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Med Fare-broerne som baggrund ses trioen bag
Model Walther. Fra venstre souschel Helge Cas-
persen, filialdireklar Flemming Barslund og marke-
tingmedarbejder Anders Gullev. Foto: Flemming
Keith Karlsen.

AF XENIA WIETH

Arets forste vinder i idé-
konkurrencen blev Nykobing
Falster-gruppen. Gruppens
vinderprojekt Model Walther
er et undervisningsprogram,
der med helt enkle midler
forklarer begreber som for-
retningsomfang og lensom-
hed, sa den enkelte medar-
bejder kan bruge dem i sin
hverdag i banken og yde sin
del af arbejdet mod det feelles
mal - at tjene penge.

et kan lyde som en selvialge,
at man tjener flere penge, nar
man sparer pad omkostninger-
ne. Eller at gode kunder kan
blive endnu bedre, hvis man bruger
mere tid pa dem. At man kan spare tid
- bade kundens og sin egen - ved at
kunden benytter selvbetjeningssyste-
mer som kundekort, Dankort og
Tele-Bank. Og at man ved at rydde op
1 kontojunglen giver bade banken og
kunden et bedre overblik. Altsammen
losninger, der i den sidste ende giver
tilfredse kunder og medarbejdere, og
dermed en bedre bank.
Men sa nemt var det faktisk ikke, nar
souschef Helge Caspersen og marke-
tingmedarbejder Anders Gullev pa de
ugentlige torsdagsmeder 1 Nykebing
Falster Filialen skulle gere deres ideer
synlige for medarbejderne.

Skabt af ngdvendighed
- Man kan sige, at vores egen util-
strekkelighed tvang os til at skabe

Model Kunde, der senere blev til
Model Walther. Den opstod narmest
ved en tilfeeldighed, da vi en dag stod
ved tavlen og skulle forklare begre-
berne, siger Caspersen og Gullev.

De kom med fA maneders mellemrum
til Nykebing Falster i 1984. Caspersen
havde da veret seks ar i Erhvervsafde-
lingen 1 Hovedszdet, mens Gullev
kom fra det falsterske enhedsnet. Det
gik snart op for dem, at Nykebing pa
flere felter treengte til et frisk pust.

- Vi blev ved med at sperge os selv:
»Hvordan far vi holdet til at spille?« Vi
tenker meget i teamwork hernede.
Men det var svaert at fa tankerne gjort
synlige, og af og til var vi meget fru-
strerede. Vi var simpelthen nedt til at
fa ideerne ud 1 hverdagen, sa der er
ikke tale om, at vi satte os ned for at
finde pa noget smart, siger Helge Cas-
persen.

Skulle holdes hemmeligt

Egentlig havde Nykebing Falster-
gruppen tenkt sig at beholde projektet
for sig selv til brug for de ca. 150 med-
arbejdere i gruppen.

Men nogle herte om det, og en dag
endte Walther pa dommerkomiteens
bord og senere pa forstepladsen i idé-

konkurrencen. Og da direkter Bendt

Hansen 18. juni var i Nykebing for at
lykenske vinderne, sagde han: »I har
gjort det fantastisk. I har vist os alle
sammen, hvad det handler om«. De
ord var med til at styrke gruppens op-
fattelse af at vaere pa forkant med ud-
viklingen —~ vare et hestehoved foran
den store bank. At de nye ideer kom-
mer netop derfra, kan ifslge trioen bag
Model Walther skyldtes den harde
konkurrence i omradet.

- Vi ligger i et problemomrade. Af-
vandringen fra Lolland og Falster er

YKOBING
ALSTER
VISER VEJEN

stor, og lukningen af virksomheder,
der har veret gernes stolthed og livs-
grundlag i generationer, har taget fart.
Skibsvearftet i Nakskov er det mest
kendte eksempel, og nu taler de ogsa
om at lukke en sukkerfabrik. En suk-
kerfabrik. P4 Falsters fede jord. Vi har
virkelig brug for at tilpasse os, siger
filialdirekter Flemming Barslund, der
kom til Nykebing fra Maribo i 1984.

