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Business woes go beyond
‘poor economy’ platitudes

By Gerald Frawley
stalf writer

Couple again gets
together for sake
of kitchen designs

By David F. Stoln
special wrltar

‘They met In college, fell In love,
matried and had two children.

More than 20 years later, they met
at their son's basketbalt game and
£ot engaged in business,

Can a couple divorced for 10 years
find success and happlness wcd in
business?

Janlce Steinhardt and Gary Fried
are making a good slart at it with
the Madison Design Group nl Troy,

latest of materials. They feature Eu-
ropean products, which they believe
tead the way in Jdeas and materlals.

“It's like forelgn cars; every time
the Amerlcans duplicate them, the
competitlon is on to something else,”
Fried sald. "American manufactur-
ers had really grown quite lazy; they
contlnued (o make the same prod-
uets, which were of dc('mﬂsinx quali-
ty and no style,””

But Madlson has found one Ameri-
can gem in Heritage, a Mennonite
company in New Holland, Pa. It

and ale
kitchens and other cus(nmlmd lving
spaces,

In this pwrtnershlp. Fried, 44, han.
dles the design while Stelnhardt, 43,
deals with marketing and the bottom
line.

“We both have to want something
out of this, and we do,” Stelnhardt
said.
Located in the Mlchigan Design

Center in Troy, Madison sells direct-
1y to homeawners.
Custom kitchens with lhc latest In
appliances and cabinets run from
- $15,000 to $50,000. The average
Madison job runs $25,000.

IN-A llttle more than a year, Mad-
ison has deslgned and Installed more
than 50 Xkltchens. Frled and
Stejtthardt credit their early success
to business contacts and experlence,
Including Fried's s a cabipet manu-
facturer and sales rep and
Stelnhardt’s Ln renovating and resell-
ing homes in the Birmingham arca.
Fried learned cablnet making after
college at his dad’s firm, Midwest
Cablnet of Walled Lake.

After they get thelr feet In the
kitchen door, Stelphardt sald they
are often nsked to do bullt-In custom
closets, media centers and utllity
rooms. They plan to cxpand thelr
businesa to Enclude commercial off-
fce design
Mmﬂmn prides Ils('l! in using the

old-world ¢ p
with the newest materials such as
polyesier cadinets,

FRIED AND STEINIIARDT met
whlle undergrads at the Universily
of Michlgan. Fried majored in busi-
ness; Steinhardt earned a degrec In
speech pathology.

Married in 1969, they have two
children: daughter Karle, 18, and son
Ryan, 15.

Alter working with his father,
Fried tried. manufacturing Euro;
an-style kitchen cabincts at this own
firm, Kinetlcs, but became dlscour-
aged by the cost and attitude of Jocal
tabor.

His next venture, Light Year
Corp., sold cabinets retall and to
builders and architects, which led to
work in nightciubs.

Asked (o do the deslgn and con-
struction management for Checks on
Elght Mile in Detroit, Fried became
Its owner in 1982,

A string of club ownerships contln.
ued to the late 1980s, Including Pri-
ma Donna in Detrolt, and Menage
and ISIS, both in Ponttac.

“It's very excitng, but high-visi.
bility clubs only tast a few years at

t, and then you have to move on,”
Fried said,

The couple separated in 1979 and
divorced the next year,

STEINHARDT THEN carncd &
masier's degeee at oakln{ni Unlver-

ART EMANUELE/a

Hodlny Arden wlll close its doors shortly as evidenced by thelr liquidation sate..

Hadley Arden, one of southeastern
Michigan women's apparel maln-
stays, is planning on closing its doors
at the end of this summer.

alone.
The recesslon has spelted trouble
= If not bankruptcy — for a number

borrow moncy o get through the
slow tmes,” he said. Large compa-
nles can borrow from themselves;
small compantes go to banks.

When the economy dips, banks are
more discriminating in thelr loan
practices which means retailers

hnve (0 cut costs and Inventory.-Thls, - lems, - — -

In turn, makes it more dmlcull for
retallers to draw custom

WITHOUT CUSTOMERS the
must cut back stll! fur-

of ventures
but not limited to, Bonwit Teller,
Uptown Charly’s, Highland Appli-
ance, Willow Tree, Chelsea Stores,
Crowley Milner & Co, Dobbs Furni-
turc'and Corey Dinctte Furniture.

Even developer Western Develop-
ment of Washlngton, D.C., the bulld-
cr of the proposed Auburn Mills
mega-mall, is in bankrupicy court
considering a real estate loan work-
out.

All this deaplte a growlng number
of economists jumplng on the reces-
ston-is-over — or wlill be shortly —
bandwagon.

HRENRY MOSES, vide president of
Barry M. Klein Real Estate, a na-
tional retall brokerage flrm, sald he
izn't certaln what the economists are
using for guidelines tn their predie-
tions, but they don't apply to the in-

and b re-

ther, but there’s a limlt to how far a
retaller can cut. “At some polat, it
becomes throwing good money after
bad — many retaflers wlll cut their
losses and walt until times get bet-
ter.
“I don't think anyone can feel safe
right now," Moses sald.

