Decide your risk tolerance b

By Jay L. 8mith
Part!

Thanks to the volatile stock mar-
ket, the latest technical correctlons
bill making some of the hottest in.
vestments obsolete, and the ingenui-
ty of the flnanclal services sector in
Introducing new products, even the
professionals are having a difficult
time coping with this confusing sity.
ation. However, thee is still good
news, )

By taking an especially deslgned
exam, you can determine your risk
profile and identify the types of
products which should be Included in
your investment portfollo.

Good luck with your exams.

Next week: that fit

your risk proflle.

PROFILE ANALYSIS:
WHAT IS YOUR MAXIMUM-RISK
INVESTMENT CATEGORY?

Directlons; Circle the answer that
most nearly applies to you. Write the
number in the space at right. Then
add up the numbers and divide by 9
to get a medlan score. (the average)

L Age - My nge is closest to:
oqu) 45-0r less (7) 50 (5) 55 (3) 60 (1)
7

1I. Income - My annua! income
from all sources Is nearest to (In

thousands):
{2) 15 (%) 25 (5) 35 (6) 45 (8) 80-or

Sid
Mittra

finances and you

more

HI. Annual Expenses - My annual
expenses in relation to my annual in-
come approximate: (Not counting In-
come Tax):

(1) 85% (3) 70% (5) 60% (7) 50%
(9) 40%-or less

IV. Number of Dependents - 1
presently have these dependents:

{9) 0 (8) 1 (6) 2-3 (4) 4-5 (1) 6 or
mare

V. Estimated value of assets - My
house, insurance, savings and Invest-
ments total: {in thousands):

{1) 50 (3} 100 (5) 250 (7) 350 (3) 500

or more
VI Liabilities - My bills, mort-
gages, installment payments, and
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debts if all paid off, In relation to
assets approximate:

{9) 10% (7} 30% (5) 40% (3) 50%
(1) 75%-or more

VII. Savings - I have cash on hand,
in savings accounts or other liquid
assets that could pay my llving ex-

penses for:

{1) 2 mo. {3) 3 mo. (5} 4 mo. (7) 5
mao. (9) 6 mo.-or more

VIIIL Life Insurance - My llfe in-
surance coverage equals: {ln thou-
sands):

(9)250 or more (7) 150 (5) 100 (3) 50
{1) 25-0r less

IX. Health Insurance - My health
insurance coverage (including Medi-
care) Includes:

(1) Basic (5) Maj Med plus Baslc
(9) Basle, Maj Med, and Disabllity

efore investing

SEMINAR: “Seven Ways to Fight
Back at the IRS and Lower Taxes,”
“Creative Uses of Single Premlum
Whole Life,” “Making Money in &
Down Market,” “A CD That iz Com:
pletely Liquid,” and *Trading in
Limlted Partnerships.” The semlnar,
sponsored by the Observer & Eccen:
tric Newspapers and Coordinated F{:
nanclal Planning, will be 7-9:30 p.ri.
Tuesday, Oct. 4, at the Kingsley Inn,

1475 N. Woodward, Bloomfied] Hills.

For reservations, call 643-8888.

Sid Mittra is a professor of
management at Oakland Univer-
sity and proprietor of Coordingt-
ed Financial Planning. .

Supply-and-demand charts can guide price setting

Economles was probably one of
my least favorite subjects in schoot,
especially when it came to dlscuss-
ing the “laws" governing supply and
demand. It wasn't until years later
that I began to understand how de-
mand and supply analysls actually
works.

This week’s column explains how
changes in price and quantity de.
manded assists business owners in

how target
view a company’s product or ser-
vice. This information may then be
used to help set the price customers
are willlng to pay, where it should be
made available, and how enthusias-

tie customers are to obtain it — Ifat
all.

