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= I was

» recent-

ly turned down
1 for a job open-

\ing. The man-
.ager acemeod
\snable to offer
any clear rea-
gons. Why
won't compa-
nies give this
kind of feed-
back?

« Fre-

a quent-
ly, there renlly isn't a erisp, logi-
cal anawer to the question,
“Why wasn't I hired?”

People are usually selected
mare for emotional or intuitive
reasons rather than ekill or
experience.

Sometimes, it's just the
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Besides, most hiring authori-
ties are human beings and don't
want to say anything that could
hurt somconc's feelings. And
they don't want to be suecd,
Imagine the reaction to honest
feedback such as, “Well, pal; on
a decply personal level, we real-
ly didn't like you." o

To get constructive criticiem,
ask friends or contacta in man-
agement to conduct mock inter-
views. Listen between the lines
when they make their sugges-
tions. b

Here's a partial checklist of
what moat employers want in a
Jjob candidate, .

Likability — The employer s
thinking, “Do I want to, be
around this person several
hours a day until the year
201;2?" Become likable by: -

oLi i

ployer's lack o!
and not anything you did
“wrong.”

seriously — more
than you talk. v
wAsking about the intervipw-

Interviewers may not tell yo

er’s opinions and observations,

eDomonstrating & _little
humility (s6 many candidates
aro cocky or arrogant).

Stability — The employer is
thinking, *Will this person stay
with us or am I going to have to
go through thia again soon?”
Convey that you are salid by:

eShowing how your career
interests match the goals, pro-
cessas or culture of the organi-
zation.

eStating simply that you dis-
like changing joba and want a
long run with one company.

sOffering credible reasons for
leaving past positions,

Mainstream Values — The
employer is thinking, “Will this
person be considered relatively
normal by customers and co-
workers, or turn out to be 2 yo-
yo and make me look bad?" Dis-
connect the alarms by:

#Looking professional. Ladies:

u why you didn’t get the job

one earring per lobe. Guys and
noses: no enrrings at all,

*Avoiding anccdotes about
your third wife beating up on
your boyfriend’s mistress. Bo
‘wholesome. Talk nice.

sFocusing on work, not play.

Also, avoid amoking cigarettes
at least four hours prier to an
interviow,

I'm not making nny judg-
ments here, but more than ono
of our client companics will give
an automatic thumbs down to
someone whe smella like a
camel.

w D've been with n pre-
» mier outpl t

aupport sorvice, not a job find-
ing service. My guess ia that you
were told this up front and
almost weekly thercafter.

It's curious how some senior
level people scem to linger in
outplacement.

‘Whopping severance packages
can squash the urgency out of a
job search.

In some packoges, palatinl
offices, full secretavial servico,
flavored coffee and today's Wall
Street Journal feed the ego and
promote the illusion of atill
going to work every day. Partic-
ularly for someone coming out of

ful or unpl t envi-

firm for 10 months and still
haven't received an offer close to
my former salary. Should I
switch outplacement firms?
A. That's o good one. You
a know darn well who is
responsible for landing your
next position. Outplacement is o

o P

ronment, these executive hos-
picea can secm even better than
work.

Then there's the peraon who
finds more status in being for-
merly employed at $120,000
than currently employed at
$80,000.

,Inst W-2? If tho market insists,

Whore dous it say you are
entitled to the numbers on your

you might have to — gulp! —
take n cut and work your way
back up. :

T've always thought that the
most effoctive outplacement
program would take place in af
unheated pole barn using sec-
ondhand picnic tables for deaks:

Of course, the counsclors
would be as warm and undee-
standing as I am. Somehow, 1
think you'd land o now job with-
in 10 months.

Send questions to George
Hayes, Job Search, P.O. Box
2497, Southficld, MI 48037. Mr.'
Hayes iz president of Emplex.
Corporation, an outplacement,:
recruiting and pre-employment’
testing firm located in South:
field.

Big growth for Bank of

The Bank of Bloomfield Hills
reported net income of $961,000
for the year ended Dec. 31,
1998, a 21 pereent increase over
19955 figure of $781,000.

For the fourth quarter ended
Dec. 31, 1996, net income was
$241,145, compared to $254,660
for the fourth quarter of 1995,

Total asscts as of year cnd
stood at $95.7 million, a total
increase of 12,56 percent over
total assets of $84.million in

Total loans equaled $71.2
million as of Dec. 31, 1996,

compared with $56.4 in 1995, a
26.2 percent increase, -
Doposits totaled $87.8 mil-
lion, which is 13.9 percent more
than the $77 million figure for
1995. The bank's equity at-the
close of 1986 was $6.9 million, 2
13.2 percent increase {rom
1995. -
The Bank of Bloomfield Hills
operates as o private bank,-the
only bank of this type in South-
cast Michigan, “
“We stand olone in the high-
caliber guality of service that
we offer our clients,” snid David

Odd JOBS s puce:

Bloomfield

Provost, president and CEO.

