Traditional Case 3: Michael Petrov
Stuart Rosenberg, Dowling College

Natasha Petrov could see the look of concern in
the eyes of her husband, Michael, as the two of
them prepared to leave their Levitlown, Mew York,
home on a Saturday morning in May 2006, to ke
the thiry-minute drive to New Age Laundromat, in
College Point, New York. One of them would take
this drive daily, ostensibly to pick up cash that had
been collected by the attendants at the laundromat
in the prior teenty-four hours, but alse tw have some
Gace tine with 1l dane as well as the custom-
5. Since this was a Satarday, however, and both of
e were on their day off from th egular jobs,
Michael as a i_e:. _:am:,ﬂ_..: for :.n .;.:.:3..5

Ell

sultant in

e of the npportunity o o
Colle they would swir
Laupdromat, in Glen Cove, New Y .:.f...n.c
up cash and to cheek in on business.

As Michael started the engine of his recently pur
chased white Lincoln Continental, s 1t he hadd
alwarys equnted with suecess, Natasha turned oW
tly placed her left 1l on ieshn
Iyl b e ot
alwiys worry abont the lusiness so much?”

Michael, @ small, vestless man with an irvepress-
itile kangh, shook his head emphatically. "Natasha, |
am Dappy with New Age's growth. Tam bappy with
e Jocation. The laondromal bas fivin well with
the local community,” He sighed deeply, "1 an con-
cerned about Clean-Rite.”

Michael purchased Clean-Rite in August 2001,
He and Natasha had decided a few years carlier
that even though they both worked long hours
in their full-time jobs, they would make an invest-
ment in a business as means to generate a cash
Now and an additional source of income for their
family. After researching different types of bu
ness investments, they decided o refinance the
mortgage on their house o enable them to pur-
chase the laundromat in Glen Cove, on the north
shore of Long Island, about twenty minutes from
Levittown,

Clean-Rite did well from the start, with sales
climbing each week, as a result of sirategies they
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Point.

developed that had not been offered by the prior
owner, and given the growth of the business in Glen
Cove, Michael and Natasha decided to expand, and
they sought a second location for a laundromat,
which they ultimately found in College Point, in
the borough of Queens, in New York City, Unlike
the business in Glen Cove, which was previously a
laundromat, the store in College Point had been
vacant, After Michael refinanced his house a second
time, as well as using the equity from Clean-Rite, to
obtain the capital necessary to make the investment
in the new business, Mew Age Laundromat opencd
its doors in April 2006,

“Misha,” said Natasha, several minutes later, @t
about the time that the velative tanguility of Long
Istand had _::_L___ES‘, o

he :::_n. i :::. ol

r...:_L i B
thiey arg bath ggod.”

Michagl siniled at his wife neérv
: at tronbles me, thougiy, s that
I don’t know how much more we can get out of
Clean-Rite, The business grew well the firs
like MW AgE Has, But SfCE thed e growih has
slowed. Minvhe the lite 8 thése Busimesses is only
five gears. You dhe whatyou gan, w:.uu:: move on
1o i new locatiol

“1 den't agree with you,” an..x_.._ Chided. "Boih
laundramats bring in income. If one is down o
little, the other can pick it up. We are an impor-
e part of both communities, We have loyal
customers. We have done well. We have talked

about making this more than a part-time thing.

We are now considering a third location—East
Rockaway—and we know it’s not easy driving back
and forth every day. (See Figure 1 for w map of the
locations of the laundromats.) But il we continue
to expand, we do have options. We can take on a
partner.”

“Tt is a family business,” Michael said emphati-
cally, still shaking his head.
ince they both had full-ime jobs, their respon-
sibilities as it applied to the business were divided
evenly between them. Accordingly, it was decided
that Natasha was responsible for human resource
matiers and Michael was responsible for technical
Tesource matters.

FIGURE H Queens and Long Island, New York

Drglyof il B Thimiey |

As the car pulled imo e space o Lollege
Point Boulevd o half a block frem New Age

of what we Fﬂd ..nna.z_u__..w..,_ NEEFTo gt Thiat

it wasn't 5o long ago that welemme toshis country
with nthing.”

Family History

Michael Petrov, age loro-seven, had immigrated
o the United States filteen vears earlier from
the Ukraine. His home was the industial city,
Zaporoghye, not far from Kiev and Chernobyl. His
sole purpose for coming to America was for the
opportunity to build a career.

