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PREFACE

-There is a world of economics and you are as much a part of it
as you are a part of the world of nature." (Economics in Action,
by James Calderwood and George Fersh. New York: The MacMillan
Company, 1968, p. 2).

In our market economy, most consumers will at some tkme

resort to the use of credit to supplement their buying power.

This developmental resource unit has been prepared (1) to

give the teacher examples of business education activities

that emphasize economic concepts concerning consumer credit;

and, (2) to supply the teacher with current information pertaining

to the Oklahoma Uniform Consumer Credit Code.

The information concerning consumer credit protection

offered by the Uniform Consumer Credit Code is not currently

found in business education textbooks.

The unit is suggested for use in General Business, Business

Law, Business Economics, Bookkeeping, Business Math, and other

related business subjects.

All suggested reference material is easily obtainable, and

current materials can be added by the teacher in the future.

1970 DEEP Business Education
Writing Committee

Eunice Judd, Consultant
Haskel Deibel
Eddie Fields
Norma Perdue
Odessa Wycoff
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i
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b
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c
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p
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s
 
c
a
n
 
b
e

c
l
a
s
s
i
f
i
e
d
 
u
n
d
e
r
 
b
u
s
i
n
e
s
s

a
n
d
 
s
o
c
i
a
l
 
n
e
e
d
s
)

W
a
n
t
s
 
a
r
e
 
n
e
v
e
r
-
e
n
d
i
n
g
.

A
s
 
s
o
o
n

5
.

W
h
a
t
 
w
o
u
l
d
 
y
o
u
,
 
a
s
 
a

a
s
 
o
n
e
 
w
a
n
t
 
i
s
 
s
a
t
i
s
f
i
e
d
,
 
a
n
o
t
h
e
r

c
a
r
 
o
w
n
e
r
,
 
w
a
n
t
 
n
o
w
 
t
h
a
t

i
s
 
c
r
e
a
t
e
d
.

y
o
u
 
d
i
d
 
n
o
t
 
w
a
n
t
 
b
e
f
o
r
e

y
o
u
 
o
w
n
e
d
 
a
 
c
a
r
?



t

E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
P
l
a
n

T
o
 
m
u
3
t
 
t
h
e
s
e
 
w
a
n
t
s

a
 
c
o
n
s
u
m
e
r
 
m
a
y
 
a
t

t
i
m
e
s
 
t
u
r
n
 
t
o
 
t
n
e

u
s
e
 
o
f
 
c
r
e
d
i
t
 
t
o

s
u
p
p
l
e
m
e
n
t
 
h
i
s

b
u
y
i
n
g
 
p
o
w
e
r
.

T
o
 
s
a
t
i
s
f
y
 
t
h
e
 
g
r
e
a
t
e
s
t
 
n
u
m
b
e
r

o
f
 
w
a
n
t
s
 
a
n
d
 
t
o
 
g
e
t
 
t
h
e
 
h
i
g
h
e
s
t

p
o
s
s
i
b
l
e
 
l
e
v
e
l
 
o
f
 
l
i
v
i
n
g
 
f
r
o
m

o
n
e
'
s
 
i
n
c
o
m
e
,
 
a
n
 
i
n
d
i
v
i
d
u
a
l
 
m
u
s
t

b
e
 
c
o
m
p
e
t
e
n
t
 
i
n
 
a
l
l
o
c
a
t
i
n
g
 
h
i
s

i
n
c
o
m
e
 
w
i
s
e
l
y
.

(
I
n
t
e
r
d
e
p
e
n
d
e
n
c
e
 
m
a
y
 
b
e
 
d
i
s
-

c
u
s
s
e
d
 
a
t
 
t
h
i
s
 
p
o
i
n
t
,
 
i
f
 
t
h
e

t
e
a
c
h
e
r
 
w
i
s
h
e
s
)
.

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

P
o
s
s
i
b
l
e
 
a
n
s
w
e
r
s
-

a
.

i
i
a
g
s

b
.

S
t
i
c
k
 
s
h
i
f
t

c
.

T
i
r
e
s

d
.

G
a
s
o
l
i
n
e
 
a
n
d
 
o
i
l

e
.

J
o
b
 
t
o
 
p
a
y
 
f
o
r
 
c
a
r

e
x
p
e
n
s
e
.

f
.

C
a
r
 
i
n
s
u
r
a
n
c
e

g
.

D
r
i
v
e
r
s
 
l
i
c
e
n
s
e

h
.

O
t
h
e
r
 
r
e
s
p
o
n
s
e
s

H
o
w
 
a
r
e
 
y
o
u
 
g
o
i
n
g

t
o
 
p
a
y
 
f
o
r
 
a
l
l
 
o
f
 
t
h
e
s
e

t
h
i
n
g
s
 
o
u
t
 
o
f
 
y
o
u
r

i
n
c
o
m
e
?

T
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l
 
a
n
s
w
e
r

t
h
e
s
e
 
q
u
e
s
t
i
o
n
s
:

1
.

H
a
v
e
 
y
o
u
 
e
v
e
r
 
b
o
u
g
h
t

a
n
y
t
h
i
n
g
 
o
n
 
c
r
e
d
i
t
?

2
.

W
h
a
t
 
d
i
d
 
y
o
u
 
b
u
y
?

3
.

T
h
a
t
 
w
e
r
e
 
t
h
e
 
t
e
r
m
s
?

S
u
g
g
e
s
t
e
d
 
t
o
p
i
c
s
 
f
o
r

s
t
u
d
e
n
t
 
d
e
b
a
t
e
s
:

1
.

S
h
o
u
l
d
 
t
e
e
n
-
a
g
e
 
c
r
e
d
i
t

b
e
 
a
b
o
l
i
s
h
e
d
?

2
.

O
r
 
s
h
o
u
l
d
 
t
e
e
n
a
g
e
r
s

h
a
v
e
 
t
h
e
i
r
 
o
w
n
 
c
h
a
r
g
e

a
c
c
o
u
n
t
s
?



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

T
h
e
 
r
o
l
e
 
o
f
 
c
r
e
d
i
t

i
n
 
a
 
f
r
e
e
 
e
n
t
e
r
p
r
i
s
e

s
y
s
t
e
m
 
i
s
 
a
 
t
o
o
l
 
w
i
t
h

w
h
i
c
h
 
w
e
 
c
a
n
 
i
m
m
e
d
i
-

a
t
e
l
y
 
s
a
t
i
s
f
y
 
o
u
r

w
a
n
t
s
.

C
r
e
d
i
t
 
p
e
r
f
o
r
m
s

f
u
n
c
t
i
o
n
s
 
s
i
m
i
l
a
r

t
o
 
t
h
o
s
e
 
o
f
 
m
o
n
e
y

a
n
d
 
m
a
k
e
s
 
i
t
 
p
o
s
-

s
i
b
l
e
 
f
o
r
 
b
u
s
i
n
e
s
s

t
o
 
c
o
n
t
i
n
u
e
 
p
r
o
-

d
u
c
t
i
o
n
 
a
n
d
 
t
h
e

c
o
n
s
u
m
e
r
 
t
o
 
c
o
n
-

t
i
n
u
e
 
s
p
e
n
d
i
n
g
.

A
l
a
d
d
i
n
'
s
 
L
a
m
p
'
 
C
o
n
c
e
p
t
 
o
f
 
C
r
e
d
i
t

C
r
e
d
i
t
,
 
l
i
k
e
 
A
l
a
d
d
i
n
'
s
 
l
a
m
p
,
 
i
s
 
a

m
e
c
h
a
n
i
s
m
 
b
y
 
w
h
i
c
h
 
w
e
 
c
a
n
 
i
m
m
e
-

d
i
a
t
e
l
y
 
s
a
t
i
s
f
y
 
o
u
r
 
w
a
n
t
s
.

W
i
t
h

t
h
e
 
u
s
e
 
o
f
 
c
r
e
d
i
t
,
 
a
 
w
i
s
h
 
c
a
n
 
b
e

f
u
l
f
i
l
l
e
d
 
t
o
d
a
y
 
a
s
 
q
u
i
c
k
l
y
 
a
s
 
i
n

t
h
e
 
d
a
y
 
o
f
 
A
l
a
d
d
i
n
.

T
h
e
 
c
o
n
s
u
m
e
r

m
a
y
 
f
o
r
g
e
t
 
t
h
a
t
 
i
n
 
t
h
e
 
e
n
d
 
h
e
 
m
u
s
t

p
a
y
 
f
o
r
 
w
a
a
t
e
v
e
r
 
h
e
 
b
u
y
s
 
o
u
t
 
o
f
 
h
i
s

f
u
t
u
r
e
 
w
e
e
k
l
y
 
o
r
 
m
o
n
t
h
l
y
 
p
a
y
c
h
e
c
k
,

t
h
e
r
e
b
y
 
d
e
c
r
e
a
s
i
n
g
 
h
i
s
 
f
u
t
u
r
e

s
p
e
n
d
i
n
g
 
p
o
t
e
n
t
i
a
l
.

C
r
e
d
i
t
 
c
o
m
e
s
 
s
o
 
e
a
s
i
l
y
 
t
h
a
t
 
t
h
e

c
o
n
s
u
m
e
r
'
s
 
d
e
s
i
r
e
 
t
o
 
s
a
t
i
s
f
y
 
h
i
s

w
a
n
t
s
 
s
o
m
e
t
i
m
e
s
 
e
x
c
e
e
d
s
 
h
i
s

a
b
i
l
i
t
y
 
t
o
 
p
a
y
.

R
e
m
e
m
b
e
r
,
 
G
e
n
i
e
 
c
a
n

i
v
e
;
 
b
u
t

G
.
.
.
a
i
e
 
c
a
n
 
t
 
p
a
y
.
.
.
 
u
t
 
o
u
r

a
w
s

c
a
n
 
t
a
k
e
 
a
w
a
y
.

T
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l
 
b
r
i
n
g

t
o
 
c
l
a
s
s
 
c
l
i
p
p
i
n
g
s
 
f
r
o
m

n
e
w
s
p
a
p
e
r
s
,
 
m
a
g
a
z
i
n
e
s
,

a
d
v
e
r
t
i
s
e
m
e
n
t
s
,
 
o
r
 
s
a
m
-

p
l
e
 
l
e
t
t
e
r
s
 
f
r
o
m
 
b
u
l
k

m
a
i
A
n
g
s
,
 
w
h
i
c
h
 
u
r
g
e

p
e
o
p
l
e
 
t
o
 
b
u
y
 
o
n
 
c
r
e
d
i
t

o
r
 
b
o
r
r
o
w
 
m
o
n
e
y
.
 
P
o
s
t

t
h
e
s
e
 
o
n
 
t
h
e
 
b
u
l
l
e
t
i
n

b
o
a
r
d
.

T
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l
 
r
e
a
c
t

t
o
 
t
h
e
 
f
o
l
l
o
w
i
n
g
 
q
u
e
s
-

t
i
o
n
.

W
h
a
t
 
w
o
u
l
d
 
h
a
p
p
e
n
 
i
f
,

b
e
g
i
n
n
i
n
g
 
t
o
m
o
r
r
o
w
,
 
a
l
l

s
t
o
r
e
s
 
r
e
q
u
i
r
e
d
 
t
h
a
t

a
l
l
 
p
u
r
c
h
a
s
e
s
 
b
e
 
m
a
d
e

w
i
t
h
 
c
a
s
h
?

P
o
i
n
t
s
 
t
o
 
e
m
p
h
a
s
i
z
e

a
.

T
h
e
 
r
e
a
s
o
n
s
 
f
o
r

h
a
v
i
n
g
 
c
r
e
d
i
t

b
.

T
h
e
 
a
d
v
a
n
t
a
g
e
s

a
n
d
 
d
i
s
a
d
v
a
n
t
a
g
e
s
 
o
f

c
r
e
d
i
t
 
b
u
y
i
n
g

S
t
u
d
e
n
t
s
 
s
h
o
u
l
d
 
c
o
n
-

c
l
u
d
e
 
t
h
a
t
 
c
r
e
d
i
t
 
p
r
o
-

v
i
d
e
s
 
t
h
e
m
 
w
i
t
h
 
i
m
-

m
e
d
i
a
t
e
 
p
u
r
c
h
a
s
i
n
g

p
o
w
e
r
 
b
y
 
m
e
a
n
s
 
o
f
 
a

p
r
o
m
i
s
e
 
t
o
 
p
a
y
 
a
t
 
a

f
u
t
u
r
e
 
d
a
t
e
.

W
a
l
l
 
P
o
s
t
e
r
s

#
4
7
;
 
E
d
u
c
a
-

r
E
N
a
l
 
S
e
r
v
i
c
e

D
i
v
i
s
i
o
n
,
 
N
a
t
l

F
i
n
a
n
c
e
 
A
s
s
o
c
.

1
0
0
0
 
1
6
t
h
 
S
t
.

N
.
W
.
,
 
W
a
s
h
i
n
g
-

t
o
n
,
 
D
.
C
.

S
c
r
i
p
t
o
g
r
a
p
h
i
c

S
t
u
d
y
 
U
n
i
t
,

"
C
o
n
s
u
m
e
r

C
r
e
d
i
t
 
a
n
d

Y
o
u
,
'
 
C
h
a
n
n
i
n
g

L
.
 
B
e
t
e
,
 
C
o
.
,

G
r
e
e
n
f
i
e
l
d
,

M
a
s
s
.
 
0
1
3
0
1



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

i 1
 
I
n
 
o
u
r
 
s
o
c
i
e
t
y
,
 
t
h
e

C
R
E
D
I
T
 
C
A
R
D
 
i
s
 
b
e
i
n
g

a
c
c
e
p
t
e
d
 
a
s
 
a
 
m
e
d
i
u
m

o
f
 
e
x
c
h
a
n
g
e
.

E
a
s
y
 
s
p
e
n
d
i
n
g
 
a
n
d

o
v
e
r
-
s
p
e
n
d
i
n
g
 
e
n
c
o
u
-

r
a
g
e
d
 
b
y
 
t
h
e
 
u
s
e
 
o
f

t
h
e
 
c
r
e
d
i
t
 
c
a
r
d
 
m
a
y

l
e
s
s
e
n
 
t
h
e
 
e
c
o
n
o
m
i
c

s
e
c
u
r
i
t
y
 
o
f
 
t
h
e
 
p
e
o
-

p
l
e
 
i
n
 
a
 
f
r
e
e
 
e
n
t
e
r
-

p
r
i
s
e
 
s
y
s
t
e
m

I
n
 
t
h
e
 
f
u
t
u
r
e
,
 
a
 
n
a
t
i
o
n
w
i
d
e
 
c
r
e
d
i
t

s
y
s
t
e
m
 
i
n
 
w
h
i
c
h
 
a
 
s
i
n
g
l
e
 
p
l
a
s
t
i
c

c
a
r
d
 
r
e
p
l
a
c
e
s
 
c
h
e
c
k
s
 
a
n
d
 
c
a
s
h

c
o
u
l
d
 
b
e
c
o
m
e
 
a
 
f
a
c
t
.

T
h
i
s
 
w
o
u
l
d

l
e
a
d
 
t
o
 
a
 
C
H
E
C
K
L
E
S
S
C
A
S
H
L
E
S
S

s
o
c
i
e
t
y
.

B
a
n
k
e
r
s
 
r
e
f
e
r
 
t
o
 
t
h
i
s

a
s
 
a
 
"
l
e
s
s
 
c
h
e
c
k
,
 
l
e
s
s
 
c
a
s
h

s
o
c
i
e
t
y
.
"

T
h
e
r
e
 
a
r
e
 
t
h
r
e
e
 
b
a
s
i
c
 
f
o
r
m
s
 
o
f

c
r
e
d
i
t
 
c
a
r
d
s
.

1
.

T
r
a
v
e
l
 
a
n
d
 
E
n
t
e
r
t
a
i
n
m
e
n
t

2
.

B
a
n
k
 
C
a
r
d
s

3
.

C
h
a
r
g
e
 
c
a
r
d
s
 
o
f
 
r
e
t
a
i
l
 
s
t
o
r
e
s

T
h
e
 
u
n
w
i
s
e
 
u
s
e
 
o
f
 
c
r
e
d
i
t
 
c
a
r
d
s

i
s
 
c
i
t
e
d
 
a
s
 
a
 
c
o
n
t
r
i
b
u
t
i
n
g

f
a
c
t
o
r
 
i
n
 
m
a
n
y
 
o
f
 
t
h
e
 
c
o
n
s
u
m
e
r

b
a
n
k
r
u
p
t
c
i
e
s
 
t
h
a
t
 
w
e
r
e
 
f
i
l
e
d

i
n
 
t
h
e
 
U
.
S
.
 
C
o
u
r
t
s
 
l
a
s
t
 
y
e
a
r
.

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s
'

R
e
s
o
u
r
c
e

S
t
u
d
e
n
t
s
 
w
i
l
l
 
w
a
t
c
h
 
t
h
e

f
i
l
m
,
 
"
I
m
p
u
l
s
e
 
9
0
"
.
 
T
h
i
s

f
i
l
m
 
s
h
o
w
s
 
h
o
w
 
a
 
C
H
E
C
K
-

L
E
S
S
-
C
A
S
H
L
E
S
S
 
s
o
c
i
e
t
y

c
o
u
l
d
 
w
o
r
k
.

T
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l
 
l
i
s
t

a
l
l
 
t
h
e
 
c
r
e
d
i
t
 
c
a
r
d
s

t
h
e
y
 
c
a
n
 
t
h
i
n
k
 
o
f
 
a
n
d

c
l
a
s
s
i
f
y
 
t
h
e
m
 
a
c
c
o
r
d
i
n
g

t
o
 
t
h
e
 
t
h
r
e
e
 
b
a
s
i
c

f
o
r
m
s
.

T
h
e
y
 
,
w
i
l
l
 
c
o
m
-

p
a
r
e
 
t
h
e
 
l
i
s
t
s
 
w
i
t
h
 
t
h
e

c
h
a
r
t
 
"
A
 
Q
u
a
r
t
e
r
 
B
i
l
-

l
i
o
n
 
C
a
r
d
s
"
.

E
V
A
L
U
A
T
I
O
N
:

D
i
v
i
d
e
 
t
h
e

c
l
a
s
s
 
i
n
t
o
 
t
w
o
 
g
r
o
u
p
s
.

O
n
e
 
g
r
o
u
p
 
w
i
l
l
 
m
a
k
e
 
a

l
i
s
t
 
o
f
 
w
h
a
t
 
t
h
e
y
 
c
o
n
-

s
i
d
e
r
 
t
o
 
b
e
 
t
h
e
 
a
d
v
a
n
-

t
a
g
e
s
 
o
f
 
u
s
i
n
g
 
c
r
e
d
i
t

c
a
r
d
s
.

T
h
e
y
 
w
i
l
l
 
d
e
s
-

c
r
i
b
e
 
s
p
e
c
i
f
i
c
 
o
c
c
a
s
-

s
i
o
n
s
 
w
h
e
n
 
t
h
e
 
u
s
e
 
o
f

a
 
c
r
e
d
i
t
 
c
a
r
d
 
h
a
s
 
b
e
e
n

(
o
r
 
m
i
g
h
t
 
b
e
)
 
a
d
v
a
n
t
a
-

g
e
o
u
s
 
t
o
 
t
h
e
m
.

T
h
e

o
t
h
e
r
 
g
r
o
u
p
 
w
i
l
l
 
u
s
e

a
 
s
i
m
i
l
a
r
 
p
r
o
c
e
d
u
r
e
 
i
n

p
o
i
n
t
i
n
g
 
o
u
t
 
t
h
e
 
p
o
s
-

s
i
b
l
e
 
d
i
s
a
d
v
a
n
t
a
g
e
s
.

F
i
l
m
:
 
"
I
m
-

p
u
l
s
e
 
9
0
"
,
2
5

m
i
n
.
,
 
c
l
r
.

D
i
s
t
r
i
b
u
t
e
d

b
y
 
Z
i
o
d
e
r
n

T
a
l
k
i
n
g
 
P
i
c
-

t
u
r
e
 
S
e
r
v
i
c
e
,

I
n
c
.
,
 
1
4
1
1

S
l
o
c
u
m
 
S
t
.
,

D
a
l
l
a
s
,
 
T
e
x
.

S
e
e
 
A
p
p
e
n
d
i
x

D
 
f
o
r
 
e
x
c
e
r
p
t
s

f
r
o
m
 
m
a
g
a
z
i
n
e

a
r
t
i
c
l
e
s
 
t
h
a
t

p
r
o
v
i
d
e
 
a
d
d
i
-

t
i
o
n
a
l
 
i
n
f
o
r
-

m
a
t
i
o
n
 
o
n

c
r
e
d
i
t
 
c
a
r
d
s

S
e
e
 
A
p
p
e
n
d
i
x

A
 
f
o
r
 
t
h
e

c
h
a
r
t
 
"
A

Q
u
a
r
t
e
r

B
i
l
l
i
o
n

C
a
r
d
s
.
"



co

E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

O
k
l
a
h
o
m
a
 
L
a
w
 
a
n
d
 
t
h
e
 
C
r
e
d
i
t
 
C
a
r
d
s

T
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l
 
f
i
n
d

S
e
e
 
A
p
p
e
n
d
i
x

S
e
n
a
t
e
 
B
i
l
l
 
N
o
.
 
5
8
7
,
 
r
e
l
a
t
i
n
g
 
t
o

r
e
f
e
r
e
n
c
e
s
 
i
n
 
t
h
e

B
 
f
o
r
 
a
 
c
o
p
y

m
i
s
u
s
e
 
o
f
 
c
r
e
d
i
t
 
c
a
r
d
s
 
w
a
s
 
s
i
g
n
e
d

R
e
a
d
e
r
s
 
G
u
i
d
e
 
t
o
 
P
e
r
i
-

o
f
 
O
k
l
a
h
o
m
a

i
n
t
o
 
l
a
w
 
o
n
 
A
p
r
i
l
 
2
2
,
 
1
9
7
0
.

