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ACCOUNTING AND
BUSINESS, January 2006

001. A champion of rights /
Colette Steckel

Colette Steckel talks to Amy
Yung, award winner in the UK's
recent Accountancy Age Awards.
She said, ‘I rather treat my
business as a family. I don't do
this for the money, I do it to
build friendships and gain
confidence in the firm’s services,
both of which are very important
to me.’ PP. 22-25

002. Brand hijack / Richard
Brass

Perhaps it can be safely
assumed that one place where
image is everything is in the
luxury goods market. What,
therefore, are the implications
when a carefully constructed
brand, Burberry, goes
completely off-radar? Reports
the author. PP. 26-28

003. Keeping it all in
proportion / Sarah Perrin

The author discusses on the
implications of the Company
Law Reform Bill, if introduced as
drafted, will create a new era of
proportionate liability for audit
firms, as well as introducing a
new criminal offence for
individual auditors. How big an

'V
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impact might these changes
have? PP. 32-34

004. Regulation
impracticalities /
Kirsty Laschinger

The author reports on the
concerns held by many in South
Africa towards new regulation in
the country’s audit profession.
PP. 38-40

005. The future of pensions
/ John Davies

The author discusses the
implications of the Lord Turner’s
report “ The UK’s pensions
system is not currently in a
state of crisis, but this will
change very soon unless people
work longer or save more than
they are doing at the moment.”
PP. 42-43

006. In the work 2zone /
Charles Woodruffe

The author explains that having
employees who are thoroughly
motivated and truly engaged
with what they are doing is the
most powerful competitive
weapon any organization can
enjoy. Dr. Charles offers advice
on how to achieve this ideal
condition. PP. 46-48
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ADVANCED MANAGEMENT
JOURNAL VOL. 70 NO. 4,
AUTUMN 2005

007 Managing Generation Y
/ Susan P. Eisner

The workforce is becoming
relentlessly younger, but the
present contains four
generations; the Traditionalists,
born before 1945; the huge
post-war baby Boomers, born
1945-64; the small generation X
group, born 1965-80, and now
generation Y, born after 1980.
Many HR professionals report
conflicts between younger and
older workers, reflecting each
generation’s very different
values, attitudes toward work
and authority, ways of
operating, degrees of
socialization, skills, and so on.
Managers may save themselves
some headaches by becoming
familiar with Gen Y - a mini
baby generation now pouring
into the marketplace. PP. 4-15

008. Success factors for
organizational performance:
comparing business services,
health care, and education /
Hilton Barrett [and] others

Blogging has been described as
an even more revolutionary
medium than the internet. The
author explores the popular
concept, discovering how
corporates intend to make blogs
work for them. pp. 16-28
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009. Embedding ethical
frameworks in the
leadership system of Not-
for-profits: The special case
of volunteers / John R. Bell
[and] others

In the past few years, the media
spotlight has targeted ethical
scandals in the business world.
However, not-for-profits are not
immune to these problems.
With over $600 Dbillion in
revenues, more than 10 million
employees, and countless
volunteers, these organisations
have a major impact on the U.S
economy and community life.
Making sure that volunteers
adhere to codes of ethics can be
difficult, but the fallout from
malfeasance can be
devastating. Careful selection of
volunteers, a written code of
ethics, good communication
between paid and volunteer
leadership, training, and other
measures can help avoid ethical
lapses. PP. 29-34

010. Workplace violence
prevention programs in West
Texas / Gundars Kaupins
[and] others

Among the sad-but-true trends
of modern life is an increase in
workplace violence. Despite the
breadth of employee abuse,
little is known about links
between this problem and
violence prevention strategies.
A survey of human resource
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managers in five roughly similar
West Texas cities found that the
most common prevention device
was information in the
employee handbook. However,
organizations with 50 or more
employees tended to have pro-
active measures, as did those
that had experienced workplace
violence. There was little
correlation between prevention
measures and types of
industries. PP. 35-42

011. Enhancing
organizational performance:
Facilitating the critical
transition to a process view
of management / Gary Baker
and Henry Maddux

For some time manufacturers
have realized that the efficiency
of their processes is as
important as the quality of their
product. Their bottom lines
reflect both. Now many
nonmanufacturing businesses
are trying to apply a process
view to their operations, and it's
not easy. Structural changes
may be required in the
transition from a traditional
functional focus. Technology
may be needed to facilitate
cross-functional teams. Workers
must be educated to the
necessity and competitive
advantages of a process-
oriented organisation and the
new focus must be implemented
and managed effectively. PP.
43-53
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012. Using quality
management as a bridge to
environmental sustainability
in organisations / Cathy A.
Rusinko

Pressure is increasing on a wide
range of organisations to use
environmentally sustainable
practices in producing their
products and services.
Nevertheless, there are few
easily accessible tools to help
managers make decisions that
will have the desired
environmental outcome
without compromising other
crucial goals. Well-known
quality management practices
can help, especially the Deming
Cycle of plan, do, study, and
act. Applying these iterative
steps, as illustrated by a case
study, can help guide managers
through decisions that result in
environmentally sustainable
practices. PP. 54-61

ESSAS

BANK DIRECTOR 4™
QUARTER 2005 VOL. 15 NO.
4

012. What makes a good
bank good? / Jack Milligan

In an industry that has
undergone a tremendous
amount of consolidation over
the past two decades, it's
important to remember that
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bigger is not always better when
it comes to gauging the
performance of a bank. Bank
Director _ with assistance from
New York-based investment
banking firm Sandler O’ Neill &
Partners - created the Bank
Performance Scorecard, which
measures each institution across
three important categories:
profitability, capital adequacy,
and asset quality. PP. 16-24

013. Banking in Paradise /
Jack Milligan f

After its expansion strategy
blew up a few years ago,
Bank of Hawii retreated to
its home market and the
results have been sublime.
We take a closer look at the
bank that made it to the top
of our 2005 scorecard. PP.
30-33

014. Redefining customer
service where customers are
king / Becky Bergman

Who says banking has to be a
chore? Certainly not corporate
executives who are fine-tuning
their customer service policies
and adopting a people -centric
focus. This attitude adjustment
is helping financial institutions
attract customers and increase
their bottom line. PP. 34-41

015. Bank Director Annual
Compensation Review /

';V
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Deborah Scally and Kimberly
Crowe

Using our 2005 review, Boards
can weigh fellow directors’
candid opinions on
compensation along with results
from our annual report on
retainers, fees, and benefits to
benchmark their own pay
packages and training
programs. PP. 42-52

016. Getting the most out of
marketing / Chris Costanzo

Large banks have been gaining
deposit market share, leading
some community banks to fight
back with technology-driven
marketing programs. Today’s
community banks have to
contend with competitors that
are not just bigger, but getting
better. PP. 54-56

017. CRA: More than a
numbers game / Susan
Lahey

New rules designed to bring
relief to some banks opened up
a Pandora’s box of new
concerns. The phrase
“regulatory relief” can be
misnomer; it's only a relief after
everyone learns to operate by
the new rules. PP. 58-60

Copyright FITC. All Rights Reserved.



