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Larry E. Knox of Troy haos
been appointed director of
joint education activities for
General Motors Corp. and will
serve a8 GM executive co-di-
rector at the UAW.GM Re-
source Center, which provides
training, education and devel-
opment programs and activi-
tics for approximately 289,000
UAW.rcpresented GM  work-
ers,

W.B, Doner & Company has
hired Mary Gael Senko of
Southfield as senior vice preai-
dent/management supcrvisor
on the Chiguita Brands Inter-
national account. Senko hos
16 years experience working on
name brand products in the .
packaged food category -
Mary Gael

Lee M, Gardner has been
named president and chief ex-
ccutive officer of Maaco Indus-
tries, Inc, succeeding E.H.
(Bill) Billig, who, having held
the position since 1986, is re-
tiring. Prior to his appoint-
ment, Gardner was president
— automotive operations for
Masco Industrics,

Senko

Fran Thels of Bloomfield
Hills has been named market-
ing communications/public
relations coordinator _for
Schmaltz and Cempany, P.C.,
certified public accountants
and consultants. Theis’ re-
sponsibilities include market-
ing materials and develop-
ment, public relations adver- |
tising, and seminar and
special events planning. Fran Thels
Tu submit materiols to this column, pleasc send a
brief biogrophical summary along with a black-
and-white photo, if possible, to: Business Editor,
Observer & Eccentric Newspapers, 36251 School-
cm/t, Livonia 48150.

Commercial trade exchange
owth in bartering

N CANTHELLISTAFY PIUTOGRAMIER

Deslgning logos: Dick Nicolson helps companies develop images and identities through graphic representations.

Businesses get a leg up with logos

® How a company is perceived
by its public often starts with a
company image or logo. But
translating a company’s identi-
ty into a symbol that can be
readily identified takes more
than putting pen to paper,

By DouG FUNKE
STAFF WRITER

It’s difficult to put a value on im-
C.

ge.

But without it, businesses tend to
have problems surviving, designers,
public relations professionals and im-
age consultants maintain,

“Non-verbal communication can
make or break o business,” said Joyce
Knudsen, owner of Image Maker in

Bloomfield Hills. “The first thing you
have to do as a reporter is get people
to talk. As a consultant, the Arst
thing 1 have to do is get people to
know I exist.™

“Everyone has to do something to
set themselves apart from everyone
else,” said Beverly A, White, o mar-
keter for Graphic Visions in North.
ville.

“Nowadays, CEOs are seeing that
it's moere important,” said Dick Ni-
colson, president of Nicolson Desigm
in Bloomfield Hills, “The logo some-
times is the first and only thing thn
market will sec about your

Nicolson designs logos and devel-
ops plans for the logos’ presentation.

“When we look at image design, we
try to portray what image a company
thinks it should be," he said. “Big
companies are su visible, they don’t
have to go into o detailed image.
When you think of Chrysler and GM,
you think about cars.

“A lot is input from client,” Nicol-
son continued. “You rescarch how a
company is percelved by its market
by talking to its clientele. Owners are
probably the last oncs to know llow
l]lty re‘pcrcclvul in the marketplace.”

A good logo, i image or ulenmy \von 't
more b
als tay. But it's difficult to get invited
1o the dance if no one knows who you
are.

s own ry consists
of “Nicolson Design" printed in black
fetters in onc corner plus the basic
shapes — triangle, square and circle
in the primary colors of red, blue and
yellow in the other corners.

He recently designed n logo to be
used to promote the 1994 U.S, Figure
Skating Championships. “We had to
create an imnge that immediately told
you it was sketing, it's going to be in
Detroit and it's going to be special.”

His design — a pair of skaters as o
hood ornament on a classiccar,

The philosophy is the sume for
business,

“The basic goal in any logo is to
give a clear, concise, simple message
that can be identified almast immedi-
ately,” Nicolson said.

‘Take, for example, a logo he de-
signed for the former owners of Char-
ley’s Restaurant Group. “We tried to
create a "40s tavern look with oider
style lettering and a plain, simple
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As a growing number of compa-
nies are being sent to the reguta-
tory woodshed due to fraud, falsi-
fying corporate data and outright
embezzlement, commercial trade
exchanges are moving in the op-
posite dircction,

In recent years, companies have
been turning to exchanges as nev-
er before, taking advantage of a
stone-aged method of trade —
bartering — to fight off the eco-
nomic alowdown,

But with the advance has come
growing pains, Popular items that
come up for trade on a limited ba-
sis, such as computers, fax ma-
chines or trucks, are often
bartered away, While charges of
favoritiem have been rare, some
trade brokers have taken pains to
stifle such claims.