T
h
i
s

o
d
i
c
a
l
 
L
i
t
e
r
a
t
u
r
e
 
c
o
n
-

S
e
n
a
t
e
 
B
i
l
l

b
i
l
l
 
d
e
f
i
n
e
s
 
t
h
e
 
o
f
f
e
n
s
e
s
 
a
n
d

s
e
t
s
 
t
h
e
 
p
u
n
i
s
h
m
e
n
t
s
 
f
o
r
 
u
n
a
u
t
h
o
r
-

i
z
e
d
 
u
s
e
 
o
f
 
c
r
e
d
i
t
 
c
a
r
d
s
 
i
n
 
t
h
e

S
t
a
t
e
 
o
f
 
O
k
l
a
h
o
m
a
.

c
e
r
n
i
n
g
 
t
h
e
 
c
r
e
d
i
t
 
c
a
r
d

o
r
 
t
h
e
 
c
a
s
h
l
e
s
s
 
s
o
c
i
e
t
y
.

E
a
c
h
 
s
t
u
d
e
n
t
 
w
i
l
l
 
r
e
a
d

o
n
e
 
o
r
 
m
o
r
e
 
a
r
t
i
c
l
e
s

a
n
d
 
s
u
m
m
a
r
i
z
e
 
t
h
e
 
c
o
n
-

t
e
n
t
s
 
b
r
i
e
f
l
y
.

T
h
e

s
u
m
m
a
r
y
 
m
a
y
 
b
e
 
i
n
 
t
h
e

f
o
r
m
 
o
f
 
a
n
 
o
u
t
l
i
n
e
,
 
a

g
r
a
p
h
,
 
a
 
s
t
a
t
i
s
t
i
c
a
l

t
a
b
l
e
,
 
o
r
 
a
 
p
a
r
a
g
r
a
p
h
.

#
5
8
7
.

O
f
f
e
n
s
e
s
 
c
o
v
e
r
e
d
 
b
y
 
t
h
e
 
l
a
w

I
n
v
i
t
e
 
t
h
e
 
m
a
n
a
g
e
r
 
o
f
 
a

L
o
c
a
l
,
 
o
i
l

i
n
c
l
u
d
e
.

m
a
j
o
r
 
o
i
l
 
c
o
m
p
a
n
y
 
t
o

c
o
m
p
a
n
i
e
s
 
a
r
e

1
.

T
h
e
f
t

2
.

O
b
t
a
i
n
i
n
g
 
b
y
 
f
r
a
u
d

t
e
l
l
 
t
h
e
 
s
t
u
d
e
n
t
s
 
a
b
o
u
t

c
o
m
p
a
n
y
 
p
r
o
b
l
e
m
s
 
w
i
t
h

K
a
r
r
-
M
c
G
e
e
,

A
p
c
o
,
 
a
n
d

3
.

F
i
n
d
i
n
g
 
&
 
i
l
l
e
g
a
l
l
y
 
u
s
i
n
g

l
o
s
t
 
o
r
 
s
t
o
l
e
n
 
c
r
e
d
i
t

S
o
h
i
o
 
O
i
l

4
.

S
e
l
l
i
n
g

5
.

P
u
r
c
h
a
s
i
n
g

c
a
r
d
s
;
 
O
R
,
 
I
n
v
i
t
e
 
o
n
e

o
f
 
t
h
e
 
l
e
g
i
s
l
a
t
o
r
s

C
o
.

6
.

T
a
k
i
n
g
 
a
s
 
s
e
c
u
r
i
t
y
 
f
o
r

l
i
s
t
e
d
 
a
s
 
s
p
o
n
s
o
r
s
 
o
f

S
e
e
 
A
p
p
e
n
d
i
x

a
 
d
e
b
t

7
.

F
o
r
g
e
r
y

t
h
a
t
 
h
a
s
 
b
e
e
n

7
3E
.

S
e
n
a
t
e
 
B
i
l
l
 
#
5
8
7
 
t
o

e
x
p
l
a
i
n
 
t
o
 
t
h
e
 
c
l
a
s
s

w
h
y
 
t
h
i
s
 
b
i
l
l
 
w
a
s

B
 
f
o
r
 
a
 
c
o
p
y

o
f
 
O
k
l
a
h
o
m
a

S
e
n
a
t
e
 
B
i
l
l

r
e
v
o
k
e
d

i
n
t
r
o
d
u
c
e
d
 
a
n
d
 
p
a
s
s
e
d
.

#
5
8
7
.

T
h
e
 
v
i
o
l
a
t
i
o
n
s
 
a
r
e
 
d
e
e
m
e
d
 
f
e
l
o
-

n
i
e
s
 
a
n
d
 
t
h
e
 
p
u
n
i
s
h
m
e
n
t
 
m
a
y
 
b
e

1
.

A
 
f
i
n
e
 
o
f
 
n
o
t
 
m
o
r
e
 
t
h
a
n

$
3
,
0
0
0
 
o
r

2
.

I
m
p
r
i
s
i
o
n
m
e
n
t
 
i
n
 
t
h
e
 
p
e
n
i
-

t
e
n
t
i
a
r
y
 
f
o
r
 
n
o
t
 
m
o
r
e
 
t
h
a
n

s
e
v
e
n
 
(
7
)
 
y
e
a
r
s
.



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

T
h
e
 
P
r
i
c
e
 
o
f
 
C
r
e
d
i
t

Y
o
u
 
(
T
h
e
 
c
o
n
s
u
m
e
r
 
w
h
o

i
s
 
K
i
n
g
)

b
o
r
r
o
w
 
m
o
n
e
y
,
 
b
u
t
 
y
o
u
 
B
U
Y

c
r
e
d
i
t
.

C
r
e
d
i
t
 
i
s
 
p
a
i
d
 
f
o
r
 
i
n
 
t
h
e

f
o
r
m

o
f
 
i
n
t
e
r
e
s
t
,
 
o
r
 
t
h
e
 
a
m
o
u
n
t

c
h
a
r
-

g
e
d
 
f
o
r
 
t
h
e
 
u
s
e
 
o
f
 
a
n
o
t
h
e
r
 
p
e
r
-

s
o
n
'
s
 
m
o
n
e
y
.

S
o
,
 
i
f
 
c
r
e
d
i
t
 
i
s

b
o
u
g
h
t
,
 
w
h
y
 
n
o
t
 
s
h
o
p

f
o
r
 
i
t
 
a
s

y
o
u
 
w
o
u
l
d
 
a
 
c
a
r
,
 
T
V
,
 
o
r

s
t
e
r
e
o
?

s
t
u
d
e
n
t
s
 
w
i
l
l
 
s
e
l
e
c
t
 
a

p
r
o
d
u
c
t
 
w
h
i
c
h
 
i
s
 
p
r
i
c
e
d

b
e
t
w
e
e
n
 
$
5
 
a
n
d
 
$
2
5
 
a
n
d

f
i
n
d
 
t
h
r
e
e
 
a
d
v
e
r
t
i
s
e
m
e
n
t
s

f
o
r
 
t
h
i
s
 
p
r
o
d
u
c
t
 
i
n
 
n
e
w
s
-

p
a
p
e
r
s
,
 
m
a
g
a
z
i
n
e
s
,
 
o
r

c
a
t
a
l
o
g
s
.

E
a
c
h
 
s
t
u
d
e
n
t

w
i
l
l
 
w
r
i
t
e
 
a
 
s
h
o
r
t
 
r
e
p
o
r
t

t
e
l
l
i
n
g
 
w
h
y
 
h
e
 
s
e
l
e
c
t
e
d

f
o
r
 
p
u
r
c
h
a
s
e
 
t
h
i
s
 
p
a
r
t
i
-

c
u
l
a
r
 
a
r
t
i
c
l
e
.

T
h
e
 
s
t
u
-

d
e
n
t
,
 
a
s
 
a
 
c
o
n
s
u
m
e
r
,
 
w
i
l
l

p
a
y
 
c
a
s
h
 
f
o
r

t
h
i
s
 
p
u
r
-

c
h
a
s
e
.

T
h
e
 
s
t
u
d
e
n
t
 
w
i
l
l
 
s
e
l
e
c
t

a
n
o
t
h
e
r
 
p
r
o
d
u
c
t
 
p
r
i
c
e
d
 
a
t

$
5
0
.

A
 
r
e
v
o
l
v
i
n
g
 
c
h
a
r
g
e

a
c
c
o
u
n
t
 
w
i
l
l
 
b
e
 
u
s
e
d
 
t
o

p
u
r
c
h
a
s
e
 
t
h
i
s
 
a
r
t
i
c
l
e
.

G
i
v
e
 
t
h
e
 
s
t
u
d
e
n
t
s
 
t
h
e

f
o
l
l
o
w
i
n
g
 
i
n
s
t
r
u
c
t
i
o
n
s
:

F
i
l
l
 
o
u
t
 
a
 
c
a
r
d
 
a
p
p
l
i
-

c
a
t
i
o
n
.

A
s
s
u
m
e
 
t
h
a
t
 
y
o
u

w
i
l
l
 
p
a
y
 
t
h
e
 
d
e
b
t
 
b
a
c
k

a
t
 
t
h
e
 
r
a
t
e
 
o
f
 
$
1
0
 
p
e
r

m
o
n
t
h
.

U
s
e
 
t
h
e
 
m
a
x
i
m
u
m

i
n
t
e
r
e
s
t
 
r
a
t
e
 
a
l
l
o
w
e
d
 
b
y

O
k
l
a
h
o
m
a
 
l
a
w
 
(
1
1
/
2
%
 
p
e
r

m
o
n
t
h
 
o
n
 
t
h
e
 
u
n
p
a
i
d
 
b
a
l
-

a
n
c
e
)
.

U
s
e
 
t
h
e
 
f
o
r
m
 
s
u
p
-

p
l
i
e
d
 
t
o
 
c
o
m
p
u
t
e
 
t
h
e

t
o
t
a
l
 
a
m
o
u
n
t
 
o
f
 
i
n
t
e
r
e
s
t

p
a
i
d
 
a
n
d
 
t
h
e
 
t
o
t
a
l
 
a
m
o
u
n
t

S
e
a
 
A
p
p
e
n
d
i
x

A
 
f
o
r
 
c
r
e
d
i
t

a
p
p
l
i
c
a
t
i
o
n
s
.

T
h
e
s
e
 
c
a
n
 
b
e

u
s
e
d
 
t
o
 
m
a
k
e

s
t
u
d
e
n
t
 
c
o
p
-

i
e
s
 
&
 
t
r
-
:
n
s
-

p
a
r
e
n
c
y
 
m
a
s
-

t
e
r
s
.

S
e
e
 
A
p
p
e
n
d
i
x

A
 
f
o
r
 
f
o
r
m
 
f
o
r

s
o
l
v
i
n
g
 
t
h
e

p
r
o
b
l
e
m
.
 
T
h
e

f
o
r
m
 
c
a
n
 
b
e

u
s
e
d
 
t
o
 
m
a
k
e

s
t
u
d
e
n
t
 
c
o
p
i
e
s

&
 
t
r
a
n
s
p
a
r
e
n
c
y

m
a
s
t
e
r
s
.



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

T
h
e
 
r
e
s
p
o
n
s
i
b
i
l
i
t
y

S
o
m
e
 
r
e
a
l
i
s
t
i
c
 
e
c
o
n
o
m
i
c
 
g
u
i
d
e
-

o
f
 
t
h
e
 
c
o
n
s
u
m
e
r
 
i
s

l
i
n
e
s
 
t
h
a
t
 
s
t
r
e
s
s
 
t
h
e
 
r
e
s
p
o
n
-

t
o
 
u
s
e
 
h
i
s
 
c
r
e
d
i
t

s
i
b
i
l
i
t
y
 
o
f
 
t
h
e
 
c
o
n
s
u
m
e
r
 
m
u
s
t

i
n
t
e
l
l
i
g
e
n
t
l
y
.

b
e
 
e
m
p
h
a
s
i
z
e
d
 
a
l
o
n
g
 
w
i
t
h
 
t
h
e

A
l
a
d
d
i
n
'
s
 
L
a
m
p
 
c
o
n
c
e
p
t
.

T
h
e
 
c
o
n
s
u
m
e
r
'
s

s
t
a
n
d
a
r
d
 
o
f
 
l
i
v
-

i
n
g
 
d
e
p
e
n
d
s
 
u
p
o
n

h
i
s
 
r
e
a
l
 
i
n
c
o
m
e
.

N
O
T
E
:

R
e
a
l
 
i
n
-

c
o
m
e
 
i
s
 
t
h
e
 
a
m
-

o
u
n
t
 
o
f
 
g
o
o
d
s
 
&

s
e
r
v
i
c
e
s
 
t
h
a
t
 
c
a
n

b
e
 
b
o
u
g
h
t
 
w
i
t
h

t
h
e
 
m
o
n
e
y
 
e
a
r
n
e
d
.

(
S
e
e
 
G
r
e
g
g
 
t
e
x
t
-

b
o
o
k
,
 
p
g
.
 
6
5
,
 
&

S
o
u
t
h
w
e
s
t
e
r
n

t
e
x
t
b
o
o
k
,
 
p
g
.

1
1
4
)

.

T
h
e
 
c
o
n
s
u
m
e
r
 
m
u
s
t
 
a
l
l
o
c
a
t
e
 
h
i
s

m
o
n
e
y
 
i
n
c
o
m
e
 
i
n
 
t
h
e
 
m
o
s
t
 
e
f
f
i
-

c
i
e
n
t
 
m
a
n
n
e
r
 
p
o
s
s
i
b
l
e
.

1
.

F
i
n
d
 
t
h
e
 
b
e
s
t
 
p
r
i
c
e
 
p
o
s
-

s
i
b
l
e
 
o
n
 
t
h
e
 
p
r
o
d
u
c
t
 
t
o
 
b
e

b
o
u
g
h
t
.

2
.

S
h
o
p
 
f
o
r
 
c
r
e
d
i
t
.

F
i
n
d

t
h
e
 
s
o
u
r
c
e
 
t
h
a
t
 
b
e
s
t
 
m
e
e
t
s

y
o
u
r
 
n
e
e
d
s
 
a
t
 
t
h
e
 
l
o
w
e
s
t

c
o
s
t
.

3
.

T
a
k
e
 
o
n
 
n
o
 
m
o
r
e
 
d
e
b
t
 
t
h
a
n

y
o
u
 
c
a
n
 
s
a
f
e
l
y
 
c
a
r
r
y
.

4
.

P
a
y
 
t
h
e
 
d
e
b
t
 
a
s
 
a
g
r
e
e
d
.

D
o
n
'
t
 
h
i
d
e
 
b
e
h
i
n
d
 
b
a
n
k
-

r
u
p
t
c
y
.

R
e
s
o
u
r
c
e

o
f
 
c
a
s
h
 
p
a
i
d
 
o
n
 
t
h
e
 
c
r
e
d
i
t

S
e
e
 
A
p
p
e
n
d
i
x

p
u
r
c
h
a
s
e
.

C
o
m
p
a
r
e
 
t
h
i
s

A
 
f
o
r
 
s
o
l
u
-

i
n
f
o
r
m
a
t
i
o
n
 
w
i
t
h
 
t
h
e
 
o
r
i
-

t
i
o
n
 
t
o

g
i
n
a
l
 
p
r
i
c
e
 
o
f
 
t
h
e
 
m
e
t
-

p
r
o
b
l
e
m
.

c
h
a
n
d
i
s
e
.

T
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l
 
w
a
t
c
h

o
n
e
 
o
r
 
m
o
r
e
 
o
f
 
t
h
e
 
f
o
l
-

l
o
w
i
n
g
 
r
e
c
o
m
m
e
n
d
e
d
 
f
i
l
m
s

o
r
 
f
i
l
m
s
t
r
i
p
s
.

T
h
e
 
f
i
l
m
,
 
"
C
r
e
d
i
t
"
,
 
i
l
-

l
u
s
t
r
a
t
e
s
 
h
o
w
 
c
r
e
d
i
t

o
p
e
r
a
t
e
s
 
i
n
 
i
t
s
 
i
m
p
o
r
-

t
a
n
t
 
r
o
l
e
 
o
f
 
s
t
i
m
u
l
a
t
i
n
g

b
u
s
i
n
e
s
s
.

I
t
 
i
s
 
t
h
e

s
t
o
r
y
 
o
f
 
t
e
e
n
a
g
e
r
s
 
w
h
o

s
e
t
 
u
p
 
a
 
p
a
r
t
-
t
i
m
e
 
p
h
o
t
o

b
u
s
i
n
e
s
s
.

T
w
o
 
f
i
l
m
s
t
r
i
p
s
,
 
"
O
u
r

C
r
e
d
i
t
 
E
c
o
n
o
m
y
"
,
 
e
x
p
l
o
r
e

t
h
e
 
f
o
l
l
o
w
i
n
g
 
q
u
e
s
t
i
o
n
s
:

W
h
y
 
t
h
e
 
c
r
e
d
i
t
 
b
o
o
m
 
i
n

A
m
e
r
i
c
a
?
 
W
h
o
 
a
r
e
 
t
h
e

.
_
.
m

"
C
r
e
d
i
t
'
 
b
y

D
u
n
 
&
 
B
r
a
d
-

s
t
r
e
e
t
,
 
1
4

m
i
n
.
,
 
c
l
r
.
,

o
n
 
f
r
e
e
 
l
o
a
n

f
r
o
m
 
M
o
d
e
r
n

T
a
l
k
i
n
g
 
P
i
c
-

t
u
r
e
 
S
e
r
v
i
c
e

I
n
c
.
,
 
1
6
2
1

D
r
a
g
o
n
 
S
t
.
,

D
a
l
l
a
s
,
 
T
e
x
.

T
w
o
 
f
i
l
m
-

s
t
r
i
p
s
:
 
"
O
u
r

C
r
e
d
i
t
 
E
c
o
n
-

o
m
y
,
"
 
b
y

G
u
i
d
a
n
c
e



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

c
h
i
e
f
 
u
s
e
r
s
 
o
f
 
c
r
e
d
i
t
?

I
s
 
b
u
y
i
n
g
 
o
n
 
c
r
e
d
i
t
 
a
o
o
d

f
o
r
 
t
h
e
 
i
n
d
i
v
i
d
u
a
l
?
 
F
o
r

t
h
e
 
s
o
c
i
e
t
y
?

T
h
e
 
f
i
l
m
,
 
"
T
i
l
l
 
D
e
b
t
 
d
o

u
s
 
P
a
r
t
"
,
 
i
s
 
t
h
e
 
s
t
o
r
y

o
f
 
a
 
f
a
m
i
l
y
 
w
i
t
h
 
f
i
n
a
n
-

c
i
a
l
 
p
r
o
b
l
e
m
s
.

I
t
 
c
a
n

b
e
 
u
s
e
d
 
t
o
 
p
o
i
n
t
 
o
u
t
 
a

w
a
y
 
t
o
 
s
a
v
e
 
m
o
n
e
y
 
a
n
d

b
o
r
r
o
w
 
w
i
s
e
l
y
 
a
t
 
t
h
e

s
a
m
e
 
t
i
m
e
.

T
h
e
 
f
i
l
m
,
 
"
P
e
r
s
o
n
a
l

M
o
n
e
y
 
M
a
n
a
g
e
m
e
n
t
"
 
i
s
 
a

s
t
o
r
y
 
o
f
 
a
 
f
a
m
i
l
y
 
w
i
t
h

t
y
p
i
c
a
l
 
f
i
n
a
n
c
i
a
l
 
d
i
f
-

f
i
c
u
l
t
i
e
s
 
a
n
d
 
i
t
 
i
l
-

l
u
s
t
r
a
t
e
s
 
h
o
w
 
t
h
e
y

s
o
l
v
e
d
 
t
h
e
i
r
 
m
o
n
e
y

p
r
o
b
l
e
m
s
.

T
h
e
 
f
i
l
m
s
,
 
'
'
P
e
r
s
o
n
a
l

F
i
n
a
n
c
i
a
l
 
P
l
a
n
n
i
n
g
"
 
a
n
d

"
W
i
s
e
 
U
s
e
 
o
f
 
C
r
e
d
i
t
"

i
n
s
t
r
u
c
t
 
y
o
u
n
g
s
t
e
r
s

A
s
s
o
c
i
a
t
e
s
,
 
c
a
n

b
e
 
o
r
d
e
r
e
d

t
h
r
o
u
g
h
 
t
h
e

B
u
s
i
n
e
s
s
 
E
d
u
c
a
-

t
i
o
n
 
C
o
n
s
u
l
t
a
n
t

F
i
l
m
:

"
T
i
l
l

D
e
b
t
 
d
o
 
u
s
 
P
a
r
t
"

b
y
 
C
u
n
a
 
I
n
t
e
r
-

n
a
t
i
o
n
a
l
,
 
I
n
c
.
,

1
5
 
m
i
n
.
,
 
c
l
r
.
,

o
n
 
f
r
e
e
 
l
o
a
n

b
a
s
i
s
 
(
u
s
e
r
 
p
a
y
s

p
o
s
t
a
g
e
 
b
o
t
h

w
a
y
s
)
,
 
f
r
o
m
 
M
o
d
-

e
r
n
 
T
a
l
k
i
n
g
 
P
i
c
-

t
u
r
e
 
S
e
r
v
i
c
e
,

1
6
2
1
 
D
r
a
g
o
n
 
S
t
.
,

D
a
l
l
a
s
,
 
T
e
x
.

