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By Phlllp A. Sherman
statt writer

1 distinctly remember getting my
flrst VISA card.

It was in 1977, about a weck after
1'd malled In the appllcation. In an-
swer to the question “Who Is your
employer?” 1'd written The Detroit
News, avhere I used to be an editorial
assistant.

1 was scheduled (or the afterncon
shift that week, which meant show.
Ing up for work around noon. As I
cilmbed the stairs, T could hear a
telephone ringing In the newsroom.
Everyone was out for lunch, I
walked in and answered the phone.

“This s VISA calling,” the volce
sald. “We have an application from a
Phlllp Sherman, and we're verlfying
his employment, Is he an employee
in good standing?" I said he certain-
1y was, The valee thanked me for my
time and hung up. I recelved my
card about a week Jater.

Ten years later, I am but one of
104 mlilllon VISA card holders.
‘That's just for the Unlted States.
There also are 80 milllen Master-
Card holders in this country, Those
figures are from VISA and Master-
Card, respectively.

That means there are, without
counting American Express, Diners
Club, Carte Blanche and Discover, at

‘The baby boomers
have very high
expectation levels.
They want things now.’
— Jane McNamara
Credit Counseling Cenlers

1east 184 milllon credit card holders
running around in a country of about
260 mililon, And the bolidays are
1pon us.

So here is a primer on credit card
Jore; best read before venturing out
 into the gaping maw of temptation.

Q. Who are VISA and Master-
.Card? - .

A. They are associations awned by
local banks, properly referred to as
VISA USA Inc, and MasterCard In-
ternational. VISA is a for-proflt as-
sociatlon, sald Dan Brigham, media
relations manager. MasterCard is
non-profit, according to Julie Ditt-
man, vice president of public af{airs.

Both credit card companies work
for their members — the local banks
with which we do business. The com-
panies perform services for their
members, such as providing them
with a globally recognized trade-
mark and approving transactions be-
{ore they've completed.

Q. So they're the people who issue
cardy, right?

A. Wrong. Local banks issue cards,
which accounts for the wide span of
Interest rates. Dittman, for example,
sald MasterCard rates range nation-
wide from 10 percent APR (annual
percentage rate) at some Conneeti-
cut banks to 20 percent, In the De-

» troit area, the standard rate is 18
- percent, according to representa-
" tlyes at Natlonal Bank of Detrolt,
: Manufactorers National Bank and
. Comerica Bank. All three banks of-

By Caorolyn Cermon
; stall writer

Slmons Advertising and Associ-
* ates Is carving its niche In an area of
. the medlum where few area agen-
. cics have dared to tread — catalogs.
: " Inacomp Computer Centers, based
- In Troy, recently selected Simons to
* hand!c its first venture into catalog
* marketing. The slick 67-page catalog
, displays everything from.Inacomp's
. software to ribbons,
. “When a local busincss concern
. like Inacomp Computer does not
! have 1o go outslde Detrolt to have a
. major catalog produced, it's benefl.
clal for ail concerncd,” sald Steve
Simons, founder and president of
Slmons Advertising. “Enabling a
company llke Inacomp to keep iis
+ business and marketing dollars In
* the Detroit area Is very rewarding.”
¢ The Farmington Hills' full-service
* retall agency offers its retall clieals
a wlde range of services including
. newspaper, broadcast, direct mail
and marketing projects in addition
- to catalog production.
! Founded 13 years ago by Simons
. In the of

‘BALANCED’ spending

Knowing credit card rules can pay big dividends

\

‘icnr MosterCard and VISA credit
1

es.

But not all credit lines are the
same. Sharon McMurray, spokes-
woman for Manufacturcrs, said one
of ts associated banks in Wilming-
ton, Del., is offering a variable inter-
est rate MasterCard, which was
hovering at 14.2 percent In mid No-
vember, The rate is adjusted quar-
torly dl '

Q. Thea there are there otber dif-
ferences between cards and banks?

A. Absolutely. Check annual re-
newal fees, That 14.9-percent card
mentioned above has ho annual re-
newal fec, but it docsn't Bave a grace
period clther. The grace period re-
Ters to the the amount of time you
have before interest is charged on

e

six-month treasury bill, The card is
available nationwide, McMurray
ad

your balance. With this
card, interest s calculated from the
time you make your purchase. Most
cards charge an annual renewal foe

but have a grace period of at least 25
days. That means if you pay off the
balance when billed, then you are
not charged Interest. Carrying any
part of the balance over to the next
month means paylng interest on that
balance,
The Michigan Assoclation of
CPAs, based fn Farmington Hills,
“warns consumers to find out how
they're paying interest. APR is the
best way, they say, because even
small payments decrease the bal-
ance, which decreases the amount of

.

Interest that can be calculated on
that balance. The worst way i3
cailed .previous balance, which
means you get no credit for pay-
ments made during the billing peri-
od, they add. In that situation you're
paying interest on the previous
month’s balance.

