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Artistic director
puts the spotlight
on college theater

flair

he has made quite a blt of progress
on that.

The program has gone {rom what
he deseribed as “little or no theater
courses” to such offerings as acting I

AMES HARTMAN has acted in
J everything from Shakespeare,
to !

In one of his more unusual
roles, he played a time-traveling
Abraham Lincoln in a made-for-
movic.

“It was a four-hour makeup job,”
Hartman recalled, “and when it was
done I stood there waving my hands
because I looked In the mirror and
dldn't see my own reflection.””

Hartman's latest role, though, s
behind the scenes, setting the stage
for a revitalization of the theater
program at Schooleraft College In
Llvenla,

The Farmington HiMs resident s
In his third year as the artlstic dirce-
tar of the Schooleraft theater,

He oversees the college's theater
curriculum, teaches and puts on
three plays per year at the college
theater, This January, he will be
made a full-time member of the col-
lege faculty,

HARTMAN'S GOAL has been to

put the spotlight en the Schoolcralt
theater program, making it more of
a presence at the college. He flgures

andII, ft and lighting, histo-
ry of the theater and oral interpreta-
tlon of Hterature.

The program also has increased
(ts number of annual shows from
two to three, and the number of per-
formances per show from four to six.

The first offering thls year, “The
Man Who Came to Dlnner,” had the
largest cast ever at the college — 35
— and played to packed, sometlmes
sell-out audiences.

Hartman sald the theater pro-
gram's increasing profile is “partly
because I do a tremendous amount
of pubiclty. I think visibllity is an
Impor‘i.an! part of a theater pro-

ram,

¢ HARTMAN ALSO sald hls own
commitment to professionallsm has
helped the program.

The holder of a doctorate from In-
diana University, Hartman came to
Schooleraft with 11 years of theater-
teaching experience at the Unlverst-
ty of Cincinnatl and Indiana Univer-
sity. Three of his students eventually
performed on Broadway.

Tralned as a Shakespearean actor,

Hartman also has branched out to
lighter roles in industrial films, tele-
vislon commerelals and in the TV
illms “Jlmmy B and Andre” {with
Alex Karras) and hls as-yct-unre-
lcased “Lincoln at Little Rock.”

TIHE NEXT presentatlon will be
the classle Greek tragedy “Oedipus
the King" in March, fellowed by 'On
Golden Pond” later in the spring,

The small Schooleralt theater (the
stage ks 32 feet by 17 3% feet and the

He flrst came to to ap-
pear in a play at Meadow Brook. He
began working at Schooleraft as a
guest director in 1982,

“I've established a name as an ac-
tor, my credentials are good,”” he
sald, “So I hate to have my name as-
sociated with a production that's not
high quality.”

He stresses to his students that
while they're play acting they'te not
playing around.

“We don't foo) around in rchears.
al. We have a good time, or they
wouldn't put in all those hours. But
they know it’s a serious thing they're
dolng.”

The rehearsals arc kept on a tight
schedule, After two weeks, the ac-
tors are told to have their scripts
memorized so they can spend the re-
mainlng four weeks working on
characterizatlon.

“By the time the play reaches pro-
ductlon, the students are very com-
fortable and confldent, and that's ex-

seats 171) fsn't

to large-scals muslcals or any other
plays requiring a lot of scene
changes. But it is ideal for smaller-
scale, intimate plays, Hartman satd.

“When students first come in here
from high schoo), where they're used
to huge, cavernous theaters. They're
surprised at how small It is. But 1
always {ell them It's a wonderful
theater to be in, because no matter
where you sit there’s no problem
seeing or hearing or fecling part of
the productlon,

“And the actors can even hear the
members of the audience breathing
and making comments.”

The difference in working at a
two-year as opposed to four-year
schoo), Hartman said, is that few of
his current students arc committed
to actlng as a carcer. But he still
found them “exeiting” (o work with.

"In some ways it’s an advantage
because they haven't developed the

tremely imp: to be
onstage."

ical outlook seme people de-
velap who are Into it full ime.”