F
i
l
m
:
 
"
P
e
r
s
o
n
a
l

M
o
n
e
y
 
M
a
n
a
g
e
-

m
e
n
t
"
,
 
b
y
 
A
m
e
r
-

i
c
a
n
 
B
a
n
k
e
r
s

A
s
s
o
c
.
,
 
1
3
 
m
i
n
.
,

c
l
r
.
,
 
o
n
 
f
r
e
e

l
o
a
n
 
f
r
o
m
 
M
o
d
-

e
r
n
 
T
a
l
k
i
n
g
 
P
i
c
-

t
u
r
e
 
S
e
r
v
i
c
e
,

1
6
2
1
 
D
r
a
g
o
n
 
S
t
.
,

D
a
l
l
a
s
,
 
T
e
x
.

F
i
l
m
s
:
 
"
P
e
r
s
o
n
a

F
i
n
a
n
c
i
a
l
 
P
l
a
n
-

n
i
n
g
"
 
a
n
d
 
"
W
i
s
e

U
s
e
 
o
f
 
C
r
e
d
i
t
"



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

O
n
e
 
o
f
 
t
h
e
 
m
o
s
t
 
e
f
f
e
c
t
i
v
e
 
w
a
y
s

t
o
 
e
x
p
l
a
i
n
 
t
h
e
 
i
m
p
o
r
t
a
n
c
e
 
o
f

s
h
o
p
p
i
n
g
 
f
o
r
 
c
r
e
d
i
t
 
i
s
 
t
o
 
c
o
m
-

p
a
r
e
 
t
h
e
 
c
o
s
t
 
o
f
 
c
r
e
d
i
t
 
f
r
o
m

t
h
e
 
v
a
r
i
o
u
s
 
c
r
e
d
i
t
 
s
o
u
r
c
e
s
.

F
i
n
a
n
c
i
a
l
 
i
n
s
t
i
t
u
t
i
o
n
s
,
 
s
u
c
h

a
s
 
b
a
n
k
s
,
 
s
a
v
i
n
g
s
 
a
n
d
 
l
o
a
n

c
o
m
p
a
n
i
e
s
,
 
c
r
e
d
i
t
 
u
n
i
o
n
s
,
 
a
n
d

c
o
n
s
u
m
e
r
 
f
i
n
a
n
c
e
 
c
o
m
p
a
n
i
e
s
,

p
e
r
f
o
r
m
 
a
 
s
p
e
c
i
a
l
i
z
e
d
 
r
o
l
e
 
i
n

m
a
k
i
n
g
 
o
t
h
e
r
 
p
e
o
p
l
e
'
s
 
s
a
v
i
n
g
s

'
a
v
a
i
l
a
b
l
e
 
f
o
r
 
l
e
n
d
i
n
g
 
t
o
 
t
h
o
s
e

w
h
o
 
n
e
e
d
 
i
t
.

o
n
 
h
o
w
 
t
o
 
b
u
d
g
e
t
 
w
i
s
e
l
y

a
n
d
 
a
c
q
u
a
i
n
t
 
t
h
e
m
 
w
i
t
h

t
h
e
 
p
r
i
n
c
i
p
l
e
s
 
o
f
 
c
o
n
-

s
u
m
e
r
 
c
r
e
d
i
t
.

T
h
e
s
e

c
o
m
p
a
n
i
o
n
 
f
i
l
m
s
 
a
r
e

s
e
n
t
 
t
o
g
e
t
h
e
r
 
w
i
t
h

a
c
c
o
m
p
a
n
y
i
n
g
 
s
t
u
d
y

g
u
i
d
e
s
.

S
a
m
p
l
e
 
p
r
o
b
l
e
m
s
 
h
a
v
e

b
e
e
n
 
p
r
e
p
a
r
e
d
 
s
h
o
w
i
n
g

t
h
e
 
e
x
a
c
t
 
c
o
s
t
 
o
f

b
o
r
r
o
w
i
n
g
 
o
n
e
 
h
u
n
d
r
e
d

a
n
d
 
f
i
f
t
y
 
d
o
l
l
a
r
s

(
$
1
5
0
)
 
f
o
r
 
a
.
 
p
e
r
i
o
d
 
o
f

t
e
n
 
(
1
0
)
 
m
o
n
t
h
s
.

F
o
r
 
c
o
m
p
a
r
i
s
o
n
 
o
f
 
t
h
e

c
o
s
t
 
o
f
 
b
o
r
r
o
w
i
n
g
,

t
h
e
 
f
o
l
l
o
w
i
n
g
 
s
o
u
r
c
e
s

o
f
 
c
r
e
d
i
t
 
w
e
r
e
 
u
s
e
d
:

1
.

R
e
v
o
l
v
i
n
g
 
C
h
a
r
g
e

(
t
h
o
s
e
 
t
y
p
e
s
 
f
o
u
n
d

a
t
 
r
e
t
a
i
l
 
s
t
o
r
e
s
)

2
.

B
a
n
k
s
 
(
b
o
r
r
o
w
i
n
g

f
o
r
 
a
 
s
e
t
 
p
e
r
i
o
d

o
f
 
t
i
m
e
)

3
.

I
n
s
t
a
l
m
e
n
t
 
P
l
a
n

(
u
s
u
a
l
l
y
 
f
r
o
m
 
a

f
i
n
a
n
c
e
 
c
o
m
p
a
n
y

4
.

C
r
e
d
i
t
 
U
n
i
o
n

b
y
 
N
a
t
i
o
n
a
l

C
o
n
s
u
m
e
r
 
F
i
n
-

a
n
c
e
 
A
s
s
o
c
.
,
 
2
2

m
i
n
.
,
 
c
l
r
.
,

M
o
d
e
r
n
 
T
a
l
k
i
n
g

P
i
c
t
u
r
e
 
S
e
r
v
i
c
e
,

1
6
2
1
 
D
r
a
g
o
n
 
S
t
.

D
a
l
l
a
s
,
 
T
e
x
a
s
,

o
n
 
f
r
e
e
 
l
o
a
n



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

T
r
u
e
 
i
n
t
e
r
e
s
t
 
r
a
t
e
.
 
i
s
 
d
e
t
e
r
-

m
i
n
e
d
 
t
h
r
o
u
g
h
 
u
s
e
 
o
f
 
t
h
e
 
f
o
l
-

l
o
w
i
n
g
 
f
o
r
m
u
l
a
:

R
 
=
 
2
x
A
x
I

P
R
T
R
T
I
)

R
 
=
 
a
n
n
u
a
l
 
r
a
t
e
 
i
n
 
"
t
r
u
e
"

i
n
t
e
r
e
s
t

=
 
t
o
t
a
l
 
p
a
y
m
e
n
t
 
p
e
r
i
o
d
s

d
u
r
i
n
g
 
a
 
y
e
a
r

I
 
=
 
q
u
o
t
e
d
 
i
n
t
e
r
e
s
t
 
c
h
a
r
g
e
,

i
n
 
d
o
l
l
a
r
s

P
 
=
 
o
r
i
g
i
n
a
l
 
a
m
o
u
n
t
 
b
o
r
-

r
o
w
e
d
 
o
r
 
p
u
r
c
h
a
s
e
 
p
r
i
c
e

(
P
r
i
n
c
i
p
a
l
 
l
e
s
s
 
d
o
w
n

p
a
y
m
e
n
t
)

N
 
=
 
t
o
t
a
l
 
n
u
m
b
e
r
 
o
f
 
e
q
u
a
l

p
a
y
m
e
n
t
s
 
m
a
d
e

S
h
o
w
 
t
h
e
 
s
t
u
d
e
n
t
s
 
t
h
e

t
r
a
n
s
p
a
r
e
n
c
i
e
s
 
o
f
 
t
h
e

s
a
m
p
l
e
 
p
r
o
b
l
e
m
s
 
a
n
d
 
t
h
e
i
r

s
o
l
u
t
i
o
n
s
.

T
h
e
 
s
t
u
d
e
n
t
s

w
i
l
l
 
d
i
s
c
u
s
s
 
t
h
e
 
d
i
f
-

f
e
r
e
n
c
e
s
 
i
n
 
t
h
e
 
c
o
s
t
 
o
f

c
r
e
d
i
t
 
a
n
d
 
a
n
a
l
y
z
e
 
t
h
e

r
e
a
s
o
n
s
 
f
o
r
 
t
h
e
 
d
i
f
f
e
r
-

e
n
c
e
s
.

E
V
A
L
U
A
T
I
O
N
:

T
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l
 
s
o
l
v
e

t
h
e
 
f
o
l
l
o
w
i
n
g
 
p
r
o
b
l
e
m
s
:

1
.

Y
o
u
 
d
e
c
i
d
e
 
t
o
 
b
u
y

a
 
u
s
e
d
 
c
a
r
.

T
h
e
 
c
o
s
t
 
o
f

t
h
e
 
c
a
r
 
i
t
 
$
1
5
0
0
 
c
a
s
h
 
o
r

$
2
5
0
 
d
o
w
n
 
a
n
d
 
1
2
 
m
o
n
t
h
l
y

i
n
s
t
a
l
m
e
n
t
s
 
o
f
 
$
1
1
2
.
5
0
.

I
f
 
y
o
u
 
c
h
o
o
s
e
 
t
o
 
u
s
e
 
t
h
e

i
n
s
t
a
l
m
e
n
t
 
a
r
r
a
n
g
e
m
e
n
t
:

W
i
l
l
 
t
h
e
 
t
o
t
a
l
 
c
o
s
t
 
b
e

m
o
r
e
 
t
h
a
n
 
t
h
e
 
c
a
s
h
 
p
r
i
c
e
?

H
o
w
 
m
u
c
h
 
m
o
r
e
?

W
h
a
t
 
i
s

t
h
e
 
a
n
n
u
a
l
 
i
n
t
e
r
e
s
t

r
a
t
e
 
c
h
a
r
g
e
d
 
b
y
 
t
h
e
 
u
s
e
d

c
a
r
 
d
e
a
l
e
r
?

(
A
n
n
u
a
l

i
n
t
e
r
e
s
t
 
r
a
t
e
 
i
s
 
1
3
.
6
%
;

t
o
t
a
l
 
c
o
s
t
 
o
f
 
c
r
e
d
i
t
 
i
s

$
1
0
0
.

I
f
 
t
h
e
 
m
o
n
e
y
 
h
a
d

b
e
e
n
 
b
o
r
r
o
w
e
d
 
f
r
o
m
 
t
h
e

b
a
n
k
 
a
t
 
6
%
 
d
i
s
c
o
u
n
t
e
d

i
n
 
a
d
v
a
n
c
e
,
 
t
h
e
 
t
o
t
a
l

c
r
e
d
i
t
 
c
o
s
t
 
w
o
u
l
d
 
h
a
v
e

b
e
e
n
 
$
7
5
.
)

S
e
e
 
A
p
p
e
n
d
i
x

B
 
f
o
r
 
t
r
a
n
s
-

p
a
r
e
n
c
y
 
m
a
s
-

t
e
r
s
 
s
h
o
w
i
n
g

h
o
w
 
m
u
c
h
 
e
a
c
h

o
f
 
t
h
e
 
f
o
u
r

t
y
p
e
s
 
o
f

l
o
a
n
s
 
w
o
u
l
d

c
o
s
t
.



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

c
)

A
n
 
i
m
p
o
r
t
a
n
t
 
r
o
l
e
 
o
f

g
o
v
e
r
n
m
e
n
t
 
i
n
 
a
 
f
r
e
e

e
n
t
e
r
p
r
i
s
e
 
s
y
s
t
e
m
 
i
s

t
o
 
p
r
o
t
e
c
t
 
t
h
e
 
c
o
n
s
u
m
e
r

t
h
r
o
u
g
h
 
r
e
g
u
l
a
t
i
o
n
 
o
f

c
e
r
t
a
i
n
 
b
u
s
i
n
e
s
s
 
p
r
a
c
-

t
i
c
e
s
 
w
h
i
l
e
 
e
n
c
o
u
r
a
g
i
n
g

t
h
e
 
d
e
s
i
r
a
b
l
e
 
r
e
s
u
l
t
s

o
f
 
c
o
m
p
e
t
i
t
i
o
n
 
i
n
 
t
h
e

m
a
r
k
e
t
.

T
h
e
 
U
n
i
f
o
r
m
 
C
o
n
s
u
m
e
r
 
C
r
e
d
i
t

C
o
d
e
 
(
U
C
C
C
)
 
w
a
s
 
d
r
a
f
t
e
d
 
b
y

t
h
e
 
N
a
t
i
o
n
a
l
 
C
o
n
f
e
r
e
n
c
e
 
o
f

C
o
m
m
i
s
s
i
o
n
e
r
s
 
o
n
 
U
n
i
f
o
r
m
 
S
t
a
t
e

L
a
w
s
 
a
n
d
 
r
e
c
o
m
m
e
n
d
e
d
 
f
o
r
 
a
d
o
p
-

t
i
o
n
 
i
n
 
a
l
l
 
t
h
e
 
s
t
a
t
e
s
.

T
h
e

S
t
a
t
e
 
o
f
 
O
k
l
a
h
o
m
a
 
a
d
o
p
t
e
d
 
t
h
e

-
U
C
C
C
 
(
H
o
u
s
e
 
B
i
l
l
 
1
0
0
1
)
 
a
n
d
 
i
s

t
h
e
 
f
i
r
s
t
 
s
t
a
t
e
 
s
o
 
d
o
i
n
g
 
t
o

r
e
c
e
i
v
e

e
x
e
m
p
t
i
o
n
 
u
n
d
e
r
 
t
h
e

F
e
d
e
r
a
l
 
C
o
n
s
u
m
e
r
 
C
r
e
d
i
t
 
P
r
o
-

t
e
c
t
i
o
n
 
A
c
t
.
 
(
T
r
u
t
h
 
i
n
 
L
e
n
d
-

i
n
g
)
.

T
h
e
 
u
n
d
e
r
l
y
i
n
g
 
p
u
r
p
o
s
e
s
 
a
n
d

p
o
l
i
c
i
e
s
 
o
f
 
t
h
e
 
O
k
l
a
h
o
m
a
 
s
t
a
t

u
t
e
 
a
r
e
:

2
'
.

C
o
m
p
u
t
e
 
t
h
e
 
a
n
n
u
a
l

i
n
t
e
r
e
s
t
 
r
a
t
e
 
o
n
 
t
h
e

p
u
r
c
h
a
s
e
 
o
f
 
a
 
s
t
e
r
e
o

r
e
c
o
r
d
 
p
l
a
y
e
r
 
t
h
a
t
 
i
s

s
o
l
d
 
f
o
r
 
$
1
6
5
 
w
i
t
h
 
a

d
o
w
n
 
p
a
y
m
e
n
t
 
o
f
 
$
1
5
 
a
n
d

i
n
s
t
a
l
m
e
n
t
 
p
a
y
m
e
n
t
s
 
o
f

$
1
0
 
a
 
m
o
n
t
h
 
f
o
r
 
1
5

m
o
n
t
h
s
,
 
"
n
o
 
c
h
a
r
g
e
 
b
e
i
n
g

m
a
d
e
 
f
o
r
 
t
h
e
 
e
a
s
y
 
t
e
r
m
s
.

A
 
p
e
r
s
o
n
 
p
a
y
i
n
g
 
c
a
s
h

c
o
u
l
d
 
o
b
t
a
i
n
 
t
h
e
 
s
t
e
r
e
o

f
o
r
 
$
1
5
0
.

(
R
e
m
e
m
b
e
r
,

r
e
g
a
r
d
l
e
s
s
 
o
f
 
t
h
e
 
n
u
m
-

b
e
r
 
o
f
 
m
o
n
t
h
s
 
i
n
v
o
l
v
e
d
,

t
h
e
 
a
v
e
r
a
g
e
 
f
o
r
 
o
n
e
 
y
e
a
r

i
s
 
d
e
t
e
r
m
i
n
e
d
 
o
n
 
t
h
e

b
a
s
i
s
 
o
f
 
1
2
 
m
o
n
t
h
s
)
.

(
A
n
s
w
e
r
 
'
i
s
 
1
5
%
)
.

D
i
s
t
r
i
b
u
t
e
 
t
o
 
t
h
e
 
s
t
u
-

d
e
n
t
s
 
c
o
p
i
e
s
 
o
f
 
P
a
r
t
 
I
,

C
a
s
e
 
S
t
u
d
i
e
s
 
A
 
&
 
B
 
c
o
n
-

c
e
r
n
i
n
g
 
B
u
y
e
r
'
s
 
R
i
g
h
t
s
.

T
h
e
s
e
 
c
a
s
e
s
 
a
r
e
 
t
a
k
e
n

d
i
r
e
c
t
l
y
 
f
r
o
m
 
t
h
e
 
f
i
l
e
s

o
f
 
t
h
e
 
D
e
p
a
r
t
m
e
n
t
 
o
f

C
o
n
s
u
m
e
r
 
A
f
f
a
i
r
s
,
 
S
t
a
t
e

o
f
 
O
k
l
a
h
o
m
a
.

D
i
v
i
d
e
 
t
h
e
 
s
t
u
d
e
n
t
s
 
i
n
-

t
o
 
g
r
o
u
p
s
 
o
f
 
t
h
r
e
e
 
t
o

f
i
v
e
.

S
o
m
e
 
o
f
 
t
h
e
m
 
w
i
l
l

r
e
a
d
 
C
a
s
e
 
S
t
u
d
y
 
A
 
a
n
d

s
o
m
e
 
o
f
 
t
h
e
m
 
w
i
l
l
 
r
e
a
d

C
a
s
e
 
S
t
u
d
y
 
B
.

E
a
c
h

S
e
e
 
A
p
p
e
n
d
i
x

B
 
f
o
r
 
P
a
r
t
 
I

o
f
 
C
a
s
e
 
S
t
u
d
-
1

i
e
s
 
A
 
&
 
B
.



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

"
t
o
 
s
i
m
p
l
i
f
y
,
 
c
l
a
r
i
f
y
 
a
n
d

m
o
d
e
r
n
i
z
e
 
t
h
e
 
l
a
w
 
g
o
v
e
r
n
i
n
g

r
e
t
a
i
l
 
i
n
s
t
a
l
m
e
n
t
 
s
a
l
e
s
,
 
c
o
n
-

s
u
m
e
r
 
c
r
e
d
i
t
,
 
s
m
a
l
l
 
l
o
a
n
s
 
a
n
d

u
s
u
r
y
;

t
o
 
p
r
o
v
i
d
e
 
r
a
t
e
 
c
e
i
l
i
n
g
s
 
t
o

a
s
s
u
r
e
 
a
n
 
a
d
e
q
u
a
t
e
 
s
u
p
p
l
y
 
o
f

c
r
e
d
i
t
 
t
o
 
c
o
n
s
u
m
e
r
s
;

t
o
 
f
u
r
t
h
e
r
 
c
o
n
s
u
m
e
r
 
u
n
d
e
r
-

s
t
a
n
d
i
n
g
 
o
f
 
t
h
e
 
t
e
r
m
s
 
o
f
 
c
r
e
-

d
i
t
 
t
r
a
n
s
a
c
t
i
o
n
s
 
a
n
d
 
t
o
 
f
o
s
-

t
e
r
 
c
o
m
p
e
t
i
t
i
o
n
 
a
m
o
n
g
 
s
u
p
-

p
l
i
e
r
s
 
o
f
 
c
o
n
s
u
m
e
r
 
c
r
e
d
i
t
 
s
o

t
h
a
t
 
c
o
n
s
u
m
e
r
s
 
m
a
y
 
o
b
t
a
i
n

c
r
e
d
i
t
 
a
t
 
a
 
r
e
a
s
o
n
a
b
l
e
 
c
o
s
t
;

t
o
 
p
r
o
t
e
c
t
 
c
o
n
s
u
m
e
r
 
b
u
y
e
r
s
,

l
e
s
s
e
e
s
,
 
a
n
d
 
b
o
r
r
o
w
e
r
s

a
g
a
i
n
s
t
 
u
n
f
a
i
r
 
p
r
a
c
t
i
c
e
s
 
b
y

s
o
m
e
 
s
u
p
p
l
i
e
r
s
 
o
f
 
c
o
n
s
u
m
e
r

c
r
e
d
i
t
,
 
h
a
v
i
n
g
 
d
u
e
 
r
e
g
a
r
d
 
f
o
r

t
h
e
 
i
n
t
e
r
e
s
t
s
 
o
f
 
l
e
g
i
t
i
m
a
t
e

a
n
d
 
s
c
r
u
p
u
l
o
u
s
 
c
r
e
d
i
t
o
r
s
;

t
o
 
p
e
r
m
i
t
 
a
n
d
 
e
n
c
o
u
r
a
g
e
 
t
h
e

d
e
v
e
l
o
p
m
e
n
t
 
o
f
 
f
a
i
r
 
a
n
d
 
e
c
o
n
-

o
m
i
c
a
l
l
y
 
s
o
u
n
d
 
c
o
n
s
u
m
e
r
 
c
r
e
-

d
i
t
 
p
r
a
c
t
i
c
e
s
;

t
o
 
c
o
n
f
o
r
m
 
t
h
e
 
r
e
g
u
l
a
t
i
o
n
 
o
f

c
o
n
s
u
m
e
r
 
c
r
e
d
i
t

t
r
a
n
s
a
c
t
i
o
n
s

t
o
 
t
h
e
 
p
o
l
i
c
i
e
s
 
o
f
 
t
 
e
 
F
e
d
e
-

r
a
l
 
C
o
n
s
u
m
e
r
 
C
r
e
d
i
t

r
o
t
e
c
-

t
i
o
n
 
A
c
t
 
(
T
r
u
t
h
 
i
n
 
L
e
n
d
i
n
g
)
;

a
n
d
,

t
o
 
m
a
k
e
 
u
n
i
f
o
r
m
 
t
h
e
 
l
a
w
 
i
n
-

c
l
u
d
i
n
g
 
a
d
m
i
n
i
s
t
r
a
t
i
v
e
 
r
u
l
e
s

a
m
o
n
g
 
t
h
e
 
v
a
r
i
o
u
s
 
j
u
r
i
s
d
i
c
-

t
i
o
n
s
.
"

C
a
s
e
 
A
 
g
r
o
u
p
 
w
i
l
l
 
r
e
p
o
r
t

o
n
 
t
h
e
 
f
o
l
l
o
w
i
n
g
 
q
u
e
s
-

t
i
o
n
s
:

1
.

