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Executive D irector Leaves 
SSDA-MI For S tate Capitol

D a n ie l  J .  L o e p p  re 
signed as the Exec
utive Director of the 

Service S tation D ealers As
sociation of M ichigan as of 
Jan u ary  1, 1993.

T he  fo rm e r E x e c u tiv e  
D irector is now working as 
C hief of S taff for S p e a k e r  
C u r t i s  H e r t e l  a n d  th e  
D em ocratic C aucus of the  
M ichigan H ouse of R epre
sentatives.

T he  d e a le rs  a n d  th e  
Board of D irectors are  sad 
to see him go, bu t they see

the benefit of having some
one w ho u n d e rs ta n d s  th e  
plight of the sm all business 
p e rso n  in  su ch  an  im p o r
ta n t position.

For th e  p a s t five and  a 
h a lf years, Dan has worked 
to improve the situation  for 
th e  d e a le rs  o f th is  s ta te .  
The Board and s ta ff of the 
SSDA-MI support D an’s de
c is io n  a n d  w ish  h im  th e  
best of luck in all his fu ture 
endeavors!
See page 3 for an in-depth  
interview  ♦

The S igning Of P.A. 1 A llows 
M.U.S.T.F.A. To Continue

S e n a te  B ill 45 w as 
s ig n ed  in to  Law on 
M onday F eb ru a ry  8, 

1993 by ac tin g  G overnor, 
Lt. Governor Binsfeld, m ak
ing it the first public act of 
1993, P. A. 1.

T his bill h as  been long 
aw aited. In N ovem ber, all 
Owner/Operators received a 
c e rtif ied  n o tice  th a t
M.U.S.T.F.A would stop tak 
ing claim s on F eb ruary  8, 
1993. When this information 
w as rece ived , a ll p a r t ie s  
affec ted  began  to  w ork 
together in the  legisla tive 
process, to solve the problem 
by the February  8 th  dead
line. R ea liz in g  th a t
M.U.S.T.F.A. was in need of

great repair, the legislature 
devised a two step process to 
remedy it.

The f i r s t  s te p  w as to 
meet the February deadline 
re q u ire m e n ts . T h ro u g h  a 
g re a t show of b i-p a r tis a n  
work in both houses of the 
le g is la tu re , th a t  d ead lin e  
w as m et and included the 
following changes.
1. E xtended th e  su n se t to 

2000 w hich m akes 
M .U .S .T .F .A . so lv en t 
again.

2. Added criminal penalties 
for fraud and abuse to the 
fund.

3. Addressed the substantial 
com pliance issue a t the 
Policy Board level.

4. R eq u ired  ru le s  to be 
w ritten  for M.U.S.T.F.A. 
within one year.

5. Allowed banking industry 
to use M .U .S.T.F.A . for 
the pollution liab ility  in 
case of a default or fore
closure, ra th e r  than  the 
l ia b il i ty  fa llin g  on th e  
bank directly.
These corrections in P.A. 

1 a llow  M .U .S .T .F .A . to  
continue in a proper fashion 
an d  a llow  c le a n  u p s  to  
continue.

The second s tep  is th e  
continuance of work groups, 
including the Senate, House, 
and G overnor’s office to fi
nalize the requirements and 
to have a fair and expedited

process for M.U.S.T.F.A..
T h ese  g ro u p s  a re  a d 

d re s s in g  c lea n  up p ro c e 
dures, the contractor issue, 
m ethod  and  tim e lin e s s  of 
paym ent, and  the re q u ire 
m ent of Owner/Operators in 
the clean ups. Led by Sena
tor Vern E hlers and Repre
se n ta tiv e s  Tom Alley and  
Mick Middaugh, these work
ing groups have been very 
productive and involve in 
dustry , s ta te , banking  and 
environm ental sectors. The 
req u es t has been m ade to 
h ave  th is  second  se t of 
am en d m en ts  ou t by early  
summer. We will notify you 
as things progress. ♦

Don’t Miss The 1993 Annual Dealer Convention 
And Trade Show S cheduled For August 22-25 

At The Beautiful Park Place Hotel 
Call The SSDA-MI At (517) 484-4096 For Information



Let the company that knows 
the Service Station Business

1987 1988 1989 1990
PROFITS

BEST . . . 
help you improve 
your PROFIT !!

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

* Monthly 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

* Computer Systems and Support
Daybook
Accounts Receivable 
Customer Follow Up 
Payroll

* Financial Planning
Goals for retirement 
Saving for college 
Investment analysis

C A LL TO D A Y TO  SET UP YO U R  APPO IN TM EN T FOR A FREE IN ITIA L REVIEW
BE SURE TO  M ENTION TH IS AD!!!

LAWRENCE A. WRIGHT, INC.
28277 Dequindre 

Madison Heights, Michigan 48071
Phone: (313) 547-3141



PROFILE: Dan Loepp

Change Must  C ome

W hen  D an Loepp  
s ta r te d  a t the  
SSD A-M I in 1987, 

SQ  in te rv ie w e d  h im  a n d  
asked w hat he had in store 
for the SSDA-MI. He told us 
his main concern was m a k
ing the “story o f the dealers” 
known to our legislators.

Five and a ha lf years later, 
Dan has moved on to become 
the Chief o f S ta ff o f the Demo
cratic Caucus o f the House of 
Representatives. SQ was able 
to interview Dan again. This 
time we asked him  w hat he 
thought the future had in store 
for the dealers o f Michigan  
and for himself.

SQ: H ow  do  y o u  th in k  
th e  “s to ry  o f th e  d e a le rs ” 
w as to ld  d u r in g  y o u r five 
a n d  a h a l f  y e a r s  a t  th e  
SSDA-MI?

DL: I think we personified 
th e  s to ry  of th e  d e a le rs . 
What we did, not only myself 
but my co-w orkers, w as to 
actually get the story out and 
have an impact on changing 
the lives of the dealers. The 
professionalism of the staff 
increased significantly  and 
w ith th a t p rofessionalism , 
we w ere ab le  to  do som e 
things th a t weren’t done be
fore.

I f  you p lay  th e  s te re o  
w ith o u t th e  sp eak e rs  you 
won’t hear the music. Like 
speakers, we played the role 
of amplifying the story. And 
while we d idn’t succeed at 
everything we did, we proba
bly had more public policy 
impact in the last five years 
than  we’ve had in the las t 
fifteen.

SQ: Do yo u  th in k  th e  
d e a le r s  o f M ich ig an  a r e  
h ea rd  c lea rly  now?

DL: There is no question 
that the dealers of Michigan 
have a louder voice and are 
heard clearly by legislators. 
The simple fact that they’re 
p lay e rs  in th e  po litica l 
a rena , supporting  and de
fending candidates, implies 
that. For example, when it 
costs a cand ida te  approxi
mately $100,000 - 150.000 to 
get elected  in a con tested

s ta te  re p re s e n ta t iv e  s e a t , 
unless they’re independently 
w ea lth y , c a n d id a te s  need  
h e lp  from  som eone . A nd 
because of th e ir  p a rticu la r 
in te re s t , th e  d e a le rs  have 
stepped in and helped a lot 
of R epresentatives and Sen
ators, who share some of the 
same views on things, to get 
e lec ted  or re -e lec ted . The 
d e a le rs  h av e  m ade  an

enormous im pact by taking 
an active role as opposed to 
a passive one.

SQ: W hile you w ere  a t 
th e  SSD A -M I, y o u  w e re  
en tire ly  com m itted  to  th e  
d e a l e r s .  H ow  d o  y o u  
th in k  y o u r  c o m m itm e n t 
h a s  changed  now?

DL: I don't think you can 
spend five and a half years of 
your life committed to some
thing, walk away, and ju s t 
forget it. W hen you have

developed so many personal 
relationships, they don’t ju s t 
disappear. But, obviously this 
is a new spin to my working 
life . I w ould  hope th a t  I 
would take the same fervent 
attitude to my job here, as I 
did a t the association. As for 
th e  f i r s t  five w eeks, th a t  
seems to be the case.

I am  s til l in te re s te d  in 
w hat happens to the service

s ta tio n  in d u s try  and  w hat 
h a p p e n s  to  th e  peop le  in 
the industry . I still talk  to 
members of the board about is
sues and about their families.

SQ: W hat do you  th in k  
th e  a s s o c i a t i o n  s h o u ld  
focus on now ?

DL: With everything that 
is coming down the pike, like 
the AET program, Stage II, 
and all th e  o th e r en v iro n 
m en ta l leg is la tio n , or 
whether or not the industry

is going to forge ahead w ith 
th e  below  co st s e l lin g  
bill, I don’t  th ink the associa
tio n  w ill w a lk  aw ay  from  
im portan t legislation simply 
due to a change in le a d e r
ship. I th ink  legislation will 
continue to be an im portant 
part of the SSDA-MI.

Benefits and services are 
a v ita l p a r t  of th e  assoc ia 
tion as well. T hat focus has 
to develop and continue to be 
strong.

SQ: Is  th e r e  a n y th in g  a 
d e a le r  c a n  do  to  be m o re  
in v o lv e d  w ith  a p a r t i c u 
l a r  e n v i r o n m e n ta l  is s u e  
th e y ’re  c o n c e rn e d  a b o u t?

DL: T he w ay to g e t in 
volved is back  hom e w ith  
your legislature. In my new 
job I have ta lk e d  to m any 
d o c to rs , h o sp i ta l w o rk e rs  
and insurance professionals 
who are concerned with the 
auto insurance reform pack
age and  th e  m ed ical m a l
p rac tice  liab ility  package. 
These people are personally 
involved. The issue may be 
different, but the way to get 
y o u r p o in t a c ro s s  is th e  
sam e. D ea le rs  should con
tinue to share their concerns 
w ith  th e ir  leg isla to rs back 
home.

SQ: W hat do  you th in k  
w ill be  th e  m a in  c o n c e rn  
o f d e a le rs  in  1993?

DL: I th ink survival will 
be a large concern for many 
sing le  s ta tio n  ow ners. The 
association plays the role of 
looking a t the  big p ictu re , 
legislatively. W ith the sup
p o rt o f d e a le rs  th ey  a re  
able to combat issues. When 
th e  association  needs help 
with donations, public hear
ings, or contacting your legis
la tu re ,  d e a le rs  shou ld  be 
involved and supportive. If 
we w ork to g e th e r  we 
can make things better. Also, 
as a business person in the 
1990’s you have to pay atten
tion to your business and the 
bottom  line . I t is g e tt in g  
tougher and tougher to make 
the kind of money th a t was 
made in the ’80’s.

Continued on page 20

I n 19 8 7 , D an (second from  right) is w elcomed  as S SD A -M I’s 
NEW EXECUTIVE DIRECTOR BY (LEFT TO RIGHT) PHIL B uCALO, 
EXECUTIVE BOARD MEMBER; GEORGE SCHUHMACHER, SECOND

V ice-President, and D ennis P elucci, past executive director .

