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Section 89 rules govern employee benefit plans™

It I3 no longer possible for me l.o
plck up a financlal planning publica-
tlon and not be exposed to the new
Sectton 89 rules. Here is a reproduc-
tlon of these rules by Couzens, Lan.
sky, Fealk, Ellis, Roeder & Lazar,

Qualification rules

Under the qualification rules, each
covered benelit plan must meet the
following requircments:

1. The plan must be in writing by
the first day of the plan year, begln-
ning in 1990.

2. The plan must be enforceable
by employces.

3. The employer must disclose the
essentlal features of the plan to em-
ployees by Oct. 1, 1989, or the first
day of the plan year. beginning in
1989, whichever comes later.

4. The plan must be for the exclu-
sive benefit of cmployces.

5, The plan mus
with the intent to bc mnlnminnd for
an indefinite period of time.

1 a plan fails to meet any of these
five requirements, a portion of the
value of each employee's employer-
provided benefit received (rather
than the coverage provided or insur-
ance premlum) is tncluded in his or
her gross income, subject to certain
limitattons based on cach employ-
cc's compensation.

11 the sanctlon applies, all employ-
ecs, regardless of thelr pay level,
must nclude in their gross Income &
portion of the value of the beneflts
received.

Antl-diserimisation rules

‘The second set of rules deal with
the anti-diserimination testing re-
quircments.

A dlscriminatory employee bene-
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fit plan s one that does not meet the
complex ellgibility and benefits tests
sct forth in Section 89. These tests
are detalled and will require signifi-
cant effort to analyze and to apply.
To the extent a plan does not

the eligibility and bencfits tests, a
“highly compensated employee”
must Include in his or her gross io-
come the so-called “excess benefit.”

‘This excess benefit L1 based upon

only to “highly compensaled em-
ployees.”

The term “highly compensated
employee” gencrally means any em-
ployee who, during the year in ques-
tlon or the preceding year:

1. Was at any time a 5-percent
owner;
2. Recelved compensatlon ‘from
the emplayer in excess of $75,000;
. Recelved compensation from

the value of the
coverage, not on the ‘benetlts
received. The penalty also applies

me p! in excess of $50,000
and was in top-pald 20 percent of
employees for such year; or

4. Was at any time an officer and
recelved compensation greater than
50 percent of lhe defined benefll
pension plan limitation (currently §0
percent of $98,084 or $49,032).

To determine whether a plan dis-

the ing emp!
are generally excluded from consld-
eration when performing the ellgi-
bllity and benefila tests:

1. Employees who have not com-
pleted one year of service (or In the
case of benefits under a core health
plan, six months of service);

2. Employoes who normally work
less than 17% bours per week (for
employers with fewer than 10 em-
ployees, this pumber is 35 lor 1989
nndis for 1990);

3. Employees who normally work
dnrmg pot more than alx months
during any year;

4 Employees who are not yzt:l

5. Certain union emp

6. Certaln non-resideat aliens!  ~
Clearly, Section 89 rules ars high-
1y complex. Consult your personal fi-
nancial planner or attorney to gul
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Be a good listener if you want to be a good salesman

It has been said that suecessfully
selling a product or servlee can be

best summarized by the phrase,
“selling Is telling.” If this were true,
sales tralning would not have to in-
volve much more than bullding pres.
entation skills,

But the truth is that more than 50
percent of selling involves the abllity
to listen,

According to Kerry L. Johnson,
author of ‘Sa espeople: Are You
Listening?. . .", elght steps should
be followed ta Improve both Indlvid-
ual Jistening skills and sales per-
formance.

“Many salespeople are never ade-
quately tralned to llsten,” Johnson
said. "Most peaple view llstening as
the passlve slde of the conversation.
To a majority, being In contrel
means being the speaker.”

THE FIRST step In becoming a
good listener is developlng the ablli-
ty to repeat, clarily and summarlze
fnformatlon,

“A great deal of Informatlon is
lost through onc-v-:, cammunica-

marketplace

W.B, Doncr of Southfleld and
»Schur. Peppler and Assoctates joined
sforces to form a new advertising
rgroup. It opencd June 1 under the
»name of Boner Schur Peppler.
¢+ Kolon, Bittker and Desmond Inc,
+was chosen by Cominrtzone Corp. as

1ts marketing, advertising and public
srclatlons agency.
>

 MARS Advertising of Southficld
was chosen among more than 50
tagencies and 100 companles to
recelve three BIZ COM awards for
the development of a 3M Comsumer
Audio/Video Products Divislon cor-
porate image commercial and two
3M Dala Storage Products Divislon
trade promotions.

§isden Eovironmental Corp. of
Troy received an award from the
Mich(gau Society of Professional en-
gineers for developlng a new process
(o dispase of wet palnt sludge. It con-
verts sticky palnt sludge Into dry,
non-hazardous powder.

Resourse Data Systems Corp. of
Southfield joined TAB Products Co.
in a sales alllance. Resourse Data is
now an authorized TAB Laser-Optic
Fillng System reseller.

TCBY (The Country's Best Yogurt)
opened another store in Walled Lake
at 14 Mile Road and Haggerty in the
Newberry Square.
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tion,” Johnson sald.

As a result, achieving “eongruen-
cy” through the communlcatlon pro-
cess beeomes Impal

“Congruency provides two-way
communlcation through the Interac-
tlon between the speaker and the lis-
tener because the listener Jearns to
listen to emottons to reach a point of

*trust with the speaker.”

To achieve congruency, Johuson
sald that repeating, clarifying and
summarizing information Ls crucial.

“it lets the cllent know that you
are paying attention and have
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reached the same level of under-
standing in the conversation.”

NEXT, A good llstener listens to a
ctlent at the optimal tension level.
Stress can be measured, with 0

belng a very relaxed state and 100
an anxlety state where some people
experience difficulty In thinking log-
icatly, The optimal listening tension
1s in the 30 to 40 range where enthu-
siasm thrives.

By k attetive and alert, a
A ?ili?eablembcnbe(mu:-

tener lnd retain more information.
Johnson suggests some simple ted!~
niques, including standing op
posaible and periodically (ns!.ng I.he
muscles In the arms or legs while
sitting.

KNOWING WHAT questions to
ask represents the third step in de-
veloping good lstening skills. Suc-
cessful salespeople know they can't
sell nnless they find a need or a
group of needs they can best attempt

to satisfy. By asking the right ques-
tions, the chances of getting the right’
information will be greatly co-
banced.

Next week, we will cover the re-
maining steps used to develop posk-~
tive listening skills for I.mprovcd
sales performance,

Mary DiPaolo is the owner oj
MarkeTrends, a Farmington
Hills-based buginess consulting
firm. She is also producer and,
host of the cable television scries,’.
“Chamber Perspectives.” .

We can help you save for all
the little things in life.

6-Month Savings
Certificate

Saviné for the future makes a lot of sense. That's why Standard

Federal offers a variety of savings plans—like our 6-month
centificate of deposit. It's a great way to eam high interest
without tying up your money for a long time. Available ata

Standard Federal branch near you
9 O, Annual .
Interest $500 Minimum Deposit

Subsiantal interest penalry for eardy withdrawal from certificate accounts.

We focus on' performance.

In Michigan: 1-800/482-3900
T Indiana: 1-500/874-3716
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