Economists belleve that custom-
ers cannot buy everything they want,
use most customers have a set
Income, they are forced to choose
among alternatives in meeting their
specific product or service needs.
Customers are assumed to analyze
how cach chofce will make them fec!
{better or worse) or how cach will In
some way improve {or change) thelr
buying situation,

One relationship between price
and quantlty is known as the “law of
diminishing demand,” which says
that If the price of a product goes up,
a smaller quantity will be demand-

focus: small business

DIPaolo

ed. If the price of the product is low-
ered, a greater quantity will be de-
manded.

A “demand curve" graphs the re-
lationship between price and quanti-
ty for a given product market, as-
suming that all other things stay the
same. Most demand curves are
downward-sloplng because they

Business thank-you notes

show how a drop In price correlates
with the associnted Increase in cus-
tomer demand.

Business owners are interested In
how the prices set influence total
revenue for the product or service.
Their goal is to find a price that en-
courages customers to buy enough

products to increase total revenve. A
company's demand curve will typi-
cally show how a drop in price
means an increase in demand.

But it may also show an associat-
ed decrease in total revenue as pric.
es go down. As a result, the curve
may be quite steep. A steep demand
curve means that customer demand
is nat “stretching” enough to avoid a
decrease in total revenue for the
product. This phenomenon suggests
that the product has an “inclastic de-
mand,” In contrast, “elastic de-
mand™ means that If prices dropped,
the quantity demanded would

stretch enough to increase (otal rev-
L .

Elasticity of demand can then bé
detined In terms of changes In total
revenue. 1f total revenue would ig.
crease as the price is lowered, then |
demand Is elastlc; If total revenue
would decrease as the price Is Jow-
ered, then demand [s tnelastic, :

Mary DiPaolo is the owner of
MarkeTrends, 2 Farmington
Hills-based business consulting
firm, She is also producer and
host of the cable television series,
“Chamber Perspectives.”
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pay long-term dividends

Dear Joan:

A friend recently did a favor for
me by glving me some informatlon I
peeded to proceed on a profect, It In.
volved his contacting someone be
knew and that person talking to me
at length and even writing op some
lostructive materials. What i a
‘proper way to say thank yoa? .

E.L., Beverly Hllls

When somcone does you a favor,
it's wise to go on record witk your
thanks, before you forget about it, If
you become known as someone who
Jots a Ube to say thanks, you will

Dletch

business etiquette
Joan K.

just announced an urgent call from a
member of uni&r uwwgemrent.

L ] pare e person for your
finlshing the call by saying some-
thing lke “Jane, before I have to
ung‘pp. I wanted to mex_luon that

also become knowd‘as someone who
is and well

People will be more Inclined to ex-
tend you extra consideration, seelng
that you value their willingness to be
helpful and are ready to reciprocate.
As an example: “Your sending me
the information was a lifesaver, |

. y your next

meeting: “George, I see by my watch

that I'm due In the conference room

in one and a half minutes, I'm afraid

we'll have to continue this another
me.”

-'Inlcrrupt the other person’s
! y sounding very pres-

made the pr with flying
colors, and it was an important one
for the company. I really owe you
one. Thanks!"”

Dear Joan:

Sometimes It seems 1 spend my
life oo the pbooe. I bave & problem
with catting people off and not
sounding rode. What are some sim-

ple cat-off lines?
LE, Roya Oak

When you want to cut a person
short on an undesired conversation,
there are ways of doing it that are
more kind than blunt.

© Explain that your secretary has

b

sured: “Look, Paul, I have to finish
the chalrman's speech, and a press
release In addltion, this afternoon,
I'm afrald I have to go, Forgive me.”"

# “Look, Debble, we have a lot to
talk about. Let's walt until we can
talk it over-face to face some time."

There should be good lnes among
these for you to make a fast exit
from the phone next time you need
to.

Dear Joan:

Iam finding my looks a problem. I
feel as thoogh 1'm not takea serions-
ly enough because of my appear-
ance, What can I do to keep the sub-

LUXURIATE
INLEATHER

Deiivery is axtra.

