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John McBrearly, senior vice _pruisidenl of

finance for Enter P

pre- son

pares for the company's primary selling sca-

g lhe issuing ol its coupon book.

European partnership

“We were really in the ploneering  American publisher with a solution

For discount
entertainment
coupon books

By R.J.King
special writer

Despite the many trade barriers.
currency and languages, Entertain-
ment Publications in Troy expanded
tn Europe five years ago. But the
world's leadlng publisher of leisure
discount programs soon ran Into
problems unrelated to government
restrictions and individual cultures.

The Europeans, as the company
soon found out, were not as savvy as
Americans when it came to savings.
Planning to mimic its success In the
Unites States, Enter! Publi-

stage of introducing discount pro-
grams across Eurcpe, and we never
were able to reach our cxpecta-
tions,” said Hughes Potiker, presi-
dent and CEQ of Entertainment
Publications. Potiker started the
company in 1962 {rom an 8-by-i5-
foot room in Detroit that doubled as
the fledgling entreprencur's Jaw off-
ice.

“So the more we looked at it. the

to its distribution problems, not only
in houscholds, but corporations, 100,
oflicials of the company said.

In additien to producing discount
coupon books for families, the com.
pany has sold millions of custom
coupon books for corperate clients to
use in marketing and sales promo-
tions. The companies include Ameri.
can Express, Procter & Gamble,
Sears Roebuck and Troy-based Kelly

more it made sense to expand and  Services.

develop leisure discount programs in
Europe with a strong European part.
ner. Rikskuponger already had an
extensive background with coupons,
so it really beeame a natural.”

AN AFFILIATE OF the Wallen-
berg Group, which ewns Saab and
accounts for more than 40 percent of
Sweden's national income, Riksku-
ponger developed as a reslt of the

’s desire to elimi; cafe-

In fiscal 1989, which ended in
June, Entertainment Publications
sold more than 2.5 million books in
87 market areas. Revenues were up
20 percent from the previous year,
at $74.4 million. But despite the suc-
cess, Eurpoe stili looms as an un-
charted market.

“ANOTHER PROBLEM we ran
inte was that Europe dovs not have

cations wanted 1o Iniroduce its dis-
count books in 8-10 cities per year.

But since 1985, just four cities —
London, Copenhagen, Glasgow and
Stockholm — have booklels circulat-
ing, and only on a kimited basis.

In a tale of how two can often fare
better than one, Entertainment Pub-
lications recently signed a joint ven-
ture agreement with Rikskuponger
AB of Stockhaltn, the world's second-
largest distributor of funcheon
vouchers,

RIKSKUPONGER BECAME an
cqual partaer In Entertalnment’s
European subsidiaries — a move the
companics hope will solve distribu.
tlon and cultural differences while
putting savings booklets in as many
European hands as possible.

T
teria service to employces, which is
a typical benefit in Sweden.

the profit and charity network
that the United States has” sad
John McBrearty, senior vice presis

The Swedish company distributed  dent of finance. Seventy percent of

luncheon vouchers that workers
could use to buy meals at local res-
taurants, Potiker said.

the books sold by the company last
year were through community and
service organizations as the the

“With Rikskuponger's background American Red Cross. Easter Seals

in coupons, we thought it was a good
idea to establish a strong link in Eu-
rope before the trade barriers come
down in ‘92, We believe that when

and Girl Scouts of America. Of the
50,000 non-profit organizations in-
volved in selling books, more than
$13 million was raised last year to

the Common Market finally comes  benefit causes.

together, it will allow for much
more movement between countries

And even though the thick, hand.
sized books are sold on consignment,

and create more opportunities for  with promotional materials avail.

us.

POTIKER EXPECTS to open
branches in other European citics,
but he wouldn't say where or when.
The joint venture could provide the

able free, European organizations
were slow to accept the notion of
selling discount books to raise mon-
ey, Potiker said.
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Architect's drawing of the Walsh College expansion,

Boom in enrolliment
prompts expansion

By Gorald Frawloy
staff wrlter

The buslness of Amerlca Is appar-
ently still business, as cvidenced by
the $4.5 milllon bullding expansion
necessltated by an exploding student
population at Walsh Buslness Col-
lege in Troy.

“We're Increasing our slze by al-
most double,” sald Walsh College dI-
rector of marketing Llsa Johnson.
The new 33,000-square-foot expan-
sion wlll increase (he total size of the
bullding to 74,000 square feet. When
completed, the college wlil have 22
classrooms, four computer labora-
torles, an expanded library and addl-
tional office space.

The expanslon wlll also include a

is scheduled to be ready for use by
the falt 1990 school year.

Waltsh College located fn Troy in
1970 and has been growing ever

chitecture of the college, but also to
enhance what exists.

Simllar materials will be used, he
said, but accent brick work and a
new, more visible stone entrance
will greet visitors and stedents,
Platz sald.

“The design concept was very de-
liberate. We didn't want to just tack
2 33,000-square-foot block onto it.”

The expanslon was also designed
so that every room would have win-

since, Johnson said, especlally with  dows. The expanslon will be connect-

the booming economy in the mid-
1980s.

Walsh College enrolls nearly 3,000
students in bachelor's and master's
degree programs. Five years ago,

ed by two corridors ereating a 4,000-
square-foot enclosed court yard.

The expansion wil) rest lower than
the main part of the building, Platz
sald. The naturat topography of the

enrollment was 1,700 students. An  site declines sharply behind the ex-

additlonal 4,000 students attend con-
tinulng educatlon semlnars at the
college.