Et led i udviklingen

Model Walther er et led 1 en proces,
der langtfra er afsluttet. Den er et
naturligt led i den udvikling, der be-
gyndte med indferelsen af den nye en-
hedsstruktur i 1986, mener Barslund.

- Den indebar jo bl.a., at vi skulle vaere
mor for de andre. Og vi mener, det er
meget vasentligt, at hver eneste med-
arbejder ved, hvor banken vil hen i
hverdagen - og arbejder efter det. Det
er vigtigt at diskutere tingene, men det
er lige sd nadvendigt at folge snakken
op med handling. Vi er meget &dbne
over for dialog — bade med ansatte og
kunder, og vi siger ikke noget, uden at
vi mener det, siger han.

At principperne i Model Walther er
ved at sla igennem i det daglige ar-
bejde, ser Nykebing Falster-folkene tit
eksempler pa. Men processen kommer
ikke af sig selv. Den kraver ofte en
holdnings®ndring hos den enkelte
medarbejder - en ny made at tenke
pa, et opger med gamle traditioner.

- Der har det varet en stor fordel for
os, at alle i gruppen har kampet for
sagen. Vi har s meget kebmandsskab
i os alle sammen, at nar vi forst bliver
prasenteret for de synlige succeskrite-
rier, s skal det nok ga den rigtige vej,
siger Flemming Barslund.
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ENGLISH SUMMARY

Page 2

New member of CHB'’s Board of Management
Why an outsider?

Copenhagen Handelsbank has a new
deputy chief executive. The succession
has now been assured, since the new
man, Hans Ejvind Hansen, is designa-
tor to take over from our chief execu-

tive, Bendt Hansen, when he retires in
1991.

BY JESS MYRTHU

The new managing direktor is an out-
sider. That’s a break with tradition - as
the press has been quick to point out.
There has been some speculation as to
why. The international magazine “The
Banker” goes so far as to say that the
reason was a lack of qualified succes-
sors within the organisation. Several
newspaper have made similar allega-
tions. “Vor Bank” asked Bendt Han-
sen to comment.

“There is absolutely no truth in that
contention whatsoever,” he said. “Co-
penhagen Handelsbank is not bound
by tradition, and is right at the head of
the field when it comes to breaking
new ground and taking new initiatives
- which is completely in accordance
with what must be our prime objective:
to be a vigorous, modern service en-
terprise.

“But the troops in the vanguard bear
the brunt of the battle. It costs some-
thing to be on the offensive. This is
what we have to accept, although it
can be immensely irritating to see the
sour grapes heaped on many of our
initiatives by both our competitors and
the press.”

Break with tradition

““But the thought that we’ve had to bring
in a chief executive from the outside
because of a sparsity of talent on the inside
obviously springs to mind. .."”

“It springs to the minds of people who
think along traditional and oldfashion-
ed lines. For the modern business-
man, departing from the norm is a
perfectly natural thing to do. May I
also point out that in every other line
of business it is customary to bring top
executives in from the outside. Natur-
ally, we have people qualified to do
the job within our own ranks. I would
remind you that two new members
have joined the board of management
within the past eighteen months - both
of them seasoned old hands. But we
are in full swing with the process of en-
suring our position as the most vigo-
rous, the most flexible, the most ag-
gressive and the most profitable opera-
tion in the financial sector. This invol-
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ves thinking along untraditional lines
and taking untraditional initiatives.
Therefore, the directors and the man-
agement have agreed that people who
demonstrate that they can bring a new
species of dynamism to the organisa-
tion should be adopted into the family.
And this applies not just to the top
management but to all levels. Several
members of our present divisional
management have been brought in
from the outside.”

“Aren’t you spurning the good, solid
banking background?”