Dan , in his new office at the H ouse of 
Representatives in the State C apitol.
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ENVIRONMENTAL UPDATE
By Terry Burns, SSDA-MI Acting Executive Director

Clean A ir Amendments

In 1990, Congress passed 
th e  C lean  A ir A m end
m ents to regu late  com

p o u n d s  t h a t  could  e ffec t 
the ozone. This bill brought 
u s  th e  re q u ire m e n ts  we 
now have on air conditioning 
se rv ice  an d  C F C ’s. Som e 
of the  o p e ra tio n s  th is  bill 
regulates are the Inspection 
and M aintenance, Stage II, 
and  the R eform ulated Gas 
programs. States may imple
m en t these  options w ith in  
th e ir  non-atta inm ent areas 
to  m ee t th e  15 p e rc e n t 
VOC reduc tion  th a t  is re 
q u ire d  by th e  a m e n d 
m ents.T he n o n -a tta inm en t 
a reas  of M ichigan a re  the 
G ran d  R ap id s/M u sk eg o n  
area to the west, and the De
troit Metropolitan statistical

area (at a minimum Wayne, 
O a k la n d , M acom b an d  
W ashtenaw  counties) in the 
Southeast.

These three controls have 
been ho t topics in th e  la s t 
four m onths and are going 
to  be d is c u sse d  d a ily  for 
the next 6 months. The fol
low ing  w ill b re a k  dow n 
th e s e  co n tro ls  in d e p e n 
dently, as they s tand  as of 
late February.
1. Inspection/M aintenance. 

T he AET p ro g ram , as 
we know it  today, m ust 
be u p g ra d e d . I t  only 
meets the absolute m ini
mum th a t was required  
8 y e a rs  ago. T h is  p ro 
gram has been discussed 
tirelessly and the conclu
sion is tha t the program

is doing w hat it 
w as in ten d ed  to 
do. The problem 
is t h a t  th e  p ro 
gram was not in
tended to do very 
m uch . T hose who 
a re  rev iew ing  th e  p ro 
gram see it as weak and 
inefficient, therefore, ad
vocate d ras tic  changes. 
This idea is fueled by the 
E.P.A. requiring I/M 240 
in  a test-on ly  (c e n tra l
ized) situation to receive 
fu ll c re d i t  from  an 
I/M program . In re tu rn  
for th a t  re q u ire m e n t, 
th e  S erv ice  S ta t io n  
D ea le rs  A ssocia tion  of 
A m erica, th e  N a tio n a l 
Automobile D ealers As
sociation and individual

I I

Vr
s ta te  a s so c ia tio n s , in 
cluding, the Service Sta
tion D ealers Association 
of M ichigan have filed 
su it against E.P.A.. The 
suit states:

-E.P.A. doesn’t have author
ity  to  m ake th e  ru le s . 
C lean A ir Act calls for 
th e  agency  to produce 
sm og-check guidelines, 
but leaves decisions up to 
the states.

-E .P .A .’s dem and  for cen 
tralized, test-only system

Continued on page 20

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 the SSDA-MI office: (517) 484-4096
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NEWS UPDATE
SSD A  E M P LO YE E  AN D  
SQ  E D ITO R  M O V ES O N

On January  15, 1993,
T ish  S keen , Director of 
Communications, Meetings 
and Conventions, notified 
President M ick K ild ea  th a t 
she had accepted the posi
tion of Majority Deputy Di
rector of Communications 
with the House Democrats. 
Her new job will be oversee
ing House publications, 
fund-raising assignments 
and event planning. She will 
be reporting to Director of 
Democratic Central Staff 
and former S tate Represen
tative, J im  K osteva.

M .U.S.T.F.A. UPDATE
Legislature voted to extend 

the MUST Fund to the year 
2000. There is still a lot of 
work to be done, but at least 
the fund is still alive. Without 
this legislation it would have 
died on February 8, 1993. See 
front page for details.

F A M IL Y  A N D  M E D IC A L  
LEAVE

The fam ily and m edical 
leave bill passed Congress in 
February. This bill allows for 
up to 12 weeks unpaid leave 
for employees when a child is

born or adopted, or in case of 
family illness. T h is  b ill on ly  
a ffec ts  co m p an ie s  w ith  50 
o r  m o re  e m p lo y e e s . The
majority of our members will 
not be affected by th is bill.

M IN IM U M  WAGE  
IN C R E A SE

C o n g re ssm en  w ho a re  
opposed to a wage hike will 
need to show th a t a wage in 
c re a s e  w ou ld  s t u n t  job  
growth in order to convince 
P re s id e n t C lin to n  th a t his 
support of a re-evaluation of 
the federal m inim um  wage 
would be detrim ental to his 
economic recovery plan.

N A T IO N A L  W E IG H T S  & 
M E A SU R E S W EEK

March 1 through 7 is N a
tional W eights & M easures 
Week, honoring the weights 
an d  m e a s u re s  in s p e c to rs  
who protect the public - con
sum er and m erchant alike. 
T h o u sa n d s  o f w eig h in g , 
m easuring , and tim ing  de
vices — all devices used in 
trade — are inspected for ac
curacy. This year m arks the 
155th ann iversary  of s ta te  
p rogram s, w hich have a s 
sured uniformity across the 
United States. Beginning in

1836, C ongress d irec ted  a 
set of standards, and then  in 
1838, a set of balances to be 
delivered to each governor.

F LAM M A BLE  & 
C O M B U STIB LE  
L IQ U ID S R U L E S

The Flammable and Com
b u s tib le  L iq u id s R u les  of 
M ichigan S ta te  Police F ire 
Marshall Division became ef
fec tive  on Ju ly  15, 1992. 
These rules provide technical 
s tan d ard s for handling  and 
s to ra g e  of flam m ab le  and  
combustible liquids.

Also, these rules effect the 
autom otive and m arine se r
vice station codes. These up
dated  rules effect new loca
tions or stations tha t are up
g rad ed . Also u n d e r  th e se  
rules, there are 3 changes re
quired by service stations to 
have  in place by J u ly  1st. 
They are as follows:
1. E ach  hose nozzle valve 

shall be equipped w ith a 
device to prevent sp lash
ing  of liquid  d u rin g  th e  
dispensing operation into 
a fuel tank of a motor ve
hicle (splash guards).

2. A new sign shall be con
spicuously posted in the 
dispensing area with the

fo llow ing  or e q u iv a le n t 
wording. “A person shall 
rem ain in attendance out
side of the vehicle and in 
view of the nozzle”

3. Each existing location shall 
h av e  a m in im u m  o f 2 
listed  fire ex tinguishers, 
one of which shall have a 
minimum classification of 
4A:20BC or a minimum of 
one listed fire extinguisher 
which shall have a m ini
m um  c la s s if ic a tio n  of 
4A:40BC.
Remember, July 1, 1993 is 

the deadline for all existing 
gaso line  o u tle ts  to com ply 
with these rules. If you have 
any questions please call the 
Service Station Dealers Asso
ciation of Michigan office.

N A T IO N A L
L E G IS L A T IO N

S. 338 is a new bill number 
for the Senate version of the 
amendments to the P.M.P.A.. 
S e n a to r  F o rd  and S e n a to r  
K ru eg ar of Texas introduced 
the bill and displayed support 
of having this bill passed as 
quickly as possible.

M ark up of this bill is de
pendent on the com m ittee’s 
schedule. ♦

Q-u e  s t  i o n s ?
One call w ill give you the answ ers.
Today's petro leum  in d u stry  is co m plica ted  b u sin ess. M ake  y o u r job e as ie r  by calling  
D avidson Sales & M ain ten an ce . Not on ly  do  we prov ide the  eq u ip m en t you need , but 
we provide know ledgeable  gu id an ce  a n d  service to help  you th rough  the  red  tape.

• Sales 8r in sta lla tion  of tan k s  an d  eq u ipm en t, 
featuring  G ilbarco  petro leum  eq u ip m en t

• Tank & line testing
• Tank rem oval & d isposa l
• E nvironm ental con su lta tio n
• Federal com pliance a ssis tan ce

mlchlgan
petroleum
a ssoc ia tion

We do it a ll for you!
24  Hour Service
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together, We Have The Power to Change 
Dur Industry 's Environment.

The Environmental Industry is young, and growing at a tremendous rate.
Within it, there are many reliable, ethical companies who stand ready to serve the needs of 
both our clients and our earth. In order to ensure our effectiveness, we must be as responsible 
about managing our industry as we are about managing our natural resources.

That's why the Michigan Environmental Consultants And Contractors Association was 
created just one year ago. Through MECCA, we can set professional standards and 
guidelines, report on the safety and quality of our member services, represent our industry 
before state and local governments, and much more. But the success of our organization, 
and our industry, depends on our ability to work together.

To find out more about MECCA, please call or fax our office today. Together, we can make 
certain our young, growing industry develops the influence and respect it deserves.

Michigan Environmental Consultants 
and Contractors Association

200 N. Capitol Ave. Suite 710 Lansing, MI 48933 (517)484-7745 F a x  (517) 484-1246



LAW TALK
By Mark Couscns, SSDA-MI Legal Counsel

Time To Sell

The sa le  of a go ing  
business is alw ays a 
com plex a ffa ir . The 

sale of a service station fran
chise is more than  that. But 
more and more dealers are 
beginning to recognize th a t a 
going business has a value. 
D ealers can realize  a high 
sale price for a lifetim e of 
work, but selling a business 
is not the same as selling a 
u sed  ca r. And th e  sa le  is 
made more difficult because 
a third party (the franchisor) 
m u s t co n sen t to th e  sa le . 
Let’s discuss ju s t w hat is in
volved in a sale, and w hat 
the law requires.

T erm s
The sale begins with a log

ical question: w hat is being 
sold? The sale will include, at 
a m in im um , th e  d e a le r’s 
goodwill. But it may also in
clude equipm ent, inventory 
and custom er lists. Each of 
these items is an im portant 
part of the transaction.

First, every sale includes 
the “the  blue sky." This is 
the value to be assigned to 
an intangible. It is the value 
of the location, the value of 
the repu tation  of the busi
ness, the value of the group 
of core; customers who regu
larly do business at the facil
ity. Assigning a value here is 
perhaps the most significant 
part of the bargain.

Second, most sales include 
ex is tin g  equ ip m en t. The 
dealer-owned equipm ent is 
often underpriced. It is used, 
and many purchasers do not 
need it. Still, tire  changers 
and emission testers are not 
cheap. And a selling dealer 
should not hesitate to seek, 
and a purchasing dealer be 
prepared to pay, a fair price 
for them. Telephone systems, 
cash registers, safes, comput
ers, and the like should not 
be overlooked. They, too, 
have value.

