e O

DUS

Farminnton Obseruer

Marilyn Fitchett cditor/591-2300

classifieds inside

Thursday, Jenuary 4, 1990 O&E

Fic

FEE |NFonMA;rID
PACE WAREHOUSE
e R B

Dennis Doyle, president of Club Cars Inc., and his daughier,
Suzanne Doyle Kiple, vice president for operations, oversec a

Warehouse offers car ‘deals’

By Doug Funke
stall writer

Dennls Doyte, who's warked in the
auto Industry most of his lifc, knew 2
good idea when he heard It, even
though It Initially was expressed by
astranger in jest.

That idea, launched two years ago,
was to offer a discount car shopping
expericnce through a retall ware-
house facility.

"“The basle reason we

‘Across the board,
customers tell us they
save about $1,500 over
the best deal they
could get by
themselves.’

— Dennis Doyle

Club Cars Inc.

this is people have a fear of golng
into a dealership,” said Doyle, presi-
dent of Club Cars Inc. of Plymouth.
“'Our basle premise was It's lke hav-
Ing an uncle in the car business.™
Doyle has an Informatlonal booth
in each of the 47 PACE warchouses
around the country, lwo in the Ob-
server & Eccentric circulation area
{Westland and Farmington HItls),

PACE members interested In buy-
ing a car are asked to designate that
informatlon on a form that Is turned
in to a dealer, The customer, in re-
turn, gets a referral card (o the deal-
cr and usually is directed to the flect
sales manager.

© THE THEORY is that Individual
PACE members collectively should
be consldered a flect buyer and
receive a discount on cars like tradl
tional fleet purchasers.

No cars are sold on the PACE
premises, although one or two usual-
ly are displayed. Customers aren't
steered to speclfic models,

“We tell them, ‘If you're not sure,
go out, take a look and narrow it
down. When you parrow It down,
we'll send you down to one of our
dealers,” ” Doyle sald.

Wellness

By Loraino MeClish
statl writar

Blue Cross and Blue Shield of

Michigan is the first large non-gov-
crnmental employer to provide a
child care facllity in downtown De-
trolt for Its workers and the first to
pravide two child care centers in the
state.
“With child care ssucs becomlng
a natlonal priority, we see this as an
appropriate time to make a child
care center for our employees down-
town as well as for our employees in
Southfield,” said BCBSM president
Richard Whitmer. “But we are offer-
ing more than Just custodial care.””

BCBSM worked with outslde con-
sultants with an eye toward deslgn-
Ing programs that would enrich chil-
dren of all ages mentally, physically
and emotionally,

“A survey we took of our 1,004
employces with children showed that
over the last 12 months, nearly 50
percent had been tardy or absent at
Icast once, and some as many as nlne
times,” Whitmer sald of the tme
employees spent away [rom work
because of child care problems.“The
results of our survey are In line with
o(~het studies.”

Dealers are selected based on
thelr willingness to participate and
favorable ratings on manufacturer
customer service Indexes. Doyle re-
cclves advertising and display fees
from most particlpating dealers for
referrals, PACE, which recelves a
{ee from Doyle, offers the additional
service to attract members.

AUTO DEALERS sell cars they
might otherwise not. The buyer gets
a better deal than he or she may
have otherwise negotlated as a non-
{lect buyer.

“All dealers pay the same for
cars,” Deyle sald, “We never claim
we get the absolute lowest price.
Across the board, customers tell us
they save about $1,500 over the bes|

BILL BRESLER/stat! pholographor

network of car sale referral booths in PACE Warehouse clubs

around the country.

DOYLE SAID he's dropped a
handful of dealerships due to cus-
tomer complalnts, while some deal-
ers have wlthdrawn from the pro-
gram on their own. The Detroit Bet-
ter Business Burcau and the state
attorney general’s offlce confirmed
Dayle’s assertion that no complalnts
have been fited agalnst his bustness.

But a spokesman for the sceretary
of state safd that department intends
to investigate whether Doyle or
PACE I3 acting as a broker and
should be licensed,

Doyle maintalns no.

“We're an advertising company,”
he said. “We do not get paid on the
sale of a car, We don’t sell cars,”
Doyle emphasized. “We're not a buy-
ing service. We're a buyer's service.”

Most people buying a new car are
no mateh for professlonal sales peo-
ple, Doyle satd.

“A LOT of people are apprchens
sive, afrald,” he said. “We're saylng.
we're sending an amateur to them,
but he has a pro in his corner so don't
mess with him, The system really,
really works.”

Doyle estimates that the PACE
discount program gencrates about
4,000 car sales per month natlonally.

dealers

deal they could get by -
Doyle, 50, knows the auto Industry.
He's worked In marketing for Ford,
owned a Porsche/Audl dealership
and run his own promotlon compa-
nies,

1Is expertlse makes the program
work, Doyle sald.

“The dealers know 1 know the
business,” he sald. “You might stick
it 1o one of our but you'll

f
give the plan good reviews.

“We're qulte pleased,” said Frank
Buban, -sales manager at Dean
Sellers Ford,

“We thought It would be a good
way to get some prospects,” sald
Myles Kearncy, sales manager at
Autobahn Motars.

