which the Bankers
Trust Company of New York set for
their vault engineer.
How well these conditions have been
fulfilled is shown by an examination of

THE 40-TON MAIN DOOR OF THE VAULT.
FOUR TONS.

HEA VIEST DOMR EVER BUILT.
BANKERS TRUST COMPANY BUILD ING,

the completed structure, which is
unique in the history of vault engi-
neering.

This vault is two stories high, and
about twenty-eight feet wide by thirty
feet deep inside. Its walls are twenty-
eight inches in thickness, built up of
four inches of shock and drill-
proof steel, surrounded with two feet of
rock concrete, and two rows of heavy

HINGES ALONE WEIGH
NEW YORK

(MOVABLE PLATFORM IN LOWERED POSITION)
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VAULT PLAN OF THE BANKERS TRUST COMPANY BUILDING, NEW YORK

Vaults Deslgned and Bullt Under Direction of Frederick 8. Holmes, the Well-Known New York
Bank Vault Engineer and Expert.

‘““A.'" Maln entrance.
“B,” Main entrance door open, 3 feet thick.
*‘C,”” Emergency entrance.
“D,”" Emergency entrance door open, 3 fect thick.
"' Stecl lining 4 inches thick.
F,”” Monolithic concrete walls 2 feet thick, embedding two rows §5-pound steel rails.
“G,"" ‘G, Safes for securitics.
“H.," “H,” Alsles.

“J," Stairway to lower story of vault.

“K," Vault entrance enclosure,

"L Lowering platform to provide level walk-way into vault.
M, Opecrating hand wheel for platform.

“N,” Vault enclosure protecting grille.

“P,” Maln entrance day gate.

“R,” Telephone and nright light.

“s," Entrance enclosure wall of concrete, embedding tool-proof reinforcement.
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steel rails, and further reinforced with
massive beam work; the enormously
heavy columns and beams of the frame
of the building are built into, through
and around these vault walls and- the
entire mass is so tied together that a
shock sufficient to disturb the vault
would bring the building down in ruins
upon it, making it more impregnable
than ever.

This construction differs from the
older standards, in that the metal, to a
large extent, has been distributed
throughout the concrete walls, which
are designed not only to provide ab-
solute fire protection, and to cushion
shock, but especially to prevent the
successful application of the oxy-acety-
lene cutter burner, an instrument now
in general use throughout the world,
which cuts even battleship armor al-
most as readily as a grocer cuts, cheese
with a knife.

The entrance to the vault is guarded

TOOKING INTO VAURT THROUGH MAIN
TRANCE, BANKERS TRUST COMPANY
BUILDING, NEW YORK

EN-

by a door which has proved the wonder
of the vault-building fraternity, and
its construction occasioned first con-
sternation and ultimately unbounded
enthusiasm among the men directly en-

gaged in building it. This door weighs
approximately forty tons, and not the
least of its wonderful features is the
fact that it can be swung by the use
of a single finger.

This door is three feet in thickness

“PLITTIE”  EMERGENCY DOOR OF
VAULTS, BANKERS TRUST COMPANY
BUILDING, NEW YORK

T1HE THE

and is of composite construction, the
outer half being formed of a steel
casting containing concrete and inter-
laced refractory steel members, the
inner half being built of two-inch five-
ply chrome steel plates, low steel sec-
tions and a solid cast bolt-frame.

The time required to penetrate this
door is so great as to be an absolutely
unknown factor. The absence of short
stepping and the usual tongues and
grooves is very noticeable, as with the
exception of three narrow rebates, these
now out-of-date fecatures have been
abandoned.

Another feature is the locating of
the combination locks and bolt-throw-
ing mechanism on the door jamb and
the time-lock upon the door proper,
making it necessary to put holes
through both the jamb and the door in
order to reach the dogging devices.
This arrangement doubles the protec-
tion of the locking system "and . per-
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mits the use of a dvor without spindle
holes.

Another protective feature consists
in the covering of all of the locking
mechanism with steel plates upon the
inside, obviating an almost universally
weak condition in standard work, where
a small hole through the vault walls
provides direct access to the locking
connections.

To provide against the possibility of
a lock-out, an emergency door has
been installed, circular in shape, of
smaller diameter, but of equal thick-
ness and strength with the main door.