Simply the most supple, sumptuous, satisfying
material you'll ever sit on, Hard-wearing and
easy to care for too! Come see what we mean
during our in-stock (eather sale. Sofa prices
start at $899. Sectionals, chairs, loveseats,
slespers and ottomans are sale priced too,
Hurry-quantitles are limited!

THEALTEU TVE FURMTLINE STORE

- 220S. Main at 3rd., Downiown Floyal Oak, 5410640
.., HOURS: Daly 109, Sat. 106, Sun. 12:5, Closed Mondays

Ject on buslness when the person I'm
speaking with gets thas deep-into.
my-eyes look? B.K., Troy

There was an article io the Wall
Street Journal not too long ago about
a young professional wearing glasses
with plain lens In order to be taken
more seriously. I suggest you try
that for starters.

Looks can be a problem In some
professions, there s no doubt of that.
1f the person coming on to you is got-
ting off the focus of your buslness,
mentlon your spouse or significant
other in some casual way, 'We saw
the movle so and so the other night
and we both agreed It was great” or
“This happens to be the restaurant
where we had our first date” those
romantle remarks made referring to
your significant other stop dead
turn-offs. )

Joan K. Dietch of Rochester
Hills is a soles ‘and maorketing
consultant who lectures on busi-
ness etiquette and has written a
business dress book. Address
questions to her at 36251 School-
craft, Livonia 48150,

TO:

RE:

September 261
Yours truly,

David T, Arnold!

v[ce President

LICENSED REALTORS
EXPERIENCED OUTSIDE SALES REPRESENTATIVES
RECENT COLLEGE GRADUATES

LOAN OFFICER EMPLOYMENT OPPORTUNITIES AT FIREMAN'S FUND

As the natlon's third largest mortgage banker, we are embarking on an
imaginatlve campaign to recruit and train Loan Officer candidates.

Mortgage banking offers a long-term career opportunity for hard working
individuals with superior skills and motivation, On one hand it offers
unllmited commission Income based on personal achievement. On the other,
Loan Officers are true "‘employees” of the corporation for tax purposes and
participate fully In our industry-leading employee benefit package.

Saturday morning, October 1, we'll be conducting two “LOAN OFFICER
CAREER SEMINARS"...at 9:00 and 10:30 a.m...at our Farmington Hills
headquarters. Our goal will be to acquaint you with the challenges and
rewards of a Loan Officer career with FIREMAN'S FUND.

We anticipate that more will want to attend than we can accommeodate. To
reserve your space, please telephone 553-0772 no later than Monday,

Fireman's Fund Is an equal opportunity employer...M/F/H.

M2 P ameiic.

30t060% OFF
All Wallcoverings

25% OFF
All Fabrics

60% OFF Kirsch
Minl & Micro Mini
Aluminum Blinds

55% OFF All Other
Kirsch Blinds

Stop In and have a cup of
coties. Let our talonted
staff help glve your home
that speclal look and
{eeling that only wallpaper
can.

_Tsho

Showroom
2374 Frankiln Roed
Bloomtieid Hills
858-7010

Hours: 04 gm. Mon,
WP W . ViewMC

e

T [T

THIS SALE WILL PUT Y0

5 Cort Furniture Reotal Resale Center has resttual valites now on previously.
7 rented bedroom fumnitare, Cheats, dresse
Complete sets, All at prices vost won't lose sleep over.

wnds, nighistands.

Twin  Ful
Queen

HEADBOARDS
fmm 519

2 Drawer
Oak

NIGHTSTANDS
fom °59

Designer
Colors & Styles

LAMPS
from S29

Twin Size
BEDDING
SETS

Includes Frame

onlys

Mon. & Thurs. 10-8
Toe. & Wed. 10-7
.06 .

Sal. 10-5

CORT

Fumiture Rental Resale Centex.
28720 Northwestern Highway, Southield 358-4303

The i outiet for furniture.

VISA/MasterCand
jean Express