But Chuck Martin, sales manager
Chevrolet, said his

never get a chance at another.””

benefits

A 1986 study of Lwo major castern
corporations found that the more
{requently child care arrangements
broke down, the more likely workers
were to be stressed and in bad
health,

“These problems have a rigple cf-
fect on all employees,” Whitmer
sald. “Whenever employees are tar-
dy or absent, other cmployees have
to take up the slack. So cmployees
without children also benellt from
the child care centers.”

OPENING OF THE chlld care
centers Is one of a long string of
BCBSM employee wellness pro-

ams.

Objective of the programs Is to en-
courage and cducate employees to
make lifestyle changes that will tm-
prove their physical, emotlonal and
mentat health.

The payolf is {ncreased productiv-
ity, which Whitmer says continues to
prove ltself with every program
that’s been initiated,

In the downtown offices there are
lectures for employces who attend
low-impacl acroblc sessions, a
weight loss program, classes on
smoking cessation, dental health,
stress management, careglving, a

at
deatership quit the program because

popular

walking club, and a seminar on do-
mestle violence.

The domesiic violence seminar
was the first wellness cducation pro-
gram offercd because of the heavy
toll domestle violence takes in emo-
tlonal and soclal problems, And the
BCBSM Employee Wellness philoso-
phy Includes emotional health as
well as physlecal health.

All of the programs got under way

ause of in-house surveys that re-
vealed the number of employces who
were bringlng at-home problems to
work. And ali of the results fell pret-
ty much In line with national statis-
tles on indlvidual problems.

One of the blggest surprises in any
of the surveys was the large number
of employees providing some type of
care to a dependent, malnly an older

. 'm‘i“tlxty mermber or [riend,

0S¢ M employees were
spending roughly 17.5 hours a week
in hat role. Almost a third were
tending flnanclal assistance, and 81
percent were sulfering stress direct-
Iy telated to careglving.

Natlonwide nearly seven million

Al are giving
cd care to an iil relatlve or friend.
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‘'we weren't getting a lot of response
from leads.” -

Some dealers say a sophisticated
non-PACE car huyer might get as
good a deal as a PACE member.
Others said nat likely,

PACE memberships are free., A
premium or business membership at
$25 annually results In a § percent
savings on general merchandise over
what other members got,

Private banks
attract clients
with services

By Gorald Frawloy
stati writer

Private banks have been called
the fastest growing trend in the
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banking industry and -
ern Michigan is a tikely candidate
for more — especially In dight of
three recent openings in the past
year.

But how many more s a mal-
ter of speeulation.

“They're springing up all
around the country, and they're
doing quite well,” according to
Ann Arbor banking analyst Justin
Moran. But while the private
bank market Is growing, the over-
all impact on Michigan's mult-
billion dollar banking industry is
small,

I call it ‘nichemanship,’ but it
can be a profitable niche,” Moran
said, estimating a well-run pri-
vate bank can build up between
$35 million and $60 mitkion in as-
sets. “But we're probably only
talking about capturing 1 percent
of the market at best.” he sald,

The degree of personal service
promised by the banks and the
targeting of aifluent customers
limits a private bank's customer
base, he sald. ‘You're nat going to
huild a Natfonal Bank of Detroit
from private banks.'

“We're going to see more pri-
vate banks, but I'm reluctant to
say we'li see a lot more,” Moran
said, "A hundred more? No, but
we'lt see 10 or 12 more in the sev-
en counties in southeast Michi-
gan."

Ann  Arbor, Birmingham,
Bloomtield Hills, wealthy areas
around Flint, Grosse Pointe and

Lansing are good bets for privatc
‘bank startups, he sald.

REPUBLIC BANK SE. presi-
dent Jeffrey Jones said he doubts
there will be many more. 1 think
we've seen all the new (private
banks) that will enter the arena
for a while — the eompetition is
pretty tough.”

Jones said he suspects private
banks could eventually capture
up to 30 percent of the market,
hut that's far In the futere. “It's a
matter of taking dissatisfied cus-
tomers away [rom the blg
banks.”

Private banks can offer every-
thing the large banks can offer,
including checking accounts,
charge cards, loans, certificate of
deposit (CD) accounts. “Some
rates are better than competitive,
but private banks generally have
nefther the highest or lowest
rates and fees in town,” Jones
said.

Private banking Is not as exelu-
sive as people think — it depends
more on relationships than ac-
count balances, Jones said.
“We're looking for someone who
wants (o establish a relationship
-= a high balance depositor, yes,
but he doesm't need to have
$100,000."

Please turn to Page 2

Micl;igan '
National
Bank

We're doing what it takes:”

..with Michigan National’s Lifetime Services.™

Now you can write all the pensonal checks you want free of
manthly seevice charges. With Lifetime Sel
and combine a variely of inferest-carning accounts to meet our
lenv'minimum balance requirement. It's one more way we're
doing what if takes to make banking better for you. For more
information, visit any branch or phone 1-800-CALL-MNS.
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