(1) One works for profits.
(2) The other works for people

{At Corning/First Nafional — "'The .other kind of bank™ — borrowing
rates are people-oriented, even in 'r;:day's record-higH money market.
The “prime rate” here is 7% . « . not 8%2%.) Read how this basic differ-
_ence can save you money, and assure you a solid banking comection

whenever you need it:
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AII banl(s are NOT dike. - _

As far as we know, only one bank

. in the whole United States sent one of

its officers to Washington, D. C., in 1967,

to testify before the. Senate Banking

Committee in favor of the ‘‘Truth-In-

Lending™ law, although many were ask-

ed to do so. e

- That bank was

National.

Corning/First

As far as we know, only one bank
in the country voluntarily has published
the true annual interest rate of its auto-
mobile loans.

_ Corning'/First National has done it
often, And long before that ‘‘Truth-In.
Lending™ bill was enacted. Lo

As far as we know, very few

. opportunity fo. hook up wnb one.of the: .

2 ”g J;gnal ‘ans‘z;kr " cﬁds{}—@;ﬂ tI{qJ el
‘chaince Yo chdrge 18% true' annual in-
" terest on purchases that aren't paid for

) promptly. And the chance’ to skim
another 5% right off the top by dis-
counting that much before paying the

- - merchant for his sales.

We passed it up. And we're glad.

As far as we know, only one bank
in the country has seen fit, recently, to
publish its true annual rates of interest

" on all fypes of loans.

That's us, too.

- Why you should care about
~interest, rates.

If you are a lomemaker, you *'shop
around” every week for the-best buys
in groceries. This kind of diligence may
result in a saving annually: of perhaps
$50 to $100, and we agree that it's
worth the effort,

“The money game"’ is no fun
~ityou alwayslose. -~ - - -

— .

* We- think you are entitled to know -
all the facts, We think that only when
you have the facts can you make the -
right decision about the kind d of bank
you want to do business with.

We want you to be the winner. We

have no argument wth the profit system.

We make a profit, and always have. We

use it fo reward our savings depositors

— for their thrift — and for letting us use

those savings dollars. We use it to pay
_. .good people good salaries to serve you,

~and’ to keep our bankmg .quarters mod-

N

to brmg you an extra measure of bank-” "~
~ing service whenever posslbie, and even
“tq_réward our_shareholders with divie 1
dends‘for mvestmg ln thls home town - o
.— o — D" m‘{_ . '4. - s ’ .
T We want you to be the winner .-
 when it comes fo banking service, s6we ~
" provide-just abbut every service, the ls &, )
\allows. And new ser\ichEs are :mfodu ;

. —

Wbankﬁmhe—tounfry-havepassed up-the

em and convenient for you, We use it - © -

If you are the head of the fa;ni]y,
you *‘shop around’ for a new car. Your
efforts may help find a "‘deal’* that will-
save you about $100 to $150. Nice
going!

But do you ‘"shop around” for a
car loan? A personal loan? A mortgage
loan?

_ The difference between Corning/
First National's loan rate for new cars and
the rates charged by other banks—either

. directly or through dealers — may save

you as much as $200, $300, $400 or
more when you buy acar.

v
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The difference between Cornmo/
First National's personal loan rates and
the rates of other lending institutions
may save you even more money!

blamed * ‘prime rate’ increases on raises

(It is interesting to note 'rHat — ih

the past — most money-center banks

in the Federal Reserve Bank ‘‘discount
rafe.”” Currently, however, the *‘discount
rate’” is 22 percentage points below the
“prirme rate”’. No bank, as far as we
know, is bothering to explain the vast

»raAtrqgivfferenﬁal el

Infact, within the rather wide limits
estblished by the federal government
and by those states-which have a usury
law, every bank sets its own lending
rates for the various types of loans.

Sothe “prime rate’’ may notinterest
you at all, unless you're responsible for

borrowing money on behalf of General
Motors, U.S. Steel or A, T. &T.

What's important to you—and your
family — is how much you pay for the
use of a bank's money: your rate, not
the *'prime rate’’.

