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NO CHRISTMAS
FOR DEALERS

AMOCO fit MOBIL IGNORE HOLIDAY CLOSING LAW AND
FORCE DEALERS TO BE OPEN ON CHRISTMAS

In a blatant disregard for
the law and a clear thumb-
ing of their nose at the
Michigan legislature,
Amoco and Mobil Oil are in
effect fining dealers from
$400 to over $1000 for tak-
ing advantage of the law
that allows dealers to close
on one holiday (36-hour
period) per year.

"This action by Mobil and
Amoco is vindictive, un-
necessary and illegal," says
Daniel J. Loepp, Executive
Director of SSDA-MI. “In
our American system, ifthe

legislature makes laws,
business and the con-
sumer have an obligation
to obey the laws to make
our system work. Obvi-
ously, these actions by
Mobil and Amoco show
their utter contempt for
the Michigan legislature
and also their dealers.’

Under Public Act 134 of
1990 the Michigan legisla-
ture and the Governor en-
acted the Service Station
Dealer Equity Bill dealing
with the issues of sur-
vivorship, transfer and holi-

day hours. The holiday hours
provision allows dealers who
are notwithin 1/2 mile ofan
interstate to close on one rec-
ognized holiday pieryear fora
36-hour period.

In a letter to their dealers
Amoco claimed that they
could “terminate the
agreement” if a dealer
chose to close for Christ-
mas; but operating out of
the kindness oftheir hearts
Amoco would only take
away half of the monthly
rent rebate if dealers close
for Christmas.

Mobil in a similar move is
taking away all of the re-
bate. In fact it has been
reported that they're telling
dealers if they don't notify
as required under the act
nothingwill be done tothem
if they do close.

‘This is a sad day for the
dealers and their families
and also for the political
process," Loepp said. “It is
our hope that this type of
vindictive behavior is not
tolerated by the Michigan
legislature or the people of
this state.’

NEW OFFICERS TAKE THE
HELM AT SSDA-MI

The Service Station
Dealers Association of
Michigan elected their new
officers for 1992-1993 and
theywill assume their posts
on January 1

Joseph M. Mick Kildea,
an Amoco and Marathon
dealer from the Lansing
area, was elected President
of the Association: William
"Bill" Hegedus. an Amoco
dealer from Kalamazoo,
was elected 1st Vice Presi-
dent; Dennis Sidorski. a
Shell and Marathon dealer

from Ann Arbor was elected
2ndVice President; and Lou
McAboy.a Shell dealer from
Detroit was elected Trea-
surer of the Association.

“lam pleased the mem-
bers have shown their
confidence in me by
electing me President,"
Kildea said. “We have a
strong board and a strong
association. 1 hope to
follow in Norm Fischer's
footsteps and continue as
officers to do the best for
our dealers.’

Mick Kildea



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 * Monthly Accounting
Maximize profits Special P&L format
Employee productivity Sales tax returns
Controlling shortages Gasoline analysis
Payroll management Review and analysis
Pricing strategies Payroll taxes & W-2's
Cash flow analysis
Employee downtime analysis * Payroll Checkwriting
Hourly, salary, or commission
* Business Valuation Immediate turnaround
Purchase or sale of business
Bank financing * Computer Systems and Support
Estate planning Daybook
Accounts Receivable
* Tax Planning Customer Follow Up
Expert tax preparation Payroll
Proper setimate calculation
Deadline reminders * Financial Planning
IRA programs 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!!I

LAWRENCE A. WRIGHT, INC.
28277 Dequindre
Madison Heights, Michigan 48071

Phone: (313) 547-3141
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This quarter we interviewed Colleen and Rich Bratschi (Mobil,
Lansing Lansing Road, Lansing) on their thoughts about the
dealer association, major oil and owning a small business.

SQ:
What got you interested
in becoming a dealer?

RB:

Iworked foranotherdealer,
Jim Little, when 1was 16
and in high school. He
encouraged me, when the
opportunity arose, to get
into the business. Mobil
built this location in 1965.
It closed while they were
building the highway (127)
and opened back up in
1967. The company ran it
for awhile and it also went
through several dealers.
We took it over on Decem-
ber 1 1976.

SQ:

Has the highway location
or Meijer effected your
business?

RB:

Wejust did alot of petition-
ing to prevent Meijer from
adding a gasoline/c-store
facility at the Lake Lansing
location. We get plenty of
highway traffic, but our
neighborhood customers
have kept us going with
their great loyalty.

SQ:
Did this station always
have service bays?

RB:

Yes. but we struggled hard
with the rebuild in 1987
to keep the repair service.
At that point in time the
oil company was not in-
terested in having loca-
tions with service bays. It
takes a different commit-
ment on the part of the
dealer to do repair work
than it does tojust pump
gas. And it's not just be-
cause of the technical
equipment, it's because
of the people. You have to
spend the money, time
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and patience on training
people.

SQ:
Do you have problems
with employee turnover?

oil companies we have alot
more clout than before.
We aren’t thought of as
the “bad guy for belong-
ing to the association.
We're seen as a force, not

Rich and Colleen Bratschi have been in the dealer
business tor over 15 years.

RB:

No. we don't. We try to
pay well and treat ourem-
ployees well.

SQ:

How would you describe
the direction the associa-
tion is taking for the '90s?

RB:

The average station of 10
years ago is no more.
There are alot of multi-
unit dealers now. That's
the only way you can make
a living with some units.

SQ:

Have you seen clear
changes in the dealer as-
sociation in the past 5
years?

RB:
Absolutely. Indealing with
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as some guys with dirty
rags and wrenches in our
pockets. We're talkingwith
the oil companies and at-
tempting to truly commu-
nicate our concerns. That's
a direct result of the PAC
and the association.

SQ:

What other changes need
to be made to enhance a
dealer's quality of life?

RB:

There's still 'lots of room
for changes. 1 like the di-
rection we re headed with
the arbitration bill and the
fair and reasonable PMPA
amendmentisan even big-
ger step for us to achieve.

SQ:
Is there anything you'd
like to see the association

bring to the dealers in
regard to products and
services?

RB:

1 think we have alot of
opportunities to provide
member services on a
group level. We are get-
ting into all the environ-
mental requirements and
dealers could do better
working as a group with
vendors. We like the con-
tinual education we re-
ceive from the association
through the magazine and
the seminars and confer-
ences.

SQ:
Are your children involv-
ed in the business?

RB:

Yes. Our oldest son will
be working parttime soon.
He’s in high school. Be-
cause of this our other
son wants to do like his
older brother. It's nice to
see the interest, but who
knows how this business
will change in the next 10
years.

SQ:

Owning a small business
brings satisfaction yet it's
a different life than work-
ing from 9 to 5, wouldn't
you say?

RB:

We try to make it fun. It's
not always easy doing the
work we do. But the fu-
ture of any service busi-
ness is in the selling of
service to your custom-
ers. That's one of the
things we do best.



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

mHazardous and Solid Waste Management

" Hydrogeoiogic Investigations

1Field Sampling & Analytical Services

1Bio Remediation

1Groundwater Recovery

Our Objective is Simple:

Approach environmental issues in a straight forward,

12338 STARK ROAD
LIVONIA, MI 48150-1522

Norman Fischer
President
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Burton. MI 48509
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1st Vice President
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time and cost effective manner...
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Shell
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Rich Bratschi
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Lansing. MI 48912
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Ann Arbor, MI 48103
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Hint. MI 48507

(313) 694 6810

Shell

Eric Evenson

1490 Ann Arbor Road
Plymouth. MI 48170
(313) 455-2636
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Gary A. Fuller
20050 West 12 Mile
Southfield. Ml 48075
(313) 358-2087
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Joseph J. Grish
Rte 1 Box A8l
Elmira. MI 49730
(616) 584 3200
Marathon

Dan Harrison
P.O. Box 338
Albion. Ml 49224
(517) 629-8418
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Jack F. Kemble
1700 W. 14 Mile Road
Royal Oak. MI 48073
(313) 288-2928
Sunoco

Matt Lentz
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(517) 321-2978
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Birmingham. Ml 48009
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Amoco
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By Mark Cousens, SSDA-MI Legal Counsel

AMOCO’'S LATEST

On December 25, many
Amoco dealers will not be at
home with their families cel-
ebrating the Christmas holi-
days. They will be at work,
watching over the sale of a
few gallons of gasoline, and
keeping their empty service
bays company. They will be
at their stations, although
they would prefer to be home.
They will be working because
the Amoco Oil Company has
threatened them with a sub-
stantial financial penalty if
they close their businesses.

The Motor Fuel
Distribution Act

The Motor Fuel Distribu-
tion Act states that many
dealers may choose a single
holiday to close their busi-
ness, and that a franchisor
may not prevent their doing
so (theAct is not applicable to
dealers with facilities close to
an interstate highway). Many
Michigan dealers have taken
advantage of this new law;
they have informed their
franchisors that they intend
to close from Christmas Eve
through Christmas Day.
Most suppliers have ac-
knowledged the right ofdeal-
ers to do so. But the Amoco
Oil Company has threatened
to punish dealers choosing to
close by imposing an eco-
nomic penalty against them.
Amoco's recent action shows
a total contempt for the Mo-
tor Fuel Distribution Act, and
an arrogant disregard for the
public policy of this State.

