————

Maniyn FrrenerT, Eprmon
053.2102

10B(F)

Farmington Dbserver

BUSINESS

THURSDAY, JuLY 30, 1992

“Comerica lists
branch closings

Southficld will be the hardest hit subur-
ban community in terms of bank branches
closed after the completion of the Comerica
Bank and Manufacturers Bank merger,

Six Southficld branches will be closed; 10
branches will remain open.

A total of 65 Michigan branches will be
consolidated over the next 1% years.

Arva closings include:

® Farmington/Farmington Hills: Manu-
facturers at Grand River-Halsted. Six
branches remain.

# Livonio: Manufocaturers at Ann Arbor
Road-Ann Arbor Trail and Plymouth-Merri-
man and Comerica at Six Mile-Newburgh.
Six branches remain,

® Birmingham: Comerica at Woodward-
Quakland. Three branches remain.

@ Bloomficld T hip/Weat Bl
Munufacturers at Adams-Square Lake and
14 Mile-Farmington and Comerica at Wood-
ward-Square Lake. There will be 10 branches
remaining after consolidation.

Rochester Hills: M. urers at Avone
Rochester Five branches remain,

o Canton Township: Manufacturers at
Joy Road-Morton Taylor. Two branches re-
main.

® Southfield: Manufacturers at  Ever.
green-Jeanctte, Northland Peint, Southfield-
13 Mile, 2000 T'own Center; Comerica at 10
Mile-Telegraph, 12 Mile-Evergreen.

® Troy: Comerica, John R-Wattles. Seven
branches remain.

® Westland: Manvfacturers, Wayne-War.
ren. Five branches remain.

Customers of one bank may not conduct
husiness ot an office of the other until the
bank merger is complete, probably Oct. 1.

Cold

Comerica said it will spend more than $5
million on renovations to 30 branches. Reno-
vations will include expanding the number of
drive-up and teller windows, adding auto-
mated teller machines, increasing the
amount of parking space available and pro-
viding ecasier access for physically handi-
capped customers,

Branches will not be lidated until the

renovations are complete and the selected
branch can tate its new

The selected branch will be staffed by em-
ployees from each of the combining branches.
All branch employces have been assured they
have positions, the bank said.

Most of the conselidations will occur in
1093, and customers will receive nt least 80
days advance natification,
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Tennis, anyone? David Schwartz, awner of the Tennis Co. in Southfield, has parlayed an idea and a love of
the game tnto a multi-mitlion dollar business.

Specialty tennis shop ahead of its time

W Scrvice and sclection are Da-
vid Schwartz's aces in luring
repeat customers to his tennis
store.

BY GENALD FRAWLEY
STAFF WRITER

Hiu was o super specialty store when
super specinlty ntares weren't coal,

Wander through a mall and try to
avoid storen that sell umpteen zillion
products, all of the same [1k.

They've got itores that sell only
socks. Stores that sell videos and moy-
ie-related items. They've got computer
software stares. Juat about anything a
consumer would wont to buy can be
found in the super specinlty, which is
why the storea ate onc of the fastest
growing retail segments in the 1990s.

When David Schwartz started the
Tennis Co, in 1977, that just wasn't the
case.

If you wanted tennis equipment 15
years ago, yout went to a department
store ot one of the few general sports
atores. An avid ployer and tennla fan,

Schwartz thought there had to be a bet-
ter way.

Today, after 15 years in busineas and
five incamations, The Tennia Co, “bet-
ter way"” has become n business success
story. In 1991, the Tenanls Co. regintered
$25 million in sales. Earlier thin
month, the store moved to new quarters
— with 8,500 square feet of mer-
chandise and demonstration arcns —
an Southfield Road near 13 Mile.

The super specialty

Rick Valade, retail consulting partner
with Arthur Andersen, sald the super
speclalty store is a concept that has
evolved from ane of the carlieat types of
retailing — the department store. The
concept goes back to the early 1000s, he
vaid. Then, there were general stores in
rural areas and department stores in
the urban centers,

“Ever since then, people have been
picking out cdepartmenta and making
them into whole staren.”

Far the most part, Valade said, price

has the driving force behind super spe-
cislty stores.

In recent ycars, selection han taken
on an even greater tole. “They have be.
come deatinatiun stores.” People will
travel from great distances to shop at
them.

“It {the number of new stores) la
clearly a rapidly growing segment of the
retail market, although the (percentage
of salea) Is still relatively small,” he
said.

Tennis, anyone?