“Our customers trust that we
are looking out for them and
their individual finances.” The
bank does so by personally-
monitored accounts, individual-
ly catered service for clienta
with special financial needs.

“If a customer nceds us to
make a house call, we will do so
with a smile on our face,”
Provost said.

The Bank of Bloomfield Hills

Hills in ‘96
ablo anywhere.

The bank caters to clients
that often require a high level
of peraonal service and atten-
tion to meet their financial
needs,

The Bank of Bloomfield Hills
offers a complete line of finan-
cinl services, including invest-
ment management, lending,
residentinl mortgnges, commer-
cial real estate, transaction

f : i

has been in existence since
1989 and provides the highest
level of banking service avails

and corporate mergers and
acquisition counseling.

A, “Well, I was a teacher and I
decided to return to school to
become a dietitian because I
had lost a lot of weight. I could
pay for the classes but not the
books so [ took a job at Sydney
Bogg."

Q. From a dietitian to a
candy seller? A funny twist
isn’t it?

A. “Yes. Lots of people laugh
when they hear that but really 1
use the dietitian in business.
We talk about saturated fate
and we have a great line of
sugar-free candy, too.”

Q. When did you move
from the sales counter to
actunlly making the choco-
lates?

A. “I started going to the fac-
tory in my second year on the
job, The first candy I made was
chocolate-covered jellies.

They were thinking about
dropping the cremes and jellies
a while back but I said no way.
The eremes are a third of our
business today.”

Q. Are most of your prod-
ucts still created at the
Detroit location?

A. “Yes. There's no hard
candy it's all chocolates and
they are made at the factory.

The building is almost as big
ns a city block.

We make 80 different pieces
of chacolate and employ 120
peaple during peak times,”

Q. What are some of your
unique or most popular can-
dics?

A. *A unique thing we make is
our St. Patrick'a Day Irish pota-

to. It's vanilla fudge, brawn
sugar and cinnamon and it's
shaped like a potato. Another
unique thing is our big choco-
late diamond ring.

We also have a magnum-size
champagne bottle made out,of
chocolate and lots of people
have put a real ring inside it.”

Q. Is it difficult to come up
with new ideas for a long-
standing business?

A. “Well, we of course had pur
Christmas, Valentine's and
Eanster business but I'm prapd
to-sny I brought in Passover
and Hanukkah and Bar Mitz-
vahs, It was important to bring
in all the holidays.”

Q. Arc you involved in the
actunl creation of the choco-
lates in the factory? .

A. “Oh sure. I have two full-
time cooks and two factory
managers and we sit down
together and figure out what we
are going to be making.”

Q. Do you still spend titile
actuanlly working at your
stores, too? ui

A. “Absolutely. I work at all
four stores one day a weeK.'[
will never give up working the
countors or in the kitchens,' I
learn go much from my cug-
tomers. '

And we listen to their sugges-
tions too and I'm very proud of
that.”

Q. What's an example of
how you listencd to a cus-
tomer and changed a prod-
uct? :

A, “We sell chocolate-coveréd
apricots, which are very popular

nt cocktail parties and it's hard
to bite into that and eat a whole
apricot while talking to some-
one at a party.

A d this to

eat something really good.”

Q. Do you ever get sick of
the candy and feel you ean't
lt‘mk at ono moro picce of

me so we started having the
apricots cut in half. We also did
it with our turtles and now we
have mini turtles for serving at
cocktail parties.”

Q. Do you have any really
popular item that was born
of n customer's suggestion?

A. “Our Syd Stick. It's a pret-
zel rod dipped in caramel and
dark and white chocolate.”
McGuire got the idea from local
bisincss mogul Robert Taub-
man who sent her a similar
product from Europe so she
could try it out.

Q. What is your porsonal
favorite?

A. “The rum butter cream and
the apricot creams are a new
favorite. The apricot is the first

A. “No. The only time I ever
got sick of the chocolate was
when [ was attending n conven-
tion and the distributors kept
filling our rooms with sample
candy every time we went out. I
thought cnough was cnough.”

Q. Are corporate sales and
partles a large part of your
business?

A. “Yos, Our parties are 20
percent of our annuol business.”
McGuire said her company can
provide everything {rom the
mints bearing the names of the
bride nnd groom to specialty
chocolates shaped like sports
balla,

The stores also carry pre-
pared trays of candy for pcople
dush‘ing to last minute PTO

new cream chocolate we've had

family gatherings or

in 16 years.”