Amoco’s Penalty

Amoco has demanded that

many dealers operate a 24-
hour, 7-day business. Amoco
has imposed this requirement
despite considerable evidence
that dealers lose money dur-
ing the midnight-six a.m.
shift. Indeed, continued op-
eration of a 24-hour busi-
ness has threatened many
dealers with bankruptcy.
Amoco must be aware of the
substantial economic stress
dealersface. Forseveralyears
the company has offered eco-
nomic support, in the form of
arent rebate, to dealers oper-
ating 24-hour facilities. The
rebate. 20% of rent. is. for
many dealers, close to the
cost of operation of the mid-
night shift. The rebate is to
attempt to balance the added
costs of operaUon of the mid-
night shift.

Amoco is using this rebate
as a hammer. Itthreatens to
cancel half of a dealer's re-
bate if the dealer closes on
Christmas. (Amoco has also
stated that dealers closing
on Christmas are guilty ofan
act of "default” but it has not
threatened to terminate any-
one.) This action is outra-
geous. Besides rewriting
Dickens' A Christmas Carol
with T.T. Scruggs as
“Scrooge" the action is a
breach ofcontract, and avio-
lation of public policy.

Breach of Contract

First, imposingan economic
penalty is a breach of con-
tract. The rent rebate is now
a part of the contract be-
tween Amoco and its dealers.
Amoco will certainly try to
characterize the rebate as a
gratuity, not enforceable by
dealers. But it is clear that
the rebate is inherently part
of the relationship between
the two. The rebate has been
carried on long enough,
and has been connected to
the dealer's operation of a
24-hour facility, that it is
no mere gratuity. It is a
part of the whole transac-
tion between the parties.

Therentrebateisgranted
because the dealer oper-
atesa24-hourfacility. The
rebate is intended to sup-
port the losses dealers face
by operating a shift at a
dead loss. Closing of a
single day, 1/31 of a
month, cannotjustify ter-
mination of one halfofthe
support. The dealer has
carried out his bargain; he
has operated a 24-hour
facility. Amoco mustcarry
out its bargain.

Breach of Public Policy

Second, imposing an
economic penalty violates
public policy. Michigan
law expressly permits a
dealer to close his facil-
ity. No supplier can pre-
vent the dealer from
choosing a single holiday
to temporarily terminate
operations. Thus Amoco
could not tell a dealer that
he may not close. But
Amoco has done virtually
that: it has told dealers
that they may close, but
they will pay a substantial
economic penalty for do-
ing so. There is no signifi-
cant difference between
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Air Compressors

being told that one may not
close, and being told that
one may close, but at sig-
nificant cost.

The Michigan Court ofAp-
peals has recognized that
an employer may not termi-
nate an employee for choos-
ing to exercise rights the law
gives (an employee may not
be fired for filing a claim un-
der the Worker's Disability
Compensation Act). The
analogy is apt: Amoco may
not impose a penalty for us-
ingrights that the lawgrants.
A private contract may not
be enforced in a manner that
nullifies public policy.

Amoco may not choose
to punish dealers who ex-
ercise rights the law gives
them. Amoco's latest action
isoutrageous. Itdeclares that
the Company perceives itself
asabove the law; in contempt
of actions of the Legislature
and the Governor. This
should not be tolerated.

SALES - SERVICE -

PARTS -

Amoco has set a new stan-
dard for corporate arrogance.
What the company fails to
recognize is that there is a
limit to the tolerance of its
dealers, of the government,
and of the public. It is pos-
sible thatdealers will respond
to this action with suit. That
may be accompanied by leg-
islative action limiting the
power of the Company. And
public awareness ofthe prob-
lem could send some con-
sumers away from the Torch
and Oval (although dealers
would not prefer that result).
Eventually all outrages are
redressed. This action will not
be ignored.

INSTALLATION

MELLEMA’S
SERVICE STATION MAINTENANCE, INC.
11644 S. Greenville Rd.
Belding, Michigan 48809

616-794-0760 Sales

616-794-2606 Service
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Total Containment/Enviroflex
Bennett Gasboy Red Jacket
oPW Clawson Tanks Hoists

0/C Tanks

Oil and Grease Equipment

Emco Wheaton

Certified Tank & Line Testing



Attention Service Station Dealers:

If you're In the
market for a health
plan, get the
most accepted,
unquestioned
coverage there Is.



BLUES NEWS

PROGRAM FOR UNINSURED

CHILDREN BEGINS FUNDRAISING

Governor John Engler
and the state’s First Lady
Michelle Englerannounced
thattheywillchairaprivate
fundraising effort with an
annualgoal of$ 1million to
provide preventive health
care coverage touninsured
children in Michigan.

Donations will go to the
new, non-profit Caring
Program for Children, a

joint program supervised
by Blue Cross and Blue
Shield of Michigan
(BCBSM) and the State of
Michigan to offer free pre-
ventive health care to eli-
gibleyoungsters. A federal
grant has been earmarked
for the program from the
federal Health Car Financ-
ingAdministration (HCFA)
and release of the funds is
being sought to match
private donations.

“The Caring Program
represents a linking of
public and private organi-
zations to deal with a ma-
jor public policy issue," the
Governor said. “It demon-
strates howwe in Michigan
can work together to take
care of 5,000 of the
youngsterswho really need
health care coverage and
might not receive it any
other way."

“An Important first step
isto help these youngsters
receive good preventive
health care so that prob-
lems are caught early and
treated before they become
emergencies." Engler said.

The program will pay for
office visits, prescription
drugs, immunizations,
emergency care, outpatient
surgery, outpatient sub-
stance abuse and diag-
nostic services such as x-
rays. Inpatient services
are not included.

“It's a small beginning,
yet we expect the generos-
ity of Michigan citizens will
enable us to expand the
program quickly," said

BCBSM President and
Chief Executive Officer Ri-
chard E. Whitmer. “We
want to thank the Gover-
nor and Legislature for

givingtheirapproval sothat
the private fundraising ef-
fort can begin.”

Joiningthe Governorand
Whitmer were Donald M.
D. Thurber, BCBSM
Chairman of the Board;
Edward B. McRee, Presi-
dent of Ingham Medical
Center and Chairman of
the Michigan Hospital As-
sociation' state officials
from the areas of public
health, education and so-
cial services; and repre-
sentatives from the Michi-
gan State Medical Society
and Michigan Association
of Osteopathic Physicians
and Surgeons.

"We deeply appreciate the
generosity of the Metro
Health Foundation, the
Michigan Health Care
Education and Research
Foundation and Blue Cross
and Blue Shield of Michi-
gan employees, who have
donated funding so that
we can begin enrolling
children," said BCBSM
Chairman Donald M. D.
Thurber.

BCBSM is donating ad-
ministrative services, in-
cludingclaims processing,
thereforeevery privatedol-
lar raised will go directly to
health care services for
children. The State of
Michigan will help inform
eligible families about the
program and seek the re-
lease of federal funds. The
non-profit Michigan Health
Care Education and Re-
search Foundation will
serve as the official program
sponsor.

Legislation creating the
program was introduced

by Sen. John J. H.
Schwarz. M.D., R-Battle
Creek: Sen. Michael J.

O'Brien, D-Detroit; Rep.
Teola P. Hunter. D-Detroit:
and Rep. Michael E. Nye.
R-Litchfield. Governor
Engler signed the bills into
law in July.

Enrollment is open to
youngsters residing any-
where in the state who are
under age 19 and are
members of families at or
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below 185 percent of the
federal poverty level. They
cannotbe eligible for Med-
icaid or other government
or privately-sponsored
health care programs (ex-
cept Children’s Special
Health Care Services).
They must be Michigan
residents, unmarried and
apply along with all other
eligible children in their
household.

Michigan’s program is
based on one created by
Blue Crossand Blue Shield
of Western Pennsylvania
and now operated by 12
Blue Cross and Blue Shield
plans across the country.

A donation of$29.50 will
coverachild forone month;
$354 will cover a child for
one year.

Contributorswhodonate
$3,540, which provides
coverage for 10 children in
one year, can direct their
donation to help young-
sters in a specific school,
city or geographical area.

Donations can be made
to the Caring Program for
Children, Michigan Health
Care Education and Re-
search Foundation, 600 E.
Lafayette, Dept. B241,
Detroit, Michigan, 48226.
Checks should be made
payable to the Caring Pro-
gram for Children Fund.
The donor information line
is 1-800-543-7765 (toll-
free).

Continued on page 23.
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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, Ml 49601
Tom or Les
616-775-1600 FAX 775-8280



ENVIRONMENTAL UPDATE

By Terry Bums, SSDA-MI Marketing Representative

The State Police Fire
Marshal is pleased to an-
nounce that twenty-two
(22) Hazardous Storage
Field Inspectors have
completed the 160 hour
basic inspector schooland
have been assigned to the
nine Fire Marshal Division
Field offices.