“By no means. Our business would
simply fade away without bankers of
ability and foresight. Fortunately, we
have plenty of those at Copenhagen
Handelsbank. What I would like to
emphasise, however, is that it is no use
our crawling into our shells and think-
ing that nobody can teached us any-
thing. The moment we do that we start
to lag behind, and our bank becomes a
boring place to work where everything
is stagnating. All of us have to be at
what the politicians like to call ‘the
leading edge of progress’. We must
also make sure that we seize hold of
the wealth of ideas fostered outside our
own ranks.”

“That almost sounds as if you're about
to populate the bank with fiery, young
non-banking geniuses?”’

“That may be what it sounds like in
journalese, but it’s a misrepresentation
of my words. I don’t think I need
make any further comment.”

“Another press interpretation of the new
appointment was that you were on the
way out - some papers almost went so far
as to say you'd been given the boot.”
“Well, as I've already said, unusual
initiatives are often met with sour
grapes. That kind of speculation about
my person leaves me cold.

“But perhaps there's something in

it anyway?”

“Now you're being provocative. But
all right! Let me say it once more:
members of the board of management
have to retire in the year they reach 62.”

“When should I mark my calendar for
your farewell reception?”
“March 1, 1991.”

Page 3

A World of Glass

The isle of Bornholm - popularly re-
ferred to as the Sunshine Island or the
Pearl of the Baltic - is the centre for a
group of glass makers who have settled
there permanently. Vor Bank has vi-

sited two glass workshops, which both
have made presents for the Bank’s ideas
competition.

BY LISBETH VEDEL

“Nature is our prime source of inspira-
tion,” say Maibritt Jonsson and Pete
Hunner whose glass workshop is situ-
ated amid the beautiful Bornholm
scenery near Jstermarie. No-one has
any doubt as to where the glass hut is
- neighbours and the local smith have
made a weather cock - but certainly
not an ordinary weather cock: a glass
blower at work.

“Nature over here is something quite
special and inspiring,” says Maibritt.

Living Glass

First and foremost, however, the most
important source of inspiration to our
two artists is the liquid glass. To watch
them work with this flowing substance
- 1200 degrees hot - turning and shap-
ing it into the finished object - well
that is indeed a fascinating experience.
Great professional skill and creativity
is needed, but both Pete and Maibritt
master the technique.

In a special ‘cold glass workshop’ the
objects are given the final touch: they
are cut, engraved and sandblasted, and
after many hours’ concentrated work
near the glowing hot ovens the finished
products are ready to be sent far and
near. By far the major part of Pete and
Maibritt’s production 1s exported - to
West Germany, America, Norway,
well even to Japan.

Never Routine

In Snogebzk Glass Hut - an old
smokehouse - Pernille Biilow is in full
swing with her ovens and ‘the turning
lathe’. Pernille comes from Arhus and
has now for three years rented Sno-
gebek Glass Hut where she previously
worked as Pete Hunner’s apprentice.
In her workshop in the Glass Hut Per-
nille exhibits and sells ceramics for ev-
eryday use as well as unique objects.
Tourists are coming all the year round,
but the sale to ‘those over there’ - i.e.
in Copenhagen and the rest of Den-
mark - is well under way.

Page 6

Our New Hansen

“Nothing but the best for Copenhagen
Handelsbank.” Bendt Hansen could
not have put it simpler than he did at
one of this summer’s most talked-
about press conferences, as he intro-
duced the new member of our man-
agement board, Hans Ejvind Hansen,
the man who has already been chosen
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to take over as chief executive when
Bendt Hansen retires in 1991.

BY PER BLICHFELDT AND
XENIA WIETH

But all the talk about the relatively un-
usual manner of his recruitment did
not seem to be at the forefront of 45-
year-old Hand Ejvind Hansen’s mind,
as he spoke about his new job. “The
analogy is a two-stage rocket. I’ve been
appointed, but now I've got to qualify
myself to succeed Bendt Hansen,” he
told the press. And as he later told us:
“If the board of directors think I can
do the job, despite may lack of a bank-
ing background, then I’'m not afraid of
the challenge.”

