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Tonl Browning has been named
sture manoger Hudson's Onkland

She began hes retinl career at Gam.
ble-Skogmo-Wickes Department
Store
h

i

and sotre

itiona at Blochs in Indi li

joined Hudeons ns o stare manager
" in Kalmazoo in 1988 and moved to
! the Flint Hudson's in 1990.
f Greg Smith of Troy has joined
. ding, DeDecker & A

Inc., o Modison Helghta consulting

firm a8 projrct mansger.

The Women's Advertising Club
of Detruit hay announced its 1992/
1993 officers and board of directors,
including Moally A. Moons, presi-
dent, of Molly Moona Marketing
Eventa Consulting andl Productiun;
Lorl Jo Vest, vice presldent, of
Bette  Communications; Muniea

Observer & Eccentric Newspapers;
Kathy Thornton, correaponding
secretary, of McKonn/SAS; Kay
Scott Helm, treosurer, of DDB
Needhom Detroit; Gina Bar-
toszowicz, director, of Sunday

<ireetor, of GK Photogrophics; and
Kathy Huctter-Smith, directar, of
Producer’s Color.

Ameritech Publishing Inc. has
nomed Chrlsiopher A. Arnette,
wenfor director, information tech.
nology. In thix capacity, Armctte
will aversce the planning and
devlopment of information technol-
oy und provide technology awore-
ness to business mansgement.

SUBURBAN

in Troy. Browning brings 18 ycars S
of retinl experience to the posltion. B

in Chicago. She held mer- fs

i’ullow!nu thelr merger. Brownlng B

DeColg, recording secretary, of the f

Maogozine Network; Thereso Geer, §

B Computer training Is no
longer just the chore of the
office |hncke; or the outslde

Franchises enter
fertile computer
training grounds

autlets In major metropolitan regions
throughout the country; within days,
thet number will reach 16,

Unliko in the past where computer

have entered the picture
with a network of support
to keep them current on the
Iatest models and software.

BY GERALD FRAWLEY
BTARy WriTER

A computer isn't worth the plastic
and metal it's made with if it sits on a
deak and no one uses It.

That's why hundredn of consultants
have set up shop to traln

came ¢o the buni and
taught cmploycea on the husincae’s

in the future will
go to the computer training centers with
classroems equipped with state-of-thes
art computers, up-io.the-minute soft.
ware and full-time Inatructors,
McManua eald.

Still a role for the consultant

While there will always be room for

how ta use computers in the past two
decades.

Today, o new type of consultant hes
come on the scene. While computer
training was once the purview of former
executives and managers from the larg-
cr computer companies starting their
own busincwses, the future holds
pramise of nationnl franchises dedicat-
ed to pure instzuction In the use of com-
merclal software i

the many work-
ing today, the thriving computer educa-
tlon centern are here to stay, he sald,
‘Tho consultants will continue doing
the work they do best, including spe-
cialized computer sccurity, syatems
analysis, cqulpment consulting and
needs assessment. But McManus said
the plain vanilla computer tealning
necded by the vast majority of computer
users will be the Lailiwick of the

Maork McManus, Sr., president of
Computer Training and Support Corp.
in Livunin, was the firat in the nation to
acquire a franchise fram New Hori:

training centetn.
That's a big difference from less than
a decade ago, he sald.
Prior to 1984, McManus raid many
used cust software

acomputer training firm started in 1982

in Santa Ana, Cal.
After beginni

corlier

packages or some of the enrly genera.
tion commercinl packages.

Arnctte

this year, New Horizons has grown to 16

Seo TRAINING, NEXT PAGE

Rands on: Bill Bell, of New Horizons in Livonia, teaches u
class on the Praject for Windows software program for Con-
sumers Power emplayees.

JIMIAGOFLLIS T F PHOTOGRAFELY

Computer industry
consolidates forces

By R.J, KING
SPECIAL WRITEN

‘The computer industry twlay ze-
minds many vhservers of the con-
solidntion of the auto industry 70
years ogo.