Some of their responsi-
bilities will include:

A) inspection of new and
existing above ground
flammable and com-
bustible liquid and pro-
pane facilities certified
under act 207;

B) inspect new under-
ground storage tank
installations required
to be registered under
act 423 and

C) to inspect for proper
registration ofUST, fee
payments, upgrading
requirements and
proof of financial
responsibility.

These inspectors are
well trained and experi-
enced and should be a
great help in new installa-

tions and questions in the
field.

The nine field offices are
Lansing, Northville, Saginaw,
Jackson, Paw Paw, Grand
Rapids, Cadillac and
Negaunee.

Used CHI

The EPA is in the pro-
cess of rule making re-
garding used oil. Some
of their concerns in
drafting these rules are:

A) keep the rules simple

B) build on the existing
regulatory systems

C) keep cost low

D) discourage improper
disposal

E) to be effective

F) all used oil merits
some control and
good management
practices.

One of the key issues is
todiscourage improperdis-
posal of used oil therefore
keepingitoutofthedrains,
waterways and dumps.

There are a number of
options for the EPA to

choose in makingtheir
decision. Three of
those options are as
follows:

1) Listusedoilasa
hazardous
waste

2) List particular
used oil as
hazardous if it
fails the TC test

3) Not listing oil as
hazardous but de-
veloping used oil
disposal manage-
ment standards and
procedures.

Having proper man-
agement standards in
place to implement and
not listing used oil as
hazardous waste would
be most beneficial to our
industry. As new means
of oil recycling are cre-
ated and the awareness
of the do-it-yourselfers
increases, this becomes
no time to list used oil as
a hazardous waste.

Also we Eirehopeful the
EPA will define what a
small quantity generator

estions?

One call will give you the answers*

Today’s petroleum industry is complicated business.
Davidson Sales & Maintenance.

is for the purpose of
qualifying for an excep-
tion or an exemption to
whatever rules and re-
strictions come. It is very
possible that many deal-
ers would fall into this
category. Some of the de-
cisions are to be out by
early May. As new infor-
mation comes available
we will pass it along to
you.

Remember December
22, is the deadline for
tank testing. January 1,
1992 is the deadline for
spill protection for ALL
facilities.

Make your job easier by calling

Not only do we provide the equipment you need, but
we provide knowledgeable guidance and service to help you through the red tape.

e Sales & installation of tanks and equipment,
featuring Gilbarco petroleum equipment

e Tank & line testing

e Tank removal & disposal
* Environmental consultation

e Federal compliance assistance

We do it all for you!

michlgan
ggst(r)o leum
Clation

24 Hour Service
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SOCIAL SECURITY TALK

By William M. Acosta, Copley News Service

9: Is Social Secu-
rity still the main
source of retire-
mentincome for the
average person?-
D.S.

A: In general, in-
comes ofaged Ameri-
cans come from one
or more ofthree main
sources: Social Se-
curity benefits, em-
ployment-related
pensions and other
income from re-
sources accumulated
over a lifetime. So-
cial Security ac-
counts for about 38
percent. However,
Social Security ac-
counts for 77 percent
of the income of aged
households with an-
nual incomes of less
than $10,000.

9: What Social
Security business
canbe conducted by
telephone?-E.T.

A: You can use the
new toll-free number.
(800) SSA-1213, for
filing claims for re-
tirement, disability or
survivor's benefits,
reporting a missing
check, making an
appointment to ap-
ply for benefits or
simply asking a
question.

9: My friend was
telling me about
new criteria Social
Securityis using for
establishing child-
hood disability.
Would you please
explain?-9.T.

A The old rules
simply matched the
child's disability with
those on a specific
listing of disabilities.
As the result of the
1990 Supreme Court
decision in Zeblev vs.
Sullivan, a child is
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determined disabled
after an individual
assessment of the
extent to which he or
she is able to func-
tion compared to a
health child of the
same age.

9: What is the
time limit for sub-
mitting Medicare
Part B claims?-J.S.

A You always have
at least 15 months to
submit claims. For
service received be-
tween October 1,
1989, and Septem-
ber 30, 1990, your
claim must be sub-
mitted by December
31, 1991. For service
received between
October 1, 1990, and
September 30, 1991,
submit claims by
December 31, 1992.
For service received
between October 1,
1991, and Septem-
ber 30, 1992, submit
claims by December
31. 1992.

g: Whatwillbe the
maximum amountof
earnings that will be
subject to the Social
Security tax in
19927-T.C.

A The tax rate in
1992 is 7.65 percent,
which represents the
combined Social Se-
curity and Medicare
tax. The Social Secu-
rity (Retirement.
Survivor and Dis-
ability Insurance)
portion is 6.2 percent,
and the Medicare
(Hospital Insurance)
is 1.45 percent.

In 1992. the Social
Security tax will be
on earnings up to
$55,500. The Medi-
care tax of 1.45 per-
cent will be on earn-
ings up to $130.200.

4" QUARTER, 1991

9 ;IS the amount
of the Supplemen-
tal Security Income
check the same for
everyone? | know of
someone who lives
in a different state
who receives more
than | do. Please ex-
plain.-C.F.

A The SSI program
provides a basic fed-
eral payment amount
that is standard in all
states. Amounts can
vary according to
other income re-
ceived (for example,
earnings and Social
Security benefits)
and the living ar-
rangement of the re-
cipient (for example,
residence in one's
own home or in the

household ofanother
or in an institution),
Some states add
money to the federal
payment amount.

9: I have Medi-
care insurance Part
A and Part B. Does
Medicare Part B
cover prescription
drugs while out of
the hospital?-E.A.

A: While Medicare
helps pay a large
portion of your
medical expenses,
there are various
health care services
and products for
which Medicare will
not pay. Medicare
Part B does not pay
for outpatient pre-

scription drugs and
patent medicine.

9:lremembermy
nephew receiving
Social Security stu-
dent benefits while
he was in college.
Does Social Secu-
rity still pay ben-
efits to college stu-
dents?-0.G.

A: The student
category of benefit
was eliminated by a
change in the law in
1981 except for el-
ementary or sec-
ondary school stu-
dents under age 19.
It was phased out
gradually for those
entitled before May
1982.

TANK TESTING WHEN YOU
WANTIT -

NIGHTS & WEEKENDS!!!

s TANK TESTING

*LINE TESTING

LOWER RATES
*FREE ESTIMATE

Testit right -
Test it tight -
with TELL-A-LEAK

TELL-A-LEAK

UNDERGROUND STORAGE TANK

LEAK DETECTION SPECIALISTS
30198 Dequindre
Warren, MI 48092

(313) 751-2248



Attention Out-State Dealers

Automotive Air Conditioning Technicians
Must be Certified by January 1, 1993*

The Service Station Dealers Association of Michigan will be offering the Mobile Air Conditioning Society
program for technician certification in refrigerant recycling. A training session including a video and slides will
be given in the Lansing Area (1-96 & Cedar Street). Please fill out the registration form below and return with
your payment as soon as possible. At the end of the session, tests will be handed out to participants. The
tests are to be completed at home by the participants, then returned in the stamped envelope.

Deadline for registration is February 11, 1992.

Thursday, February 27, 1992
7p.m. 9pm.
Holiday Inn— South
(1-96 & Cedar Street Exit)
6820 South Cedar Street
Lansing

$25 REGISTRATION

Fee includes:
Video Presentation
Question & Answer

Certification Test

eUnder the Clean Air Act, ifyou are not certified, effective January 1,1993, you will not be able to work on air conditioning

systems.
Enrollment Form
Name of First Technician: Second Technician:
Third Technician: (Attach list if additional Technicians will be attending)
Station Name: Phone Number:
Station Address: City/State/Zip: ___
Check enclosed for $ ($25 each)

Make check payable to SSDA-MI and mail with registration form to:

SSDA-MI
Attn: AC TESTING
200 N. Capitol, Suite 420
Lansing, Michigan 48933



By Larry Wright, Lawrence A. Wright, Inc.

NON-'GAS’ SALES:
HOW TO PRICE FOR PROFIT

A recent study of split-
island. full-facility service
stations that represent a
cross section of all major
brand dealersrevealed some
interesting findings when
compared to a similar study
conducted just a few years
ago:

*Non-gasoline sales were
substantially higher.

*Pricing products and
services to achieve maxi-
mum non-gasoline profits
continues to be a challenge
for many service station
dealers.

"Today's lower pool mar-
gins and increased operat-
ing expenses will require a
higher degree of manage-
ment skills to take advan-
tage offuture opportunities.

The industry standard for
evaluating non-gasoline
sales performance is to
measure theamountofnon-
gasoline sales per 1,000
gallons of gasoline sold per
month. A few years ago, a
typical three-bay station
produced monthly non-
gasoline sales of $200 to
$250 per 1.000gallons (this
is called the sales ratio),
which translates to $20,000
to $25,000 of monthly sales
in a 100.000 gallons per
month station. Today, the
same stationwill have a sales
ratio of $270 to $320 per
1.000gallons. That increase
has come about despite in-
creasing competition from

the fast-lube and specialty
tune-up shops.