Q. How many people really pay
off thelr cards every month?

A, Ninety-clght percent of VISA
card holders do, accordlng to Brig-

By Philip A. Sherman
staff writer

There are those who pay off
credit cards every month. And
there are those who put friction
burns on thelr cards until they’re
$15,000-$20,000 in the hole. |

That's according to Jane
McNamara, assistant to the pres-
ident of Credit Counseling Cen-
ters in Southficld. They have 13
offices statewide; McNamara
says this s the best year they've
had since '79.

" Credit Counseling Centers

“helps people in deallng with
thelr finances. They generally
come o us through referrals,”
she says. Thelr clients range from
Jow income, low skill to high edu-
catlon levels, adds,

Credit: problem or convenience?

carry a debt load of up to $20,000,
not including a mortgage. She
secs several reasons for this prob-

lem.
l";l’he baby boomers have very

All have one thing in common,
“Flfty percent want help set-
ting up spending plans and 50 per-
cent want more help — we nego-
tiate terms of repayment with
thelr creditors” when they slide
Into debt, McNamara says.
McNamara says the typical cli-
ent is in his or her early 40s, and
it's not uncommon for them to

gl levels, They
want things now. Pre-approved
credit applications also are a
problem because the responsibili-
ty for determining how much
credit Is avallablo has [allen to
the consumer Instead of the lend-
er,” she says.

“T think credit cards offer us
convenlence but become a prob-
lem when we let them manage us

through impulse purchases,”
McNamara adds,

To stay off her clieat list,
McNamara advises planning pur-
chases and spending on a budget.
Making spending decislons before
snapping down a credit card also
will help keep control of ac-
counts, she adds.

But for those in need,
McNamara says thelr offices do
not charge for counseling ser-
vices, If they set up a program
for you, fees are based on your
abliity to pay. “We've never
turned anyone away,” she adds,

BiLL mymw

Steve Simons displays some of the catalogs his advertising

agency produces.

professional . retall creative and
graphlcs Lefm lu well as an adjacent

home, the company has grown to 25
s off-

P studlo.
“Thia allows for total in-house

: pioyees. m

* fee, Slmons moved to a 2,000-square-
foot offlce in Southfield, The current
location on Commerce Drive in

! Farmington Hills Is o 10,000-square-

' ‘oat facllity, whlcb'nceommodllm a

I'nynuu keylining, typéelt!n copy
wﬂﬂng’and cnme;'a-mdy nn’v'wrk’;"
Slmons sald. -

THE COMPANY hua about 25 m-

jor catalog programs for products
ranging from frult and nuts to

menswear, ,

Catalog production began about
nino years #go when one of Simons’
clients asked bim tp put together a
catalog to send to people in the res-
taurant uniform business.

Please turn to Page 2

ham. Dittman at MasterCard said
“the majority do” but didn't have
figures avallable. That's nationwide,
Local trends don't quite match up.
McMurray ot Manufacturers sald
two-thirds of its card holders do not
y off balances monthly; Curt
Willner, public relations representas
tive at NBD, sald “onc’s washlng oul
the other,” meaning outstanding
debt and payolfs are about cqual.
The paying over time trend also ly .

common at Hudson's. Candace Bark-
er, communications manager, sald
they've seen no gajor trend in pay~
ing oft cards this year. Quite tLhe con-
trary, She said Holiday Money, a
deferred credit plan at Hudson's that
postpones payments on purchases
until February, already has in:
creased 35 pereent. M

34

Q. Where is all this information
avallable? -

A. A lot is included In the Terms
and Conditlons document that comes
with cach card; a condensed version
of that document usually s printed
an the back of each monthly state:
ment. Nelther bank nor credit card
company representatives know if
anyone really reads those pages of
tiny type, but they suspect someone
must because that's where thelr eus-

4 think credit cards
offer us convenlence
but become a problem
when we let them
manageus. . ..’

— McNamara

tomer service numbers are printed.
If you've ever called Lo question a
bill, you know those lines are popu-
lar.

Q. Is thiz really big business?

A. Brigham at VISA said the aver-
age transactlon is $65. VISA process-
es 150 milllon transactions per
month worth $8.2 blllion. That's not
for the year, just for last September.

Q. What are the busiest times of
the year for both companies?

A, For VISA, It's as you would ex-
peet — the holiday season. Dittman
at MasterCard sald their busiest
time is the third week in May,
around Mother's Day.

Q. What does it all mean?

A. Lower-Interest cards are better
for people who intend to carry
balances; higher interest are de-
signed for those who pay them off
monthly. The matlenal trend of pay-
ing off balances means people use
the cards as a convealence instead of
carrying money, Brigham said. Ditt
man at MasterCard sald it also
means consumers are paying more
attention to Interest rates and
flnance charges.

Local banks won't release infor-
mation on how many cards they've
issued, saying thal's competitive in-
formation. Happy shopping.
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The Official Car of the U.S.
Ski Team is coming
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COMING TO ROCHESTER
JANUARY, 1988
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Presently Located on Woodward, 1 Mile North of Square Lake Road




