.ﬂarmmgtnn (!theruer

classifieds inside

Marllyn Fitchett editor/591-2300

Thuraday, Aprii 30, 1987 O&E

By Carolyn Corman
spoclal writer

Helping the rich retain their wealth is the alm of the
Enterprise Group which serves a sclect clientele —
those with 2 minimum income of $250,000 and at least $1
million net worth to invest.

“Basleally we help the wealthy structure thelr invest-
ment strategies,” explalned Norm Pappas, co-founder of
the Enterprise Group. “We act as financial consultants.”

Pappas of Bloomfield Hills and Lionel Margollck of
Farmington Hills founded the Enterprise Group in 1983.
The company has grown {rom 11 to 21 employees and
occupies 6,000 square feet of office space in the Trav-
elers Towers 1L In Southfield.

Its 80-100 cllents fall inte one of three categorles: the
business owner, the professional investor and top echelon
executives of public companies, Pappas said.

Business owners make up much of the list; atlorneys
and real estate developers are also among the clientele.

“The clients are wealthy to begin with,” Pappas sald.
“Qur strategy Is not to try to make them wealthy but to
keep them wealthy. The goal is preservation of wealth.”

THE ENTERPRISE GROUP'S client list has a cumu-
lative net worth of about $1 blllton to $1.5 billlon.

Pappas said he and Margolick are involved in four
specific areas of planning ~ Investment strategy, estate
planning, business disposition planning and fringe bene-
fit analysis and planning for corporations.

Pappas says he encourages clients to look at them-
selves as a business. As part of the Enterprise Group's
evaluation, a computer analysis of the cllent’s assets is
prepared along with a 10-year balance sheet forecast
and a 10-year cash flow forecast.

“Most people are too busy and don't have the interest
or ability,” Pappas said. “So we do the forecasting for
them. We also work in conjunction with thetr accontant
or attorney.”

Pappas said that once the client's financial situation is
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analyzed, an strategy is

“We advise thern as to what percentage to invest in
stocks or bonds and help them by offering different in-
vestments,” he sald. “There are common problems and

their clients' wealth as their company's goal.

common strategies when dealing with wealth.”
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Lionel Margolick (left) and Norm Pappas of the Enterprise Group see preservation of

HOW TO DISPOSE of wealth upon the death of a cll-
ent [s another specialty.

“There 13 a 50 percent death tax In effect now,” Pap-
pas said. “We help people plan proper disposal of their
estate, There are strategles appropriate for larger es-
tates and not smaller ones.”

Disposing of a business is a companlon service.

“What happens to a business if something happens to
the father?” Margolick asked. “Is it liquidated, kept or
s0ld? Most businesses fall because of the death of the
owner, We try to present some solutions.”

Pappas said they are also {nvolved with fringe benefit
analysis planning for corporations, assembling benefit
packages to help corporations attract new people and
keep key people,

“Corporations are concerned with attracting, reward-
ing and retalning executlves,” Pappas said.

“It is very Interesting and challenging work,” Pappas
sald. “People will go through changes and we try to help
them get to the next plateau.”

Margollck added that as a result of the new tax law,
there is more emphasls on profit and less on tax savings
now,

MARGOLICK HAS bachelor's and law degrees {from
McGill University, Montreal, and a masler's degree
from Wharton Graduate School of Finance and Com-
meree.

He worked for 10 years In corporate {Inance for Ford
Motor Co. and was responsible for supervising, planning .
and implementing an $11 billlon debt portfolie, He was
also head of the Ford Credit afflliate in Venezuela and
treasurer of Ford Venezuela,

He has spoken on an Internaticnal level on various
financlal and managment toples.

Pappas recelved a business degree from the Universi-
ty of Michigan and a master's degree in marketing from
Michlgan State. He formerly was employed by Connecti-
cut General Insurance Co.

He is past presldent of the International Forum and
presently serves on the Board of Assoclatlon for Ad-
vanced Life Underwrlting and a member of the Presi-
dcnl.'j Club at U-M. He also sits on many charitable
boards.

Prepaid legal coverage
imitates medical HMOs

By Carolyn DoeMarco
staff writer
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a minor itlness which nonctheless re-
qulre professional care? If he or she
is like many of us, the problem is
taken care of with a visit to a physi-
cian through a prepaid health maln-
tenance plan. The patient pays Jittle
or nothing extra for the vislt.

And If that same person finds him-
self In need of professional help for a
minor legal problem? Chances are
he'd take his chances with an attor-
ney recommended by his brother-in-
law or attempt to handle the prob-
lem without legal advice.

There's a better way, says Chris
Nolan, regional exccutlve director of
sales and marketing for Amerlcan
Legal Access Systems — prepaid le-
gal protective services, much like
thosc used in the health field.

“Our market is 80 percent of the
population,” Nolan sald. “We're not
concerned with the upper § percent
that can afford attorney fees or the
lower 15 percent that can usually get
free legal ald.”” Annual cost of a fam-
ily legal protectlon plan is less than
$300,

Amerlean Legal Access Systems is
the company owned by the mar-
keter, Natlonwide Legal Services.
Offices were recently opened on
Haggerty Road in Livonla, but the
company has been digging its toe-
hold into the Michigan market slnce
last Pecember. Nolan is also bulld-
ing a sales force in New York, Illl-
nojs, Colorado and Vermont.