To calculate the sales ra-
tio at your station, divide
your monthly gallonage by
1,000. then divide this fig-
ure into your total non-
gasoline sales. Forexample:

Mo. Gallons = 125,000

Non-gas sales = $28,000

$28,000 + 125 = $224

Chart 1showsanexample
ofthe sales ratios by depart-
ment in a successful
100,000 gallon station with
$270 total sales ratio.

From experience with our
clients, we know that, with
proper pricing policies and
good inventory control, the
gross profits shown in Chart
2 should be achieved ineach
sales department.

When the above percent-
ages are applied to a bal-
anced selling job. the over-
all gross profit on non-
gasoline sales would be
about 60%. Inotherwords,
you should expect to earn
an overall non-gasoline
gross profit of 60 cents on
every $1 of non-gasoline
sales. Chart 3 is an ex-
ample of a 100,000 gallon
station with $270 sales ra-
tio earning the proper gross
profits.

The key to getting this 60
cents on the dollar return
on non-gas sales lies in a
number of areas, but per-
haps none are as vital as
knowing exactly howto price

merchandise in

Chart 1 order to earn the
Department Sales Ratio Monthly Sales gross profit you
MOtO[ 0 , desire.
Vending 1.800 In fact, it's so
Tires . 3.000 great a difference
Batteries 8 800 thatimproperuse
Partsfacc. R0 9000 of "mark-ups"
Service N 0900 versescalculating
Total $270 $27000  the desired gross
profit has cost
dealers thousands
Chart 2 of dollars each
Department Gross Profit Range year.
Motor O 45-55% Here's an ex-
Vending 2025% ample of the
Tires 20:30%  “wrong way" to
Batlenes 25350 price a part pur-
Parts/acc 40-50%  chased for $5 for a
Senvice 100%  desired  gross

SERVICE QUARTERLY
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the part were to be
“marked-up" 40%, the
$5 cost would be multi-
plied by 40% and the
answer ($2) would then
be added to the $5 cost.
The part would be sold for
$7, which allows for a $2
profit. The problem with
this method is when the
gross profit percentage is
calculated by dividing the
$2 profitby the $7 sale price.

Chart 3
Department Sales/month
Motor O $2500
Vending 1,800
Tires 3,000
Batteries 800
Parts/acc. 9,000
Senvice 9900
Total $27,000

Canopies

Card Readers

Automotive Lifts

L . L T T

Now the gross profit is
only 28.5%, not the 40%
that was needed.

Continued on page 19.

Gross Profit %
$1125  45%

360 20%

™0 25%

240 3%

4050  45%
9,900 100%
$16425  61%

Complete Station Rebuilds
Tank Removals & Installations

Petro-Tite Tank Testing
Pen-X Tank De-Vaporizer
Helium Line Leak Finder
Pumps & Dispensers

Leak Detection & Inventory Systems

Lube & Reel Equipment

CALL THE ONE

WHO DOES IT
ALL

4901 McCarthy Dr.
Milford, M| 4838!
— (313) f>84-1215
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Lookfor part 11in beginning 1992 issue.

Donna R. Fitzpatrick,
former acting secretary of
energy, was interviewed by
members of The San Diego
Union's editorial board.

Question: What were
some of the conclusions
of the Hudson Institute’s
energy study?

Answer: First it con-
cludes that petroleum is
going to be our primary
transportation fuel for the
foreseeable future; that
none of the proposed alter-
natives such as alcohols or
compressed natural gas or
electricity have the capac-
ity to displace agreat deal of
petroleum.

Q: We're not going to
have a viable urban elec-
tric car for example?

A: We could have aviable
urban electric car, espe-
cially an electric delivery or
service vehicle that never
has to go more than a 120
milesaday. And those kinds
of niche markets also exist
for compressed natural gas
vehicles.

Q: What are some other
conclusions of the study?

A: One is that we are
going to have to have
nuclear energy for electric-
ity generation in the future.
The resource base of coal
and natural gas is adequate
for 30 years or so but after
that point we're going to
need to have a greater pro-
portion of our electricity
generated by nuclear power.

Q: Does than mean
we're going to have to
build more nuclear power
plants?

A: We should build more
nuclear power plants. There
are new generations of de-
sign coming out right now.
Some are smaller than the
current plants. They could
be built in modules so that
you wouldn't have to install
so much capacity at one
time. You would install, in-
stead of 1200 megawatts,
maybe 500 to 600 mega-
watts at a time. This has
greater economic efficiency.

Q: Does the study sug-
gest a solution to the

12

problem ofnuclearwaste
disposal?

A: The Hudson study
really views this, not as a
technological problem, but
as a political problem.

Technically we know
how to store nuclear waste
safely essentially in perpe-
tuity. You bury it in the
earth sealed in casks. We
have to recognize that ev-
erything that we do, from
mining coal to producing
natural gas and oil to driv-
ingdown the highway, has
a risk attached to it. So
there is a level of accept-
able risk that we recognize
along with our public poli-
cies.

We need to devise a way
ofattracting people to want
to have a waste site, by
giving them palpable ben-
efits—have a kind of re-
verse auction for waste
sites perhaps.

Q: What about the
safety of nuclear gener-
ating plants themselves?
Isn’t that still a political
barrier to expanding the
nuclear power industry?

A: Yes it is. And the
politics of that is compli-
cated by the licensing pro-
cedure itself.

The nuclear licensing
procedure, which is a fed-
eral procedure, is a two-
stage process. First a util-
ity would get a construc-
tion license and then after
the plant is built, it has to
get an operating license.

Unfortunately that
means that all kinds of is-
sues which were addressed
at the construction licens-
ing stage could be raised
again at the operating li-
cense stage. And the expe-
rience over the last tenyears
has been that it's too risky.
No utility will undertake
that kind of processing.

Q: What about the is-
sue of plant safety itself?

A: First you have the
new designs, different fuel
cycles and different designs
for the reactor itself. So that
is something does go
wrong—a failure of the

THE FUTURE
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cooling system, forexample—
the reactor will shut itself
down and cool off.

It is designed so it can
radiate enough heatwithout
even activating its cooling
system. You can have that
kind of what's called pas-
sively safe design. But more
than that | think we have to
be much more knowledge-
able about the operating
record of nuclear power
plants already atwork in this
country. They have a tre-
mendously safe record.

In fact, there are more than
a hundred nuclear plants
operating in this country.
They are safe and they oper-
ate very efficiently and they
are getting more efficient as
operating skills and man-
agement improves.

Q: Even so, isn't there
great public apprehension
about these plants?

A: There is a lot of vocal
opposition but | don't think
it is fair to say there is great
popular opposition. The
majority has recognized that
we need to have nuclear
power.

Q: Switching from
nuclear power to petro-
leum, is there any pointin
striving toward less reli-
ance on imported oil, ei-
ther in an energy/eco-
nomics sense or even in a
geopolitical sense?

A: It's hard to find the
benefits in that. It's quite
clear that we can't be inde-
pendent on imports. It's also
pretty clear that we can't iso-
late ourselves in the market.
Or. if we try to limit our im-
ports by imposing quotas for
example, we're going to up-
set the market balance that
now exists, probably to our
own detriment.

For example, support we
imposed import quotas. To
a certain extent, that might
increase efficiency but the
price of oil within the United
States would have to go up
if the supply was limited. If
that happens then that be-
comes acost inour economy
and affects our competitive-
ness worldwide.

Q: Soyouwould oppose
slapping an import tax on
import oil?

A: Yes. For that general
macroeconomic reason but
also for some very practical
reasons. We get mostofour
oil now from the Western
Hemisphere—Canada,
Venezuela, and Mexico.

We get very little of our
imports from Arab-OPEC
countries, for example. Af-
ter our own neighbors in the
Western Hemisphere our
biggest importers are coun-
tries like the United King-
dom.

Now, We cannot be treaty
put an import fee on Cana-
dian oil because we have a
free-trade agreement. We're
trying to negotiate a free-
trade agreement with
Mexico. Venezuela in-
creased its oil producing ca-
pacity largely with our as-
sistance and at our behest.

And they have some tre-
mendous reserves that have
been proven in the last few
years. We can hardly tell
them that we're now going
to put a tax on their oil. We
can hardly tell our friends in
the United Kingdom that
we're going to put a tax on
their oil especially when
we're working on the North
Atlantic Free-Trade zone.

Q: The Bush admini-
stration’s proposed na-
tional energy strategy has
been criticized by some
for an alleged lack of em-
phasis on conservation. Is
that a fair criticism?

A: There isn't much the
government can do about
energy efficiency without
interfering in the market-
place. It can support re-
search for more efficient
technology.

I'm sure there will con-
tinue to be attempts to
mandate efficiency for such
things as home appliances,
buildings and automobiles.
The history of these man-
dates has been either that
they don't work very well,
that they have pernicious
secondary effects, or that
they are more costly than
the benefits realized.
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When Money
Doesn't Grow
on Trees.

L 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.

