‘Lifestyles of the Rich and Famous'’

..One of Detroit’s clalms to fame is
hat pretty much nobody i3 famous,
Rlch, yeah. But not famous, a fact
thal sinks in when you realize that
some of the best-known personalities
in town are late-night TV weather
announcers.

Even worse is the auto industry,
which has produced a meager hand-
ful of houschold words, mainly
Clairman Lee and the guy who fired
him.

Even in his heyday, Roger Smith
conld rlde three floors on an escala-
tor with nary a turncd head, and if
you trled dropplng his name, the usu-
al “response  was something like
“Smith? Which Smith? The Smith at
General Motors?

“LIKE 1 SAID, Which Smith?”

All of this somehow figures In an
Industry that asks Its top exccutives
out to a fancy affaif about twice a
year, and half of them end up asking
their wives which pocket of the tux
you're supposed ta put the plastic
penholder In.

‘This is about to change, however.

Thls year's auto show Is going to
be the subject of a spectal “Life-
styles of.the Rich and Famous,” the
TV show narrated by old Rabln
what's-his-name, who normally does
the Cannes Film- Fistival, or maybe
a Jamaican beach or two, where
when people say things like “Mick ls
poing to marry Jerry” you don't
have to cxplain It Isn't Gerald
Greenwald.
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ROBIN LEACH ts planning to co-
host the special, along with J.P.
McCarthy and Anita Baker, along
with a host of local celebritles.

These include the comedian Sin-
bad, supermode] Bobble Brown, and
the musicat Group En Yogue. (OK, so
I ended up having to ask who the
heck fs Sinbad, Bobbje Brown and En

_If there’s a business owner on
this planet who hasn't been asked
to do something for nothing by a
friend or famlly member, I'd sure
like Lo meet that person.

Realistically, anyone who owns a
business and does a half-way de-
cent job of It must eventually face
up to the fact that business-related
“recbles” will be expected from
him sooner or later.

The only problem s that time is
money for any buslness owner and,
far oo often, friends and relatives
are the first to forget that. The
Rood news Is {hat anyone in busi-
ness for himself can avoid un-
Iriendly feuds by developing tact-
{ul strategies to “fend off the free-
loaders.”

JUST THE other night I was vis-
iting the home of a friend whose

molher recently passed away.
When my irlend’s uncle and I were
began

Owners of small businesses
need not give away freebies
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years, so they can work for you,

BECAUSE THE line between
professional and personal service
isn't always clear at times, it re-
mains the responsibility of the
business owner to define It. And
yes, even though it's difficult In
certain situations both parties will
be better off In the Jong run.

Onc strategy you can usc to
maintain that line Includes asking
the person involved if he I8 secking
your service{s) as a frlend or as a

. he
asking me a serles of questlons
about startlng hls own business.

After several minutes, 1 realized
that our brief encounter could easi-
1y turn Into a two-hour

P 1. By doing 5o, you help
set the proper tone for what ls
belng requested.

As an example, a caterer who Is
asked *'as a frlend” to bring an cn-
tree toan socia! function

i Itetit.
Instead of worrying about how to
exiricate mysell gracefuily from

will know immediately what he is
in a position to offer — without
blowing his personal budget (and

the situation, I resp in a way
T knew would Ieave no harsh fecl-
ings. Ascthe following strategies
have “worked” for me over the

p) in the process.

NEXT, WHEN giving advice,
make clear your position when a

{ew simple questions begin to lead
te several complicated ones. Here,
you can say something lke “Since
we haven't been working together
and I don’t have all the facts about
your situatlon, I can only offer you.
a few hypothetical answers.”

Last, if the person doing the ask-
ing appears to be a good prospec-
tive customer or client, offer a
business card and have him call for
an appeintment. This way, any
questions you answer {rom that
point on may be more appropriate--
ly focused on the specific services
you provide, your fees and level of
expertise in his area of interest.

Ia two weeks, we will conclude
this series on avoiding feuds with
friends and relatives.

Mary DiPuaolu is the owener of
MarkeTrends, ¢ Farmington
Hills based business consulting
firm. She is also producer and
host of the cable television
ri Chamber Perspectives

Vogue — a question that got blank
looks from everybody at my table,
Maybe these guys are big, but they
aren't weather persons).

FILLING UP four days or so of
television with the rich and famous
of Detroit’s auto business s shaping
up to be the ultimate test of Mr.
Leach's seemlngly Inexhaustible en-

Thursday, November 29, 1890 O&E

# o 3C

will be a lemon

thusiasm for high Mving. He seemed
in good spirits at a recent lunch
where the upcoming special was an-
nounced, which I assume means he
hasn‘t taken a hard look at the typl-
cal auto executive’s lifestyle.

