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‘The Yugo stumbled, but others might not

I you are one of those people who
believes that what this country necds
.. is & good $5,000 car, the trials of
.« Global Motors aren't encouraging.
-+ Global Mo(r.ou imports Yugos.
- of
-+ Bricklin, Global is in the midst of
what Is politely referred to as “re.
,organization,” the aftermath of
-, Bricklin selling It to a group of
investors represented by Mabon Nu.
-, gent and Co. for §20 milllon.
Almost from the start, the Yugo
was not a well-loved

had one ingratiating quality: the
$3,995 advertised price tag.

On the surface, there should have
been a strong market for such a car,
whether as a second-car commuter,
a first-car buy, or even an act of
desperatlon. Along with being one of
the few Western nations without a
national health lnsurance program,
the United States and Sweden are
among the few car-making natlons
without cheap cars,

One reason cited 13 that domestic

whether it was volced in spray paint
on expressway underpasses by irate
Albanianians or in frequent consum-
d it had the

there 1 no profitin chup'un.

BRICKLIN TRIED (o aldestep the
cost problem by im.

+ worst quality record of any car sold

Yugo, and later the plan was to in-
clude a Japanese-designed car built

in Malasia. .

The idea wasn't as crary as It
seemed on the surface because es.
tablished manufacturers were sup.
plying the expertise for the projects,
and the fure of export earnings
the local

porting cars from

in the United States. Regardless, it nations. First the bullt  bend over to supply the
annual Social Security income
:| 1987 earnings $20,000 $25,000 $30,000 $35,000 $45,000+
age in 1988
25 Individuat 11,786 13,548 14,568 15,600 17,625
coupfe 17,688 20,318 21,852 23,400 26,472
35 indlvidua! 10,898 12,540 13,476 14,436 16,296
. couple 16,344 18,804 20,208 21,848 24,444
45 Individual 9,972 11,496 12,260 13.104 14,412
couple 14,952 17,244 18,540 19.656 21,612
§5  Individual 9,048 10,334 10,920 11,352 12,036
. couple 13,572 15,516 16,380 17,028 18,048
65  individual 8,100 9,216 9,564 9.792 10,056
couple 12,144 13,824 15,340 14,688 15,084

By Sid Miitra
special wrlter

More than 90 percent of our finan-
cial planning clients do not have
complete Information on thelr Social
Security income. This I3 not surpris-
ing, considering that many don't be-
Ueve they can count on Social Secur-
ity belng there when tLhey retire.

*. What can yon expect?

, ‘The accompanylng chart (Money,
August 1288) presents a summary of
your expected Social Security earn-
Ings in 1988 dollars. For instance, if
you are 55, have a non-working
spouse and earned more than
$45,000 In 1987, you may expect to
receive $18,048 a year from Social
Security when you reach €5. In pre-
paring this table, the Social Security
Administration assumed that your
annval income, adjusted for infla-
tion, will rise by 1 percent per year.

‘The key provisions
1, The earllest you can claim So-

clal Securily benefits Is ot age 62. °

However, at that age you can get
Just 80 percent of your full benefita,
You will recelve your full benefits if
you walt untll age 65.

2. If you continue to work until
you are 70 and then clalm Social Se.
curity Income, your benefits will in-
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crease by 33 percent.

3. Upon your death, your children
will recelve Secial Security benefits
unti} they reach 18 or 19, depending
upon when they flaish high school.
Also, a non-working spouse can col-
fect Soclal Security until the young.
cst child Is 18. However, if the single
spouse starts working, he or she will
lose $1.for every $2 carned in excess
of $8,400 a year for those reciplents
between 85 and 70.

4, In addition to retirement benes
fits, Social Security pays disability
benefits, However, you recelve these
benefits only if you are unable to
work for a year or if you are terml-
nally {11, Also, disability benefits in-
clude Income for dependent children.

Time for actloa

In order to get your Social Securi-

‘Don’t overlook Social Security
when figuring retirement income

ty benefits in the form of an elght-
page document, “Personal Earnings

cars 1f Bricklin could sell them.

As |t turned out, he couldn't. Yugo
sales are about a 30,000 annual rate
— about a third of the volume a rea-

sonable import franchise network

peeds to be q

left for Global the yet-to-be-delly-
ered Proton Saga.

Global's troubles can be quickly
traced to product quality, consumer
mistrust or problems with setting up
the dealer organization.

On the other hand, I suspect the
most signlficant factor in the Yugo
saga may’have been the nature of
the cheap car market in the United
States. <

- ONE OF THE problems Yugo ran
Into was qualifying credit for first-
:.ime or otherwise Indigent buyers.

credit r

p
slve easy, If exp

financing and even a couple of sport
models did little to change the pic-
ture for Yugo, with the main hope

3 into credit-card-like in.
terest rates — terms that offset the
initia) low price of the car,

In the same market, US, urban

car insurance rates quickly equal &
monthly car payment, and the total
of the two monthly installments on a
$5,000 car lands in the nelghbarhood
of $350. In other words, the paper
costs of car ownership — mainly in-
terest and insurance, Is such a big
portion of the total, the low cost of
the car becomes almost Incidental,

ess, the Yugo enterprise Is
being closely watched by others in-
terested in similar imports, includ-
ing the Romanlan Dacla, the Indlan
Mzhindra and the Grecian Desta —
all built o countries poor encugh
that a Yugo seems like a luxury be-
yond their wlldest dreams.

Dan McCosh is the automative
editor of Popular Science.

