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* Victor E. Burguess of Bev-
erly Hills has been appointed
Nationsl OEM sales manager
for Ziebart Products Group, a
division of Zicbart Interna-
tional Corporation. Heo will be
responsible for cnhancing
gales and emphosizing cus-
tomer relations.

June West of Rochester has
become a vice president at
Brogan & Partners in Detroit.
In her position she will be re-
sponsible for o variety of ac-
counts including St. Joseph
Health System, Michigan De-
partment of Public Health,
Henry Ford Health System
and the Michigan Association
of Local Public Health.

Angel Bokos of West
Bloomfield, public relations
marketing consultant, has
been appointed to the United
States Department of Educa-
tion review pancl evaluating
geant proposals for its urban
cummunity services program.
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R’ With more demands on their
time, some shoppers are skipp-
ing the malls and letting the
stores come to them in the form
of direct sales companies.

BY GERALD FRAWLEY
BTArr WRITER

It started with the Fuller brush
mon and the concept of the door-to-
door solesmen. Knocking on doors
and peddling wares to housewives
was at one time as common as the
crowded parking lots at Oakland
Mall.

While direct acllers — as they eall
themselves now — are not as numer-
ous or as large an industry as tradi-
tiona) retailing, they are a force to be
reckoned with,

Their salespeople are your neigh-
bors; their department atores are your
living rooms.

Carol Kuhn of Westland, a sales
representative with Lady Remington
Fashion Jewelry, is among the ranks

of a growing number of direct selling

representatives for companies that
have decided to forego traditional
sales outlets.

“I used to be an account represent-
ative for Xerox,” she said. When she
and her husband decided to begin a
family, Kuhn decided she still want-
ed to work.

It's more than just the flexibility
offered by direct selling that attracts
her and others to direct selling, “The
pay is excellent and the fringes are ex-
cellent.”

Some people make well into six fig-
ures as direct sellers, Kuhn said.
Most people don’t make that much,
she said, but many do well in what is
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Direct sales homes in on customers :
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Party plan: Ron and Betty Dunbar (standing), direct selling agents for L’Arome, try their sales
approach on Edsel (left) and Gerru: Dauvis, Regina Carter, Liz Yest and Sheree McKinney.

cssentinlly o part-time job.

But pay isn't the only thing, Kuhn
said. “You have to be a super sales-
man to be recognized at a corporate
level. They don't do it the same (in
dircet selling).”

Direct selling companics reward
their represcntative with trips, prizes
and bonuses. The direct selling com-
ponies also regularly sponsor semi-
nars on sales and business strategies,

“We have a lot of fun,” Kuhn said.
“We (the direct sel!mg agents) feel
npnrccmzed.

‘The job is also a social outlet for
both the direct seller and the custom-
er, she said. But direct selling is atill
a business.

Kuhn was recently promoted to re-
gion manager. From June 199]
through May 1992, she

sales, the highest in the compony.
Her division generated more than
$345,000 in snles, the sccond highest
in the company. She also was ap-
pointed to the Lady Remington Advi-
sory Board,

Service sells
Betty and Ron Dunbar, direct sales

generated more than $100,000 in
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Full menu of life insurance

choices merits careful study

BY DANIEL BOYCE
ALAN FERRARA
Sl'tuhl. WRITERS

Since this column began, we
have heen assisting our readers in
analyzing their finoncial needs
ond  suggesting planning tech-
niques that will help provide for o
sound future. We often discuss
the benefits of life insurance and
how it relates to the total plan.
‘This month, we would like to talk
about life insurance in general,
including the types of life insur-
ance, situations where life insur-
ance is beneficial, and how to
determine how much life insur-
ance you need.

Although there are different sit-
untions where life insurance is
beneficial, the primary benefit of
life insurance is to provide an ac-
cessible liquid source of cash and
to provide for your dependents af-
ter your denth, It may also be
needed to pay for funeral and ad-
ministration expenses as well as
fedural and state estate taxes,

‘The most common form of life
insurance is called term insur-
ance. With this type of insurance,
you are a buying only a pure
«eath benefit. The premium you
pay brings you a promisc that at
your death a specified amount of
praceeds will be paid to your hen-
eficiaries. Other than at death,
there is no value to the policy.