Michael left the Ukraine during Perestroika,
the period that began in June 1987 when Mikhail
Gorbachev, the leader of the Soviet Union, intro-
duced the economic restructuring of the Soviet
economy. Although reforms were established, the
cconomy worsened and the qualiyy of life dete-
riorated, leading to the evental destruction ol
the Soviet Union in December 1991, On the day
that Michael was to fly to the United States from
Moscow, the city was in chaos. The army had
positioned tanks in the sireets and Michael was

Sowrar: hitpy/ v triboroaghhomecars,
; - o sl

%, shaps, and saved his Mo

relieved that the military allowed his flight to leave.
Following the dissolution of the Soviet Union,
the Ukmine became one of fifteen independent
republics faced with the challenge of rebuilding its
economy. Michael has never returned.

Having received his formal training as a teacher
in the Ukraine, Michael realized that he would need
to slart over in the United States. He only had a tour-
ist visa, so he applied to the govermment for polit-
cal asylum. He was denied, as he was told that the
Ukraine needed to hold on to people with his level
of education. One week prior to his deportation,
however, he won a green card in the Depariment
of State’s annual lottery, He would become a US.,
citizen within four ve

When he arvived in New York, Michael came with
$204) in his pocker. He lived in basements of houses
wnd he worked seven days a week, He washed dishes
in festauE pumped . worked i au g hisdy
He
wering and busiress.

ned

tasha had receiv .r as —u..._."..
trician, but With her strong background in chem-

w cgmputer @n: _._vL i
bl codrtship, they ?::1.& In 1995
oul a S90.000 morigage and, e
savings. Levittown at
a4 price of $138.000. Shortly therealter, Michael
sent for his parents, who were happy Lo move
1o the United States (o live with their son and
danghterindaw.

Michael was very driven. He had wanted w evolve
into something better than what his parents had
achieved in the Ukraine. He was pleased 1w have his
U.S. citicenship and he was clearly bothered when
people would dismiss all immigrants as second class
and undeserving of the opportunites of living in
the United States.

ey look
eir

| do not like that the illegal immigrants who
have been coming here from Mexico and some
other countries are permitted to stay without

While | understand that they satisfly
a need for cheap labor in the U5, there are
too many problems with social welfare. These
people are living off of other people who pay
taxes. We certainly can't deport them. These
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people are largely good peaple, but they nead
to learn English, they need to become legal
citizans, and they need to pay their fair of taxes.
Otherwise, things are not equal. ! too am an
immigrant. | too have worked hard, But | am
paying taxes that help to send thesa people's
children to school and to provide them with
medical care. These other immigrants need to
assimilate info American cullure, just as | did.
The U.S. government is doing & disservice fo
these pecple in tha long run. The country will
suffer from segregation not only based on
income differences, but also based on cultural
differences. The gavernment needs to formulate
a plan fo deal with the problems of immigration.
And these people need to be motivated, and
not to be content with what they have. Look at
me...1 am an American capitalist!

Michael was reaping the be
dream, From a personal

lits of the Aneric

RS Tiving relatively comfoffably,

e often remarked o Natasha 8 resent it when
pruple fail W recoy :
sugrifices o

e Uhie personilsiougsles aud

. It has not

ade in our

hadl always envisioned theig family business
seondary source b
iy a fbor of Tove

significant amount of their time,

Clean-Rite Laundromat, Inc.

Michael and Nutasha researched different types
of service husinesses o invest in before deciding
that a laundromat would be the safest venture.
They reasoned that they would need w mini-
mize their risk since they had never run a busi-
ness before, They determined that a laundromat
would generate a slow but sure return on invest
ment. Michael believed that il they didn't make
too many mistakes, their investment would work
for them.

They had narrowed the choice down between a
Jaundromat and a Michael uli Ly
concluded that when people are pinched finan-
cially they would cut back on eating away from
home. Conversely, he believed that people needed
to do their laundry regularly. A laundromat, he
ressoned, would not be subject o economic
fluctuations.
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Once they zeroed in on the type of service busi-
ness, they needed to find a laundromat that was
affordable. During the second half of 2000 and
the first half of 2001, they ook several road trips
with David, a professional broker in the sale and
resale of laundromats, who had been introduced
1o Michael by one of his MTA coworkers named
Luis. In each of the neighborhoods that they vis-
ited, the three areas of focus were (1) the percent-
age of renters, (2) the level of compet ion, and
(3) the incidence of crime. An unfavorable finding
for any of these three factors were deemed to be
deal-hreakers, but perhaps most important was that
the demographics of the neighborhood needed w
shuw a high pereentage of renters, They found this
to be the case in Glen Cove, @ community that with
its strong Hispanic populsion seemed to indicie
to Michue! that the renters would consist lirgely of