F in a lly , a sa le  w ill 
usually require a dealer to 
promise not to engage in a

s im ila r  b u s in e s s . T h ese  
"covenants not to com pete’’ 
are legal if they are reason
able. The te s t  is how long 
(for how m any years is the 
prom ise b ind ing) and  how 
wide (for how fa r from the 
station is the promise effec
tive). In th is industry , it is 
reasonable to expect a seller 
to require such a promise to 
last 3 years, and be extended 
to a 1 mile radius from the 
station. These promises are 
accompanied by the sale of 
existing custom er contracts 
(f lee t ch a rg es  and  tow ing  
contracts).

P ay m en t
Some sales are cash deals 

with all of the sale price paid 
in cash at closing. But most 
sales provide for paym ent 
over time. There is nothing 
inherently wrong with time 
paym ent. However, a such 
payment presents a problem 
for a selling dealer. O rdinar
ily, when a property is sold, 
a seller can hold a security 
interest in the property; The 
p ro p e r ty  can  be re ta k e n  
(foreclosed) if the purchaser 
defaults on payment obliga
tions. But th a t is not possi
ble in the sale of a service 
station.

The sale of a facility in 
cludes the transfer of a fran
chise to the purchaser. As
suming the supplier agrees, 
the pu rchaser will become 
th e  fra n c h ise e . A se llin g  
dealer may not foreclose on 
th e  p u rch ase r because  he 
may not dem and th a t  the 
supplier return  the franchise 
to the seller. T hus a seller 
cannot hold a security in ter
est in the property sold. But 
there m ust be some method 
to in su re  p ay m en t of th e  
sale price.

The best method of secu
rity is to take a mortgage on 
the se ller’s home But th is 
assumes tha t the seller owns 
a hom e, th a t  th e  hom e is 
w orth both th e  am oun t of 
the first mortgage, and the

portion of the sale price 3  
being secured. The sell- H  
ing  d e a le r  m u s t m ake ^  
sure tha t, if necessary, he 
can foreclose on th e  home, 
pay off the  f irs t m ortgage, 
and still receive enough to 
pay the am ount due on the 
sale.

T h is  o b se rv a tio n  is 
equally  re levan t to dealers 
w ho own th e i r  p ro p e r ty . 
While it is possible for such 
dealers to sell the land, and 
hold a mortgage on the land, 
dealers should not do so. A 
dealer will not w ant to hold 
a mortgage on land th a t may 
becom e c o n ta m in a te d . I t 
is a ll too p o ss ib le  for a 
purchaser to fail to m aintain 
the U.S.T. system, contam i
nate the property, and then 
d e fa u l t  on th e  p a y m e n t 
o b lig a tio n s . A m o rtg ag ee  
w ill no t w an t to foreclose 
on con tam inated  p roperty , 
as he will become responsi
ble for th e  e n v iro n m en ta l 
remedy.

The best solution here is 
to receive a very high down 
payment. Dealers with a lot 
invested  in a property will 
be less inclined to default on 
payment obligations.

T he A greem en t
O nce we know  w h a t is 

be ing  sold , and  w h a t th e  
price is, and how payment is 
secured it is imperative that 
the term s be w ritten  down. 
Too many sales are based on 
h an d  sh ak es . S a le  a g re e 
m ents should be complete, 
and not drafted by amateurs. 
The sale agreem ent should: 
describe the property being 
sold; the sale price; the pay
m en t te rm s; s e c u r ity  a r 
ran g em en ts ; th e  s ta tu s  of 
any claims against the seller; 
the sta tus of environmental 
conditions at the facility.

T he a g re e m e n t shou ld  
a lso  no te  th a t  th e  sa le  is 
subject to the approval of the 
franchisor. Down payment is 
received subject to approval 
of the sale.

T h e  F ra n c h is o r
A sa le  is a lw ays co n d i

tional. A dealer has the right 
to se ll a f r a n c h is e , b u t a 
franch iso r has the r ig h t to 
re fu se  to  a c c e p t th e  new  
franchisor. However, a fran
ch iso r m ay no t "u n reaso n 
ably’ refuse a transfer.

To receive approval for a 
s a le , th e  s e l lin g  d e a le r  
should first notify the fran 
ch iso r p rom p tly  p rov ide a 
copy of p e rtin e n t financia l 
re c o rd s , an d  o th e r  d a ta  
re le v a n t  to  th e  sa le . A nd 
th is should be accomplished 
qu ick ly . A fra n c h iso r  h a s  
60 days to  consider a p ro 
posed p u rch ase . H ow ever, 
th a t  tim e  does no t beg in  
to  ru n  u n ti l  th e  s u p p l ie r  
h as a ll of th e  in fo rm ation  
relevant to the sale. A sell
ing d ea le r should  not p ro 
long the process by delaying 
the production of necessary 
information.

R e jec tio n
The transaction  m ust be 

approved  by th e  su p p lie r . 
But the supplier may not be 
arbitrary  or unreasonable in 
its consideration of the m at
ter. The supplier must state 
its reasons for any rejection, 
and the reasons must be ra 
tional and valid. A rejection 
by a s e l le r  m ay be c h a l
lenged. A dealer may begin 
suit to attack a supplier’s re
jection of a sale.

T he r ig h t to  se ll a 
d e a le r ’s b u s in e ss  h a s  in 
sured th a t Michigan dealers 
are building equity in the ir 
businesses every day they  
operate. N um erous dealers 
have taken advantage of this 
opportunity in recent years. 
And many more will do so in 
the future. The trick is not 
in the sale. The trick is to do 
it right. ♦
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FEATURE ARTICLE
By Stephen B. Shaer

S urvival Issues Facing Independent 
S tation O perators

W h ile  m any  in d e 
p e n d e n t se rv ice  
s ta tio n  opera to rs  

have “hung it up’’ these past 
several years and others are 
wondering how to “hang on,” 
others are enthusiastic about 
th e  p o ss ib il it ie s  for th e  
decade ahead and beyond.

W ith o u t q u e s tio n , th e  
speed of change in the gaso
line station business is fast- 
paced, and the speed seems 
to be increasing each year.

E ven th o u g h  th e re  a re  
those seriously questioning 
w hether th is  is a business 
with a future, there are oth
ers who are taking the hur
dles, facing the industry  in 
stride. “It’s a business with 
all the same problems of any 
other business today,” com
ments Kevin Rooney of Wey
mouth, Mass., the operator 
of a chain of seven indepen
dent gasoline stations.

S u rv iv a l to d ay  m ean s  
dealing with a series of basic 
issues th a t  w ere v irtu a lly  
nonexistent a decade ago.

1. T he em p h as is  w ill be 
o n  b u s i n e s s  s k i l l s .  The 
gaso line s ta tio n  m ay well 
have been one of the last of 
the outpost for the nation’s 
“cowboys.” Owning a station 
gave th o u sa n d  of “l i t t le

guys” the opportunity to run 
their own lives, a chance to 
“call the shots,” to run their 
own show and not have to 
an sw er to  anyone. It w as 
their road to independence. 
Even with all the hard work, 
th is  independence is w hat 
brought them into the busi
ness and kept them there.

T oday’s serv ice  s ta tio n  
ow ner m ust be a business 
person first; A buyer, a m er
ch an d ise r , a s t r a te g is t ,  a 
p lanner, a m anager, a PR 
spec ia list. These business 
sk ills a re  e ssen tia l to s u r
vival in the highly competi
tive and changing consumer 
environment.

“F ly in g  by th e  s e a t  of 
your pants” won't do it. "Gut 
instinct” may be helpful but, 
today, a PC spreadsheet is 
as necessary as an electronic 
dispenser.

2. T h e  c o s t  o f  d o in g  
b u s i n e s s  is  z o o m in g  
h ig h e r .  G e ttin g  in to  th e  
business for "short money” is 
long gone. It takes substan
tia l resources to be in the 
se rv ice  s ta tio n  b u s in e ss  
today, and even more will be 
required in the years ahead.

W hether it’s taxes, fees, 
eq u ip m e n t, b u ild in g  and 
rem odeling  ex p en se s , or

UST COMPLIANCE 
SERVICES

ENVIRONMENTAL CORP

UST Closure / Removal •  C om pliance A ud its  
•  Experienced M USTFA C o n trac to r

REMEDIAL
SERVICES

Innovative  Soil and Ground W ate r Clean Up 
P rogram s •  B iologic T rea tm ent •  Therm al 
T rea tm e n t •  Soil Venting  •  Soil F lushing

TECHNICAL
SUPPORT
SERVICES

E nvironm enta l S ite  Assessm ents • Technical 
D rilling  Services •  Field A n a ly tica l Lab •  40  Hour 
OSHA Trained S ta ff

CALL TO DAY 1 8 0 0 - 6 6 9  0 6 9 9
Corporate Offices With Additional Offices
2201 W o lf Lake Road Throughout The
M uskegon . M l 4 9 4 4 2 -4 8 4 5  Great Lakes
6 1 6  788  5 5 5 8  Region

environm ental rem ediation 
work, the price tag is soar
ing sky high for the indepen
dent service station owner.

At the very top of every
one’s list are environmental 
is su e s . At every  in d u s try  
meeting, it’s the number one 
topic of discussion. The fear 
can s tr ik e  deep, since the 
cost of site cleanup can run 
up to $500,000 or more. And 
with government trust funds 
to assist with the work run
ning out, the prospects are 
frightening.

At the same time, compe
ti t io n  on one side  and  
regulators on the other are

fo rc ing  ow n ers  to spend  
eno rm ous d o lla rs  on new 
equipm ent and m oderniza
tion programs.

New tan k s  can now run 
from $150,000 to $200,000. 
Four electronic dispensers, a 
canopy  and  an  up g rad ed  
building might add another 
$150,000 to $200,000 to the 
bill! There are also the com
plex issues related to gain
ing approvals and licenses. 
T hese can be some of the  
most costly process in terms 
of both time and money, re
quiring a level of expertise 
(and patience) th a t is noth
ing less than astounding.

Tracer Tight® No Down Time 
Tank and Pipeline Leak Tests

No iterruption ol service.
No overfill; no topping oil tanks.

Tests any lank size and pipeline length.
Michigan Stale Police Marshal Approved.

Reliable lor any type ol fuel. oil or chemicals.
Delects and locates leaks as small as 0.05 gph.

Third party evaluations surpass EPA requirements 
Method is on the EPA list ol accepted tests October 1991 

Does not subject tanks to any structurally damaging pressures

SUNRISE TANK TESTING
A licensed Tracer Tight Leak Detection Affiliate

Royal Oak (313) 435-5840
Evart (616) 734-2363

A New Doy 
A Better Woy

. N W /
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3. T h e r e ’s g o in g  to  be  
in c r e a s e d  c o m p e t i t io n .
Posted price signage is com
mon today. In fact, the cus
tom ers are wary of the s ta 
tion th a t does not announce 
its prices to the world.

