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' . . DAVID STEIN
Willlam Widger is the largest Dontino's franchisee in Europe. His Bloomfleld Hifls home bears testimony to his many travels, ~

Pizza fra
ponders

in foreign lands

By David Stein
apoclal writer

* Smother my plzza with sweet
corn, tiny shrimp and plneapple,
3ay our Britlsh cousins.

These topplags are among the fa-
vorites in Great Britain, where
William Wldger of Bleomfleld Hills
has been selllng plrza and the
home-dellvery concept with his
Amerlca Ptzza Co. for the past jour
years,

This spring, Widger, 54, jolned
the Domino's team. After turning
13 of his outlets Inte Domlno’s
stores, Widger fs now the largest
Domino’s franchlsee in Europe, .

Widger identllied a time factor
in making the switeh with the com-
ing of Europe's unifled trade zone
1n 1992, openlng the doors to 350
mlllion customers.

“If we meet with success In Eng-
land, I think it Is a great jumplng
off polnt for {the rest of) Europe,” *
Widger sald,

He Is nelther & stranger to
Iranchising nor good timlng.

He founded Tuff-Kote Inc. in
1982 a3 an offshoot of W&M Prod-
ucts, an automotive supply compa-
ny started by hls father tn 1940.

By 1981, Widger and his brother

- and Widger, through the suggestion

nchisee
growth

Russell had butlt the rustproofing
service into a worldwlde giant with
4,700 franchises in 67 countrics as
a partner .of Astra-Dinol AB of
Sweden. The visa stamps In
Widger's passport became an Inky
blur as he handled the internatlonal
slde of the business, .

AS AUTO COMPANIES took
rustproofing In-house, Widger real.
lzed Tuff-Kote would have to cx-
plore new areas for sales, Astra-DI-
no) exces dlsagreed, so the Widgers
s0ld out to them in 1981,

Widger and hls famlly went fo
llve abroad. But restfullncss even-
tually gave way to restlessness,

of a Norweglan friend, began a
chaln of pliza stores along the
highway “corridot tunnlng from
London to Blrmingham, England.

Home delivery of food is stlll a
novelty outstde of London.

“Thelr catlng habits arc much
like ours were in the 'S0s, where
you came home, and every meal
was eaten in the home. You just
dldn't go out,” Widger sald. “Sales
go right up on payday or they order
on kids' birthdays and things Ilke
that.”

Please turn to Provious Page

Creative avoidance hurts sales pros

By Doug Funke
s\att writor

DId you hear about the sales-

reasons why they wouldn't be inter-
ested,
® And dld you hear about the lwo

They lost momentun. With the econ-
omy belng tight now, we can't let it
g0 on any more.”

Roberts offered an explanation for

Roberts, who has r case
historles for the book, is sponsoring a
“creatlve avoldance” contest to get
even more fodder—M

pecting

2|
.

sales colleagues who took half a day
todoz 15.minute-lob-

man's_philosophy regarding pros-
pecting, or making cold calls, that

was lled to the weather? His belief
— If the weather IS nice, no scnse
trying because na one wlll be In, If
the weather Is lousy, forget It be-
cause prospects will be In 8 -bad
mood

~rm -—@ How-about the -salesman -who-r-

acquired a batch of business cards
from recepilonists while making
cold calls? He went back to hls office
and flipped off all the prospects
without followlng up by ratlonalizing

Personal

compete

By RJ.King
apocial writer

learned al] about t’he computer In the
process .but didn’t make a single
sales call?

thepr

“MOST PEOPLE avold prospect-
Ing for fear of looking foollsh or of

Denise Roberts, a Bl Hills,
sales consultant - who's writing a
book called “The Weakest Link In
Sales,” has heard about these and

other. ploys sales professionals use to "~ “Soniethirig like, ‘I have a prodiici

avold prospecting for new cllents.

“I keep secing It in company aftér
company after company,” she satd.
“The market changed. Companles
had been resting on their laurels.

exercise

being p poorly by the person
contacted. It's not fear of rejectlon.”
Her solution — a low-key, market-
rescarch telephone approach.
or service, I don’t know if it's of any
value to you. May 1 ask you a few
questlons?' I'm soft, I'm not going
for the jugular, I'm not pushing for
an appalniment,” she sald.

trainers

with health clubs

‘1 never had much luck

~Tennls, and” racquetball
Courts typlcal of health clubs are up

working outin my

BEFORE EMBARKING on any
physical tralning, beth recommend
1

ple-over 35 have a~stress test—

done: The growing popularity of per-

gers ar sales pros can FAX (737
0825} thelr tales to her through Oct.

5.

Gag prizes wlll be awarded for the
rmost humorous, most time-consum-
Ing and most original entries.