Michiel _.:..G..w.,_.L angd redimed Clean
0 sequage (eet bl space, [t Bl sixteen Was
fotieteen dryers, ATTRE ot of purthase, THET
dromat had been operation years. (See
Figure 2 for a phot®f Clean-Rite Laundror

The Swhigh s opthe horder
the gext wgn, Bpeust Val
ol ngw cofpeiilo
Locust Valley,
mostly households on the upperent of the coo-
nomic scale, probibited sewer systems. Withow

for nine

FIGURE _.M. Clean-Rite Laundromat, Inc,
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access to a sewer, any new laundromat in this area
would need to invest 3500,000 in a water weatment
system.

Given the low level of competition and the loca-
tion's close proximity to his home, Michael was
cager to make use of his equity, and he used his
house as collateral so that he could purchase the
business for $125,000.% He and Nawsha both p
sessed a powerful motivation to learn how to run a
business, and this was their opportunity.

After introducing the drop-off service in Glen
Cove, the business really ok off. Clean-Rite was
embraced by the community, as word spread among
tocal residents abont this useful service, and sales
vevenue grew by more than 20 percent in the first
year, Michael and Natasha were excited about their
ness venture, and after a couple of years, they
decided o seek and location.

1

“New Age Laundromat; Inc.

For the secomd Tocation. theg wanted i opporul
mity 1o huild the business from Serach. THIS we
“ess alogether, where they

involve a dil Y
wouldn't see a retum on their i nt for a

borrowed $400,000 10 start up the second busi-
ness, once again placing their invesiments (i, the
equity in their home and first business) at risk in
the event that the new business would fail.

Following a lengthy search of much of the New
York metropolitan arca,® the location that Michael
ultimately identified for the new laundromat was
on the main commercial thoroughfare in College
Point, Queens. Michael selected a middle-class
neighborhood, populated mainly by renters who
did not have access to washing machines and dryers
in their homes, “The location must be in a solid
working class community,” was his mantra.

The different neighborhoods throughout New
York City had varying levels of crime, and although
the previous tenant, i furniture store, had at least
six different owners and some encounters with the
police, Michael concluded that the neighborhood
was relatively safe and free of gangs. He would say
1o Natasha, “I want to help improve the quality of

life for the residents of this community, and 1 want
to provide a clean and safe service that would be a
source for jobs in the neighborhood.”

To further protect his customers, Michael pur-
chased a video surveillance system for $2,000. With
this system, Michael was able to monitor the store
not only from a computer in the office that he set
up downstairs at the laundromat, but also from his
home computer. He reasoned that from a psycho-
logical standpoint, his attendant would feel safer
knowing that the boss was watching. Michael put
up signs in the laundromat that indicated there
was @ surveillance system in effect. This made the
customers feel safer. oo, he felt. New York State
law prevented him from ins nyg a microphune
as part of the swveillance system, for privacy
reasons. He justified the investment o Natasha,
“Besides loeation, | want to emphasize safety, and
hafing (e ERTHera diffrentiateg M aundEsimi

. from otfiers | ¥

T Michiiel ciblished the same hour@af :_,n?.:_::
e Hm:_ :—.u..‘::u_
wontlel e xppem Ty FTPow.. MONEY
through Friday, and lrom 6 A until 11 r.v, on
turday and Sunday,

* MW hge had @S0 squitelleet ol space. The
congtruationiol’ the laundponial, whi
all fthe plumbidg add elgctrical requ
represented @ocost of 550 _.5.:. The peric
time that elapsed prior withe start of the aclual
construction seemed rather long 1o Michael, as
he learned that he needed to wait for the neces-
sary permits from the New York Gity Department
of Buildings and from the wility, Consolidated
Edison. This waiting peried in connection with
the construction was six months, The physical
construction of the laundromat, on the other
hand, took only two months,

“In retrospect,” Michael acknowledged, “the con-
struction process might have moved more swiftly
had we hired an attorney.” However, in the inter-
est of cutting his expenses, he went through this
process only with his general contractor. Together,
they took advantage of a service that had recently
been instituted by Mayor Bloomberg known as 311,
whereby individuals dial in and are given access o
information and guided through the red tape of
dealing with various city agencies. “By dealing with
the city without an attorney, | figure that we saved
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omat, Inc.

