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Sexy Ferrari may be temperamental but it's hot

You can tell a lot about a man by
his shoes, his wife and his car, ac-
cording 1o Danay DeVito in one of
those bits of movie dialugue that
keep _coming to mind at odd
moments,

Tony, my new brather-in-law,
pretty much had to write off the
shoes when he proposed to my wife's
slster. You probably don't want 1o
ook at a doctor’s shoes when he
works night shift In an emergency
roum anyway, which was what Tony
was doing when he met Anita, who

drive Dodge EMS unit, the

streteher and oxygen botiles,

Which ts why Tony rented a Fer-
rari for the wedding.

As It turned out, the rental busi-
ness In 308 Ferrarls is a lintle stow
for Heriz, but Teny found a guy who
ran a onc-car lease business out of
his parage, charglng rates in the
neighborhood of rentlng a light air-
plane.

THE CHECKOUT in the Ferrari,
in fact, was just short of the pre-

AG

’"m_\ auto talk

Dan
McCosh

coffve and shut off the engine.

“Were
Anil

“About the doo

window down, and you kind of reach
out and get the handle on the outside.
But be cool.” That was when the bat-
tery went dead and alung with it the
clectrie windows.

you listening?" he said 10

did you say?" Anita sait.
id,

Which was what Aniti did. AS soon
s she cpuld stop laughing.

The crowd seemed even bigger
when the tow truck arrived to jusip-
start the baltery, “OK,” says the

truck guy. “Where's the bate

“BATTERY?” TONY suays, look-
ing at the row of strangers faces,
thinking that nobady has any sympa-
thy for you when you're driving a
Ferrari. “What battery?”

Finding the battery turned out to

Ferrari were back on the road, b
ing for the wedding. A Porsche wo

coming up in the rear-view murror
and Tony was relaxed agaln, thinb,

ing. “That guy's only driving o
Parsche, and I'm driving a Ferrary

Then again, be remembered. thar
guy probably owns the Porsehe.

BY THEN Anita had more or Je-
recovered her composure. Sudden:.
she realized they were in o red ¥
rari touling slung at half the cruis,
speed of the EMS unit.

* she said, breaany To

d"l\ csl an ambulance as a flight for a Grumman Gulfstream, g at the armres Now the windows began 1o ste; b sométhing ke customs duing o
paramedic. including a lecture on the rows of  "How do you get the doors open’ up. and it seemed like there was & drug search, but st eventuably was lo- - reverie. “Let's see what th .
switches and finlshing with a demon- “What doors?™ solid row of strungers knees out  coted up front underneath the spare  will do”

TiIS MADE the car part a little
tough, too. Anita has been tough to
impress with cars cver since she
topped 117 mph in a four-wheel-

stration of the door handles. But by
the time he pulled out of the drive-
way, Tony was in car heaven. At
least until he stopped for a cup of

“LET'S BE cool abuat th
Naid, noting
cring 1o look at the car.

there. Tony thought fast.

“I'll push the root open, and then
you stand up and lean over the side
and open the dvor. But be cool.”

nab) crowd -
“I' run the

tire By then the crowd was begine
ning 1o thin out

A few hours later the hattery was
replaced and Tony, Anita and the

Wearing mental blinders will kill a small business

All of us have a tendency 10 be-
come locked inte standard ways of
doing things. This Jocked-in ap-
groach is the result of finding a com-
fort zone in which to conduct our
daily lives.

As a result, change can come to
represent @ threat that individeals
avaid. Instead of viewing change as

-t positive or necessary step toward
growth, people prefer to maintain
the status yuo no matter the conse-
quences.

Businuss owners and managers
who cling to the comfortable way of
conducting business often do so long
after It becomes outdated, ineffi-
clent, and detrimental to the future
of the enterprise,

Regardless of the type of business,
owners and managers will focus at-
tention on whatever needs to be done
immediately, This behavior is often
a result of surviva)

MOST WILL say they are apen to
and encourage change, but when
faced with doing so, they find change
threatens what they are doing today.

All 100 often we permit ourselves
10 be bound by real-werld cons-
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IT FORCES you to think beyond

Mary

focus: small business
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the immediste conhmetnents of oper-
ating your business. The purpose of
the “what-if" process is to force
yourself ta think differently.

1 you question a situation that is
an imiediate coneern to you or yuur
business, the process won't be as ef-

traints. Before we have a chance to
anticipate what might be better or
different, we quickly avoid new ide-
«s based on real work cencerns.