“I have seen sales managers try $o

deal_with all kiods of ayoidance by__

their statfs, and some of them can
come ‘up with really tmaglnative
methods,” she said. “One sales rep
used to hide in the stoirwells at the

Please turn to Provious Page

‘I knew ail the games. |
played them, observed
them.’
— Denise Aoberits
- . _.sales consultant...

galnst-new Tor 1SS’
dollars in suburban Detroit: personal
tralners who provide custom work-
outs elther In homes or exercise stu-
dios.

Exercise siudlos are “the most ef-
fictent and safe way for people to
get ln shape, and stay that way,”
said Collin LaLonde, owner of Fit-
ness By Deslgn in Southfleld. “We
design a workout program-to meet
the indlvidunl fitness level and goals
of a cllent.” he said. “Clicnts are as.
slgned ‘a personal tralner to gulde
them through selld balance of mus-
cular strength, endurance and flexi-
billty.”

Fitness By Design opened two
yeara ago, and Includes all the ex-
erclse equipment typlical of a major
health club — stalr climbers, tread-
mllls, statlonary bikes, frec weights
and o varlety of arm and leg exten-
tton machines. Notlecably absent In
the 1,300-square-foot studio are
health bars, whirtpools and saunas.

Harold Fried, a pariner with the
Sauthficld law firm Fried, Saper-
steln, DeVine and Kohn, said he at-
tends three hourly sessions a week at
Fltness By Design, even though he is

“I never had much luck working
out [n my basement or at the etub. It
‘seemed like the phone was always
ringing or you'd wind up soclalizing
with frlends and colleagues,” sald
Frled, who pays $25 for an hour ses-
slon.

"With the exerclse studlo, howey-
cr, it's just me and the tralner. §
know the program Is belng done
right, and there's no waitlng for a
machine to be free, In six months,
I've lost an inch and a half off my
watst and I feel great.”

EXERCISE STUDIOS, are expect-

] t-4h,
or-at-the

club.’
— Harold Fried

od to grow In numbers as more and
mare people become aware of the
health beneflts of regular exercise
but find they have less time to work
out or feel health spas are too
crowded or too intimidating.

The pros of one-on-onc training In-
clude personal attentlon, elficiency,
motivation and commitment while
the cons are the expense — prices
range from $25 to $200 an hour -
and the loss of the social element of
an exerclse class.

Personal tratners wlll also visit
the home. Jan Jacabs, a competitive
triathlete who holds a master’s de-
gree In exerclse physiology, sald she
opened Fit For Health twa years ago-
(o provide personalized exercise pro-
grams for people who prefer their
own homes.

“Mostly I work with business ex.
ccutives and women who want to get
back in shape after pregnancy,” said
Jacobs, a Blrmingham resident

nat-trainers-has-not-been-fost-on
area health clubs, though such train-
ers oficn oversee the progress of two
or three people at a time, and In an
informal setting.

Kitty Elenbaas, fitness director at
the One On One Athletic Ctud In
West Bloomfleld, sald the club has
offered the use of personal trainers
since It was redesigned from a tennis
club six years ago.

“The use of personal traincrs by
our members has grown signiflcant-
ly in the last two years, but they still
make up a small percentage of our
total membershlp,” she sald. “Pco-
ple are aware that exercise Is be-
coming more sophisticated, and 1hey
want to be sure they don’t hurt them-
selves.”

Curreatly, One On One has five
trainers on staff. The fee is $30 an
hour, and includes, like most other

- programa, nutrition counseling. Spe-

cific dietary needs are referred to a
physiclan.

When sclecting a persona) trainer,
it's consldered essentlal to choose
one who fs a member of cither the
Internattonal Dance and Exerclse
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—a-memberatancarty licallh club, FOlORINE a {itness evaluation, 111

prescribe an exercise program for a
client and be there every sesslon to
guide them through how often, how
hard and how long."*

Jacobs, who 1s also a dental hy-
gicnist, develops cxerlse programs
for arca athletes too. Fees are 340
an hour. Like most personal trainers,
Jacabs aska that cllents pay 10 ses-
slons in advance, to help institl com-
mitment. Both LaLonde and Jacobs
say they, or a member of their siaff,
are certified to design exerclse and
fitness programs for people who
have high blood ‘pressure or heart
discase. .

{IDEA}-or-the-Americar
College of Sports Medlcine (ACSM) is
consldered essentlal.

“After an initlal Interview where
we go ever past medical history and
any past or present injurles, we start
out with a light workout and then see
how the client feels before starting
the next session,' sald LaLonde, an
IDEA member.

“IU's Important to retest or you
might have someone geiting hurt.
We also sct reallstic goals for our
clients and let them know It usvally
lakes two to three months before
changes are seen In the body. But
people will automatically feet beiter
right away." N
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