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Biweekly plans
gain attention

Continuad from Page 1

A spokeswoman for Metro Natlon-
al Bank of Farmington said “It’s not
the type of lending we would nor-
mally do.”

First of America, however, Intro-
duced the biweekly mortgage pro-
gram in September and has found
relative success with It.

“There’s a lot of Interest,” sald
John Kurl, senlor vice president. "It
saves the homebuyer about 40 per-
cent of the Interest costs over the
term of the mortgage. They begin to
sce the advantage after flve years,
when they've built up 10 percent
enuity.”

NATIONAL BANK of Detroit s
the latest lender to offer biweekly
mortgages. With 10 percent down
and a 10 percent interest rate, NBD
estimates the buyer will shave nine
years from a 30-year commitment
whlle saving about $47.000 In inter-
est on a §60,000 foan.

Invesiment Services of Dearborn
and Troy offers a biwcckly mort-
gage plan, but calls It the acceler-
ated mortgage reduction program.

Company director Fran Mackey
sajd the firm uses a computerlzed
system to make biweekly transfers
from the client's checking account
into a new trust account at the bank.

Great Lakes Mortgage offers its -

program through bank its

ers.”

Yaw, llke other banking spokes-
men, doesn't see much difference be-
tween buyers makling double pay-
ments on a conventlonal mortgage
or opting for the biweekly mortgage,
which automatically computes
twice-monthly payments.

“It's almost the same thing,” he
sald.

Moore, of Great Lakes Mortgage,
says that argument is common
among lenders who don't offer the
option,

He admits the mortgage plan does
generate more work for the bank be-
cause of the more frequent pay-
ments Involved, but he inslsts that
the cost is not passed on to the mort.
gage holder.

The plan has two discount polnis
— a1 pereent commitment fee and
a 1 percent discount that equals 1
percent of the mortgage account, he

sald. There Is also a $250
fee.

The banks’ galn In this type of ar-
rangement Is getting the loan pald
off years in advance, he said.

“Many lenders don't want to go
out on a limb for 30 years,” Moore
said.

GERALD BERRY, first vlce pres-
ident, mortgage department,

er's Bank, thinks the

-customer deals with, Moore said.
‘Payments are debited from the
‘house buyer's checking, savings, or
-even credit unlon account via elec.
tronic transfer of funds. A monthly
‘statement keeps the mortgage hold-
er up to date.

“The jury is stlil out (on blweckiy
‘mortgage),” sald Ray Dennls, vice
president of Security Bank & Trust.
“We've talked about it, we're toying
with the idca, but we want to see
how popular It's going to be."

STANDARD FEDERAL Bank, the
targest mortgage holder in Michi-
‘gan, originating $884 millillen In sin.
gle family home mortgage loans last
year, is still exploring the option of
‘offering biweekly mortgages.

“It could very well happen, not In
‘the next couple of minutes, though,”
said Willtam Yaw, marketing dlrec-
tor for Standard Federal,

- “Qver time we'd ltke to have all

biweckly mortgage Is “not necessar-
ily the product it appears to be on
the surface.

“Most of the savings comes from
making 13 payments a year as op-
posed to maklng half payments.”

Berry thinks houscbuyers would
be better off with a standard 15 year
loan if saving Interest Is thelr intent.

“My perceptlon s that the market
is looking for an alternative to 30-
year amortizatlon. The 15-year loan
costs the least. The biweekly mort-
gage costs more but you save
$10,000 compared to the traditional
monthly payment loan over 30
years,” he said.

“Candldly, two years ago I would
have been more posltive (biweckly
mortgage) would not catch on,” Ber-
ry sald. “Now there scems to
more of a market for It. Even lend.
ers not too enthused initlally will
have to address that share of the
market.”
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Car dealers may join mall retailers

Contlnued from Page 1

“The busiest times are Friday and
Saturday, We're open to ¢ pm,
working the regular matl hours,”
Saks sald, “On Sunday people can
come iIn and browse. It's a very com-
fortable, non-rushed atmosphere.”

MICHIGAN LAW prohiblts the
sale of automobiles on Sunday.

The showroom has an elegant, in-
tentionally understated appeal.

