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DEALER ARBITRATION BILL (S.B. 336 )
INTRODUCED BY SENATOR DUNASKISS
Michigan's gasoline re

tailers are having a diffi
cult time surviving in the 
economic downturn. One 
of the major reasons is 
traced directly to the one
sided nature of the rela
tionship between dealers 
and their oil company 
suppliers.

In Michigan progress has 
been made. Public Act 134, 
'90 (the Dealer Equity Bill), 
injected a note of equity 
into the dealer/oil com
pany relationship in the 
area of survivorship and 
transfer. But some oil 
companies choose to ig
nore the law, literally 
challenging dealers to file 
suit. This technique is 
easily understood, espe
cially when you consider 
that the legal costs (ap
proximately $50,000) per 
issue, virtually eliminates 
it as an option for dealers.

Because of the experience 
in Michigan (which is con

sistent with the rest of 
the country) Senator 
Mat Dunaskiss (R-Lake 
Orion) is sponsoring 
legislation that would 
allow dealers to submit 
th eir d isagreem en ts  
with oil companies to 
binding arbitration, if 
the two parties cannot 
come to an agreement 
on issues of conflict.

The arbitration pro
cess contains fairly  
stringent requirements 
relating to good faith 
bargain ing on both  
sides in an effort to re
solve the dispute vol
untarily. Barring a 
peaceful resolution, the 
dealer could request 
that the disputee sub
mitted to binding arbi
tration. Neither side 
would be able to hold 
the dispute hostage, 
and there would be a 
swift and equitable so
lution.

GOLD CUP '91 & SSDA 
A HOT COMBINATION
The Gold Cup and the 

Grand Prix qu a lify ing  
events provided the enter
tainment and action dur
ing the 5th annual SSDA- 
MI Legislative Luncheon at 
the Detroit Yacht Club on 
Belle Isle.

Dealers and their legisla
tors talked over lunch while 
the hydroplane drivers 
broke world records for 
speed. The weather was 
gorgeous and the water was 
as smooth as glass.

"Every year members of 
the SSDA-Pump Club and 
members of the Michigan

legislature and state de- 
partm ents have a 
chance to meet on an 
informal basis and dis
cuss such things as en
vironmental problems, 
franchise laws, and 
other important small 
business items, said 
Norman Fischer, Presi
dent of the SSDA-MI.

This year's event was 
the biggest yet with over 
190 people attending the 
luncheon including 54 
members of the legisla
ture and state depart
ments.

Oil companies with their 
legal armies, have a tre
mendous advantage over 
dealers. They can prolong 
legal battles until the re
sources of dealers are ex- 
hausted . A rb itra tio n  
would allow a dispute to 
be resolved on its merit, 
as it should be. not on the 
basis of how long it takes 
to bleed a small business 
person into bankruptcy. 
The solution will be final 
and binding, avoiding 
endless appeals and de
lays. Both parties enter 
the process with that 
knowledge. Binding arbi
tration can help balance 
the scales in this indus
try, by giving the dealer a 
fair chance at telling their 
side if the story.

“We should all be pleased 
that Senator Dunaskiss 
stood up for the small 
business com m unity,’ 
said Daniel Loepp, Ex
ecutive Director of SSDA-

Senator Dunaskiss

MI. “But it is now time for the 
dealers to mobilize in support 
ofS.B. 336. We must contact 
our Senators and explain 
why this bill is so impor
tant.

The bill has been assigned 
to the Senate Committee on 
Techn ology  and Energy 
which is chaired by Senator 
Dunaskiss.

LUNCHEON



Let the company that knows 
the Service Station Business

BEST . . . 
help you improve 
your PROFIT !!

1987 1988 1989 1990
PROFITS

Lawrence A. Wright, Inc. has over 20 years experience with the automotive service industry, with a 
direct specialty in accounting and counseling for the service station dealer.

We can act as a valuable supplement to your existing monthly bookkeeping service! We offer:

* Counseling
Maximize profits 
Employee productivity 
Controlling shortages 
Payroll management 
Pricing strategies 
Cash flow analysis 
Employee downtime analysis

* Business Valuation
Purchase or sale of business 
Bank financing 
Estate planning

* Tax Planning
Expert tax preparation 
Proper setimate calculation 
Deadline reminders 
IRA programs

* M onthly Accounting
Special P&L format 
Sales tax returns 
Gasoline analysis 
Review and analysis 
Payroll taxes & W-2's

* Payroll Checkwriting
Hourly, salary, or commission 
Immediate turnaround

* Com puter Systems and Support
Daybook
Accounts Receivable 
Customer Follow Up 
Payroll

* Financial Planning
Goals for retirement 
Saving for college 
Investment analysis

CALL TODAY TO SET UP YOUR APPOINTMENT FOR A FREE INITIAL REVIEW
BE SURE TO MENTION THIS AD!!!

LAWRENCE A. W RIGHT, INC.
28277 Dequindre 

Madison Heights, Michigan 48071
Phone: (313) 547-3141
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UEALER PROFILE
L _____________________________________________ __

Harlan Otto: A TRADITIONAL 
DEALER FOR 32  YEARS
H arlan  O tto is a  Ypsilanti A m oco dealer, w ho has seen  m any changes in  h is 32  
years in  the business. He be lieves our association  is in  top  form  and w ants to  
see the dealers achieve fair status w ith  their supp liers and o il com pan ies.

Harlan Otto and son Dieter run the full-serve 
family business.

SQ:
How has the war and 
recession effected your 
business?

H O :
On A u gu s t 1, 1990 
business just stopped. 
Our premium and m id
grade sales bottomed- 
out. M yself and other 
dealers began putting 
their own money into the 
business ju st to stay 
afloat. The Amoco deal
ers in our area got to
gether and decided to 
g ive Am oco a lis t o f 
changes that had to be 
made for our survival. 
The oil com pany re 
sponded to some o f the 
requests but other sug
gestions we made were 
taboo.

SQ:
Have you seen a reduced 
number o f dealers in the 
area?

H O :
In my 32 years in the 
business there were 12 
Standard/Amoco deal
ers in this area. Now 
there are only 2. myself 
and a jobber.

SQ:
That's it?

H O :
That's it. In the city there 
were 42 full service sta
tions and now there are 
4 with one o f those retir
ing this year. The loss 
for full service stations 
today is that customers

Harlan Otto has been 
years.

are ju m p in g  on the 
"quickie" oil change/ 
repa irs  bandw agon . 
This can turn out to be 
a problem for the cus
tomer because there 
are no safety checks or 
"real" customer rela
tions going on in that 
type o f “quickie" repair 
business.

an Amoco Dealer for 32

SQ:
The retail gasoline in
dustry has changed alot 
since 1960. What is the 
outlook for the dealer in 
the '90's"?

H O :
Dealer's that are suc
cessful in the 1990's will 
be more like business-

people rather than auto 
mechanics. They'll need 
four years o f college and, 
speaking o f college, the 
repair technicians will 
need an electronics de
gree to be able to under
stand and work on the 
cars o f the future.

SQ:
Has your station always 
been a fam ily run facil
ity?

H O :
Yes, I had a brother-in- 
law that worked for me 
for 20 years and last 
March I had to lay him 
off. I've had other rela
tives work for me. My 
son has been here since 
he was 13. W e've signed 
th e p a p e rw o rk  fo r  
survivorship and trans
fer. I’m hoping he’ll de
cide to stay in the busi
ness.

SQ:
What has changed in the 
SSDA-MI over the past 
30 years?

H O :
From Cash Hawley to Dan 
Loepp w e've ch anged  
alot. The association is 
stronger. With the lead
ership o f our current 
Executive Director we've 
become more o f a force 
to be heard within the 
state.
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Confused about how to bring
your UST's into Compliance?

☆  ☆  ☆  ☆  ☆

Tank lining may be the answer!

Contact the company with the experience and expertise to clear up the confusion and put your tanks 
with current regulations and explain the benefits of tank lining.

in compliance

• Installation • Testing • Site Surveys • Tank Closures • Removals • Tank Replacements

R.W. MERCER 
COMPANY
Approved MUSTFA Contractor

K alam azoo (6 1 6 )  3 4 2 - 9 9 5 8  
Jackson ( 5 1 7 )  7 8 7 - 2 9 6 0  
G rand Rapids (6 1 6 )  7 8 4 - 2 0 2 4

MEMBER

fPEI“fUM [QUIPMW IN*

NATEF BEATS 500 CERTIFIED 
PROGRAM GOAL

HERNDON, VA— 
The National Auto
motive Technicians 
Education Founda
t ion  (N A T E F ) is 
pleased to report that 
their goal o f 500 cer
tified training pro
grams has been met 
and su rp a ssed . 
NATEF will end the 
1991 school yea r 
w ith  530 certified 
a u tom o tive  p ro 
grams and 17 certi
fied autobody pro
grams.

“W e h ave been  
w orking very hard 
with the schools, in
structors and the in
dividual states to en
co u ra ge  p rog ram  
certification. W e’re 
pleased with the re
sults for 1991 and 
are s e tt in g  even  
h igh e r  goa ls  for 
1992, says C. J. W il
liams, NATEF’s ad
ministrative director. 
“In fact, in response 
to demands from the 
truck repair indus

try, NATEF’s truck 
training program cer
tification will be of
fered this fall.”

A  division o f the Na
tional Institu te for 
Au tom otive Service 
E x ce lle n ce  (A SE ), 
NATEF is a non-profit 
foundation that evalu
ates automotive and 
autobody programs at 
the secondary and 
postsecondary levels. 
They then recommend 
to ASE that qualified

programs be ASE certi
fied. NATEF is com 
pletely funded by do
nations from the in
dustry. For more infor
mation on training pro
gram  certification or 
contributions, contact 
C. J. Williams, NATEF, 
13505 Dulles Technol
ogy Drive, Herndon, VA 
22071 or call (703) 904- 
0100.
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LEGISLATIVE UPDATE

NATIONAL DEALER BILL 
INTRODUCED IN CONGRESS

C on gressm an  R on  
Wyden (D-Oregon) has
introduced the National 
Dealer Bill (H.R 2600)
in the U n ited States 
House o f Representa
tives.

The bill has been as
signed to the H ouse 
Committee on Technol
ogy & Energy which is 
chaired by Congress
man John Dingell of 
Michigan.

"Th e N ew  N a tion a l 
Dealer Bill amending the 
Petro leum  M arketing  
Practices Act will help 
dealers in many ways," 
said Daniel Loepp, Ex
ecutive Director o f the 
Service Station Dealers 
Association o f Michigan.

'Th is bill not only gives 
dealers fair and reason
able rights in their pe
troleum agreements, it 
also gives dealers the 
right o f lim ited open 
supply. Which we believe 
will help end the major 
oil companies strong
hold on pricing which 
has hurt dealers for 
many years.

The bill (HR 2600) fo
cuses on five major ar
eas:

• Fair & Reasonable
• Clear Definition On 

the Franchise
• Protecting Dealers 

Concerning the 
Underlying Lease

• Lim ited Open Supply
• Giving Dealers the

Same Pre-Emption
Rights as Auto Dealers

C u rren t law  a llow s 
franchisors to make any 
changes to franch ise 
agreements so long as 
the changes were made 
“in good faith,” a stan
dard that only considers 
the subjective intent o f 
the oil company. This 
standard is referred to 
as ‘T h e  pure heart and 
the empty head.” The 
PMPA good faith stan
dard is weaker than any 
other good faith stan
dard in federal law. The 
change would require 
that changes and addi
tion s to a fra n ch ise  
would have to be viewed 
objectively, by looking at 
the real world effects 
from the perspective o f a 
disinterested observer.

