The Observer/ THURSDAY, AUGUST 20, 1992

(F11B

Retirement ... xexrrace

furwand avezoging: 3) five-year spe-
cial averaging anl 4) allow the
maney to remain In the GM plan
until o Iater date. The five- and 10-
year averaging methoda of tazing m

the $42,000 of defered taxes still in
hln account more than offscts the
additional tax Hability. In fact, over
hin life expectancy, we project that
he will be alle to gencrate at least

tigement ions
provide that such distributions ore
taxed at lower rates.

But for Grorge, even the 10.yenr
overaging calculstion results in a
significant $42,000 immediate in.
come tax bill. Becaure It doean't ap-
pear thot George mnd Helen will
need to use a significant lump sum
amount for his GM plan at retize.
ment, we would suggest that cither
the IRA rollover aption or leaving it
in the GM plan (with the intention
of rolling it over to an IRA later) are
his Lieat strategien.

It is possible that the tax rate
George will use in playing future
IRA withdrawats will be higher
than the rate paid using 10-year av.
craging, but the Interest earned on

$30,000 of ) after-tax in.
came uning the 1RA rollover.

Allocation questioned

We are momewhat concerned
about the placement of assets in
George's 401 (k) plan if he expects to
take a lump sum distribution/IRA
rollover optlon. At the time of dis.
tribution, Grorge may receive the
shares of GM stock in hia 401(k) ac-
count, and he can then rofl the
rhares aver Lo an IRA.

But the rest of the accaunt will be
paid to hlm in cash. GM ia requlred
to liquidate his stock fund account
{currently $73,000) at whatever the
account value in as of his retirement
dote. If the stock market moves

Kiosks from NEXT PAGE

aharply downward the month before
he retizes, he faces a lower payout.
An n result, we d that

sider o Michigan tax-free money
market fund, which would be espe-

Geotge begin a program of moving
nasets from the 401(k) plan's divee-
sified fund into the guaranteed in-
come fund, This locks in the profita
that he made in the strong stock
market of the past several years.
‘The potential risks of a weak mar-
ket two years from now are far
greater than the potential incre.
mental returns of staylng in the
stock market. 1f George wants to
hedge his bets, he might want to
transfer perhaps half of that ac-
count now and the remainder at &
later date, rather than making the
awitch all at once.

‘The Szabos’ other asscts are very
well placed. But they might conaid-
er shifting their cash reserves, cur-
rently [n a tazable money market
fund, into a tax-free money market
fund. They might even want to con-

cinlly appropriate [f they are subject
to Michigan Intangibles taxes.

Long-term care

While the Szabos, in general,
have good health Insurance, they
have no long-term care insurance.
‘They might want to consider buying
coverage. Heslth care and nuning
coxta continue to soar and can drain
a algnificant amount of assets that
would otherwiss have been satisfac-
tory for retirement needs. If George
and Helen are both healthy, they
should conslder buying long-term
care {nsurance to pmtect thelr -uh
stantial nest egg from deterl

ples we see, are overwithholding on
thelr income taxes. They received a
refund of almost $1,500 on thelr
fedura) return and en additional re-
fund on their atate return. They
should adjust their withholding so
they receive more money In their
paychecks rather than giving the
federal and state governments an
interest.free loan.

‘The Szabos have a mortgags with
a halance of $16,000 at an interest
rate of 7 percent, which will be paid
off in 1998. They ask us, “Should
we pay off this mortgage before re-
tirement or just continue to pay the
regular payments through 19982"

We don’t consider this a major is-
suc in thelr ing. If they would

due 1o health costa. Carefully re-
view pollcles to determine expenses
covered by the palicy, any exclu.
slona and applicable waiting peri-

s,
Gearge and Helen, [lke many cou-

feel more comfortable with the
maortgage paid off, we don't oppose
adding to their piece of mind by
being debt free. Otherwise, we sug-
geat simply continuing to make the
mortgage payments each month s

lung as they can manage thia piny-
ment within their retirement cash
flow budget. The tax-deductible in-
tereat at 7 percent I8 not o high
price to pay for being sble to keep
an additional $16,00¢ invested.
George and Helen have posi-
tioned themselves well for retire-
ment. By refining the good planning
dane [n the past, they will bave the

resources to do many of the thingn
they dida’t have time to do while -

they were working.

Dan Boyce, a certified financini

planner at the Center for Finencial |

Planning in Southfield, hax leen
recognized by Money mogazine os
ane of the top financial planncrs in
the nation. Alan Ferrora is o part-
ner in the Farmington Hillx lau: firm
of Couzens, Lansky, Fealk, Eliis,
Roeder & Lazar. Both have scrted
in leadership roles in financiol plan-
ning professional organizations

“Geneeally, they have Jower over-
head, better exposure, specializa.
tion,” he said. “Ununally, they're Jess
expensive to construct and gener.
ally less expensive to rn.®

George Warren has operated a
foshlon Jewelry store at the only
kivak location in Weat Bloomfield's
Orchort Mall for six yesrs, He wees
a couple of big benefits from both a
customer's and retailer's perspec-
tive.