This is ju s t one indicator 
of g row ing  co m p e titio n . 
More is on the way. When it 
comes to repairs, for exam 
ple, the auto m anufacturers 
have decided tha t they want 
their dealers to get a much 
bigger piece of the pie. Ex
tended w arranties drive con
sum ers back to the deale r
ships for service!

B esides, c a rs  today  re 
quire far fewer light bulbs, 
spark  plugs, belts, tire  re 
p a irs , c a rb u re to r  a d ju s t 
m en ts  — th e  th in g s  th a t  
were the bread and butter of

th e  serv ice  s ta tio n  re p a ir  
business. At the sam e time, 
th e  au to  serv ice  sp ec ia lty  
shops are taking more of the 
tune-up , b rake , oil change 
and lube business away from 
the gasoline station.

This calls for additional 
profit centers, new ways to 
a ttrac t the customer's dollar. 
This is where the com bina
tion gasoline station, conve
nience store, car wash, dry 
cleaner, garden cen ter con
figuration comes in. And this 
includes a marriage between 
c h a in s  such  as D u n k in ’ 
D onu ts, B u rg e r K ing and 
McDonald’s.

The ability to understand 
and anticipate trends and to 
manage a complex enterprise 
is demanding and it will be 
even more so in the future.

4 . D e a l e r s  m u s t  d e 
v e lo p  so lid  s u p p l ie r  r e la 
tio n s h ip s .  The direction in 
ev e ry  a re a  of b u s in e s s  is 
the same — fewer and fewer 
suppliers. With refining cost 
climbing, the pool of compa
n ies  c ap ab le  of p ro v id in g  
the necessary capital is get
ting  sm aller. And th is  will 
continue.

The m essage is clear. It 
won’t be possible to bounce 
from one supplier to another 
in th e  y ea rs  ahead . In the 
p a s t, i t ’s been poss ib le  to 
m ak e  ch a n g e s  e a s ily  and  
q u ick ly , b u t th i s  day  is 
drawing to a close.

The em erg ing  th em e  in 
th e  g a so lin e  b u s in e s s  is 
the sam e one th a t’s spread
ing across o th er sec to rs of 
the business community: we 
a re  a ll in  th is  to g e th e r , 
supp liers and sta tion  own
ers. In effect, individual suc
cess is dependent upon de
veloping relationships. This 
involves tak ing  tim e to u n 
derstand  each o ther’s prob
lems and to get over adver
sarial attitudes.

5. S ta t io n s  m u s t  p r e 
p a re  fo r th e  a d v e n t o f a l
te r n a te  fu e ls . We have all

w atched m ost of the sm all, 
local and independent appli
ance stores disappear, along 
w ith m any of th e  sm all, lo
cally owned banks, clothing 
shops and grocery stores.

Looking ah ead , i t ’s ev i
den t in both the short- and 
lo n g - te rm , th a t  a l t e r n a te  
fuels to gasoline are on the 
w ay. W h e th e r i t ’s n a tu ra l  
gas — or som ething else — 
new  fu e ls  w ill be e n e rg y  
sources for vehicles.

W h a t e ffec t w ill t h e s e ’’ 
fuels have on th e  indepen 
den t service s ta tio n  o p e ra 
tion  — an d  o p e ra to rs?  To 
say th a t th e  day of reckon
ing is a long way off or will 
never happen  reveals to tal 
ignorance. To ignore the di
rection th a t fuels are taking 
is to co u rt d is a s te r . W hat 
should the independent s ta 
tion ow ner be p lann ing  for 
w hen it com es to  th e  new 
fuels? R ight now, find ou t 
e v e ry th in g  you can ab o u t 
the fuels.

T h ese  five is su e s  a re  
some of the key survival fac
tors influencing the destiny 
of the independent gasoline 
station operators. ♦

L o o k in g  a h e a d ,  i t ’s  e v i d e n t  in  
b o t h  t h e  s h o r t -  a n d  lo n g - t e r m ,  
t h a t  a l t e r n a t e  f u e l s  t o  g a s o l i n e  

a r e  o n  t h e  w a y . W h e t h e r  i t ’s  
n a t u r a l  g a s  —  o r  s o m e t h i n g  

e l s e  —  n e w  f u e l s  w i l l  b e  
e n e r g y  s o u r c e s  f o r  v e h i c l e s .

Spring 1 9 9 3
Alternate Fuels 

T est
New! v  F1 Light Vehicle—

Compressed N a tu ra l Gas

R e g i s t r a t i o n  Deadl ine 
April a, 1 993

National Institute tor AUTOMOTIVE SERVICE EXCELLENCE 
13505 Dulles Technology Dr., Herndon, VA 22071 

703-713-3800

Spring 1 9 9 3  
Automobile Tests

▼  A 1 E n g i n e  R e p a i r

V  A 2 A u t o m a t i c  T r a n s m i s s i o n /  
T r a n s a x l e

▼  A 3 M a n u a l  D r i v e  T r a i n  a n d  
A x l e s

▼ A 4 S u s p e n s i o n  a n d  S t e e r i n g

▼  A 5 B r a k e s

T  A G E l e c t r i c a l  S y s t e m s

T  A  7 H e a t i n g  a n d  A i r  C o n d i t i o n i n g

▼  A 8 E n g in e  P e r f o r m a n c e

Registration Deadline 
April 2, 1 993

National Institute for AUTOMOTIVE SERVICE EXCELLENCE 
13505 Dulles Technology Dr . Herndon, VA 22071 

703-713-3800
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PRO-TANK TECHNOLOGIES, INC.

“It is important 
to us to minimize 

your risk and 
liabilities”

SCAT
0  ) SERVICES:

M E M B E R

• Above and Below Ground Tank Removal
• Above and Below Ground Tank Installation
• Environmental Drilling & Sampling
• Environmental Clean-Up
• Storage Tank Tightness Testing
• Complete Fueling System Design

WARREN, MICHIGAN 
24925 Mound Road 

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

Fax: (313) 757-4824

UTICA, MICHIGAN 
54001 Van Dyke 

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

Fax: (313) 781-7150



EDITORIAL
By Mick Kildea, SSDA-MI President

Terry B urns Is  
SSDA-MI’S N ew A cting 

Executive D irector

U pon notice of the re 
cent re s igna tion  of 
E x e c u tiv e  D ir e c 

to r  D an  L oepp , the SSDA- 
MI Board of Directors estab
lished the Assessment Com
m itte e , c h a ire d  by P a s t -  
P re s id e n t P h il B ucalo , to 
review the sta tus and direc
tion of the association. The 
com m ittee focused on p re 
serving continuity and mov
ing forward on issues th a t

are im portant to the success 
of our m em bers, and  a fte r 
m uch  c o n s id e ra t io n , th e  
committee unanim ously de
cided  to d e s ig n a te  T e r r y  
B u rn s  as Acting Executive 
D irector, effective Ja n u a ry  
20, 1993.

Terry has been w ith the 
a sso c ia tio n  since  M ay of 
1990. His working knowledge 
of our m em bership services 
as well as h is o u ts tan d in g

h isto ry  w ith regu la to ry  af
fairs m akes Terry the most 
qualified for the position. His 
ability to handle the adminis
tra tive  and legislative busi
ness for the Board and our 
m em bers h as  been proven 
th ro u g h  h is  d ed ica tio n  in 
the past.

The Assessment Commit
tee has g rea t confidence in 
Terry’s abilities, and the deci
sion to  p lace h im  in th is

position  h a s  been  w ell r e 
ceived. The dedication  and 
p ro fe ss io n a lism , th a t  h a s  
been shown by the entire staff 
during  th is tran sitiona l pe
riod, proves th a t the proper 
decision was made. As the As
sessm ent Committee contin
ues its review, you can be as
sured th a t the proper steps 
will be taken to guide the Ser
vice Station Dealers Associa
tion to a successful future. ♦

PRECISION
TANK TESTING

DAYS, NIGHTS, AND WEEKENDS

•  EPA APPROVED AND CERTIFIED
•  FAST, PROFESSIONAL SERVICE
•  LINE TESTING
•  LOW RATES, FREE ESTIMATES

CALL COLLECT TODAY 
(616) 459-8255

VISSER’S
TANK TESTING, INC.
1130 ARIANNA N.W. 

GRAND RAPIDS, Ml 49504

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  

1-800-532-9276 
FAX (313) 487-4316
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SOCIAL SECURITY TALK
By William M. Acosta, Copley News Service

Receiving M ilitary B enefits 
A nd S ocial S ecurity

Q. I r e c e i v e  m i l i t a r y  
r e t i r e m e n t  p a y  fro m  th e  
N av y . I a ls o  am  e l ig ib le  
f o r  r e t i r e m e n t  b e n e f i t s  
from  Social S ecu rity . Will 
I b e  o f f s e t  b e c a u s e  I 
r e c e iv e  m i l i t a r y  r e t i r e 
m en t pay?

A. You can get both Social 
Security  benefits and m ili
ta ry  retirem en t. G enerally, 
there is no offset of Social Se
cu rity  b e n e fits  because  of 
you r m ili ta ry  re t ire m e n t. 
You’ll get your full Social Se
curity benefits based on your 
earnings.

However, your Social Se
c u rity  b e n e fit m ay be r e 
duced if you also receive a 
governm ent pension based 
on a job in which you didn’t 
pay Social Security taxes.

Q . I a m  75 y e a r s  o ld  
a n d  r e c e n t l y  b r o k e  m y 
h ip . I am  rece iv in g  sk illed  
h o m e  h e a l t h  c a r e .  W ill 
t h i s  b e  c o v e r e d  u n d e r  
M edicare?

A. Yes. If you need skilled 
health care in your home for 
the treatm ent of an illness or 
in ju ry . M edicare  pays for 
covered home health services 
furnished by a participating 
home health agency.

To qualify, you m ust be 
homebound, need part-tim e 
or in term ittent skilled nurs
ing care, physical therapy or 
speech  th e ra p y . You a lso  
m ust be under the care of a 
physician  who de te rm ines 
th a t  you need home hea th  
ca re  and  s e ts  up a hom e 
health-care plan for you.

Q. B o th  m y h u s b a n d  
a n d  I w ork  an d  pay  Social 
S e c u rity  tax es . O n w hich  
reco rd  w ill my ben efits  be 
based .

A. You will receive bene
f its  based  on you r w ork 
reco rd  if you w ork long 
enough under Social Security

usually 10 years to be en
titled to benefits. If your hus
band's benefit is more than

y o u r own Social S ecu rity , 
you w ill re ce iv e  an  a d d i
tional am ount on your hus
band’s record.

