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:With the robotics industry heavily reliant on the automotive in-
‘dustry, the recent auto sales slump has given robotics manu-  ing automobile frames.
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tacturers some cause for alarm. Robots in pholo are spot weld-

Robotics industry sales rising

‘By Garald Frawloy
statt writar

* Twenty years ago, people thought
robols woutd either lmprave the
quality of life or put them out of a
Jjob. A few years ago, both possibili-

Lies were unthinkable.

After years of growth, the US. 10«
boties Industry was slumping, In
1985 and carly 1986, robotics manu-
facturing was riding a erest of suc-
cess with sales of almost $600 mll-
llon a year. A year later sales had
plunged to nearly $300 milllon.

- For Michlgan's newfound rebotlcs
Industry — In the early 1980s state
offictals hoped robotics wauld help
the state diversify its auto-depend-
ent cconomy — the slump was bad
news,

Today, although still below 1985
and 1986 levels, the robotics manu-
facturing industry is on a rebound,
according to the Ann Arbor-bascd
Robotle Industries Association
(RIA).

Approximately 35,000 robots are
in use throughout the United States,
according to RIA figures. Recent
sales have been heaviest in applica-
tions for welding, palnting/coating,

cent from the third quarter of 1988
when sales were $202.7 million.

Carmen Calabrese, vice president
anc general manager of Troy-based
ABB Robotics Inc., said many people
are unaware of the mid-decade de-
cllne — mainly because other areas
of the weonginy were thrivicg.

“A couple of years ago, there was
almost a moratorlum on flexible au-
tomation purchases — and robotics
is a major part of that,” he said.
“But all at once, about a year and
half ago. it turned around.”

GMF ROBOTICS, In Auburn Hlls,
one of the arca's largest robotlcs
manufacturers, wasn't Immune {from
the slump, GMF Robotics communt-
catlons manager Joanne Morine
sald. “Buslness is good teday, but it
wasn't a few years ago.”

GMF sales reached a peak in 1985
with $187 million in sales and stari-
cd 1986 on a good note before a stow
fourth quarter. Still, the firm fin-
Ished off the year with $186 mlition
in sales.

But sales fell sharply In 1987,
when GMF finlshed the year with
$103 milllion In sales. The flrm was
forced (o include greater emphasis

materials handling and

In the first three quarters of 1989,
U.S. robotics manufacturers logged
$369.1 mlition In orders — up 82 per-

on mar-
kets and splitting the firm into two
divsions: one to address the automo-
tlve Industry and another to address

other industrial nceds.

Why the robot Industry went sour,
ABB Robotics' Calabrese said, is
more dlfficult to guess than why the
industry is bounclng back. “There
have been many solutions {offered)
on that, but wo stllt don’t have all the
apswers.”

Calabrese speculated the enor-
mous automobile inventorles during
the mid-1980s might have been a
factor. Then, manufacturers built
huge Inventorics of automobiles and
sold from the inventory.

Today, manufacturers produce au-
tomabiles almost on an as-needed
hasls,'he sald, and with just-in-time

5| a y
is more important than ever belore,
he said.

“You can't have on-time manufac-
turlng without robots,” Calabrese
sald. “They perform repetitive tasks
flawlessly and efflclently.”

GMF Robotles” Morlno said It is
doutitful the Industry wiil sec a re-
turn Lo 1986 levels soon because the
attitude about robotics has changed.

“In the carly 1980s, everybody had
to have a robot even if they didn't
need them,” she said. Robols were
“in” and all the Industry's big play-
ers - and those flrms that wanted to
be big players — were llning up to
buy them, she said.

“We're done with that fad stage,”

Clients beat trail to providers
of self-improvement services

By Doug Funko
staft writor

If you made any resolutions for
the new year, chances are they in-
volved getting fit or finding a betler

Job,

That's why these arc very good

times for weight loss clinics, health
clubs, employment agencies and re-
sume preparers.
. “January and February tradition.
‘ally are our best months,” sald Eve
:Nlcho, director of the Welght Loss
Clinic of Madison Helghts. “It's a
good time of year to start a welght
program.

“There’s a blg gap between holl-
days, There's nat a Jot of other prior-
ity things going on. Summer's com-
ing up and people start thinking
about that right after Christmas,”

- she said,

What speciffeally brings people in

now?

0

. “Some say It was their New Year's
-resolution, some sald they were huy-
-ing clothes for the hotlday for them-
.selves and decided it was something
:they needed to do,” Nlchot sald.

SEEING RELATIVES during the
holidays normally not scen the rest
1 »
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of the year also can be a greal
matlvating factor, Nicho! added.

