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Expertise

Appraisers develop specialties as
profession moves toward licensing
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Computer firm on solid

ground after

By Philip A, Sherman
staff writer

A publishing-software company that was almost
ground out of business 18 months ago closed Its 1966
fiscal year with $6 miillon In sales. It Is better than
hallway 10 doubling that figure for fiscal '87.

“We burned through so much money during our flrst
two years you wouldn't believe it,” said Larry Moore,
the Plymouth resldent who is president of CText. The
company takes its name from the programming lan-
guage it uses — “C" — and what they use the language
for, creating applications software to process text.

With partner and chief exceutive officer Darry) Tja-
den, CText was built In 1983 on the Idea that newspa-
pers and others that need edltorlal and classified ad-
vertising publishing systems don't have to use dedlcat-
ed, or as Tjaden says, “proprictary” hardware. CText
has more than 135 systems worldwide In service to-

day.

Moore and Tiaden are renegades from Hastech, a
Manchester, N.H., company that makes and sells elec-
tronic Lypeselting equipment,

They started with threc employees In the basement
ol Meore's Plymeuth home, but that lasted just two
months. Then they moved to Tjaden's basement for a
month and finally secured office space (now 3,000
square feet) off Eiscnhower Parkway on Aan Arbor's
south side.

1t was hard to convince customers they were a
growing company whlile they were sharing a room
with a hot water heater, he said.

CText's success stems from lts use of off-the-shelf
personal computer equipment. The company ls a val-
uc-added dealer for IBM, a value-added reseller for
Apple and a big user of IBM compatibles.

A small staff d: to
fit a client’s needs or uses the cllent's exlsting compat-
ible system to run CText-licensed software packages.

MOORE AND Tjaden say the “open architecture”
(which allows users to skip over serviee

shaky start

tions) of personal computers guards against obsoles-
cence and allows PCs to be updated as needed.
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fore shipment.
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Barbara Selchter knows houschold furnishings. Holding a copy
of a gold-plaled 17th-century candiestick that could be worthup to -
$1,600 if it were genuine, she flips it over to reveal the $15 price .
tag from K mart. .

“This explains why you can't look at a photograph 10 make an-
appraisal,” sald Seichter, a Bloomfield Township interlor designer.
Scichter s part of the recently formed Michigan Appraisers, a
branch of the International Society of Appralsers.

“We believe that ethles is part of our profession. Licensing will
come, It's already belore the state Legislature In Texas,” she sald.

Scichter and Ruth Rattner, a fine arts appralser from Blrming-
ham, would like to sce Michlgan apply a higher standard to the
process of appralsing personal property. While ISA s a decade old,
the Michlgan chapter was formed only last spring.

The two, with severa) collcagues — each speetailzing In a partic-
war area — have taken several courses offcred by the 1SA in
conjunction with the University of Indlana working toward certifi-
cation. ISA focuses on persanal property only, not real estate.

Classes have focused on ethlcs, types of appraisals and tax ap-
pralsals, which follow strict Internal Revenue Service guidelines
and are considered logal documents,

“[t's grueling classwork,” said Rattner, who has traveled as far

Ruth Ratner
fine arts

as Texas for courses. “And I you don't pass the exams, you're niot
considered qualified.”

THE TWO ARE still working toward certification, which will
by pletion of a H i
tlon, -
“Everyone scts themselves up as an appraiser,” added Seichter,
noting that many consumcrs slmply seek an insurance appraisal
from the shop where they purchase their specialty goods, like fine

Jewelry.

“ D are to get fussier, asking for |
qualifled appralsals,” she sald.

“If they accept your appraisal, they are llable. They want au- -
thentication because of clalms they have to pay.” !
Rattner and Scichter, both [reelance appraisers, think that the
day is coming when all insurance companles will demand appra- -
Isals by qualified professlonals. .
Rattner, formerly on the curatorial staff of the Detrolt Institute
of Arts and an art historian, gets referrals through iocal gallerics.

museums and schools.

“It's a marvelous fleld for young people to get into,” she said.
“No matter what I know, it's not enough. I've been in the art world
30 years. The decisions you make carry a great deal of weight. You
are responsible.”

HOLDING UP a limlted cditlon lithograph by American artist
Larry Rivers, Rattner describes the process of appraisat, She notes
the artist’s signature, where it appears, color, that it's slxth of 16
in the serles, and any visible damage.

“We do appraisals only from the object,” she added.

‘It's very common for a
general appraiger to
appraise art in an estate.
Often they're not qualified.
They don’t have the
expertise. No one can know

everything about everything.’
— Ruth Ratner

Insurance and tax s can va on the
same plece, Tax appralsal Is required by lhe government when a
person claims a charitable donation more than $5,000.

“For a tax appraisal, we check records of comparable recent
sales. For Insurance appraisal, we consider the replacement val-
ue," Rattner sald, noting that such work often entails exhaustive
research.

Rattner is neither an art dealer nor a collector.

1 have no vested interest, nothlng to gain,” she sald.

Her fee is based on the amount of time she spends with her
client ond on rescarch. A comman, less savory tactic Is for an
appraiser to charge a percentage of the value of the item. often
artificlally Inflating the worth to collect a higher fee, she sald.

“CLIENTS USUALLY have art collections ranging from three
to 60 pleces,” she sald. “Most need an insurance appralsal, But I
also get referrals from galicries on clients who donate a work of
art to a museum or a hospital and need a tax appraisal.

“It's very common for a general appraiser to appraise art in an
cstate,” she sald, “Often they're not qualified. They don't have the
expertise. We can only specialize in one area. No one can know
everything about everythlng."
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years ago, Gabrlel sald.

"It is opening up new avehues for
a whaote lot of people.”

Gabrie] sees two or three people a
month who are interested in equip-
ping an in-home office.

The first step In helping a client
establish a offlce in his home is to
find out exactly what a clicnt’s needs
are before recommendtng a comput-
cr system, he sald,

“We attempt to work with them
and find out thelr necds and recom-
mend equipment and software that
will do the job they need.”

Equiping an in-home offlce with a
computer system costs $3,000 to
$5,000, he said. Ralnbow also sells

computer supplles and work sta-
ons.

“'A waork station should run $400 or
$500, and you don’t need much more

space than an ordinary secretarial,

require a data base? You need to
know this before you can recom-
mend & system.”
Another el

ing to

"
cat Is the price and
t into &

desk for an
home office.”

STEWART WASSON, ofticer man-
ager of Computerjand in Livonia,
said he has seen the number of cus-
tomers inquiring about home office
computers Increase over the past
two years.

“1 see about three or four a week
now where two years ago it was not
nearly that — maybe one inqulty &
week,” Wasson said,

His store sells computer supplies,

ge

system they can afford.that will
meet thelr n

Inacomp carries a furniture line,
Easton sald, and they do sec some
one-stop shoppers who scf up their,
entire home offices from p
at Inacomp.

“We have clients who come {n and
buy It &) kere,”

inacomp's Blrmingham location
has expericnced dramatie growth In

Ploase turn to Page 2,

* Can be uved sutomaticaly kn eveey

North American ot Gity.
« Exclustee computerized eror-iricking systom,
+ Volume incentive Pricing Plans.

Plus b th purchsse of 8 phons.
Ofto Exphos 113147
METRO COMMUNICATIONS
* THE GOLDEN TRIANGLE AGENT
* FOR: SALES « SERVICE « INSTALLATION

@ﬂu_;‘nn'la'u-

garemom===" CALL 534-9350

< =