Q. Do I n e e d  a  la w y e r  
to  a p p ea l a  d ec is io n  m ad e  
by S ocial S ecu rity ?

A. No, bu t if you do hire 
one to  r e p re s e n t you, you 
should be aw are th a t Social 
Security decides in advance 
how much money the lawyer 
can charge you.

Q. I p la n  o n  r e t i r in g  in 
A u g u st 1992. I w ill m ak e  
$42,300, w h ic h  in c lu d e s  
m y ov ertim e , s ick  a n d  a n 
n u a l leave . Will I be  ab le  
to  rece iv e  a n y  ch eck s  th is  
yea r?

A. Yes. A special rule ap
plies to your earnings for one 
year, usually your first year of 
retirem ent. U nder this rule, 
you can receive a full Social 
Security check for any month 
you are “retired,” regardless 
of your yearly earnings.

Y our e a rn in g s  m u s t be 
under a monthly lim it. The 
monthly lim its in 1992 are: 
*Age 65 th rough  69, $850. 
*Under age 65, $620.

We count your wages in 
th e  m on th  you e a rn  th e  
money, not the m onth  you 
are paid.

If you w ant more infor
mation on how earnings af
fect your retirem ent benefit, 
call us to ask for a copy of 
the fact sheet “How Work Af
fects Your Social S ecu rity  
Benefits.” The toll free num 
ber is (800) 772-1213.

Q. My h u s b a n d  is  67 
y e a rs  o ld  a n d  I’m  47 y ea rs  
o ld . We h a v e  b e e n  m a r 
rie d  fo r 21 y ea rs  a n d  he  is 
c u rre n tly  rece iv in g  Social 
S e c u r i ty  b e n e f i ts .  I f  m y 
h u sb an d  d ies  befo re  I do, 
w il l  I b e  e l ig ib le  to  r e 
ceive h is  benefits?

A. You can only be eligi
ble as a widow if: *You are 
60 or older. ’You are 50 or 
older and disabled. *At any

age if  you a re  caring  for a 
child under 16 or a disabled 
child.

Q. I c u r r e n t l y  l iv e  
a lo n e , b u t  I am  h a v in g  a 
h a r d  t im e  l iv in g  o n  th e  
S u p p le m e n ta l  S e c u r i t y  
I n c o m e  t h a t  I r e c e i v e .  
W h a t w o u ld  h a p p e n  i f  I 
m o v e  in  w ith  m y  f r ie n d  
w ho  is on  SSI?

A. I t  is very  im p o rta n t 
th a t you notify Social Secu
r i ty  any  tim e  th e re  is a 
change in  your ad d ress  or 
living arrangements.

Since you are both receiv
ing SSI, it is assum ed th a t 
sharing is involved. We will 
need your friend’s Social Se
c u r i ty  n u m b e r w hen  you 
move, and we may ask you 
m ore q u es tio n s  re g a rd in g  
your living arrangement.

The am ount th a t you re
ceive wouldn’t go down if you 
are both receiving SSI.

Q. In  th e  M ed ica re  l i t 
e r a t u r e  th e y  k e e p  m e n 
t io n in g  a  b e n e f i t  p e r io d . 
W hat is a  b en e fit p eriod?

A. A benefit period is a 
way of measuring your use of 
Medicare Part A services.

A benefit period, which 
a p p lie s  to  h o sp ita l and  
skilled-nursing facility care, 
begins the day you are hospi
ta lized  and ends a fte r  you 
have been out of the hospital 
or skilled-nursing facility for 
60 days in a row.

It also ends if you remain 
in a skilled-nursing facility 
but do not receive any skilled 
care there  for 60 days in a 
row. There is no limit to the 
num ber of benefit periods 
you can have.

Q. M y n e t  e a r n i n g s  
f ro m  s e l f - e m p lo y m e n t  
w ill be  le s s  th a n  $400 in  
1992. Is th e re  any  w ay of 
s till co u n tin g  th is  fo r So
c ial S ecu rity  pu rposes?

A. The optional method 
can be used if  you r gross 
earnings are $600 or more.

or when your profit is less 
than  $1,600. You can use the 
o p tio n a l m eth o d  no m ore 
than  five times. Your actual 
net m ust have been $400 or 
more in a t least two of the 
la s t  th re e  y ea rs , and your 
n e t e a rn in g s  m ust be less 
than two-thirds of your gross 
income.

Q. I h ave  b o th  p a r ts  o f 
M ed ica re . Will I be e lig i
b le  fo r  h o s p ic e  c a r e  i f  I 
n eed  th is  coverage?

A. Hospice Care is avail
able only if:

*The patient is eligible for 
Medicare Hospital Insurance 
(Part A).

*The patients’ doctor and 
the hospice medical director 
certify tha t the patient is te r
minally ill.

*A w ritten plan of care is 
estab lished  for the p a tien t 
and regularly reviewed.

*The patient receives care 
from a M edicare-approved 
hospice program.

Q. W ho is  n o t co v ered  
u n d e r  S o c ia l  S e c u r i ty  
coverage?

A. The following workers 
a re  no t covered by Social 
Security:

*Most federal employees 
hired before 1984 (but begin
ning January  1, 1984, they 
are subject to the Medicare 
hosp ita l in su rance  p a rt of 
the Social Security tax).

Q. My 49 -y ea r-o ld  s i s 
te r  re c e n tly  lo s t h e r  h u s 
b a n d . S h e  t e l l s  m e t h a t  
s h e  i s n ’t  e l ig ib le  f o r  
w idow ’s benefits . Why?

A. Social Security  pays 
widow’s benefits to surviving 
spouses who are  age 60 or 
o lder, 50 if  d isab led , or 
at any age who have a child 
of the worker under age 16 or 
disabled, in her care. Unless 
your sister had, in her care, a 
child under 16 or disabled, 
who is entitled to child’s ben
efits, she would not be eligi
ble for widow's benefits. ♦
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By Larry Wright, L. A. Wright, Inc.

You And T he P a y r o l l  Law

P erhaps the most m is
u n d e rs to o d  p a r t  of 
running a business is 

complying with payroll laws.

wages. Employers agreed to 
pay a lm ost $33 m illion  in  
minimum wages due to more 
than  250,000 employees and

u n io n  c o n tr a c ts  
m ee tin g  ce rta in  r e 
quirements.

5. Law  e n fo rc e m e n t
To u n d e rs tan d  payroll a d 
ministration you first need to 
understand the mechanics of 
the law. This article is sim
ply meant to introduce you to 
some of those guidelines and 
encourage you to look closer 
for rules th a t apply to your 
personal situation.

T he F a ir  L abo r S ta n 
dards Act (FLSA) w as e n 
acted in 1938 as a p a rtia l 
remedy to the Depression. It 
specifies a m inim um  wage, 
requ ires overtim e pay and 
re s tr ic ts  ch ild  labo r. The 
purpose was to spread em 
ployment by placing finan 
cial p ressure on employers 
via overtime pay and to com
pensate employees for work
ing lengthy hours.

S evera l la te r  A cts and  
A m en d m en ts  a lte re d  th e  
scope and requ irem en ts of 
th e  FLSA. The P o rta l- to - 
P o rta l Act of 1947 m ade 
time spent by employees on 
c e r ta in  ta s k s  befo re  and  
after the workday non-com- 
pensatable under FLSA. The 
Equal Pay Act of 1963 pro
h ib ited  wage d iffe ren tia ls  
based  on sex for w orkers 
covered by the FLSA. F u r
th er several Acts officially 
amended the FLSA by over
hauling its coverage provi
sions, increasing the m ini
mum wage, clarifying over
time requirem ents and en 
hancing enforcem ent pow
ers. (All th is  because th e  
government wanted to influ
ence employers to give less 
time to some employees and 
spread employment opportu
nities over a larger base.)

Despite this long history 
of c la rif ica tion , confusion 
about the FLSA and result
ing noncompliance still ex
ists. A recent Department of 
Labor report indicated that 
in one year over 73,000 com
pliance investigations were 
conducted. These investiga
tions disclosed more th an  
130,000,000 in u n p a id

m ore th a n  $54 m illio n  in  
overtime owed to ju s t fewer 
than  250,000 employees.

This commentary is to en
courage em ployers to m eet 
the basic minimum wage and 
overtime requirements of the 
FLSA. Overtime pay is proba
bly the most complicated as
pect of the FLSA. Some of the 
calculations and guidelines 
are outlined below. The FLSA 
covers employees engaged in 
in te rs ta te  commerce, those 
working for enterprises tha t 
do over $500,000 per year in 
gross sales, residen tia l em
ployees and employees of or
ganizations involved in the 
educational and hospital sys
tem regardless of the amount 
of volume of business th a t 
they  do, and  em ployees of 
public agencies.

However, some em ploy
ees a re  ex em p t from  th e  
FLSA and it is im portant to 
you to know who th ey  a re  
and how to determine those 
exempt individuals. Exempt 
employees generally fall into 
four categories :

1. Executive
2. Administrative
3. Professional
4. Outside Salesperson 
T here  a re  p a rtia l ly  ex 

empt employees allowed for 
the following groups :
1. Commissioned employees 

of retail or service estab
lish m e n ts .(T h is  is e x 
tremely im portant to the 
service station dealer.) 
C om m issions qualify  as 
overtim e pay if  : a) the 
em ployees re g u la r  ra te  
exceeds 1 1/2 of the mini
mum wage AND bt more 
than  one half of the em 
ployees compensation is 
from commissions.

2. Private hospital and nurs
ing home employees.

3. Employees of wholesale 
p e tro leu m  d is tr ib u to r s  
m eeting certain  require
ments.

4. Employees working under

a n d  f ire  f ig h tin g  
personnel.
Employers subject to the 

FLSA  m u s t k eep  re c o rd s  
concerning wages, hours and 
other employment practices, 
and  specified personal em 
p lo y m en t d a ta .  R eco rds 
m ust be kept for exempt em 
ployees also in order to mon
ito r w hether qualifications 
for an exemption exist.

Specifically, an employer 
m ust m aintain and preserve 
records showing the follow
ing information :
1. Employees full name and 

social security number.

2. Home address
3. Date of b irth
4. Sex  a n d  o c c u p a tio n  in  

w h ich  th e  em p lo y ee  is 
employed.

5. Tim e and  day on w hich 
work week begins.

6. R e g u la r  h o u rly  r a t e  o f 
pay, th e  b asis  on w hich 
wages are paid and regu
la r ra te  exclusions.

7. H ours worked each work 
d ay  an d  to ta l  h o u rs  
worked for the week.

Continued on page 21

TANK TESTING W HEN YOU 
W ANT 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
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MONEY TALK
By R.J. Ignelzi, Copley News Service

S mall Claims A re B ig

W h a t do a m an who 
ate a bug infested 
ch o co la te  b a r , a 

w om an who fell in a hotel 
b a th tu b , an d  a guy who 
wants his old prosthesis back 
have in common? They’re all 
mad as hell, and they’re not 
going to  ta k e  it  anym ore. 
T hey’re  ta k in g  it  to sm all 
claims court instead.