Florine Mark, president of Weight
Watchers, isn’t surprised that her
classes are espectally popular now,

“From Thanksgiving on It's holl-
day time,” she said, “Everyone [s
kind of figuring, ‘On Jan. 1, I'm
going to go on a dlet.’

“They wanl to do something and
rightfully so," Mark sald. “In the
1990s, 1 think we're going to think
about how we feel, what we eat and
llving longer.

“We're probably seccing now
60,000 to 70,000 people, half coming
back or starting fresh,” she said.
“You don't have to be 50 pounds
overwelght. Hall have less than 20
pounds to lose.”

Both Weight Watchers and Welght
Loss Clinles offer speclals and dis-
count memberships as added incen
tives for people to drop the excess
baggage now. o

January Is a boom month for
health clubs in terms of attracting
new bodies and becoming reace
qualnled with inactive members,
sald Bill McDowel, a vice presldent
for Vic Tanny.

“Attitude is direcied In other ways
In December. Even the best of us

galn welght In November and De-
cember,” he sald. “Even people who
work out all the time tend to do
that”

Pcaple do take stock of thelr lives
during the holidays whether they
make formal resclutlons or not,
McDowell said.

“A lot of people don't smoke, don't
drink, Everybody has to exercise,”
he sald. “You think of yoursell more
after the holldays.”

THEN THERE are those who are
unhappy In thelr jobs.

Renee  McClaln, who operates
Lifetime Resumes as part of an an-
swering service in Southfleld, finds
that she really does get busy on Jan.
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Upward of 80 percent of her cli-
cnts already have a job but want
somethlng better,

Most are professlonal people like
doctors, lawyers, subcontractors and
exceutlves in the auto industry “who
know where they're heading and
what they want to do,” McClaln said,

“It's just something they've want.
ed to do but didn't because of busy-
ness of the holidays and a bellef thal -

Plonso turn to Page 2

Westinghouse Automation Division
sales and marketing manager Mal
Leininger sald. "That ‘we'd-better-
aet-on-the-bandwagen-and-buy-a-ro-
bot’ syndrome s gone. 1 think that's

Please lurn to Page 2

Business woes
generate good
appliance buys

By Doug Funkostail writer

Highland Superstores, a re-
tailer of home cntertainment
equipment and appliances, s
heading toward fts first unprofit-
able year since offering its stock
10 the public in 1985.

But that might be good news
for cansumers.

Exccutives for the Plymouth-
bused carporation say they intend
10 remain the market leader in
metropalitan Detroit,

Considering the local competi-

tion — Fretter, ABC Warchouse,
Walter's Home Appliances, Adray
Appliance and the major depart-
ment stores — huyers can expect
good prices for merchandise to
hold.
“We're the market leader,”
said Yale Levin, chief financia)
officer for Highland. *We're
going 1o have the lowest prices
around to malntain market lead-
ership. 1 tkink consumers are in
far very low prices over the next
year."”

Things apparently have be.
come so competitive recently
that Ollic Fretter ("I'lt give you
five pounds of coffee i I can‘t
beat your best deal”) recently has
reappeared on TV to tout prod-
ucts for his company,

“TIIE CONSUMERS are get-

SUPERSTORES]

new, hot product. That's what
drives the market,” DiMaggio
said.

Hightand reporied a net loss of
$9.6 million on revenues of $508
milllon through the first three
quarters of jts budget year which
ends Jan. 31,

The company reported a profit
of $2.9 millicn on revenues of
$595 million for the first nine
months of its 1988.89 budgel
year,

November 1989 sales of §101.4
million were up 11 percent from
the $91.4 miflion recorded in No-
vember of 1988. Holiday sales
during December haven't yet
been announced.

DESPITE TIE rcbound, Eu-
gene Mondry, ilighland presldent,
anticipates a net loss for the year,

He attributed the loss through
three quarters ta “a combination
of a very highly-competitive envi-
ronment” and 2 marketplace
“somewhat lacking an appetite

ting great prices, Co s
really kamikaze," said Steven Di-
Maggio. senior analyst for Roney
& Co.

lk: termed the industry “dead™
at this time.
“These guys (retallers) necd a

tor 3

“1 think It’s going to be very,
very competltive, but a good fu-
ture,” Mondry said. "Camcorders,
compact disc players, TVs are
11! seiling. Major appliance busi-
ness could be down.”
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And with Michigan National's Lifetime Services,
dlesign your own financial pragram to qualify for checking free
of monthly service charges.

For mote information, stof by any branch.
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. Michigan
National
Bank

We're doing :\'hal it takes™
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Deposit.
No Return.

Idte doflars can't work for you. Michigan National Bank offers o
variety of ways for your money to make money, from money
market savings accounts to certificates of deposit and more,
you'll find Michigan National interest rates very competitive,

you can
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