Q. So what's the policy for
employees and the merchan-
dise? I'm afraid it would be

one for the customer and |

two for me.

A. “We encourage them to eat
our chocolates and I love candy,
too, I eat candy everyday of my
life but I have to exercise, a lot.”

Q. Has the surge in health
foods, dicting and fear of fat
hormed your business?

A. "We are thriving anyway. 1
think people decided that they
didn't want to cat junk candy. If
they rre going to spend the
meney and ealories they want to
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BUSINESS MARKETPLACE

M a glimpse
of Oakiand County business and
finance news and notes. Write:
Business Marketplace, Qbserver
& Eccentric Newspapers, 805 E.
Maple, Birmingham 48009. Our
fax number is (810) 644-1314.

W TRESS BUSTER

Muaassage therapy helps you kick
bad habits, relax and find new
energy sources, says certified
myomassologist Carole Master of
Birmingham. The 14-year ther-
apist says massago is supportive
therapy for people aiming to kick
all ports of nddictive behaviors,
including alcohol, tobacco and
drug use, overeating, and shop-
ping addiction.

1 studied addictions very
closely with a substance abuse
therapist and have developed a
special place in my heart for
those who struggle with addic-
tions,” says Mastor, who uses

haturce" to help clients overcome
“addictions.

& JOINT VENTURE

All Tech Management, Inc. in
Flint has formed a joint venture
with minority-owned American
Technical Linknge. The two per-
sonnel placement firms will
share an office in Grand Blane
and open a branch in

<

Robert Ulrich, for:

merly of the Flint office, will be
account manager for Oakland,
Wayne and M b i

adds Silvian, & Farmington Hills

resident. Among VIA's service

are systems and so!\wlﬂm design
ol

business appointments.

. Have you considercd
chonging the business' name
since you took over?

A. *No because that's what I
bought and I respect Mr. Bogg.
Pve had two people come to me
so far wanting to buy me out,
rename the shop Judy's and
take it nationwide but I'm not
interested,”

Q. What's the best thing
about your job?

A. “Watching the people eat-
ing the candy and when they
come in and see an item and
say, Oh my God, 1 remember
these.”
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Master: Noted economist and author Lester Thurow - X
will speak at The Masters Forum sponsored by South-
field-based Plante & Moran.

economists and author of “The
Future of Capitalism.”

sJames Collins, a four-time
winner of Stanford University’s
Distinguished Teaching Award,
now a censultant and author of
“Built to Last: Successful Habits
of Visionary Companies.”

*Richard Ross, an cxpert on
systems thinking, the foundation-
al skill necessary for building a
lcarning organization,

+Tom Marris, Notre Dame ethi-
cist and professor, combines age-
old philosophies with modern
thinking to create a practical plan
for contemporary success,

eMichael Treacy, bestselling
auther and consultant, offers
strategies to help companies who-
have fought to get to the top to
stay there,

eAdrian Slywotzky, today’s
niost popular strategist, focuses on
growth and profit opportunitics
via value migration.

sJudith Bardwick, University of
Michigan Ph.D. and former associ-

ate dean, describes how to shift.

unproductive motives into pasitivo
ones, ridding organizations and
individuals of an “entitlement
mentality.” N

*Dennis Prager, host of one of
the highest-rated radio talk shows
in Southern Californin, continues
his obsession with what's right
and what's wrong, addressing the
subversion of basic values that
were once unanimously nccepted
concepts of American life. .

Full-year tuition, including all
course materials, follow-up mate-
rials and audiotnpes of cach scs-
sion, is $2,400. Fees for ono
semester are $1,000. For registra:
tion information, call Melanic Ceo
at (810) 827-0346.

Founded in 1924, Plante &
Moran, LLP provides accounting,
tax, consulting and financial
planning services to closely held
businesses, governmental, and
not-for-profit organizations, and
individuals.

tions, and the western percep-

tion of the Japanese market.

The cost is $20 for members, $25
b For informa-

W TOP SUPPLIER

Federal Mogul Corp. based in==
Southfield camed the first-cver
Platinum Awasd for supplier
excellence from The Rover
Group, a British automaker and
exporter, The award went to
Federal Mogul France, which
produces engine bearings, bush-
ings and thrust washcrs, for
earning three consecutive Gold
Awards, For the second year,
Federal Mogul's Seal Technology
Systems facility in Wales won
Rover Group's Siver Award. »»
® NEW AGENCY s
Joseph Silvian has opened Vir-:
tunl Interactive Agencyin  n»
Farmington Hillg, a full-ser-..
vice ngency that helps business:
es design and use interactive =7
communications. The phone -
number is (810) 6612692, The~
market for VIA's service “ia  vv
exploding,” says Silvian, a foryy,
mer executive for Ross Roy Com-
munications in Bloomfleld ;.
Hilla.
*Interactive medin provide powa
erful tools to help organizations.
of all sizes enhance their mary,,

keting and treining efforts,” . -

v

and 1 or

and intranet, CD ROMs, kiosk,
imul satellite broad

distance leaming, online train-

ing systems, video games and

strategic planning.

