Smell sells barn buyer

Continuod irom Page 3

rounded by studs where walls will be.

The home has a historic took o it a)-
ready. But Sundquist said he’s not golng
to go overboard making the house so
authentle it becomes as uncomfortable
as 3 museum.

1 don't want to live In 1890s-vintage
furniture,” Sundquist said. “The love
seal, which was go popular back then,
was uncomfortable as hell. I've got a
kitchen set coming in that is 1940s vin.
tage. It fits n, and It's cak. I don’t want
a custom-made period piece, I want a
liveable home."

PROGRESS on the home's exterior
fias been noticed by many people who
pass by, sald Sundqulst,

“I've gotten to know a thousand peo-
ple because of It," he sald. “Folks walk-

e

ing by stop to comment on the prog.
ress. An old carpenter sald to me one
day that he sees a lot of people doing
work on thelr homes but ‘You're doing
a great job." '

Remarks llke that make Sundquist
proud because, he sald, he's always
been the type who maintalns “If 1doit,
Idolt right.”

1t's a labor of love, sald the funeral
dlrector, and good therapy.

“I'm dealing with death day In and
day out,” Sundquist said. “And I deal
wlth It serlously. But I can come here
and get away {rom It all. I might throw
o hammer (! T want to take out my
frustrations llke the (frustration) the
average guy takes aut on his golf balls.

“Carpentry is my hobby, my golf, my
tennis, my drinking — all of which 1
don't do,” he sald.
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SPECIAL SAVINGS SALE

Since 1937

A Beautiful Store with Beautiful Furniture

Americn's most distinguished traditional furniture
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@olonial House
20292 Middlebelt Rd. (South of Eight Mile)
Livonia
Open Mon.. Thurs. & Frl. ‘T 9 P.M., Sunday 1-5 P.M, + 474-6900

2 Years or
2 Membarships
for the Price of 1

+30 MINUTE FITNESS PROGRAMS
+ AEROBIC DANCE CLASSES

« NUTRITIONAL. GUIDANCE

« PROGRESSIVE REBISTANCE

EXERCISE EQUIPMENT
+ DESERT DRY SAUNA

+ PRIVATE 8HOWERS, LOCKEAS, AND

DRESSING BOOTHS

+ TRAINED INSTRUCTORS PRESENT

AT ALL TIMES
«BODY BUILDING
.* WEIGHY LO8S

SEPARATE FACILITIES FOR
MEN AND WOMEN

VISITORS WELCOME

FAMILY
FITNESS CENTER
33505 W.EIGHT MILE .
JUST W. OF FARMINGTON AD, °
LIVONIA .

474-8640

Suppott the :
H ¥ tuneral home
MarchofRimes

31950 12 Mio Rd  Famngion Hifts, Michig,
553-0120

Go Blue!

University of Mlchlgnn‘Murching
Band mambers Craig Dembeck,
Jalsy Mead, Laurie Ramsay and
. Rick Rudofski, all of Farmington
. P . Hllls, are among the 271 masch-
: " . ing musiclans who've enter-
talned Wolverine fans this fall,
Noted for itn tively goose-atep
marching and creative forma-
tlons, the band’s musical reper-
tolra ranges from teaditionsl col-
fege songs to popular, classical
and big band pieces. The 24
{lags, 30 trombones, 12 euphonl-
ums, 12 tenor sax, 48 trumpets,
12 alto horns, 17 percussion in-
atruments, 16 alto sax, eight pic-
colos, 24 clarinets, two twirlers
and drum-major are directed by
marching band atumnus Eric
Becher.
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"ENERGY AWARENESS
and CONSERVATION
SHOW

Tho wondors of energy and
scionco. Homo lmprovemont
and energy conservation exhibita,

Standard
or Custom bouchar’s Fv OCTOBER 21st thru 24th
Glass Doors . ..
& ' * designers H DO0O0OCOVLCOOOO
fﬁsﬁfsfsxa?lﬁe A place where hair becomes 2
AN Beand i wotkcrAn .
h e o s e OIL 1A S
- "EXPIRES DEC. 1w} q o '+ o o othoo
Jimmies RusTtics :
Livonia ¢ 29500 W, 6 Mile Dirminghem » 221 Hamilion
Lotisse ciiss | | 478-6010 LIVONIA