We can assist

Because SSDAM members are promoting Wlth fl nanci al
job safety and keeping claim costs low, solutions
dividends have been earned every year

since 1962. tO yO ur

In fact, more than $750,000 in dividends environme ntal
has been returned to insured SSDAM p rob |ems_
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

B DODSON GROUP
u 9201 State Line Rd.
Kansas City, MO 64114

S
H

Underground Storage Tank
System Closures
Project Financing Available

Geo-Technical & Hydrogeological Services

Environmental Engineering Services

LEAR ENVIRONMENTAL SERVICES, INC.

Environmental Consultants & Contractors

30057 Orchard Lake. Suite lad Farmington Mills. Ml tS/Ot
(313) "37-2980 (800) 858-Sttr FAX (313) ~3"-9656

Farmington Hills « Kalamazoo « Traverse City * Columbus, Ohio
Fort Wayne, Indiana < Chicago, Illinois

THE NO-COST, NO-EFFORT
WAY 10 INCREASE
YOUR PROFITS

By installing AIR-sen/®at your gas station or convenience
store, you really get sonething for nothing.

We onwn, install and service these easy-to-use units at your
locations at no oost to you. Plus, the units will actuglly
build traffic and loyalty for all of your products and sernvices.
Yau can say goodbye to your tenperanmental alr conressor,
as well as the repairs and utility payrents that go along with
it By offering AIR-serv to your custoners, you can provice
a muchrneeded service that will bring in hundreds of new
custorers. Choose AlR-serv today! Call:

AlR-serv Distributors Inc.

Ask ABOUT OUR VAc-serve  Authorized Independent Distributor for AIR-serv

COIN-OPERATED VACUUMS!

1800 878-1100

SERVICE QUARTERLY 4thQUARTER, 1991
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EDITORIAL

Shell

Harvard Row Auto Care < 27050 Lahser « Southfield, Michigan 48034  356-9366

EDITORS NOTE:

After 30 years in the industry. Shell dealer Ron Bemas is
retiring from the service station business. We wish Ron and
his wife. Liz, the best of luck in their future endeavors.
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EDITORIAL

DIRECTOR’'S SPOTLIGHT

The Service Station Deal-
ers Association of Michi-
ganwould like to recognize
a person who has given a
lot of his own time and
eifort to the cause of the
dealers in Michigan as he
leaves his post as Presi-
dent of the Service Station
Dealers Association of
Michigan.

Norm Fischer has been
involved with the SSDA-
MI for 20 years and has

served on the board for
fourteenyears, the lasttwo
as the association presi-
dent. Fischer lead the
Association while two
very important pieces of
legislation, the MUSTFA
Underground Storage
Tank Bill and the Dealer
Equity Bill were made
into law. Norm has been
a tireless worker for the
dealers and has spent
most of the last two
years on 1-69 between

Flint and Lansing
to attend meet-
ings, hearings and
fund-raisers on
behalf of the deal-
ers of Michigan.
Norm will now serve
the next four years
as the immediate
past president and
also continue to
serve on several national
committees.

SSDA-MI tips their col-
lective hat to Norm Fischer

Dan Loepp

and hiswife, Oddie. Thank
you for your time, dedica-
tion and effort for the deal-
ers of Michigan.

DEPLORABLE AND VINDICTIVE

Amoco & Mobil Give
Dealers Lump of Coal
for Christmas

Deplorable and vindic-
tive are clearly the two
words that explain the
actions of Amoco and
Mobil Oil in their utter
contempt for the dealer
equity bill by fining deal-
ers up to 100 percent of

their rent rebate for clos-
ing legally for Christmas.

Most of the oil compa-
nies are claiming that
they are working hard to
make dealer/company
relations better. In fact,
in a letter to dealers

SERVICE QUARTERLY 4° QUARTER, 1991

Amoco Oil claimed they
"value the dealer net-
work and is committed
to treating each dealer
fairly.”

What is fair about
punishing dealers $500
to $ 1000 for closing on a

day that this state
deemed legal to close on.

Unfortunately, these
claims of interest in the
dealers are empty words,
but beyond thatwhat they
have done is un-Ameri-
can.
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SSDA-MICHIGAN MEMBERSHIP
IT DOESN'T COST...
IT PAYS!!
$5,370 WORTH

Non-Member Cost SSDA Member Member Dealer

Cost Savings
$10,000 Tank Bond $950 $325 $625
SSDA Legal Program $125 $0 $125

(@ hr. free legal consultation
per year)
Annual Convention/Registration $350 $250 $100
Environmental Program $60/hour $0 $60
(Consultation re UST Regulations)
BCBS Coverage through SSDA $4,800 $3,600 $1,200/yr
compared to private policy
Service Quarterly Magazine $40 $0 $40
Service Monthly Newsletter $60 $0 $60
Tank Manual $99 $19 $80
Visa/MasterCard Program $4,200 $2,400 $1,700

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

Non-Member

SSDA Member

Profit
NTS Telephone Program N/A $1,000 $1,000
Dodson Rebate N/A $500 $500
(Average Yearly Rebate)
IF YOU USE SSDA-MI, WE CAN MAKE/SAVE YOU
$5,490

IT DOES PAY TO BE A MEMBER!!

16
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APPLICATION FOR MEMBERSHIP
SERVICE STATION DEALERS
ASSOCIATION OF MICHIGAN, INC.

200 N. Capitol e+ 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 NAME:

BUSINESS ADDRESS:

CITY: MI ZIP: PHONE: ( )

BRAND OF GASOLINE SOLD:

TYPE OF OWNERSHIP: O SOLE PROPRIETORSHIP 0O PARTNERSHIP 0O CORPORATION

TYPE OF STATION: O FULL SERVICE O PUMPER 0O C-STORE O REPAIR FACILITY 0O CAR WASH

LIST OWNERS/PARTNERS/CORPORATION PRESIDENT AND TREASURER:

NAME: TITLE:

RESIDENCE ADDRESS:

CITY: ZIP: PHONE:()

NAME: TITLE:

RESIDENCE ADDRESS:

CITY: ZIP: PHONE:( )

| hearby designate as beneficiary of SSDA Accidental Death Insurance Policy:

NAME:

ADDRESS:

CITY: ZIP: PHONE( )

DUES SCHEDULE I would like information on those items checked
below:
ANNUAL MEMBERSHIP DUES: 0O Comerica Visa/Master Charge

$41 monthly (Electronic Banking) Liability/Workers Comp. Insurance

O
O Blue Cross/Blue Shield of Michigan
$480 annual payment 9
O

National Telephone Services. Inc.

5 or more stations: add $120 per station after 4 (public pay phone)

ASSOCIATE MEMBERSHIP DUES: $400.00
Acct. # Exp Date

Signature Date
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When Your Business Ralies On\What's Bowy
TakToThe People On'Top

Precision Tank Testing uses the can live with that. Comfortably.
AES System Il. It combines com-
puterized data collection with preci-
sion instrumentation. The result: un-
matched efficiency minimal disrup-
tion to your business, and accuracy
that far exceeds EPA standards.

Sorelyon acompany that'sascom-
mitted to customer service asyou are
to your business. Put Precision
Tank Testing to the test and experi-

ence the accuracy, efficiency and

professionalism of the people

Our test is non destructive. It on top.
doesn't use elevated risers. It doesn't subject for further information or to schedule ser-
tanks to vacuum pressure or any structurally vice, please contact our West Bloomfield,
irregular pressure forces. We're confident you Michigan sales office at (313) 932-3150.

Precision Tank Testing

UNDERGROUND SERVICES

Whenyou give blood
you give another birthday
anotheranniversary
another talkwith a Mend,
another laugh,
another hug,
another chance.

+

American RedCross

PleasegveMood
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NON-'GAS’ SALES: Continued from page 11.

The reason for the short-
fall in the profit is that the
cost was marked-up 40%
rather than the gross profit
margin properly calculated.

The correct way, using
the same example is as fol-
lows:

1. Subtract the desired
gross profit from 100. In
our example, we'll subtract
40 from 100 and get 60.

2. Divide the answer (60)
into the cost to learn the
correct selling price ($5 +
0.60 = $8.33)

When the cost of $5 is
subtracted from the selling

price of $8.33, the gross
profit is $3.33, which is
40% of sales as opposed to
the 28.5% that was real-
ized when the cost was
“market-up” 40%.

If the cost of accessories
and parts are $5,000 per
month, the difference be-
tween the right way (mar-
gin) versus the wrong way
(mark-up) would amount
to nearly $16,000 per year
of lost profits.

If the usual pressures of
day-to-day station opera-
tion make it difficult to cal-
culate selling price as il-

lustrated above,
an easier way to
make the calcula-
tion is to use the
reciprocal in Chart
4, Select the gross
profit percentage 35%
you want to earn 40%
and then multiply — 45%
the cost of the 50%
product by the re-
ciprocal (see Chart 4). For
example, to calculate the
selling price of a part that
costs $5 when a 40% gross
profit is desired, multiply
$5 by 1.67 for a selling
price of $8.35.