{‘P've established a.
‘name as.an actor, my
- credentials aré good.
‘So'l hate to have my .
name associated with
- aproduction that’s not
high quality.’ ;| "

BUT SCHOOLCRAFT students en-
tering Hartman's introductory act-
ing courses often are in for a
surprlse. Instead of reading lincs
from plays, they arc more apt to be
learning how to lose thelr inhibitions.

Hartman employs exerclses de-
signed to Increase the students' sen-
sitlvity and concentration and their
fluldity of movement on stage. He ls
consldering writing an acting book
Incarparating some of the lechniques
he uses,

One exercise calls for students to
Jog on stage, waving their hands and
“vocalizing.”

“The average person going by and
lookIng in is going to think i’s some-
thing blzarce and strange. It looks
pretty chaotic and bizarre, but it all
has a function in trainlng the ac-
tors.”

HARTMAN SAID he continually
adds to his own training. In 1he sum-
mer of 1985; for Instance, he ook
part In workshops at the Straiford
Shakespearcan Festival in. Ontario.
Last summer he worked with top
Europcan experts on stage move-
ment at workshops in West Virglnia,

Acting can sometimes be physical-
1y demanding, Hartman has found.

{ilms you go over the same shot over
and over and over again. I like the
excitement of Yive performing.”

— ‘a'mes' Ha}l}rwgzh,
theater director -~ ¢
Schoolcralt College
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In “Jimmy B. aud Andre” Hartman
was called on lo play an alcoholic,
Since his total alcoholle Intake
amounts to about twoe rum-and-
Cokes a year, Hariman had to im-
pravise to get the right effect,

“1 kept myself up alf night, so my
face was drawn, my eyes red and my
walk a little uneven,” he said. "And
It worked very well.”

Three years ago he played Lincoln
in "Lincoln at Littie Rock," a story
about Abraham Lincoln being trans-
ported in time to 1957 and the ractal
disturbances at Little Rock, Ark.
The film has not been shown yet, but
Hartman is hoplng [t will wind up en
cable TV.

He had to spend 10 or 12 hours a
day acting In the Lincolnesque
makeup, which took a tell on his
skin,
“When they took off the makeup,
the slde of my nose woutd crack and
bleed.”

Although he cnjoyed his movie
roles, Hartman prefers the stage to
the sereen.

“I love the theater more. 1 like a
live audience, I like to go through a
seript from beginnlng to end, Plus in

By Loulso Okrutsky
spocial wrlter

Sue Goldsteln, who's made shop
*til you drop nto something of an art
form as well as a husiness venture,
hag refurned to spot consumer
trends and retafling tricks in another
of her underground shopper books.

Recenlly, she stopped In South-
field on her way through a tour tout-
ing her “Secrcts from (he Under-
ground Shopper.” The former Royal
Oak school leacher still adheres to
her own 11th commandment, “Buy
smart, but never pay full price.”

This tlme around, Goldsteln fsn't
making hee way through a jungle of
outlet malls or off-price stores, She's
worklng her way through mall order
catatogs and taking a second look at

.marketinpg and retalt practices,
which affect price.

HER BASIC sceret isn't anything
magleal. She's telling shoppers what
thelr mothers have probably already
told them: Check the scams inslde
the clothing before you buy, and
don’t believe any promise that
sounds too good to be trug.

Good advice, especially since
Goldsteln says the next trend in off-
price shopplng will be mail erder ca-

talogs,

“In the 1980s there are still outlet
malls, but some of these stores
aren't doing well, C didn't

want to wade through ltems. Now
they're beglaning to mal! order dl-
reet from the merchant. And you
have off-price stares that offer enor-
mous volume and quallty at a dis-
count,

“People don't want to feel cheat-
edl.dnr as If they're being cheap,” she
sald.

In the 1970s, she says, buyers were
store loyal. Ten years later, they're
brand toyal. It's that kind of brand
loyalty that's led lo the success of
mall order houses,

IN SOME minds catalogs are still
assoclaled with pletures of second-
rale merchandlse printed on poor
quality paper. Today's mail order
catalogs arc changlng their image.

"Ten to 12 years ago, the plctures
looked ilke a miillon dollars and
when you got the merchandlse, it
was garbage,” sald Don Ball, presi-
dent of Imoco, a housewares mall or-
der flrm. Hls busind

Buy smart
‘But never pay full price,” says the Underground Shopper

‘In the 1980s there are still outlet malls,
but some of these stores aren’t doing
well.'Consumers didn’t want to wade
through items. Now they’re beginning
to mail order direct from the

merchant.’