The interior of the vault is divided
into aisles and transepts lined with
safes from floor to ceiling, divided in
various ways for the holding of securi-
ties and moneys. Double custody is
required, for each safe, and combina-
tion locks are used throughout. There
are more than one hundred of these
safes and in addition two large com-
partments fitted with open shelving.

The vault is splendidly ventilated
during the day by an extension of the
ventilating system of the building, the
air being forced in through a large
conduit, concealed beneath the foot-
bridge and delivered at the ends of
each transept in such a manner that
every cubic foot of the interior is con-
tinually swept by fresh air.

The vault is lighted electrically, the
lights being controlled by heavy auto-
matic switches, which in turn are op-
erated by a button at the entrance.

In a vault so large and with so
many aisles, there is always a remote
possibility that someone may be locked
in at night. To avoid this so far as
possible not only is the vault inspected
before closing, but an alarm gong is
automatically rung by the closing of
one door, and continues ringing for
several minutes until the sccond door
is locked; and if, notwithstanding these
precautions, an accident should occur,
the person locked in would find two
lamps burning, he would find a tele-
phone with a direct line to ‘“cen-
tral,” at his disposal and a card direct-
ing him to call at least two officers of
the bank (for the main doors also are
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in double custody) and how to assist
them, from the inside, to accomplish
his release.

Electric protection devices have been
installed to provide against any possi-
ble irregularities on the part of cus-
todians; and in addition, numerous in-
teresting features, such as a lowering
platform to provide a level walk-way
into the vault, call-bells for messen-
gers, and riot alarms to be used in
event of trouble.

The entrances to the vault are pro-
tected on the outside by a mob-proof
enclosure.

The design and construction as a
whole are acknowledged to be the final
word in vault enginecring and affords
ample protection for the securities which
it contains.

The vault and its ¢équipment of safes
was designed and its construction and
erection supervised by Frederick S.
Holmes, the well-known New York
vault engineer and expert, and the work
was done by the Herring-Hall-Marvin
Safe Company of New York.

RENTING SAFE DEPOSIT BOXES
TO STRANGERS

PRECAUTIONS are necessary in

renting safe-deposit boxes to
strangers, for sometimes rentals are
made for the sole purpose of gaining a
foothold in the bank for obtaining
money fraudulently.

A box can be rented and very im-
posing bundles of ‘“securities” put in,
which arc of little or no value.

The holder of a safe-deposit box is,
of course, not entitled to any accommo-
dation by the bank, in the absence of
proper introduction or credentials.

SAFE DEPOSIT. COMPANIES
MERGER

THE Corn Exchange Safe Deposit
Co., 13 William street, New York,
and the Queens County Safe Deposit
Co., Borden avenue and Front street,
Borough of Queens, New York, have
entered into a merger agreement.



NATIONAL SHAWMUT BANK OF BOSTON TO
INCREASE CAPITAL TO $10,000,000

AT a special meeting of the share-
holders of the National Shawmut
Bank, Boston, on June 18, it was de-
cided to increase the capital stock of
the bank from $3,500,000 to $10,000,-
000 by the issue of 65,000 shares of
stock to be offered the shareholders at
$120 per share, payment for the new
stock to be made on or before July 15.
~ Each shareholder will be entitled to
subscribe for ome and six-sevenths
shares of stock for each share of the
present stock held.

As recent sales of the stock have
been around $445 a share, it will be
seen that the “right” to subscribe to the
new stock is a valuable one.

The present surplus of the bank is
above $6,000,000, and the premium
gained from the sale of the new stock
will raise this item to over $7,000,000.

With a capital of $10,000,000 the
National Shawmut Bank of Boston has
a larger capitalization than any bank
in the country outside the central re-
serve cities—New York, Chicago and
St. Louis; and even in those cities there
are but three banks having a larger
capitalization.