Tennis was In its heyday the year
Schwartz declded to start the Tennis
Co., but it wasn't the entlcement of big
money that spurred the idea for the
atore,

1 wan heading home fram work and T
was golng to play tennis — you know,
dressed in a business suit and all —
and 1 had brought my stuff, but I forgot
the socka.”

So he stopped at one of the sporta re-
tailers of the day and found his way to

the tennis department. All they had
were socka for $3.49. “That was a fair
amount of money in those daya.”

While there, he alao checked Into get-
ting his teonis racket reatrung. “They
ankd it would take three or four days.”

For an avld player, belng without a
racket for several days is unacceptahle,
he said, *I thought it was a service that
should be provided.”

A ycar later, he set up shop In a 750-
aquare-foot building in Qak Park that
was once a house.

“When we started, wo kind of broke
price,” e sald. “If they sold a racket for
$29.99, we sold it for $19.99."

Schwartz said [t became more and
more apparent that scevice was the crit-
ical component.

“Price is atill o deciding factor, butZ)
someone can always sell [t cheaper,” he™=
sald. “If [ can aell a racket at $18.99,
somecono clse can sell it for $19.95."

A service strategy has gesulted in
many changes, including the addition of
demonstration areas where peeple can
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Trade show slated |

for manufacturers

1 it workn for service busineases,
why not a trade fuir for manufactar.
ers?
‘That’a what John H, White, exce-
utive director of the Livonio Chom-
Ver of Commerce, haa cooked up for
computies an large o8 outo manu-
fucturers to wmall job shops in
southeastern Michigan,

“In this community, we have an
industrial corridor second to none,
“There's probably keme 1,500 busi-
nesses there,” White said. “We
have this great asset. 1've been look-
ing at how do we acrve that part of
our cammunity.”

Where previcus husineas expos
sponsored by the chamber wel-
comed walk-in visitors and featured

nitics we moy have never looked

Gel, founded in 1976, makes gear
assemblics, turn tiis and signals
and plastic componenta,

“If it promotes opportunitics for
purchesing or on the wupply side,
we'll be glad to participate,” Dress
er woid,

Manufacturers from throughout

+ Michi 1

through chambers of commerce in
Olserver & Eccentric communlties
will be [nvited to take part, White
sald,

“The overall goal for the whole
project s to provide a vehlele for
business to huy Letter, buy more
cconomically, by becomIng aware of

firms g finnncinl,

printing and health-caro services,
the trade fair would be geared
strictly to fi their

busi; right here they could be
buying from," White said.

"A rep on the road can make at
probalily four calls a

stalls and purchasing profeanionals.

The one-day fair tentatively han
tiven acheduled for October in Livo.
nin. Exhibitors would he charged
$500-8750, Meny companies, in.
¢Inding Ford and GM, have com.
mitted, White sald.

“If I get 100 hooths, I would be
very rlelighted. This whole thing in
yoing to be a huge networking op-
portunily,” he aaid.

Dennin Dreaser, president of Gel
[nc. in Livenia, has met with White
ta set up the expaaition.

*The big benefit [ see forun [nit's
zeally focuned around purchasing,”
e snid. “It juat opens for us the
posnibility for more activity. With
the wny things are in the auto in.
dustry, there may be other apporiu-

day,” he said. “At the expo, wo're
looking at nttendance of 2,000 to
3,000."

Brenda Zimmerman is apokes-
woman for the Conatrictlon Ansoci-
otion of Mlchigan, which han spon-
rored an annual trade show.

“Eshlbitors can make a lot of
money on thoae trade floors,” she
nald, “A lat of eahlbitors offer dia-
counts, apecialn, to drum up even
more business.

“Like any sort af businesa, it de.
penda an supply and demand,”
Zimmerman  said. “Good aiten-
dance |s the key. Quality of atten-
dres §s critical, too, A ahow lives
andd dies by how well it's pro-
moted.”
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ATTENTION:
Homeowners!

Builders!

Electrical Contractors!

Don’t Miss This Sale!
1 Week Only

Black baffled trim included!

Quantities

Other Stgles to Choose
From At

Lighting

The store with bright ideas

43443 Grand River at Novi Road 348'4055

" Mon., Tues., Wod. 8-6; Thurs, & Fri. i 8 p.m.; Sal, 10.5
N

Limited

iscount Prices

Decorator
Recessed
Lighting

Factory Promotion Sale
Approved for direct contact with insulation. .

Reg. *3gw

$1995