C ontending a candy bar 
made him so ill th a t he lost 
his job and then  his a p a rt
m en t, a m an  is su in g  th e  
candy’s m an u fac tu re r and 
th e  d ru g s to re  w h ere  he 
bought it for the maximum 
$5,000 . T he w om an who 
slipped and fell in a hotel 
bathtub says the hotel is at 
fau lt for failing  to provide 
p ro tective b a th  m ats. She 
w ants the hotel to pay for 
her medical trea tm en t and 
the work she missed.

And, the debilitated fellow 
says his orthopedic surgeon 
did no t r e tu rn  th e  fau lty  
prosthesis after it was surgi
cally removed from his knee. 
He got a new one but wanted 
the old one back. He’s asking 
for its return or $5,000.

These th ree d isgruntled  
folks are among the growing 
num ber of people who are 
settling their disputes in the 
rea l-life  “People’s C o u rt.” 
E x p e rts  ch a lk  up th e  in 
crease to the growing popu
larity of this “bargain base
ment" court system.

F i r s t  o f  a l l ,  s m a ll  
c la im s  c o u r t  is  c h e a p  A 
plaintiff (the one suing) pays 
$15 to file a claim and an 
o ther $5 to have the court 
send the claim by certified 
mail to the defendant (the 
one be in g  sued ). T h a t 's  
roughly one-fourth the cost 
in h ig h e r  c o u rts . S ince 
lawyers are not allowed in 
the small claims courtroom 
there are no expensive legal 
fees as in higher courts.

S m all c la im s  c o u r t  is 
qu ick , e ff ic ie n t an d  s im 
ple. By law, your court date 
must be within 40 days of the 
time you filed your claim - a 
fraction of the time it takes 
to g e t your case h ea rd  in

Municipal or Superior Court. 
A postponement cost $10.

Since it  does not decide 
c rim in a l m a tte r s ,  sm all 
claims court is essentially a 
court for fights about money, 
where neither party has done 
anyth ing  illegal they  ju s t 
disagree. The proceedings are 
basic: You tell your side, the 
other person tells his or hers. 
If you win you’re awarded the 
am oun t of money it  would 
take to set you righ t (up to 
$5000). You don’t get extra 
money for being sad, angry or 
hav ing  your em otions d is 
rup ted , o therw ise know as 
“pain and suffering.” The en
tire hearing can be over in a 
m atter of minutes.

S m a l l  c la im s  s t a k e s  
a r e  no  lo n g e r  sm a ll. The 
lim it on small claims cases 
were raised from $2,000 to 
$5 ,000  in J a n u a r y  1991. 
There are other limits, how
ever. While there is no limit 
on th e  n u m b e r of sm a ll 
claims suits you may file in 
a year, only two can be for 
more than $2,500 each. Also, 
if  you file m ore th a n  12 
claim s per year, the filing 
fee doubles to $30.

In  th is  to u g h  econom y 
more people are willing to go 
to court to get w hat’s owed 
them.

“Before the recession, if it 
w as a m a t te r  o f a couple 
hundred dollars, a lot of peo
ple would let it go. Now they 
go to court for the money, 
because  they  need  th e  
money,” said Ju d ith  Crow
ley, a lega l a d v is e r  to  a 
sm a ll c la im s co u rt. Of 
course, th a t doesn’t always 
m ean they re going to get 
their money - or get it easily, 
anyway. “G etting  a ju d g e
m ent is the easy part. Col
lecting it is more difficult,” 
Crowley said.

Now, for th e  dow nside. 
Although this court system is 
less expensive and time-con
suming than the other court, 
it may not be right for you.

Before taking your beef to 
sm all c la im s c o u rt, i t ’s 
im portan t to consider the 
following drawbacks.

T h e  c o u r t  d o es n o t e n 
fo rc e  a  sm all-claim s ju d g 
m en t, w hich m eans if  you 
w in  y o u r c a se , i t ’s up  to 
you to recover th e  m oney 
owed you.

“By not h iring  an a tto r
ney for sm all claims court, 
you put th a t burden on your
self,” Crowley said. “Small 
claims court is not the place 
to go if you need your money 
rig h t now. I t  doesn’t work 
th a t  w ay, and  you should  
know th a t going in.”

In fact, a tto rn ey  R alph 
W arner, au th o r of “E very
body’s G uide to  S m all 
C laim s C ourt” (Nolo Press) 
says th a t before you consider 
suing in small claims court, 
determine if you’ll be able to 
collect. If it looks doubtful, 
skip the suit.

“I t ’s easy  to  g e t you r 
money if you’re suing some
body and you know w here 
th ey  w ork. You can have 
their wages garnished or tap 
the till (h ire  a m arshal to 
stand  in the place of busi
ness and physically confis
ca te  enough  cu sto m er r e 
ceip ts to recover the ju d g 
m ent.) Those a re  no prob
lem”, W arner said.

I t’s th e  o th e r  guys th a t  
c a u se  p ro b lem s. W hat do 
you do about the unlicensed 
contractors operating out of 
their back pocket or the re
pairm an who does business 
ou t o f a b e a t-u p  p ickup  
truck . They don’t have an 
obvious cash  sou rce , and  
their income is otherwise so 
low i t ’s exem pt. So if you 
know you’re not going to be 
ab le  to  g e t you r m oney, 
what’s the point?

In  sm all c la im s c o u rt , 
the plaintiff does not have the 
right to appeal a judgement - 
but the defendant does. This 
means if you’re suing the dry 
cleaners for ruining your new 
suit and the judge says the 
cleaners weren’t to blame 
it’s over. You go home grum
bling and em pty handed . 
However, if the judge says 
th e  dry c leaner w as at 
fault the cleaner can appeal 
the ruling.

“The plaintiff should un
derstand  the lim itations of 
small claims court from the 
beginning,” Crowley said. “If 
you’re no t happy  w ith  th e  
judgement, the most you can 
ask for is to get it reconsid
ered by the court. And th a t’s 
extremely rare.”

Sm all c la im s c o u rt can  
g e t  v io l e n t .  “T he sm all 
claims court environment is 
one of the more potentially 
volatile anywhere in the ju 
dicial system ,’ said a small 
claims court commissioner. 
“There’s no attorney acting 
as a b u ffe r be tw een  th e  
court and the individual in 
sm a ll c la im s. People  a re  
dealing with each other, one 
on one, w ith all th e ir fru s
tr a t io n s ,  a n g e r, fe a r and  
lack of knowledge of the law 
and often the procedure.’

“I t’s not uncommon,” he 
say s , “for people  to b u rn  
other people with cigarettes 
in the hallway, slash tires in 
the parking lot or threaten  
bodily injury or death in the 
courtroom.”

M arshal Darryl Leapart, 
bailiff for San Diego small 
c la im s co u rt, say s he is 
called on to act as a referee 
and protector every day.

“There are scuffles all the 
time,” Leapart said, pointing 
to a patched wall outside the 
courtroom, where an angry 
litigant had put his fist. “At 
least once a day, I have to 
walk someone to th e ir car 
a fter they leave the cou rt
room because they’ve been 
threatened or there is a risk 
of violence.’

F in a lly , your case may 
be assigned to a temporary 
judge (pro tern) in stead  of 
the commissioner who usu
ally officiates over the court.

The pro terns are lawyers 
who v o lu n te e r  to  act as 
ju d g es  for sm all cla im s 
court. Although many people 
don't mind having a pro tem 
preside over their hearing, 
others do

“I've served as a pro tem, 
and I still wouldn't take one

C o n tin u e d  on  pa c e  17
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SS DA-MI
ANNUAL CONVENTION 

& TRADE SHOW

AUGUST 22-25,1993

K - S a i / f

“Deafen and their famities are invited to attend this year 's annual convention. 
“Every year our convention yets more exciting. “The heautifuf ParkPlace ‘.Hotel, 
located in the heart o f the frau d  “Traverse region, offers 30 area goff courses, 
shopping, fra u d  Traverse ‘Bay, and events for the entire famity. The ‘Park 
Place Dote l  was the site of SSDUTAf I's 1991 convention. “We loved it then 
and we'lltove it even more this year. Ptease join us.

FOR MORE INFORMATION 
CALL THE SS DA-MI OFFICE 

AT (517) 484-4096.

3SDA
Service Station Dealers Association



ASK ABOUT OUR VAC-SERV® 
COIN-OPERATED VACUUMS!

THE NO-COST, NO-EFFORT 
WAY TO INCREASE 
YOUR PROFITS
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.
Authorized Independent Distributor for AIR-serv 

1 - 8 0 0 - 8 7 8 - 1 1 0 0

SALES •  SERVICE •  PARTS •  INSTALLATION

MELLEMA’S
SERVICE STATION MAINTENANCE, INC. 

11644 S. Greenville Rd. 
Belding, Michigan 48809

616-794-2330 FAX 616-794-2606

m lrlilrjnn  
p r i  m in im i  
nssncln tlnn

Total Containment/Enviroflex 

Bennett Gasboy Red Jacket 

0/C -  ZORN -  Clawson Tanks 

EBW Hoists Emco Wheaton 

Certified Tank & Line Testing

3SDA
Service Station Dealers Association

VISA

SSDA & COMERICA BANK JOINTLY OFFER 
LOWER MERCHANT 

VISA & MASTERCARD RATES!

Isn’t it time to take advantage of a program that saves you 
m oney? C om erica 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 550.

3 .72% V o ic e /E le c tro n ic  T ic k e t C a p tu re  and  
Voice/Paper.

Call Comerica Bank s Sales Department at 
1-800-932-8765 for more details.
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Money Talk
Continued From P age 14

i f  I w as g o ing  to  sm a ll 
claims court,’" said W arner. 
“T hese law y ers  ju s t  do n ’t 
know th e  law s as well and 
are not as prepared to make 
a decision  as a ju d g e  who 
h ea rs  th ese  k inds of cases 
day to day.’"

If, when you get to your 
courtroom, you are told a pro 
tern will hear your case, you 
have the option of refusing 
th e  p ro  tern  in  fav o r o f a 
co m m iss io n e r . T h is  w ill, 
however, delay your hearing 
- which may be good or bad, 
depending on how prepared 
or desperate for a settlem ent 
you are. All parties in your 
case  who a p p e a r  fo r th e  
h earin g  m ust consen t to a 
trial by the tem porary judge.