THE BANKER Vol. 156 No.
961, MARCH 2006

018. Quantum Leap / Dan
Barnes

Bank trading desks are
continually seeking faster data
processing to speed up deals
and this is pitting technology
developers against the laws of
physics. PP.18-24

019. Capital accord or
capital discord? / Michael
Imeson

Preparations for the new capital
accord trundle on but there are
growing fears among bankers
and their supervisors that its
inconsistent implementation
around the world will cause
problems as report the author.
PP. 26-29

020. Klauds Diederichs [/
Geraldine Lambe

Public perceptions of JPMorgan
belie the fact that its investment
banking business has crept up
stealthily on its competitors and
can now boast stellar growth
and healthy revenues. The
author talks to JPMorgan’s head
of investment banking for
Europe, Klaus Diederichs. PP.
30-31

021. World of pain (for less
gain) / Sophie Roell

';V
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Sophie Roell discovers how the
heads of global equities at four
investment banks are adjusting
to a world of falling
commissions, the pressure for
greater risk taking and
mushrooming technology costs.
PP. 32-34

022. Doing what comes
naturally / Edward Russell-
Walling

When BNP Paribas agreed to
underwrite a $750m pre-export
facility for the State OQil
Company of Azerbaijan, it was
seen as a brave move by other
banks. Interest in the Caspian
region will surely make the deal
worthwhile. The author talks to
the team. PP. 36-37

ESSAS

THE BANKER VOL. 156 NO.
960, FEBRUARY 2006

023. Confidence in Rome
won’t be rebuilt in a day /
David Lane

Under Antonio Fazio, Italy’s
central bank seemed to have
become an autocracy, with the
now disgraced ex-governor its
all-powerful boss. Governance
will have to be a priority for the
new governor, Mario Draghi talk
to Davis. PP. 18-22
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024 Seeking a wider
audience for sophisticated
products / Natasha de

Teran

Variance and volatility swaps
have been among products to
culture the minds of
sophisticated derivatives player
in recent years. Now bankers,
index providers and their
exchange counterparts are
seeking to create standardized,
simpler versions of the
instruments to widen their
uptake. PP. 52-54

025 Scoring with the CDO
market / Frances Maguire

The growing use of
collateralized debt obligations,
and the speed at which new
deals are coming to market,
means custodian are allocating
considerable resources to
servicing this profitable seam of
business. PP. 56-57

026. A resurgence without
risk / Ben Aris

Financial-industrial groups are
making a comeback, but the
banks they created are reducing
risk by diversifying from
related-party business.
Meanwhile, the pure banks have
also benefited from the
economic upturn. Ben Aris
reports from Moscow. PP. 62-65

';V
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027. Face the customer /
Dan Barnes

Customer-centricity has long
been a buzzword but money-
saving innovations such as call
centres and online banking can
alienate customers and damage
your brand. The author reports
on the measures banks are
taken to reassure their
customers and reinforce trust.
PP. 83-84

028. Wake up, rethink and
renew / Chris Skinner

With branded organizations up
and down the high street
offering all manner of low-cost
financial services, the
established players had better
come up with something new to
offer consumers fast according
to the author. P. 85

ESSAS

THE BANKER VOL. 156 NO.
959, JANUARY 2006

029. Window on the World /
Stephen Timewell

Stephen Timewell traces eight
decades of The Banker, which
has reflected global historical
changes through the years, and
he profiles its founder, Brendan
Bracken, whose influence is still
felt today. PP. 26-28
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030. New priorities for an
era of globalization /
Rodrigo de Rato

With demographic change and
globalization presenting fresh
challenges, Rodrigo de Rato
explain s how the 60-year-old
International Monetary Fund is
adapting itself to new
paradigms. PP. 30-31

031. Yesterday’s wild
upstarts, today’s founding
fathers / Geraldine Lambe

In 80 years the world’s financial

markets and the corporate
landscape have been
transformed out of all

recognition. Somewhere along
the way Eurobonds, financial
futures, securitization and
derivatives were all invented.
Geraldine Lambe tracked down
some of the great innovators of
the past few decades and talked
to them about the times when
long-dated floating rate notes
were regarded as dangerous
products, the futures business
meant pork bellies and orange
juice, while $1m fee was
considered outrageous. PP. 32-
38

032. The role of oil: Past,
Present and Future / He
Sheikh Ahmad Fahad Al-
Ahmad Al-Sabah

Il;[."'
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Lessons from the 20™ century
teach the oil industry how to
deal with the challenge of
volatility and rising demand
says Opec President Sheikh
Ahmad Fahad Al-Ahmad Al-
Sabah. PP. 40-41

033. The new masters of the
universe / Frances Maguire

The rise of the multinational
company began in 1945, and
just kept going. The author
looks at the impact the
multinational has had on the
globalization of banking and on
treasury and cash management
systems over the decades. PP.
42-44

034. From Bookkeepers to
capitalist innovators / Hanna
Gronkiewicz-Waltz

The author outlines the tortuous
process of ditching socialist
operating modes that ex-
communist banks were forced to
endure in order to become the
competitive institutions they are
today. PP. 46-47

035. How to measure a giant
/ Terry Baker-Self

Terry baker-Self describes the
evolution of The Banker’s world
listings and how the way they
are assessed has reflected
changes in bank practices and
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industry regulations over the
years. PP. 48-50

036. Obeying the regulator /
Michael Imeson

Of all the forms of operational
risk, compliance officers are
most concerned with regulatory
risk. Why? Because the
consequences of getting it
wrong can be so severe, writes
the author. PP. 52-53

037. A problem shared /
Michael Imeson

High quality data is essential for
good operational risk
management but finding it can
be difficult without access to a
shared database. PP. 54-55

ESSAS

CONSULTING TO
MANAGEMENT VOL. 16 NO.
4, DECEMBER 2005

038. The new business
consulting landscape / Fiona
Czerniawska

Consulting is a broad church,
and the traditional ways of
segmenting the industry-by size
or services offered-failed to
capture increasingly stark
differences at other levels. PP.
3-6

';V
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039. Rapid results / Robert
W. Schaffer, Wes Siegal

Consultants frequently are the
victims of this dilemma: the
greater the potential value of
their recommendations, the
greater the changes that will be
required by people in the client
organization. But the more
change that is required in the
client organization, the more
likely that like of capacity to
carry out that change will thwart
the project. PP. 12-18

040. The art of creating
smart questions / Steven S.
Benson [and] others.

Peter Drucker, a seminal thinker
on management, advices us to
“ask the right questions.” Many
other leaders give the same
advice, but what are theses
questions? Are they always the
same? Shape your questions to
achieve the desired response.
PP. 19-23