M CAREER WOMEN

The National Associntion of
Carcer Women-Metro Detroit
Chapter will present “How To
Cook With Your Mate, and 1
Don't Mean In The Kitchen”
with author Kathleen Kryza.
The meeting runs 11:30 a.m. to
1:30 p.m. Thursday, Feb. 13, at
the Southficld Marriott, 27033
Northwestern Hwy. The fee is
$16 for members, $18 nonmem-
bers. For reservations, call (810)
861-8130.

W COUNSUL GENERAL

Takeshi Kagami, Japan's coun-
sul general, will address the
Auburn Hills Chamber of Com-
merce, 11:90 a.m. to 1:30 p.m.
Friday, Feb. 14, at The Palace of
Auburn Hills. Kagami will dis-
cuaa the post-cold war impact on
security relations between the
U.S. and Japan, Asinn countries’
oxpectations of the U.S,, the sta-
tus of Japanese--U.8. trade rela-

for

tion, call (810} 853-7862. To pny
by credit card, fax reservations
to (810) 853-0763.

W SUCCESS SEMINAR

Two business trainers with more
than 40 years' experience will
present “Hire Smart—Train
Right.” Dan Kiurski of Partners
for Succesa and Mary Scherle of’
Dynamic Disciplines will cover
screening and hiring top per-
formers; reducing turnover;
improving service; business
effects of customer service; rec-
ognizing opportunities, and
inereasing the bottom line, The
seminar will run 9-11:30 a.m. or
1:30-4 p.m. Thursday, Feb. 20, at
the DoubleTree Gueats Suites in
Troy. Advanced tickets are $25,
or $30 at the door, For reserva-
tions, call (888) 200-3028.

B ARBOR EXPANDS

Troy-based Arbor Drugs, Inc.
will open four now stores by
month's end, bringing the num-
ber of metro Detroit locations to
194. Arbor’s third Weet Bloom«
ficld store will open Feb, 24 at
4901 Haggerty, at Pontinc Trail.
Other new stores are in Pontiac,
Sterling Heights and Detroit,

5

The new stores range in size
from 10,880 square fect to
11,050 square feet. The chain's
200th store is scheduled to apen
by mid-summer, said Eugenc
Applebaum, Arbor's chairman
and CEO.

B BREAKFAST WORKSHOP
Oakland University'’s Center for
Family Business will present
“Preparing Successors for Lead-
ership: Motivating and Training
" at o \ meet-

Southficld. For rescrvations;
calt 1(888) JOBOLOGY. R

M BIG WINNER 4
Southficld’s Bozell Worldwide, |
Ine. picked up 49 awards at the
International Autemotive Adver~
tising Awards show, more honors
than any other advertising agen-

cy. N
Bozell earned four golds, 14 sil- -
ver, nine bronze and 22 merit  ©
certificates at the second annual’;

ing, 8-10:30 a.m. Weduneaday,
Feb. 19, at the Troy Marriott,
Guest speakers are Gary Gabel
and Mark Toth of Great Lakes
Stratcgies, a human resource
and leadership firm. The semi-
nar is free to OU CFB members,
or $36 for nonmembers. To regis-
ter, call (810) 370-4288.

&% JOB BEARCH
Southenst Michigan Career Ser.
vice in Southficld is offering-
two hour job search i

Gold awards went to g
30-second national television !
apot for Chrysler's Plymouth -
brand; a Jeep print ad, and two ©
30-second national television |
spots for Jeep.

% PREPARING SUCCESSORS.

The niext Oakland University
Center for Family Business

breakfast seminar will run from .
8 to 10:30 a.m. Wednesday, Feb.:
19, at the Troy Marriott. :
The topj:: "Efcpm-i ng Successors;

8.
Company founder Boyd Baugh-
man will discuss the current and
future job market and discuss
why traditionnl job seeking tech-
niques are obsolete.

The free sessions are at 12:30
p.m. Tuesdays and Thuradays,
6:30 p.m. Wednesdays and 8:30
a.m. Fridaya at 29444 North-

western Highway, Suite 500,

<

for 1 gand .
Training Successora,”" Gary  * |
Gabe! and Mark Toth, of Great
Lakes Strategics, a human
resource and leadership training
firm, will lead the discussion. .
The seminar is free to OUCFB
member families. The registra- -
tion fee for nonmembers is $35 -
per person. Call Patricia Kish at.
(810) 370-4513. N

»