C o u rtro o m  P ro c e d u re
If, a f te r  w e ig h in g  th e  

p ros an d  cons of sm a ll 
claims court, you still decide 
this is where you w ant your 
dispute settled, here is how 
you do it:

T ry  to  c o lle c t o n  y o u r 
ow n firs t. Before you file a 
la w su it in sm a ll c la im s

c o u r t , you m u s t fo rm a lly  
a sk  th e  o th e r  p a r ty  ( th e  
d efendan t) for p ay m en t of 
money or the re tu rn  of spe
cific property. Your dem and 
can be oral or w ritten. Often 
a le tte r, followed up w ith a 
phone call, is a  good idea. 
Give the o ther party  a re a 
sonable period 14 days is 
o ften  reco m m en d ed  to  
re sp o n d  to  y o u r d em an d . 
Keep copies of any w ritten  
communications.

P ic k  u p  a n d  c o m p le te  
a p la in ti f f s  claim  form  a t 
the court w here you expect 
to  file your su it.T h e  claim  
m ust be filed in the court ei
th e r where the o ther party  
lives or where the claim hap
pened not necessarily  the 
one th a t ’s th e  m ost conve
n ien t for you. You will r e 
ceive a hearing  da te  w hen 
you file . T h a t’s w hen you 
pay your $15.

If  y o u r b e in g  su e d  and 
have been named as a defen
dan t in a sm all claims case 
and you have related  claim 
a g a in s t  th e  p la in ti f f  who 
sued  you, you m ay file a 
defendant’s claim. For exam
ple: A house painter sues you

m iE
It’s Friday. But it’s not just another weekend. This is a weekend 
filled with adventure, excitement and fun. Because when you join 
the United States Marine Reserve, a weekend can mean anything 
from driving a tank to learning a new skill in high- ^  
tech computers And that's just the beginning. ^
What’s more, you can do it all not far from home 
Improve your Fridays. Contact your local Marine 1 
recruiter today or call 1-800-MARINES.

M arine Reserv e
The Fen. The Proud. The M arines.

because you failed to pay him 
an agreed sum. You could file 
a re la ted  claim against him  
for not completing the work. 
Both claims would be heard 
a t  th e  sam e tim e. A defen
dan t’s claim m ust be served 
a t least five days prior to the 
hearing date.

D o y o u r  h o m e w o r k .
You m ust give the complete 
and accurate nam es and ad
d re s s e s  o f an y  p e rso n  or 
business you w ant to sue. If 
you are not sure who is re
sponsible for your problem, 
n am e  a ll  who cou ld  be 
resp o n sib le  for you r p ro b 
lem, and let the court decide 
w h e th e r  th e y  a re  p ro p e r  
defendants.

F in d in g  th e  n am e  an d  
address of the defendant can 
som etimes be a tricky task. 
Try checking telephone d i
re c to r ie s , th e  p o st office, 
county tax assessor’s office, 
vo ter re g is tra tio n  records, 
th e  D e p a r tm e n t of M otor 
V eh ic le s  and  l ic e n s in g  
boards.

O n c e  y o u r  c la im  is  
filed , you m ust have a copy 
served on (delivered to) the 
o ther party . You a re n ’t  a l
lowed to do this yourself. You 
can have  th e  c le rk  of th e  
sm all claims court mail the 
claim  by certified  m ail for 
you. The fee is $5. Another 
option is to have the marshal 
personally serve a copy on the 
other party. That costs $21. 
Or, you may have anyone else 
who is over 18 and not part of 
the lawsuit serve the claim. It 
must be delivered to a person, 
not slid under the door or left 
in the mailbox - at the defen
dant’s business or residence. 
A copy must also be mailed to 
the defendant.

D efen d an ts  m u s t be 
served with the claim 10 days

before the hearing if they live 
w ith in  th e  co u n ty , an d  15 
days befo re  th e  h e a r in g  if  
they live outside the county. 
A fte r  th e  o th e r  p a r ty  h a s  
been served th e  claim , you 
m ust file a completed Proof of 
S erv ice  w ith  th e  c le rk  o f 
sm a ll c la im s  c o u r t befo re  
your h e a rin g  d a te . T h is  is 
proof th a t you have properly 
notified the defendant witFiin 
the specified time of the hear
ing time and place.

B e p r e p a r e d .O n c e  you 
have completed all the legal 
paperw ork, s ta r t  p reparing  
yo u r case . M ake copies of 
all evidence receipts, com
m unications, bills, photos 
t h a t  w ill h e lp  p rove y o u r 
case.

I f  th e  p e r s o n  y o u  a r e  
s u in g  d o e s  n o t  sh o w  u p
for the hearing, the judge is 
lik e ly  to  o rd e r  a d e fa u l t  
ju d g m e n t a g a in s t  h im  or 
her. This m eans the court 
a fter hearing evidence from 
you h a s  decided  a g a in s t 
th e  d e fe n d a n t . To g e t 
a n o th e r  chance to te ll h is  
or h e r  sto ry , th e  ab sen tee  
d e fe n d a n t m u s t h av e  an  
awfully good reason for not 
sh o w in g  up . I f  t h a t ’s th e  
case , he or sh e  can file  a 
motion to vacate the judge
m ent awarded to you, which 
reopens th e  h ea rin g . T his 
m u s t be f iled  w ith in  30 
days of th e  d a te  th e  c lerk  
m a iled  th e  n o tic e  o f th e  
court’s decision.

C lo s in g  th e  case.W hen 
your judgment is paid in full, 
you m ust file an  Acknowl
edgem ent of Satisfaction of 
Ju d g em en t w ith  th e  cou rt 
where your case was heard. 
T h is form  m u s t be filed 
within 14 days of the full pay
ment. You can be fined for not 
complying with this rule.*

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
4901 McCarthy Dr. 
Milford. MI 48381 

(313) 5X4-1215
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NEW MEMBERS

The S e rv ice  S ta t io n  
Dealers Association of 
M ichigan w ould like 
to welcome our new m em 

bers . P lease  be in co n tac t 
w ith  u s  i f  you h av e  any  
questions or concerns.

Ken Mumy
FEA Management, Inc.

William Olney 
Jim mie’s Inc.

SSDA-MI BOARD OF DIRECTORS
O f f ic e r s

Mick Kildea 
President 
Kildea Kar Kare 
2649 E ast Grand River 
East Lansing, MI 48823 
(517) 337-9320 
Amoco

Bill Hegedus 
1st Vice President 
Sprinkle Road Standard 
3530 Sprinkle Road 
Kalamazoo, MI 49002 
(616) 345-0297 
Amoco

George Schuhmacher 
2nd Vice President 
Colonial S tandard Srv.
23800 East Jefferson
St. Clair Shores, MI 48080
(313)773-7000
Amoco

Dennis Sidorski
3rd Vice President
J  & S Shell
1251 North Maple
Ann Arbor, MI 48103
(313)994-0373
Shell

Lou McAboy 
Treasurer
Motor City Shell West 
9600 Livernois 
Detroit, MI 48204 
(3131892-5468 
Shell

E x e c u t iv e  C o m m it t e e

Norman Fischer 
Immediate Past President 
Eastland Shell 
1139 N. Belsay Road 
Burton, MI 48509 
(313)744-2322 
Shell

Philip Bucalo 
Executive Board 
New Five Shell Inc.
37449 5 Mile Road 
Livonia, MI 48154 
(313)464-3323 
Shell

Robert W alter 
Executive Board 
Franklin Standard Inc. 
32725 Franklin Road 
Franklin MI 48025 
(313) 626-2080 
Amoco

Derry Middleton 
Executive Board 
Lakeside Convenience 
Center
13630 Hall Road 
Sterling Heights, MI 48078 
(313) 247-0080

Eric Evenson 
Executive Board 
Evenson Ent.
1490 Ann Arbor Rd. 
Plymouth, MI 48170 
(313) 455-2636 
Shell

Ed Welgarz 
Executive Board 
H unter & Oak Amoco 
905 N. H unter Blvd. 
Birmingham, MI 48011 
(313)646-5300 
Amoco

David Cornish 
Executive Board 
Westgate Standard 
2625 Jackson 
Ann Arbor, MI 48103 
(313) 665-8700

D i r e c t o r s

Mark Ambroziak 
Village Knoll Shell 
3690 W. Maple 
Birmingham, MI 48010 
(313)540-3383 
Shell

Ted Beckner
Beckner's Standard Service 
2411 28th Street SE 
Grand Rapids, MI 49512 
(616) 949-0630 
Amoco

Gary Fuller
12 & Evergreen Shell
20050 W. 12 Mile Rd.
Southfield, MI 48075
(313)358-2087
Shell

Joseph J. Grish 
Joe Grish Servicenter Inc. 
RT. 1, Box A81 
Elmira, MI 49730 
(616) 584-3200

Dan Harrison
H arrison’s Car Care Center 
1512 North Eaton 
Albion, MI 49224 
(517)629-8418 
Amoco

Tim M ariner 
M ariner Petroleum 
Company
4257 Clyde Park SW 
Grand Rapids, MI 49509 
(616) 538-7990 
Shell

Dave Schuster 
Schuster's Service Center 
31555 Mound Road 
W arren, MI 48092 
(313) 264-4888 
M arathon

Keith Souder
Souder’s Service Center Inc. 
1035 South Mission 
Mt. Pleasant, MI 48858 
(517) 773-5427 
Amoco

Jan e t Stetz & Jeff Stetz 
Pump & Deli 
3797 W. Michigan Ave. 
Jackson, MI 49203 
(517) 784-2778 
Mobil

Don Schlitt 
Old Orchard Shell 
6495 Orchard Lake Rd. 
West Bloomfield, MI 48033 
(313) 626-1343

M att Lentz 
1619 Haslett Rd.
Haslett, MI 48840 
(517) 339-0220 
Marathon

Joseph Nashar 
6 & Telegraph Shell 
16951 Telegraph 
Detroit, MI 48219 
(313)534-5910 
Shell

Larry Troy
M59 Crooks Auto Svc.
2260 Crooks
Rochester Hills, MI 48057
(313)853-7137
Shell

Tom Onofrey 
S tandard on the Hill 
66 Kercheval 
Grosse Pte. Farms, MI 
48236
(313)885-4630
Amoco

Jam es Little 
H & H Mobil 
1500 Haslett Rd.
East Lansing, MI 48823
(517)332-6335
Mobil

Rich Bratschi 
Lake Lansing Mobil 
2704 Lake Lansing Rd. 
Lansing, MI 48912 
(517)484-2300

Darrell Marx
Jerry’s Shell
37500 12 Mile Road
Farmington Hills, MI 48024
(313) 553-3166
Shell

Jam es Malek 
Midtown Shell 
10 Beacon Blvd.
Grand Haven, MI 49417
(616)842-8677
Shell

Keith Anderson 
Anderson Service Center 
2029 S. Saginaw 
Midland, MI 48640 
(517)832-8895 
Shell

Jack Kemble 
Berkley Automotive 
1700 W. 14 Mile Road 
Royal Oak, MI 48073 
(313)288-2928 
Sunoco

Pete Doneth
Auto City Svc. Ctr. Inc.
2290 East Hill Road 
Grand Blanc, Ml 48439 
(313)695-4141 
Amoco

18 S E R V IC E  Q U A R T E R L Y  1 S T  Q U A R T E R . 1 9 9 3

Thomas Brown 
Sunrise Tank Testing

Kenneth Ustialo 
Usitalo’s Service & Repair

David Willinger 
Metro Marathon

Amal Khalife 
Donut Port



APPLICATION FOR MEMBERSHIP 
SER V ICE  STATIO N  D EA LER S  

ASSOCIATION  O F M IC H IG A N , INC.
200 N. Capitol • Suite 420 • Lansing, Michigan 48933 

Telephone: (517) 484-4096 
F ax (517) 484-5705

I (We), by sumitt ing this application and the paym ent o f  scheduled  dues, hereby apply for m em bersh ip  in the Service  Static 
Dealers Association o f  Michigan. Inc.