041. Performance measures
for your business / Carrie
Beam and Jeremy Sack

Time is difficult to store and
slippery to measure; moreover,
once a day is over, all of its
revenue potential is gone. The
use of simple time
measurement tools does not
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need to be burdensome or
tremendously complex in order
to vyield important insights.
However, it takes great courage
to keep these records. PP. 24-
27846

042. What are they
thinking? How to read and
respond to your audience’s
body language / Patti A.
Wood

Wouldn't it be great if you could
get inside the minds of your
audience and know what they
are thinking about you and your
presentation? Actually, you can
- by reading their body
language. Once you know what
they’re  thinking, you can
respond and have a successful
presentation. Learning a few
simple body language signals
can help you discover the

answers to the following
questions. PP. 28-29
043.The unjust

(CONSULTING) universe /
Alan Weiss

According to the author, I've
long maintained that
consultants learn more and
improve more than their clients.
After all, we gain experience in
our real-world laboratories, we
deal with the high and mighty
among corporate denizens, and
we develop world-class practices
from observing what works and
what doesn’t. PP. 30-32

';V
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044. Developing consulting
skills / Calvert Markham

We all know that a consulting
firm stands or falls according to
how its members perform. Few
firms, however, have paid much
attention to managing and
developing their employees’
performance. Several factors
conspire to make this so: other,
more appealing activities are
given higher priority;
consultants are out working with
clients; and few firms have the
required skills. PP. 33-38

045. Incorporate
publications into your
marketing strategy / Andrew
Rogerson

Management consultants are
asking themselves a tough
question: what is the most
effective way to develop new
business? Referrals and
networks still work well, but
they take up networks still work
well, but they up valued fee-
earning time and cannot easily
be scaled attention invariably
turns to marketing - but can
intangible, people-oriented
business? There is evidence that
it can indeed. PP. 40-44

046. Prospecting for the sale
of consulting services [/
Larry Vogel

Given that you have some sense
of general type of businesses
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that may need vyour services
and the level to call where the
decision or key recommendation
typically comes from, all else is
in the numbers. If you make the
contacts, you will do the
business. But you must make
contacts in large numbers; and
to do that, you must have a
system for identifying
prospects. PP. 47-52

ESSAS

FINANCIAL MANAGEMENT
VOL. 34 NO. 4, WINTER 2005

047. Active institutional
shareholders and costs of
monitoring: evidence from
executive compensation /
Andres Almazan [and]
others

Although evidence suggests that
institutional investors play a role
in monitoring management, not
all institutions are equally willing
or able to serve this function.
PP. 5-34

048. Enhancing security
value by ownership
restrictions: evidence from a
natural experiment / Amar
Gande and Manju Puri

We present new evidence from
a natural experiment to show
circumstances in which
ownership restrictions can
enhance value. Our evidence is

';V
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based on multiple restricted
bond issues by an emerging
market issuer at 150 basis point
lower than comparable bonds,
resulting in a billion dollars
saving. PP. 35-64

049. Understanding the
endogeneity between firm
value and shareholder rights
/ Jinanxin (Daniel) Chi

Here, I explore the relation
between firm value and the
shareholder rights-based
Governance Index "“G” which
has become a popular measure
of governance quality among
researchers and investors. It
shows that the relation is not
spuriously driven by observable
firm heterogeneity or an
assortment of observable firm
characteristics, such as firm
growth potential and
profitability. PP. 65-76

050. Liquidity risk and
venture capital finance /
Douglas  Cumming [and]
others

This article provides theory and
evidence in support of the
proposition that venture
capitalists adjust their
investment decisions according
to liquidity conditions on IPO
exit markets. PP. 77-105

051. Debt maturity structure

and firm investment / Varouj
A. Aivazian [and] others
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This study shows that the
maturity structure of a firm’s
debt has a significant impact on
its investment decisions. We
show, after controlling for the
effect of the overall level of
leverage, that a higher
percentage of long-term debt in
total debt significantly reduces
investment for firms with high
growth opportunities. PP. 107-
119

052. Auditor’s reputation
and equity offerings: The
case of Arthur Andersen /
Stephaine Yates Rauterkus
and Kyojik “"Roy” Song

The certifying and monitoring
role of auditors is valuable to
clients. By examining the impact
of Arthur Andersen’s worsening
reputation on its clients, we find
a 200 basis point more negative
reaction to seasoned equity
offering (SEO) announcements
for firms audited by Andersen.
PP. 121-135

ESSAS

FINANCIAL MANAGEMENT
VOL. 34 NO. 3, AUTUM 2005

053. Using expectations to
test asset pricing models /
Alon Brav [and] others

Asset pricing models generate
predictions relating assets’
expected rates and their risk
attributes. Most tests of these

';V

Training. Consulting. Research

models have employed realised
rates of return as a proxy for
expected return. We use
analysts’ expected rates of
return to examine the relation
between these expectations and
firm attributes. PP. 31-64

054. Assets in place, growth
opportunities, and IPO
returns / Kee H. Chung
[and] others

We consider a simple model
positing that initial public
offering price is equal to the
present value of an entity’s
assets in place and growth
opportunities. The model
predicts that initial return is
positively related to both the
size and risk of growth
opportunities. PP. 65-88

055. Limit order adjustment
mechanisms and ex-dividend
day stock price behaviour /
Keith Jakob and Tongshu Ma

Unlike the NYSE, the Toronto
Stock Exchange (TSX) does not
adjust prices in the outstanding
limit orders on ex-dividend
days. We find that TSX ex-day
stock price behaviour differs
from that on the NYSE in
several key aspects. PP. 89-101

056. eInformation: A clinical
study of investor discussion
and sentiment / Sanjiv Das
[and] others
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We examine the information
flow for four stocks over seven
months to trace the relationship
between on-line discussion,
news activity, and stock price
movements. On-line discussions
support numerous
unsubstantiated rumours,
substantial on-point exchanges,
and quick dissemination of
imminent and recently released
information. pp. 103-137

ESSAS

FINANCIAL
FEBRUARY 2006

WORLD

057. Profit warning / Tony
Jackson

The author ponders whether the
salaries being made by the big
investment banks leave a bad
taste. PP. 8-9

058. Opening up the debate
/ David Lascelles and Jane
Fuller

The chairman of the UK’'s
financial regulator, who is
pressing for a principles-based
approach on new rules, wants
businesses to engage in a
“discourse of regulation”. PP.
15-18

059. From bookie to banker
/ Sam Dibb

Sam Dibb explains why the
financial services sector could

';V

Training. Consulting. Research

cash in by adopting a few
methods from the betting world.
PP.20-22

060. Offshore and off target
/ Williams Hall

The EU’'s new savings tax
directive was intended to come
hard on those making use of
offshore centres. So far, though,
it's failed to pack a punch,
writes William Hall. PP. 23-26