FIGURE n.w_ MNew Age Laundr

approximacly £26,000 in legal gxpens
Figure - a photo of New Age Linndro

Michael decided @ have hifgive mac :
installed in the new Jaandromat, twengEseven whisi-
ers anil twenty-eight dryers. The cost of this equip-
ment, all of which was manufacturdd by Dexter, wis
§250,000. Michael financed the cotigir g lon g
with the cost of this equipment with the £506.0
Juan [rom his bank.*

Additional cquipment other than washers and
drvers was installed in the new Taundvomat as well.
These machines, however, were installed pri
ily as A customer service, and they included a soda
machine, yaming machines, an automatic teller
machine, wo welevision sets, and  two vending
machines.

“The soda machine was instalied free of charge
by PepsiCo,” he plained, “on the condition that T
stock the machine exclusively with Pepsi products.”
His only other expense related to the soda machine
would be for electricity. Any profits derived from it
were his to keep. The cost of the gaming machines
that were installed in the back of the laundromat
was picked up by the vendor, Sunstar Vending
Corporation. Michacl was allowed o keep a per

centage of the profits. Similarly, the ATM was the
property ol a third party, but Michael kept a small
percentage of the profits,

Michael purchased the two televisions and had
(hem mounted on the walls of the lauwndromat,
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agin with the intention of differentiating his busi-
ness from rival laundromats in the neighborhoed
that did not provide U additional service for their
CUSLOMETS.

The vending machines provided a significant
source of income for the business. One of these
machines contained detergent and laundry prod-
ucts. The other contained anacks. Michael bought
the products for these machines at Costco and BJ's,
the warehouse stores, and also at Jetro, a vendor
of food and cleaning supplies. Michae! used three
sources for vending sales to take advantage of price
differences, Profits from vending were 200 percent
aver their cost.

Unlike Clean-Rite, which had no real com-
petitiun, competitors did exist in College Point
for New Age. When Michuel was considering the
location, he walked in to the closest laundrornmat,
which wa wo lERE away. He couldg S om |
his GursoRy ingpection that the Taungdromat hadd
o1 scey Eapifal nApEgVenEn (s kv SBve
The ow Higrs w e Chinese £To Mighaelyhey came
affuss as unfrientdy 1o dieir custimers BECause
they did not speak English. [ was a fas
and they did not hire workers from ontsicde their
fumnilyr Mighael.c ke e pating, aned when
New Age a 8h tavhile later, he made
his sgrvices were pwenfy-live cents cheaper

; husiness,

perass the hoard.

Sin blocks away was anuther Tatdro
jum by a Chinese Baimily. They owned the huilding.
and it hal o parking lot. Michael recognized that
a parking lot conld be a definite asset, but given
the cost, it was not vealistic, Tle was confident that
most of his customers were within valking distance
of their apartments, and he intended to ?.:..z_m
customer service in other ways. “I know who my cus-
omers are, and 1 feel that T know what they want,”
e would proudly say.

In its first week of operation, Mew Age's sales
revenue was §600. For the week of April B, 2006,
cxactly one year later, the sales yevenue was $6,000.
Sales were not consistent, however, as Michael
found sales during the win and at month-end,
when families had to pay bills, to drop. Sales were
averaging $5,500 per week, and clearly. Michael and
Natasha were pleased. Based on location, demog-
raphy, and potential competition, they projected
weekly sales 1o rise 1o §7,000 afier another year, and

EXHIBIT |

H Income Statements

it 2005 2004 2003 2002 2001
Sales .
: 220,800 213,600 204,00
e i ,000 185,400 150,000
Earnings before [nterest and Taxes 33,120 39,448 46,920 5 ;
e e L 1,912 51,000
mb-:ﬁnw_“gqo_d.ﬂnwun 33,120 39,448 46,920 51,912 51,000
Taxes 5624 2680 9384 : :
= 10382
et Incorme 26,496 30,758 37,5386 41,530 WM.%
NEW AGE LAUNDROMAT, INC,
Sales 4 285,960
Operating Expenses 214,470
Earnings before Interest and Taxes 71,450
Interest Expenses
Sarnings before Taxes 35,776 }' e
anes Paid oy .
Met Incame o Fﬁu_ u

w $10,000 after five years. (See Exhibig 1 for the
income staterents on CleansRite and Mow Agt .