The current law allows 
oil companies to apply 
policies such as exces
sive rents, unprofitable 
and unsafe hours o f op
eration and others than 
can have the effect o f 
econom ically  ev icting 
even a highly efficient 
franchisee and facilitat
ing the growing trend to
wards refiner company 
operation of stations.

This amendment deals 
with the issue o f what 
contracts are covered by 
the PMPA. Current law 
has a serious loophole

in that an oil company 
can cancel a dealer's 
right to use the credit 
card w ithout m aking a 
system wide change, or 
cancel the right to use 
an ancillary business 
such as service bays or a 
convenience store w ith
out regard to PMIPA. The 
amendment would ap
ply the usual test o f eco
nomic reality to deter
mine whether an agree
ment should be consid
ered part o f the PMPA 
fra n c h is e . In o th e r  
words, if term ination o f 
the ancillary agreement 
renders the right to sell 
gasoline valueless, the 
term in a tion  m ust be 
done in accordance with 
the PMPA.

Many franchises have 
been  term in a ted  b e 
cause o f the oil company 
non-renew ing a lease 
they have on property 
they do not own. They 
often use this method 
when opening a com 
pany operated facility in 
the same market area. 
Th e am endm en t w ill 
preclude termination o f 
the supply agreem ent 
where the dealer makes 
his or her own deal with 
the landowner to retain 
control o f the station, 
pursuant to information 
provided by the supplier.

The Amendment pro
vides that a refiner can
not co n tra c tu a lly  or 
o th erw ise  p roh ib it a

dealer from purchasing 
his or her brand o f gaso
line from a w holesaler o f 
that brand. Oil com pa
nies have taken action 
to prevent dealers from 
taking advantage o f the 
fact that they m ay be 
able to purchase their 
branded gasoline at a 
lo w e r  p r ic es  from  a 
wholesaler o f the brand. 
Then the refiner w ill sell 
to the dealer directly.

PMPA preempts state 
law dealing w ith term i
nations or non-renewal 
o f d ea le r  and jo b b e r  
franchises if such law is 
not "the same as" PMPA. 
T h e  a m e n d m e n t r e 
p laces "the sam e as ’ 
language, w ith language 
requ ir in g  p reem ption  
only where the state law 
expressly conflicts with 
PMPA. and the two laws 
cannot be reconciled.

“Dealers have a chance 
to get open supply and 
fair and reasonable on a 
national level. I urge all 
dealers to contact their 
congressmen and urge 
them to co-sponsor and 
support H.R. 2600, says 
Loepp.
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LAW  TALK
By M a r k  C o u s e n s , S S D A -M I L ega l C o u n se l

THE DEALER DIES

The death o f a service 
station dealer need not 
mean the loss o f the 
dealer's business. With 
some planning, dealers 
can be assured that their 
business will be passed 
on to their family who 
will have the chance to 
continue to operate the 
facility.

Plan for the Inevitable
No one likes to admit 

the certainty o f their own 
mortality. But it is im
p o rta n t th a t every  
businessperson make 
plans to insure the se
curity o f their family af
ter their death. Without 
such plans, the value of 
a business can be lost 
and family left without 
the benefit o f the dealer s 
hard work. No matter 
w hat the size o f the 
dealer's estate, every 
dealer should engage in 
serious estate planning. 
There are three steps 
th at e v e ry  d ea le r  
should take:

First, every dealer 
should have enough life 
insurance to be certain 
that debts and obliga
tions (such as lease pay
ments) will be covered 
on the dealer s death. 
Life insurance can be, 
but need not be, an in
vestment; it can be fitted 
to a dealer’s whole es
tate plan. But it should 
be sufficient to cover the 
dealer's existing liabili
ties.

Second, every dealer

should have a will. A  will 
is the basic document o f 
every estate plan. It is 
essential to provide for 
the ready passage o f as
sets to the dealer's heirs. 
And it will assist in the 
transition o f the opera
tion of the dealer's busi
ness.

Finally, every dealer 
should execute a survi
vorship form. Survivor
ship is one o f the critical 
parts o f the Motor Fuel 
Distribution Act. It per
mits dealers to pass their 
facilities to their fam i
lies.

Survivorship
The survivorship sec

tion o f the Motor Fuel 
D istribu tion  Act p ro
vides that a franchise 
shall pass to the "desig
nated successor o f a 
fra n ch is e e  on the 
fra n ch isee ’s death  if 
prior to the franchisee's 
death the franchisee filed 
with the franchisor a 
notice  d es ign a tin g  a 
successor. The succes
sor is lim ited to the 
spouse, child (including 
step-child) or child-in- 
law o f the dealer.

The notice is a simple 
and uncom plex form. 
Every dealer should be 
ab le to p repare th is 
without assistance; no 
lawyer is required. The 
Service Station Dealers 
Association has forms 
that meet the require
ments o f this statute. 
D ea lers  can acqu ire

them from SSDA. Every 
dealer should acquire 
and complete a survi
vorship form. Passage 
o f the dealer’s business 
to a family member can
not be assured unless 
the form is properly pre
pared and filed with the 
franchisor.

The Dealer Dies
A dealer's death will, 

understandably, sh ift 
the attention o f his or 
her family away from the 
business. The loss o f a 
close family member will 
not be easily overcome. 
N eve r th e le s s , fa m ily  
m em bers  m u st act 
promptly to protect their 
status as successors, fol
lowing a dealer’s death.

The Motor Fuel Dis
tribution Act provides 
that a family member 
must notify a franchisor 
o f its intention to con
tinue to operate busi
ness. This notice must 
be given within thirty 
days after the dealer’ 
death. The notice must 
be in writing. A  sample 
notice is annexed to this 
article.

In addition to notifi
cation o f the franchisee, 
the successor must pro
vide the franchisor with 
w hatever in form ation  
the franch isor m ight 
reasonably request re
garding the successor.

The death o f a dealer 
will certainly be a blow 
to the dealer’s family and

friends. But the dealer’s 
death does not have to 
mean that the dealer 
looses the value o f his 
business. The dealer s 
designation o f a succes
sor, and prompt notifi
cation o f the dealer’s 
death by the successor, 
should mean that the 
dealer's family will con
tinue to enjoy the value 
o f the dealer’s business.

Form of Notice to 
Franchisor:

Franchisor 
Address 
City, State, Zip 
In re: Name o f Dealer 
Station Location

Dear Franchisor:

This is to inform 
you that NAME OF 
DEALER died on 
DATE. I am the suc
cessor ofDEALER and 
his (RELATIONSHIP). 
In accordance with 
the terms of the Mo
tor Fuel Distribution 
Act, I intend to as
sume and operate the 
franchise formerly 
operated by DEALER.

I will be happy to 
provide to you such 
information about me 
as you might reason
ably request. Please 
let me know what In
formation you will re
quire.

Very truly yours,

SUCCESSOR
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VISA

SSDA & COMERICA BANK JOINTLY OFFER  

LOWER MERCHANT  

VISA & MASTERCARD RATES!

Isn't it time to take advantage of a program that saves you 
money? Comerica Bank has been awarded the Service 
Station Dealers Association merchant program and is proud 
to offer SSDA members the following discount rates:

1.90% Electronic Ticket Capture for those 
with an average ticket of $100 and Over.

2.15% Electronic Ticket Capture for those 
with an average ticket of $50 and Over.

2.50% Electronic Ticket Capture for those 
with an average ticket under $50.

3.72% Voice/Electronic Ticket Capture and 
Voice/Paper.

Call Comerica Bank's Sales Department at 
1 -800-932-8765 for more details.

SSDA AND COMERICA FORM PARTNERSHIP TO 
OFFER VISA & MASTERCARD

If you didn't think lower merchant VISA/MasterCard rates were 
available, you now may want to think again. Why? Because SSDA is 
pleased to announce that Comerica Bank will now be handling the SSDA 
member merchant VISA/MasterCard program and offering great rates.

COMPARE AND SAVE!!

Electronic

Data

Capture

(P.O.S.)

Average
Ticket

Michigan 
National Bank 

Rates

SSDA
f t

COMERICA

$0-49.00 2.99% 2.50%

$50-99.99 2.73% 2.15%

Over $100.00 2.36% 1.90%

Paper Draft Settlement 4.25% 3.72%

MONTHLY FEE $10.00 5.00

MORE CARDS AVAILABLE
Comerica will process VISA, MasterCard. Discover. American Express. 

Diners Club and Carte Blanche.

NEW PAYMENT OPTIONS
Comerica is offering debit card, which allows your customers to use 

their Automatic Teller Machine (ATM) card for payment! If you are 
accepting checks, we strongly encourage you to look at this new secure 
payment option. This option provides you with "a guaranteed check- 
while providing your customers with one more payment option. If your 
average sale is under $25 your cost will only be $.25 per transaction. If 
your average ticket is over $25 your cost is still only 1 % of total debit 
sales.

MICHIGAN BANKARD PROGRAM HAS BEEN CANCELED
Many of you are currently using Michigan Bankard for your VISA/ 

MasterCard processing. The SSDA discount rates with Michigan 
Bankard ended May 31, 1991. We encourage you to make the switch 
over to Comerica Bank to take advantage of the lower rates, enhance
ments and new payment alternative. All members currently on the 
program should have received a packet from Comerica. If you have any 
questions please contact Cindy Reid of Comerica at 1 -800-932-8765.

Q .

u e s t i o n s ?
One ca ll w il l  g ive  you  the answers*
Today’s petroleum industry is complicated business. Make your job easier by calling 
Davidson Sales & Maintenance. Not only do we provide the equipment you need, but 
we provide knowledgeable guidance and service to help you through the red tape.

• Sales 8r installation of tanks and equipment, 
featuring Gilbarco petroleum equipment

• Tank & line testing
• Tank removal & disposal
• Environmental consultation
• Federal compliance assistance

MEMBER

mlchlgan
petroleum
association

We do it a ll for you!
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PETROLEUM FACTS 
AT A GLANCE

• U.S. petroleum im 
ports (crude & products) 
in March were 6.917.000 
barrels per day (b/d): 
imports same month in 
1990 were 7.881.000 b/d.

• To ta l im ports  in 
March as a percentage 
o f total U.S. domestic 
p e tro leu m  d e liv e r ie s  
40.4%: imports as a per
centage same month in 
1990 were 46.1%.

• Persian Gulf petro
leum represented 27.4% 
o f total U.S. petroleum 
im ports  in Jan u ary : 
24.1% same month in 
1990.

• Average price for 
barrel OPEC crude oil 
$15.08 (4/5/91) (DOE).

• Average refiner ac
quisition cost for barrel 
U.S. crude oil $23.24 
(January 1991) (DOE).

• U.S. crude oil pro
duction in March was
7.552.000 b/d (of which
1 .9 4 2 .0 0 0  b/d  w as 
Alaskan): total U.S. pro
duction  sam e m onth 
1990 was 7.347,000 b/ 
d. U.S. natural gas liq
u ids  p ro d u c tio n  in 
March 1,612,000 b/d. 
Same month in 1990 was
1.519.000 b/d.