061. Banking on the future /
Dave Birch

Why the world of virtual gaming
could offer new opportunities for
financial services firms. P. 27

062. Street credibility / John
Adams

Having to manage risk often
sends financial institutions
scurrying to calculate the odds
involved, but sometimes they
need to put more faith in the
type of decision-making they
use to cross the road. PP. 28-29

063. All wired up / Michael
Imeson

The European Commission is

introducing money-transfer
controls in a bid to hinder the
financing of terrorist
organisations. The author

reports on the impact for banks
and high-street money transfer
firms. PP. 34-36
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064. If they are to trust
financial services, customers
must experience consistent
delivery / Elizabeth Gooch

The use of regulation to make
financial services organisations
more transparent, in order to
win the trust of customers, can
prove counterproductive.
Building compliance into day-to-
day processes, coupled with
simple communication, is much
more effective. P. 21

065. The fact that the
consumer is, at the very
least, taking a breather is
hardly surprising / Simon
Rubbinsohn

Despite the gloom surrounding
the domestic Uk manufacture
sector and the diminishing
presence of the consumer on
the street, the British economy
is benefiting from a stable
housing market and a powerful
financial services industry. P. 23

066. If a bank tries to
measure everything will it
end up managing nothing
particularly well / Doug
Wilson

';V
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Modern performance
management systems empower
banks and their staff with the
ability to increase sales and
enhance customer satisfaction
rates. But is this emphasis on
decentralization at odds with
modern banking? P.25

067. Pension fund trustees
need to behave like owners
rather than speculators /
John Banham

Pension fund managers need to
invest in companies that have
good long-term prospects,
rather than passively track
underperforming companies on
the stock market. Only then will
the UK’s pensioners begin to see
a return on their money. P. 27

068 Where's the catch? /
Rob Griffin

Investors who had their fingers
burned after the last stock
market crash have latched onto
structured products with their
promise of guaranteed returns.
But as Rob Griffin finds out,
there may be a downside to this
“something for everyone”
product. PP. 35-39

069. Digging deep in 2006 /
Ben Livesey

Cautious optimism seems to be
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theme for 2006. While UK
banks remain wary of rising bad
debts, their European cousins
are looking to capitalize on the
growth that shaped 2005. The
Far East continues to beckon,
and look forward to a year of
challenges and opportunities.
PP. 40-43

070. The other side of the
wall / James Srodes

The rush of western banking
capital into China has been
driven by the promise of
tantalizing returns from a
rapidly expanding economy. But
how safe is their investment?
The author reports PP. 49-51

071 10 years after / Tom
Stevenson

The collapse of Barings helped
usher in a new regulatory
regime for the financial services
sector that was supposed to
herald a root-and-branch clean-
up of the industry 10 years on,
consumers are still vulnerable
and lessons have still to be
learned, the author reports.
PP.53-55

072. A-Day / Sam Barrett

A new pension’s regime - A-
Day- comes into force on 6 April
2006, with benefits for advisers
and consumers alike. But
simplifying eight different tax

';V
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systems into one was never
going to be easy as the author
reports. PP. 56-59

073. Taking care of core
values / Nicola Smith

The ability to bring together
information on the customer
from various sources, including
that of rival banks, is helping
financial services enrich their
service offerings report Nicola
Smith. PP. 61-64

074. Protect or deserve /
Richard Mumford

Financial services organisations
should adopt robust strategies
to protect themselves from
aggressive claimants, says
Richard Mumford. And
mediation should be the goal.
PP. 68-69
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075. We must use

intelligence to keep pace
with the changing trends in
criminal behaviour / Phillip
Robinson

Improving the lines of
communication between the
Financial Services Authority and
its law-enforcement partners is
essential to reduce the risks
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that terrorism and fraud poses
to companies, and Dbetter
understand the business
workings of organised crime. P.
17

076. Prepaid is a disruptive
phenomenon and is likely to
be a huge industry / Roger
Alexander

The rise of the prepaid card,
developed by retailers such as
Debenhams and Comet,
represents a threat to the high
street banks, share of the
money transmission market.
The banks need to meet the
challenge now and grasp the
opportunities prepaid presents.
P. 19

077. The good news for the
banks is that the business
plan blackout could be at an
end / David Rose

Legislation brought in to protect
investors has had a detrimental
effect on small-business start-
ups, cutting them off from the
very people whose experience is
essential for their success. But a
change in the law could ease
the return of the entrepreneur.
P. 21

078. In Europe, inheriting
money is fine, as is spending
it, but making money is
verboten / Marten Mickos

';V

Training. Consulting. Research

European innovators produce
flashes of brilliance but they
lack support and the recognition
needed to take on their
counterparts in the US and the
Far East. If only Europe
celebrated its risk-takers then
we would soon have more of
them. P. 23

079. Tails you lose / Claire
Oldfield

Redesigning the UK’s coins will
not only put the British public’s
love/hate relationship with their
loose change under the
spotlight, but also suggests
deeper political motives at work.
What exactly should we be
reading into this reaffirmation of
our national identity? Claire
Oldfield reports. PP. 24-29

080. Surviving Spitzer / Jon
Watkins

Bruce Carnegie-Brown, the new
president of the institute of
Financial Services and CEO of
Marsh Europe/Middle East talks
to Jon Watkins about how the
world’s biggest insurer
overcame the greatest crisis in
its history. PP. 31-35

081. Are you
Malcolm Hurlston

listening?

If the financial services industry
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listened more to customers and

worked towards a  better
understanding with their
representative bodies, the
sector would go along way to
addressing its poor image.
Reports the author. PP. 37-39

082. Town & country club /
Ben Livesey, "Rabo”

The number one farm bank in
the Netherlands, Rabobank has
grown to become a global
player. But as its chief executive
officer Bert Heemskerk tells Ben
Livesey, “Rabo” has reminded
true to its roots. PP. 40-45

083. The know-how
component / Wilf Altman

An  organisation that can
protect, nurture and capitalize
on its intellectual property
assets, can unlock hidden
potential and get the most from
its employees has revealed by
the author. PP. 46-47
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084. Eliminate the
middleman? / Ming-Hui
Huang
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Consumer  electronics giant
USTech outsources to a
Taiwanese manufacturer, which
in turn farms out much of the
work to its factory in China. If
USTech removed the
middleman, would it cut costs-
or cut its own throat? PP.33-43

085. Leadership in
Literature / Joseph L.
Badaracco

Pragmatic and powerful insights
into leadership can be found in
the works of  Sophocles,
Shakespeare, Conrad, and
others. But you’ve got to know
where to look and how to
understand what they’re saying.
PP. 47-55