But why does a man in an extremely
prominent, exciting and well-paid po-
sition — and one which he more or less
created himself - jump off the deep
end to take on the huge burden of the
new job. “It’s not just the money,” he
says, “although I admit it’s good. A
chance like this comes only once in a
lifetime - the chance to influence the
development of an organisation that
occupies a central place in our society
and is deeply involved in the econ-
omic life, the politics and the culture
of the country. The Bank’s Interna-
tional commitment has also been an
important factor in my decision. I had
no hesitation in saying yes, even
though I'm an outsider and do not
have a traditional banker’s training.

Wanted to be a teacher

The road to a seat on the management
board of one of the country’s leading
banks has been dotted with more stag-
ing posts than most other people’s.
Hans Ejvind Hansen’s career has led
him unusually far afield. After matric-
ulating from Holte Grammar School,
he became a lieutenant in the artillery
and later a first lieutenant of the re-
serve. After receiving his economics
degree in 1968, he joined the Social
Sciences Research Board. He was with
the Economic Secretariat from 1969 to
1973, including a stint with the Danish
mission at Brussels. He was head of sec-
retariat of the Council of Mortgage
Credit Institutions from 1973 to 1977,
assistant general manager of the Dan-
ish Bankers Association from 1977 to
1978, managing director of the United
Mortgage Credit Associations and, fi-
nally and not least of all, managing di-
rector of Nykredit, which was formed
in 1985. Apart from this, he has had a’
number of spare-time jobs such as lec-
turer and, later, external examiner at
the University of Copenhagen and the
Copenhagen School of Economics and

Business Administration. He has been
a member of the board of the Danish
Bureau of Statistics since 1980 and a
member of the board of the Council of
Mortgage Credit Institutions since
1981 (since 1985 as chairman).

Hans Ejvind Hansen’s official curricu-
lum vitae does not reveal such interest-
ing details as the fact he was probably
only a cannon’s mouth away from a
career as a grammar school teacher in
French and gymnastics. He had origin-
ally considered taking a master of
arts degree, with French as his major
and gymnastics as his minor subject.
However, as a young lieutenant of the
reserve, he injured his foot so badly
that he had to give up gymnastics. Sev-
eral people in the financial world, where
he is described as “brilliant with emi-
nent powers of leadership”, have no
doubt sent that runaway cannon a
friendly thought.

He first entered the public limelight in
1985, when he was the driving force
behind the merger between the United
Mortgage Credit Associations and the
Jutland Mortgage Credit Association,
which is still described as something of
a feat by the trade. His role as one of
the saviours of 6. Juli Banken has also
won him much respect.

The burning beliefs

“When you've served your ‘apprentice-

ship’ as you call it, what will be your
primary objective?”’

“Well, as deputy chief executive I will
have the vital task of mapping out our
long-term group strategy, in collabora-
tion with my colleagues on the board
of management and the many profes-
sionals on our staff. They have the
banking expertise and I have some
values I have brought with me from
Nykredit which I would like to dissemi-
nate. I believe in candour, credibility
and profitability - principles which are
not unknown at Copenhagen Han-
delsbank. They’re what I call ‘the
burning beliefs’. Here, as in many
other situations, it will be one of my
cardinal tasks to provide inspiration.”

“You've said a lot about democratic
management principles.”

“Yes, and it has to do with the ‘burn-
ing beliefs’ I talked about before. I'm a
firm believer in delegating responsibil-
ity and authority, but it has to be
based on trust and professional com-
petence. By ‘industrial democracy’ 1
mean first and foremost the candour
between staff and management that
allows criticism both ways. It is essen-
tial to be able to talk to one another
openly — within the bounds of ordinary
politeness, of course. I feel more at

ease when I know people are bringing
problems into the open.”.

Signs of the times important

“You've said that situations can arise
when a bank has to weight its interests
against those of society?

“Yes. The important thing for us, of
course, is to make money. If we can’t
do that, then we’re not doing our job
properly. But it is also vitally impor-
tant to read the signals that emanate
from, in particular, Christiansborg
rather than disregard them and have
unwelcome legislation pressed upon
us. We must read the signs of the times
- not least out of regard for our
image.”