• U.S. natural gas 
m arketed  production  
52.5 billion cubic feet 
daily (cf/d) in Decem
ber: marketed natural 
gas production  sam e 
month in 1989 was 51.2 
billion cf/d.

• U.S. deliveries from 
prim ary storage o f m o
tor gasoline in March
7,240,000 b/d; deliver
ies o f m otor gasoline 
same month in 1990 
were 7,325.000 b/d.

• U.S. deliveries from 
primary storage o f d is
tilla te  fuel oil (hom e 
h ea tin g  & d iese l) in

March 3.140,000 b/d: 
deliveries o f distillate 
same month 1990 were
3.265.000 b/d.

• Percentage o f U.S. 
crude oil from offshore 
wells 14.8% in 1989: 
percentage o f U.S. natu
ral gas from offshore 
28.9% in 1989.

• Count o f active rotary 
drilling rigs in U.S. as an
nounced 4/12/91 was 
874: average for 1990was 
1,010: all-time high of 
4,530 announced 12/28/ 
81. (Baker Hughes Ine., 
Houston).

ALL SUPPLIERS 
ARE NOT 

CREATED EQUAL

Compare us against your current 
supplier. We at Eby-Brown would 
appreciate the opportunity to 
prove ourselves to you. We 
want to become your chosen 
supplier of value-added products 
and services.

=  EBY-BROW N =
2 0 8 5  E. M ichigan A venue  

P.O . Box 2 1 2 7  
Ypsilanti, M ichigan 4 8 1 9 7  

1 -8 0 0 -7 4 8 -0 4 4 5  
FA X  (3 1 3 ) 4 8 7 -4 3 1 6

TCI
U N D ERG RO UND STORAGE TANKS

•  Site Assessment
• Site Testing

• Site Restoration

• Tank Removal
• Tank Disposal

• Sand and Gravel

Over 30 years experience in the heavy con
struction industry, with all the necessary 
equipment, manpower, and expertise to do the 
best possible job for the best possible price!

Also, SCRAP TIRE collection and RECYCLING 
through ourTIRE RESOURCES, INC. division.

T o t a l  C o n t r a c t in g  I n c .
Environmental Product Recycling & Disposal Site 

( 517 ) 484-6817 -  1-800-326-5471
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PRO-TANK TECHNOLOGIES, INC.

WHEN IT CONCERNS 
UNDERGROUND 

STORAGE TANKS, 
WE ARE

THE SPECIALISTS
SERVICES:

Complete System Design 
Testing 

Removal 
Installation 
Remediation

Flexible Double-Wall Piping System

.  IO IA L  UIN IAINM tNI INt

ENGINEERING & MARKETING CONSTRUCTION
24925 Mound Road 

Warren, Michigan 48091 
Phone: (313) 757-4821 

Fax: (313) 757 4824

54001 Van Dyke 
Utica, Michigan 48316 
Phone: (313) 781-5700 

Fax: (313) 781-7150

GRAND RAPIDS DIVISION
74 Market Street, S.W. 

Grand Rapids, Michigan 48503 
Phone: (616) 242-6878
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Attention Service Station Dealers:

If you’re in the 
market for a health 

plan, get the 
most accepted, 
unquestioned 

coverage there is.
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N EW  MEMBERS
Ellsworth Anderson 
Anderson's Service 
431 W. Adams 
Iron River, Ml 49935

Luay Anton 
Anton's Amoco Inc.
5335 New Court
West Bloomfield, MI 48334

Khalil Ayoub 
Ayoub Fill Up Inc.
14537 Joy Road 
Dearborn. MI 48228

Robert Bradford 
Weibeso-Amoco. Inc. 
17013 Hamilton 
Highland Park. MI 48203

Rodney Brush 
Bryon s Shell
8391 Byron Center Ave. S.W. 
Byron Center. MI 49315

Arden Buss 
Joe's Tire Service 
318 N. State Street 
Big Rapids. MI 49307

Glenn E. Carter 
C.A.R.S.
9830 East Grand River 
Brighton. MI 48116

Jeffery Castle 
Castle Oil Company 
236 State Street 
Harbor Beach, MI 48441

Thomas Dore 
Dore's Stores Inc.
1026 Beaver Road 
Kawkawlin. MI 48631

Charles Franklin 
Chuck & Meredy's 
Auto Service Inc.
18620 16 Mile Road 
Big Rapids. MI 49307

Paul Goril
Lakeside Gas Kwik Stop 
67916 M-43
South Haven. MI 49090

Gerald A. Hassel 
Dalton Enterprises Inc. 
3319 N. Whitehall Road 
N. Muskegon. MI 49445

Barry Kaufman 
Friendly Food Shops Inc. 
6045 Kalamazoo S.E. 
Grand Rapids. MI 49508

Mohamed Khanafer 
K & A Oil Inc.
3570 Fort Street 
Lincoln Park. MI 48146

Carolyn Kocis
Bowers Harbor Properties.
Inc.
14039 Peninsula Drive 
Traverse City. MI 49684

Chris J. Lander
Mr. Mufiler/Howell Muffler.
Inc.
2825 E. Grand River 
Howell. MI 48843

Ronald Mercer 
Mercer's Downriver Equip. 
Rental Inc.
15432 Fort Street 
Southgate. MI 48195

Tim Mitchell 
Bill s Oasis 
94th Street & M -152 
Dowagiac, MI 49120

Kenneth L. Prange 
Prange Enterprises. Inc. 
44089 Van Dyke 
Utica. MI 48317

Renny Ransbottom 
Third Base Last Stop 
Before Home 
595 N. 10th 
Plainwell. MI 49080

Eric L. Rosser 
Rosser Oil Company Inc. 
7646 S. 8th Avenue 
Evart. MI 49631

Ron Rozema
Rozema's Standard Service 
2805 Port Sheldon Road 
Hudsonville, MI 49426

Hassan Saleh 
Eight Mile Express 
Petroleum Inc.
8309 E. 8 Mile Road 
Warren. MI 48089

Richard Schwalm 
Dick's Service Center 
1747 N. M-76 
St. Helen. MI 48656

Edward F. Sharrow 
Sharrow's Service 
5400 Pte Tremble Rd. (M-29) 
Algonac. MI 48001

Carol Sinke 
Sinke's Service 
515 Grand River Street 
Middleville. Ml 49333

Herbert L. Smith. Jr. 
Smith's Standard Service 
Box 1, Box 221 
Engadine, MI 49827

David Sweeny 
Dave's Super Service 
401 E. Railway 
Coleman. MI 48618

Randall Thayer 
Mills Market Inc.
5996 N. Jefferson Road 
Midland. MI 48640

John Theisen 
Jack's Service 
3290 N. Woodruff Rd. 
Weidman. MI 48893

George Udd
Superior Self Service Inc. 
302 Cloverland Drive 
Iron Wood, MI 49938

John Van Prooyen 
Burlingame Standard 
1561 28th Street SW 
Wyoming. MI 48509

Anwag Zeghir 
Nada Gas Inc.
27415 Van Bom 
Romulus. MI 48174

The American Legion

Serving America Since 1919

• G.I. Bill o f Rights
• Nationwide Veterans Service Officer Assistance
• More than 200 community-based programs nationally
• Children & Youth Programs

“ A Square Deal for Every Child”
• Agent Orange Studies
• 65 Years o f Baseball Programs

currently sponsoring 3,900 teams nationwide.
• Largest contributor to the Vietnam Memorial

THE ONLY CONGRESSIONALLY 
CHARTERED WAR-TIME 

VETERANS ORGANIZATION
I f  you are an honorably discharged veteran o f World War I, World 
Warll, The Korean War or the Vietnam War, mate or female, our 
3.000,000 members proudly invite you to join in their continuing 
service to America s veterans and our nation’s wav o f life.

— Please contact a local American Legion Post or —

The American Legion, Dept, of Michigan 
212 N. Verlinden — Lansing, MI 48915 

(517) 371-4720

When you give blood 
you give another birthday 

another anniversary 
another day at the beach, 

another night under the stars, 
another talk with a friend, 

another laugh, 
another hug, 

another chance.

+
American Red Cross

Please give blood.
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in u il& i you to jo in  
u i a t the. f 9 9 f
Annual Gouaontion
& <1^gxHo S Iio 4aj.U !

August 4-7 
Park Place Hotel 
Downtown Traverse City

Dealers will enjoy staying at the beautifully restored, historic 
Park Place Hotel. Events include environmental and small 
business seminars, golf at the Grand Traverse Resort, 
Dinner Dance and Trade Show.

Call the SSDA-MI office to make your reservation 
today or for more information!

S  (517) 484-4096
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ENVIRONMENTAL UPDATE
By Terry Burns, SSDA-MI Marketing Representative

The following three topics 
are generating a large amount 
of questions from owner/op- 
erators. This is a quick look 
at these issues and, as al
ways, if any further ques
tions arise please call us at 
the Service Station Dealers 
Association.

Tank Lining - Tank Lining 
is one acceptable method to 
upgrade a steel UST for cor
rosion protection.

The State Fire Marshal 
needs notification of all lin
ings not less than 15 days 
before the work is performed. 
Also being required now is 
that the structural integrity 
of the tank be tested, prior to 
lining, using ultrasonic 
thickness gauging. This 
method is used for qualifying 
the tank for lining.

The 15 day notice, qualify
ing the tank, applying the 
lining and testing the lining 
must be done by an applica

tor registered with the State 
Fire Marshal.

Tank lining may also have 
an effect on the type of 
release detection one may 
choose. If the lining was 
performed after December 
22, 1988 and done in ac
cordance with the UST 
Rules then the following 
could apply for release de
tection. Once the lining 
process is completed, the 
tanks would be filled with 
product and an initial tank 
tightness test performed. 
Then daily stick readings 
along with a tank tightness 
test the fifth (5th) and tenth 
(lOth) year is an acceptable 
method of release detec
tion. At the end of the tenth 
year a permanent method 
of release detection is re
quired to be installed, (ex
ample: in-tank electronic 
monitoring)

Safe Drinking Water Act
This is a new federal re

quirement as of March 29.

1991, on any facility that 
generates automotive service 
waste. Gasoline, diesel fuel, 
waste oil, antifreeze, spent 
solvents, brake fluid and 
transmission fluids are some 
such waste.

If the facility disposes of 
these wastes into the ground 
via a septic system drainfield. 
dry well, storm drain, cess
pool or pit then that facility is 
affected. The EPA dictates to 
stop this practice immedi
ately; temporarily seal the 
floor drains, initiate a waste 
minimization program, clean 
out liquids and solids from 
all lines and wells and dis
pose of the contents by ac
ceptable methods.

Future waste must be col
lected, recycled if possible or 
the wastes must be properly 
disposed of in accordance 
with regulations.

MUSTFA There is a new 
MUSTFA approved contrac

tor list out from the Michigan 
Department of Natural Re
sources. This is the list one 
must choose an environmen
tal contractor from to be eligible 
for MUSTFA. There have been 
some revisions to the list since 
May 10. 1991 so make sure the 
proper list is used. When 
making your selection ask for 
references and then check 
them out. Ask as many ques
tions as possible to make sure 
that the right decision is made.