- The
Farminaton Gbgerver
and The Farmington/Farmington Hills

Chamber of Commerce
are proud to present a

at the Hollday Inn
10 Mile & Grand River
Thursday, October 28, 1982

Chatlos A. Mouset’s Seminat is a highty
accloimed ond very informative program. The
testimony 1o its value is found in the techniquas

o

Free Advertising and Marketing Seminar

Charlie, 85 ho prolers 1o be called, has vast
expetience as n:uaunoncy ditector, in H "
and outd

o

1] ‘Mo AL
- CHARLES A, MOUSER
Advertising and Marketing Consultant

gonernto teodback, empathy and enthusiasm.
is I

y language

andin salos

ondidoas that can be
o parsonal and business laval.

Chartes A. Mousar, an internationa
advertising-marketing consultant with mora than
28 years of sarvin the graphic communications
Indusiry, 1s the suthor of "My Customers Won't
Pay For Il." Mouser has studled at Prati Institute. in additi

seminars {hroughout the US,A.

training motivation. Dunng tha past several years,
* he has insplred more than 5,000 atlendees, who
have each pald $125 per day to attend his

©of contempotary ndverlising pracnces Impart a4
therough undesstonding. You whil leave the
Seminnr ieefing good about yourselt and your
Job...onthusiastic aboul yout work ond eager 1o
1nck(e the tough prospecis you may now be

and Canada,

Eurokn Coiege and Corngll University. As an attist

1obeing & “walki
of advertising information,” Charhe #:8

] avoiding. When you atiand this froo seminar you
will benelit your business by being more informed
porson. He

{o¢ the Dopartment of Delense, his duties included
art director of the Suprome F olihe
Allieg Powers in Europe.

Part One- §:00 a.m.11:30 a.m.
FOR STORE OWNERS AND MANAGERS

8:00 a.m. ~-Informal Discusslon
8:30 a.m.--Retall Management and
Advertising Seminar

Part One of the Semlnar (8:30- 11:30) .

Is conducted specilically for retall owners and
managers. During this informal session, you will
hear how and why advertlsing works....more
Important, how to get the best return on your
investment of your advertising dotlars.

Some of the topics include:

«Why advertising can't make sales...the

merchant’s responsibility is selling,

«The purpose of advertising {lowering the unit
cost of selling) , the effects of advertising and how
to effectively accomplish both principles.

«How 1o set objectives and goals that you

want to obtaln, and then finding the right road ,
map to follow,

. «How retall merchants can and must conduct
and use simple market rasearch to bolster
advertising effectiveness.

« Plus many Insights Into specitic advertlsing
strategles for various types of retall businesses,

. You and your employees will be exclted about
the prospacts of greater, more profitable business.

dynamic and

;uslno unique ability 1o motvate his audience —

about cuslomer needs and buying habits of today.

Part Two-7:00 p.m. 9:00 p.m.
FOR RETAIL BUSINESS PERSONS

From 7:00-9:00 p.m. is most impostant for

Eour retail sales personnel. Only 7% of shoppers

uy striclly on price. Mos1 shoppers go to slores
they llke and with any luck buy something. Most of *
us taday are just order takers.

This session is scheduled for your
convenlence In sending as many people as
possible to "'get down to the business of selling."

_ You willTearn why you never say, ‘‘May | help
you?" And how to remedy the fact that 80% of
nan-buying customers are turned oft by
discourteous sales personnel.

Learn how to question your customers to
allow them to buy the appropriate merchandise. -

Relailers will find If the cuslomer keeps his
mouth shut they will go broke, Discover how to sell
what the buyer wants, not try to sell what you like.
This part of the seminar Is invaluable,

Each of us spends thousands of dollars each

ear on merchandise, advertlsing, rent, etc. ~isn't
t about time we make our sales personnel
qualified, tralned professionals?

For Your Free Reservation
or More Information Please Call
. A474-3440
or 591-2300 ext. 243

MAKE YOUR RESERVATION TODAY
- THIS IS A EREE SEMINAR

= v