086. Connect and Develop /
Larry Huston and Nabil
Sakkab

When people first hear about
connect and develop, they often
think it's the same as
outsourcing innovation -
contracting with outsiders to
develop innovations for P&G.
But it's not. Outsourcing
strategies typically just transfer
work to lower-cost providers.
Connect and develop, by
contrast, is about finding good
ideas and bringing them in to
enhance and capitalize on
internal capabilities. PP. 58-66
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087. Inside the mind of the
Chinese consumer / William
McEwen [and] others

For the last decade, the Gallup
Organisation has surveyed the
people of China, as both
consumers of goods and
employees of the companies
that produce those goods. The
data provide a unique picture of
changing consumer attitudes,
market opportunities, and
management challenges. PP.
68-76

088. Managing Middlescence

/ Robert Morison [and]
others
Midcareer employees and

managers, who should be at
their peak of productivity, are
the most disaffected segment of
the workforce of the workforce.
Companies need to find ways to
rekindle the fires of this vast,
neglected group of people - or
risk losing them altogether. PP.
79-86

089. Customer value
propositions in business
markets / James C.
Anderson [and] other

Under pressure to keep costs
down, customers may only look
at price and not listen to your
sales pitch. Help them
understand - and believe in -
the superior value of your
offerings. PP. 91-99
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090. How to implement a
new strategy without
disrupting your organization
/ Robert S. Kaplan and David
P. Norton

Strategic dreams often turn into
nightmares if companies start
engaging in expensive and
distracting restructurings. It's
far more effective to choose a
design that works reasonably
well, then develop a strategic
system to tune the structure to
the strategy. PP. 100-109

091. Diversity Now: Real
results, new opportunities /
Michael Wheeler

Diversity is about “sense” for all
of these business reasons and
for the fact our myriad
differences are a demographic

reality in today’s global
economy. Recognizing and
finding ways to make diversity
an opportunity  to create
sustainable competitive
advantage is, put simply, good
business strategy and

execution. PP. 111-120

092. Why it's so hard to be
fair / Joel Brochner

Everyone knows that being fair
costs little and plays off
handsomely. Then why do so
few executives manage to
behave fairly, even though most
want to? PP. 122-129
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093. Knowing what to sell,
when, and to whom / V.
Kumar [and] others

Predicting customer behaviour is
so difficult that companies
spend millions inundating-and
alienating-customers. Here's a
way to crunch the data that
makes it possible to offer
customers what they want,
when they want it. PP.131-137
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094. The Why, What and
How of Management
Innovation / Gary Hamel

Over the past century,
breakthroughs such as brand
management and the
divisionalzed organisation
structure have created more
sustained competitive
advantage than anything that
came out of a lab or focus
group. Here’s hoe you can make
your company a serial
management innovator. PP.72-
84

095. The great intimidators
/ Roderick M. Kramer

We hear a lot of praise for
emotionally intelligent, even
humble leaders. But change is
scary, and you sometimes need
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scary leaders to steer you
through. Those with bold
political intelligence can
creatively push followers to
overperform. PP. 88-96

096. Defeating future
fatigue / Roland T. Rust
[and] others

The first step for many
companies may simply be to
take stock of the complexity
they have built into their
products and the toll it is taking
on their customers, and what
makes them happy in the end.
PP.98-107

097. The seasoned
executive's decision-making
style / Kenneth R. Brousseau
[and] others

New research shows that senior
managers analyze and act on
problems far differently than
their junior colleagues do. Those
whose thinking does not evolve
may not advance. PP. 111-121

098. Rediscovering market
segmentation / Daniel
Yankelovich and David Meer

The psychographic profiling that
passes for market segmentation
these days is a mostly wasteful
diversion from its original and
true purpose - discovering
customers whose behaviour can
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be changed or whose needs are
not being met. PP. 122-131

099. Where babies come
from: supply and demand in
an infant marketplace /
Debora L. Spar

The age-old desire of infertile
couples for children has finally
found a way to be satisfied -
the brave new world of high-
tech childbirth. The industry
that has sprung into being
challenges our ideas about what
markets are and can do. pp.
133-143

100. What executives should
remember / Peter F. Drucker

No management thinker was as
prolific or as profound as Peter
Drucker. Peter flourished in
what is often called the
information age, but his writings
offered far more thinking than
data. In dozens of sharply
written essays for Harvard
Business Review and other
publications, he delved into
executives’ basic challenges and
opportunities.PP.145-152
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101. Decisions and Desire /
Gardiner Morse
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The primitive, emotional parts
of our brains have a powerful
influence on the choices we
make. Now, neuroscientists are
mapping the risk and reward
systems in the brain that drive
our best - and worst - decision-
making. PP. 42-51

102. Who has the D? How
clear decision roles enhance
organisational performance
/ Paul Rogers and Marcia
Blenko

Your organisation can become
more decisive - and can
implement strategy more
quickly - if you know where the
bottlenecks are and who's
empowered to break through
them. PP. 53-61

103. Evidence-Based
Management / Jeffrey
Pfeffer and Robert I. Sutton

Executives routinely dose their
organisations with  strategic
snake oil: discredited nostrums,
partial remedies, or untested
management miracle cures. In
many cases, the facts about
what works are out there - so
why don’t managers use them?
PP. 63-74

104. Stop making plans
starting making decisions /
Michael C. Mankins and
Richard Steele

In most companies, strategic
planning isnt about making
decisions. It's about
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documenting choices that have
already been made, often
haphazardly. Leading firms are
rethinking their approach to
strategy development so they
can make more, better, and
faster decisions. PP. 76-84

105. Decisions without
blinders / Max H. Bazerman
and Dolly Chugh

The “bounded awareness”
phenomenon causes people to
ignore critical information when
making decisions. Learning to
expand the Ilimits of your
awareness before you make an
important choice will save you
from asking “How did I miss
that?” after the fact. PP. 88-97

106. Competing on analytics
/ Thomas H. Davenport

Some companies have built
their very businesses on their
ability to collect, analyse, and
act on data. Every company can
learn from what these firms do.
PP. 98-107

107. Conquering a culture of
indecision / Ram Charan

Some people just can’t make up
their minds. The same goes for
some companies. Leaders can

eradicate indecision by
transforming the tone and
content of everyday
conversations at their

organisations. PP.108-117
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108. The hidden traps in
decision making / John S.
Hammond [and] others

In making decisions, you may
be at the mercy of your mind’s
strange workings. Here’s how to
catch thinking traps before they
become judgement disasters.
PP.118-126
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109. Just in time for the
holidays / Eric McNulty

North Pole Workshops is skating
on thin ice when demand for
one toy suddenly surges and
another goes from “in” to “over”
in a blink. Hoe can the team
avoid disappointing customers -
without a crippling increase in
costs? PP.39-49