C  ndorsed by Service Station Dealers 
Association of Michigan since 1962, 
the Dodson Plan gives association 
members the opportunity to earn 
dividends each year on their workers' 
compensation insurance.

Because SSDAM members are promoting 
job safety and keeping claim costs low, 
dividends have been earned every year 
since 1962.

In fact, more than $750,000 in dividends 
has been returned to insured SSDAM 
members in the last five years alone!

You, too, can share in the savings 
Call Dodson today!

1-800-825-3760 
Ext. 2990

underwritten by
Casualty Reciprocal Exchange
member

S S  DODSON GROUP 
■ M l 9201 State Line Rd.

Kansas City, MO 64114

The Oscar UV. Larson Co.
Since 1944

The ONLY
MEMBER

PEICompany You Need ^ iu m  uhjipmi

•24 HOUR SERVICE

• PETRO-TITE TESTING

• SALES AND INSTALLATION 

-TANK CLEANING

- TANKS AND DISPENSERS 

-AIR COMPRESSORS 

•CANOPIES

• AUTOMOTIVE LIFTS

• ELECTRICAL CONTRACTORS

• LUBE EQUIPMENT 

•CARD READERS

• TANK INVENTORY SYSTEMS
390 Multi-Grade 

Dispenser with Outdoor card 
Processing Terminal

Wayne
6568 Clay Avenue S.W 
Grand Rapids, Ml 49548 
(616) 698-0001

10431 Highland Road 
Union Lake, Ml 48386 
(313) 698-1550 Pontiac 
(313) 549-3610 Detroit
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HEALTH TALK
BY: Julie Ecker, Member Services Coordinator

KNOWING YOUR BENEFITS WILL SAVE YOU MONEY $ $
Whether you currently 

belong to one of the SSDA 
Group Health Plans, are 
considering a change, or 
are doing without, the fol
lowing information will be 
of interest to you.

The SSDA realizes the 
importance of good health 
care. With health care pre
miums sky high and health 
plans more complex than 
ever before, choosing the 
right plan is a difficult task. 
Many people never know 
what benefits they have (or 
do not have) until they start 
receiving rejected and un
paid claims. Our goal is to 
help our members under
stand their benefits and 
know how to properly use 
their health plans.

We offer several different 
plans with all levels of ben
efits depending on vour 
needs. If you are currently 
on the SSDA group you 
may have one portion or a 
combination of the follow
ing depending on the plan 
youhavechosen. Ifyouare 
shopping around, the fol
lowing may help you to 
make a more informed 
choice.

Blue Cross Blue Shield 
Traditional— This is the 
foundation of your health 
plan and definitely the 
most important part. It 
takes care of you and your 
family in case of serious or 
long term illness without 
leaving you with devastat
ing medical bills.

Blue Cross Blue Shield 
provides your Impatient/ 
Outpatient hospital surgi
cal and medical (X-ray. lab, 
emergency etc.) benefits. 
You may choose a deduct
ible plan ($275 per person/ 
$550 maximum per family) 
for a substantial decrease 
in premium or go with a 
plan that has no deduct
ible at all. All SSDA plans 
at this time pay 100 per
cent of approved charges 
less your copayments ($5/ 
10 percent on laboratory 
tests and X-rays) and de
ductible (if required).

Blue Cross Blue Shield 
is usually billed by the 
physician or facility pro
viding you with service. Be

sure they have your cur
rent information on file to 
avoid rejected claims. 
Whenever your insurance 
receives a claim they will 
review it and send an "Ex
planation of Benefits" to 
you. These provide you with 
important information as 
to who is billing your in
surance. for what services, 
and what has been paid. 
They confirm that a claim 
was received and alert you 
to any problems or errors.

Whenever possible you 
should use physicians and 
medical facilities that bill 
as a courtesy and accept 
your insurance payments 
as payment in full. These 
physicians and facilities are 
participating. They are un
der written agreement with 
Blue Cross Blue Shield 
making it mandatory for 
them to do so. A non-par
ticipating physician is not 
obligated to accept an 
amount lower than his 
original charge, and you 
would probably be liable 
for the balance.

Master Medical— Mas
ter Medical is used to com
pliment your Blue Cross 
Blue Shield plan. It pro
vides you with extended 
and additional benefits not 
covered by your basic plan. 
Extended benefits provide 
you with inpatient hospital 
care in case of an unusual 
circumstance when you may 
exhaust the benefits on your 
basic plan. Master Medical 
extended benefits begin as 
soon as your basic hospital 
care days are used up.

Additional benefits cover 
many health care services 
that are not on your basic 
plan. Physicians office calls, 
blood, ambulance, prenatal 
care, and prescription drugs 
(when not covered by an
other program) are only a 
few of the most frequently 
used services under Mas
ter Medical.

Since Master Medical 
generally pays you, the sub
scriber, directly, it makes 
sense that you be the one to 
file claims. The claim forms 
are short and simple to fill 
out if you abide by the easy 
to follow instructions. At
tach an itemized receipt to

your claim form and you 
arc all set. Master Medical 
will begin payment of 80 
percent of the approved 
cost once you have met your 
deductible ($100 per per
son./$200 maximum for a 
family). Treatment of men
tal disorders and private 
duty nursing are covered 50 
percent of the approved cost.

Prescription Drug Pro
gram—This program com
pliments our zero deduct
ible Blue Cross Blue Shield 
Plan. It allows a member, 
by presenting their Blue 
Cross identification card to 
purchase prescription 
drugs for a maximum $3 
copay per prescription.

Blue Care Network  
(HMO)—Blue Care Net
work is the name of the 
Health Maintenance Orga
nization provided by Blue 
Cross Blue Shield of 
Michigan. An HMO pro
vides preventative medical 
benefits. They pay for rou
tine care such as annual 
physical exams, well care 
doctors visits, and immu
nizations for example.

Under the Blue Care Net
work you are assigned to a 
primary care physician. All 
initial services are rendered 
by this physician. You may 
be sent for second opin
ions and specialty care by 
referral only. You may wish 
to weigh the pros and cons 
of an HMO program care
fully. Although they pro
vide more routine care and 
less out of pocket expense, 
the premiums vary slightly 
depending an your location.

Catastrophic Master 
Medical 80/20—This 
program works like the 
Traditional Master Medi
cal and requires a deduct
ible ($ 100 per person/$200 
maximum per family). The 
same type of services cov
ered by the traditional Blue 
Cross Blue Shield and the 
master medical plans are 
covered, but unlike the 
traditional plan, approved 
charges after the deduct
ible has been met will be 
covered on a percentage 
basis depending on the type 
of service rendered. (This is 
usually paid by Blue Cross 
Blue Shield 80 percent.

however, the percentage 
does vary.)

Subscribers o f the 
SSDAs Blue Cross Blue 
Shield health plans are also 
offered a life insurance 
policy that covers $10,000 
life insurance an the sub
scriber ($ 10,000 additional 
for accidental death). 
$2,000 spouse, and $ 1.000 
per child. Optional life in
surance in increments of 
$10,000 up to an addi
tional $40,000 ($50,000 
maximum) is offered under 
a separate policy through 
the SSDA.

Regardless of the plan 
you choose or have cho
sen the SSDA offers one 
extra benefit to their 
health plan members and 
that is staff support. We 
know the answers to most 
of your health care ques
tions and can quickly get 
the answers to the few we 
may not know. Although 
we do not file claims for 
you. we can advise you on 
the next best step where 
facing a problem.

We want all of new 
members to know their 
health care plan and feel 
secure with it. Confusion 
and frustration on your 
part is cause for concern 
on all part. Most serious 
problems are eliminated 
with knowledge and un
derstanding.

We welcome the chance 
to help you by answering 
questions or explaining 
procedures. We know that 
by keeping you knowl
edgeable we are, in fact, 
helping ourselves. When 
the insurance company is 
in error the SSDA staff will 
step in and guide you 
through the problem but 
we cannot always undo the 
problems people have 
caused themselves by not 
complying with the rules.

Again, the SSDA stresses 
the importance of reading 
and understanding all 
materials provided on your 
health plan. We will pro
vide you with informational 
brochures at your request. 
Call the SSDA office at (517) 
484-4096 for further in
formation.
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EDITORIAL

STATE AND NATIONAL DEALER BILLS:
THE BEST AVENUE TO SAVE OUR INDUSTRY

In the past months we 
have pleaded with major 
oil to be more reasonable 
in their treatment o f the 
service station dealers in 
Michigan and across the 
country.

In some cases there has 
been movement to help 
by allowing rent breaks 
and pric ing incentive 
programs. As we have 
said in these editorial 
pages in the past we ap
plaud the major oil com
panies’ ability to make 
money, they have done it 
very well in the past year 
and there doesn't seem 
to be any reason to think 
they won't be able to con
tinue the trend. We just 
hope they share the huge 
profits with their dealers.

There has been, how
ever, some disturbing 
news in the dealer-sup
plier relationship. Pricing 
pressure is at an all-time 
high. Oil companies are 
openly telling dealers they 
s h o u l d n ’ t 
m ake m ore 
than 6 to 7 
cents per gal
lon on gaso
line. Th is 
would s e r i
ously cut the 
gross profit 
m argin o f 
most dealers 
w ith single 
locations at a 
time when the 
AET program 
is threatened 
and the C- 
Store market 
has flattened 
out.

In addition 
there seems 
to be a con
scious effort 
by some oil 
companies to 
c o m p le te ly  
ignore the 
state dealer 
bill that was

passed last year dealing 
with survivorship and 
transfer. By continually 
pushing for new infor
mation, claim ing that 
multiple locations and 
multiple brand dealers 
are not acceptable, the 
oil companies continue 
to avoid the new law We 
try not to be cynical at 
Service Quarterly, but it 
is u n b e lieva b le  that 
dealers are being tempted 
by oil companies to file 
suit and spend $40,000 
to $60,000 to enforce 
rights that they do al
ready have.

This sounds terrible 
but all is not lost. There 
are some solutions out 
there that will help all 
dealers. On the state 
leve l, Sen ato r Mat 
D un ask iss  (R -Lake  
Orion) has introduced 
the dealer arbitration bill, 
SB 336. This bill would 
allow dealers, if they have 
a dispute with their oil 
company suppliers, to

take their arguments to 
a neutral third party who 
would look at the cases 
submitted by both sides 
and make a decision that 
is final and binding on all 
parties.

For years oil companies 
with their legal armies 
have held dealers hos
tage, almost daring deal
ers to file suit against 
them, knowing full well 
that taking some, if not 
all, o f these cases to court 
would virtually bankrupt 
the dealer. S.B. 336 
would level the playing 
field because the cost of 
the arbitration program 
is minimal compared to 
a lawsuit.

On the national level a 
bill has been introduced 
(H.R. 2600) by Con
gressman Ron Wyden 
(R-Oregon) that takes 
our previous attempts at 
ch an g in g  PM PA and 
broadens the scope to 
help dealers even more.