As more nnd more players en-
tered an industry gencroting dou-
ble-digit profit morgine, pricen
dropped and growth sputtered. The
auto industny’s answer to the in.
civased competition was to meld &
number of individual cnterprises
inte a bandful of dominant compa.
nies.

The cemputer industry is
chartering the same path, In tuen,
due tw o recession and a move
toward atanderd components, where
cempeting manufacturees now pro-
duce olmost the ssme basic parts in
their computers, rivals hove turned
fram highlighting technological dif-
ferences to slashing prices,

Buxineases and consumers tuking
advantage of lower costs hove soved
as much as 40 percent from prices o

DiPaolo to

small business series

Tueaching budding or present en-

year ngo, Lut the cuts have put
nome manufacturcrs on  shaky
ground and left buyers to wender if
service contracta and warrabties
will be honored down the road,

“In its infancy 15 yeam ogo, the
computer industey was marked by
wild growth, but today the industry
hon matured re much that earnings
are in the single digits and even
strong companics are struggling,”
soid Rick Inatome, chairmon of the
InaCom Corp. in Troy.

*"Over the hest two or three years,
struggling companics will cither
strike a deal with someone ¢lue ar
{all by the wayside, That puts much
mot» pressure on the consumer,
who must now make wure he's deal-
ing with stability at all anglen.”

Inotome knows of what he
apeakn, Last year, hin former com-
pony, InaComp Computers, merged
with Velcom Inc. of Omaha to bet-
ter porition both busincskes in a
market pew chriven hy lavwe expen-
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first step taward better mocketing.
i 0

to "run a

t
husiness by design rother than by
accident™ will be the aim of Mary
DiPaolo when she offers her four-
class series, “Making it Big in
Small Business,” strrting Thura.
day, Sept. 10, at Schoolcraft Col-
lege. .
“Running a successful cumpany
of any size or type ian't about aell-
ing what mny be casiest or cheapest

*Relying on chasncters
intics auch os annual soles, number
af employces or type of Joeation just
dousn’t cut it any more.”

Ped

)
Instead she believes that obtain. N,‘A-;;‘d:w

ing appropriate attitudes ond life- 5:‘6"“;}
ntyles data in the most meaningful 5

customer identification toal.
DiPaolo is the owner of Mark.
cTrends, a Northville marketing
lting firm. The

0T
A A

to provide to " she sald.

“Nor Is it about opening up one of

the 'hot' ncw businesses for the
o

[nstead, whe expinins smatl-busi.
nexs puccens in terma of marketing
to customer needa.

*“The companien that make it big.
kst in small busincss are the onea
that kecp moking customera needs’
anet satisfaction their top priority,”
she naid. “When I hear a busil

seminar is a repeat of ane taught in
Mazch that drew close to 100 pres-
ent and future business ownera,

Classes will run 6.8 p.m, Thurs.
days In Room 200 af the Liberal
Arta Bullding. Individual scssions
arc $25; all four are $80. Increasing
Sales and Profits (Part 1) will be of-
fered Sept 10, followed by Beter
Market Planning (Past I}) on Sept.
17, A the Right Ci

owner tell me thot *everyone’ ia a
current ar potential customer of his
husiness, I know there's a prob.
fem.”

She streasea that identlfying the
key customer markets is the crucial

on Sept. 24, and Cultivating Cun-
tomers through Networking on Oct.
1. To register eall Continuing Edu-
cation Services at 462-4448. Regis-
tration will also be taken at the
door, space permitting.

P

o
p. 2Lt

s
‘1 pu

510t
'

\

i o

/e3 B M““a

oot

Sy

5o\’ o

\1oWo

e POriOl
o et 95

B
%
w ke

iy A
ﬁ&_ﬁ&ﬁw

Ly
OVURE
Bl

!
W

L~
o o

PACKAGE SHIPPIN and FAX sarvices avalladial
992,

astons  Sale gnde

1800k d

oot oen
“1\‘9@“‘}“’ .
an

HINE PRIENT TV
The quahty you'd expect. at lower
RNCEs Than you'd expect.




