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at 9 a.m. that these gentlemen ha,Ve agreed to answer in Wmtmg ques-

 tions that we would like to ask them now, a,nd they can answer in

~the record when they receive their transscrlpts in the next few days.
If they willreply by the first part of the week to any questlon that
we put to them, we can have time to go over it and study it.

Mr. DeSuazor. Madam Chairman, may I make one comment ?
There is one closing comment here which I would like to- read to you
because I think it is terribly important in another area of your con-
sideration and I will ormt everythmg else and I Would hke to make
that.

Mrs. SULLIVAN All mght just one moment before you do

- Mr. Fivo. One question for a yes or no answer. That is all. o

'What in your opinion is mere important to the customer, annual rates
orthe annual charge as a percentage of the amounts purchasedra
" Dr. Woorry. Run that through once more. .. -

Mr. Fino. What is more important to the customer, the annual
rate or the annual charges of the percentage of the amounts purchased ¢

Dr. Woorey. The dollar charge has to be the most 1mp01 tant

Mr. Fixo. Thank you.

- Mr. Haxva. Madam Chairman? ’

‘Mrs. Svrrivan. If you could read in your questlon that Would be all
right. Would you do that$
- Mr. Hax~a. I would like to have the genbleman prepare a comment

on the applied rate versus the effective rate. I thmk the uommlttee :

needs to get very clear the positionon this.

Mr. DeSmazor. I think you are absolutely rlght and I have a note
here that one of my examples did touch on that when I referred to
closed end versus open end..You see: the real problem here that any one
of us has is that in figuring, as Madam Chairtman referred to this,
what the. rate is going to be; there are several factors you have to

know. One of those, iwously, is the rate itself. In a mortgage, for
‘ example, you know what the rate is, you know what the amount. of the
transaction is and you know. what the time is. I think they are the
three. s1gmﬁcant elements of any- ﬁgurmg of mteresb——or carrymg
charge, or whatever you want to callit..,

Now, you don’t have that in revolV‘mg charges and that 1s basm,
tha,t is the basic. thing We are. still stumbhng over here this ‘rﬁornmg'
in this question.

Mr. Hanna. If you W111 Just make that clear and a,vmd any kmd
‘ of technical language about open end or closed end or.anything like
~ that, but just the three things we are talkmg about and ﬁgux’e out this
both as applied and effective. . .

Then the other, thing that I would hke to. ask you, if you wonld
please answer these two questlons for me in regard to the eXemptlons
of the $10 charge. .

- Mr. DeSuazor. That is the pomt that I Would hke to read to the
committee, if T may.

Mr. Hanna. Let me ask you a questlon and you can say to tha com-
' nnttee what you will..

- My question is, Is there any Teason Why that should not be $5 No 1,
and No. 2, would you object to any language which would be added into
this sectlon to make it clear that it Would be illegal to split sales for the

‘purpose of evading dlsclosure (.