H.R. 2600 not only includes 
the previous language o f 
“fair and reasonable” but 
also allows for “lim ited” 
open supply which would 
allow dealers o f a particu
lar brand o f gasoline the 
ability  to purchase the 
product from more than 
one supplier within their 
particular brand. This lim
ited open supply proposal 
would allow more competi
tion in purchasing fuel 
th ere fo re  h e lp ing  both 
dealers and consumers on 
price. The other portion o f 
C on gressm an  W yden  s 
H.R. 2600 would allow  
states to pass legislation 
that is equal to or stronger 
than the federal PMPA 
laws.

S.B. 336 on the state 
level and H.R. 2600 on 
the federal level are defi
nitely the ticket to a bet
ter more stable dealer 
community. Call your 
state Senator, write your 
Congressman...time is of 
the essence.

u p
glftMllO&WA l

GET THOSE 600KS OUT 
OF HERE/ CAN'T MX)
SEE WE’RE TRV/N6 TO pn  
IMPROVE THIS CHILD'S I

EDUCATION?

\
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MAKING SENSE OF FUELS 
OF THE FUTURE
Today, research and de

velopment labs in the oil 
industry are searching for 
ways to provide the con
sumer with new fuels that 
offer lower tailpipe and 
toxic emissions without 
sacrificing the fuel effi
ciency, low cost and high 
performance to which mo
torists have become ac
customed.

In recognition of the need 
for a cleaner environment. 
steps are being taken by 
the government and the 
auto and oil industries to 
reconcile motorized trans
portation with a cleaner 
environment.

To explore new options, 
oil companies are partici
pating in a $ 15-million 
Joint automotive and pe
troleum industry research 
project. The aim of this 
joint venture is to identity 
fuel and vehicle concepts 
that can reduce the 
amount of hydrocarbon 
emissions into the air.

NOT ALL GASOLINES 
ARE ALIKE

Gasoline is produced 
from crude oil. a complex 
mixture of organic chemi
cal compounds, including 
thousands of different 
sizes and types of hydro
carbons (carbon and hy
drogen molecules with 
small amounts of sulfur 
and n itrogen ). Thus, 
gasolines too vary signifi
cantly in the manner in 
which they bum and their 
resulting vehicle emis
sions.
The hydrocarbons which 

exist in gasoline can be 
categorized into four dif
ferent classes. They are 
paraffins (or alkanes), ole
fins, naphthenes and aro
matics. These hydrocar
bons exist in many combi
nations and ultimately 
determine the quality of 
the resulting gasoline. Re
search is underway to de
termine which combina
tion of these hydrocarbons 
can lead to lower emis
sions when burned in an

internal combustion en
gine.

The composition of gaso
line can vary widely due to 
the quality of the crude oil 
from which it is derived or 
the chemical process used 
to produce it. Each oil 
company utilizes different 
refining technologies and 
blending techniques to 
produce its gasoline. 
Thus, each gasoline has 
its own level of energy ef
ficiency and environmen
tal 'cleanliness'.
Over the last year, con

sumers have read a great 
deal about environmental 
or reformulated gasolines 
in newspaper colu mns and 
fuel advertisements. A l
most every major oil com
pany has introduced its 
version of a reformulated 
gasoline-.

As each of these gasolines 
offers different en
vironmental ben
efits. there has been 
some confusion on 
the part of the con
sumer as to which 
fuel to use. To en
able the motorist to 
make informed de
cisions at the pump, 
the following are 
exp lanations of 
each fuel type.

FUELS OF THE 
FUTURE

The petroleum in
dustry is develop
ing fuels in three 
different categories 
to meet the environ
mental demands of 
the 1990s. They are: 
en v i ron m en ta l  
blend gasolines, 
reformulated blend 
gasolines and al
ternate fuels.

I. Environmental 
Blend 
Gasolines 

E n v iron m en ta l 
blend gasolines 
from branded sup
pliers are produced 
through traditional

refining or blending tech
nology. In the recent past, 
they have been blended to 
help reduce automotive 
emissions.

First, the gasoline's vola
tility is lowered to reduce 
evaporative em issions 
from the vehicle and dis
tribution  system , i.e. 
pumps, tanker trucks, etc.

Second, methyl-tertiary- 
butyl-ether (MTBE) is 
added. MTBE is an oxy
genate that reduces 
tailpipe emission such as 
carbon monoxide and 
some polluting hydrocar
bons. A third factor, the 
addition o f detergents, 
helps vehicles maintain 
lower pollution output for 
up to 100,000 miles.

The environmental blend 
gasolines can reduce hy
drocarbons and tailpipe

carbon monoxide emission 
by 10 to 20 percent.

These traditional blend 
fuels are not strictly de
fined as reformulated,' 
because nothing has been 
done to alter the original 
formulation of the gaso
line.

Fuels in this category are 
'environmentally friendly' 
because they lower some 
emissions. However, the 
extent to which they are 
lowered is limited. A l
though volatility is lowered 
and MTBE oxygenate is 
added, the base composi
tion of the original gaso
line is re la tive ly  un
changed.

(Continued on page 22)

SSDA-MI P.A.C. 
Golf Outing
Monday September 16l

A buffet lunch will be served with a full sit-down meal 
after your full day of golf. Prizes, which include T V s , 
VCR's, and telephones, will be given away after dinner.

The price for this all-day event is the 
same as last year $125.00. Your donatio^  
will go towards helping promote our 
cause in Michigan and W ashington.

r

Mark Your Calendar 
Today!!!

Call the SSDA-MI office for details, 1-800-748-0060.
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TOWING CARS SAFELY

Tow-truck operators can 
turn to the American Au
tomobile Association for 
help with the challenge of 
provid ing dam age-free 
service to new car models.

AAA ’s 1991 Tow ing 
Manual covers tow proce
dures for the newest mod
els on the road. The 
manual, which also em
phasizes safety, is used by 
tow-truck operators across 
the country and features 
information on towing cars 
with special needs, such 
as those equipped with air 
bags.

For the first time, the 
manual also advises tow- 
truck operators on how to 
calculate the maximum 
weight their truck and tow 
and still be operated safely.

"We realized tow-truck

operators need more in
formation about the cars 
they are towing, ” said Paul 
Kindschy, AAA's director 
of national road service. 
’They need to know how to 
prevent an air bag from 
accidentally deploying and 
how to tie-down a car on a 
flat-bed trailer without 
damaging it.’

"Cars equipped with air 
bags may suffer minor 
front-end damage that 
does not result in the air 
bag being d ep loyed ,” 
Kindschy said. “An acci
dentally deployed air bag 
might result in injury to 
the tow-truck operator or 
additional repair expenses 
for the vehicle. ’

AAA publishes the Tow
ing Manual each year to 
help make towing safe and 
reliable. The 1991 manual

contains photographs, 
easy to follow diagrams 
and clearly written in
structions for more than 
400 cars and light trucks.

The manual also con
tains detailed instructions 
for jum p-starting most 
vehicles. All procedures 
have been approved by 
vehicle manufacturers.

The manual is carried 
by AAA’s more than 13,600 
road service contractors 
who operate more than 
33,600 towing and road 
service trucks. AAA con
tractors answered 21.3 
million calls for emergency 
road service in 1990.

The Towing Manual can 
be purchased for $15.95 
by calling AAA at (407) 
333-7780.

FOR SALE
1985 CHEVY C30 
TOW TRUCK,

4 WD, Auto. T rans., 350 
C. I.D., 4 bl., Canfield tow 
package, Ramsey 4 ton 
elec, winch, elec.-Hyd. 
wheel lift, wheel dollies, 
plugin jump start cables. 
Rubber in real good 
condition, 47,000 miles, 
asking $12,000.

Call Gary at 
1-313-646-4774 

for more information.

CAM CONSTRUCTION 
ASSOCIATION OF 
MICHIGAN

M C M B C R

PEI

PARKS
INSTALLATION CO.

* Complete Station Rebuilds
* Tank Removals & Installations
* Canopies
* Petro-Tite Tank Testing
* Pen-X Tank De-Vaporizer
* Helium Line Leak Finder
* Pumps & Dispensers
* Card Readers
* Leak Detection & Inventory Systems
* Automotive Lifts
* Lube & Reel Equipment

CALL THE ONE 
WHO DOES IT 

ALL
petro T ito ’

(313) 684-1215

4901 McCarthy Dr.
Milford, MI 48381 [= P i :.\ 'X = y2 &

I  dfvaporizer  V * y
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SSDA-MICHIGAN MEMBERSHIP 
IT DOESN’T COST...

IT PAYS!!
$5,370 WORTH

Non-Member Cost SSDA Member 
Cost

Member Dealer 
Savings

$10,000 Tank Bond $950 $325 $625

SSDA Legal Program
(1 hr. free legal consultation 
per year)

$125 $0 $125

Annual Convention/Registration $350 $250 $100

Environmental Program
(Consultation re UST Regulations)

$60/hour $0 $60

BCBS Coverage through SSDA 
compared to private policy

$4,800 $3,600 $1,200/yr

Service Quarterly Magazine $40 $0 $40

Service Monthly Newsletter $60 $0 $60

Tank Manual $99 $19 $80

Visa/MasterCard Program
($100,000 in charges per year at 
SSDA rate or non-member rate)

$4,200 $2,400 $1,700

Non-Member SSDA Member 
Profit

NTS Telephone Program N/A $1,000 $1,000

Dodson Rebate
(Average Yearly Rebate)

N/A $500 $500

IF YOU USE SSDA-MI, WE CAN MAKE/SAVE YOU $5,490

IT DOES PAY TO BE A MEMBER!!
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APPLICATION FOR MEMBERSHIP 
SERVICE STATION DEALERS 

ASSOCIATION OF MICHIGAN, INC.
200 N. Capitol •  Suite 330 •  Lansing, Michigan 48933 

Telephone: (517) 484-4096

I (We), by submitting this application and the payment of scheduled dues, hereby apply for membership in the Service Station Dealers Association of 
Michigan, Inc.

BUSINESS N A M E :___________________________ ______________________________________________________________________________________________________

BUSINESS ADDRESS: ____________________ _______________________________________________________________________________________________________

C I T Y : ________________________________________________M I Z I P : ______________________ PH O NE: ( )_____________________________________________

B R AN D  OF G ASO LIN E  S O L D :__________________________________________________________________________________________________________________

T Y P E  OF OW NERSH IP: □  SOLE PRO PRIETO RSH IP □  PAR TN E R S H IP  □  C O R PO R A T IO N

T Y P E  OF S TA TIO N : □  F U L L  SERVICE □  PU M PE R  □  C-STORE □  R E PA IR  F A C IL IT Y  □  C A R  W ASH

LIST OWNERS/PARTNERS/CORPORATION PRESIDENT AND TREASURER:

NAM E : T IT L E :

RESIDENCE ADDRESS:

C IT Y : ZIP: PH O NE: ( )

NAM E: T ITLE :

RESIDENCE ADDRESS:

C IT Y : ZIP: PHONE: < )

I hearby designate as beneficiary o f  SSDA Accidental Death Insurance Policy:

N A M E :__________________________________________________________________

A D D R E S S :_______________________________________________________

C IT Y : ______________________________________________ Z IP : ___________________________PHONE: ( ).

DUES SCHEDULE

ANNUAL MEMBERSHIP DUES:

____$41 monthly (Electronic Banking)

____$480 annual payment

5 or more stations: add $120 per station after 4 

ASSOCIATE MEMBERSHIP DUES: $250.00

I would like information on those items checked 
below:
□  Michigan Bankcard-Visa/Master Charge

□  Liability/Workers Comp. Insurance

□  Blue Cross/Blue Shield o f  Michigan

□  National Telephone Services, Inc.