20%
25%
30%

For Salk

Gross Profit Desired

Chart 4
Reciprocal
125
133
143
154
167
182
2.0

When the correct pricing
procedures are combined
with good inventory controls,
the resultwill be an increase
in non-gasoline gross profits
to industry standards and
your own goals.

Retail Gas Station/C-Store (1500 Sq. Ft.) —
750.000 gal./Zyr. $200,000 + in store. vJ
Southfield Rd. Near 1-94
Allen Park, Mich.
Call 313/383-1902.

TCI

UNDERGROUND 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!

T otal Contracting Inc.

Environment Product Recycling
& Disposal Site

(517) 484-6817
1-800-326-5471
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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-BROWN =

2085 E. Michigan Avenue
P.O. Box 2127
Ypsilanti, Michigan 48197
1-800-748-0445
FAX (313) 487-4316
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WHAT AN

IRA

CAN STILL DO FOR YOU

By Dante M. Rotondo

Prudential Securities, Inc.

Contrary to prevailing
conventional wisdom, the
Tax Reform Act of 1986 did
not eliminate Individual
Retirement Accounts
(IRA’s). It watered them
down a bit, but they are
still alive and well. To set
the record straight, it is
probably a good idea to
reviewtheir characteristics
at this time.

INDIVIDUALS
NOT COVERED
BY EMPLOYER
RETIREMENT PLANS
Individuals working for
employers who do not pro-
vide retirement plans can
still contribute to a maxi-

mum of

$2,000 or _
100%  of Sparnest
their earned

a total

‘Before hints

incometoan 25(40 years)  $80,000
IRA. The 35 (30 years) 60,000
maximum 45 (20 years)  40.000
contribu- 55 (10 years) 20,000
tion for a

married

couple who

both work is $4,000, while
for a couple with only one
working spouse it is
$2,500. Contributions to
the IRA are deducted from
gross income and taxes on
these contributions and
the earnings they generate
are deferred until the funds
Eire withdrawn.

The Oscar WJ. Larson Co.

Since 1944

The ONLY

.PEI

Company You Need s oumii s

*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
Wayne

6568 Clay Avenue S W
Grand Rapids. Ml 49548 ~
(6161 698-0001
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390 Multi-Grade
Oispenser with Outdoor card
Processing Terminal

10431 Highland Road

Union Lake. Ml 48386

(313) 698-1550 Pontiac
A (313) 549-3610 Detroit

You would contribute

Setting aside $2,000 per year until age 65...

of... 8%

*/1ttr tores

$57,600 $597,987

43.200 256,454 118.143

28.800 101.777 55,404

14,400 31,726 19.990

Tan deferred
$229,924 $1,084,057
390.391
132.048

35.833

And at age 65 you'd have this much if the annual rate of return was

10% 12%

M!ld ‘Tored ai 2B»
$342,132  $2,012,019 $519,288

156.938 640.607 210.788

66.215 172.909 79.563

21.772 40.570 23.744

Source: American Funds Group 403(b) Retirement Account.

INDIVIDUALS
COVERED
BY EMPLOYER
RETIREMENT PLANS
Individuals working for
an employer who provides
a retirement plan can still
contribute to a tax deduct-
ible IRA if the adjusted
gross income (AGI) is less
than $35,000 for an indi-
vidual or $50,000 for a
couple. Individuals
with income of less
than $25,000 may
contribute wup to
$2,000and two income
couples with AGIs of
less than $40,000 may
contribute up to
$4,000.

A partially deductible
contribution isallowed
forindividuals earning

between $25,000-
$35,000 & couples
earning between

$40,000-$50,000. No
deductible contribu-
tion is allowed beyond
the $35,000& $50,000
limits.

NON-
DEDUCTIBLE IRA
CONTRIBUTIONS
Individuals and

couples covered by
employer-sponsored
retirement plans and
earning inexcessofthe
above-mentioned al-
lowable limits may sUIl
establish non-deduct
-ible IRAs. Even though
the contributions are
not tax deductible, the
earningsintheaccount
will accumulate and
compound on a tax-
deferred basis.

MAINTAINING
& LIQUIDATING
AN IRA

April 15th is still the
deadline for establishing
an IRA for the previous
tax year. You can still in-
vest your IRA money in
various types of securi-
ties such as stocks,
bonds, mutual funds, and
CDs, butyou cannot pur-

chase life insurance.

Withdrawals from the
account may begin at age
59 1/2 and must begin at
age 70 1/2. Money with-
drawn is taxed as ordi-
nary income in the year
withdrawn. Withdrawals
before age 59 1/2 (unless
one of a series of sub-
stantially equal periodic
payments) are subject to
a 10% penalty in addition
to inclusion in your tax-
able income.

ROLLOVERS

An individual who re-
ceives a lump sum distri-
bution from a retirement
plan can roll it over to an
IRA without any tax li-
ability as longas itisdone
within 60 days from when
the money was received.
The same is also true
when rolling over an IRA
from one investment
company or bank to an-
other.

For those who are not
familiar with the signifi-
cant advantages of tax-
deferred investing, the
following chart vividly
displays the "miracle" of
its compounding effect.
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THE

ALERT CONSUMER

By Bobbi Ignelzi
Copley News Service

If your idea of financial
recordkeeping is sticking a
few receipts on the front of
the refrigerator or dump-
ing all important papers
into a box in the closet,
you're taking a big risk. In
case of an emergency—a
death, tax audit, legal suit
or accident—it's vital to
know exactly where to find
the proper document, re-
ceipt or policy, says finan-
cial expert Jane Biyant
Quinn.

She offers some sugges-
tions for simple but orga-
nized home record-keep-
ing.

Use a pre-filing system.
Put everything that needs
to be filed into a “holding”
basket or shoe box. Al-
though it may take you
months before you get
around to putting each pa-
perinits place, at leastyou
won't lose anything in the
meantime.

Make arecord of all im-
portant cards in your
wallet. These should in-
clude credit cards, car reg-
istration, driver's license
and health insurance
cards. This record will
make it a lot easier to get
the cards replaced if you
lose them. To save time,
lay all the cards out on the
copying machine to make
a single copy.

Get a file cabinet and
use it. It doesn't have to be
an expensive one. A card-
board one will suffice. The
important thingis to use it.

Here' what to keep in
typical filing categories.

eBank accounts. Keepall
the information you re-
ceived when the accounts
were opened, monthly
statements, canceled
checks, passbooks and
statements on the status
of certificates of deposit.
Keep all automated teller
receipts unUl the transac-
tion has been properly
credited to your account.
Eventually you can weed
out and toss away the can-
celed checks not needed
for tax purposes. How-
ever. in case you need a
canceled check as proof of

payment, it's a good idea to
wait six months before
throwing them away.

*Credit cards.Save two
years’ worth of statements
in caseyou need tocheckon
a purchase or tracking
spending.

eDebts. Keep mortgage,
bank-loan records and con-
tracts for installment pur-
chases. The mortgage
statement that shows how
much interest you can de-
duct belongs with your tax
records.

<Employee benefits. Save
descriptions of your plans
and annual statements on
the status of retirement ac-
counts.

eInsurance policies. Keep
life, auto, health and
homeowner's, plus all cor-
respondence relating to
them. Keep old auto and
homeowner’s policies for
threeyears, just in case you
have a liability claim and
have to prove you were in-
sured at the time.

eInvestments. Keep reports
and transaction receipts
from mutual funds, retire-
ment accounts and your
brokerage house. Keep all
the informationyou received
when you opened your ac-
count, including prospec-
tuses and sales literature.
For tax purposes, you need
to know what you paid for
an investment, what you
sold it for, what dividends
you received and any bro-
kerage commissions you
paid.

*Social Security. Keep the
booklets that explain the
benefits. Also request and
keep periodic statements of
your contributions.

Taxes. Keep receipts for
deductible items, at least
six years' worth of tax re-
turns and all supporting
data, and records of
nondeductible contribu-
Uons to an individual retire-
mentaccount. Without proof
of those IRA contributions,
you may have to pay tax on
the month when you take it
out.

Warranties. Save receipts
for items under warranty.
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Staying Organized

along with the cards show-
ingwhat repairs the manu-
facturer will make and for

how long.
*Wills. Keep a copy of
your will (and vyour

spouse’s), your living will,
and your power of attorney
with a copy to the person
who can exercise it.

To eliminate a mountain
of paper and receipts, it's
also important to know
what you can safely toss
out. Although people differ
on what records they want
to keep, hereareafewthings
Quinn says almost every-
one can do without.

eCanceled Checks, after
about six months unless
they're for tax-deductible

Can Be Simple

expenses, home improve-
ment or child support.

eBank statements that
aren’t part of your tax or
investment records.

*Depositslips, onceyou've
made sure the bank en-
tered them correctly.

eTax returns and sup-
porting data that's more
than 6 years old ifyou filed
honestly. The IRS can audit
sixyears back ifyou under-
reported income by more
than 25 percent. It can
audit as far back as it likes
if you failed to file a return
or committed fraud.

ePaycheck stubs. Your
employer will give you a W-
2 form at the end oftheyear
showing your earnings.