— Sue Goldstein
author of

“Secrets from the Underground Shopper”

enough to us," he satd.

Buslness plcked up when Corning
glassware agreed to an arrange-
ment, "They were very, very selec-
tlve. They checked me out from my
toes to the top of my head.” Now, he
says, hils flrm is the country’s largest

of Cq e. That com-

0SS
favorably in Goldslql;l's book and
he's been Louring wty'her.

“Brand dldn’t

pany’s approval opened the door to
General Eleetric, Sylvanla and
A fcan Tourister.

want to be involved in discounts by
mall. They. were/Afrald they'd lose
their retall business,” Ball sald,
That wasn't necessarily so, ac-
cording to Ball, More people are
golng to go Into stores,” ko said, His
first brand-name discount arrange-
ment was with Samsonlte. “It was

L L 4

‘They didn't discount

BALL WON'T vouch for the cntire
mall order Industry. Cautlon re-
malns a consumer’s best weapon, he
warns. “Look for lots of band names
in a catalog,” he said.

“Most quallty catalogs specialize.
The most successful mail order com-
pnpim are not everything to cvery-

body,” Goldsteln said.

Ball also advises checklng with
the Better Buslness Bureas. The
BBB, however, can't advise a buyer
to patronlze a concern. Instead, it
can only report the number of com-
plaints logged against a company.

“Be careful how you interpret the
repord,” Ball sald. “No matler what
mail order company you're dealing
with, somcone has lodged a com-
plaint against it. The reports will say
clther 'some complaints’ or ‘many
complaints.” Cheek to see if there are
a+large number of unsettled com-
plaints,”

IN THE LAST ycar, there have

been 14 complaints lodged with the
BBB against Ball's company, He
- .

sajd that one complaint remalins un-
settled.

Some complaints stem from a cus-
tomet's misunderstanding of how to
deal with mail order companies, he
explalns. “Five hundred of every
3,000 orders we recelve are improp-
erly handled by the customer,” Ball
sald.

When ordering he suggests never
sending cash. IU's easlly lost or stolen
and teaves the buyer with no record
of having paid for the merchandise.

Also, wrlte leglbly. Include your
full address. Remember to complete
the order form, including an indica-
tion of the slze, amount and color
you want. Double check the total
amount your order will cost. Arith-
melic errors can delay merchandlse,

Always keep a record of the name
of the mail order firm and Its ad-
dress In case you want to return the
item. I have an erder sitting in my
warchouse rlght now. The person
dldn't buy the merchandlse from me,
We den't carry it,” Ball said.

ANOTHER TYPE of mall order
that is stowly coming Into Its own Is
shopping vla cable television,

“It's television. IU's entertainment
first. There's a frenzy about It,” sald
Goldstein. “It's impulse. The con-
sumer wants to say 'sing it to me.’
There's thal romance of having
someone who's good looking deserlbe
this product to you while you sit in
your ewntgomc"‘ '

But what you hear lsn't always
what you get. “The medla is differ-
ent," Ball sald. “You can say some-
thing is gold on television. But If we
put it In peint we have to say gold
plated or gold covered, Television Is
not yet bound by these rules.”

WHETHER THEY usc catalogs or
tetevislon to piteh their wares, mer-
chants know the demographles of
mall order shappers favors them.

A decade ago, \he average catalog
shopper looking for discount prices
carned a famlly Income of $18,000
and had a high school education.
Now the catalegs are atiracting peo-
ple with family Incomes of $45,000.
The average age of these buyers Is

$.
“They have more leisure time and
want to do somethlng other than
shopplng,” Goldstetn said.

Elderly shoppers are also drawn
to mall order husincsscs. “They're
not so mobile," Ball sald. “They fear
for thelr safcty or they have arthritis
and fear being jostled, For many it's
a physical effort o go shopping.
They prefer the convenlence of
mail.”

NO MATTER how one shops, In
stores or by mall, Goldstein suggests
planning some purchases for the
coming year.