“A person docan’t have o feel
funny if they want te look. They

don’t feel as ¢sapped as when they
walk into a store. It's not as con.
fronting," Warren sald,

“For me, 1 don't feel like I'm
stuck fnaide. As people go by,
there's nlways something different
happeniog. I love It," he aaid,

The kloak forinat even gets an en-
dorsement from an unlikely source
~- Hoh Taffs, o aalea representative
for Classic Deor & Lite. He has o
desk, phone and scveral door mod.
els in a corridor ot Livonia Mall.

“We get a lot of response,”” he
sald. “We uncd ta be in a showreom

on Rochester Road in Troy, We'd
get a few walk-ins a day. In a mall,
you get hundeedn of walk-ins a day.

“'Being [n a showroom in Troy, by
the time they {customers) see you,
they'd drive past,” Taffs said,
"Here, they're in the mall already.
They walk by and any, ‘Can | take
nome brochures?” They say, ‘We're
thinking about doors.*

“Fhree ot four months dawn the
road, they reslize they need one and
say, 'l know whese they ate.’ "

Tafla said seven sales calls were
st up through hia kiosk in a three-

day period,

Klosk operators can pay more per
rquare foot than in-line store opera-
tors, sald Frederick Matx, a Farm-
ington Hllls marketing consultant.
Renta for kionks generally are based
on square footage and percentage of
sales.

“They have much mare visibility.
They show from four sides, You lit-
crally poss through their store
(walking by),” Marx aald.

But not alt landlords want them,
enpecially in upscale malls,

“1 think there are reasons far not

allowing them,” said Jeffrey Green,
presldent of a retail censulting firm
in Troy. “Number one, it clutters
public arcas and number two, some
retailers don't like the idea of com.
petltion.

Kahn doesn't believe that kiosks
are accepted by in-line store opera-
tors. "They generally don’t like
kiosks because they take the im-
pulse dollae away.”

Other analyats don’t see much
cause for rivalry.

*I don’t think in.line storea have
o problem in that they (kioskn) are

creating a larger relstionshin
focus,” Green said. “People see it as
o larger center,”

“They're a good point of entry,”
Marx sald.

Kioska tend to be fairly profita-

ble, most analysts and operators

agrec.

“They're certainly much mare ef-
fective at holiday times when there
are more shoppers,” Green raid.
“They're very highly specinlized
with much more impulse buying
than dentination stores.”

VOLUNTEER
CARPENTERS
NEEDED

Kenny Rehab needs carpenters
to ossist bulding ramps for
people with disablities, fwo
days per week, hrough iho
month of August in Macombl
Ooldond Counties. Musi bo 18
yis. & hove constructionbutding
erperience, Cot Ann o {-800-
237-3422,
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Maturing?

TRYAN ALTERNATIVE!

8.00%

NO FEES! NO SALES CHARGES!
GUARANTIED PRIVCIIAL & INTERLST RATE
Avadable tor [RA's 0f el wving dofan

Call now for mare infornation!

(313) 353-8826
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Our attention is

the difference between

acceptable and
exceptional service.

At Ameritech Mobile Sales  labor, market, supplies)? with comprehensive

and Service Centers our ser- , information on

vice starts even before you 13;;‘:: ?:ZZ’&;’;};‘;’:;OOJE . Ameritech Mobile

buy, with an in-depth analysis ing each day? features like:

of ail your equipment and Detailed

airtime service needs. _ Thenwe help you use that Billi
information to analyze pre- ng .
cisely how much productive Mobile "
time you'll gainand how much ~ Message
money you'll save witha Service™
mobile phone.

Next, you'll decide how g:ﬁ,?{g

many minutes of air time Features
you'll require, and which ser-
vice features will help make Finally, we help you

your mobile phone more
productive. We provide you
The Ameritech Mobile
“Business Needs Analysis:”
The Difference Between
Guessing And Knowing
What You Need.

select the maobile phone style—
installed, transportable or
portable—that best suits your
needs. We carry trusted brand
names. And we offer Ameritech :
Mobile service—dependable
quality that keeps you con-

nected to all the people you

s . L need to reach.

The first step is learning _ll This attention to your
you (oryour staff) need mobile needs is the difference
service, with questions like: between acceptable and
Do you bill work on exceptional service. It's the
commission, by the hour, attention you'll find only at
or by project? Ameritech Mobile Sales and
Does your business depend Service Centers.
on daily fluctuations (e.g. Connect with the leader.

Call 1-800-MOBILE-1
Or VIsit Your Nearest Detroit Area Ameritech Mohlle Salu And Service Center:
LATHRUP VILLAGE DETROT PLYMOUTH DEARBORN
26911 Southlield (2t 1696)  Harbor Town £20 Wes) Anny Arbor Rd. I;mhmok Cnmmnm (Opening Soon)
(313) 8578855 33 East Jefferson Ave,  (313) 4510720 23N GratiotAve. 2749 South Telegraph Rd.
(312) 2595007 (@313) 7770007 @3) T4
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