Laundry Services

Fhe o types of custoiners at both loundromats are
witlk-in customers and drop-off customers. At both
cations, walk-in custumers represented 60 percent
of the business and drop-off custamers represented
40 percent.

The four different types of washers, dependin,
on the size of the load, range from §1.50 10 $5 —vmm
load. From smallest to largest, the washers handled
uwenty, wenty-five, forty, and filty-five pound loads.”
ﬁ..n dryers were all twenty-five cents for every eight
minutes. '

fr

; For the drop-off customers, the charge for fold-
ing mn._e....d was seventy-five cents per pound. One of
the a..__‘uqo:nma between the wwo locations, driven
by a difference in demographics between the Glen
Cove location and the College Point location, was
:ﬁ..— Clean-Rite provided free delivery for drop-
off customers. Roughly one quarter of the dro

offs at Clean-Rite utilized ¢ "

, the motivation for

whigh was agin @llierentiitedisenice and a loyal
.n..:aﬁ_::._- bade. Michael's Fagher did the deli i
Thetamanntof dfiving ..H,;.E.E_ Was not exc
bt Michacl sometimes _.n_w,.m:Pn for ubligating his
seventseven-y carold father, and he wondered _u..._r
_.Eum it he'd sell the Glen Cove location, then his
father would not have to work so hard. ' .

Staffing

?:ns.xm_ employed three female attendants at each
*c.:—c.c_... All of them were Hispanic, which was erit-
ical, in that these employees were from the com-
munity that the laundromats served. Moreover,
the attendants needed 1o speak Spanish, rmns:mn.
some of the laundromats’ custormers only spoke
Spanish.

.,—._.n.n:ws_sma at Clean-Rite were 70 percent
Hispanic. The customer base was relatively homog-
enous, given scasonal employment on Long Istand
that tended to bring in a large supply of workers
_.....,uE Mexico and other Spanish-speaking coun-
tries. The neighborhood in College Point was more
diverse, and the customers at New Age included
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immigrants from Europe and Asia, as well as from
Hispanic countries.

Unemployment was higher in College Point,
so Michael found it easier to find good employees
at the new location. The key for him was that his
attendants could build a relationship with the cus-
tomers, regardless of location. They needed 1o be
clean and personable, In addition, Michael liked to
employ female attendants who were atiractive, as he
believed that they would help 1o draw male custom-
ers 1o the laundromat.

The attendants were started at the minimum
wage. They were all full time, so in 2005, Michael
paid approximately $38,000 in salary cxpenses at
each lucation. The auendants weve paid by check,
with the appropriate deductions taken for social
security. Michael also provided disabilivy insurance,
which he noted was three times more expensive for

operaling @hsts were Axed
{e.g., renit, depreciation}, His utilify costs w
able, as were his mainterance coss, baseql ofthe
usige of his laundromats. -

Technological Innovation

Michael dreamed ahout an additional aspugl that
would further enhance his laundrimats isiness
practices. The washers and deyers 1y Lo
mats only taok cash, Some laundromats, though,
have machines that work off a smart card system.
Michael knew that such a system, where the store
would be less cash dependent, could have a con-
petitive advantage, but ar 600 and 1500 square
feet, respectively, neither Clean-Rite nor New Age
seemed to be ideal candidates for such an invest-
ment. He knew that larger laundromats, gener-
ally 4,000 to 5000 square feet, invested in these
systems, since otherwise there would be wo muclh
cash on the premises at any one time. He was not
aware of any laundromais near his locations that
wtilized smart cards, however. The ones that he was
familiar with were in Manhatian, the Bronx, and
Brooklyn, and in the towns on Long lsland with
large Hispanic populations, such as Hempstead
and Brenmwood. At $20,000 w install the system,
and at $300 per machine, Michael saw this now as
cost prohibitive, Nonetheless, if he were o add a
larger laundromat o his busi portfolio, he
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could envision the many benefits that such a system
could deliver for his customers. For the walk-ins,
he could utilize variable pricing. For the drop-offs,
a smart system could wrack everything except tips,
including customer history and wends. Similar o
the point of sale systems at most dry cleaners, such
an innovation would certainly look professional to
the customer, and given the right sitvation, Michael
would make the necessary investment for this.