“Competition in the financial sector is
growing almost daily mostly due to
liberalisation. What demands does this
make on a business like ours?”

“I believe that changes in, say, the product
range or the organisation should be
made in the light of four important
principles. First, direct contacts with
the customer are an unbelievably
strong competitive parameter, which
whatever happens should not be un-
dermined. Second, we should be able
to advise our customers on virtually
everything concerning their economy .
Third, we have to keep a tight hold on
our international business. And
fourth, we have to make sure that our
financial base is strong. But most of
all, as I said, it’s extremely important
not to undermine direct contacts with
the customer.”

“It’s well known that you are a
competent amateur musician. How do
you find the time to practice the cello?”
“It’s a question of priorities. I’'ve always
worked hard, but I’ve never forgotten
that work isn’t everything. It’s impos-
sible to function properly or live a full
life if you forget it. You must never
forget your inner self. As far as the
cello is concerned, my wife says I’'m in-
sufferable if I don’t go out and play
once in a while, so I don’t really have
much choice.”

“Isn’t it difficult for somebody who also
has an arts background, like yourself,
to enter what some call the cold, hard
world of the pin-striped suit?”’

“Well that’s just a cliché. Besides, I
think pin-stripes are rather nice. All
right, I won’t deny that [ may feel like
absconding in some situations. I've no-
thing against breaking with convention
once in a while as long as it’s done in a
civilised manner., And I greatly like
people to have a sense of humour.”

20
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The electronic eye watches

everywhere

With the ‘kick off at the Viborg
Branch on June 2 all our branches -
except for a few which are being re-
built - have had photo cameras in-
stalled. Mr. Uwe Krager of the Secur-
ity Department summarises 15 years’
experience with the electronic eye.

BY UWE KR@GER

The whole story began in the early
1970s when branch offices with ‘unus-
ual’ opening hours were equipped with
cameras. The cost of the photo-project
is about 15 million Danish kroner.

Does the camera have any effect?
Many colleagues have told us that they
feel more safe in their day-to-day work
with cameras installed. The camera is a
good help in the description of the
offender in connection with robberies
or other criminal offences.

During the past no direct preventive
effect of the cameras has been proved.
However, a precise examination on a
qualified basis cannot be expected for
some years. But indirectly the camera
must be said to have an effect. Many
robberies have been cleared up just
because the robber’s picture was on
the film.

A cautious estimate can perhaps point
to a positive effect. After an unfortu-
nate increase in the years 1982-84 we
saw a minor reduction in the number of
robberies in 1985 and 1986. According
to the first five months of 1987 the fall-
ing trend is continuing although to a
limited extent.

We are also pleased to see that the de-
tection rate is high. In the banking sec-
tor seven out of ten offenders are
caught. At Copenhagen Handelsbank
we have even reached a ratio of seven
out of nine.

Not only for robberies

But our cameras are not only intended
for robberies. They are to be used ev-
ery time the branch office staff is in
doubt about a person’s ‘honourable
intentions’.

Aren’t photos a little old-fashioned?

In these video times one might ask
whether we are limping behind the
current trend by using ‘old-fashioned’
photos. But there is still a majority
within the security sector who think
that the present static picture systems
are the best — not least for detection
work.

I have asked Mr. Jens Petersen-Bach,
who is the sole supplier of the bank’s

30

photo equipment and in charge of the
maintenance of all equipment all over
the country, how camera monitoring is
going to be in the future.

“I am sure that also ten years from
now we will find static picture systems
in the bank. The Japanese, who are
pioneers in the field, are still installing
that kind of system in their banks. One
might also imagine a combination of
photo and video and at the moment
we are contemplating to introduce a
package which includes ordinary
photos supplemented by video record-
ing to monitor the customer area dur-
ing opening hours.

Copenhagen Handelsbank’s equipment
can be loaded with colour films which
give excellent pictures.