“The atmosphere is low ke
even the salesmen are not high-pres.
sure people,” Saks said.

“Lots of people are nervous about

February house sales up

* After weak start In January, sales
of existing houses in Mlchigan In-
creased dramatically in February,
according to figures Just released by
the Michigan Associatlon of Real-
tors.

I Although sales in the first two
months of this year were dcwn near-
1y 10 percent compared to last year,
February sales were up more than

25 percent over January,

“We belicve that the sharp in-
crease in February sales Indicates
that 1988 wlll be another solid year
for our Industry,” sald Peter M, Cur-

on the overall economy.”

Prices of existing houses are also
on the rise. The average price of
‘houses sold in the flrst two months of
this year d nearly 6.5 per-

nell, p the 22,000

trade assoclation. "It wanld appear
that consumers have put fears of a
recesslon behind them and are rec-
ognizing that last year’s stock mar-
ket crash actually had little impact

cent over the same perlod last year.

The association bases its figures
on' information from a representa-
tive sampling of Boards of Realtors
throughout the state.
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golng into a showroom. They llke
this approach better, It's not the car-
nivaltype setting.”

Classic Greek columns frame the
1,550 square feet (former home of a
falled submarine sandwlich shop).
Gray carpeting, light and dark gray
walls, and a white celling with track
lights provide the backdrop. Several
framed photographs of late model
cars hang on the walls,

Next month Saks hopes to begin
offering a shuttle service between
the malt and the dealership via min-
fbus, It would offer round-trip ser-
vlr;; three or four times dally, he
sald,

Saks was Inspired by the show-
room-in-a-tall concept when he en-
countered a successful mode) opera-
ting in Birmingham, Ala.

“There are actually about 27 sat-
ellite dealerships around the coun-
try. In Blrmingham, (Ala.) about 35
cars a month are sold in the matl. It

inspired me to try it here. So far I'm
very happy.”

Sak's venture was approved by
Oldsmoblle, which bas the exclusive
sales ri| gm.s at the mall store.

In accordance with Michigan
{ranchise law, Saks is within his own
selling area and is at least six miles
away from the nearest dealership.

State law Is what prevents him
from expanding the concept in virtu.
ally every suburban shopping mall in
the metro area, as some shoppers
have suggested he should do.

“It went through various approval
processes,” he said,

Saks says he hasn't encountered
feedback, pro or con, from other lo-
cal auta dealers, ,

LOCAL INDUSTRY reaction ap-
pears to be mixed.

“We've participated In 2 mall ser-
vice where for $600 a month we

placed a car in a mall, statloned a
salesman there, and we didn't sell
anything,” said Bill Rooker, sales
manager of Dreisbach & Sons Cadil-
lac In Detroit.
“For the money, we'd get better
response with a newspaper ad.” -
BIll Askew, general manager of
Dick Scott Buick in Plymouth, has
seeﬁ the Saks minishowroom In the
malt. .
I don't know how he's dolng. I imi-
agine the overhead must be outrd-
geous,” he sald. “And the location is
bad. It's hard to find — off to the
side. But I think in the future it
might be something to consider.” *
Bob Sellers, owner of a Pontldt
dealemhlp in Farmington Hills, be-
lieves the concept has some merit,
“My reaction Is it’s worth takinga *
good hard look at It. If Bob Saks is
successful, then others will follow
suit. I'm open to new ideas to sell
cars,” Sellers sald.

NBD’s IRA

. ®
. L
IRAs are still a good idea. Many people are still efigible for an [RA tax deduction,

and you can defer paying taxes on the interest you earn until you retire, when
you'll probably be in a lower tax bracket. Consult your tax advisor.

TERM

‘ANNUAL
RATE

EFFECTIVE
ANNUAL

2-YEAR

7.35%

7.60%

5-YEAR

8.25%

8.56%

Rateafor both he Zyeat and 23 Fired Rate IRA presubject 19 chunge weebl Intercu
d'mon

a
Dcuvli fales may vary ot ou\:r NID llﬁum banks, Summ(:fll pﬂlllly for carly withdrawul,

For complete information call

1-800-CALL-NBD.
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