“We're at a polnt where we don't
have any more room In our build-
fngs."

Isting structure, so he took this into
account when deslgning the addition.

“It should save them a lot of mon-
ey on gradlng.”

The expansion will include a 200-
person-capaclty Jecture hall that can

TOM PLATZ, an associate with caslly be partitloned to form three
the Livonla archltectural firm of secparate rooms jor individual ¢lass-
d

that

lecture hall that can
up 10 200 people at a time, a student
lunch room and a new parking tot. It

SV - R

Lou an
designed the addition, sald the design
attempts to match the exisiing ar-

©s.
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Get out the

Charge those
movie ducats

By Gerald Frawloy
stalf writer

For months you've been wanting to ask that man
or woman at the office for a date and tonight — the
day before payday — he or she mentions an interest
in the new Woody Allen movie. Unfortunately, you're
broke.

Don't sweat it, put it on plastic.

Credit card purchases and advanced ticket sales
are coming to a theater near you, according to
James Merck. American Multi Cinema (AMC) direc-
tor of marketing and public relations. Other theaters
are looking at placing automatic teller machines in
their lobbies to help solve their customers' cash flow
problems.

AMC LAUREL Park 10 in Livonia Is the {irst gen-
eral run cinema in southeast Michigan to use a com-
puterized automatic ticket sales (CATS) system that
allows purchase of tickets with credit cards. Movie
fans can also buy tickets up to three days in advance
at the box office or over the phone.

CATS will also be available at the Wonderland 6
theater in Livonia when it opens Friday. AMC will
evaluate the system and is considering installing it In
other theaters, Merck said.

AMC, the largest theater operator In southeast
Michigan, has 19 theaters in the area,

The AMC Maple 3 Theatres — which generally
show limited distribution and art films — began us-
ing the CATS system in September, and Merck called
it successful. In other arcas of the country where the
system is in use, approximately 12 percent of movie
tickets are bought with credit cards, he said.

PHONE PURCHASES are picked up the night of
the show at a designated window, Merck said. Cus-
tomers can also put a $10 charge on their credit card
1o use at the concessions stand, he said.

“You get a little slip of paper when you get your
tickets and use it like funny money.™

Over-the-phone eredit card purchases are assessed
a 50-cent surcharge per ticket, but tickets bought in
house with credit cards are sold at face value, he
said,

CREDIT CARD purchases are just as fast as mon-
¢y purchases, Merck said. A window teller takes a
card, runs it through a scanner and hands over the
tickets and a receipt. Credit card purchases do not
require signatures so the line should move as fast as
cash lines, he said.

“What people really like ts when you have a block-
buster movie like '‘Batman,’ you can call ahead and
get tickets without standing in lne. It's also of bene-
it to us because we know what we need for crowd
control.”

Merck 1s not certaln how many credit card pure
chases are made 1n advance — it varies from movie
to movie - but the number seems 10 be growing, he
said

“There are a lot of advanced sales and we're cer-
tain we will sell more.”

The system will accepts Visa, MasterCard, Ameri-
can Express and Discover.

BUT ROBERT KLEINHANS found using credit
cards more trouble than it was worth. He is the local
general manager for Star Theatres, which has three
theaters in metropolitan Detroit — Star Rochester
Hills, Star Taylor and the Winchester Mall Cinema.

Tickets can stil] be bought in advance, but the
cinema requires they be bought with cash.

“We used to (seli tickets with credit cards over the
phone). but then people wouldn't show.,” Kleinhans
said.

NO-SHOWS — ESPECIALLY for blockbuster

‘What people really like
is when you have a
blockbuster movie. . .
you can call ahead and
get tickets without
standing in line.’
- James Merck
AN

movies — are aggravating to both theater manage-
ment and the movie customer who can‘t get 1o to see
a show. No-shows can alsc cancel credit card pur-
chases, 50 the theater loses both the pre-purchased
ticket sale and money that could have been made if
the vacant scat had been filled.

And credit purchases cost theaters more to pro-
cess, Kleinhans said. With the cost of film rental an
operating overhead, Star Theatres decided to stay
away from credit cards because of extra cests, he
said.

“We're looking at putting money machifes — ay.
tomatic teller machines (ATM) ~- 1n our theaters in-
stead,” Kleinhans said. “We've found that most pec-
ple find it preferable to using credat cards.”

ALTIIOUGH NONE of Star Theatre's local movie
houses has ATMs, several near Grand Rapids are
currently using them, he said. and the response has
been favorable.

“People can go to a movie, and then go cut t a
restaurant Jater (after using the ATMs)" he sad
"We try to meel everyone's needs and we think that
banking machines are the way to go.

It only takes couple of seconds, you get your moe.-
ey, you have meoney for later, and everyone is al-
ready {amiliar with them,” he said

PAUL PAQUETTE, district marager for General
Cinema, which operates four theaters in metropoli-
tan Detroit, said his company has no plans to start a
similar system.

“1 understand the reason why it's being tried out,
but I'm not sure it's necessary.

Paquette believes an ATM may be more bereficial
in the tong run, he said

“From a customer point of view, that's rot a bad
idea.”

Depending on the system, credit card purchases
could be slower, ereating longer lines. Advance tick-
¢t sales may olfset this problem, Paguette said, but
he can see potential problems stemmung from pres
purchased tickets.

“As a cuslomer, my plans change from day to
day.”
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