“But the problem is development. We
can develop black and white film, in
less than an hour whereas colour film
requires more complicated equipment
and longer time - three to four hours.
And as the police need the pictures
here and now, black and white pictures
are still the best,” says Jens Petersen-
Bach.

Page 12
Nykebing Falster shows

the way

This year’s first winner of the ideas
competition was the Nykebing Falster
group. The group’s winning project,
Model Walther, is a training pro-
gramme that explains, in the simplest
of terms, concepts such as business
volume and profitability so that the
individual member of the staff can put
them to use in his or her daily work
at the bank and contribute to the
achievement of our common goal -
making money.

BY XENIA WIETH

It sounds obvious that you make more
money if you cut down costs. Or that
good customers can be even better if
you spend more time on them. That
you can save time - both the custo-
mer’s and your own - if the customer
uses self-service systems such as ATM
cards, the Dancard and Telebank. And
that you can give the customer a better
idea of where he stands by clearing
away growth in the account jungle.
But it wasn’t so obvious when Helge
Caspersen, number two at the Nyko-
bing Falster Branch, had to explain his
ideas to the staff.

A necessity
“You might say that our own inad-
equacy forced us to create Model Walt-

her. It came into being almost by
chance, while I was standing at the
blackboard one day.”

“We kept asking ourselves ‘how can we
encourage the team to play together?’.
We think a lot in terms of team-
work down here. But it was hard to
give our ideas a tangible form. It was
often very frustrating.”

Keep it a secret

In actual fact, Nykebing Falster want-
ed to keep the project to themselves
for the benefit of the 175 people in the
group.

“But the news got out, and one day,”
related Branch General Manager
Flemming Barslund, and Walther
ended before the judges’ panel and,
later, on the roll of honour as winner
of the competition. And when Chief
Executive Bendt Hansen visited Ny-
kobing on June 18th to congratulate
the winners, he said: “You’ve done a
fantastic job. You’ve shown us what
it’s all about.” These words helped
convince the group that they were at
the leading edge of progress — were a
jump ahead of the big bank.

A step in the right direction

“And we think it very important that
every single member of the staff
knows where the bank is heading
- and works to get it there. It is impor-
tant to discuss matters, but it’s just as
necessary to follow the words up with
action. We’re great believers in open
dialogue — with both staff and custo-
mers - and we don’t say what we don’t
mean,” he says.

Page 14

On a level with New York
COCONY - Copenhagen Handels-
bank, New York Branch - has gotten
off to a good start and has great ambi-
tions for 1987. But success has to be
earned and close co-operation with the
parent bank in Denmark is a must if
we are to obtain good results, says
COCONY'’s general manager, James
Stewart, who visited Copenhagen this
spring.

BY GERT PETERSEN

The competitors were already on their
marks and ready to go when Copen-
hagen Handelsbank opened up at 280
Park Avenue, New York in March
1986. In spite of that, the 1986 result
was far better than expected, and to-
day COCONY has a good position
both with the Danish firms in the
United States and on the all-American
market.
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The bank’s largest area of activity is
our banking business with US affiliates
and subsidiaries of Danish companies:
“You could say that our objectives,
as far as Danish business in the U.S. is
concerned, are twofold: one is to build
market share to the point where we are
the market leader, and the other is to
support the business development ef-
forts of other parts of our organization
by our professional handling of their
business in our marketplace. But both
of these depend on teamwork and
close co-operation with Division
Denmark, the domestic branches, the
Corporate Division and our other
overseas branches. We are developing
a joint marketing effort with Corporate
Division where COCONY works with
the US subsidiaries of Danish companies
whereas Corporate Division works with
the parent companies and head offices,”
James Stewart explains.

Loan for restructuring

But a Danish bank abroad cannot sur-
vive solely doing business with Danish
customers in the marketplace:

“When we started, we realised that
we had to get some business on the
books rather quickly because we had a
large expense level that had to be cov-
ered. Our strategy was to buy assets
from the marketplace.

Another type of business is acquisition
finance:

“Many US corporations are cur-
rently in a restructuring phase. The
high level of mergers and acquisitions
has generated an increased need for
bank financing, and COCONY has
been playing its part in that process.

