David Motfel, owner of the Classic Mov(ec & Comic Cen-
ter in Livonia, sponds a fow momonts paging through a
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fot got inta the b: b

camle book behind the counter of hils store. Whilo Mof-

Comic Collecting up

Shows cater to buyer trades

Imagine yoursell with special “superpowers”
that glve you the abllity nat only to confront your
deadlleat enemy without fear but also to win out
aver evil forces bent on destroying the world,

It's casy — with the help of one of the many
supethero comic books popular today. Although
these comic books provide plots that are pure fan-
tasv, their growing popularity and profitabillty
‘with readers, collectors and dealers are very real.

As demand for current comlcs as well as collect-
ablo back issues bas increased, comic book showa
have become a popular way for comic book tn-
lt:::lnh {0 buy, trade and search out their favorite

3.

Although many view comlc book collecting as a
“kid's hobby," comle book shows attract a variety
of people. .

Many customers in thelr 20a bave continuously
been reading comic books, while peeple in thelr 30s
come back (o collecting because of nostalgla. The
youngers ones are lnto It because they are kids,
“*They have an excuse,” sald Tony Brown, coordina-
tor of the comlc book showa at Livonla’s Hollday
Inn on Plymouth Road.

Brown, a music Instructor at Washtenaw Com-
munity College, got involved in the shows out of a
need to sell his own colleclon and now flnds it prof-
itabte to run shows continually, on a slx-week basls.

His table includes cheaper comies selling three

* for a dollar, as well as early "Superman” comlc
books costing as much as $210, .

THAT $210 price shocks no one in Lhe comie
book buainess, aince a copy of Actlon Comic No. 1,
contalning the flrst appearance of Superman, selly
{for $1,000 Lo $1,6000, depend!ng on It's condition.

According to Brown, comic book deallng can be a
profitable business, “If you play your cards right.

“It’is lke any other investment. If something
dles you are stuck with it. It’s llke & mlnl s
market,” he sald, while pointing to his copy of
“Howard the Duck,” a tready comic fading in popu-
larity,

‘This Livonia shas, which Brown and hls brother
Mike put on every slx weeks, attracts many collec-
tors hoplng to find that ope comic that will com-
El;)u their collection. Some collect every comic

k by one artist, while others try to get every - -

comic that contains thelr favorite superhero.

Brown began collecting boplng to get a complets
run of Superman. He finally gave up when he real-
ixed he would need another $7,500, Now he sella his
supermans, with the exception of the ones that
came out when ho was young.

“Those are the onea that mean something to me,”
he sald. “I collect them to recaplure part of my
chlldhood.”

Brown stopped colleetlng “Superman” comics
when he entered junler high, because [t was consld-
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‘Many customers in their
208 have continuously
been reading comic books,
while people in their 30s
come back to collecting
. because of nostalgia. The
younger ones are into it
because they are kids.
They have an excuse.’
—Tony Brown
coordinator
comic book shows

ered “litlle kid's stufl.” After sponsoring many
shows, howaver, he has observed many kids who
see more to it than that,

“Now you find kids buylng multiple coples of new
Lssues because they think they may become collect-
able. Before it was just o kid thing,” he recalled,

COMIC BOOK shows attract not only Independ-
ent deslers, but also area comic book stores. Store
employees bring out store stock for promation or to
{ind buyers for "hard to move" merchandise.

According to David Moflet, owner of Livonla’s
Clazslc Movie and Comie Center, comlc speclalty
stores sprang up after the conventlons and shows
legitimized the hobby. Now, these stores can pro-
vide a8 much diversity in comlics as the shows do.

“Before 1088, there were no stores. Thea, to flnd
;‘ b:{ckhl.mue. you bad to go to a garage sale,” sald

offel

By buying private collections, Moffet now man-
ages one out of approximately 10 comic book stores
in the metropolltan Detroit area, Although hia stock
contains almost anythin} a collector could want,
there are soma books he swill not take tn.

“We sell the middle-pticed books,” be sald. “The
economy i1 affecting the sale of the more expensive
comic books. Now the $200 and on up books are
selllng slowly, where before they would move
quickly."

He describes his average customers as male, be-

tween the ages of 10 and 35, and primarily inlerest.
ed in collecting superhero comies.

