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help you reduce expesure to
risk and potentially dimin-
ish the effect that short-
term price swings may have
on your invastments.

Here is how it works: Sny
you invest $100 of the first
day of every month for five
months regardless of mar-
ket conditions.

OQver the long term, you
will purchase a larger num-
ber of shares when the
price is down and a smaller
number of shares when the
price is up.

This disciplined invest-
ment will enable you - even
with limited funds - to
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continuous investing may gradually accumulate

shares of an investment, at
an average price that often
is lower over the longer
term than if you had pur.
chased the entire invest-
ment at once,

The golden rules I have
established today are not
exhaustive.

Obviously you need to do
much more if you want a
prosperous and secure
retirement.

However, these rules that
are presented above will
help you get started in an
organized disciplined fash-
ion.
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mind and eye to the future have
been a staple of Gaynor's career in
salea and distribution.

In 1982, he and his father,
Harold Gnynur. opened Gaynors
Health and Beauty in n
Hills. The pair had firat worked
together to establish a strong prod-
uct line and cuatomer base at an
Aco Hardware Store in Detroit.

Having beauty care products in
among the hammers and naila was
an idea that took off with cus-
tomers, “We became one of the
largest distributors in the state
and selling the health and beauty
aids was one-third of our overall

° business,” said Gayn:

or,
A demand for mul care mpphee

said Genette Durling, owner of
Gen-D's Salon in Brighton, "Pro-

viding se: isjusta ﬂmhbmml md;nt;
some anymere but they have
followed quugh and provided it to
their customers.”

Durling has been particularly
pleased with the sales representa-
tive that stope by her salon. A new

care product sho waa recently
introduced to has been a big hit
with herclients.

*I only opened two months ago
and they have been right by my
side helping me every step of the
way,” echoes Robin Manoogian,
owner of About Face Beauty Spa
in Royal Ok,

Manoogian is a popular Detroit

from arca
Gaynor to add an mght-fnat,lnng
coametic aislo devoted to those
products inside Gaynors Health
and Beauty in 1986.

"As the nail technicians kept
coming and asking for more prod-
ucts, the volume pushed forward
and we grew so much that we had
to mave two doors down after only
eight months,” reealled Gaynor, “It
wag very unusual to do just nail
products it wasn't a blg business
then except in California.”

As Nailco business thrived,
Goynor closed his original health
nnd beauty store to concentrate on

. his growing wholesale distribution

business. He added tanning prod-
uets to his line in 1890 and a full-
range of spa items in 1992,

In 1994, Nailco moved into a
100,000-square-foot office complex
that houscs its offices, showrooma
and distribution center. The fol-
lowing year, it added a new divi-
sion, Hairco, to address customer
requeats for hnir care producta.

“I deal with a lot o!‘ distributors
and Nailco has always been ser-
vico oriented and into education,”

Counseling Centers.

Carroll scems to doubt that
the situations that may have
dragged the now-defunct North
Detroit General into financial

- difficulties after more than four

decndes of success could recceur
Greater Detroit
Hospltuls/Medlcnl Centers.

“QOur philosophy is that the
care of the patient has to be fore-
most, And you have to have a
heart for what you do,” said Car-
roll, who has been involved in
hospital care for 26 years. “The
risk is making sure you keep up
with the changes in health care.
You have to change as the com-
munity changes and as health
care changes, and always keep

in mind that your busincss is
patient care.”

Greater Deotroit
Hospitals/Medical Centers,
which is now debt-free, bonsts
annual revenues of $14 million.

William Stone of Bloomfield
Township provides the hospital's
medical insurance needs through
his West Bloomficld-based com-
pany, W. S. Insurance Group.
“It's n very well- cqulppcd hospi-
tol. It's very clean,” said Stone,
who also sita on the hospital's
advisory board. *I got involved
because I love the people I'm
working with and I happen to
love what I'm doing. I think
they've got tho ability to make it
a successful hospital for the com-

Odd JObs from page E1

munity.”

Greater Detroit Hospital/Medi-
cal Centers, 3120 Carpenter,
serves the tri-county area with
130 physicians and a stafl of 260
employees providing primary
care, psychiatric care and simple
surgeries. The full-service emer-
gency room positions tho hospi.
tal more strongly with the com-
munity at large.

“People were o glad to seo the
doors open again. This is a very
strong community and they are
very layal to their community:
hospital,” added Carrall. “Our
goal is to be the best community
hospital here. So far, we're stay-
ing right on target,”

and aspiring area musicians,

“The youngest pupil we've had
is one under 3 and the oldest is o
man who came in and got his
first violin last year when he
was 86 years old,” said Wilson.

Wilson, who lives in Lake
Orion, says his business has
been growing rapidly and is cap-
turing o huge following among
Oakland County schools and
their pupifs.

*“I work right out in the open
and we have two windows so
peop]e can walk by and stare at
me,” aaid Wilson. “I explain a lot
about what I'm doing to cus-
tomera that are intcrested and
it's a huge learning experience
for parents and studenta.”

Q. What brought about
your decision to pursuc this
unusual line of work?

A. “Well, 'm a very mechani-
cal hands-on sort of guy so doing
this just kind of made sense to
me. I began with small repairs
and then I just got more and
more experience.”