“When we have a high demand
for a good or service, clicnts want
nasurances that I'm acting in an
ethical manner, said Danicl
Blugerman, a Farmington Hills
resldent who is senior account ex-
ccutive for the Michigan Trade
Exchange (MTE) in Oak Park.

“Thay want to know that I act
the same way no matter what the
product. Members, some of whom
are competitors, want to make
sure there are no tipoffs which go
into processing a trade. When
there is a waiting list for a partic.
ular item, we work on a first-
come, firat-serve basis.”

To add a measure ol' c!hu:ul
di to his

Blugerman was recenlly accredit-
ed a Certified Trade Broker
(CTB) by the International Re-
.ciprocal Trede Association, the
third barter prufesslnnul in Mlch~
igan to receive the desi

Daniel Blugerman

“Once these factors have been
met, you’re eligible to take o com-
prehensive written and oral exam.
‘The exam takes about half a day.

‘The questions center on ethical
and business matters, with six cs.
say questions and 50 multiple
choice.”

With 13 years of experience,
Blugerman has 400 clients, 30
percent of whom are concentrated
in the restaurant industry,

“Most of what I do is over the
phone, encournging membera to
trade,” he said. “For alt the tech-
nology out there today, this is still
a personal-service industry.”

Overall, MTE has 4,000 mem-
bers which lnat yenr recorded $20
million in sales volume. Over the
last five years, Fred Detwiler,
president of the exchange, said
annual soles have grown 8 to 10
percent on average.

"Cnmpnnlen have becomo 80 BC-
that

in
the four years it hos been offered.

“The certification is bosed on
.educational degree, years of expe-
rience, activism in the industry
along with three client referenc-
cs,” said Blugerman, who now
lists CTB after his name on busi-
ness cords,

they've uppoinmd bartering man-
agers to keep track of everything,”
said Detwiler. “The minute we
print a catalog, it's already out of
date. Many of our members say
thoy would never have been able
to make improvements to their
businessea without the ex-
change.”

Bartering offers companies a
way to incrense HﬂlEﬂ, move sur-
plus inventory and make use of
excessive capacity — all priorities
in a downturn. Many firms have
even used bartering as a way to
collect on bad debt or as a cre-
otive means of financing.

But even in good times, compa-
nies have quietly been discovering
the unique method of trade.
Small firms can accumulate trade
dollars, or credits, in return for
products or services offered on an
exchange. Using those credits,
firms can then purchase goods
and services offered by any other
member of the exchange.

For instance, a printer may
barter its services for office furni-
ture, maintenance work on its de-
livery trucks or repairs on a leaky
roof. While members pay whole-
sale for items bought through the
exchange, they don't escape the
Internal Revenue Service. Trade
dollars are treated exactly . like
cash dollars for tax purposes,

“The trade exchange dollars
have allowed me to remodel and
cxpand my practice, as well as
(buy) office supplies and furni-
ture,’ sald Dr. Michae! McGrath,
an optometrist and owner of the
Farmington Vision Clinic in
Farmington, an MTE member
since 1981,

“It’s also brought us business
by bringing in new people, and I
can use my trade dollars to.ad-
vertise. We're cven starting to use
our dollars on the nupplmr aide.
It's o very creative network.”

Most exchanges charge an aver-
age $500 membership fee and o 10
percent transaction fee — 5 per-
cent to the buyer and 5 percent to
the seller — on every deal. While
complete figures on the dollar val-
ue of harter in the U.S. don't ex- |
ist, the Reciprocal Trade Associa-
tion estimates companies will
trade over $1 billion in goods and
services this year.

If non-exchange trading — pri-
marily large deals between corpo-
rations arranged through trading
companicea — is counted, tatal
barter volume would rise to over
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There’s never been a smarter time to buy a home or
refinance your current mortgage. And to help you
make the best-choices in today's complex market,
Equitrust Mortgage Corp. is the place to turn.

Unlike other lenders, Equitrust focuses exclusively
on residential mortgage lending. You'll get the attention
and expertise you need, and all your options explained
in terms you'll understand.

Whether you're shopping for your first house,
sprucing up your current model or looking to slip into
something a little more comfortable, call Equitrust
today at 462-5990. We'll make you feel right at home.

EFQUITRUST

38705 SEVEN MIE ROAD o SUITE 115  Livoxia, Micuican 48152 « (313) 462-5990

$6 billion, said the association.