For one thing, even Chairman Lee
has a tendency to put in 10-hour
days, then. go home and eat TV
dinners, with a hand of poker now
and then to spice things up. And
that's one of the real swingers.

FORMER FORD Chairman Phllip
Caldwell collects antiques, which,
dull as it seems, beats out former
Ford Chairman Donald Petersen,
who collects rocks.

Chrysler's Bob Lutz probably has
the most active lifestyle, having re-

cently acquired a license to fly heli-
copters. But even Lutz once con-
fessed he likes cars betler than scx,
which isn't the kind of thing that
goces over at Cannes. .t

I'seem to remember a time when
auto entreprencurs were a bit more
flamboyant, and jt was almost man-
datory-to sponsor a race car team,
or an unlimited race boat as an
excuse to throw big partics. But
times have changed.

THE FACT (9 that making usefu)
things for a living just doesn’t scem
te have the panache of most of Mr.
Leach’s subjects, which mainly are
Hollywood types, or they're out East
going bankrupt in 10 figures.

Maybe we ought to bring back De-
Lorean, just for a night.

Use this form to help find

a financial planner for

I am frequently asked to advise
peaple on how to choose a financial
planner. Clearly no one sclection
method has ever been devised. How-
eyer, the International Asscliation
for Ftanancial Planning recently
publxihed a form that cna provide
an excelletn means of sizing up a fi-
nancial planner.

1 am publishing the form for your

use. You man wish to have {t filled
oul by the professional you wish to
engage as your financial planner.

Good luck with your search for a
financial planner,

Sul Mittra is a professor of
finance, school of business at
Gukiand University and owner of
Coardinated Financial Plgnning.

you

finances
and you
Sid-
Mittra

Services provided

(5 litg insurance
... disabliity/heatin
. property/casualty
~ fixed annuitles
. variable annuities
. general securitios
- mutual funds
limited partnerships
. cartitied public accoutant
tawyer

Certlfied Financlal Planner

1. Do you recommend specific investments”?

iyes [l no
2. Do you olfer assistance with Implementation?

1, LICENSES AND CERTIFICATION

Accredited Porsonal Financial Spocialist

Chartoeroed Financial Consuttant

PROFESSIONAL ASSOCIATIONS

International Association for Financial Planning
Institute of Certified Financlal Planners

... Natlonal Assoclation of Personal Financial Advisors
_. Reglstry of Financial Planning Practitioncrs

American Soclety of CLU and ChFC
int of R Fi i

C.yes .. no 3. EDUCATION
3. Do you offer continuous, on-going financial bachelor's —

planning services? .0 yes | no master's —
4. Do you 1ake discretionary authority over the MBA

management of assets? .| . yes no . doclorate —
Background and experience ©Jo

Planners

American Bar Association
Amarican [nstitulo of Certified Public Accountants

4. How long have you been a financial planner?
5. How many contlnuing educations units did you
completed last year?

6. Will you provide refarences? | .

yes no

7. Have you ever been cited for disciplinary

reasons? . yes

Z no

Melhod of compaensation
1. How are you paid?

fees

. commissions

Z other

2. Does your tirm, an atfiliate of your firm, or any

member of your firm ect as a general partner,
participate in of receive compensation as a goneral

pariner {rom Investmonts that you

recommend?

yes I no

3. Do your ar any related parties receive any

compensation from referrals?
Regulaiory compllance
Ara you rogistered with \he SEC?
yes no

_ yes no

._excluded
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the luckier you get.

Wouldn't you love a job where hard work pays off—a job that
that, the rewards they deserve.
With Red Carpet Keim Real Estate you'll enjoy the flexibility
an income that is determined by your own skills and eforts. With Red Carpet Keim, the sky's the imit!
At the same time, you'll be given the tools and benefits you'll need to meet your potential.

Red Carpet Keim Real Estate!
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*A complete step-by-step real estate tralning program
*Advertising and promotional tools
=Access to a huge referral network
*Red Carpet Keim's well-known image and reputation

of setting your own hours. supervising your own work, and best

*Red Carpet Keim's new vehicle purchase/lease program
*Red Carpet Keim's group health and disability program

*Management training program

*And so much more...

(1-800-662-6683)
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The harder you work,

gives you the rewards you deserve? Red Carpet Keim sales agents get just

of all. earning

So whether you are an ambitious rockie or a seasoned veteran exploring new opportunities, you'll get luckier when you work with Red
Carpet Keim Real Estate. Call our toll free number or one ‘of our 55 Detroit area offices today anc ask

about beginning your career with
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