BUSINESS FOR SALE

A gas station, convenience store with ice cream parlour, and

beautiful 12-room motel with full 2 bedroom living quarters. New
gas tanks have just been installed. Located on 23 prime acres
overlooking East Lake on M-28 & H-33 [M-98] junction, 7 miles
west of Newberry. 1,120 feet of frontage on M-28. Plenty of land
for business expansion. Good, year-round business. Near
Manistique Lakes. Heavy tourism. Excellentfishing, hunting, and
snowmobiling area. Access to snowmobile trails. Will sell gas
station with convenience store separate. Must see. Call Leonard.
906/293-8023.
McMillian

123
Newberry E

East Lake
117

H33 (M-98)

C uperior

solutions...
for yourenvironmental problems.

« UST Compliance Services
« Soil and Water Testing

« innovative Soil and Ground Water
Clean Up Programs

- Technical Dnllmg Programs  Environmental Audits

« Momtor/Recovery Welts
» Remedial Services c U P C t/ O t
« Experienced MUSTFA Contractor A A

ENVIRONMENTAI rnPP

MUIHO T M oMo

14s41 IAKAw. P ata 118 51 SummtSfeM|

arnazoo, M 49001-4)59  Brtpton.M 461161634

Brfirgown. omaza02-0325

010477-5236 816-3401710

800786-5878

313-2204672
800-328-5878

410362-2133
800347-6670
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REGIONAL DEALER MEETINGS

The SSDA-MI will be
holding local and regional
dealer meetings beginning
theend ofFebruary. These
meetings will be informal
and members are encour-
aged to bring fellow deal-
ers. Breakfast will be
served during the meet-
ings which will update
dealers on pending legis-
lation, member services
and regulatory affairs. Cut
this schedule outand plan
on attending a meeting in
your area.

MTG
#1

#2

#3

#4

#5

#6

#7

#8

#9

DAY
Tuesday

Thursday

Thursday

Tuesday

Thursday

Tuesday

Thursday

Tuesday

Thursday

To Be Announced
To Be Announced
To Be Announced

DATE

CITY

February 25, 1992 Holiday Inn - North

8 -9:30 am

March 5, 1992
8 9:30 am

March 12, 1992
8 - 9:30 am

March 17, 1992
8 -9:30 am

March 19, 1992
8 -9:30 am
March 24, 1992
8 -9:30 am

March 26, 1992
8 -9:30 am
March 31, 1992
8 -9:30 am

April 2, 1992
8 -9:30 am

270 Ann St. NW

Grand Rapids

Omni Hotel

333 E. Jefferson Avenue
Detroit

Holiday Inn

26555 Telegraph Road
Southfield

Holiday Inn Tech Center
32035 Van Dyke
Warren

Holiday Inn
Metro Airport

Holiday Inn

100 Main Street

St. Joseph

Holiday Inn - Flint
5355 Gateway Centre

Holiday Inn-Expressway
3522 Sprinkle Road
Kalamazoo

Holiday Inn - South
6820 S. Cedar Street
Lansing

Clare

Marquette

Gaylord

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 of 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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BLUES NEW S Continued from page 7

Families must apply for
coverage by submittingen-
rollment applications.
Formsare available by call-
ing BCBSM at 1-800-848-
5101. Applications will be
processed in the order re-
ceived.

-0

NEW TOLL-FREE
SERVICE NUMBERS
FOR MEDICARE

Blue Crossand Blue Shield
ofMichigan (BCB-SM) is ex-
panding its list of toll-free
numbers for Medicare ben-
eficiariesinthe 517 telephone
calling area.

aXH

The User Friendly Waste Oil Furnace

Waste Oil Recycled for Profit

Totally Automatic

Self-Contained - Free Standing*
Built-in Compressor

300 Gallon Workbench Holding Tank
Easy to Service - Easy to Clean

EPA Approved Method for
Waste Oil Disposal
(Used Oil Final Rule of November 29,1985)

Ask about our lease purchase program.
'Furnace without tank available as option.

For More Information on the
“Fornax Waste Oil Furnace” & Other
Liquid Purification, Recovery &
Disposal Systems CONTACT:

HUCKINS AND ASSOCIATES

Industrial Fluid Management
19818 Mack Avenue
Grosse Pointe (Detroit), Ml 48236
313-886-2792 - FAX 313-886-2794

Branches In: Grand Rapids & Traverse City

In Lansing Area - Contact:
Everclear. Inc.
16084 Chandler Road
East Lansing. M| 48823 517/337-4881
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“These new numbers will
help BCBSM provide bet-
ter and faster service for
our senior beneficiaries by
customizingservices,” said
Rosalee Livingston, Vice
President of Government
Programs for BCBSM.

The new toll-free numbers
are: 1-800-872-2566forPart
Aguestions.and 1-800-482-
4045 for Part B questions.
Questions about BCBSM
supplemental coverage
which pays some of the
chargesnotpaidby Medicare
should be directed to 1-800-
258-8000.

However, Livingston
pointed out that some re-
tirees have been given spe-
cial phone numbers by
their former employers to
use when calling for Medi-
care and supplemental in-
formation. These retirees
should continue to use the
special numbers.

Livingston provided the
following guidance to se-
niors to help them deter-
mine whether their ques-
tions apply to Medicare Part
A or Part B coverage.

Part B helps pay for doc-
tors’ services, outpatient
hospital services, diagnos-
tic tests, durable medical
equipment, ambulance
services and certain other
health services and sup-
plies.

Part A helps pay for inpa-
tient hospital care, inpa-
tient care in a skilled nurs-
ing facility following a hos-
pital stay, home health care
and hospice care.

OthertipsLivingston says
will help BCBSM give bet-
ter service to Medicare
beneficiaries when they
phone for information:

‘Haveyour Medicare card
handy, andyourgroup and
contract number if you
have BCBSM supplemen-
tal coverage.

‘On claims questions,
know the doctor's name,
date of service, type of ser-
vice and amount billed.

‘Best times to call are in
the afternoon, especially
Wednesday and Thursday.
If possible, try to avoid
Monday calls.

Experts in
Underground
Storage Tank

Removal 7 Remediation

ssociates 1ta

+ Site Investigation and Sampling Programs to Determine

The Extent of Contamination

+ Remedial Action Plans and Implementation Schedule

+ Hydro-Geological Investigations. Monitor Wells, and Ground

Water Treatment Services

+ Complete Clean-up Management With Several Remediation Options

¢+ Active and Thorough MDNR Correspondence

¢+ Underground Storage Tank Compliance Supervision

¢+ Regulatory Compliance made EASY

(616) 327-8225
8225 Moorshridge Road ¢ Portage, Michigan 49002
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PRO-TANK TECHNOLOGIES, INC.

WHEN IT CONCERNS
UNDERGROUND
STORAGE TANKS,
WE ARE

THE SPECIALISTS

SERVICES:
Complete System Design MEMBER
Testing
Removal
Installation
Environmental clean-up

Certified (MUSTFA) Michigan Underground Storage
Tank Financial Assurance, Contractor

WARREN UTICA GRAND RAPIDS
24925 Mound Road 54001 Van Dyke 74 Market Street, S.W.
Warren, Michigan 48901 Utica, Michigan 48316 Grand Rapids, Michigan 48503
Phone: (313) 757-4821 Phone: (313) 781-5700 Phone: (616) 242-6878

Fax: (313) 757-4824 Fax: (313) 781-7150



Attention Metro Area Dealers

Automotive Air Conditioning Technicians
Must be Certified by January 1, 1992*

The Service Station Dealers Association of Michigan will be offering the Mobile Air Conditioning Society
program for technician certification in refrigerant recycling. A training session including a video and slides will
be given in the Detroit Metro Area (1-696 & Orchard Lake Road). Please fill out the registration form below
and return with your payment as soon as possible. At the end of the session, tests will be handed out to par-
ticipants. The tests are to be completed at home by the participants, then returned in a stamped envelope.
Deadline for registration is January 8, 1992,

Thursday, January 23, 1992
p.m. -9p.m.
Clarion Hotel
(1-696 Orchard Lake Road)
31525 12 Mile Road
Farmington Hills

$25 REGISTRATION

Fee includes:
Video Presentation
Question & Answer

Certification Test

eUnder the Clean Air Act, iryou are not certified, effective January 1, 1992, you will not be able to work on air conditioning
systems.

Enrollment Form

Name of First Technician: Second Technician:

Third Technician: (Attach list if additional Technicians will be attending)

Station Name: Phone Number:

Station Address: City/Slate/Zip:
("heck enclosed for S (S25 each)
Make check payable to SSDA-Mi and mail with registration form to:
SSDA-MI
Attn: AC TESTING

200 N. Capitol, Suite 420
Lansing, Michigan 48933
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NEW PRODUCTS

RECTANGULAR SERVICE
CENTERS ADD
CONTEMPORARY LOOK

Rectangular windshield service centers, designed to comple-
ment a more contemporary business decor, are available from
the Commercial Zone Products Division of DCI Marketing, Inc.