Tony Camlllettl, director of visual
marketing at the retall design and
consulting flrm of Jon Greenberg &
Assoclates Inc. in Southfteld, said
these are certainly not boom times
for retallers, but the economy Is not
nearly bad enough to drive retallers
{from buslness,

Camilletti sald he doubts the re-
cent surge in retail hardships predt-
cates bad tldings for the industry as
a whole.

“But I don't think lhcy re isolated
incldents. These are cases whcn.-

markcl are courting disaster, he

Juy Wedevan, princlpal with the
Southfield retall consultant flrm
Strateglc Edge Inc., sald from a con-
structlon point of vlew, there are
two reasons behlnd the recenl pmb»

“In many lns!;mm, some areas
are just overbullt.”

Simply, If there are too many re-
tallers and not enough customers,
some buslnesses are not galng to sur-
vive, he sald. “The overhuilding has
put a squeeze on retatlers who ex-
panded too quickly."

Paradoxically, thls overdevelop-
ment has caused problems for re-
tailers who need to expand or move
to stay in business,

“Retallers want to go to certaln
locatlons, but they can't get there be-
cause (he developers can't get
there”

Retall developers can't get loans
from financial Institutions because
overbuilding has made them ner-
vous, and even these financlal insti-
tutlons that are -pen Lo making
loans are asking for substantlal
equlty from the developer. .

CHRISTINE LENZ, retall mana-
ger In the Detroit nmce n( the public

tallers.

“There’s still a In the

riented

firm Al

address the consumer markct and
. he sald,

retall market,” he sald.
Moses sald he expects.there will
be more small, independent and
| retallers

“bankruptcy or golng out of business

because they fail to see enough light
at the end of the tunnel to justify op-
erating through the coming months.

“If (the economy) Is tumnlng
around, it's a long, slow turnaround,”
he safd.

Moscs stressed that small and
large retallers are operating at two
levels. Large retallers may be seelng
an Increase in apparel, shoes and

The cconomy may have been a
{actor, but it hasn't been an insur-
mountable obstacle — as evidenced
by the success of many retallers.

Problems alling retallers run the
gamut from falling short on the ser-
vice aspect, an Inabillty to meet cus-
tomers' product demands, a problem
In reaching the correct market, or
perhaps just a poor image.

“Some companics may have just
expanded too much and not antici-
pated the slowdown,” hc sald.

o ANOTHER POSSIBILITY ts all-
or

said for the most part shr.- is optimls-
tlc about the rematnder of the year.
and doesp't antleipate contlnued
problems for retailers.

Most economists are predicting
better times ahead, and if (hat ksn't
encouraging, the usual retail cycle
ougnt to whip the industry out of its
doldrums,

As back-to-schoo) ime approach-
es, retall sales gencrally plck up,
Lenz said. “After that, Lhe hollday
shopping begins.”

Lenz sald it would be too simple to
b]nmc the recent retall woes on the

economy. “It's morg lkely that ft
wu a comblnation of things.”

{furnlture, but the smaller
are hurtlng.
“Independents don't have the luxu-
ry of sitting out the hard times," he
said. If a major retaller sces sales
sllp in"one area, it can usually hold
out untll things get better; he said.
‘This s pot true for the smatler re-

ers.
"All industries nced to be able to

mke scrfuusly U\c challcngc of in-
creased . competition In a tighter
market. “We're seeing the beginnlng
of a change tn how retallers do busl-
ness,” Camillctti sald. “Some com-
panlcs haven't been able to re-
spond.,

Retaflers that fail to accomemo-
date for major retailers entering the

are bored with exlsting
pmducu and want something new:
people are shopping price; the trou-
bles of larger n:u.\l]cn have welghed
on consumer confldence; financlers
have been reluctant to make loans to
retallers and manufacturers; and
suppliers ~ In lght of everything
clse that's been golng on — are
unwilling to work with the retallers.

Gary Fried and Janice Steinhardt, former marriage partners,

of Troy.

sity and taught special education for
elght years in Pontlac,

At the same time, she was building
business skills by running an art
poster firm with Linda Hayman,
who now owna a gallery in Farming-
ton Hills, and renovatlng houses with
{riend Wanda Maturo.

A chance dlscussion at son Ryan's
basketball game a couple ¢t years

ago led to the Madison Deslgn
Group, named after the Pontlae jun-
lor high where Stelnhardt worked.

Steinhardts present husband, a
Southfleld attorney, became an
Investor and is a strong supporter of
thelr working relationship.

Fried and Stelnhardt don’t minl-
mize the challenges but are deter-
mined to succeed, .

“There was a long period where
we didn’t tatk so much, and T guess
you have (o go through all that,"
Steinhardt sald.

The “re-marriage” Includes thelr
children, who plan on working part.
Ume with thelr pareats.

“ONE OF tbe reasons I did It was
for may kids. I thought It would be

BAVID STEIN

are now bulsness pariners as owners of the Madison Design Group

good for them,” Steinhardt safd,

For Fried, it was the cpportunity
for something less risky (han
nightelub ownership.

1 had always wanted to own a
showroom in the design center,”
Fried sald. "When you are in your
203 and 30s, It's very exciting tobe a
part of the club seene; In my 40s, 1
‘want something h lot more 5uhle."'




