set of economics,”’ Eaton said during
an interview last week.
He added that the Soviet goods

aren't packaged or put in warehouses
before leaving the
““You just go to a store and buy it.

The store is the distribution center,’’
Eaton said.

It's just the gite in the United
States. Eaton consumers have to
be sold on an item before they even
buy it. 5

He said American consumers look
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usually determines how

well the product will sell.

The Soviets, on the other hand, are
far ahead with their factories and the
production of goods, Eaton said.

“They sew and make garments and
have highly specialized products. They
also hm.r;h;ury and bone ﬂﬂ;ﬁ

\ ot :
mentality is way ahead of us. But they
lack distributive capacity. Their
packaging is . They don’t have
quality in some areas,’’ Eaton
explained.

““The Soviets are extremely eager.

want to learn retailing,’’ he said.
agreement with the Soviets is

A lesson in business — American-style

a cultural and economic exchange.
And Eaton noted the strong empathy
level between Northern people.

‘“They have a real incentive for
Alaska. They would rather do business
with us. There is a warm feeling, " he
said.

Eaton is anxious to teach the
Soviets. And he's anxious to open a
store. But he said there are many in-
dividual issues and unknowns that will
have to be worked out before he can
reach his goals.

““I'm optimistic that a relationship
can be made. It makes sense (o
both sides,’’ Eaton said.




