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DEALER DELINQUENCY REPORT - Prepared Monthly 

OVERDUE 
CUSTOMER 

NAME/ADDRESS 
CARDS 

82 SORTER 

SORT 

BY DEALER 

RAMAC performs the following: 

1. Seeks Dealer record. 
2; Seeks Customer record and 

anCllyzes Paid Thru for number 
months delinquent. 

3. Prints delinquent customers 
on individual Dealer report 
sheets. 

LOAN RECORDS-

ANALYZE FOR 30-60-90 DAY 

CUSTOMER OVERDUE ACCOUNTS. 

CUSTOMER CARD 

DEALER DELINQUENCY 

REPORT 

I II I I 

TO DEALER 

DEALER DELINQUENCY REPORT 

ANY COUNTY TRUST COMPANY 

01235 AVERAGE MOTORS 

ACCOUNT 
NUMBER 

12-30001-1 

101 PONDFIELD STREET 
SUTTON, PENNA. 

NAME 

JOSEPH NORRIS 
112 VALLEY ROAD 
SUTTON, PENNA. 

12-33330-3 DAVID PARSONS 
811 THORN STREET 
WORCESTER, PENNA. 

JUL 1958 

IMO'I 
AMOUNT 

DEL. DUE 

3 70.02 

1 37.65 

BALANCE I DLR. 
NO. 

70.02 010 

1,993.10 010 



CLOSED ACCOUNT REPORT Prepared once a Week 

NAME/ADDRESS 

CARDS 

RAMAC performs the following: 

1. Seeks Loan record. 
2. Verifies for zero balance. 
3. Seeks Dealer record. 
4. Decreases total number of 

accounts by "1". 
5. Blanks out Loan record on 

disk file. (This sector 
address now available for a 
new loan). 

WEEKLY ACCUMULATION 

OF CLOSED ACCOUNTS 

CLOSED 

LOAN 

REPORT 

TO CREDIT DEPT. 

CLOSED LOAN REPORT CODE NO. 65 

NAME 

ADDRESS 

TERMS 

W. or H. 

ANY COUNTY TRUST COMPANY 
F. LINCOLN SMITH OO-AB123-5 
SALEM RD. 
SUTTON, PENNA. 

30a> $ $ 1,166.70 

A P CS FHA HI REJECTED ---- --- ------

RATING ____ A ___ F ___ S ___ y __ _ 

REMARKS _____________________________________ __ 

FORM 3315 
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TIMING OF THE JOB 

Volumes and process times of the routines might be generally established as 
follows: 

Routine 

New Loans 

Payments 

Customer Delinquency 
Notice Preparation: 

a. First Notice 
b. Second Notice 
c. Third and Final Notice 

Dealer Delinquency Report 

PERIPHERAL EQUIPMENT 

Daily 
Input 
Volume 

140 cards 

1300 cards 

4000 cards 
600 cards 
350 cards 

2000 cards 

Approximate 
Process 
Time 

40 minutes 

45 minutes 

1 hour 
20 minutes 
10 minutes 

70 minutes 

One of each of the following IBM machines might be required as peripheral 
equipment for all of the routines cited: 

402 Accounting Machine 

24 Card Punch 

548 Interpreter 

514 Reproducing Punch 

82 Sorter 

85 Collator 



BENEFITS FROM THE RAMAC APPROACH 

Many years of IBM punched card experience in the area of Installment Loans 
have provided definite advantages such as these: 

1. Preparation of payment coupons. 

2. Elimination of manual calculating, posting and other intermediate steps re­
quired for maintaining and controlling the accounting records. 

3. Speedier preparation of accounting and analytical reports and statements. 

4. Increased collection of late charges through better record-keeping and better 
administrative tools. 

NOW, however, the use of RAMAC in the illustration set forth here, furnishes 
an even more intriguing list of advantages: 

1. RAMAC makes it possible to add considerably more volume growth with 
minimum additional manpower and machine costs. 

2. "Dealer Plan" percentages are available on disks to verify the calculation of 
discount amounts. 

3. Card handling and use of peripheral equipment are lessened. An effective 
use of the on-line printer to speed up document preparation has been 
demonstrated. 

4. Clerical operations have been reduced through the inherent features of random 
in-line processing. 

5. Dealer Reports now become available with minimum strain and costs, and 
many of the accounting statements (such as Trial Balance) become by-products 
of the RAMAC procedure. 

6. Signaling of customer delinquencies is automatic. 

7. Marginal dealers become subject to instant review. The bank can now analyze 
a dealer's indirect liability with assurance that the most current picture is 
represented. 

8. RAMAC takes over departmental detail in such areas as the Discount Section, 
New Loans, Loan Analysis, Rebate, Credit, and History Record Departments. 
This means that the department manager can not only concentrate on his more 
important policy decisions and projects, but can operate with a smaller staff. 
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9. A dealer can be immediately notified of the status of his delinquent accounts 
by reference to Dealer Delinquency Reports. 

10. Any of the branch offices may telephone to the RAMAC Console Operator at 
the main office, requesting an immediate answer to the status of a customer 
account. 

11. The former ledger card lookup was tedious and difficult. Now, loan and rebate 
inquiries are available through RAMAC at lightning speed. 

12. Greater accuracy exists through use of internally programmed audit checks. 

13. Rebate amounts, broken down into Bank Retention, Dealer Reserve, and 
Special Reserve, as well as late charges, are available for ready reference 
each month on every account. In this way, net payoff amounts can be quickly 
obtained for a customer waiting at the teller's window. 

INQUIRY FROM BANKING FLOOR - REMOTE LOCATION 

Rebate Information 

Current Rebate 
Acct. Monthly Date Bal. of Bank Dlr. Spec. Unpaid Net Payoff 
No. Pay Amt. Pd. thru Note Ret. Res. Res. Late Chgs. Amount 

12-33001-1 12.17 1/59 146.04 9.07 6.80 2.27 .62 128.52 

(A) (B) (C) (D) (E) 

* Net Payoff Amount is A - (B + C + D) + E 

305 RA1vfA C Inquiry Station 