Far Rockaway

By early 2006, Michael and MNatasha were back on the
road, seekingoutanother aumndromat. Through their
contact, David, they discovered that a 4,000-square-
foot laundromat was up for sale in Far Rockaway,
in Queens, sixteen miles from College Point. Once
knon “Iie Playground of New York," the popu-
lagity of this area assapgsor deglined in thesegond
half gl the tweglictl mry, tharesulu ol the acces- |
sibili ol Newdr vign spafs w.;:.._ s ingpeascd §
2_..7.::\ Ko, Seyeral _E:_.:..u.—._ms_.‘_.u._x Phojects Fere |
bilt in (Ne aced theetigh the yedrs, themake-up "
af the community had changed, and consequently,
the incidence of crifne had increased. Tn 2006, Far
Rockgwey wasstrugghingasa commugiyeconomi-
g that wag ruite apparefit w Michacl
dned Natashh as (hey Sur@ve

Yet the Tdea of branching oupCHillenged their
earlier criteria in seeking out _ucm_.::u_.,q..n_::,.m.

The asking for the laundromar was
$500,000, the same price that Michael paid 1o build
Mew Age. The auraction clearly was thit with the
size of this facility, Michael could justily the instal-
lution of a smart card system. He figured that an
investment in such a system could knock out any
competition within a one-mile radius, as he firmly
believed that technology would make a difference
in this business.

Having a third business appealed gready 1w
Michael and Natasha. To make it happen, | 3
certain questions would have to be resolved: Would
Michael be able to obtin the necessary financing
to purchase a third business? Allernatively, should
he sell Clean-Rite, wheve growth has platcaued,
in order to be able to buy the new location? More
fundamentally, though, were Michael and Natasha
capable, both physically and emotionally, of further
expansion of their family business?

._.mm that we are in was builghn 1924. Bicse co
Ware out of line ar Cl

The Decision

Michael was greeted fondly by his pauons as he
entered Mew Age Laundromat and Natasha ush-
ered him behind the front counter. “You see," she
said sofily, "We are successful, ™

Michael nodded, opening the cash register. "Do
you think we can take on more?”

“Yos, T do. This is our life, Misha." Shc paused
briefly, then continued, *Itis good to expand. We can
create a third corporation, to provide a shelter if the
situation doesn’t pick up at Clean-Rite. And you have
always said that we can continue to take on long-term
debt. The secret is to avoid shoretenm debis, dght™

“Matasha,” he explained, "Our vent and utility
bills are choking off our prafits. Our rent s 33,100
a manth for New Age and wtilities here are 6,000 a
maonth, In addition, we are paying $600 a month in
property taxes, which is ridiculous since the build-

an-Ritg, too, and Hegause ol
growth th las slowed ddfn, our opefRiing costd
are eating into owr margins, Aud we can’Linerease
prices to deal with our higher costs, since our cas
have low incomes. We simply can't us
Age to hold up Clean-Rire.

“Well, mayhe we can increfise ougdoline of siles
with the new locatior ;

Michael snapped. “Did yowsce the neftghiior-
hood? Do you think our linle laundromat can
turm it arownd?” He noticed one of the customers
at a diyer looking toward him, and he lowered his
. “Clean-Rite is a smiall store, The equipmentis
still good, but because of its physical limitations, 1
don't think it pays to replace the equipment when
it begins to break down.”

“I'm notsure," Natasha replied. “Whatever we get
out of Clean-Rite is gravy, as far as I'm concerned.
After all, we have no debt avall there.

e New

Michael shrugged. "All right, give me a little
more time to think about it. These are impor
tant questions. Our little business venture has
certainly taken on a life of its own. And like you,
1 am passionate about it. I want to keep making
improvements. Let's take another ride out to Far
Rockaway. Let's see if we should move forward
there. And let's look at our numbers. [ want to do
what's best,"

Michael stepped in front of the counter. A fittle
girl was crying and he lifted her out of her stroller
to kiss her gently on her check.

1. [vwas perhaps fising that M
Lewinwoavin, thie Deain

] the coat«

oA,

anstiali in this seaell pvokved bhow
ot Ml

New Age Lo was
| needed w consider this. cou

fi. Reported crimes as 4 percentage of the pepulation in
cluded Far Rockaway, wais
I pe
2003}, Michael did not realize, however, that this was
the identical rate [or the 100 preciney, which covered
Cuollege Point. His perception wus that cvine was worse
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