(public pay phone)

Signature Date
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SOCIAL SECURITY

Q & A WITH SOCIAL SECURITY COMMISIONER 
GWENDOLYN S. KING

Copley News Service Com
missioner Gwendolyn S. 
King has headed the Social 
Security Administration 
since August 1989.

9: Sen. Moynihan has 
been arguing for more than 
a year now that the excess 
taxes Americans are pay
ing into Social Security— 
that is, over and above the 
amount needed to sustain 
the fund and pay its cur
rent obligations—are re
gressive and unnecessary 
and should be cut. What's 
wrong with that?

A: Social Security is not a 
regressive tax. It is a social 
insurance program into 
which people pay and from 
which they draw benefits 
when they become eligible if 
they are disabled on the job, 
or survivor benefits for fami
lies and surviving children 
of a breadwinner who dies, 
or upon retirement. The tax 
is not regressive because you 
pay into the program and 
when you're eligible you re
ceive benefits. I think that's 
significantly different from 
being just a tax—I’d like to 
see people try to get benefits 
from the IRS when they re
tire.

9: It’s also argued that 
people may not get out of 
the program what they 
have paid in.

A: The program is designed 
so that while everyone pays 
in at the same rate up to a 
capped income level, the 
benefit structure itself is 
quite progressive. People who 
earn at the high end of the 
income scale, paying in the 
maximum amount, get back 
everything they have paid 
into Social Security, plus in
terest, in seven years. People 
who pay in on the lower end 
of the scale get back every

thing they paid, plus inter
est. in four years. And the 
lower end of the scale gets a 
higher replacement rate— 
about 40 percent of their 
earned salary when they 
were working—whereas the 
replacement rate for the 
higher end of the scale is 
about 25 percent. So for Sen. 
Moynihan to refer to it as a 
regressive tax. I think, is not 
only inaccurate but unfair.

9: Nonetheless, isn't he 
correct that Americans 
currently are paying in a 
lot more than is needed 
immediately to sustain the 
program and fund its obli
gations? Why should 
people’s Social Security 
taxes be used to offset the 
deficit?

A: First, Sen. Moynihan 
knows all too well that at the 
end of the '70s and early 
'80s, when Social Security 
was indeed going bankrupt, 
it was the Greenspan com
mission on which he said 
that put the present plan 
into action. Under it. Social 
Security would begin to build 
a trust fund to offset par
tially the cost we’d have to 
pay when the baby boomers 
begin to retire. Section 201 
of the Social Security Act 
says Social Security money 
can only be used to pay ben
efits, or funds that are in 
excess or reserve must be 
invested in U.S.-backed se
curities. Sen. Moynihan’s 
current proposal is called 
euphemistically "pay-as- 
you-go." I refer to it as “pay- 
if-you-can,” because he's 
suggesting that we cut back 
on the collection of the tax. 
But he also would move up 
this tax that he derides as 
repressive right now to more 
than 8 percent out into the 
future.

9: But aren't they using

a lot of the $50-55 billion 
in excess of what Social 
Security needs to pay its 
current obligations not to 
invest in long-term securi
ties but to fund current 
operating expenses of the 
federal government?

A: Government has always 
had the use of those dollars 
once you invest them. But 
remember, it is borrowing 
them—it is obligated to pay 
back interest on what it has 
borrowed. The real issue here 
is that there seems to be an 
unwillingness on the part of 
the people who can do some
thing about the deficit to 
come to grips with the deficit 
itself.

9: Most public opinion 
surveys suggest a sizable 
percentage of younger 
workers fear that although 
Social Security is working 
for their parents and 
grandparents, it’s not go
ing to be there for them 
30-40 years from now in 
amounts commensurate 
with what they have paid 
in. Is that a justifiable fear?

A: It is not. I think a lot of 
young workers today don’t 
realize that this program is 
planned for a long time into 
the future. We’re already 
looking at whether Social 
Security is going to be tak
ing in sufficient receipts to 
pay out the benefits we can 
project we’re going to need 
to pay 75 years from now. If 
there are no changes to So
cial Security, our projec
tions are that we’ll be able 
to pay all the benefits we 
need to pay through the 
year 2043.

9= It is said that three 
workers are paying into 
Social Security for every 
person on benefits and that 
two decades into the 21st

century there will be two 
paying in for every person 
on benefits. When that de
mographic moment ar
rives, are we going to be 
able to pay people compa
rable benefits to what 
people are getting today 
without dramatically in
creasing the taxes?

A: Absolutely. Sometime 
around the year 2025 or 
2026 we will take in a little 
less than we need, so we’ll 
have to draw on some of the 
interest the trust fund is 
earning. From that point we 
begin to draw down, but we 
don’t run out of money, as I 
said, until the year 2043 if 
there are no future changes.

9= You’re assuming, of 
course, that the Treasury 
is going to payback all the 
huge debt that it is incur
ring to Social Security?

A: I am absolutely confi
dent that the United States 
government is not going to 
renege on this obligation to 
the American people.

9: One published figure 
was that by 1994 the U.S. 
Treasury would owe the 
Social Security system 
$600 billion, and by 1997 
the debt to Social Security 
would exceed $1 trillion.

A: That’s right, and it will 
continue to grow. Now, I 
thinkyou simply underscore 
my point that those kinds of 
investments of Social Secu
rity dollars in U.S.-backed 
securities would mean a 
whole lot to us in a different 
light if we could get rid of our 
deficit and begin to buy down 
the U.S. debt. Those dollars 
invested in U.S.-backed se
curities could really contrib
ute to an economic climate 
of savings and growth in this 
country.
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TANK TESTING WHEN 
YOU WANT IT  -  

NIGHTS & WEEKENDS!!!

• TANK TESTING 
•LINE TESTING 
•LOWER RATES 
•FREE ESTIMATE

Test it right -  
Test it tight -  

with TELL-A-LEAK

TELL-A-LEAK
UNDERGROUND STORAGE TANK 

LEAK DETECTION SPECIALISTS 
30198  Dequindre 

Warren, Ml 48092
(313) 751-2248

SALES •  SERVICE •  PARTS •  INSTALLATION

MELLEMA’S
SERVICE STATION MAINTENANCE, INC. 

11644 S. Greenville Rd.
Belding, Michigan 48809

616-794-0760 Sales 616-794-2606 Service

m lrjilijnn
Itrtrn lnnm
nssnclntlnn

Bennett Gasboy Red Jacket 

0PW Clawson Tanks Hoists 

Air Compressors Oil and Grease Equipment 

0/C Tanks Emco Wheaton

By installing AIR-serv®at your gas station or convenience 
store, you really get something for nothing.
We own, install and service these easy-to-use units at your 
locations at no cost to you. Plus, the units will actually 
build traffic and loyalty for all of your products and services.
You can say goodbye to your temperamental air compressor, 
as well as the repairs and utility payments that go along with 
it. By offering AIR-serv to your customers, you can provide 
a much-needed service that will bring in hundreds of new 
customers. Choose AIR-serv today! Call:

AIR-serv Distributors Inc.
ASK ABOUT OUR VAC-SERV® Authorized Independent Distributor for AIR-serv 
COIN-OPERATED VACUUMS! 1 - 800 - 878-1100
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MAKING SENSE OF FUELS (Continued from page 16)

The following briefly ex 
plains the key components 
of today's environmental 
blend gasolines.

A. VOLATILITY 
The higher a gasoline's 

volatility, the easier it is 
for the vehicle's engine to 
vaporize the gasoline for 
ignition. Reid Vapor Pres
sure (RVP) is a measure of 
this tendency to vaporize. 
A high RVP means gaso
line vaporizes more readily.
Some of these vapors can 

escape into the atm o
sphere during refueling, 
hot engine operation, or in 
very hot weather, as well 
as extreme outside tem
peratures changes. As a 
result, they are emitted 
into the atmosphere. These 
are the vapors sometimes 
seen coming out of the 
gasoline tank during 
refueling.

The vapors are volatile 
organic carbons that can 
react with other com 
pounds to form ozone. By 
lowering a gasoline's vola
tility, the amount of these 
evaporative emissions are 
reduced, which means less 
ozone. However, should 
the volatility of gasoline be 
reduced beyond what is 
appropriate for cool 
weather operations, 
tailpipe emissions will in
crease because of difficult 
cold starts and slower en
gine warm ups.

B. MTBE
MTBE oxygenate is a 

common blending compo
nent. It reduces tailpipe 
emissions by adding oxy
gen. increasing the 
engine's air-to-fuel ratio, 
particularly in cold-start 
conditions.

Thus, less oxygen is 
needed from the environ
ment to bum the same 
gallon of gasoline. The 
oxygen present in an 
MTBE-treated gasoline 
helps the engine burn 
cleaner, reducing tailpipe 
emissions such as carbon 
monoxide and hydrocar
bons.

Adding MTBE to pre
mium gasolines is not a 
new practice among oil

22

companies. Company-op
erated term inals com 
monly have MTBE present 
in their premium product 
in order to enhance the 
octane quality of that pre
mium grade.

C. DETERGENTS 
Detergents reduce fuel 

system deposit build up 
which can affect the deli
cate air-to-fuel calibration 
of an engine. Maintaining 
cleanliness in the fuel and 
air delivery systems of an 
engine results in cleaner 
combustion and helps to 
reduce pollutants that 
would otherwise be pro
duced.

II. Reformulated Blend 
Gasolines

R e fo rm u la ted  b lend 
gasolines have been al
tered to bum cleaner than 
environmental blend fu
els. The basic composition 
of the gasoline is changed 
by using more environ
mentally benign blending 
stocks resulting from ad
vanced refining technol
ogy. Selected blending is 
also a key to producing 
reformulated gasolines.

Reformulated gasolines 
will meet the sometimes 
surpass the minimal re
duced emissions stan
dards in the recently- 
passed Clean Air Act. Re
formulated gasolines have 
reduced aromatics, ole- 
finds, benzene and sulfur. 
As well, they incorporate 
the same benefits gained 
from environmental blend 
gasolines: They have low
ered volatility, MTBE oxy
genate and detergent ad
ditives to prevent fuel sys
tem deposits.

III. Alternate Fuels 
Alternate fuels are fuels

that completely displace 
gasoline as a motor fuel. 
Although development and 
introduction of alternate 
fuels has not progressed 
as far as improvements in 
existing gasolines, these 
fuels will clearly play a 
larger role in the future. 
The extent of that role and 
a workable timeframe are 
yet to be determined. Cur
rently, the front runners 
in the alternate fuels race 
include propane (LPG),

compressed natural gas 
(CNG), and methanol.

There is little doubt that 
alternate fuels will play a 
major role in fuels of the 
future and the oil industry 
will take the lead in their 
development It remains to 
be seen which of the alter
nate fuels will become 
economically viable for 
general consumer use.