H
a
v
e
 
y
o
u
 
h
e
a
r
d
 
o
f

s
i
m
i
l
a
r
 
c
a
s
e
s
?

W
h
a
t

a
r
e
 
t
h
e
y
?

2
.

W
h
y
 
d
o
 
y
o
u
 
t
h
i
n
k
 
M
r
.

a
n
d
 
M
r
s
.
 
A
 
s
i
g
n
e
d

t
h
e
 
c
o
n
t
r
a
c
t
 
f
o
r

m
e
m
b
e
r
s
h
i
p
 
i
n
 
t
h
e

B
u
y
e
r
'
s
 
C
l
u
b
?

3
.

W
h
a
t
 
d
o
 
y
o
u
 
t
h
i
n
k

h
a
p
p
e
n
e
d
 
t
o
 
M
r
.
 
a
n
d

M
r
s
.
 
A
 
a
s
 
a
 
r
e
s
u
l
t

o
f
 
s
i
g
n
i
n
g
 
t
h
e
 
c
o
n
-

t
r
a
c
t
?

4
.

I
f
 
y
o
u
 
w
e
r
e
 
i
n
 
t
h
e
i
r

p
o
s
i
t
i
o
n
,
 
w
h
a
t
 
w
o
u
l
d

y
o
u
 
d
o
?

*
*
 
N
O
T
E
 
T
O
 
T
E
A
C
H
E
R
:
 
(
D
o

n
o
t
 
g
o
 
i
n
t
o
 
l
e
g
a
l
 
s
o
l
u
-

t
i
o
n
s
 
a
t
 
t
h
i
s
 
t
i
m
e
)
.

E
a
c
h
 
c
a
s
e
 
B
 
g
r
o
u
p
 
w
i
l
l

r
e
p
o
r
t
 
o
n
 
t
h
e
 
f
o
l
l
o
w
i
n
g

q
u
e
s
t
i
o
n
s
:

1
.

H
a
v
e
 
y
o
u
 
h
e
a
r
d
 
o
f

s
i
m
i
l
a
r
 
c
a
s
e
s
?

W
h
a
t

a
r
e
 
t
h
e
y
?

2
.

D
o
 
y
o
u
 
t
h
i
n
k
 
t
h
3

s
a
l
e
s
m
a
n
 
w
a
s
 
d
o
i
n
g

M
r
s
.
 
B
 
a
 
f
a
v
o
r
 
w
h
e
n

h
e
 
a
g
r
e
e
d
 
t
o
 
a
c
c
e
p
t

$
1
5
0
 
n
o
w
 
a
n
d
 
$
5
0
 
a
t

a
 
t
i
m
e
 
l
a
t
e
r
 
a
s
 
h
e
r

d
o
w
n
 
p
a
y
m
e
n
t
?



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

3
.

W
h
y
 
d
o
 
y
o
u
 
t
h
i
n
k
 
M
r
s
.

B
 
s
i
g
n
e
d
 
t
h
e
 
c
o
n
t
r
a
c
t
?

4
.

H
o
w
 
d
o
 
y
o
u
 
t
h
i
n
k
 
M
r
s
.

B
'
s
 
p
r
o
b
l
e
m
 
w
a
s
 
r
e
-

s
o
l
v
e
d
?

5
.

W
h
a
t
 
w
o
u
l
d
 
y
o
u
 
d
o
 
i
f

y
o
u
 
w
e
r
e
 
i
n
 
a
 
s
i
m
i
l
a
r

s
i
t
u
a
t
i
o
n
?

*
*
N
O
T
E
 
T
O
 
T
E
A
C
H
E
R
:

(
D
o

n
o
t
 
g
o
 
i
n
t
o
 
l
e
g
a
l
 
s
o
l
u
-

t
i
o
n
s
 
a
t
 
t
h
i
s
 
t
i
m
e
)
.

Q
u
o
t
a
t
i
o
n
 
f
r
o
m
 
R
i
c
h
a
r
d
 
M
.

T
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l
 
w
a
t
c
h

F
i
l
m
:
 
"
T
h
e
r
e

i
V
I

N
i
x
o
n
 
t
o
 
t
h
e
 
9
1
s
t
 
C
o
n
g
r
e
s
s
,

O
c
t
o
b
e
r
 
3
0
,
 
1
9
6
9
.

"
C
o
n
s
u
m
e
r
i
s
m
 
i
n
 
t
h
e
 
A
m
e
r
i
c
a

t
h
e
 
f
i
l
m
,
 
"
T
h
e
r
e
 
O
u
g
h
t

t
o
 
b
e
 
a
 
L
a
w
"
.

T
h
i
s
 
f
i
l
m

e
x
p
l
a
i
n
s
 
l
e
g
i
s
l
a
t
i
o
n
 
t
h
a
t

h
a
s
 
b
e
e
n
 
e
n
a
c
t
e
d
 
i
n
 
a
n
s
-

O
u
g
h
t
 
t
o
 
B
e

a
 
L
a
w
"
,
 
1
6
m
m

c
l
r
.
,
 
n
a
r
-

r
a
t
e
d
 
b
y

,
.
.
_
.

o
f
 
t
h
e
 
7
0
'
s
 
m
e
a
n
s
 
t
h
a
t
 
w
e

h
a
v
e
 
a
d
o
p
t
e
d
 
t
h
e
 
c
o
n
c
e
p
t

o
f
 
b
u
y
e
r
'
s
 
r
i
g
h
t
s
.
"

w
e
r
 
t
o
 
a
 
s
t
r
o
n
g
 
c
o
n
s
u
m
e
r

n
e
e
d
.

C
h
e
t
 
H
u
n
t
l
e
y
,

f
e
a
t
u
r
i
n
g

O
k
l
a
.
 
C
o
n
s
u
m
e
r

C
r
e
d
i
t
 
C
o
d
e

b
y
 
R
i
c
h
a
r
d

L
.
 
W
h
e
a
t
l
e
y
,

J
r
.
 
S
e
n
a
t
o
r

B
r
y
c
e
 
B
a
g
g
e
t
t

a
n
d
 
R
e
p
.

N
o
r
m
a
n
 
S
m
i
t
h

a
r
e
 
i
n
 
t
h
e

f
i
l
m
 
a
l
s
o
.

,



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

"
I
 
b
e
l
i
e
v
e
 
t
h
a
t
 
t
h
e
 
b
u
y
e
r
 
i
n

A
m
e
r
i
c
a
 
t
o
d
a
y
 
h
a
s
 
t
h
e
 
r
i
g
h
t

t
o
 
m
a
k
e
 
a
n
 
i
n
t
e
l
l
i
g
e
n
t
 
c
h
o
i
c
e

a
m
o
n
g
 
p
r
o
d
u
c
t
s
 
a
n
d
 
s
e
r
v
i
c
e
s
.

"
T
h
e
 
b
u
y
e
r
 
h
a
s
 
t
h
e
 
r
i
g
h
t
 
t
o

a
c
c
u
r
a
t
e
 
i
n
f
o
r
m
a
t
i
o
n
 
o
n
 
w
h
i
c
h

t
o
 
m
a
k
e
 
h
i
s
 
f
r
e
e
 
c
h
o
i
c
e
.

"
T
h
e
 
b
u
y
e
r
 
h
a
s
 
t
h
e
 
r
i
g
h
t
 
t
o

e
x
p
e
c
t
 
t
h
a
t
 
h
i
s
 
h
e
a
l
t
h
 
a
n
d

s
a
f
e
t
y
 
i
s
 
t
a
k
e
n
 
i
n
t
o
 
a
c
c
o
u
n
t

b
y
 
t
h
o
s
e
 
w
h
o
 
s
e
e
k
 
h
i
s
 
p
a
t
-

r
o
n
a
g
e
.

1
.
\
7
1

i
s
=

"
T
h
e
 
b
u
y
e
r
 
h
a
s
 
t
h
e
 
r
i
g
h
t
 
t
o

S
h
o
w
 
F
i
l
m
s
t
r
i
p
:
 
"
T
r
u
t
h

F
i
l
m
:
 
"
T
r
u
t
h

r
e
g
i
s
t
e
r
 
h
i
s
 
d
i
s
s
a
t
i
s
f
a
c
t
i
o
n

i
n
 
L
e
n
d
i
n
g
"
 
t
o
 
e
x
p
l
a
i
n

i
n
 
L
e
n
d
i
n
g
"

a
n
d
 
h
a
v
e
 
h
i
s
 
c
o
m
p
l
a
i
n
t
 
h
e
a
r
d

a
n
d
 
w
e
i
g
h
e
d
,
 
w
h
e
n
 
h
i
s
 
i
n
t
e
r
-

e
s
t
s
 
a
r
e
 
s
e
r
v
e
d
 
b
a
d
l
y
.

t
h
e
 
l
a
w
.

c
a
n
 
b
e
 
b
o
r
-

r
o
w
e
d
 
f
r
o
m

B
u
s
.
 
E
d
.

C
o
n
s
u
l
t
a
n
t

"
T
h
i
s
 
B
u
y
e
r
'
s
 
B
i
l
l
 
o
f
 
R
i
g
h
t
s

G
i
v
e
 
s
t
u
d
e
n
t
s
 
a
 
c
o
p
y
 
o
f

w
i
l
l
 
h
e
l
p
 
p
r
o
v
i
d
e
 
g
r
e
a
t
e
r

,
t
h
e
 
b
o
o
k
l
e
t
,
 
"
T
r
u
t
h
 
i
n

B
o
o
k
l
e
t
:

f
r
e
e
d
o
m
 
f
o
r
 
i
n
d
i
v
i
d
u
a
l
s
 
a
s

w
e
l
l
 
a
s
 
b
e
t
t
e
r
 
b
u
s
i
n
e
s
s
 
f
o
r

e
v
e
r
y
o
n
e
 
e
n
g
a
g
e
d
 
i
n
 
t
r
a
d
e
.
"

L
e
n
d
i
n
g
.
"

"
T
r
u
t
h
 
i
n

L
e
n
d
i
n
g
"
.

T
o
 
o
r
d
e
r

f
r
e
e
 
c
o
p
i
e
s

(
c
l
a
s
s
-
s
i
z
e

l
o
t
s
)
 
w
r
i
t
e

t
o
 
t
h
e
 
F
e
d
.

R
e
s
e
r
v
e
 
B
a
n

o
f
 
P
h
i
l
a
d
e
l

p
h
i
a
,
 
P
u
b
l
i

i
n
f
o
r
m
a
t
i
o
n

D
e
p
t
.

.
.
.
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o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

L
o
c
a
l
 
a
n
d
 
s
t
a
t
e

g
o
v
e
r
n
m
e
n
t
s
 
a
s
-

s
u
m
e
 
r
e
s
p
o
n
s
i
-

b
i
l
i
t
y
 
f
o
r
 
p
r
o
-

t
e
c
t
i
n
g
 
c
o
n
s
u
m
e
r
s

i
n
 
s
i
t
u
a
t
i
o
n
s

t
h
a
t
 
d
o
 
n
o
t
 
f
a
l
l

-
 
w
i
t
h
i
n
 
t
h
e
 
j
u
r
i
s
-

d
i
c
t
i
o
n
 
o
f
 
t
h
e

f
e
d
e
r
a
l
 
g
o
v
e
r
n
-

m
e
n
t
.

T
h
e
 
p
r
i
n
c
i
p
l
e
 
t
h
a
t

a
n
 
e
s
s
e
n
t
i
a
l
 
e
c
o
n
o
-

m
i
c
 
f
u
n
c
t
i
o
n
 
o
f

g
o
v
e
r
n
m
e
n
t
 
i
s
 
t
o

f
i
n
d
 
a
n
d
 
e
f
f
e
c
t

I
t
h
e
 
c
o
n
s
u
m
e
r
'
s

i
n
t
e
r
e
s
t
s
 
m
a
k
e
s

i
t
 
p
o
s
s
i
b
l
e
 
f
o
r

i
n
d
i
v
i
d
u
a
l
s
 
t
o

p
r
o
d
u
c
e
 
a
 
l
a
r
g
e
r

n
a
t
i
o
n
a
l
 
f
l
o
w
 
o
f

r
e
a
l
 
i
n
c
o
m
e
.

T
h
e
 
O
k
l
a
h
o
m
a
 
l
a
w
 
(
H
B
 
1
0
0
1
)
,

t
h
e
 
U
n
i
f
o
r
m
 
C
o
n
s
u
m
e
r
 
C
r
e
d
i
t

C
o
d
e
,
 
r
e
g
u
l
a
t
e
s
 
b
u
s
i
n
e
s
s

p
r
a
c
t
i
c
e
s
 
i
n
 
a
r
e
a
s
 
w
h
e
r
e
 
t
h
e

F
e
d
e
r
a
l
 
C
o
n
s
u
m
e
r
 
C
r
e
d
i
t
 
P
r
o
-

t
e
c
t
i
o
n
 
A
c
t
 
(
C
C
P
A
)
 
i
s
 
s
i
l
e
n
t
.

T
h
e
 
b
u
y
e
r
'
s
 
r
i
g
h
t
s
,
 
p
r
o
t
e
c
t
e
d

b
y
 
t
h
e
 
U
n
i
f
o
r
m
.
 
C
o
n
s
u
m
e
r
 
C
r
e
-

d
i
t
 
C
o
d
e
 
(
U
C
C
C
)
,
 
S
t
a
t
e
 
o
f

O
k
l
a
h
o
m
a
,
 
a
r
e
:

1
.

T
h
e
 
r
i
g
h
t
 
t
o
 
p
r
e
p
a
y

l
o
a
n
s
 
e
a
r
l
y
.

2
.

T
h
e
 
f
r
e
e
d
o
m
 
f
r
o
m
 
e
x
c
e
s
s
i
v
e

f
i
n
a
n
c
i
a
l
 
c
h
a
r
g
e
s
.

3
.

T
h
e
 
r
i
g
h
t
 
t
o
 
f
u
l
l
 
d
i
s
-

c
l
o
s
u
r
e
 
o
f
 
t
e
r
m
s
 
o
f
 
a
g
r
e
e

m
e
n
t
.

4
.

T
h
e
 
r
i
g
h
t
 
t
o
 
r
e
s
c
i
n
d
 
c
e
r
-

t
a
i
n
 
a
g
r
e
e
m
e
n
t
s
 
w
i
t
h
i
n

t
h
r
e
e
 
(
3
)
 
d
a
y
s
.

5
.

T
h
e
 
r
i
g
h
t
 
t
o
 
b
e
 
n
o
t
i
f
i
e
d

o
f
 
c
o
n
t
r
a
c
t
 
a
s
s
i
g
n
m
e
n
t

t
o
 
a
n
o
t
h
e
r
 
f
i
r
m
.

6
.

T
h
e
 
f
r
e
e
d
o
m
 
f
r
o
m
 
t
h
e

d
o
u
b
l
e
 
p
e
n
a
l
t
y
 
o
f
 
b
o
t
h

r
e
p
o
s
e
s
s
i
o
n
 
a
n
d
 
r
e
c
o
v
e
r
y

o
f
 
a
m
o
u
n
t
 
d
u
e
.

G
i
v
e
 
e
a
c
h
 
s
t
u
d
e
n
t
 
a
 
c
o
p
y

o
f
 
t
h
e
 
p
a
m
p
h
l
e
t
,
 
"
Y
o
u

t
h
e
 
C
o
n
s
u
m
e
r
 
a
n
d
 
t
h
e
 
N
e
w

C
r
e
d
i
t
 
L
a
w
s
.
"

T
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l
 
p
a
r
t
i
-

c
i
p
a
t
e
 
i
n
 
a
 
d
i
s
c
u
s
s
i
o
n

o
f
 
t
h
e
 
O
k
l
a
h
o
m
a
 
U
n
i
f
o
r
m

C
o
n
s
u
m
e
r
 
C
r
e
d
i
t
 
C
o
d
e
.

R
e
s
o
u
r
c
e

S
e
L
i
 
A
p
p
e
n
d
i
x
 
C

f
o
r
 
p
a
m
p
h
l
e
t
:

b
y
 
D
o
r
o
t
h
y

B
l
a
c
k
w
e
l
l
,
 
"
Y
o
u

a
n
d
 
t
h
e
 
N
e
w

C
r
e
d
i
t
 
L
a
w
s
"
,

F
a
m
i
l
y
 
L
i
v
i
n
g
.

T
o
p
i
c
s
,
 
p
u
b
-

l
i
s
h
e
d
 
b
y
 
O
k
l
a
.

S
t
a
t
e
 
U
n
i
v
.
,

a
n
d
 
d
i
s
t
r
i
b
u
t
e
d

b
y
 
C
o
u
n
t
y
 
E
x
-

t
e
n
s
i
o
n
 
C
e
n
t
e
r
s
.

S
e
e
 
A
p
p
e
n
d
i
x
 
C

f
o
r
 
t
h
e
 
D
e
p
t
.

o
f
 
C
o
n
s
u
m
e
r

A
f
f
a
i
r
s
'
 
p
r
e
-

s
e
n
t
a
t
i
o
n

(
s
c
r
i
p
t
 
a
n
d

t
r
a
n
s
p
a
r
e
n
c
y

m
a
s
t
e
r
s
)
 
o
n

"
Y
o
u
 
a
n
d
 
t
h
e

N
e
w
 
C
r
e
d
i
t
 
L
a
w
.
'



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

7
.

T
h
e
 
f
r
e
e
d
o
m
 
f
r
o
m
 
g
a
r
n
i
s
h
-

m
e
n
t
 
o
f
 
t
o
t
a
l
 
w
a
g
e
s
 
o
r

a
n
y
 
p
a
r
t
 
t
h
e
r
e
o
f
 
w
i
t
h
o
u
t

c
o
u
r
t
 
p
e
r
m
i
s
s
i
o
n
.

8
.

T
h
e
 
r
i
g
h
t
 
t
o
 
b
o
r
r
o
w

m
o
n
e
y
 
w
i
t
h
o
u
t
 
h
a
v
i
n
g
 
t
o

,
p
a
y
 
e
x
c
e
s
s
i
v
e
 
i
n
t
e
r
e
s
t

o
r
 
b
e
i
n
g
 
s
u
b
j
e
c
t
e
d
 
t
o

t
h
r
e
a
t
s
 
f
r
o
m
 
c
o
l
l
e
c
t
o
r
s
.

9
.

T
h
e
 
r
i
g
h
t
 
t
o
 
r
e
f
i
n
a
n
c
e

b
a
l
l
o
o
n
 
p
a
y
m
e
n
t
s
 
a
t
 
n
o

l
e
s
s
 
f
a
v
o
r
a
b
l
e
 
r
a
t
e
 
o
f

i
n
t
e
r
e
s
t
.

1
0
.

T
h
e
 
r
i
g
h
t
 
t
o
 
t
r
u
t
h
f
u
l

,
a
d
v
e
r
t
i
s
i
n
g
 
o
f
 
f
i
n
a
n
c
e

c
h
a
r
g
e
s
.

I
n
v
i
t
e
 
K
e
n
n
e
t
h
 
N
a
n
c
e
,
 
a

K
e
n
n
e
t
h
 
R
.

l
a
w
y
e
r
 
a
n
d
 
s
t
a
t
e
 
r
e
p
r
e
-

N
a
n
c
e
,
 
p
h
o
n
e

s
e
n
t
a
t
i
v
e
 
t
o
 
d
i
s
c
u
s
s
 
t
h
e

p
o
l
i
t
i
c
a
l
 
a
n
d
 
e
c
o
n
o
m
i
c

a
c
t
i
v
i
t
i
e
s
 
s
u
r
r
o
u
n
d
i
n
g

t
h
e
 
p
a
s
s
a
g
e
 
o
f
 
t
h
e
 
C
o
d
e
.

n
u
m
b
e
r
 
6
3
1
-
2
3
7
1

(
H
e
 
s
e
r
v
e
d
 
o
n
 
t
h
e
 
s
t
a
t
e

.
c
o
m
m
i
t
t
e
e
 
o
f
 
c
o
n
g
r
e
s
s
-

m
e
n
 
w
h
o
 
p
r
e
p
a
r
e
d
 
t
h
e

U
C
C
C
)
.

I
n
v
i
t
e
 
a
 
s
p
e
a
k
e
r
 
o
n

I
C
o
n
t
a
c
t
 
B
u
r
t
o
n

b
u
y
e
r
'
s
 
r
i
g
h
t
s
 
o
r
 
o
n

R
.
 
B
r
o
w
n
,
 
D
i
-

t
h
e
 
s
e
r
v
i
c
e
s
 
o
f
 
t
h
e

r
e
c
t
o
r
 
o
f
 
E
d
u
-

D
e
p
a
r
t
m
e
n
t
 
o
f

c
a
t
i
o
n
,
 
D
e
p
t
.

C
o
n
s
u
m
e
r
 
A
f
f
a
i
r
s
.

l
o
f
 
C
o
n
s
u
m
e
r

A
f
f
a
i
r
s
,
 
O
k
l
a
.