The first point that determines the
safety of a bank is the capacity of the
management as reflected in the quality
of the loans and investments—having
regard, of course, to such employment
of the funds as will yield a fair return.
Next to this perhaps nothing is of
greater importance than the mainte-
nance of a proper proportion between
the capital equipment and the deposit
liabilities. And, so far as concerns the
safety of deposits, the major part of
this capital equipment should not con-
sist of surplus or undivided profits, but
of paid-in capital, the reason for this
being, of course, that every dollar of
capital really represents another dollar
of shareholders’ liability and is so much
added protection to the public. Per-
haps the ideal of capital equipment is
approximated when the surplus and

profits equal, or nearly equal, the paid-
in capital, and that is substantially the
position of the National Shawmut
Bank, for when the new stock is paid
for it will have $10,000,000 capital and
over $7,000,000 surplus and profits.
But it is not alone in the greater
protection afforded depositors that an
adequate capital equipment is essential.
It enables a bank, in slack times, to em-

WiLniax A.  Gastox

PRESIDENT NATIONAL SHAWMUT BANK OF
BOSTON

ploy a considerable portion of its funds
in purchasing outside paper or foreign
bills and to keep on hand a larger re-
serve, by these means being in the most
favored position to supply the demands
of its own dealers in times of sudden
or unusual requirements, and having a
sufficient margin of free funds to relieve
it of the necessity of pressing its bor-
rowers for payment at inconvenient
times.

These considerations have, no doubt,
been instrumental in causing-the Na-

59
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tional Shawmut Bank to raise its capi-
tal to a point conmensurate with the
growth of its deposits and the general
expansion of its business.

The National Shawmut Bank, besides
having a verv large volume of accounts
from manufacturers, merchants and
others, carries a heavy list of bank cor-
respondents, not only in New England,
but throughout the country. It follows
quite naturally that the requirements
of those dealing with this bank can be
better met with increased capital.

This addition to the bank’s capital
follows one of $500,000 made in De-
cember, 1901 (with a like amount added
to surplus), when the Third National
was absorbed.

The growth of the National Shaw-
mut Bank’s deposits to the present av-
erage of akout $90,000,000—the largest
of any tank in New England—the en-
largement of the capital, surplus and
profits account, the satisfactory divi-
dend rate, and the price of the shares
in the market, are all facts demonstrat-

ing the care and skill with which the
bank’s affairs are managed.

While the addition to capital affords
a reasonable margin for future growth,
it also to an important extent enhances
the present safety—a point which pru-
dent management never overlooks.

This policy of always maintaining a
strong pssition, supplemented by care-
ful attenticn to the needs of those who
deal with it has steadily advanced the
National Shawmut Bank of Boston to
a place of primacy among the reserve
city banks of the country.

The president of the National Shaw-
mut Bank, Mr. William A. Gaston, has
shown himself to be an executive of rare
capacity. His experience is extensive
and his financial connections numerous
and important.

For over threc-quarters of a century
the National Shawmut Bank has been
located in the financial centre of Bos-
ton. Its new building ranks among the
notable and beautiful structures in the
country devoted to financial purposes.

CHANGES IN NEW YORK LAWS RELATING TO
LARCENY AND FORGERS

ON the first of September, the two
laws quoted below will go into
effect in New York State. They will
throw greater safeguards around bank-
ing transactions in the State.
The complete -text of the ‘“False
Statement” law as now on the statute
books of New York State is as follows:

AN ACT
To Amexp THE PeExaL Law, 1N ReLaTtiov
T0 LARCENY.
The People of the State of New York, rep-
resented in Senate and .Assembly, do
enact as follows:

Section 1. Article one hundred and twen-
ty-two of chapter eighty-cight of the laws
of nineteen hundred and nine, entled “An
act providing for the punishment of crime,
constituting chapter forty of the consoli-
dated laws,” is hereby amended by inserting
a new section, to be section twelve hundred
and ninety-three-b, and to read as follows:

Section 1293-b. Obtaining property or
credit by use of false statement. Any person

1. Who shall knowingly make or cause to
be made, either directly or indirectly, or
through any agency wKatsover, any false
statement in writing, with intent that it shall
be relied upon, respecting the financial con-
dition, or means or ability to pay, of him-
self, or any other person, firm or corpora-
tion, in whom he is interested, or for whom
he is acting, for the purpose of procuring in
any form whatsoever, either the delivery of
personal property, the payment of cash, the
making of a loan or credit, the extension of
a credit, the discount of an account receiv-
able, or the making, acceptance, discount,
sale or indorsement of a bill of exchange, or
promissory note, for the benefit of either
himself or of such person, firm or corpora-
tion; or

2. Who, knowing that a false statement
in writing has been made, respecting the
financial condition or means or ability to
pay, of himself, or such person, firm or cor-
poration in which he is interested, or for
whom he is acting, procures, upon the faith
thereof, for the benefit eithe