Term policies are often *‘renew-
able™ or “convertible.” A renew-
ahle policy offers o provision that
allows you to continue to be in-
sured without annual proof of En-
surability through o medical
cxam,

For example, il you had a re-
newable policy and were diag-
nosed with cancer, the i
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The convertibility feature ollaws
you to switch to a permanent poli-
cy, thereby guaranteeing insura-
bility and most likely leveling off
the insurance costs.

Term has its place

Term insurance is usually ap-*

propriate for those who have a
v need for life i
such as to pay off debts or eatab-
lish an cducational fund for chil-
dren.
Many people have heard the
ndvice, “Buy term i and

is true of traditional whole life
permanent policies.

Form of investment

In recent years, insurance com-
panics have been uellmg “interest
sensitive policics” that allow you
to select the types of investments
in which your savings portion of
the premium can be be invested.
Some of these policies also allow
for same changes in the face value
(death benefit) of the insurance.
Different types of policies have
dl;l’fcrenl risks associated with

Many people have group life in-
surance through employers or as-
sociations. This is a type of term
insurance policy that will cover
an entire group. It should be con-
sidered when dctermining how
much personally owned insurance
is necded, but keep in mind that
if you terminate employmcnt or
sometimes after a cenmn age,

invest the difference between the
lower cost of that term insurance
ond the higher cost of a perma-
nent insurance policy.” That may
be good advice for those with the
discipline to actunlly invest that
difference for their future. But for
many people, that phrase be-
comes, “Buy term and spend the
difference.”

All forms of permanent insur-
ance are structured to have af-
fordnble premiums late in a policy
owner's lifetime, This is achieved
by setting up a cash reserve (sav-
ings portion) that can be used in
later years to offset increasing
costs, This savings portion of the
policy is your forced investment
for your future,

Pe

policies

company would be required to
caver you as long as you paid the
pmmlums Because you are cover-
ing the pure death benefit with a
term policy, the premium cost
grows ever higher as you get older.

guarantee a low minimum rate of
return on the portion of the prem-
ium that is invested, and they
provide for higher returns to the
extent that the pany's asscts

that ge is i d or de-
creased.

Anather type of life insurance
that is being sold today is a survi-
vorship policy. This pollcy inA
sures the life of both the
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and wife, and pays policy pro-
ceeds only on the death of the sec-
ond of the two to die, It is prima-
rily designed to provide funds to
pay estate taxes, which are nor-
mally due when the second of o
husband and wife dies and the es-
tate is sizable.

How much insurance a person
needs depends on the individual
situation. Insurance is helpful in
paying any expenses of death and
taxes, but it is more often used to
provide a fund to assist depend-
ents. In determining how much
insurance you need, it is a good
idea to determine your current li-
abilities {such as mortgages and
other debta), add to this number
any future liabilities, such as pos-

earn a greater rate of return. This
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Tips to manage msurance maze

Here are some points to consid-
er in reviewing life insurance
needs:

ance profeasionals.
Compare costa carefully, tak.
ing mto conslderation whether

Dy ine  your
needs as if you were going to die
today, but also include en extra
amount to offsct inflation.

B Sclect an agent who ia com-
petent and trustworthy. Talk with
frienda, your attorney or your nc-
countant to get referrals of insur-

—

remain level or
whether they increase or decrease
over time.

W Only buy the amount of life
Insurance that you reolly need
and can afford,

B Buy insurance only from
quality companics, and ask the

1to
the mllngu of that company with
other companies,

M Review your coverage period-
ically, cspecially when there is a
change in your family situation,
to sure that your insurance
needs are still being met.

M Let your beneficiaries know
where the life insurance policles
are and who should be contacted.

3
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