You pay less for money at
Corning/First National.

All rates quoted below for Corning/
First National are on an Annual Percent-
age Rate basis, with interest computed
on the declining balance, Every sincere
effort has been made to-quote the com-
parable rates for other lenders. - .

) Because Cornmg/ First National has

whO ¢ PQ‘.Q!S "
charges on home* mortgage loans, you
may save hundreds and hundreds of
doltars mote, by borrowing here when
you buy a home.

What about “the prime rate”?

“Don't all banks charge at least
8'%1% on all loans these days? That's the
prime rate, isn't it?" That's the question
a great many people ask us these days.

Yes, that's ‘‘the prime rate,” all
right; in some cases. But what does it
mean to you?

The *‘primig rate” is the minimum
rate charged by the large, money-center
banks on short-term commercial loans
to their major corporate borrowers.
Right now, 8%% is “the prime rate”
charged by most metropolitan banks;
there are a few which are charging 8%
on this type of loan.

\

here first — not.copied from some other
institution.

We want you to be the winner when
you borrow, too. Yes, we want to-make
a profit; we already admitted that. But
we work hard to keep our operation
efficient, economical — so that our rates
can be fair. And we do so with the sure

.knowledge that — because you are
borrowing for worthwhile purposes,.
using the money to make important pur-
chases, to buy, build” or remodel your
home, tfo. pay local businesses for serv«
ices and products — your borrowing
and our—lending are both helping to .-

~—bu7ld a beh‘er community.

i
i

| Wé_wahf yb‘ur_business.

If you have ﬁgured out that ﬂns s
a frank *'pitch’ for your patronage,

NQ -, 2 fees”  or ~othér ». ..

A saa e

JTYPE OF LOAN Corning/First Other Bank
Natlonal Rate _e anks Credit Unions
. Depend!ng on-izge———- -*’M0% Tadividuals I 1 "N
Time & Demand Notes of note and account 1.25%, o (Not offered)
relationship) 7.5007, Corporations 8.00% to 11.00% (Not offered)
n———— ) - [ .
Savings Passhook Loans 6.00% 7.00% 849 to9.00%
(For individnals, 7.00%, 8.00% to 11.00% (Not offered)
Commerdal Loans - partnerships and 7.25% )
. corporations; depending on  7.50%;
account rehationship)
. (NO “potnts,”” NO 7.50%
Home Mortgage Loans C(PLUS “points™ (Not offered) -
fees, NO other charges) 7.50% and fees)
Instillment Loans*® Under $1,00 10.90%, . )
Over $1,000 9.10% 158% » 10.80% to 12.00%
Auiimobile Loans (New Cars*) 8.21%, 1.58% 9.00%
" Through Dealers (New Cars) "(No loans through dealers) ‘ ' 13.61% (Not offered)
Through Dealers (Used Cars) (No loans through deslers) 14.45%, to 21.45% (Not offered)
Student Loams 7.00% 7.00% {Discontinued in 1963)
Corning Area . .
Murnicipal Notes 1(nunlclpallues) 1%5% 575% to 6.25% (Not offered)
" Church Loans 6.00%, 7.00% to 7.50%, (Not Offered)
Bank Cretit Cards (18% Plus 5%
(Rate of interest applies (NOT OFFERED) disconuted from -
on all purchases not paid - . merchants total (Not  Offered)
in full wi 25 days.) charge sales) :
*Raies are for a one-year loan.

ey

" good. We've-figured-out=alongtime . .

In every kind of money market —
notjustthe “"tight™ ones — a hometown
baik must first accommodate its own

!

custorners. Right now, we are making all

types of loans to Corning/First National
custorners, We have not stopped taking

~ home mortgage applications, for ex-

i
1

ago — that the best way for this bank
to grow is not a lﬁnger “markop" but -
. the thance to serve more pegple-.- We

\WOuldﬂkéa;ishance toserveyou, . |

b

_ Student Loans — for customers,

ample, nor have we stopped making

Qur customers can bank on us in
all kinds of financial weather, That's the

kind of bank we are.

We hope we're your kind of bank.
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