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Grocery store competiti

tawge we (bve won!

LT

By Busan Buck
statf writor

Customer reaction was mixed
Menday among thoso polled follow-
ing an announcement by Great Scott!
. supermarkets that prices on 300 se-
lected items would be frozen through
the summer.

of parent company Meadowdale
Foods, announced that 300 liems
from the top-selllng commodities in
all of its 31 stores will be frozen.

An average supermarket carries
20,000 to 30,000 Items.

No fresh frults, vegetables or
meats arc on the Great Scott! list.

“We want to be better recognlzed
for what we worked Jong and bard to
achieve,” Makanoff said in his an-
nouncement, made near the frozen
foods scctlon of the Great Scott!
store at 11 Mile and Middlebelt in
Farmington Hllls. “Everyday shelf
prices are low, Lf not lower, than our
competitors,”

Thls does not represent a super-
market war, but rather ‘“good,
hcﬂmy competition,” sald Maka-
noff.

ﬂ:'mppm wlll bave the flnal

ord. .

“I don't shop here as often as I llke
because I think they are a lttle bit
too over-priced, but I like the store,”
sald Linda Delavy, a Southfield resi-
dent, who was shopping with daugh-
ter, Michelle, 6, and Cheryl
't};wrockl. 4, whom she was baby-sit-

g

LOOKING AT the Great Scott!

Lon and chief i

officer of

dale Foods, pa}—unl company of Great Scott!, announced a sum-

We're not,” he said.

mer price freezo of some food items. “A ot of conaumers are
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under he impression that we are a high-priced supermarket.

list, Delavy saw some items she
bought but not the brands that she
liked. “It would depend on what
other sales were golng on,” sald De-
lavy. "I spend the most money on
meats. I stock up on the meats, let it
go down and then It's a blow when I
bave to do it agatn.”

Lon Makanoff, president and CEO ~

on heats up

Great Scott! freezes prices

Eldon Dillon, a Farmington Hllls
resident, sald that he shopped at the
store because it was convenlently lo-
cated. “Prices don't make any dlf-
Ierences tome,” he said.

Annc Sievert of Southfield, who is
retired and on a fixed income, sald
that she s a real “cheapo” when It
comes to supermarket shopplng.

“] go for house brands," she said,
holdlng two paper towels and a loaf
of bread. “You nced to be shrewd to
shop today. I look for the speclals. I
bave to watch my cholesterol. I don't
buy 100 many veggics here because
they are too expensive. I go to the
Iruit market.”

Sievert came to Great Scolt! to
“sce what looks good today,” she
said,

Accordlng to Makanoff, Great
Scott! was the flrst to introduce
salad bars, fresh scafood, high-speed
checkout : scanning and FAX ma-
chines to its'stores. “A lot of con-
sumers are under the impression
hat we are a high-priced supermar-
ket. We're not. We're every bit as
campetitlve as the other chalns. If
you look at what they've done over
the last couple of years, youw'll fin<
that they always copy what we've
done.”

MAEANOFF SAID that Great
Scott! tried to select items that eve-
ry consumer would buy throughout
the summer. They include selected
brands and sizes of margarine,
cheese, iced-tea mix, paper plates
and cups, salad dressing, charcoal
starter, as well as cat litter, dog food
and detergent, The demand for
many of these ltems Increases dur-
ing the summer, he sald.

“Depending on weather condi-
tlons, which say this summer will
probably be more dry, we're looking
ntxl couple percent inflatlon,” he
sald.

Please turn to Page 2

K mart sees

Retail giant looks
to specialty niches

By Tim Richard
staff writer

saies siump

cash dividends of $1.32 a share, up 13.8 percent,

BIGGER BASIC stores, as well as speclalty stores, are
in the company’s §1.3 billlon five-year capltal plan, the
chalrman said. Plans callfor:

® 75 0 100 new stores each year for flve years — 30
of them replacements for smaller stores.

® 100 to 150 exlsting stores to be expanded each year.

Despite slgns of a softenlng economy, K mart Corp. is
moving ahead in the Oakland and Wayne county suburbs
wlth part of Its new generatlon of specialty shops, Sports
Glant.

One store opened today in Livonla, and another opened
April 8 In Madison Heights,

“We're tapping Into this country's zest for the active
life, good health and good fitness,” board Jo-

Average store wifl be more than 85,000 square feet.

® C by the end of 1990, of the price scanner
Pproj 3 chy t lane speed by 23 percent
and allowing better Inventory control. By the end of
1988, abont half of the 2,200 K marts bad price scanners.
A second goal is to Improve lnventory turnover.

# Continued expansion for Bullder’s Square, now at
137 stores for do-it-yourself homeowners and small con-

tractors.
which have a

seph Antonlnl of Bloomileld Hills told a crowd of 300 at
the No. 2 retaller’s annual shareholder's meeting in its
Troy headquarters. -

Antonini said the flrm — best known for its dlscount
department *stores but increasingly addlng specialty
stares — intends to expand its 4 t share of the
market, desplte rival Wal-Mart's threat to overtake both
it and Sears.