Q. Is the technigue for
repairing and restoring vio-
lina ensy to learn?

A. “Not really, but I had been
doing woodworking for a while
so that background really
helped. Most of my training haa
been through Dennis, I've also
taken courses around the coun-
try and I've spent a great deal of
time with a vlolln instructor in
Italy.”

Q. An Itnllnn instructor of
music who also repairs the
instrumenta?

A. “No he isn't a music teacher
but I do call him Maestro. He'a
the only instructor around that
teathes four different classes on
violins, They are varnishing,
wood technology, making and
restoration. Dennis and I take
turns going to Europe a couple
times a year, We.shop around
for now instruments and 1 go
and loarn from the Maestra.
He's come here, too, and we've
hed eight different violin makers
visit our store over the Inst three

Q Bo your work with vio-
1ins is not considered an odd

job in Europo?

A. *Not at all. The Maeatro
teaches at a trade achool and
over there, it's a profession that
many people take on because
their porents or grandparents
were violin makers.”

Q. Do you fecl you do your
Job in a certain way based on
the lessons from the long-
time violin restorors?

A. “Oh yenh. I do a lot by feel
and intuition. Thare are a lot of
tools and devices that can be
used but I like the artistic
approach not the mechanical
one.”

Q. 1s it difficult to bo
rosponsible for an instru-
ment someone usos in their
carcer?

A. “Not really. I worked on a
$260,000 violin not to long ago.
It came from New York. I do
repairs for members of the
Detroit Symphony and several
other local symphonics, Moat
professional players in the

metro-Detroit area have instru- °

ments valued between $6000
and $40,000,

Q. What's the most expen-
sive instrument you've seen?

A. *We had a $2.2 millien vio-
lin made by Del Desu Guerneri
(in the 1700s) como through our
shop.” .

Q. Would that be an instru-
ment someone dlsplnyn ina
musoum?

A, “No. This owner was play-
ing it. It sounded great.

Q. What's your favorlte

nrt of the job?

A. “I really like the

important. And what I mean by
that is hard to explain but the fit
of the bridge hns to be right and
the kind of stringa used are very
important. If the instruments
not set up rlght you probably
can't play it."

Q. What makes the strings
on a violin so important?

A. “The strings arc very
important because there are all
kinds and they all sound differ-
ent. I always ask the person who
will play it what kind of strings
they want. There'’s basically one
brand everyone around hers
uges and they are $64 strings
(that's total cost for all four.)”

Q. Do you have to bo able
to play theso instruments to
repair them?

A. "Well, my ear is developing
for the music but really a restor-
er does not have to hear a thing.
You are working on someone
else's instrument and what they
perceive (as a problem) is all
that's important.”

Q. How lmportnnl is tho
cost factor in renting this
typo of instrument for a
young pupil?

A. *We start off with better
instruments here because these
are not simplistic instruments to
learn, They don't work if you
give cheap rentals to students,
Wo have a reént to own package
so when they come in to pur-
chase an instrument, they usu-

ally’ npend between $1,000 and

Q. Do you get involved in
salos and rentals or is it
atrictly ing work?

work. It's different then mnhng
one because you have to think
hkc the guy who made the vinlxn
you're working on. When you're
maoking your own, you can just
do whatever want to an get
away with it.”

Q. Have you made any on
your own yet?

A, I've got one in progress
right now, It's going okay. I'll
finish it some day but I don't
know that anyone will buy it.”

Q. What's important in get-
ting the right violin?

A. "How it's set up is most

A, "AII the repairs and restora-
tiona keep me busy all weck now
80 Dennis handles most of the
sales. And the bulk of my work
involves repairs rather than
reatorations because simple
maintenance can go a long way
for the instrument.”

Q. It sounds like you enjoy

your work.

A. "I do. I think it’s fun and
nctuully I'm relatively surprised
at myself too. But I'm good at
what I do and 1 want to go fur-
ther and further with it.”

ke-up artist who npcnt 10 years
providing a fresh look for Marilyn
Turner and hundreds of guests on
the moming talk show, Kelly &
Company. When sho decided to
expand her retail make-up busi-
ness into a salon offering facials
an , she tumned to Nail-
co far the majority of her spa’s

“1 glve them four stars,” said
Manoogian, “I deal with 30 distrib-
utors out of New York and that's
just ordering over the phone but
(Nailco) sends a salesperson right
to my door. I've been very, very,
haoppy with their service.”
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Such complimenta are, of course,
always welcome at Nailco head-
quarters but Gaynor is also ready
to address any criticism his cus-
tomers might find. Every product
order that leaves the warchouse
has a survey card attached for cus-
tomera to fill out and mail back.

Aa Gaynor looks to the immedi-
ate future, he sees expansion for
Nailco in the form of more distri-
bution facilitics and as always

more products to meot }us cus-
tomems needs,

*“You can't tell tho busineas what
to do the business tells you,” said
Gaynor. “I used to when sales

to say
reach $10 million I'll be happy.
‘Then we wont from $6 million to
$10 million in onc year and the
customers still wanted more prod-
ucts, In any busineas, you either ~
grow or die and there's no way to
stay out of that curve.”
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