If you hear yourself constantly
saging, "Il won't work™ or "That's
not practical” or "We can’t afford
it” before you've had a chance to
think a new idea through, then

s0 protect yuur
valuables now.

you've developed o reactive rather
than proactive philosophy  toward
your husines:

All ereative, prog:
results i
starts with the
Asking vourself
15 un ideal wag ta get your imagina-
tan slarted.

{ective.

To beeome skilled in the “what- x(
ereative thinking process. go
by yoursel! for an hour or so d
weite down “what-if” questinns Talk
Lo vaursell and record yuur ansviers
on paper Let your nagination go

e thinking
change
process
questions

effec
“what-i
“what-if"
Look for new possibllities 1n any
situation and refrain from appra

UNITED STATES

ing your answers. Be us free with
yourself and your thinking as passi-
ble By doing so, you will begin to
remove many of the deeply in-
gramed snd often ipaccurate use
sumplions ¥ou have about yourself,
sour work and your business.

“What-if" thinking wil) help gen-
etite weas that can later be realisti-
cally evaluated for future considera-
won

Mary InPuoly as the owner of
MarheTrends, o Farmungton
Hilbvbused busimess consulling
Jirm She s alvg ,m.mu.r anid
st of tie cable n serics,

FEDERAL BANKRUPTCY

And so they did

Dan McCosh s the autime:
cldttor of Popular Sewence

Free classes
will teach
money facts

three-session  finane
< Wednesd

A free
ralning progratn be
Feb. 7. The sessions ar 30
at the Troy Public Library Big i
ver cast of 155

The first propram is on snvests
The second program ‘\Ru}nmx;
Feb 14540 on paying for coll
third session (Wednes Feb
on retirement planning
Reservations are required Tie
can be made by calling 524-3538

#88-07235R

WE MUST PAY OUR LEGAL & ACCOUNTING FEES NOW!

If you are suffermg {rom sustained depression, any
iety or both, and are in good heaith, you ma
ualify for free treatment through the AFI"I'_(.TI\’L'
%lsORDERS UNIT at Lafayette Clinic. Aim of the
study is to discover biological factors associated
with successful treatment of depressive illness.
Please contact:

i Affective Dlsorders Unit

-9617
@g8:0 wWayne State University

MASTERCARD, VISA
DINERS, DISCOVER
CHECKS

LAFAYETTE CLINIC

-Orvis - patagonia’ -Barbour.-
WINTER CLEARANCE SALE

20% TO 40% OFF SELECTED
’ FALL AND WINTER ITEMS

“' REGULAR
. BOTANY 500 MEN’S SUITS $3 ;0
ST. ANDRE’ MEN’S SUITS '$30‘3

Exclusnvely by_Thomas Hughe_s

! THE RIVERBEND SPORT SHOP
29229 Northwesterm Hwy.
Southfield, MI 48034
(313) 350-8484

WANTED!

YOUR USED HOUSEHOLD FURNISHINGS
AND DECOR ACCESSORIES

Wo are now t ts, diaung

100m seis, sofas. lnhlol,thms lamps, crysul beass, ort work atc.

{or resalo to discnminating buyers.

PROTECT YOUR PRIVACY and Avoid the Hasale, expenss and
disappomtment of homa sales. We do the pricing, pick-up, display
and advertising 10 Sell Your Goods! Fast and worry tree!

Re-Sel l-ltz?&

ESTATE
SALES

34769 GRAND RIVER AVENUE, FARMINGTON, M1

RS: MON,, TUES,, WED,, SAT. 10 a.m. - apm
B IURiS, FHL 10 axh. » § p:ma SUN, 124 p.n

-$_149.‘90'
$139.90

AUSTIN HILL o

DANIEL SEAN o
MARIO ZIGONE CHRISTOPHER BROOKS
AND MANY, MANY MORE. DON’T MISS THIS ONCE IN A
LIFETIME EVENT!!

'"S AS LOW AS «..ooverneeeircinneereens. $29.90
ATERS AS LOW AS..................515, 90"

G IS MARKED DOWN

SUMMIT PLACE MALL TELEGRAPH AT ELISABETH LK. RD

ALTERATIONS AT COST . 682 3 1 33 ALTERATIONS AT COST .

For more details
and an in-home

appra
CALL: 478-SELL