The service centers, featuring a patented design of blow-
molded. high-density polyethylene, are impervious to the ele-
ments. Mounted to a pole or wall, the units will not rust, chip
or dent.

DCI manufactures the rectangular service center with a
folded towel dispenser above a single wash bucket.

All service centers manufactured by DCI feature wash bucket
inserts that slide out for each replacement or to refill wash water.
The units include squeegee and mounting hardware.

The rectangular service center is 30 1/2 inches high, 13
inches wide, and 9 inches deep.

All DCI windshield service centers are available in a wide
range of colors, in minimum quantities, to match corporate/
company identities.

DCI Marketing, headquartered in Milwaukee, Wis., is a
diverse marketing services company that is among the top 20
sales promotion firms, and the largest point-of-purchase com-
pany in the nation. The Commercial Zone Products division has
manufactured and marketed its products for the past 20 years
to the automotive aftermarket, service station, petroleum, gov-
ernment. rental, maintenance, department and chain store, and
fleet markets, among others.

For more information on windshield service centers, includ-
ing the location of distributors, contact DCI Marketing. Com-
mercial Zone Products, 2727 West Good Hope Road. Milwaukee.
WL 53209: call toll free 1 800-782-7273.

NEW MAC TOOLS IMPACT
WRENCH IS EASY TO HANDLE,
POWERFUL

DORMAN PRODUCTS INTRODUCES "S 1”
UPDATE OFFER—ASSORTMENT OF
WHEEL STUDS, NUTS AND CHROME
WHEEL NUTS

Dorman Products is now featuring a 4-drawer update offer to jobbers and
installers, according to Allen Keebaugh. Marketing Manager.

“This new Wheel Study and Nut update (part number 006-151) is a great
offer,” Mr. Keebaugh said. "The assortment makes it simple to update ajobbers’
current coverage to include 1991 applications."”

The “91" Update Assortment includes Grade 8 quality wheel studs and nuts
with application coverage up to and including 1991 import and domestic model
cars and light trucks.

Selections for this assortment are packed in convenient starter pack
quantities.

Alsoincluded in this assortment

are chrome specialty wheel nuts.
This drawer includes 12 ofthe most
popular fastest-moving chrome
specialty wheel nuts, including Mag
Style nuts in long, short and acorn
design, including steel washers.

“Thejobber can use his existing
cabinet frame, or order the needed
frame from his Dorman represen-
tative."

The unique Dorman Wheel Stud
and Nut Application and Specifica-
tion Guide is also included with the
purchase of the special “91" update
assortment offer.

For more information, please call
or write: Dorman Products 1,

Dorman Drive. Warsaw, Kentucky
41095. (606) 567-7000.

PLUG IN STARTING SYSTEM FOR
QUICKER ROAD SERVICE

A plug-in emergency road service starting system has been announced by
Associated Equipment Corporation. St. Louis. MO. It has been designed for
quicker, easier and safer starting of disable vehicles.

The Model 6132 requires no lifting of the service truck's hood for hook-up
and only one pair of clamps to connect. The user merely connects the clamps
to the dead battery and plugs into the polarized socket mounted on the truck.

Tangle-free, 30 foot cables permit reaching the stalled vehicle in front, back
or to the side of the service truck, keeping the operating out of traffic flow.
Cables are 4 GA.

The truck mounted socket and cable connector plug are of strong,
weatherproof Lexan, 500 amp insulated clamps, with Flexi-Spring guards,
feature a patented safety light to warn the operator of a reversed connection.

For further information write Associated Equipment Corporation. 5043
Fairlin Avenue. St. Louis. MO 63115.

Mac Tools. Inc. introduces the 1/4 square drive impact wrench (AW850).
The AW850 is small and lightweight, yet powerful, and its pistol grip design provides fatigue-free

handling.

This new impact wrench features a double clutch, hammer type mechanism, a built-in power
regulator, positive action trigger to control speed, and a one hand forward and reverse operation.

Mac's latest power tool's specifications include a 40-ft.-lb. maximum torque: a 1/4 capacity
(standard bolt); a two-cfm average air consumption; a 1/4"-npt air inlet: and a 3/8 -i.d. minimum hose

size.

Weighing 17/8 Ibs. and with a 4 7/8 length, this new tool is easy to handle and store.

Founded in 1938. Mac Tools is a leading developer, manufacturer and distributor of quality tools
and equipment for professional technicians throughout the United Slates and Canada. Contact: Bob
Haynes. Product Line Manager. (314) 281-4131.
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NEW PRODUCTS continued

ANTIFREEZE RECYCLER
PROTECTS ENVIRONMENT
AND SAVES MONEY

To many in the automotive industry, the quoted adage. “The proof of
the pudding is in the tasting." holds much more than just an ounce of
truth, particularly when the recipe involves the development of new
applications for advanced technologies. In this situation, we are referring
to the recovery of automotive antifreeze via the Bad Ethyl system of in-
house vacuum distillation. Finish Thompson Inc. has developed a
distillation unit to recover pure ethylene glycol from engine coolant in a
manner completely unique to the automotive aftermarket. Absolutely no
filters are utilized.

The proofof Bad Ethyl'svalue comes from customers such as a Mesa.
Arizona heavy equipment dealer. Since October 1990, this equipment
dealer has reportedly processed over 45 barrels of recovered heavy duty
coolant (2.475 gallons) through their Bad Ethyl distillation unit, saving
thousands of dollars in new antifreeze purchase and waste removal.
Operating around the clock, this Finish Thompson system is demon-
strating its advantage over filtration equipment by applying technology
gathered from over 20 years experience in developing and manufacturing
industrial distillation equipment.

Fleet operators, who drain radiator systems frequently holding twenty
gallons of engine coolant, are quick to realize the value of avoiding the
expense of purchasing new antifreeze and are often the first to see the
merit in favorably positioning themselves ahead of impending federal
EPA regulations regarding the disposal of controlled waste streams.

Bad Ethyl is the only in-house unit available to recover antifreeze in
the same manner itis originally produced. For more information, contact
Finish Thompson Inc.. 921 Greengarden Road. Erie. Pennsylvania
16501-1591. Phone: 814/455-4478. Fax: 814/455-8518.
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MOPAR NAMED OFFICIAL
BATTERY OF ARCA FOR THIRD
CONSECUTIVE YEAR

The Automobile Racing Club of America has named Mopar the
official battery for the third consecutive year. ARCA officials selected
Mopar’s 34/78 60-month battery forits performance featuresincluding
850 cold cranking amps and combination top-posts and side terminals
to fit nearly all passenger car and light trucks.

The 1990ARCA race series boasted of 140drivers competing for over
$1.4 million in posted awards. Daytona. Talledaga. Atlanta and MIS
(Michigan) were among the superspeedways included in the schedule,
totaling 18 races in nine (9) states and Canada.

Chrysler’'s Mopar parts division enjoyed its best season since it
entered as a series sponsor in 1989. Drivers carrying the Mopar
Performance parts banner include Tim Helper. Donnie Moran and Roy
Payne. The season championship was won by Bob Brevak of Ashland.
Wisconsin, after spending 18 seasons pursuing the title.

The power of performance of Mopar batteries goes beyond the racing
circles. The Mopar 34/78 60-mont battery, with universal terminals, is
available through any Chrysler. Plymouth. Dodge. Dodge Truck of
Jeep/Eagle dealer.

SCOTT ANNOUNCES THE
INTRODUCTION OF THE
NEW PROTECTOR
JR. DISPENSER

The new Protector Jr. dispenser from Scott Paper Company offers
users the convenience of a towel or wiper dispensing system where
space is limited.

The Protector Jr. is a compact, center-flow dispenser designed
specifically for small spaces, it is ideal for the healthcare market, food
service, small washrooms or cramped storage closets.

Two types of Scott hand towels are available for use in the Protector
Jr.dispensing system. Premiere roll towels are premium quality and
are extra absorbent. High capacity Extender roll towels provide high
quality hand drying and reduce run out problems.

For chemical or industrial wiping needs, strong yet economical
EconoMizer wipers are available. For special wiping tasks, low link
ScottPure wipers can also be dispensed from the Protector Jr. system.

For more information, write to: PROTECTOR JR., Scott Paper
Company. S.T.A.R.T., 2004 Sproul Road, Broomall. PA 19008’ or call
1-800-472 6881

27



INTRODUCING

COMPLETE

HEATING AND COOLING SERVICE
From Marathon Fuel Oil Company

Service, Repair and Installation of
Oil or Gas Equipment:

« CONVENTIONAL FURNACES

* ROOFTOP UNITS

 SPACE HEATERS

* OVERHEAD FURNACES \
* REFRIGERATION \

* AIR CONDITIONING \

ror NJL oF Your

HEATING AND COOLING
NEEDS...

MARATHON FUEL

OIL COMPANY

ASK FOR MARK BUTZU
644-9000 or toll free 1-800-HOT-HEAT

MARATHON FUELS

2205 HOLLAND AVENUE

P.O. BOX 392

BIRMINGHAM, MICHIGAN 48012
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