C
i
t
y
,
 
O
k
l
a
h
o
m
a

p
h
o
n
e
 
5
2
1
-
3
6
5
3



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

I
n
v
i
t
e
 
a
 
s
p
e
a
k
e
r
 
f
r
o
m
 
t
h
e

B
e
t
t
e
r
 
B
u
s
i
n
e
s
s
 
B
u
r
e
a
u
 
t
o

t
a
l
k
 
a
b
o
u
t
 
s
a
l
e
s
 
p
r
a
c
t
i
c
e
s

i
n
v
o
l
v
i
n
g
 
c
r
e
d
i
t
,
 
a
n
 
o
v
e
r
-

v
i
e
w
 
o
f
 
u
n
e
t
h
i
c
a
l
 
b
u
s
i
n
e
s
s

p
r
a
c
t
i
c
e
s
 
o
f
 
w
h
i
c
h
 
t
h
e

c
o
n
s
u
m
e
r
 
s
h
o
u
l
d
 
b
e
 
a
w
a
r
e

a
n
d
 
w
h
a
t
 
a
r
e
 
c
o
n
s
i
d
e
r
e
d

h
o
n
e
s
t
 
b
u
s
i
n
e
s
s
 
p
r
a
c
t
i
c
e
s
.

U
s
e
.
t
h
e
 
g
r
o
u
p
s
 
p
r
e
v
i
o
u
s
l
y

e
s
t
a
b
l
i
s
h
e
d
 
t
o
 
s
t
u
d
y
 
t
h
e

c
a
s
e
 
s
t
u
d
i
e
s
.

T
h
e
 
g
r
o
u
p
s

w
i
l
l
 
r
e
s
t
u
d
y
 
t
h
e
 
c
a
s
e
s
.

T
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l
 
i
d
e
n
t
i
f
y

v
i
o
l
a
t
i
o
n
s
 
o
f
 
t
h
e
 
U
n
i
f
o
r
m

C
o
n
s
u
m
e
r
 
C
r
e
d
i
t
 
C
o
d
e
 
a
n
d

d
i
s
c
u
s
s
 
p
r
o
c
e
d
u
r
e
s
 
w
h
i
c
h

p
r
o
t
e
c
t
 
t
h
e
 
r
i
g
h
t
s
 
o
f
 
c
r
e
-

d
i
t
 
b
u
y
e
r
s
.

D
i
s
t
r
i
b
u
t
e

t
h
e
 
r
e
a
l
 
s
o
l
u
t
i
o
n
s
 
t
o
 
t
h
e

c
a
s
e
 
s
t
u
d
i
e
s
 
f
o
r
 
c
o
m
p
a
r
i
-

s
o
n
.

E
V
A
L
U
A
T
I
O
N
:

T
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l
 
p
r
e
p
a
r
e

s
u
m
m
a
r
i
e
s
 
o
f
 
t
h
e
 
c
a
s
e
s
:

a
.

s
t
a
t
i
n
g
 
t
h
e
 
f
a
c
t
s

b
r
i
e
f
l
y
;

b
.

i
d
e
n
t
i
f
y
i
n
g
 
v
i
o
l
a
-

t
i
o
n
s
 
o
f
 
t
h
e
 
U
C
C
C
,

a
n
d
,

c
.

l
i
s
t
i
n
g
 
r
i
g
h
t
s
 
o
f
 
t
h
e

b
u
y
e
r
 
u
n
d
e
r
 
t
h
e
 
U
C
C
C
.

B
e
t
t
e
r
 
B
u
s
i
-

n
e
s
s
 
B
u
r
e
a
u
,

L
e
o
n
h
a
r
t

B
u
i
l
d
i
n
g
,

2
2
8
 
R
o
b
t
.
 
S
.

K
e
r
r
 
A
v
e
.

p
h
o
n
e

2
3
5
-
5
5
8
1

S
e
e
 
A
p
p
e
n
d
i
x

B
 
f
o
r
 
P
a
r
t
 
I
I
%

o
f
 
C
a
s
e
 
S
t
u
-

d
i
e
s
 
A
 
a
n
d
 
B

f
r
o
m
 
t
h
e

D
e
p
a
r
t
m
e
n
t

o
f
 
C
o
n
s
u
m
e
r

A
f
f
a
i
r
s
.

S
e
e
 
A
p
p
e
n
d
i
x

C
 
f
o
r
 
s
a
m
p
l
e

c
o
p
y
 
o
f
 
a

C
o
n
d
i
t
i
o
n
a
l

S
a
l
e
s
 
C
o
n
-

t
r
a
c
t
.



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

N
) ,
, .

.
.
_

.

E
V
A
L
U
A
T
I
O
N
:

T
e
s
t
 
-
o
n
 
b
u
y
e
r
'
s
 
r
i
g
h
t
s
.

S
h
o
w
 
t
h
e
 
f
i
l
m
,
 
"
H
o
w
 
t
o

B
u
y
 
A
 
U
s
e
d
 
C
a
r
"
.

T
h
e

f
i
l
m
 
t
e
l
l
s
 
t
h
e
 
s
t
o
r
y

o
f
 
a
 
f
a
t
h
e
r
 
a
n
d
 
s
o
n

d
i
s
c
u
s
s
i
n
g
 
g
u
i
d
e
l
i
n
e
s

f
o
r
 
t
h
e
 
p
u
r
c
h
a
s
e
 
o
f
 
a

u
s
e
d
 
c
a
r
.

I
n
v
i
t
e
 
a
 
c
a
r
 
s
a
l
e
s
m
a
n
 
t
o

t
a
l
k
 
w
i
t
h
 
t
h
e
 
c
l
a
s
s
 
o
n

"
T
h
e
 
T
e
e
n
a
g
e
r
 
B
u
y
s
 
a

C
a
r
"

o
r
 
"
H
o
w
 
t
o
 
B
u
y
 
a

U
s
e
d
 
C
a
r
"
.

T
h
e
 
c
l
a
s
s

w
i
l
l
 
p
r
e
p
a
r
e
 
f
o
r
 
t
h
e

v
i
s
i
t
 
b
y
 
d
i
s
c
u
s
s
i
n
g
 
w
h
a
t

t
h
e
y
 
w
o
u
l
d
 
l
i
k
e
 
t
o
 
k
n
o
w

a
b
o
u
t
 
b
u
y
i
n
g
 
a
 
c
a
r
.

-

T
h
e
i
r
 
q
u
e
s
t
i
o
n
s
 
m
i
g
h
t

f
o
c
u
s
 
o
n
 
t
h
e
 
C
o
n
d
i
t
i
o
n
a
l

S
a
l
e
s
 
C
o
n
t
r
a
c
t
 
a
n
d
 
t
h
e

l
e
g
a
l
i
t
y
 
o
f
 
s
u
c
h
 
a
 
c
o
n
-

t
r
a
c
t
 
w
i
t
h
 
a
 
m
i
n
o
r
.

T
h
e
y
 
m
i
g
h
t
 
w
a
n
t
 
t
o
 
k
n
o
w

a
b
o
u
t
 
g
u
a
r
a
n
t
e
e
s
,
 
a
c
-

c
e
s
s
o
r
i
e
s
,
 
r
e
p
a
i
r
 
a
n
d

m
a
i
n
t
e
n
a
n
c
e
,
 
o
r
 
p
o
i
n
-

t
e
r
s
 
b
y
 
w
h
i
c
h
 
t
o
 
j
u
d
g
e

S
e
e
 
A
p
p
e
n
d
i
x

C
 
f
o
r
 
t
e
s
t
.

F
i
l
m
:

"
H
o
w

t
o
 
B
u
y
 
a

U
s
e
d
 
C
a
r
"
,

3
0
 
m
i
n
.
,
 
c
l
r
.

d
i
s
t
r
i
b
u
t
e
d

b
y
 
F
o
r
d

M
o
t
o
r
 
C
o
.
,

F
i
l
m
 
L
i
b
r
a
r
y
,

D
e
a
r
b
o
r
n
,

M
i
c
h
i
g
a
n
.

P
a
y
 
r
e
t
u
r
n

p
o
s
t
a
g
e
.

R
e
s
o
u
r
c
e

s
p
e
a
k
e
r
:

J
a
c
k
 
C
l
a
r
k
,

P
r
e
s
i
d
e
n
t
 
o
f

J
a
c
k
 
C
l
a
r
k

M
o
t
o
r
 
C
o
.
,

p
h
o
n
e
:

2
3
5
-
1
4
6
1

.



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

i

b
o
d
y
 
c
o
n
d
i
t
i
o
n
 
o
r
 
g
e
n
e
r
a
l

p
e
r
f
o
r
m
a
n
c
e
.

A
 
s
t
u
d
e
n
t

c
o
m
m
i
t
t
e
e
 
w
i
l
l
 
b
e
 
f
o
r
m
e
d

t
o
 
o
u
t
l
i
n
e
 
a
r
e
a
s
 
t
h
e
y

w
o
u
l
d
 
l
i
k
e
 
t
h
e
 
s
a
l
e
s
m
a
n

t
o
 
d
i
s
c
u
s
s
 
i
n
 
h
i
s
 
t
a
l
k

a
n
d
 
t
o
 
f
o
r
m
u
l
a
t
e
 
q
u
e
s
-

t
i
o
n
s
 
f
o
r
 
h
i
m
 
t
o
 
a
n
s
w
e
r

d
u
r
i
n
g
 
h
i
s
 
p
r
e
s
e
n
t
a
t
i
o
n
.

I
n
v
i
t
e
 
a
 
c
r
e
d
i
t
 
m
a
n
a
g
e
r

f
r
o
m
 
a
 
b
a
n
k
,
 
a
 
s
a
v
i
n
g
s

a
n
d
 
l
o
a
n
 
c
o
m
p
a
n
y
,
 
a

c
o
n
s
u
m
e
r
 
f
i
n
a
n
c
e
 
c
o
m
p
a
n
y

o
r
 
a
 
c
r
e
d
i
t
 
u
n
i
o
n
 
t
o

d
i
s
c
u
s
s
 
p
r
o
p
e
r
 
g
u
i
d
e
-

l
i
n
e
s
 
f
o
r
 
f
i
n
a
n
c
i
n
g
 
a
n

a
u
t
o
m
o
b
i
l
e
 
l
o
a
n
.

S
e
e
 
t
h
e
 
O
k
l
a
.

C
i
t
y
 
P
u
b
l
i
c

S
c
h
o
o
l
s
 
D
i
r
e
c
-

t
o
r
y
 
o
f
 
V
o
l
u
n
-

t
e
e
r
s
,
 
E
c
o
n
o
-

m
i
c
 
R
e
s
o
u
r
c
e
s
,

f
o
r
 
s
p
e
a
k
e
r

c
o
n
t
a
c
t
s
.

N
7
v

,
1
1

E
V
A
L
U
A
T
I
O
N
:

.

T
h
e
 
s
t
u
d
e
n
t
 
w
i
l
l
 
w
r
i
t
e
 
a

-
r
e
p
o
r
t
 
o
n
 
t
h
e
 
p
u
r
c
h
a
s
e
 
o
f

a
n
 
i
m
a
g
i
n
a
r
y
 
a
u
t
o
m
o
b
i
l
e
.

A
s
 
a
n
 
e
x
a
m
p
l
e
,
 
t
h
e
 
s
t
u
-

d
e
n
t
 
w
i
l
l
 
u
s
e
 
a
 
c
a
r
 
p
r
i
c
e

q
u
o
t
a
t
i
o
n
 
f
r
o
m
 
c
a
r
s
 
s
e
e
n

o
n
 
u
s
e
d
 
c
a
r
 
l
o
t
s
 
o
r

v
i
e
w
e
d
 
o
n
 
T
V
 
c
o
m
m
e
r
c
i
a
l
s
.

1

i

T
h
e
 
r
e
p
o
r
t
 
s
h
o
u
l
d
 
i
n
c
l
u
d
e

t
h
e
 
f
o
l
l
o
w
i
n
g
 
i
n
f
o
r
m
a
t
i
o
n

a
s
 
a
 
m
i
n
i
m
a
l
 
r
e
q
u
i
r
e
m
e
n
t
.

1
.

H
o
w
 
a
n
d
 
w
h
y
 
d
i
d
 
y
o
u

s
e
l
e
c
t
 
t
h
i
s
 
c
a
r
?

i

2
.

W
h
a
t
 
i
s
 
t
h
e
 
q
u
o
t
e
d

p
r
i
c
e
 
o
f
 
t
h
e
 
c
a
r
?



E
c
o
n
o
m
i
c
 
I
d
e
a
,

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

3
.

W
h
a
t
 
k
i
n
d
 
o
f
 
f
i
n
a
n
-

c
i
a
l
 
i
n
s
t
i
t
u
t
i
o
n

d
i
d
 
y
o
u
 
s
e
l
e
c
t
 
t
o

a
p
p
l
y
 
t
o
 
f
o
r
 
c
r
e
d
i
t
?

W
h
y
?

4
.

W
h
a
t
 
a
r
e
 
t
h
e
 
t
e
r
m
s
 
o
f

t
h
e
 
c
o
n
d
i
t
i
o
n
a
l
 
s
a
l
e
s

c
o
n
t
r
a
c
t
?

5
.

W
h
a
t
 
i
s
 
t
h
e
 
s
c
h
e
d
u
l
e

o
f
 
c
a
r
 
p
a
y
m
e
n
t
s
?

6
.

W
h
a
t
 
i
s
 
t
h
e
 
t
o
t
a
l

a
m
o
u
n
t
 
p
a
i
d
 
f
o
r
 
t
h
e

c
a
r
?

7
.

W
h
a
t
 
i
s
 
t
h
e
 
c
o
s
t
 
o
f

t
h
e
 
l
o
a
n
?

8
.

W
h
a
t
 
i
s
 
t
h
e
 
a
n
n
u
a
l

p
e
r
c
e
n
t
a
g
e
 
r
a
t
e
 
p
a
i
d
?

.

t
.
,
.
.
.
1

9
.

W
h
a
t
 
i
s
 
t
h
e
 
f
i
n
a
n
c
e

c
h
a
r
g
e
?

1
0
.

W
h
a
t
 
i
s
 
t
h
e
 
c
h
a
r
g
e

f
o
r
 
i
n
s
u
r
a
n
c
e
?

W
h
a
t
 
c
o
v
e
r
a
g
e
 
w
o
u
l
d

y
o
u
 
p
u
r
c
h
a
s
e
?

1
1
.

W
h
a
t
 
a
r
e
 
t
h
e
 
k
e
y

t
o
o
l
s
 
a
 
c
o
n
s
u
m
e
r

s
h
o
u
l
d
 
u
s
e
 
w
h
e
n
 
s
h
o
p
-

p
i
n
g
 
f
o
r
 
c
r
e
d
i
t
?



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

T
h
e
 
b
u
s
i
n
e
s
s
m
a
n
'
s

w
i
l
l
i
n
g
n
e
s
s
 
t
o
 
e
x
-

t
e
n
d
 
c
r
e
d
i
t
 
d
e
p
e
n
d
s

u
p
o
n
 
t
h
e
 
p
r
o
s
p
e
c
t

o
f
 
s
u
f
f
i
c
i
e
n
t
 
p
r
o
-

f
i
t
 
t
o
 
c
o
m
p
e
n
s
a
t
e

h
i
m
 
f
o
r
 
f
o
r
e
g
o
i
n
g

t
h
e
 
u
s
e
 
o
f
 
h
i
s

f
u
n
d
s
 
i
n
 
s
o
m
e

o
t
h
e
r
 
e
n
d
e
a
v
o
r
.

T
h
e
 
w
i
l
l
i
n
g
n
e
s
s
 
o
f

t
h
e
 
c
r
e
d
i
t
 
b
u
y
e
r

t
o
 
u
s
e
 
c
r
e
d
i
t

d
e
p
e
n
d
s
 
u
p
o
n
 
t
h
e

r
e
l
a
t
i
o
n
s
h
i
p
 
b
e
-

t
w
e
e
n
 
n
e
e
d
 
f
o
r

g
o
o
d
s
 
a
n
d
 
s
e
r
-

v
i
c
e
s
 
a
n
d
 
c
o
s
t

o
f
 
c
r
e
d
i
t
.

T
h
e
 
D
o
u
b
l
e
-
E
d
g
e
d
 
S
'
 
-
w
o
r
d

T
o
d
a
y
'
s
 
c
o
n
s
u
m
e
r
 
l
i
v
e
s
 
i
n
 
a
 
d
e
b
t

a
g
e
.

B
e
i
n
g
 
i
n
 
d
e
b
t
 
i
s
 
n
o
 
l
o
n
g
e
r

f
r
o
w
n
e
d
 
u
p
o
n
.

B
o
r
r
o
w
i
n
g
 
i
s
 
a
c
-

c
e
p
t
a
b
l
e
,
 
p
l
e
a
s
a
n
t
,
 
a
n
d
 
e
a
s
y
 
-
-

p
e
r
h
a
p
l
 
t
o
o
 
e
a
s
y
.

B
e
c
a
u
s
e
 
o
f

t
h
i
s
,
 
c
r
e
d
i
t
 
c
a
n
 
b
e
 
c
o
m
p
a
r
e
d

t
o
 
a
 
d
o
u
b
l
e
-
e
d
g
e
d
 
s
w
o
r
d
 
w
h
i
c
h

c
a
n
 
s
a
v
e
 
o
r
 
d
e
s
t
r
o
y
.

C
r
e
d
i
t
 
e
n
a
b
l
e
s
 
t
h
e
 
c
o
n
s
u
m
e
r
 
t
o

a
c
q
u
i
r
e
 
t
o
d
a
y
'
s
 
p
o
s
e
s
s
i
o
n
s
 
w
i
t
h

t
o
m
o
r
r
o
w
'
s
 
i
n
c
o
m
e
.

W
i
s
e
 
u
s
e
 
o
f

c
r
e
d
i
t
 
c
a
n
 
e
n
a
b
l
e
 
t
h
e
 
c
o
n
s
u
m
e
r

t
o
 
m
a
k
e
 
i
m
m
e
d
i
a
t
e
 
a
c
q
u
i
s
i
t
i
o
n
s

o
n
 
a
 
p
a
y
-
a
s
-
y
o
u
-
g
o

b
a
s
i
s
 
a
n
d

s
t
i
l
l
 
s
a
v
e
 
f
o
r
 
f
u
t
u
r
e
 
n
e
e
d
s
.

A
g
o
o
d
 
c
r
e
d
i
t
 
r
a
t
i
n
g
 
i
s
 
a
d
v
a
n
-

t
a
g
e
o
u
s
 
w
h
e
n
 
u
n
f
o
r
s
e
e
n
 
e
m
e
r
-

g
e
n
c
i
e
s
 
a
r
i
s
e
 
a
n
d
 
t
h
e
 
a
b
i
l
i
t
y

t
o
 
p
u
r
c
h
a
s
e
 
i
s
 
n
e
e
d
e
d
.

R
e
s
o
u
r
c
e

D
i
s
t
r
i
b
u
t
e
 
c
o
p
i
e
s
 
o
f
 
t
h
e

b
o
o
k
l
e
t
,

T
w
o
 
F
a
c
e
s
 
o
f

D
e
b
t
'
 
t
o
 
t
h
e
 
s
t
u
d
e
n
t
s
.

T
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l
 
b
r
i
n
g

n
e
w
s
p
a
p
e
r
 
o
r
 
m
a
g
a
z
i
n
e

a
r
t
i
c
l
e
s
 
c
o
n
c
e
r
n
i
n
g

b
a
n
k
r
u
p
t
c
y
.

T
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l
 
w
r
i
t
e

a
 
s
t
o
r
y
 
a
b
o
u
t
 
t
h
e
 
c
o
n
-

s
e
q
u
e
n
c
e
s
 
o
f
 
f
a
m
i
l
i
e
s

g
o
i
n
g
 
d
e
e
p
l
y
 
i
n
t
o
 
d
e
b
t
,

a
n
d
 
i
l
l
u
s
t
r
a
t
e
 
t
h
e
 
s
t
o
r
y

w
i
t
h
 
c
a
r
t
o
o
n
s
 
o
r
 
w
i
t
h

p
i
c
t
u
r
e
s
 
c
u
t
 
f
r
o
m
 
m
a
g
a
-

z
i
n
e
s
 
.

S
o
m
e
 
o
f
 
t
h
e
 
s
t
u
d
e
n
t
s
 
w
i
l
l

p
r
e
s
e
n
t
 
t
h
e
i
r
 
p
r
o
j
e
c
t
s
 
t
o

t
h
e
 
c
l
a
s
s
 
a
n
d
 
l
e
a
d
 
a

d
i
s
c
u
s
s
i
o
n
 
o
n
 
t
h
e
 
p
i
t
-

f
a
l
l
s
 
o
f
 
c
r
e
d
i
t
.

B
o
o
k
l
e
t
:
 
"
T
w
o

F
a
c
e
s
 
o
f
 
D
e
b
t
"

d
i
s
t
r
i
b
u
t
e
d
 
b
y

t
h
e
 
R
e
s
e
a
r
c
h

D
e
p
a
r
t
m
e
n
t
,

F
e
d
e
r
a
l
 
R
e
s
e
r
v
d

B
a
n
k
 
o
f
 
C
h
i
c
a
g
a
g

B
o
x
 
8
3
4
,

C
h
i
c
a
g
o
,
 
I
l
l
i
-

n
o
i
s
,
 
6
0
6
9
0

f
r
e
e
 
o
f
 
c
h
a
r
g
e
l

S
e
e
 
A
p
p
e
n
d
i
x
 
E

f
o
r
 
l
e
t
t
e
r
h
e
a
d

n
o
t
a
t
i
o
n
 
f
r
o
m

U
.
S
.
 