110. How to build your
network / Brian Uzzi and
Shannon Dunlap

Strong personal networks don't
just happen at the watercooler.
They have to be carefully
constructed. Here's how to
strengthen your connections.
PP.53-60
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111. Strategy and your
stronger hand / Geoffery A.
Moore

There are two ways of doing
business, and any given
company is as adroit at the one
as it is awkward at the other.
Understanding your own
organisation’s handedness will
guide you to the right strategic
moves. PP.62-72

112. Marketing malpractice:
The causes and the cure

Marketing executives focus too
much on ever-narrower
demographic segments and
ever-more-trivial product
extensions. They should find
out, instead, what jobs
consumers need to get done.
Those jobs will point the way to
purposeful products - and
genuine innovation. PP. 74-83

113. Managing authenticity:
The paradox of great
leadership / Rob Goffee and
Gareth Jones

To attract followers, a leader
has to be many things to many
people. The trick is to pull that
off while remaining true to
yourself. PP.87-94

114. Regional strategies for

global leadership / Pankaj
Ghemawat

';V

Training. Consulting. Research

It’s often a mistake to set out to
create a worldwide strategy.
Better results come from strong
regional strategies, brought
together into a global whole. PP.
98-108

115. A Players or A
Positions? The strategic logic
of workforce management /
Mark A. Huselid [and] others

A single-minded focus on finding
and developing A players misses
the point. A better approach is
first to identity strategically
critical jobs, then to invest
disproportionately to ensure
that the right people - doing the
right things - are in those
positions. PP.110-117

116. Up to Code: Does your
company’s conduct meet
World-Class Standards? /
Lynn Paine [and] others

New research reveals an
emerging global consensus on
basic standards of corporate
behaviour. PP.122-133

117. Getting offshoring right
/ Ravi Aron and Jitendra V.
Singh

It's not easy to make money by
offshoring business processes,
many CEOs are discovering.
Companies benefit only when
they pick the right processes,
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calculate both the operational
and structural risks, and match
organisational forms to needs.
PP.135-143
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118. Nigel Boardman / Chris
Blackhurst

Enigmatic and self-contained,
Slaughter & May partner has
made a name as the City’s best
merger lawyer, bar none. He
saw off both of Philip Green’s
assaults on M&S - going for the
jugular each time and
personally advises an
astonishing 12 of the FTSE-100
companies. PP.44-47

119. New power generation
/ Ian Wylie

Ian Wylie reports that, once the
province of cranks, green
energy has grown up, it’s a real
business opportunity for the
future of Britain as this time,
the energy source is not oil but
wind. If planning permission is
granted for the ‘London Array’,
the world’s biggest wind farm
will be primed to generate
1,000 megawatts of electricity,
supplying a quarter of the
capital’s need. PP.48-53
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120. Love at work / Mark
Vernon

For many, the workplace is the
place to find a partner, but
office affairs can be dangerous
career-breaker. Mark Vernon in
his report asks; does that make
it the company’s business?
PP.54-57

121. Ten ways to cut your
I.T. budget / Ron Condon

Getting to grips with vyour
organisation’s technology could
not only turn out to be a
money-saver, but also help
everyone work more
productively, PP.58-61
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122. ERM: It's the currency
in their wallet / Laura
Newman Olle

In financial services, a
company’s success is often
determined by its ability to
spark innovation, to move an
industry forward, and now,
more than ever, its capacity to
manage risk. However, effective
risk management requires a
long-term investment in an
enterprise risk management
(ERM) program. PP.22-25
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123. Developing an
integrated framework for
risk-based business decision
making: The experience of
Irwin Financial / Paul
Freudenthaler and Hans
Helbekkmo

Over the last few years, the
quest for a more integrated
approach to risk management
has spread from the investment
and universal banks that
pioneered the idea in the 1990s
to many regional and smaller
banks across the U.S. But it is
not always clear to bank
executives what “integrated risk
management” means in
practical terms and whether the
approach can help institutions
improve profitability as well as
control risks. The story of how
Irwin Financial developed and
implemented an integrated risk
framework based on economic
capital offers one example of
how the vision of integrated risk
management can be turned into
reality. PP.26-30

124. Taking account of the
economic cycle in ALLL /
Shahram Elghanayan

Banks are wunder increasing
pressure from the accounting
profession and securities
regulators to make loan-loss
reserving more transparent and
objective. Accounting accurately
for the effect of the economic
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cycle will be an important part
of any improvements. PP.32-36

125. Getting to know RMA'’s
opRISK tools: What are the
modules and what's the
investment? / Katherine F.
Vitale

OpRisk Tools is a
comprehensive, online risk
management solution developed
by RMA to help all institutions -
especially those with assets of
between $100 million and $5

bilion - manage operational
risks arising from inadequate or
failed internal processes,

people, and systems or from
external events.PP.38-40

126. Winning small business
customers: Best practices to
acquire, cross-sell, and
retain them / Marilyn Carr

Hungry for personalized service,
millions of small-business
owners are ripe for picking...but
reluctant to make the change to
a new financial institution. This
article offers ways to attract the
attention - and the accounts -
of the today’s entrepreneurs.
PP.42-44

127. What do the bank
secrecy Act and Anti-Money-
Laundering have in common
with small business lending?
/ Clarissa Rudinsky and
Suzanne Fanelli
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How are BSA and AML similar to
lending to small businesses?
Your first thought may well be
“They aren’t.” However, lenders
have been observing the spirit
of both practically since the first
credit was issued. This article
details the role lenders play in
complying with BSA and AML
when originating, approving,
and monitoring a small business
loan. PP.46-48

128. Making scoring work /
Joel J. Pruis

With limited information, how
valid can credit scoring really
be? There’'s no magic formula
for a small business credit-
scoring system, and the best
systems can show only the
probability-not the certainly-of a
loan going bad. The goal is to
do as good a job as possible,
and as efficiently as possible, in
considering the basic: liquidity,
leverage, profitability, payment
history, and longevity. This
article gives insight into how
small business credit-scoring
works and the caveats that
should be applied. PP.50-54

129. Credit scoring: A
progressive decade in small
business lending / Eric S.
Phillips

Scepticism has given way to
confidence as LaSalle Bank
enters its tenth year of scoring
small business loans. Success
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has come through the evolution
of credit-scoring within the
institution, and the author
recounts LaSalle’s four steps of
examination, acceptance,
production and integration. He
also discusses how additional
tools, such as score overlays,
might be employed to further
leverage the value of small
business credit scoring. PP.56-
61

130. Micro-credit as a
banking business - A case
study from ProCredit

Nicaragua / Ken Barnett

Success in micro-credit often is
measured more in terms of
charity than of profitability. The
author, who served on the
board of directors of ProCredit
Nicaragua from 2000-2002,
believes that not only is strong
profitability possible in micro-
credit, it's also necessary for
this form of “charity” to thrive.
This article presents a micro-
lending case study. PP. 62-67

131. Appraisal and real
estate lending requirements
for residential tract
developments / Andrew M.
Luzod and George R. Mann

For many years, the appraisal of
residential tract developments
has been a source of
consternation for appraisers and
lenders alike. PP.68-74
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132. Our letters are not their
bonds: The differences
between a bank letter of
credit and a surety bond /
Marla Mcintyre and Dev
Strischek

From time to time, bankers are
asked to provide letters of credit
(LCs) for their clients. Because
an LC essentially substitutes the
bank’s credit for that of the
client, bankers typically issue
them prudently. There are many
logical reasons for issuing LCs,
but as substitution for a
contractor surety bond is not
one of them.