A. PROPANE (LPG) 
Propane (Liquified Petro

leum Gas, LPG) is the most 
widely used and most 
abundant of the current 
alterative fuels. Approxi
mately 3.9 million motor 
vehicles worldwide oper
ate on LPG. It has the 
highest energy density of 
all alternate fuels, achiev
ing up to 85 percent as 
many miles per gallon as 
gasoline. This compares to 
55 percent for methanol 
and 20 percent for com
pressed natural gas (CNG). 
W ith its use, tailpipe 
emissions can be lowered 
by as much as 45 percent 
in hydrocarbons and 60 
percent in nitrogen oxides 
as compared to regular 
gasoline.

Currently, use of propane 
requires a conversion kit 
be added to the vehicle 
engine for proper fueling 
and is most commonly be
ing used in fleet vehicles. 
With an extensive distri
bution system already ex
isting, LPG is well on its 
way to being one of the 
primary alternate fuels of 
the future.

B. COMPRESSED 
NATURAL GAS (CNG)

According to trade publi
cations for the fleet indus
try, preliminary results 
from a two-year CNG 
emissions test by Brook
lyn Union Gas Co. show 
that CNG can produce 85 
percent less carbon mon
oxide, 25 percent less ni
trogen oxide, 23 percent 
less carbon dioxide and 
13 percent less hydrocar
bon emissions than regu
lar gasoline. These results 
are encouraging for the 
environment, but prob
lems such as the high cost 
of engine conversion and

low energy density remain 
to be solved.

C. METHANOL
Methanol is derived from 

natural gas. It has been 
extolled as a fuel of the 
future because it bums 
cleaner than other liquid 
fuels. It is a h~hoctane 
fuel with very low emis
sions levels. Recently, 
however, questions have 
been raised about meth
anol’s safety and toxicity. 
Combined with low energy 
density and considerable 
engine conversion prob
lems, methanol has far
ther to go as a viable fuel 
than has been previously 
supposed.

YOUR OPTIONS 
TODAY

Environm ental blend 
gasolines from branded 
suppliers are oxygenated 
and have low volatility, to
day. They are more 'envi
ronmentally friendly’ than 
traditional gasolines, but 
reductions in emissions 
are not as great as those 
achieved by the reformu
lated blend gasolines.

The alternate fuels dis
cussed above hold prom
ise for the future, and work 
continues in their devel
opment, but they will take 
the greatest amount of 
time in broad implemen
tation for the consumer.

At the moment, the refor
mulated blend fuels en
able the consumer to re
duce emissions by the 
greatest amount. They 
contain the lowest per
centages of aromatics ole
fins, benzene and sulfur 
compounds; and they have 
low volatility. They have 
octane ratings ranging 
from 87 to 89, are oxygen
ated and contain detergent 
additives for optimum ve
hicle performance.
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MONEY TALK
By Orlando Remirez, Copley News Service

HOW TO WEATHER 
THE BAD TIMES

The yellow ribbons are 
coming down. The threat 
of war no longer keeps 
people from spending. So 
where’s the big business 
upturn after the deep- 
trough recession of this 
winter?

For the small-business 
owner this latest downturn 
is proving particularly te
nacious.

Unemployment is up. 
Durable goods are down. 
Housing starts are up.

None of the classic sig
nals of an economic recov
ery seems to be meshing, 
and the long-term effects 
of this recessions linger 
despite the best hopes of 
government economists.

Common sense says it’s 
the small guy who has the 
most to lose and least to 
gain during a recession. 
For him today's market is 
so complex and fast-mov
ing that it is necessary to 
keep growing even though 
the market is in retreat. 
But how does he do that, 
given credit is tight and 
costs are going up?

A new book, “Recession- 
proof Your Business’ by 
Lawrence Tu ller (Bob 
Adams Inc.) offers some 
commonsense tips on how 
to weather these hard 
times.

They key, Tuller writes, 
is to increase the amount 
of discretionary income on 
hand. That may seem im
possible since normal op
erating expenses—mate
rial and labor as well as 
fixed costs such as rent, 
utilities, interest payments 
and insurance—are sure 
to go up as sales go down.

How does a small-busi
ness owner increase cash

as the market tightens 
without jeopardizing his 
business? The answer is 
to find ways to generate 
cash so he can weather the 
economic storm and still 
grow.

He offers four ways:
Decreasing costs.
Increasing sales.
Selling assets.
Reducing debt payments.

These solutions may 
seem impractical, but as 
Keller notes, tough times 
call for drastic measures.

COSTS TO CASH

The quickest way to ac
cumulate ready cash is to 
cut costs and the primary 
way to accomplish that is 
to cut operating costs.

The first step is to imple
ment a cash-flow plan that 
details which segments of 
the business will generate 
the most cash and when it 
will be received.

Once this is in place it 
will help locate the areas 
that can be cut without 
damaging your business.

Tuller says any business 
can cut 10 percent by just 
abandoning luxuries, such 
as first-class travel, excess 
inventory and overtime 
pay. However, it takes 
courage because everyone 
hates abandoning his 
perks.

From there Teller sug
gests looking closely at 
cutting employee costs by 
asking these questions: Do 
you really need all the pro
duction personnel? By 
trimming product lines can 
you eliminate personnel in 
sales, customer service, 
shipping and receiving?

Administrative person

nel are not free from cuts 
under this plan. Would 
consultants be able to 
cover some in-house op
erations? W ould it be 
cheaper to have payroll, 
sales and other bookkeep
ing duties done on the out
side?

Also contracting out such 
jobs as data processing and 
janitorial services can save 
money. Another idea is to 
hire your relatives. At least 
that way the cash stays in 
the family.

SALES FLOW

A recession, according to 
Tuller, is the time to double 
your marketing efforts. 
First, "prune' the low- 
margin or low-volum e 
product you offer and redi
rect resources to those 
products that show a con
sistent volume profit.

Offering special pricing 
incentives through adver
tising gimmicks or other 
promotions can help find a 
new market for your prod
ucts, as can target-market 
campaigns that find a new 
niche to exploit saleswise.

One important step is to 
improve collections to move 
cash faster into your sys
tem, as well as using pay
ment discounts to keep 
more cash in-house.

Another tool for reces
sion-proofing your busi
ness is moving your sales 
force from salary to com
mission-based wages.

TRIMMING ASSETS

Selling assets is difficult 
for most businesspeople. 
The thinking is, “I’ll need 
that extra forklift some
day." But, as Tuller points 
out, “Tough times demand 
a close look at what is re

ally needed right now, and 
disposing of the balance 
for cash—right now."

Unused building space 
or production facilities are 
primary targets for asset 
chopping. In fact, unused, 
warehouse space or meet
ing areas can be leased to 
other companies and gen
erate more ready cash.

If possible, Tuller sug
gests you might even move 
your office back into your 
home. He cites an adver
tiser who did just that, get
ting a CPA to do his book
keeping and a subcon
tractor to do his billing.

DEBT TO CASH

Bank loans are the 
mother's milk o f small 
businesses. But when 
times get hard the flow 
dries to trickle and loan 
officers get antsy if you 
start talking about re
structuring payments.

Usually, a company has 
borrowed against inven
tory and receivables. When 
times are good a revolving 
line of credit feeds cash to 
the system. In a recession 
this arrangement bleeds 
the company diy as debt 
service payments eat up 
cash needed for produc
tion and marketing.

The hard part is getting 
around the banks’ recalci
trance to refinance. How
ever, there are some op
tions. One is to convert 
debt into stock. Another is 
to convert short-term debt 
into long-term debt. Also, 
refinancing with another 
bank at more favorable 
rates is an option.
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ENKON Provides A Comprehensive Range of Services 
To Help Clients Meet Their Environmental Needs

Underground Storage Tank Management, 
Testing and Removal

Remedial Investigations

Subsurface Soil Investigations

Monitoring Well Installations

Environmental Property Assessments

> Hazardous and Solid Waste Management 

- Hydrogeologic Investigations 

' Field Sampling & Analytical Services 

’ Bio Remediation 

1 Groundwater Recovery

12338 STARK ROAD 
LIVONIA, Ml 48150-1522

Our Objective is Simple:
Approach environmental issues in a straight forward, 
time and cost effective manner...

TEL (313) 522-1300
1-800-794-9296
FAX (313) 522-5821

CHARLES L. BINSTED MEMORIAL SCHOLARSHIP FUND

SSDA will award two scholarships ol $2,000 each at the luncheon July 30, 
1991. The rules and regulations are as follows:

1. Any paid up association's members' sons or daughters who graduated or will 
graduate from high school in 1991 are eligible, provided they begin classes within 
13 months of the award date,

2. To be eligible the member must submit the name, address, and telephone 
number of the child, along withthe name of the high school the applicant graduated 
from or will graduate from to his/her association office which will send to the SSDA 
office via certified mail, return receipt requested. This ensures the entrance of the 
child's name. No phone calls will be accepted.

3. The deadline for entering the child's or children's names is June 25,1991 (the 
postmark).

4. The winners will be determined by the child who holds the ticket number cor
responding to the District of Columbia and the Maryland lottery on Monday, July 
29,1991. The Pennsylvania lottery on Tuesday, July 30,1991, will be used if the 
same child wins in both lotteries. A series of numbers will be assigned to each 
entrant and posted at the Convention on Sunday, July 28,1991, and remain posted 
until the last day, when the winners will be announced.

5. No family can win more than one scholarship each year.

6. The scholarship maximum is $500 per year and has a 4-year limit. The check 
will be made out to both the student and to the school of his/her choice.

7. The scholarship is not limited to potential college students, but to anyone 
wanting to further their education, whether it be college, trade school, business 
school, etc.

8. It is the state association's responsibility to get information to its members.

The lottery drawing is deemed to be the fairest way possible to choose the 
winners, as every child has an equal change of winning and it does not exclude any 
member's child even if they are an officer's child or a Scholarship Committee
member's child.

Submitted by the Scholarship Fund Committee

SERVICE STATION DEALERS OF AMERICA

CHARLES L. BINSTED 
MEMORIAL SCHOLARSHIP 

1991 Application

Dealer's Name:

Station Name S Address:

Name of Affiliate Association:.

Applicant's Name: _________

Home Address:____________

Did you or will you graduate this year? 

High School Graduated From: ------------

Choice of college, etc. (if known):.

All applications must be completed in full and 
returned to your State Association office.
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0UST)
SAFE
SYSTEMS
TANK DISPOSAL EXPERTS

UST Safe Systems works in 
conjunction with environmental 
consultants and excavators at the jobsite 
in removal and destruction of your 
underground storage tanks. Upon 
completion of your job a record of 
destruction is provided.

Employees are trained in OSHA 
1910.1.0 Hazardous Material Handling 
and Hazardous training for Supervisors.

For answers to your tank disposal 
problems or questions, call or write us:

UST Safe Systems
220 7th Street 

Cadillac, MI 49601
Tom or Les

616-775-1600 FAX 775-8280

jr jm m ■ mm mm ■ m w* mjm mr m -

PRINTING & ADVERTISING

•  c « r ) Signs and Forms 
•  Work Orders 

•  Racks 
•  Key Tags 

•  Calendars 
•  Repair Facility Signs

(including State Required Signs)

•  Oil Change Stickers
(Door Jamb and Window)

•  Business Cards

The Automotive Printing Specialists
(313) 772-4821

Another Exclusive Benefit From 
Fort Dearborn Life 
to SSDA Members

In a continuing effort to provide our members with quality member services, 
we are pleased to present a group life insurance program. Employees are 
eligible for $10,000 o f coverage, spouses have $2,000 and dependent 
children are covered for $1,000. The rates are very competitive. This 
program is underwritten by Fort Dearborn Life.