“My persohal theory of why they are so popular
is because tho supecheroa don’t have to pay taxcs
and ean go around beatlng people up,” Motfet sald,

he onjoy
comic books, he said he does not have the time now. "
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‘1 struck up a friendship witti a

Farmington bookstore owner. When he -
. complained about paying rent on his
- unused basement, | suggested using ) ;

4. < thespace foracomic bookstore. He

liked the idea, and offered me a job ’ .

‘running it.’ .-

David Moffat
owner

" Classic Movie & Comic Center

Comie book hobby

is now his business

By K., Kozlowsk]
special writor

- OW DO YOU transform 2 hobby (nto a
Mourishing business? Azk David Moffet,
proprietor of Clesslc Movie and Comlc
Cester, located in Lhe Mid 7 Shopplng

Center, on Middlebelt at Sevea Mile, .
Moflet, a vintage comic book collector, was
working on his masters in business administration
at the Unlversity of Detrolt when he began his ven-
ture into business. As a colleetor of first lasue com-
lc books, Moffet regelarly made the rounds of area
‘bookatores, looking for comle book finds.
+ “I struck up a {ricndship with a ,Flrmlng;:?:
Hi,

bookstore owner," said Moffet, & Farmington
dent and 1968 graduate of North

. : s
where peaploconldeycbaumeénunmvnlhq
entered.”

With the decision to move settled, another deci-
sion bad to be made; what o fill the additional”
space with? Moffet looked at the booming video-
tape market. “At that time, everyone was getting
iato video, Video stores were springing up on every
corner, like mushrooms, So I decided to go with
be!ner: fnmplcuz ‘paper’ store (deallng with books,

3 3 paper.

Motfet does not rule video out -lloedher).:bowvw
er, Classic orders videotapes for soma of its regolar
customers, shopping around for ‘the best rate.
“Evenutally, Classic will expand its video line, but
not untll the paper goods can wholly support the
venture,” Mo‘!!:l sald, y

gh
School. “When he complatned about paying rent on
his unused basement, I suggested using the space
for a comic bookstore; He llked the Idea, and of-
{fered me & job running it

Leaving school, Motfet jolned the business as an
employee In 1977, and gradnally bought out (he
original owmer, While the comic division grew, the
bookstore upstairs also underwent some change;
evolving, over a period of time, from a general

into an enterta book: with
movie books and music anthol in
additlon to movie and personality posters, old re-
cords, and movie stilla,

As the business developed, decisions had to be
made regarding its future. Opting for more apace
and a oge story than two story lsyout, Moffet
moved Clasale from its Grand River and F: -
%Mmﬂmw!amtu onia local
18, L : T

R v s

"PEdPLE WOULD go downstatrs and never
look arcund upstalrs, and vice versa, at the Farm-
Ington store," Moffet sald, ‘T wanted a layout

¢ in

hudsons

ale ] .
el“ ORDER BY PHONE: 24 houts ¢ day, 7 days 0 week

rom the store, Classic
mmwww wilhu:“oldltyh
of not only selllng, but buying
and trediog with customers.

“We have two types of suppliers; companles on
each coast that furnish Classic.with a large propor-
tion of Ita paper goods; and people off the street,
locking to vxpand or mhorten their collections

. through trade or sale.”

!

Demand aiso creates a market, as Classic found °
out mast recently with its latest endeavor, baseball -
cands. “We had a lot of little boys coming up on -
thelr bicycles, asking about baseball cards. So, I .
picked up a few cards to see bow they would do, -
and they were 30 well recelved that we have ex- -
panded our line of ball cards,” Moffet sald. :

Wlthlhnnskummtwnmmnndlln'_

WNSECERK B5ex- Sty
b mmmm bim ‘started in'this .~
terprise It the first place? .
“Unfortunately, no,” the entrepreneur sighed.
“Comics occupy all of my time &3 a buslness now.” -

salé 6499

Reg. 89.95. Hoover* Convertlble™
upright vacuum has a 4-position
carpet selector for maximum etfec-
tiveness on low. normal, high or shag
carpeting. The steel agitator brings
embedded dirt ond gtrit to the surface
where they are swept up and carried
oway in a powerful suction stream. Also
has full-ime edge cleaning, suction
powaer to get tight up to the
boseboards. 9-quart disposable bag.
300 units.* Hudson's Floor Care, all
stores except Grand Raplds, Lansing.
Kalamozoo ond Bottle Creek.

* Tatal unts at o Hudson's stores sted.

Sale encs Wednesday, Oclobor 12

In Metro Datroit, call 569-2454. Elsewhere. order toll-tree 1-800-233-2000. *
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