D
i
s
t
r
i
c
t

C
o
u
r
t
 
o
n
 
t
o
t
a
l

b
a
n
k
r
u
p
t
c
y

c
a
s
e
s
 
f
i
l
e
d
 
i
n

t
h
e
 
W
e
s
t
e
r
n

D
i
s
t
r
i
c
t
 
o
f

O
k
l
a
h
o
m
a
 
f
o
r

1
9
6
9
 
a
n
d
 
1
9
7
0
.



E
c
o
n
o
m
i
c
 
I
d
e
a

E
x
p
l
a
n
a
t
i
o
n
 
o
f
 
E
c
o
n
o
m
i
c
 
I
d
e
a

L
e
a
r
n
i
n
g
 
A
c
t
i
v
i
t
i
e
s

R
e
s
o
u
r
c
e

T
h
e
 
c
o
s
t
 
o
f
 
a
l
l
"

B
u
t
 
t
h
e
r
e
 
a
r
e
 
p
e
o
p
l
e
 
w
h
o
 
c
a
n
n
o
t

S
u
g
g
e
s
t
e
d
 
p
o
i
n
t
s
 
t
o
 
i
d
e
n
-

8
L
i
e
 
;
a
p
p
e
n
d
i
x

b
a
n
k
r
u
p
t
c
i
e
s
 
i
s

.
u
s
e
 
c
r
e
d
i
t
 
w
i
s
e
l
y
.

T
h
e
s
e
 
p
e
o
p
l
e

t
i
f
y
 
a
s
 
p
i
t
f
a
l
l
s
.

E
 
f
o
r
 
c
o
p
y

a
b
s
o
r
b
e
d
 
b
y
 
a
l
l

c
o
n
s
u
m
e
r
s
.

b
e
c
o
m
e
 
v
i
c
t
i
m
s
 
o
f
 
c
r
e
d
i
t
 
a
b
u
s
e

r
a
t
h
e
r
 
t
h
a
n
 
m
a
s
t
e
r
s
 
o
f
 
c
r
e
d
i
t

1
.

T
h
e
 
l
u
r
e
 
o
f
 
e
a
s
y
 
c
r
e
-

d
i
t
 
-
-
 
p
a
r
t
i
c
u
l
a
r
l
y

o
f
 
a
r
t
i
c
l
e
,

"
H
e
l
p
i
n
g
 
P
e
o
-

R
e
a
s
o
n
e
d
 
j
u
d
g
m
e
n
t

u
s
e
.

U
n
w
i
s
e
 
u
s
e
 
o
f
 
c
r
e
d
i
t
 
m
a
y

l
e
a
d
 
t
o
 
e
x
c
e
s
s
i
v
e
 
c
o
n
s
u
m
e
r
 
d
e
b
t

t
h
e
 
"
n
o
t
h
i
n
g
 
d
o
w
n
"
,

o
n
l
y
 
a
 
f
e
w
 
c
e
n
t
s
 
a

p
l
e
 
H
e
l
p
 
T
h
e
m
-

s
e
l
v
e
s
"
,
 
b
y

a
n
d
 
h
o
n
e
s
t
y
 
a
r
e

h
u
m
a
n
 
c
h
a
r
a
c
t
e
r
i
s
-

a
n
d
 
p
e
r
s
o
n
a
l
 
b
a
n
k
r
u
p
t
c
y
,

E
a
s
y

c
r
e
d
i
t
 
m
a
y
 
l
e
a
d
 
c
o
n
s
u
m
e
r
s
 
t
o
 
b
u
y

w
e
e
k
"
 
e
n
t
i
c
e
m
e
n
t
 
o
f

s
o
m
e
 
i
r
r
e
s
p
o
n
s
i
b
l
e

B
o
b
 
R
o
l
l
i
n
s
,

O
k
l
a
h
o
m
a
 
C
o
n
-

t
i
c
s
 
w
h
i
c
h
 
s
h
o
u
l
d

m
o
r
e
 
t
h
a
n
 
t
h
e
y
 
w
o
u
l
d
 
i
f
 
t
h
e
y
 
h
a
d

r
e
t
a
i
l
 
m
e
r
c
h
a
n
t
s
.

s
u
m
e
r
 
F
i
n
a
n
c
e

p
r
e
v
a
i
l
 
i
n
 
t
h
e
 
u
s
e

o
f
 
c
r
e
d
i
t
 
s
o
 
t
h
a
t

m
i
n
i
m
u
m
 
m
o
r
a
l
 
r
e
-

t
o
 
p
a
y
 
b
y
 
c
a
s
h
 
o
r
 
c
h
e
c
k
 
b
e
c
a
u
s
e

t
h
e
 
t
r
a
d
i
t
i
o
n
a
l
 
c
a
u
t
i
o
n
 
s
i
g
n
a
l
s
,

s
u
c
h
 
a
s
 
e
m
p
t
y
 
p
u
r
s
e
 
o
r
 
l
o
w
 
c
h
e
c
k
-

2
.

U
s
i
n
g
 
c
r
e
d
i
t
 
w
h
e
n
 
t
h
e

i
n
d
i
v
i
d
u
a
l
 
a
l
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APPENDIX A

It is suggested that the following forms be converted into
transparencies:

1. Blank application form

2. Completed application form

3. Form for problem to calculate interest

4. Solution to problem of calculating interest

5. Chart: "A Quarter Billion Cards", Changing Times,
The Kiplinger Magazine, (March, 1970), p. 9.
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A QUARTER BILLION CARDS*

NO ONE KNOWS HOW MANY PEOPLE CARRY CREDIT CARDS. THERE

ARE SEVERAL THOUSAND DIFFERENT KINDS AVAILABLE AND MOST PEOPLE

CARRY MORE THAN ONE. HOWEVER, THE TOTAL NUMBER OF CARDS IN

CIRCULATION NOW NEARS 250,000,000, MORE THAN ONE FOR EVERY

PERSON IN THE UNITED STATES. HERE'S APPROXIMATELY HOW THEY

BREAK DOWN IN TYPES:

TRAVEL & ENTERTAINMENT CARDS

BANK CARDS

AIR TRAVEL CARDS

OIL COMPANY CARDS

RETAIL STORE CARDS

6,000,000

50,000,000

3,000,000

90,000,000

100,000,000

*CHANGING TIMES, THE KIPLINGER MAGAZINE, MARCH, 1970, P. 9,



APPENDIX B

Truth in Lending, Economic Education Series, Federal Reserve Bank,
Philadelphia.

Case Study 'A", Department of Consumer Affairs, State of Oklahoma,
Oklahoma City, Oklahoma.

Case Study "B", Department of Consumer Affairs, State of Oklahoma,
Oklahoma City, Oklahoma.

Oklahoma Senate Bill #587, An Act Relative to Credit Cards, State
of Oklahoma.

Transparency Masters showing the cost of credit

1. Bank loans
2. Credit Union loans
3. Instalment purchase
4. Revolving charge accounts



DEPARTMENT OF CONSUMER AFFAIRS

CASE STUDY A

Part I

On August 12, 1969, Mr. and Mrs. A were visited in their
home by a salesman peddling a lifetime membership in a buying
club. Mr. A is 22 years old and lives in a lower income moderate
residential area with his wife and three children. Mr. and Mrs.
A are black.

The salesman impressed them with the fact that they would
be able to purchase goods and services at discount rates because
they were members of this buyer's club. As an outside inducement
for the signing of a contract for the membership, the salesman
offered to give them a sewing machine valued at $400. He explained
that the sewing machine was a gift which they could keep regard-
less if they continued in their membership in the buyer's club or
not. All that Mr. and Mrs. A had to do was to sign a retail
instalment contract for the membership.

Mr. A explained later that the idea of the buyer's club was
attractive although fairly expensive; however, with a sewing
machine as a gift with a retail valte of over $400, it seemed that
they could not go wrong. Mr. and Mrs. A signed the contract.

Some time later, the buying club assigned Mr. and Mrs. A's
contract to.a finance company. The finance company contacted the
A's and explained that they had purchased the contract and it
was necessary that they make their payments directly to the
finance company.

Later, Mr. A was late with one of his monthly instalments
and the finance company called him demanding payment and, failing
that, a suit would be brought for the balance under the contract
and the recovery of the sewing machine. Mr. A responded that he
fully intended to pay for the membership, but he had understood
from the beginning that the sewing machine was a gift in any case.
However, the finance company explained to him that when he signed
the contract, he also signed a contract for the purchase of the
sewing machine. And that it was indeed not a gift at all.

Later, Mr. A sought to purchase certain articles by presenting
his membership in the buyer's club to his local merchants. He
found that the merchants would not honor the buying club's member-
ship card. He contacted the office of the club and found that
he must purchase his goods through a prepared catalog sent out by
the club. After comparing prices that were specified in the
catalog supposedly at a discount, he found that even his local
merchants had the same articles of goods priced below the so-called
discount prices in the catalog. Mr. A realized that the lifetime
buyer's club was a membership with no value at all and was of no
benefit to him. r
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Mr. A then examined the sewing machine and found the machine
to be of dubious origin. He attempted to compare the quality
of the machine with a comparable product by a local dealer. He
found the so-called gift, with a so-called price tag of over
$400, had a current retail value of less than $100.

The contract provided the cash price was $299.00. There was
a small insurance charge and an official fee charge which, with
the taxes, brought the amount financed to $317. The finance
charge for the privilege of paying 24 equal instalments was $76,
and the total deferred price was almost $400 Mr. and Mrs. A
were stuck.

4 .)
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DEPARTMENT OF CONSUMER AFFAIRS

CASE STUDY A

Part II

After much reflection, Mr.. and Mrs. A contacted the Better
Business Bureau who in turn referred the matter to the Legal Aid
Society of Oklahoma County.

Under the Uniform Consumer Credit Code, a seller is required
to give a prospective buyer a simple notice of his right to cancel
if the contract is solicited in his home. If the buyer is not
given this right to cancel by separate writing or contained in
total contract, and in the specific words of the statutes then
the buyer can cancel the contract at any time. It must be in
writing. Obviously, if the buyer's right to cancel is given to
the customer at the time the contract is entered into, the law
provides that he has three business days within which to think
about the transaction and decide to cancel if he so wishes. In
that event, and if the seller complies with the law in other
respects, the seller may retain a cancellation fee of 5% of the
cash price of the goods but not to exceed the down payment. How-
ever, if the seller fails or refuses to give the buyer his right
to cancel in writing, then the buyer may cancel at any time regard-
less of any three-day period. That the three days will never
begin to run until the seller satisfies his obligation under the
law and gives the buyer a notice to cancel. In the case of Mr. and
Mrs. A, this buyer's right to cancel was not included in the con-
tract, nor was a separate written instrument given to them con-
taining such notice. From August 12, the date of the contract,
Mr. and Mrs. A made a number of payments amounting to a substantial
figure. After the A's came to the Legal Aid in January, a letter
was sent on behalf of the consumers to the seller and the finance
company to whom the contract was assigned. The letter stated that
the buyer was hereby exercising his right to cancel the contract
and advising all parties com:erned that he would not be bound
by it thereafter. In addition, all the payments made under the
contract less a 5% cancellation fee, were to be returned to the
buyer within 10 days.

Prior to the sending of such letter, the finance company had
turned the matter over to a local attorney who brought suit in
District Court. Although the Department of Consumer Affairs could
not and did not represent Mr. and Mrs. A in the private lawsuit,
the finance company is a supervised organization and the information
concerning the buyer's right to cancel was made available to the
company..

In addition, the original seller repurchased the contract from
the finance company. Mr. and Mrs. A were reimbursed on all the
payments that they had made. The sewing machine was tendered back
to the original seller. The lawyer representing the finance company
dismissed the lawsuit. 4 A.
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Mr. and Mrs. A have been restored to substantially the same

411
position as before the date of the contract. If they are not a
little older by their experience, then at least they are somewhat
wiser in the uses and misuses of credit and credit vendors.
Needless to say, this complaint was concluded to the satisfaction
of Mr. and Mrs. A.
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DEPARTMENT OF CONSUMER AFFAIRS

CASE STUDY B

Part I

Mrs. B is a widow with two children in high school. Her
main source of income is through day work. Mrs. B is black.
She lives in a low income community outside of a larger city.

On August 18, 1969, Mrs. B went to a leading automobile
dealership. She needed an automobile to travel back and forth
from her day work jobs in order to support herself and her family.
Mrs: B has a moderate income, but must work very hard to keep
it so. She picked out a 1965 Chevrolet. The cash price on the
car was $1,175. The salesman told her that it was a requirement
that she put down $200. All she had was $150. The salesman
was very anxious to make this sale and concluded an arrangement
that if she would put down $150, which she had, in 12 days she could
put up the rest of it to make the full down-payment of $200. Mrs.
B decided that this was a transaction with which she could live.

The papers were drawn up to show that the cash price was
$1,175. The down payment, however, was indicated at $150. It
was necessary that she purchase $132 worth of physical damage
insurance plus $42 worth of life insurance. There was a small
filing fee, and the total amount that was financed was an even
$1,200. It was necessary that she pay $288 for the total finance
charge. The annual interest rate was 22.69%. Payments were
$59.53 for 24 months. These figures in themselves were not
important except that the contract called for a pick-up payment
of $60 due August 30, 12 days after the date of the contract.

After driving the car home one and one half months later,
the car became inoperative. She took the car back and found that
they would not provide service for repair. They insisted that
she pay 1/2 of the cost of repair. This was a financial impos-
sibility. The auto dealer considered that the car had been repos-
sessed and the car was sold. The total cash price of the car
supposedly was $1,175, but the car was sold for $941, and Mrs.
B was called upon to pay the difference of $547.85. This repre-
sented the deficiency; that is, the total amount of the contract
which Mrs. B signed less what the car sold for.

40
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DEPARTMENT OF CONSUMER AFFAIRS

CASE STUDY B

Part II

You must recall that the salesman made the agreement with
her that the dawn payment was to be $200, she had $150 cash, and
she was to make the balance in a pick-up payment in 12 days.
However, the contract called for the payment that was picked up
to be in the amount of $60. The obvious question is what was
the ten dollars for?

The law requires that all charges which are paid directly or
indirectly by the buyer and imposed directly and indirectly by
the seller, and are incidental to the extension of credit,
are called the credit service charge. Any other charges which may
be in addition to the credit service charge, such as property
insurance, credit life insurance and filing fees, can be excluded
from the credit service charge if they are separately allowed as
"additional charges'. However, the additional charges section
could not justify the additional cost of $10 to round out the
down payment.

The contract disclosed an amount to be financed of $1,200,
the finance charge to be $288 and the annual percentage rate to
be 22.69%. If the extra $10 which was in the pick-up payment
was credit service charge, it was not disclosed in the contract.
If it's not disclosed in the contract as required by the law,
then there is a violation of the disclosure provisions under the
Uniform Consumer Credit Code. The basic disclosure violations
require that there will be a liability on the part of the seller
in the amount of twice the amount of the credit service charge, but
will not be less than $100 nor more than $1,000. In addition,
the buyer, if successful, can recover his attorney's fees.

Although it is not necessary to explain the computation,
suffice it to say that Mrs. B was required to pay $10 for the
privilege of paying the total of $50 in 12 days. The annual
percentage rate for the charge would he 600%.

On behalf of Mrs. B, the auto dealer was contacted, her
position was explained, and the auto dealer promptly contacted
his attorney. The attorney contacted this Department and the
law was-explained to him. In order to avoid liability under the
violations for disclosure, the dealership voluntarily decided to
comply with the law and return to Mrs. B the total payments and
down payment paid. The complaint was closed.

4 4
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SENATE BILL #587

BY: TERRILL, BRECKINRIDGE, REELS,
McCUNE, McGRAW, PAYNE and
TALIAFERRO of the SENATE

and

ROGERS, THORNHILL, NANCE,
WILLIAMSON, FORD, HANCOCK
and WIXSON of the HOUSE

AN ACT RELATING TO CRIMES AND PUNISHMENTS; DEFINING OFFENSES
RELATING TO THEFT, USE, POSSESSION, PURCHASE, SALE, RETENTION,
FORGERY, FRAUD, POSSESSION OF EQUIPMENT OR MATERIALS, AND OTHER
ACTIVITIES CONNECTED WITH CREDIT CARDS; PRESCRIBING PENALTIES;
AND DECLARING AN EMERGENCY.

BE IT ENACTED BY THE PEOPLE OF THE STATE OF OKLAHOMA:

SECTION 1. As used in this act

(1) ''Cardholder' means the person or organization named on
the face of a credit card to whom or for whose benefit the credit
card is issued.

(2). "Credit card means any instrument or device, whether
known as a credit card, credit plate, charge plate, or by any
other name, issued with or without fee by an issuer for the use of
the cardholder in obtaining money, goods, services, or anything
else of value, on credit.

(3) 'Issuer" means any person, firm, corporation, financial
institution or its duly authorized agent which issues a credit
card.

(4) "Receives" or "receiving" means acquiring possession or
control or accepting as security for a loan.

(5) "Revoked credit card" means a credit card which is no
longer valid because permission to use it has been suspended or
terminated by the issuer.

SECTION 2.

(a) A person who takes a credit card from the person,
possession, custody or control of another without the'cardholder's
consent, or who, with knowledge that it has been so taken, receives
the credit card with intent to use it or to sell it, or to transfer
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it to a person other than the issuer or the cardholder, is guilty
of credit card theft and is subject to the penalties set forth
in Section 13(a) of this act.

(b) Taking a credit card without consent includes obtaining
it by the crime of larceny, larceny by trick, larceny by the
bailee, embezzlement, or obtaining property by false pretense,
false promise or extortion.

(c) A person who has in his possession or under his control
any credit card obtained under subsection (b) of this section is
presumed to have violated this section.

SECTION 3.

A person who receives a credit card that he knows to have been
lost or mislaid and who retains possession with intent to use it
or to sell it or to transfer it to a person other than the issuer
or the cardholder is guilty of credit card theft and is subject
to the penalties set forth in Section.13(a) of this act.

SECTION 4.

A person other than the issuer who sells a credit card or a
person who buys a credit card from a person other than the issuer
is guilty of credit card theft and is subject to the penalties set

411
forth in Section 13(a) of this act.

SECTION 5.

A person with intent to defraud (a) the issuer, (b) a person
or organization providing money, goods, services, or anything else
of value, or.(c) any other person, who obtains control over a
credit card as security for debt is guilty of credit card theft
and is subject to the penalties set forth in Section 13(a) of this
act.

SECTION 6.

A person, other than the issuer, who receives, on giving of
any consideration, a credit card issued in the name of any other
person, which he has reason to know was taken or retained under
circumstances which constitute credit card theft, is guilty of
credit card theft.

SECTION 7..

(a) A person with intent to defraud (a) a purported issuer,
(b) a person or organization providing money, goods, services or
anything else of value, or (c) any other person, who falsely makes
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or falsely embosses a purported credit card or utters such a

110
credit card is guilty of credit card forgery and is subject to the
penalties set forth in Section 13(a) of this act.

(b) A person other than the purported issuer who possesses
two or more credit cards which are falsely made or falsely
embossed is presumed to have violated this section.

(c) A person "falsely makes" a credit card when he makes
or draws, in whole or in part, a device or instrument which pur-
ports to be the credit card of a named issuer but which is not such
a credit card because the issuer did not authorize the making or
drawing, or when he alters a credit card which was validly issued.

(d) A person 'falsely embosses" a credit card when, without
the authorization of the named issuer, he completes a credit card
by adding any of the matter, other than the signature of the card-
holder, which an issuer requires to appear on the credit card
before it can be used by a cardholder.

SECTION 8.

(a) A person other than the cardholder or a person authorized
by him who with intent to defraud (a) the issuer, (b) a person
or organization providing money, goods, services or anything else
of value, or (c) any other person, signs a credit card violates
this subsection and is subject to the penalties set forth in
Section 13(a) of this act.

(b) When a person, other than the cardholder or a person
authorized by him possesses any credit card which is not signed,
such possession shall be prima facie evidence that said cards were
obtained in violation of this section.

SECTION 9.

A person who, with intent to defraud (a) the issuer, (b) a
person or organization providing money, goods, services or anything
else of value, or (c) any other person, uses for the purpose of
obtaining money, goods, services or anything else of value a credit
card obtained or retained in violation of any provision of Sections
2 through 8, both inclusive, of this act or a credit card which he
knows is forged or revoked, or obtains money, goods, services or
anything else of value by representing, without the consent of the
cardholder, that he is the holder of a specified card or by repre-
senting that he is the holder of a card and such card has in fact
not been issued, has violated this subsection and is guilty of
an offense and is subject to the penalties set forth in Section
13(a) of this act. Knowledge of revocation shall be presumed to
have been received by a cardholder fourteen (14) days after it has
been mailed to him at the address in this state set forth on the
credit card application or at his last-known address by registered
or certified mail, return receipt requested.

q
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SECTION 10.

A person who is authorized by an issuer to furnish money,
goods, services or anything else of value upon presentation of a
credit card by the cardholder, or any agent or employee of such
person, who, with intent to defraud the issuer or cardholder, fails
to furnish money, goods, services or anything else of value which
he represents in writing to the issuer that he has furnished
violates this subsection and is subject to the penalties set forth
in Section 13(a) of this act.

SECTION 11.

(a) A person other than the cardholder possessing one or more
incomplete credit cards, with intent to complete them without the
consent of the issuer, or a person possessing, with knowledge of
its character, machinery, plates or any other contrivance designed
to reproduce instruments purporting to be the credit cards of an
issuer who has not consented to the preparation of such credit
cards, is guilty of an offense and is subject to the penalties set
forth in Section 13(b) of this act.

(b) A credit card is "incomplete" if part of the matter,
other than the signature of the cardholder, which an issuer re-
quires to appear on the credit card before it can be used by a
cardholder has not yet been stamped, embossed, impinted, or
written-on it.

SECTION 12.