For further information call Julie at the SSDA-MI office: (517) 484-4096
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N EW  PRODUCTS
REFRIGERANT RECOVERY AND RECY

CLING EQUIPMENT EXPANSION 
ANNOUNCED

Techn ica l Chem ical 
Company announces the 
expansion of its line of 
Refrigerant Recovery and 
Recycling equipment to 
include the Sercon 5000 
Recovery System. The sys
tem is designed to recover 
contaminated refrigerants 
R -12. R-22. R-500 and R- 
502 into a storage cylinder for future recycling. Technical 
Chemical also offers an off-site recycling program.

The Sercon 5000 Refrigerant Recovery System allows 
small shops, auto dismantlers and others to be in compli
ance with Federally mandated refrigerant recovery re
quirements. It also offers a practical option to a large 
operation of equipping their shops with several Sercon 
5000's and one Sercon 9000 Recovery/Recycling System.

NEW  MAC TOOLS DIE GRINDER 
FEATURES 1 /4 "  ANGLE HEAD

Mac Tools. Inc. introduces 
the 1/4" angle-head die 
grinder (cat. no. ADG400AH). 
designed for easy operation 
and handling.

The ADG400AH features 
an angle head made ofhigh- 
strength Zamak (a zink/ 
aluminum alloy), with a 
grease fitting for long-lasting performance and durability.

The die grinder's "fixed" head design prevents sudden or 
unexpected rotation, and the unit includes a safety throttle 
lever and variable-speed operation up to 20.000 RPM.

A lightweight power tool, the ADG400AH is ideal for close- 
quarter applications, including porting, and relieving en
gines. high-speed polishing, grinding and deburring. A 1/ 
8" collet adaptor is available. The ADG400AH must be used 
with proper accessories with adequate speed rating.

Specifications are: free speed, 20,000 RPM: weight, one 
lb.: length, 5 1/8 " collet size. 1/4"; average air consump
tion, three CFM; air inlet, 1/4" NPT; and minimum hose 
size. 3/8" I.D.

Founded in 1938. Mac Tools, Inc. is a leading developer, 
manufacturer and distributor of quality tools and equip
ment for professional technicians throughout the United 
States and Canada.

9.0 :1  CAST PISTONS HELP ENGINES 
HANDLE TODAY’S OCTANE RATINGS

Mopar Performance's new flat top cast aluminum pistons 
are 9.0:1 compression stock style pistons, perfect for the 
engine rebuilder. Since Chrysler muscle cars of the late 60s 
and early 70s were produced with compression ratios at 
10.0:1 or higher, today's low octane unleaded pump gas will 
not be sufficient. These pistons will lower the compression 
ratio to allow the use of today's gas. or will add a performance 
increase to engine's built in ’72 or later with lower compres
sion ratios. Select pistons for Slant Six. A, B and RB engines, 
in either .030" or .060" over sizes. The pistons are sold 
individually.

Toorderthe9.0:1 pistons, or any Mopar 
Performance parts or accessories, visit 
your nearby Chrysler Motors dealer or 
authorized Mopar Performance outlet. To 
obtain the 1991 Mopar Performance parts 
catalog, send $5 check or money order to:
Mopar Performance Headquarters, P.O.
Box 360445, Strongsville. OH 44136.

2 6

BLUE RACER PERFORMANCE ROLLER 
ROCKER SETS PROVIDE AN OVER- THE- 

C0UNTER W IN N ER ’S EDGE
Wolverine Blue Racer 

announces the avail
ability of new perfor
mance roller rocker 
sets for all popular 
Chevrolet, Ford and 
Chrysler engines.

These specially en
gineered roller rockers 
are made o f high 
strength  extruded 
aluminum and feature 
special needle bearings 
at the fulcrum and 
hardened roller tips.
All are blue anodized 
and have etched-in 
Blue Racer brand 
identification.

Blue Racer roller rockers help maximize rpm potential by 
reducing friction at the rocker arm fulcrum pivot point and 
between the rocker arm and valve stem tip. Each set 
includes 16 roller rockers and 4140 chrome moly polylocks 
for the uncompromised strength preferred by today's per
formance buyer.

Competitively priced and packaged in an all-new versatile 
color display carton, the sets make an excellent choice for 
drag racing, circle track, marine, off-road, and street 
performance applications. As with all other Blue Racer 
performance products, the roller rockers come with a 
Limited Lifetime Warranty.

For a free performance catalog, write on your business 
letterhead to: Wolverine Blue Racer, 4790 Hudson Road, 
Osseo, MI 49266 or call Toll Free 1-800-248-0134.

* # : n
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SPILLSAVER ON/OFF SPOUT 
ON/OFF OIL SPOUT STOPS MESSY 

POURS
For people who hate those messy spills as they add oil and 

fluids to their cars, boats and RV’s. here's the answer. It's 
a new pouring spout with a built-in shut-off valve that stops 
drips, leaks and messes for good.

The space-age-tough, plastic spout screws onto 1-quart 
bottles and can be used over and over again for years. It fits 
on bottles of motor oil, transmission oil. power steering 
fluid, gear oil. outboard oil and containers for additives, 
treatments and more.

6 - Second 1 -2-3 Method
To use the ON/OFF Spout. Here's all you do:
1. Screw onto 1-quart oil or fluid container
2. Put spout in filler hole
3. Twist spout on "ON" and fluid pours.
The new spout, called 

SpillSaver Oil Spout, 
means the end to messy 
hands, oil on the floor 
and engine drips and 
grimy messes.

The special fin-grip 
design make the spout 
easy to grasp and 
handle, and the funnel 
head design fits all filler 
holes.

For information, call 
or write: FloTool Inter
national, 135 E. Alton 
Ave., Santa Ana, CA 
92707,(714) 850-9212,
FAX (714) 850-9748.
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A N E W  PRODUCTS continued
VERSATILE BANNERSTAND FROM DCI 
MARKETING GETS MESSAGE ACROSS 

IN M A N Y PLACES
A versatile indoor/ 

outdoor bannerstand 
is now available from 
the Commercial Zone 
Products division of 
DCI Marketing.

Businesses and es
tablishments such as 
theaters, hotels/mo- 
tels, restaurants, re
tail outlets, travel 
agencies and amuse
ments parks can ben
efit from the sign's at
tention-getting design 
and ruggedness.

The sign s frame 
consists of a 1-1/2" 
diameter steel tube,
71-3/4" x 233/4" A 
powder coat polyester 
covers the steel tube 
and offers increased 
abrasion resistance.
The vacuum-formed 
sign base can be sta
bilized by utilizing 
cem ent b locks or 
sand. The vinyl ban
ner attaches to the 
frame and I-hooks which add to the wear-resistant quali
ties of the bannerstand.

DCI Marketing, headquartered in Milwaukee, is a diverse 
marketing services company. It is among the top 20 sales 
promotion firms and is the largest point-of-purchase dis
play company in the nation. The company has offices in 
Houston. Detroit, Chicago. Los Angeles, San Francisco. 
New York and Atlanta.

The Commercial Zone Products division has manufac
tured and marketed its products for the past 20 years to the 
building management, interior design, restaurant and 
club, government, rental, department and chain store 
markets, among others.

For more information on free standing bannerstands, 
contact DCI Marketing, Commercial Zone Products, 2727 
West Good Hope Road. Milwaukee. W1 53209; or call toll 
free 1-800-782-7273.
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EXOTIC SUPER GLOSS IS TOUGH ON 
TRUCKS

Hot on the heels o f the success o f Exotic Super Gloss from 
Better Ideas, comes EXOTIC SUPER GLOSS Truck For
mula.

This advanced vehicle finish sealant, is a special formula 
with Teflon and additional high gloss polymers to provide 
extra protection needed by hard working trucks. Now 
owners of 4x4 trucks can help combat the effects o f mud 
and heavy dirt as EXOTIC SUPER GLOSS Truck Formula 
helps fight contamination from off-road elements.

Trucks with custom paint will benefit with a deep gloss 
shine which accentuates the special colors and highlights 
of graphics, murals and pinstriping. F actory finished trucks 
will experience the longest lasting shine possible resulting 
in less time spent polishing your truck and more time' 
enjoying it!

Like EXOTIC SUPER GLOSS for cars, the special truck 
formula contains UV20 absorbers which provide maximum 
protection against ultra 
violet rays which cause 
oxidation and dulling of a 
vehicle's finish.

One 12 ounce bottle 
contains enough EXOTIC 
SUPERGLOSS with Teflon 
for two applications on an 
average truck.

EXOTIC SUPER GLOSS 
with Teflon Truck For
mula is available at au
tomotive accessory and 
specialty stores coast to 
coast. For more informa
tion. contact: Better 
Ideas, Inc., 1386 Poin- 
settia Ave. Bldg. D, Vista.
CA 92083, 619/598- 
4380, fax 619/727-0662.

GET TO KNOW  YOUR 
ELECTRICAL SYSTEM

Nothing is more discouraging then getting in your car and 
it won't start, especially if you could have prevented it from 
happening. The easy way to avoid this frustrating scene is 
to know what your vehicle's electrical system is doing. And 
what better way to get this information then with a volt 
meter from Mitchell.

Manufactured to aircraft standards, a Mitchell volt meter 
monitors the charging system to precise measurements. If 
there's a problem with the system, you'll know in advance.

Easy to install. Mitchell's full line of gauges are perfect for 
auto enthusiasts who not only want to know what their 
engines are doing, but need to know!

Available factory direct, all Mitchell gauges are offered 
with several different needle and lighting combinations. 
Choose from black-on-white, white-on-black or new cus
tom coloring.

Mitchell manufactur
ers all their AEROgauge 
instruments in America 
and are backed by a 
limited lifetime war
ranty.

For more information 
on the complete line of 
Mitchell Gauges send 
$2.00 for the new 1991 
catalog to: Mitchell In
struments. 2602 South 
162nd Street, New 
Berlin. WI 53151.414/
796-8100.
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BEAT THE
FRANTIC FALL RUSH!
Schedule your tank test now 

when the pace is slower 
and the rates are lower.

5 0 0  com puterized m easurem ents per 
minute.
Finds leaks in tanks and piping w ithout 
excavation.
Tests manifolded tank w ithout digging. 
R em oves vapo r pocke ts  w ith o u t d igging. 
Tests as many as four tanks a t the same 
time.

•  No well digging to  determ ine w a te r table.
•  Determ ines evaporation, therm al 

expansion and tank wall deformation.
•  Complete product testing (including #6  

and # 4  oil).
•  Comprehensive w ritten  repo rt to  client.

We use the Acutest Leak Computer system, 
awarded the highest rating by the EPA.

CALL NOW FOR OUR 
"OFF-SEASON" DISCOUNT RATES.

^M ICH IGAN
*  TANK
TESTING

1 3 5 0 7  Auburn  
Detroit, M ich igan  4 8 2 2 3

Call us toll free today:
8 0 0 /9 6 9 -8 7 6 5  3 1 3 /2 7 3 -9 4 2 2  Fax 3 1 3 /2 7 2 -0 9 5 5

SERVICE QUARTERLY
200 N. Capitol • Suite 330 
Lansing, Michigan 48933
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