A good reputation was a great help

But COCONY is also active in foreign
exchange trading activities, and the
bank has a strong position. To streng-
then its position COCONY is in the
process of refitting its dealing room,
increasing from 6 to 16 positions which
will be phased in over the next three or
four years:

Finally, the money market area has
two functions: one is to fund the
branch in the most prudent and profit-
able way, and the other is to profitably
invest and trade in money market in-
struments, government bonds and
other financial contracts.

COCONY’s strong position on the
market has much to do with the fine
reputation of Copenhagen Handels-
bank in International banking circles:

“That has been a great help to us in
New York as we were building our
business. Having been with an Ameri-
can bank, I know that Copenhagen

Handelsbank has had a very fine rela-
tionship with banks around the world
for many, many years.

A bank in growth

COCONY and Los Angeles Overseas
Branch co-operate rather closely. One
of the transactions on the books of
both branches was the result of a joint
effort to participate in a transaction.
The bank took a larger amount and
split it between the East Coast and the
West Coast. Dealers and lending staff
communicate daily, whereas James
Stewart and Peter Schmaltz-Jor-
gensen, general manager of Los An-
geles, meet regularly.

Stewart thinks that COCONY has a
good future:

“I believe that we have a good future.
Our results for 1986 were better than
we expected when we put our first bus-
iness plan together. We have a fairly
ambitious plan for 1987, but we think
it is achieveable.

I think COCONY will be an excit-
ing place to work in the next few years
and would encourage my Danish col-
leagues to seek out opportunities to
work there or in any of the overseas
locations. The potential for learning
and growing is tremendous. Change is
growth and we are changing minute by
minute at COCONY in pursuit of
profitable business for the Copenha-
gen Handelsbank Group,” James
Stewart concludes.
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The COCONUTS in Oslo

The COCONUTS, constisting of 40
happy and expectant singers and our
inspiring choir leader Dan Johnsen,
met on Kvaesthusbroen on May 22 at
16.15 to enter Dana Gloria bound for
Oslo. In our luggage were our good
voices, good spirits, good humour,
plenty of notes and various instruments.
The concert was held in the Temple of
the Salvation Army in a hall with very
fine acoustics. The DnC choir and
COCONUTS each had one singing
session. We sang eight very different
songs, among others the Beatles’ tune
“Norwegian Wood”, a fugue based on
the Danish children’s song “Poul sine
hons” and “Paper cuttings” by Kim
Larsen, a Danish pop idol. The con-
cert ended with the two choirs singing
together.

After the concert there was a banquet
in Grorud Samfundshus hosted by
DnC. The management of the Norwe-
gian bank was represented by Execu-
tive Vice President Harald Arnkvarn,
Administration Manager Svein Qver-

bye, Personnel Manager Tor Wiggo
Sarensen and the Regional Manager of
Oslo Tom Olsson. In his speech Ha-
rald Arnkvern expressed his gratitude
for the great musical experience the
concert had been to him.

We all feel that we have established
some warm ties of friendship and
music and we sincerely hope, in tune
with what Ole Skjold from the Travel
Office said in his farewell speech, that
we shall have the opportunity of seeing
each other again next year.
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June 5 in California
Just as Danish-Americans have a tradi-
tion of celebrating the Fourth of July

.in Rebild Bakker, the Danes in Cali-

fornia celebrate the Fifth of June: the
Danish Constitution Day.

Many employees from COCOLA parti-
cipated in this year’s constitution
celebrations which were held in a park
in the mountains outside Los Angeles.
More than 1000 Danes took part in the
festivities, which lasted the whole day.
Henning Christiansen, the Danish
Consul General in Los Angeles held
the constitution speech and afterwards
the celebrations continued with dan-
cing and music. Copenhagen Han-
delsbank in Los Angeles took the
opportunity to drum up some publi-
city for the Old Bank and brought
along some parasols which gave good
shade in the sultry heat.
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