Douglas Sweet, dlrector of re-
scarch and development for the
Michigan Bar Association, says an-
other estimated 20-25 prepaid legal
protective firms have also begun op-
cratlons in Michigan, with 20 of
them somewhat functional.

THE IDEA OF prepaid legal sys-
tems is simple — to practice preven-
tive law. The American Legal Ac-
cess System sells the individual or
small business a contract which pro-
vides for unlimited telephone consul-
tation with an attorney on a toll-free
hot line. Unlimlted letters and calls
made on behalf of the client are in-
cluded at no additlonal charge as
well as review of contracts and wrlt-
ten documents, preparatlon of two
wlils, and a 30-minute in-offlce con-
sultation with an attorney for each
new legal problem.

I a legal situation is too compll-
cated to advise on by telephone or
mail, members will be referred to a
specialist at a rate of $50 per hour in
office or in court.

Contingency cases arising from
negligence, breach of warranty,
product liabllity or malpractice are
exempted from the hourly rates. But
particlpating attorneys will handle
cases for 25 pereent less than their
usual fee rates. Probate of uncon-
tested cstates are also handled at
discounted fees.

Sweet said specifle programs are
pot endorsed by the bar association,
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consultation with an
attorney on a toll-free
hot line. Review of
coniracts and written
documents,
preparation of two
wills, and a 30-minute
in-office consultation
with an atforney for

- each new legal

AMERICAN ACCESS does pro-
vide such a cancellation, Nolan satd.
“If you don’t like the speed or quali-
ty, you can ask for your moncey back
within 30 days. Less than half of 1
percent do.”” An lInitlal registration
fee is non-refundable.

In addition to Individual and faml-
ly plans and those for small busi-
nesses, many corporations have
adopted prepald legal services as a
benefit to dangle in front of prospec-
tive employces. Unlons, too, are
looking to prepatid legal services asa
bargalning ltem for its members.

Most prepald legal services have
contracted with existing law firms
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but neither 8 thelr general use dis-
couraged. A commiitee is at work
reviewing the jdea, he sald. “We're
working on getting Information so
we can give advice, There'’s no Indi-
cation that anything is wrong with
them.”

Swecet said there is no way to
determine which prepaid plans are
best for the consumer, “The Individ-
ual should try them out. There
should be a way to cancel and a way
}o complain and solve any prob-

to hire . Nolan sald 60
firms are listed with Amerlcan Ac-
cess, but he gave no names. “It’s a
two-cdged sword. We don’t reveal
the names because we don't want cli-
ents calling them directly and wast-
ing their time. We want them to go
through channels.”

Each law flrm gets a percentage
of the contract and In turn provides
free services. If referral flrms are
needed, the client is billed at $50 per
Dl;ou;. The inittal firm gets no kick-

ack.

All attorneys used must have a
minimum of flve years experience,
Nolan said, and are checked for
qualificatlons by the New York off-

Ameritech
answers
competition

By Brian Lyeagt
staff writer

Same book, different cover.

Offlclals of Ameritech Publishing, the people who bring you the
yellow and white pages, say their new telephone directary looks
different but works the same old way.

Ameritech’s PagesPlus directory, with its bright yellow cover
and prominently dlsplayed company loge, has been hitting door-
steps all month. Delivery to homes and businesses will ba complet-
ed by month’s end.

1 will get the books, Ameritech will

dellver 190,000 North Oakland, 290,000 North Woodward and

‘AT&T feit it only 232,000 West-Northwest dlrectories, As in past years, the dirccto-

enhanced its position rlmlconla:? both yellow and white pages.

in the market to have saldt 's still the same s:l\me company, sm;gamkl:‘g:i?r:ﬁ;: cover,

other companies using With the breakup of the Bell ‘Telephone system, other companics
have begun to publish Noni in

the ‘fingers walking’
logo. Today we know
differently.’”

— Karen Fontanive

ne are
metropolitan Detroit though. Still, Troy-based Ameritech Publish-
ing Is preparing for competltion in the lucrative field.

“THE TREND across the country Is expanded yellow pages, and
we assume that Detroit will be part of that,” Fontanlve said. Pa-
gesPlus, with Its new look and expanded format, is Ameritcech’s
answer to the competition.
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ice. "We work with the d

Bar Association and ask if the com-
plaints and lawsulls against them
are cxcessive. County court records
are checked to verify the area of ex-
pertisc, and we insist on a $2 milllen
malpractice Insurance. If they're
suecli’. we want them to be collecti-

OWNERS OF famlly plans most
often use the service for divorce,
traffic citatlons and real estate, No-
lan said. “If you hired an attorney to
handle a recal estate closing you
could pay 1 percent.” On a $100,008
home, that could be as much as
$1,000. With a legal plan it would be
no more than $300 if it were a com-
plicated closing.

Other services provided by attor-
neys may Include adoption, name
change, trust preparation, tax plan-
ning, title scarch, counsel regarding
evlctions or foreclosures, premarital
contracts, garnishment or cases in-
volving consumer or civll rights,

Prospective salesmen can find out
more about the marketing aspect in
regular training sesslons, Nolan sald,
Ongolng training is also provided.

For more information on the
prepaid lepal services provided
by American Legal Access Sys-
tems, call Nolan at 397-8886. For
information on marketing, call
Ken Head at 963-5712. American
Prenmd Legal Services Institute
in Chicago (312-988-5751) serves
as a non-profit association for
promotion of the legal prepaid
services field,
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