A person who receives money, goods, services, or anything
else of value obtained in violation of Section 9 of this act,
with the knowledge or belief that it was so-obtained, is guilty
of an offense and is subject to the penalties set forth in Section
13(a) of this act.

SECTION 13.

(a) A person who is subject to the penalties of this sub-
section shall be fined not more than Three Thousand Dollars
($3,000) or imprisoned in the penitentiary not more that three
(3) years, or both.

(b) A person who is subject to the penalties of this sub-
section shall be imprisoned in the penitentiary not more than
seven (7) years, nor less than three (3) years.

(c) A person who violates any provision of this act shall
be deemed guilty of a felony.

40
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SECTION 14.

This act shall not be construed to preclude the applica-
bility of any other provision of the criminal law of this state
which presently applies or may in the future apply to any trans-
action which violates this act, unless such provision is incon-
sistent with the terms of this act.

SECTION 15.

If any provision of this act or its application to any per-
son or circumstance is held invalid, the invalidity shall not
affect other provisions or applications of the act which can be
given effect without the invalid provision or application, and
to this end the provisions of this-act are declared to be
severable.

SECTION 16.

The provisions of this act shall be cumulative to any
existing laws.

SECTION 17.

This act shall be known and may be cited as the 'Oklahoma
Credit Card Crime Act of 1970."

SECTION 18..

The Legislature of the State of Oklahoma finds the theft,
abuse and misuse of credit cards has damaged the economic security
of the people of the state and such activity must be controlled
immediately to prevent further harm and that the immediate passage
of this act is necessary to establish uniform and effective methods
of protection against the danger so as to discourage practices
contrary to this act. Therefore, an emergency is hereby declared
to exist and this act being immediately necessary for the pre-
servation of the public peace, health and safety shall be in full
force and effect from and after its passage and approval.

Passed the Senate the 9th day of April, 1970.

Passed the House of Representatives the 14th day of April, 1970.

Enacted on the 22nd day of April, 1970.
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BANK:

BORROW ONE HUNDRED AND FIFTY DOLLARS ($150) FROM THE

BANK AT THE RATE OF TEN PER CENT (10%) INTEREST FOR A

PERIOD OF TEN (10) MONTHS FROM THE DATE OF THE NOTE

$150,00

X .10

$15.00 X 5/6 (FRACTIONAL PART' OF'YEAR) = $12,50

COST OF LORI

$12,50



CREDIT UNION:

COST OF LOAN BASED ON 5% FOR EACH ONE HUNDRED

DOLLARS ($100) BORROWED FOR ONE (1) YEAR.

$150.00

.05

$ 7.50 X 5/6

(FRACTIONAL PART OF YEAR)

COST OF LOAN: $6.25
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INSTALMENT PLAN:

TEN (10) INSTALMENTS @ $16.50 PER MONTH = $165.00

+ $5.00 DOWN PAYMENT 5.00

INSTALMENT PRICE

CASH PRICE

COST OF LOAN: $20.00

170,00

150.00

$ 20.00



REVOLVING CHARGE:

UNPAID
BALANCE

PAYMENT INTEREST

FIRST $150.00 $15.00 $2.25

SECOND 137.25 15.00 2.06

THIRD 124.31 15.00 1.86

FOURTH 111.17 15.00 1.67

FIFTH t'"-: ,

'...I stA 15.00 1.47

SIXTH 84.31 15.00 1.26

SEVENTH 70.57 15,00 1.06

EIGHTH 56.63 15.00 .85

NINTH 42.48 15.00 .64

TENTH 28.12 15.00 .42

ELEVENTH 13.54 13.54 .20

$13.74

REVOLVING CHARGE BASED ON THE MAXIMUM OF 1 1/2% PER

MONTH ON THE UNPAID BALANCE

COST OF LOAN: $13.74
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APPENDIX C

Copy of Conditional Sales Contract. It is suggested that this
material be converted into a transparency.

You and the New Credit Laws, Family Living Topics, Dorothy G.
Blackwell, Oklahoma. State University, Stillwater, Oklahoma.

You and the New Credit Laws, Department of Consumer Affairs, State
of Oklahoma, Oklahoma City, Oklahoma.

1. Script
2. Transparency Masters

Notification Receipt, Department of Consumer Affairs, State of
Oklahoma, Oklahoma City, Oklahoma.

illTest, An evaluation of students' knowledge of 'Buyers' Rights.

r; ti
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Date

CONDITIONAL SALES CONTRACT

February 1.3 , 19--

To Ray G. .Somidt
Seller

843 Flm Street
Street

Palo Alto, California
City St, c

Buyers' Name Maurice Crandall

Residence
. Address 1202 Manle Drive

Palo Alto, California
City State

I (meaning the undersigned buyer or buyers, jointly and severally) hereby buy from
you the following goods.

Article Model No. Serial No.

Stereo-HiFi. Premier 63 P81-73021

Use This Schedule
If Monthly Payments Are Unequal

$ on ____19___
$ _ on____ 19..._
_on_ 19 _

$ on__ .__19..__
$_on ___19___

$ _ . __on_.___19_ _
$_ __on_

_on _ ___19

$ __on ..._ _19.__

Cash price 1 229..95
Sales tax $ 6_1_90
Credit service charge $ 6.00
Total purchase price $ 242.85
Down payment
(a) Cash $ 42,85
(b) Allowance for

trade-in- $ none $ 42.85
Balance $ 200.00

which is payable in installments of20 .

on the 10th day of

, --each month , commencing on April 10 19

Title to goods purchased under this contract is retained by you until payment
of full purchase price. I agree to keep the goods safely and free from all other liens
and at the above address unless you consent in writing to their removal.

The full balance shall become due on default, together with a 35% attorney's
fee if then placed With an attorney for collection. In case of default, you shall also
have the right to retake the goods wherever located, hold and dispose of them and
collect expenses, and I shall have the right to redeem the goods or require their
sale at public auction, all as provided by the law of the State of California.

This is our entire agreement, subject to any written guarantee or service con-
tract duly delivered by you and cannot be changed orally. If I shall be given written
notice that you have assigned this contract, you shall continue iesponsibte for all
of your obligations, but your assignee's rights shall be-independent of my claims
against you.

THIS IS A CONDITIONAL. SALES CONTRACT.

Pe:
Vptellreller's Signature Buyer's Signature

x!.--

By

I have received an exor.titpd cony of
this contract. No other extension' of
credit exists, or is to be made, in con-
nection with 0*r.; purcha<-2.

\\.,
Tl lc

211 /
8oyc r's Signature

1:16,

t .1



Home
Economics
Serving
Families
T 4101

PUBLISHED BY OKLAHOMA STATE UNIVERSITY DISTRIBUTED THROUGH COUNTY EXTENSION CENTERS
'No el SAY. e tiF tr. Wm lel,. n rarralitnempraal YUMMY I OR Iel

You and the New Credit Laws*
Dorothy G. Blackwell

Home Management Specialist

The -Oklahoma Uniform Consumer Credit Code
(House Bill 1001) should be of interest to you if you
ever use credit. The purpose of the Uniform Con-
sumer Credit Code is to let you, the buyer, know the
cost of credit so that you can compare costs and avoid
the uninformed use of credit. For the first tunic you,
the consumer, can shop for credit with relative ease.

The finance charge and the annual percentage rate
are keys to credit shopping. The law requires that
both must be told in a meaningful and uniform man-
ner when credit is given to you for personal, family,
household, or agricultural uses, as long as the amount
is not over $25,000. However all real-estate purchases
for these purposes are covered, regardless of the
amount,

Disclosures

By law, the creditor (one who gives or arranges for
credit to be given and may be a seller, a lessor, or a
lender) must not only tell you the dollar cost of the
finance charge (the total of all charges which you
nitist pay, directly or indirectly for credit) and the
annual percentage rate (the ratio of the finance
charge to the amount financed) but he must also tell
you the cash price; the total amount financed; when
the credit charges begin; the number, amount, aril
due dates of your payments; penalties for default or
late payment and method of figuring the charge; and
a description of any property used for security.

Finally acopy of this disclosure statement must
be given to you. (Rtmember, never sign any contract
if you don't understand it or if there are items that
have been left blank) .

The credit service charge or loan finance charge is
the sum of all charges the creditor requires you to pay

Ham:El on tliv Oklahoma Uniform Consumer Credit Cock.

to obtain credit, including any of the following charges
if fitting:

Any "time-price differential," that is, any dif-
ference between the price of an item sold for
cash and the same item sold on credit.
Service, transaction, activity, and other carrying
charges.
Points or finder's fees these are extra sums
figured as a percentage of the loan amount and
charged in a lump sum.
Appraisal and credit report fees (except in real
estate transactions) .
The cost of credit life, accident, health, or loss-
of-income insurance that the creditor rLqUires
you to buy (such insurance policies are de-
signed to pay off the loan if you die or become
permanently disabled. If the insurance isn't
required but you want it anyway, you must be
told of the cost and sign a statement asking for
the insurance. In this case the insurance pre-
mium is not included in the service finance or
loan finance charge) .

Premiums for other types of insurance that pro-
tects the creditmr against losses.
Any charge that you are required to pay be-
cause the institution that is granting credit is
going to sell the note or con tract to another
creditor.

Rates

The Oklahoma Law sets the highest rate that can
be charged for credit. However, the highest rate does
not have to be charged.

l'he rate (figured by the actuarial methodpay-
ments are applied first to interest due and any re-
mainder is then applied to reduce the principal) on

r";
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sales, loans, or leases may not be more than 30°', on
the first S300; 21".,, on the amounts above 5300 to
$1000; 15° , on amounts over $1000; or an overall
single rate of 18("0.

The Oklahoma Uniform Consumer Credit Code,
provides for different rates on cash, loans of $100 or
less. Charges on these loans may be'as follows: (a) a

one dollar charge may be made for each $5.00 cash
advanced up to and including $29.99.; (b) . a charge
of 10(,'(', of the loan and an installment account han-
dling charge of S3.00 per month may be made on loans
of S30 up to and including $35; (c) a charge of 110%.
of the loan and a S3.50 monthly installment account-
handling charge may be made on loans of $35.00 to
$70.00; (d) a charge of 10"(", of the loan and an in-
stallment account handling charge of S.1.00 per month
may be made on loans of ever S70 but not over $100.

Loans made under these conditions are for one
month for each S 10 advanced. -(A $100 loan for ten
months would cost the borrower $10 for getting the
loan and $40 in installment account handling charges,
or a total finance charge of $50.)

No other charges may be made on loans under this
part of the law. The 10('', charge is not subject to
rebate (refund) ; however, the account handling
charge is subject to rebate.

The law allows certain mininhun charges for
credit. On loan and sales which are not over $75, a
55 finance charge may be made, and if the sale or
loan is over $75, a S7.50 finance charge may be made.
In such cases the creditor need not tell what items
make up the finance charge.

Revolving Charge or Loan Accounts

The finance charge for revolving accounts is not
to be more than 11A% per month on the -unpaid
balance, or 18% annually.

The regular monthly billing statement must con-
tain a listing of all transactions during the billing
period, plus a breakdown of the finance charge and
rates and special fees used to determine the charge.

The method of figuring charges must be explained
on the statement. Most companies apply their charges
to the previous balance after all payments and credits
made during the billing period have been deducted.
Others, however, apply their credit charge to the pre-
vious balance without deducting payments or credits.

Delinquency Charge

A delinquency charge (charge for late payment)
may be made on any installment not .paid in full
within ten (10) days after the clue date. The de-
linquency charge shall not be more than: (a) five
percent of the unpaid amount of the installment, not
exceeding $5.00, or (b) the deferral charge that would

be permitted to defer the unpaid amount of the in-
stallment for the period that it is overdue.

A delinquency charge may be collected only once
on an installment, regardless of how long it remains
unpaid. Other payments made will be applied first to
the current installment and then to the delinquent
installments.

Consumer's Rights

Right to Prepay. You have the right to prepay the
unpaid balance of a consumer credit sale or loan, re-
financing, or consolidation at any time without pen-
alty on contracts entered into after July I, 1969. The
,unearned loan finance charge or credit service charge
must be returned to you,.providing the refund is more
than $1.00.. However, the creditor is permitted a

minimum charge.

Excess Charges. If you are charged too much for
credit, you may demand a refund or proper credit. If
the creditor fails to make the refund within a reason-
able dine., you are entitled to an amount equal to the
finance charge or ten times the excess charge, as long
as the amount is at least $100 but not over $1000.

Improper Disclosure. If a creditor fails to tell you any
of the required information, he is liable to you for
an amount of not less than $100 or more than $1000,
if legal action is brought against the creditor. No ac-
tion may be brought more than one year after the
date of the violation. However, the creditor has 15
days after an improper disclosure in which to con-
tact you and tell you the terms of the transaction and
avoid action unless the action has already been started
within the Lime. The creditor is not liable under this
rule if he shows evidence that the violation
intentional and resulted from an error.

If you are successful in your action against the
creditor for either excess charges or improper dis-
closure, you are entitled to the costs of the action to-
gether with reasonable .attorney's fees as set by the
courts.

Rescission Agreement. You have until midnight of the
third business clay in which to. change your mind (re-
scind) on transactions which may result in a lien
(a charge against property for the satisfaction of
debts) being placed on your home or land which you
expect to use for your residence.

These transactions include the furnishing of goods
and services or the advancing of money. This trans-
action may be rescinded at no cost to you.

The creditor must provide you with two copies
of a special form outlining your rights. To rescind,
you need to sign and date the notice and return to the
creditor. The transaction may also be rescinded by
letter or telegram.

The creditor is required to retlirn the down pay-

was not



ment or deposit within ten days after he receives the
cancellation notice.

In case of an emergency, you may waive your can-
cellation rights.

Assignments. You are to pay the original creditor un-
til notified (in writing) that your note or contract
has been sold to another creditor for collection. You
are entitled to a 30-day notice, and during this time
you may notify the creditor of any objections you
have to the assignment of the note or contract.

Curbing Some Abuses

Home Solicitation Sales. You have three business days
to cancel a sale made at your home. Cancellation
occurs when you give written notice of cancellation to
the seller. The seller may charge a cancellation fee
of five (5) percent of the cash price, but not over the
amount of the cash down payment.

You may not cancel a home solicitation sale if
you have requested goods or services because of an
emergency. Neither can you cancel if, in the case of
goods, the goods cannot be returned in almost as
good condition as when you received them.

The seller must, within ten (10) days after a can-
cellation of a home sale, return to you any payments
made and any evidence of indebtedness.

Any goods included in the down payment must
be returned to you in as good condition as when re-
ceived by the seller.

You must, within a reasonable time after the can-
cellation of a home solicitation s: le and upon demand
of the seller, return any goods delivered to you by
him. However, you arc not obligated to return the
goods to any point other than your home.

Any goods delivered to you become your property
if the seller fails to demand possession of them within
a reasonable time (0 days) after the cancellation.
However, you have the duty to take good care of the
goods in your possession before and for a reasonable
time after cancellation.

Referral Sales. Referral sales in which a seller offers
you a discount, rebate, or other benefits from events
which may take place in the future are prohibited.

If you are induced to enter into such an agree-
ment, the agreement: is void. You may cancel the
agreement and retain the goods delivered to you and
the benefits of any services performed, without any
obligation to pay.

Cross-Collateral. A seller who sells goods on credit to
you in more than one sale may secure the debts
arising from each sale by a cross-security interest in
the other goods only if he already has security in-
terest in the goods.

Debt Secured by Cross-Collateral. If you have pur-
chased a refrigerator and have $50 more to pay on it
when you decide to buy a television set from the
same dealer, a new contract is written for the tele-
vision set. The next $50 goes toward the refrigerator,
and if payments cannot be met on the television set,
the dealer cannot take title to the refrigerator. That
contract is closed.

Payments made on revolving accounts are applied
to the goods and services in the order in which the
purchases were made.

A payment is applied first to the smallest debt if
the debt is the result of two or more purchases on the
same day.

Multiple Agreements. A seller may not use more than
one agreement with the intent to obtain a higher
credit service charge than would otherwise be per-
mitted. If you desire to borrow $600, two 5300 loans
could not be made. One $600 loan would be made.

"Loan-Sharking." The Oklahoma Uniform Consumer
Credit Code prohibits extortionate credit transactions
known as "loan-sharking.- A loan at an annual rate
above 15("",, and collecting by the use of threats or
violence is evidence that the credit extension is ex-
tortionate.

Balloon Payments. Balloon payments on consumer
credit sales are not expressly prohibited. However, if
any scheduled payment is more than twice as large
as the average of earlier scheduled payments, you
have the right to refinance the amount of that pay-
ment at the time it is due without penalty. The terms

of the refinancing shall be no less favorable than the
original sale.

These terms do not apply if the payment schedule
has been adjusted to your seasonal or irregular in-
come.

Repossessions. The creditor has the option, on de-
fault, of repossessing the goods or suing for the
amount due, but he cannot do both. This applies to
consumer sales with the original selling price of
$1000 or less.

Garnishment. Garnishment is withholding the earn-
ings of an individual for the payment of a debt.
The creditor must get court permission (obtain judg-
ment) before taking wages for payment of a debt.

Under- the new law the debtor is assured of a
certain amount of his wages which will remain free
of garnishment. The amount that may be garnisheed
is limited to the smaller of: (a) twenty-five (25) per-
cent of his disposal earnings (earnings after legal
withholdings are made) for that week; or (b) that
amount by which his disposable earnings for that
week is above thirty (30) times the Federal minimum



hourly wage in effect at the time the earnings are
payable.

An employer cannot discharge a person because
of garnishments until served with garnishment pro-
ceedings that third time in one -year.

If the employer discharges 1.:m .% in viola-
tion of this section of the code, the ...ployee may
within 30 days bring civil action for recovery of wages
lost as a result and for an order requiring reinstate-
ment. Recoverable damages may not exceed lost wages
for six weeks.

Advertising

False or misleading advertising is prohibited by
the Oklahoma Uniform Consumer Credit Code. The
code provides that advertising is misleading if an
advertisement states the rate of finance charge and
does not express it as an annual percentage rate.

An advertisement which states the dollar amounts
of the finance charge or installment payment must
also state the rate of any finance charge and the
number and amount of the installment payments if
it is to be within the law.

Real Estate

All real estate credit in any amount is covered un-
der the Oklahoma Uniform Consumer Credit Code
when it is to an individual and not for business pur-
poses, unless the business purpose is agriculture.

Two special provisions apply to real estate credit.
1. The creditor does not have to show the total

dollar amount of the finance charge on a first mort-
gage loan. to finance the purchase of the consumer's
dwelling.

2. The consumer has the right to cancel a credit
arrangement within three business days if the real-
estate used as collateral for credit is his residence or is
intended to be used as his residence.

A first mortgage to finance the purchase of a con-
sumer's residence carries no right to cancel.

Remedies

In the event of problems, you should discuss the
matter with your lawyer or banker or notify the De-
partment of Consumer Affairs, P. 0. Box 53361, Cap-
itol Station, Oklahoma City, Oklahoma.

Issued in further:In«. of Cooperat is e Extension work, acts of May 8 and lure 30, 191.1, in cooperation with the Depat uncut of Agri-
culture, J, C:. Ec Vice President for Extension, (:ooperatise Extemion Sect ice, Oklahoma State ersity, Stillwater, Oklahoma.
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Se Ray's Name- Contract #

RETAIL INSTALLMENT CONTRACT

The undersigned Urea called Purchaser, whether one or
morel purchases bus (seller)

ted grads to
a se:drily interest is, subject to the terms and conditions

*mot. the Mowing descried property.

CUAKTITY DESCRIPTION AMOUNT

Description of Trade-in:

Sales Tax

Total

Insurance Agreement

The purchase of insurance coverage is voluntary
and not required for credit. (Type of Ins.)
insurance coverage is available at a cost of

for the term of credit.

I desire insurance coverage

Signed Date

I do not desire Insurance coverace

AND SECURITY AGREEMENT

PURCHASER'S NAME

PURCHASER'S ADDRESS

CITY STATE IlP

1. CASH PRICE

2. LESS: CASH DOWN PAYMENT $

3. TRADE-IN

4. TOTAL DOWN PAYMENT $

5. UNPAID BALANCE OF CASH PRICE

6. OTHER CHARGES:

7. AMOUNT FINANCED

8. FINANCE CHARGE

9. TOTAL OF PAYMENTS

10. DEFERRED PAYMENT PRICE 1A-6-1-81 $

71. ANNUAL PERCENTAGE RATE

Purchaser hereby agrees to pay to
at their

offices shown above the "TOTAL OF PAYMENTS"
shown above in monthly installments of

(final payment to be $
the first installment being payable

and all subsequent installments on the
same day of each consecutive month unt11 paid in
full. The finance charge applies from (Date)

Signed Date Signed

C 2
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REVOLVING CREDIT

15% per month

18 % per year
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DELINQUENCY CHARGE

5 % of the unpaid installment

or

the deferral charge
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For a discount, would
you give me the names
of five prospective
customers?





MULTIPLE AGREEMENTS
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ANNUAL NEW CAR SPECIAL

3000 FOR $95.20 MONTHLY'
(36 Months)

I NO. OF
AMOUNT AMOUNT
FLNANCED PAYMENTS

AMOUNT OF
MONTHLY
PAYMENTS
.Approxlmatelp

DEFERRED
PAYMENT
PRICE

ANNUAL
PERCENTAGE
RATE

81.330.00 18 89

1.500.00 24 t.43
2000.00 24
2000.00 I 36 63.47
3.000.00 30 111. Er

3,000.00 I 36 95.20

11,6043.86 8.R2%

1.642 8.61%
190 (X)
2.:A5.00 8143%

3.',356. 8.N%
3.427.50 8.66%

COST PER
5100.00
PER YEAR

94.75
L75
4.73
L75
4.75
4.73

Credit Life and Disability Insurance Available

Don't delay . . ..Phone or come in today. Arrange your FIRST LOW COST

AUTO LOAN in advance, then buy the auto of your choice. FIRST NA-

TIONAL is FIRST again to lower new rates so low you cannot afford
not to take advantage of this special offer. Some may match our rate but

as alwaysBIG things come FIRST from . .