Small guy must look out
for indirect competition

Knowing the s a crit-

ical management-related task for
any business,

It may take months to do this be-
cause it isn't always the same or
almilar type of busincss that poses
the biggest competitive threat. Ma-
Jor competitors aren't always within
five mites of another,

‘This week’s column focuses on the
ways in which business owners and
managers may objectively evaluate
and subsequently identify firms
which represent the competition.

In his book, “Practical Marketing
for Small Business,” Herman Holtz
suggests that business owners must
determine whether thelr competition
Is primarily direct or indlrect. Di-
rect competition exists when two or
more firms offer the same, or very
similar, products or services de-
manded by customers.

For example, a specialty pastry
shop may experience dlrect competi-
tion with the gourmet dessert section
of a nearby grocery store, an inde-
pendent dessert caterer, or another

and Benefit "
call 1-800-987-2000 and request form
5SA«7004. Slx to eight weeks after
you mall this form, you will reccive
your personal earnings

pastry speclalty pastry shop.

ON THE other hand, these mer-
chants also compete indirectly with
that attract the

Seminar: “New President in 1988
— Good or Bad?," “Making Money
in a Sideways Market,” “Annuity —
a Boomlng Market,” “CD: No Penal-
ty For Early Withdrawal" and
“Trading in Limited Partnerships.”

The seminar, sponsored by the Ob-
server & Eccentric Newspapers and
Coordlsated Financlal Planning, will
be 7.9 p.m. Tuesday, Dec. 6, in the
offices of Coordinated Financlal
Planning, Sheffleld Office Park,
3250 W, Blg Beaver, Suite 540, Troy.

For reservations, call 643-8866.
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same type of cllentele and have
products or services that potentlally
satisfy the same needs. As a result,
identifying indirect competitors be-
comes a more complex assignment.
But the fact remains that indirect

Mary

focus: small business

DiPaolo

competition 1s now more of a threat
1o small businesses than ever before.
It is no longer safe to assume that
“anyone selling dessert” Is a pastry
shop owner’s primary concern. Buy-
ing pastry typically satisfies an emo-
tional need —~ as does the purchase
of a wide range of goods and ser-

vices.

Keeping this in mind, a local fit-
ness club, bookstore or florist may
represent major competitive threats
otherwise overlooked by the pastry
shop owner. As Holtz points out,
“, . .one common cause of fajlure in
business ventures Is improperly
identifylng and underestimatlog the
competition.”

Findlng out where customers
come from may be obtained through
existing sales data; knowing where
they go and what they buy whea not
dolng business with you may be col-
lected as part of periodic customer
surveys. °

. THE COMPETITION !s not al-
ways limited to establishments situ-
ated withln and around a shop's Joca-

tlon. This is especially true when the
products or services offered Include
speclalty or higher-priced *shop-
plng" goods. .

“My customers come from every-
where Including Bay City and Wind-
sor,” said one Southfleld cigar dis-
tributor. “And since I'm the only
business in the state selling such a
wide range of imported clgars, my
major competitors are based out of
Capada.

Next week we will explore some
of the myths associated with achiev-
ing a competitive advantage In
small business,

In a previous celumn, the Ameri-
can Soclety of Journalists and Au-
thors was listed as a source for rates
pald for articles submltted to speeif-
je publlcations. This information is
avallable only to members of the
ASJA.

Mary DiPaolo is the owner of
MarkeTrends, a Farminpgton
Hillsbased business consulting

Sfirm.
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(610.50 Value) ,
With each $25 worth of Bavarlan Inn Gift Certificates

s

Mon-Thyrs Frg 30y TSR
Tues Wed a8 03 20

N Bundey 128 g

purchased. Perfect for Birthdays, Anniversaties,
WeddIngs or any Holiday gift giving. Ei
NN
Certificates may be used at the & <
.Oak.lelrt.i}‘ehr;gglfqylnmr deslgn Bavarian Inn Restaurant and Motor Lodge ... o (3
case - Hel 32 Dining Rootms, Candy Corner,
-Ellunﬂ%lsclln:ivnld(;or Flass cream 3,.1:951.,,,' W‘MG mn;;;n & Toy Focory, o - . g
colore: 4
Bkement chime Covered Bridge & Leather Gift Shop. S
Reg's70 Send this with your check for 0’,‘“\
SALE $ 3 49 conventent return mall sarvice. g
PRICE Please send me Bavarian Inn Gt Certificates.
NORTHVII;:-E {checkone)  Q%25% D500 Q3100%°
':;;w:sggé'éu;’"m ;(y check In the amount of Is enclosed,
ne block N of Min off Sheidon
o -““M‘;“’ 3454038 inner cards will be retumed witk certificates.  Obsv./Ecnt.
ANDERSON'S Address o,
CLOCK WORLD Sute ™ o
1117E. Long Lake Rd, )
2t ot Aoches! Offer svallable thru Dec. 22, 1988. Gift Centificates can
Troy « 508-3

used amtime. "Soms restrictions may apply to dinner cards.
Mail to: Bavarian Inn, Attn: Gift Certificate,
713 S. Main St., Frankenmuth, Michigan 48734
(517) 652

When you're a member of Health Alliance Plan,
‘health care without ever getting a doctor's bill. . .
_That's because HAP helps keep your body running smoothly bgleowﬂrxlg everything from
routine office visits to htgitalimtion 1o lab tests to matemity care. Plus, offers you more
than 1,600 physicians at 23 medical centers, 18 area hospitals - — o
and hundreds of individual doctor’s office locatiohs. ’
So health care is always nearby.
For more information, call 872-8100. And leamn all of ~
the reasons why your human body deserves to be covered

you get comprehensive and hasslefree i

by Health Alliance Plan, " Your hoolth desorves the best. -

> . ‘.