Departing from his text, Antonin! sald, “We're seelng
trends that are a Little disturblng,” adding in a nows cot-
ference that store traffic is off this quarter among ri-
vals, too. “Business s bad all over the country In retall-
Ing. We were a little surprised when things fell ofL.”

" Nevertheless, he predicted a 7 percent sales hike dur-
Ing 1889,

! FIRST-QUARTER carnlngs fell 22 percent to 47 cents

2 share from 60 ceats in tha first quarter of 1988, but
Antonini sald the drop “does not alter our annual plan
for 1989.”"

* The company’s second Sports Giant la at the Woodland
square on Plymouth Road west of Middlebelt Ln Livonla.
“"Al 50,000 square feet, Sports Glant will be about two-
thirds the slze of the average K mart store,

- Larry M. Parkin, an executive vice president, sald it
will stock 35,000 items in 12 departments such as
foolwear, exerclse, skling, hunting, flshing, camping, wa-
ter sports, golf and team sports equipment.

- For a family membersblp fee, shoppers can get § to 10
percent price reductions, It will employ 90 people.

THE MEETING was relatively tame, despile market
pundits’ predictions of tongh questions because of the
carnings drop and leveling of per-siore sales,
© Except for a fow shopper cunpialats (550 rolaisd sto-
ry), Antonint recelved accolades for progress in using

-minority vendors (a 48 percent increaso to $374 mllllon
In 1988).

An employea complained about lack of & cost-of-ving
pay hike, addlng, “T can no loager afford to eat In tho
cafeterin.” She recelved much applausa. .

. A Presbyterian minister, tho Rov, Willlam Som-
platski-Jarman, asked Antonini to pot pressura oo &
Georgia curtaln z;ﬂ:uu-, S. Lictenberg Co., which is fac-
Ing charges of raclal blas and unlon problems.

* "*Thls (unlon ratification) is ticd up in court,” Antonlal
‘replled. “We've talked. They'ro committed (o resolving
this, I sald we wanted them to get this behtnd us”

For 1988, K mart reportod sales of $27.3 billlon, up
4.5 percent; Income of $803'million, up 16 percent; and

. with Makro stores,
warehouse club format. A jolnt venture with SHV Hold-
Ings, & Dutch flrm, Makro outlets are in Cincinnati,
Cleveland, P and DC.

® An experiment with Office Square, an office supply
warehouse,

© The flrst American Fare, a food and general mer-
chandise “hypermarket,” in Atlanta.

Stockholders air
shopping gripes

K Mart's shareholders are also shoppers, and they
dlda't hestitate to take thelr complalnts to the top at
Tuesday's annual meeting in Troy.

“Give him a case of Eureka baga free,” chairman Jo-
seph Antonin ordered after a shareholder, shopper and
retiroe, Michael Turck, complained he was unable to find
replacemscat bags for the vacuum cleaner at three com-
pany stores. Ho had purchased the appliance at K mart.

“No excuse,” Antonini commesnted, “We make more
money on the bogs.”"

“See that Joey gets a free Nintendo,” Antonini ordered
after mother Pat Glionma reported her son found the
game'a price $5-925 cheaper at competitors.

She said her son saved his own money to buy three
shares (current price: $39.25).

To a shareholder who asked for & dividend relnvest-
ment plan, Antoninl sald it's “something we're working
0. The preblem Jx that 60 percent of sbareholders own
under 1 percent of the stock. We'll ook at it.”

‘The company has 201 milllon sharea.

SEERING TO Instill “misslonury real” {or customer
service (n Its 350,000 employees, Antonind sald favorable
comments were one §n 10 when It began a monitoring
system 18 months &go. ° 5

“Today I am plaased to report over 80 percent of let.
ters from our customers are complimentary. .. We
have recelved over $,000 complimentary calls and Jet.
u;w;'%,'yur alone, which axcecds tho number received

Despito tho new emphasis on service, Antonln] sald the
{lrm's orientation will contlone to be on merchandlse
and prices,
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account to First Federal of Mi
That's all it takes to earn

monthly.

“There’s no charge per check. And

your first 50 checks are free.,

And'if you imaintain a $300 mini-
mum balance, there’s no monthly

service charge. :

Open an account now and we'll
even pay you for your old checks, five .
cents per unused check, up to 200.

Also, you can use your

4% .
annual inlerest? paid and compounded

First Federal
Prestige® Card to access your account
through the Magic Line® (/) and
Plus System® 24-hour ATM networks.
And enjoy expanded Saturday drive-
up service at many offices.

For more information, .

call toll free, '
1-800-342-5336.
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