
April 18,2006

Financial Crimes Enforcement Network
RIN l506-AA85
P.O. Box 39
Vienna, Va. 22183

Dear Sir or Madam:

BB&T Corporation is the parent company of Branch Banking and Trust Company
and its affiliated banks and is currently the 9thlargest financial holding company
in the United States with assets exceeding $109 billion (collectively referred to as
BB&T.) The Corporation owns various other non-bank subsidiaries, but for
purposes of this advanced notice of proposed rulemaking, this letter represents
comments on behalf of the affiliated banks.

BB&T appreciates the opportunity to participate in the rulemaking process and
provide feedback to the very important issue of providing banking services to
money services businesses (MSBs.) BB&T agrees with FinCEN that these non-
bank financial institutions provide necessary financial services to a segment of the
population that is widely unbanked. To deprive this segment of these services
would have the unwanted outcome of driving the providers underground thus
eliminating any element of transparency present in today's system. Despite the
necessity of such services banks have been exiting and continue to exit
relationships with MSBs citing BSA / AML concerns.

The regulators continue to exert a great deal of pressure on banks to identify their
high-risk clients, and then to monitor their transactions. One category of high-risk
clients identified by the regulators is MSBs. The difficulty in understanding, and
then meeting the regulators' expectations has driven banks to choose not to bank
any high-risk client, whether it is a MSB or other high-risk client such as
embassies. Banks that do attempt to understand and meet these expectations are
finding that the process is too costly to offset any risk posed by providing banking
services to the industry.

First, there is the difficulty in identifying an MSB, whether it is a new or existing
client. Not all MSBs have trade names that readily identify them as an MSB. In
addition, many MSBs provide money services as ancillary products; that is, their
primary business may be something other than an MSB (e.g., a grocery or liquor
store.) At the time an account is established, many banks utilize a question and
answer process to determine whether a potential client is a MSB. For those MSBs
with federal requirements, this is a relatively easy task as the definitions are