MEMBER r D I C.
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YOU AND THE NEW CREDIT LAWS

Use Illustration Say

1

2

3

The Oklahoma Uniform Consumer Credit Code
(House Bill 1001) should be of interest to
you if you ever use credit. The purpose
of the Uniform Consumer Credit Code is to
let you, the buyer, know the cost of credit
in order that you can compare costs and
avoid the uninformed use of credit. For
the first time, you the consumer can shop
for credit with relative ease.

The finance charge and the annual percentage
rate are keys to credit shopping. The law
requires that both must be told in a mean-
ingful and a uniform manner when there is
an extension of credit in connection with
the sale or lease of goods for family,
personal, household or agricultural pur-
poses, or for a loan of money for such pur-
poses, so long as the sale, lease or loan
does not exceed $25,000. However, all real
estate for the above purposes is covered
regardless of the amount.

By law, the creditor must not only tell you
the dollar cost of the finance charge (the
total of all charges which the consumer must
pay, directly or indirectly for obtaining
credit) and the annual percentage rate (the
ratio of the finance charge to the amount
financed) but he must also tell you,

* the cash price,
* the total amount financed,
* when the credit service charge or loan
finance charge begins,

* the number, amount and due dates of
your payments,

* the total number of payments,
* penalties for default or late payment,
* a description of any property to which

security interest relates.

Finally a copy of this disclosure statement
must be given to you. (Remember, never
sign any contract If you don't understand it
or if there are items that have been left
blank.)

-72-
8 3



3

(con t)

4

If a.creditor fails to disclose any required
information, he is liable to you for an
amount not less than $100 or more than
$1,000, if legal action is brought against
the creditor within one year. However, the
creditor has 15 days after an improper dis-
closure to contact you and properly disclose
the terms of the transaction and avoid
action unless the action has already been
started within that time. The creditor is
not liable under this rule if he shows
evidence that the violation was not inten-
tional, and that he had used procedures
reaqoaaaly expected to avoid the error.

If you are successful in your action against
the creditor, you are entitled to the costs
of the action together with reasonable
attorney's fees"as determined by the courts.

The Credit Service Charge or Loan Finance
Charge is the sum of all charges the cre-
ditor requires you to pay to obtain credit,
including any of the following charges if
applicable

1. time-price differential
2. service.; transaction, activity and

other carrying charges
3. points, finder's fees
4. appraisal and credit report fees
5. cost of credit life, accident and

health or loss of income insurance
6. premiums for other types of insurance
7. expense involved in selling note or

contract.

The Oklahoma Law sets maximum rates that can
be charged. (The maximum rate does not have
to be charged), The federal law sets no
maximum rates.

The rate. (figured by the actuarial methods)
may not be more than 30% on the first $300";
21% on the amounts above $300 to $1,000;
15% on amounts over $1,000; or an overall
single rate of 18%,

-73-



6

7

8

The Uniform Consumer.Credit Code provides
for alternate rates on cash loans of $100
or less. The following charges may be made:

a. one dollar charge may be made for each
$5 cash advanced up to and including
$29.99,

b. an acquisition charge of 10% of the
loan and an instalment account hand-
ling charge of $3 per month may be
made on loans of $30 up to and inclu-
ding $35,

c. a 10% acquisition charge and a $3.50
per month instalment account handling
charge may be made on loans of $35
to $70,

d. an acquisition charge of 10% of the
loan and an instalment account handling
charge of $4 per month may be made on
loans in excess of $70 but not over
$100.

The maximum terms of.loans made under this
provision of the law shall be one month for
each $10 advanced up to a maximum of ten
months. (A $100 loan for ten months would
cost the borrower $10 for the acquisition
charge and $40 in instalment account handling
charges or a total finance charge of $50).

No other charges may be made on loans under
this provision of the law. The acquisition
charge is not subject to rebate; however,
the account handling charge is subject to
rebate.

The law allows for certain minimum charges.
On loans and sales which do not exceed $75,
a $5 finance charge may be made, and if the
transaction exceeds $75, a $7.50 finance
charge may be made, and in such cases the
creditor need not disclose what items make
up the finance charge.

IThe finance charge for revolving accounts
is not to be more than 1 1/2% per month on
the unpaid balance, or 18% annually.

E
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(con't)

9

10

The regular monthly billing statement must
contain an itemized accounting of all
transactions during the billing period, plus
a breakdown of the finance charge and rates,
and special fees used to compute the charge.

The method of computing charges must be
explained on the statement. Most companies
apply their charges to the balance after
all payments and credits made during the
billing Period have been deducted. Others,
however, apply their credit charge to the
previous balance without deducting payments
or credits.

In the event of excess charges, you may
demand a refund or proper credit. If the
creditor fails to make the refund within a
reasonable time, you arc entitled to an
amount equal to the finance charge or ten
times the excess charge, with a minimum of
$100 and a maximum of $1,000.

A delinquency charge may be made on any
instalment not paid in full within ten
(10) days after the due date. The delin-
quency charge shall not be more than

a. five dollars ($5), or five per cent
of the unpaid amount of the instal-
ment, or

b, the deferral charge that would be
permitted to defer the unpaid amount
of the instalment for the period that
is overdue.

A delinquency charge may be collected only
once on an instalment regardless of how
long it remains unpaid. Other payments
made will be applied first to the current
instalment and then to the delinqueny instal-
ments.

You have the right to prepay the unpaid
balance of a consumer credit sale or loan,
to refinance or consolidate at any time
without penalty on contracts entered into
after July 1, 1969. In prepaying loans,
be sure to ask for unearned charges. The
unearned loan finance charge or credit
service charge must be returned to the
debtdr, providing the refund is more than
$1. However, the lender is permitted a
minimum charge.
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12

13

You have three business days in which to
change your mind (rescind) on transactions
which may result in a lien being placed
on your home or land which you expect to
use for your residence.

These transactions include the furnishing
of goods and services or the advancing of
money. This sale may be rescinded at no
cost to you.

The lender must provide you with two copies
of a special form outlining your rights.
To cancel, you need to sign and date the
notice and return to the lender. The
transaction may also be rescinded by letter
or telegram.

The lender is required to return the down
payment or deposit within ten days after
he receives the cancellation notice.

You are to pay the original creditor until
notified (in writing) that your note or
contract has been sold to another creditor
for collection. You are entitled to a 30-
day notice, and during this time you may
notify the creditor of any objections you
have to the assignment of the note or
contract.

You have three business days to cancel a
sale made at your home. Cancellation occurs
when you give written notice of cancellation
to the seller. The seller may charge a
cancellation fee of five per cent (5%) of
the cash price, but not exceeding the amount
of the cash down payment.

You may not cancel a home solicitation sale
if you have requested goods or services
because of an emergency. Neither can you
cancel if in the case of goods, the goods
cannot be returned in substantially as
good condition as when received by you.

The seller must, within ten (10) days after
a cancellation of a home solicitation sale,
return to you any payments made and any
evidence of indebtedness.

EI
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(con't)

Any goods included in the down payment must
be returned in substantially as good con-
dition as when received by the seller.

You must, within a reasonable time after
the cancellation of a home solicitation
sale, upon demand return any goods delivered
to you by the seller. However, you are not
obligated to return the goods at any point
other than your home.

The goods become your property if the seller
fails to demand possession of them within
a reasonable time (40 days) after the can-
cellation. However, you have a duty to take
good care of the goods in your possession
before and for a reasonable time after can-
cellation.

In case of an emergency, you may waive your
cancellation rights.

The Code prohibits extortionate credit
transactions known as "loan-sharking".

Penalties of up to $5,000 in fines and one
year imprisonment are provided for making
extortionate extension of credit, collecting
or trying to collect on a loan with threats
or violence or financing credit extortion.
An annual rate above 45% is considered an
extortionate charge for credit when col-
lection methods are accompanied by threats
of violence.

Balloon payments on consumer credit sales
are not expressly prohibited. If any
scheduled payment is more than twice as
large as the average of earlier scheduled
payments, the buyer has the right to re-
finance the amount of that payment at the
time it is due without penalty. The terms
of the refinancing shall be no less favor-
able than the original sale.

These terms do not apply if the payment
schedule has been adjusted to your seasonal
or irregular income.
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16

Referral sales in which a seller offers you
a discount, rebate or other benefits from
events which may tAke place in the future
are prohibited.

If you are induced to enter into such an
agreement, the agreement is void. You may
cancel the agreement and retain the goods
delivered to you and the benefits of any
services performed, without any obligation
to pay.

A seller who sells goods on credit to you in
more than one sale may secure the debts
arising from each sale by a cross-security
interest in the other goods only if he
already has security interest in the goods.

If you have purchased a refrigerator and
have $50 more to pay on it when you decide
to buy a television set from the same
dealer, a new contract is written for the
television set. The next $50 goes toward
the refrigerator and if payments cannot be
met on the television set the dealer cannot
take title to the refrigerator. That con-
tract is closed.

Payments made on revolving charge accounts
are applied to the goods and services in
the order in which the purchases were made.

A payment is applied first to the smallest
debt if the debt is the result of two or
more purchases on the same day.

A seller may not use more than one agreement
with the intent to obtain a higher credit
service charge than would otherwise be
permitted. If you desire to borrow $600,
two $300 loans could not be made. One
$600 loan would be made.

The creditor has the option on default of
repossessing the goods or suing for the

17 amount due, but he cannot do both. This
applies to consumer sales with an original
selling price of $1,000 or less.
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The seller or lender must get court permis-
sion (obtain judgment) before taking wages
for debt arising from a consumer credit
sale, a consumer lease, or a consumer loan.

Under the new law, the debtor is assured a
minimum wage which will remain free of
garnishment. The amount that may be gar-
nisheed is limited to the lessor of

a. twen' 'five per cent (25%) of his
disp Jole earnings (earnings after
legal withholdings are made) for that
week; or,

b. that amount by which his disposable
earnings for that week exceed thirty
(30) times the federal minimum hourly
wage in effect at the time the earnings
are payable.

An employer cannot discharge a person be-
cause of garnishments until served with
garnishment summons the third time in one
year.

If the employer discharges the employee in
violation of this section of the Code, the
employee may within 30 days bring civil
action for recovery of wages lost as a
result and for an order requiring reinstate-
ment. Recoverable damages may not exceed
lost wages for six weeks.

False or misleading advertising is prohibited
by the Uniform Consumer Credit Code.

The Code provides that advertising is mis-
leading if an advertisement states the
rate of finance charge and does not express
it as an annual percentage rate.

An advertisement which states the dollar
amounts of the finance charge or instalment
payment must also state the rate of any
finance charge and the number and amount of
the instalment payments if it is to comply
with the law.

8':
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All real estate credit in any amount is
covered under the Uniform Consumer Credit
Code when it is to an individual and not
for business purposes, unless the business
purpose is agricultural.

Three special provisions apply to real
estate credit

1. The lender does not have to show the
total dollar amount of the finance
charge or a credit sale on first
mortgage loan to finance the purchase
of the consumer's dwelling.

2. The consumer has the right to cancel
a credit arrangement within three
business days if the real estate used
as collateral for credit is his
residence or is intended to be used
as his residence.

3. A first mortgage to finance the pur-
chase of a consumer's residence
carries no right to cancel.



This presentation along with the transparencies, was prepared

by the Department of Consumer Affairs, State of Oklahoma. The

information was drawn from FAMILY .LIVING TOPICS, "You and the

New Credit Laws," by Dorothy G. Blackwell, Home Management

Specialist, Oklahoma State University. This presentation is used

by the Department of Consumer Affairs to explain the Oklahoma

Uniform Consumer Credit Code. Its use for consumer education in

classrooms is encouraged. Some teachers may wish to use the

presentation as is, or they may wish to use parts as the develop

lesson plans.

NOTIFICATION RECEIPT 1970

NOTIFICATION RECEIPT
Department of Consumer Affairs

State of Oklahoma .



TEST

A.
B.

YOU AND THE NEW CREDIT LAWS

Right to prepay
Excess charges

MATCHING

Time-price differential
Finder's fees

N.
0.

C. Improper disclosure P. Credit service charge
D. Recission agreement Q. Annual percentage rate
E. Assignment R. Finance charge
F. Home solicitation S. Creditor
G. Referral sales T. Credit life-
H. Delinquency charge U. Misleading advertising
I. Multiple agreements V. Cross collateral
J. Loan-sharking W. UCCC
K. Balloon payments X. Three
L. Repossession Y. Eighteen
M. Garnishment

Psi 1. Withholding the earnings of an individual for the payment
of a debt.

K 2. Scheduled payments that are more than twice as large as
the average of earlier scheduled payments.

I 3. Using more than one-agreement with the intent of obtaining
a higher credit service charge.

4. Using goods not yet paid for from a previous sale as
security for a present sale.

F 5. The purchase of goods or services in your home.

D 6. The agreement which allows you to change your mind on
transactions which may result in a lien against your home.

B 7. Exceedingly high interest rate.

A 8. The right to pay off a loan before the due date.

C 9. The failure of a creditor to tell the borrower of required
information.

E 10. The sale of a credit agreement to another creditor for
collection.

J 11. Collecting by use of threats or violence and charging
excessive interest rates.

L 12. Reclaiming of goods by the creditor for failure to pay
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G 13. Sales in which a seller offers you a discount or rebate
for a list of prospective customers.

H 14. Charge for late payment.

0 15. Extra sums figured as a percentage of the loan amount and
charged in a lump sum.

5

N 16. Any difference between the price of an item sold for cash
and the same item sold on credit.

P 17. The sum of all charges the creditor requires you to pay
to obtain credit.

S 18. One who arranges for credit to be given.

R 19.

Q 20.

T 21.

U 22.

W 23.

Y 24.

X 25.

The total of all charges which you must pay for credit.

The ratio of the finance charge to the amount financed.

Insurance to pay off the loan if you die or become per-
manently disabled.

An advertisement which states the dollar amount of the
finance charge but does not state the finance charge as
an annual percentage rate.

Abbreviated title for the Oklahoma Uniform Consumer Credit
Code.

The maximum annual percentage rate for revolving charge
accounts.

The maximum number of business days in which you may
cancel a sale made in your home.

COMPLETION

1. The finance charge for revolving accounts is not to be more
than 1 1/2 per cent per month on the unpaid balance,
or 18 per cent annually.

2. A charge for late payment is known as delinquency charge.

3. How many times may a delinquency charge be collected? once

4. Under the Uniform Consumer Credit Code, a consumer has the right
to prepay. What does this mean?

5. If you are charged too much for credit, can you, the consumer,
get a refund? How?

q
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410 6. Explain what the words improper disclosure mean to you.

7. How long does a consumer have to change his mind on a credit
purchase?

8. When a contract is assigned to another creditor, what are your
rights as a consumer on the assignment?
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U.S. News World Report
WASHINGTON

2300 N STREET, N.W. WASHINGTON, D. C. 20037

October 2-, 1970

AIR MAIL

Mrs. Eunice Judd .

Oklahoma City Public Schools
900 North KL-sin
Oklahoma City, Oklahoma 73106

Dear t:rs. Judd:

Thank you for your letter of Saptemixer 30.

We regret that we cannot give you
"Why Th-: Worry Ovcr Credit Cards," from OUT
rules, tv,; do not permit any reproduction or
thy: news or editorial columns of newspapers

permission to reprint the
Novembar 24, 1969 issue. Under our
reprinting of our material except in
or other regularly published poriodicals.

You may 1)::: int2rst7:d to know that you can obtain cop .as of th compl:-tc:

issue in which the articla appeared. They arm: available at the bulk rat: of 40 .co its
each on orders of ton or more copies; 25 cants each for 100 or more copis. If
th:,,se would s:1rv3 your purpose, lat me know end I'll be glad to pass your ord_r on
to our Circulation Departmant.

ALF:aw

We are sendinu, 10 copies to you under separat cover with our complimmts.

Sincerely yours,

Audrcy L. Forbes
Managc,r, Reader Service



APPENDIX E

Statistics from the United State District Court, Western District
of Oklahoma. Total Bankruptcies, 1969 and January 1 through
May 31, 1970.

Rollins, R. L., 'Helping People Help Themselves , Oklahoma Consumer
Finance Association, Inc., Oklahoma City, Oklahoma.

Haggett, Bryce A., The Oklahoma Version of the. Uniform Consumer
Credit Code , Quarterly Report, pp. 79-84.
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UNITED STATES DISTRICT COURT

Western District of Oklahoma
Office of the Clerk

Oklahoma City, Oklahoma 73102

REX B. HAWKS
Clerk

Western District - Oklahoma City

Alfalfa Jackson
Beaver Jefferson
Beckham Kay
Blaine Kingfisher
Caddo Kiowa
Canadian Lincoln
Cimarron Logan
Cleveland Major
Comanche McClain
Cotton Noble
Custer Oklahoma
Dewey Payne
Ellis Pottawatomie
Garfield Roger Mills
Garvin Stephens
Grady Texas
Grant Tillman
Greer Washita
Harmon Woods
Harper Woodward

Total of 40 counties

TOTAL BANKRUPTCY CASES FILED IN THE WESTERN
DISTRICT OF OKALHOMA FOR THE YEARS LISTED
BELOW:

1969 1,760 cases
1970.(January 1 - May 31 874 cases
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"HELPING PEOPLE HELP THEMSELVES"

by

R. L. Rollins

It was a little over two years ago when twenty-six Oklahoma
City business.and civic leaders incorporated the 'Consumer Credit
Counseling Service of Central Oklahoma, Inc.". At that time, the
incorporators of the non-profit new counseling service set forth
specific objectives and functions for the new organization. First,
it was to be an agency for advising and counseling on budgeting and
family money management. Second, it was supposed to help persons
with acute debt problems develop a plan for liquidation, within
their means, with the cooperation of the creditors, thus helping
people help themselves. Third, it was charged with the responsi-
bility to help prevent debt problems by fostering education on the
use of credit, on budgeting, and on family money management.

As of April 1, 1970, the service had been in operation exactly
twentyseven months. To what extent has the organization filled
its objectives? How well has it been accepted by the community?
What are its accomplishments? What about the future of the
organization?

BANKRUPTCIES DOWN

Perhaps the response to the first two questions is answered
by the dramatic decrease in the number of bankruptcies during the
past two years. The bankruptcy rate dropped 10% during the first
year of the counseling service's operation, and dropped an addi-
tional 15% during the past 12 months. Judge William T. Billips,
referee in bankruptcy, attributed this local drop in bankruptcies
to the Consumer Credit Counseling Service of Central Oklahoma, Inc.
He further reinforced the statement by commenting: "Bankruptcies
have been going up for years, but now they are going down." This
is indeed wonderful testimony to the viability of this young
organization. Mr. R. P. Chancellor, the Executive Director of the
counseling service and chief architect of its first two yeais of
operation, set forth the service's accomplishments in these terms:
From January 1, 1968 through April 1, 1970, over two thousand
families with debt problems have been counseled; one thousand three
hundred started on proration payment programs; twenty-five withdrew
and filed bankruptcy; and three hundred eighty families are cur-
rently in active proration. Certainly, this overwhelming response
from people with money management problems indicates a real need
for the services of the Oklahoma City based counseling service.
Just as significant to the local creditors and others who extend
credit is the fact that the total debts owed by those people now
in proration amounts to slightly over one million dollars. Funds
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already dispersed to creditors during the past two years amount to
over one and one half million dollars. The data speaks for itself.

By any benchmark one vishes to apply, the counseling service
has not only been well received by hundreds of people in financial
difficulty, the leadership of the community, and government of-
ficials, it has also far surpassed the dreams of those who were
privileged to launch the organization.

FUTURE OF SERVICE

What about the future? Like most other credit counseling
services located in major cities throughout the United States,
the Oklahoma City operation makes its services available to debt-
troubled consumers for a very nominal fee. This charge in Oklahoma
City amounts to a very small percentage of the cost of rendering
the-srvic. A lrlrg,-; bulk of th-L, finances required in the
operation of the service comes from a fee charged to creditors.
The fee charged creditors is a one dollar per check fee up to
twenty-five dollars, and a two dollar fee for checks in excess of
twenty-five dollars, both of which are deducted prior to distri-
bution to the creditors. For this kind of fee to provide adequate
financing for the organization, it is absolutely essential that
all creditors, including doctors, believe in and support the
concept of the counseling service. Of the one and one half million
dollars distributed to creditors in the Oklahoma City area during
the past two years, over seven per cent, or over one hundred
thousand dollars, has been distributed to doctors and hospitals.
Because of the relatively large stake that doctors have in this
operation, it is important that they be aware of the value of
such a service to the community. For the most part, responsible
credit grantors in the community have cooperated in an excellent
manner during its first two years of existence. However, some
short-sighted creditors have not only objected to the nominal fee
charged, but have actually demanded that their customers pay
the charge themselves. This practice reflects negatively not only
on the creditors, but worse, it tears down all the positive good
will built for the counseling service. The entire credit com-
munity, including doctors, has a vast stake in the success of the
consumer credit counseling service. At a time when "comsumerism"
is the movement of the day, those ir.voivera in the extension of
credit must put forth responsible programs to counteract more
government regulation.

Bob L. Rollins
Oklahoma Consumer Finance

Association, Inc.
720 Leonhardt Building
228 Robert S. Kerr Avenue
Oklahoma City, Oklahoma 73102
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"APPENDIX F

Suggestions for Bulletin Board Displays
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