133. Pricing and revenue
optimization / Robert
Phillips and Frank Rohde

This article is based on a
chapter of the book Pricing and
Revenue Optimization by Robert
Phillips, who contends that
profit-based pricing is relatively
new to the financial services
industry; after explaining its
success in other industries, he
provides 10 key elements of a
successful profit-based loan-
pricing model. PP.80-83

134. Lending against hedge
fund interests: Structural
and legal issues

Lenders increasingly are asked
to use hedge fund interests as
primary collateral for loans.
Such collateral presents a
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number of legal, structural, and
monitoring issues. PP.86-90

135. Regulatory compliance
is a major challenge for
community bankers /
Kathleen M. Beans

The single biggest concern of
community bankers today is the
amount of time they must
devote to a host of compliance
issues. Although portfolios
continue to perform well,
bankers also are concerned
about the effect on their balance
sheets of rising interest rates
and inflationary pressures.
Finding experienced lenders is
another challenge. PP. 91-96

136. As environmental rules
evolve, so must due
diligence / Derek Ezovski

When real estate is used as
collateral for loan,
environmental risk is one of the
issues that lenders must
address. But even as the
industry has learned how to use
the current environmental due
diligence tools, the rules are

changing. PP. 97-100
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137. Cooking the Books and

how Bankers can’t detect it
/Laddie Blaskowski
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While most well known cases of
financial statement fraud
involve large public companies,
many more arise in smaller
firms, both public and private.
Smaller cases can cost banks
just as dearly. This article
addresses why executives
commit accounting fraud, how
they do it, and how bankers can
detect it. PP.16-20

138. Achieving excellence in
operational risk
management: A Dbusiness
line perspective / Michael
Haubenstock

When we talk about
implementing an operational
risk framework, that usually

includes governance, risk
assessment, event collection,
key risk indicators, capital

modelling, and reporting - or
some variation thereof. It
sounds complete, but when do
we stop developing and
transition to truly managing
risk? What should the rest of
the institution be doing? PP. 22-
25

139. Achieving excellence in
operational risk
management: A corporate
staff perspective / Joseph A.
Sabatini

In the past few years, many
large and mid-seized financial
services firms generally as
operational risk management.
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Some have undertaken this
initiative simply as a response
to the emerging rules under the
Basel II proposal. PP.26-30

140. Operational risk &
Technology: Survey reveals
greatest risks, best practices
/ Eric Holmquist and Charles
Taylor

Whether they are smaller than
$500 million or greater than
$100 billion, all  financial
institutions have technology-
related operational risks. RMA’s
December 2004 survey of 105
institutions identified concerns
across the board over Internet
security and vendor risk, as well
as the need to focus more on
external operational risks than
those inside the institution.
Consider the highlights of the
survey as follows. PP.38-39

141. Transforming the VA
health system into a high-
reliability organization:
lessons for financial services
/ Jim Bagian

Improving patient safety and
the new awareness of patient
welfare that engendered did a
great deal to improve the
working environment of the VA
Hospital System in recent years.
PP. 44-47

142. The past is prologue:
lessons from the stock-
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parking events of the 1980s
/ Penny Cagan

History is rife with fraud-based
operational risk events - trading
frauds, pyramid schemes,
regulatory investigations, and
securities laws violations - and
their attendant lessons learned.
We might think a situation in
2005 is completely different
from one in 1985, but the
underlying issues never really
change. PP.48-52
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143. Effective leadership
response to crisis / Helio
Fred Garcia

Whether an organization
survives a crisis with its
reputation, operations, and
financial condition intact is
determined less by the severity
of the crisis than by the
timeliness and effectiveness of
the response PP. 4-10

144. The winning formula
for growth: course capability
and conviction / Vivek Kapur
[and] others

A study of the growth history
and practices of 1,238
companies over a decade by the
IBM Institute for Business Value
found that top growth
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companies excel in three vital
areas; course, capability, and
conviction. PP.11-23

145. Overcoming the
barriers to effective
innovation / Pierre Loewe
and Jennifer Dominiquini

The obstacles most executives
identify as the causes of
innovation dysfunctionality are
merely symptoms - the root
causes are deeply embedded in
the leadership behaviours,
management processes, people
skills, and values and culture of
their companies. Companies
that want to become truly good
at innovation need to act
systematically on all four root
causes - action in one area
alone won't yield sustainable
success. PP. 24-31

146. The case of real change
/ Omar S. Khan

A common leadership challenge
is how to ignite and implement
a change initiative that will
generate competitive
advantage. The author of many
transformation initiatives
attempts identifies the five
cardinal sins of change
management and offers creative
advice on how to overcome
them. PP. 32-35
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147. How storytelling can
drive strategic change /
Gary Adamson [and] others

Dont just spend countless
hours, valuable brain cells, and
barrels full of money doing the
research, analysis, goal-setting,
and implementation-planning
necessary to come up with an
industry-altering strategy if you
want your change message to
actually take hold. Instead, to
alter how things are done in
your  world, weave your
message about the new
strategy into a compelling and
memorable story.PP.36-41

148. Effective story:
strategic business narrative
techniques / Stephen
Denning

As more and more firms grasp
that narrative is central to
addressing many of today’s key
leadership challenges - for
example, articulating the risks
and opportunities identified by
strategic management tools like

strategic plans, scenario
analysis, and dilemma
resolution - the question

becomes: how is CEO to make
effective use of storytelling?
PP.42-48

TRAINING VOL. 43 NO. 1
JANUARY 2006
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149. Best and Brightest /
Dave Zielinski

Identifying and developing high-
potential employees can have
big payoffs, but the road is
paved with many obstacles. PP
11-16

150. Who has time to
design? / Holly Dolezalek

Good content just isn’t enough -
how it's delivered is the key,
and today, most trainers don't
even know where to start. PP.
24-28

151. Five strategies for
cracking the code of adult
learning / R. Morris Sims

A PowerPoint presentation is not
a learning experience. The only
learning taking place is how not
to conduct training. PP.40-41
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152. Got Class? / Margery
Weinstein

When it comes to learning,
many companies say they are
still doing it the old-fashioned
way. PP.29-32
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153. Selling it on the side /
Jack Gordon

May be you could subsidized
your employee training by
selling courses to outsiders.
Maybe you could even turn
training into a profit centre. But
...well, yes, there are some buts.
PP.35-39
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154. A closer look / Dave
Zielinski

If you ask someone who
oversees a company’s
compliance training programs
what keeps them up at night,
you'll likely hear a common
refrain. If having to interpret a
dizzying array of new or
amended government
regulations isnt enough to
disturb their slumber, they’ll tell
you ensuring that a diverse
workforce receives the training
needed to understand the new
laws surely will do the trick. PP.
17-22

155. Culture shock / Kevin
Featherly

What can training do to bridge
the M&A culture gap? According
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to the author, Kevin Featherly,
training can help. PP.24-29
156. Conflict management
as a core leadership
competency / Howard M.
Guttman

Conflict management is a
difficult competency for people
to develop. It often means
changing lifelong ways of
behaving and interacting with
others. PP.34-39

ESSAS

US BANKER VOL. 116 NO. 2,
February 2006

157. Fraud: can financial
firms fight Phishing’s gains?
/ Michael Dumiak

Banks are making anti-phishing
progress, but seven of top 10
fraud sites capture bank account
information. What more can
banks be expected to do? P.22

158. BB&T taps firms to aid
in treasury management /
John Adams

Complex corporate transactions
are often global. That means
working with multiple payment
formats. P.30

160. Attracting the non-

customer / Sallay Law
The most effective marketing
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efforts to reach the unbanked
are those that offer a sense of
community. This appeal can also
help keep existing customers. P.
36

161. They might be giants:
the little bank that could /
Sally Law

Despite shareholder rumblings,
New Jersey’s Interchange Bank
is expanding its footprint
throughout the state. And, no,
Manhattan’s allure isnt as
strong as one might believe. P.
42

162. Vineyard pushes the
envelop of community
banking / Lee Conrad

In five years, Norman Morales
has turned around a struggling
$100 million bank, creating a
$1.8 billion institution with
quadruple-digit stock gains - all
through organic growth. And
he’s not finished yet. P. 43

163. Changing attitudes on
debt makes planning a must
/ Karen Kresbach

Financial literacy skills are more
important than ever these days,
as Americans negotiate debt at
every turn. Consumers may be
more comfortable with debt,
says a new study, but can that
be healthy? PP.44-45
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164. Provident rewards:
primary relationship loyalty
/ Lee Conrad

A customer-retention program
recently rolled out by Provident
Bank has no minimum asset
requirement. And even though
analysts say it makes sense, it
is not necessarily a slam-dunk.
P.46

165. Uncle Sam urges small
businesses to pay taxes
electronically / Lee Conrad

The treasury department s
trying to get the word out to
small-business owners that
there is a better way to pay
taxes than standing at the teller
line. And banks have a key in
this new system. P. 47

166. Banks weigh in on
growing baby boomer
market / Sally Law

The last few yeas have seen the
rise of the Ilife-settlement
market, and with an aging
populace and coming
securitizations, the field is
poised for further growth. What
does this mean for banks? P.48

US BANKER VOL. 116 NO. 1,
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167. Brrrring! Your bank is
calling / Rebecca Sausner

While the reported cost of
tokens has left many banks
wringing their hands. Cell
phones are emerging as a
popular low-cost alternative for
ID verification. P.24

168. Banks making inroads
into car-loan business / Lee
Conrad

Banks have been losing out to
the captive financing companies
in the car-loan market, but new
programs spark hope to capture
some of the lost customers. This
means the light is green for
banks. P.40

169. JPMorgan decision to
sell insurance biz raises
eyebrows / Sally Law

JPMorgan Chase is looking to
un-load its life insurance and
annuity business. What does
this hope to gain and what does
this mean for other banks
hawking their own investment
products? P. 41
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170. A tiny bank’s big leap

into protecting itself /
Michael Sisk

';V

Training. Consulting. Research

Great Florida Bank is growing
fast, very fast. And that brings
regulatory, security, consumer
and employee headaches. P.18

171. De Novo banking rises
among Niche Audiences /
Sally Law

Continuing M&A activity will
keep de novo bank growth
going strong into 2006, say
analysts. And at the forefront is
niche banking particularly in
ethnic and faith-based areas.
P.34

172. Managed accounts in
the bank channel / Source
Media, us Banker
Supplement

In-depth research on how banks
package and distribute managed
accounts. PP. 35-37&42-43

173. Positioning: The
cultural challenge for banks
/ Bank Investment & US
Banker

When opportunity knocks,
banks can answer enhance
organic growth and improve
profitability by adding wealth
management solutions to your
bank investment program. PP.
37-41

174. Women are big factor

in small-business growth /
Lee Conrad
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Women launch businesses at a
faster pace than the average
small-business owner, but they
don’t often seek bank financing.
For banks, the opportunity

looms large. P. 52
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175. Banks’ enemy lies deep
within / John Adams

The amount of attention the
press has given to ID theft, data
breaches and phishing suggests
these are he greatest security
threats faced by institutions.
But while these external
dangers can’t be discounted,
other hazards - notably attacks
committed by insiders - are
more common and potentially
more damaging. P. 15

176. Uncle Sam
knocking / Glen Fest

comes

The U.S. government’s interest
in having banks help it form
networks of federated identity is
obvious. But so far, only four
banks have signed on to Uncle
Sam’s E-Authentication
Federation. Others may follow,
but what’s in it for them? PP.20-
22

177. Primerica experiment

in insurance pays off /
Michael Sisk
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The insurer processes up to
35,000 policies a month, with
over half coming in the last four
days of the month. That crush
prompted a need for a faster
method. PP.24-25

178. Executives
compensation & the
boardroom dilemma / Karen
Kresbach

Investors shouldn’t have to sift
through every number on a
proxy statement to determine
total executive compensation.
Now the SEC wants payouts and
perks-including costs for
corporate jets and housing-out
in plainer view. PP.32-38

179. Customer relationship
management made easy /
Keith Taylor

Looking outside the industry to
optimize the branch, you see it
everywhere. Self check-in at the
airport. Self check-out at your
grocery store or hotel. Self-
service at your ATM. PP.39-41

180. Exploding mortgage
sales, spiking oil prices and
sliding savings rates / Lee
Conrad

In 2005, short-term interest
rates rose while mortgage rates
remained stable, prompting
fears of recession. And as the
savings rate headed South, M&A
activity is on pace to become
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the slowest year in at least a
decade. But the biggest surprise
was energy hikes, which affect
all sectors because, after all,
everything moves. PP.42-54

181. Ferreting out
customers becomes tougher
than ever / Lee Conrad

Small-business loans are
becoming ever more elusive for
community bankers who can no
longer rely on hometown split to
foster business. Instead, they
need to defend their turf from
the big banks. P. 66
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