BUSINESS N A M E :____________________________________________________________________________________________________________

BUSINESS ADDRESS: ________________________________________________________________________________________________________

C IT Y :___________________________________________ MI ZIP: ____________ PHONE: ( )_____________________________________

BRAND OF GASOLINE SOLD: _______________________________________________________________________________________________

TYPE OF OWNERSHIP: □  SOLE PROPRIETORSHIP □  PARTNERSHIP □  CORPORATION

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

LIST OWNERS/PARTNERS/CORPORATION PRESIDENT AND TREASURER:

NAME: ________________________________________________________________________ TITLE: ______________________________________

RESIDENCE ADDRESS: ____________________________________________________________________________________________

C IT Y :__________________________________________ ZIP:  PHONE: ( )_______________________________

NAME: ______________________________________________________________________ TITLE: ________________________________________

RESIDENCE A D D R E SS:_____________________________________________________________________________________________________

CITY: _______________________________________ Z I P :________________________ PHONE: ( )_____________________________________

DUES SCHEDULE 

ANNUAL M EM BERSHIP DUES:

____$41 m onth ly  (E lectronic Banking)

____$4 8 0  a n n u a l paym en t

5 or m ore s ta tio n s : add  $1 2 0  p e r s ta tio n  a fte r  4 

ASSOCIATE MEMBERSHIP DUES: $400.00

I would like information on those items checked 
below:

Comerica Visa/Master Charge 
LiabilityAVorkers Comp. Insurance 
Blue Cross/Blue Shield of Michigan 
Surety Bond for M.U.S.T.F.A 
Telephone Services 
(public pay phone)

_  Acct. ft -------------------  Exp. Date

Signature Da,e



The Oscar W. Larson Co
Since 1944

M E M O E H

The ONLY 3 PEI
Company You Need «IUM EQpiPMENI INS

•  24 HOUR SERVICE

• PETRO-TITE TANK TESTING

• US UST UNDER FILL TANK 

TESTING

• SALES AND INSTALLATION

- TANK CLEANING

- TANKS AND DISPENSERS

• AIR COMPRESSORS

• CANOPIES

• AUTOMOTIVE LIFTS

• ELECTRICAL CONTRACTORS

• LUBE EQUIPMENT 

•C A R D  READERS

• TANK INVENTORY SYSTEMS
390 Multi-Grade 

Dispenser with Outdoor card 
Processing Terminal

6568 Clay Avenue S.W. 
Grand Rapids, Ml 49548 
(616) 698-0001 
1041 Mankowsl Rd 
(517) 732-4190 
Gaylord, Ml 49735

Wayne |f-L-mu-fi
10431 Highland Road 
Union Lake, Ml 48386 
(313) 698-1550 Pontiac 

I  (313) 549-3610 Detroit

P rofile
Continued From P age 3

SQ: D o yo u  th in k  th a t  
m o re  d e a le rs  w ill b ra n c h  
o u t in to  o th e r  b u s in e sse s  
a n d  e x p a n d  t h e i r  s in g le  
s ta tio n  s ta tu s?

DL: I think the single sta
tion owner is having a hard 
time. If  dealers are  able to 
expand into multiple stations 
while m aintaining their ini
tia l s ta tio n , they  will gain 
more strength. It is entirely 
up to the individual dealer.

SQ: H ow  w ill th e  n ew  
s ta te  g o v e rn m e n t  e f fe c t 
d e a le rs  in  M ichigan?

DL: I h av e  found ,
through changes in the leg
is la tu re , th a t  we have a l 
ways had a working relation
ship with them. I think there 
are fair people on both sides 
right now. I believe if you are 
allowed to plead your case, 
you can have an impact.

SQ: H ow do  you  th in k  
P re s id e n t C lin to n ’s p lan s  
w ill effec t th e  sm all b u s i
ness ow ner?

DL: My sen se  is th a t  
P re s id e n t C lin ton  w ill be 
good for the small business 
owner. A lot of people are 
concerned  ab o u t fam ily  
leave. But the bill exempts 
any business th a t  has less 
th a n  fifty  em ployees in a 
seven ty -fiv e  m ile ra d iu s . 
T hose th a t  a re  try in g  to 
take a shot at the president 
because he has signed the 
family leave bill, are making 
a phony argument.

A lso, d u rin g  h is c a m 
p a ig n , C lin to n  w en t on 
record of supporting  below 
cost se llin g  leg is la tio n . I 
th ink  we’ll see the m ajors 
becoming more cooperative 
in working out some sort of 
marketing legislation on the 
national level.

W hen I was in W ashing
ton for the inauguration, one 
thing th a t h it me during all 
of it was th a t there was not 
on ly  a ch an g e  in  p a r t ie s ,  
th e r e  w as a g e n e ra t io n a l 
ch an g e . T h is  ch an g e  w ill 
have a positive long term  ef
fect on all o f u s. We need 
change. Business as usual is 
not working anymore. While 
change is sometimes difficult 
for people, it has got to come. 
D ealers w ill no t surv ive if 
they rem ain  the s ta tu s  quo 
in 1993. M argins are  down 
an d  p ro fits  a re  dow n. We 
need new ideas and new eco
nomic plans. We can’t stay  
the same simply because we 
are afraid of change.

SQ : S p e a k in g  o f
ch an g e , how  do  y o u  th in k  
th e  a sso c ia tio n  w ill be  ef
fe c te d  w ith  y o u r  leav in g , 
a n d  T e r ry  B u rn s  ta k in g  
o v e r  a s  a c tin g  E x ecu tiv e  
D irec to r?

DL: The association is for
tu n a te  because  th ey  have 
som e co n tin u ity  in th is  
turnover of Executive Direc
tors. Acting Executive Direc
to r T erry  B u rn s h as been 
w ith  th e  a s so c ia tio n  for 
th re e  y ea rs . He h a s  done 
an excellent job a t learning 
th e  b u s in e ss  from  th e  
g ro u n d  up. He knew  th e  
business from when he was 
a dealer in Texas. The regu
la to ry  w ork he h a s  done 
for the association is invalu
ab le . I th in k  T e rry  w ill 
do and excellent job sh ep 
herding the association into 
the future.

The work Dan did for the 
Service Station Dealers Asso
ciation of Michigan will live 
on. He developed a crystal 
clear voice for the dealers o f 
Michigan. He made possible 
th in g s other people d id n 't  
think could be done. His ded
ica tio n , know ledge, a n d  
friendship will be missed by 
the staff, the board, and the 
dealers of Michigan. ♦

Environmental Update 
Continued From P age 4

v io la te s  th e  C lean  A ir 
Act.

-E.P.A.’s actions are  “arb i
t r a ry  and  c a p r ic io u s” 
by insisting  on a costly, 
unproven, consum er-un
friendly approach.

T he outcom e of th a t  
court case will be crucial 
for most states, determin
ing their implementation 
of an  I/M p rog ram . As 
we w ait for th is  case to 
unfold, work is still being 
done to list options and 
educate the legislature on 
this issue.

2. S tage  II. T his re q u ire 
m en t a lso  ended  up in 
court due to the possible 
on-board canister option. 
The co u rts  have  ru led  
th a t  th e  E .P.A . m ust 
issue a rule to require on 
board canisters to be in
stalled on new vehicles. 
At this time, there is no 
word if E.P.A. is planning 
an appeal.

This situation puts states 
in control of their options 
be tw een  S tag e  II or 
w a it for th e  OBC to 
take affect.

3. R eform ulated  Gas. U n
like I/M and  S tag e  II, 
which require legislation, 
optioning in for reformu
la ted  gas only requ ires 
the Governors signature. 
The concerns with reform 
are : possib le cheating , 
cost of the product, avail
ab ility  of the fuels and 
the boundaries of the pro
gram.
T he S erv ice  S ta tio n  

D ea le rs  A sso c ia tio n  of 
M ich igan  is w ork ing  on 
th e s e  is su e s  d a ily  w ith  
w ork g roups, com m ittees 
and the legislature.

As a member of the deal
ers association , we would 
value your input on any of 
these issues.

P lease call th e  Service 
Station Dealers Association 
of M ich igan  w ith  any  
q u es tio n s  or concerns a t 
(5171484-4096. ♦
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Business Talk 
Continued F rom P age 13

8. T o ta l d a ily  o r w eek ly  
s t r a ig h t  tim e  e a rn in g s  
or wages.

9. T o ta l o v e rtim e  excess 
c o m p e n sa tio n  fo r th e  
work week.

10. Total addition to or de
ductions from th e  wages 
paid in each pay period.

11. T otal w ages paid  each 
pay period.

12. Date of payment and the 
pay period covered by the 
payment.

13. R etroac tive w age p ay 
m ent u nder governm ent 
supervision.

14. F ac to rs  w hich a re  the  
b a s is  for p a y m e n t of 
any  w age d if fe re n t ia l
to employee of differing 

sex which may be p e rti
n e n t to  d e te rm in in g  
whether the differential is 
based  on a fac to r o th e r 
than sex.
R eco rds a re  a lso  r e 

qu ired  for em ployees who 
a re  n o t covered  by th e  
FLSA m inim um  wage and 
overtime provision. (Such as

exem pt executives, adm inis
tra tive, professional, or ou t
s id e  s a le s p e r s o n .)  T h e se  
records need no t be as de
ta i le d  or ex ten s iv e  a s  for 
covered employees. B ut they 
should be sufficient to carry 
th e  b u rd en  of proof in  th e  
event an  enforcement ques
t io n  a r i s e s  w h e th e r  a 
w orker actually qualifies for 
an exem ption. Because the 
subject of payroll ad m in is
tr a tio n  and  you r re la tio n 
sh ip  w ith  th e  F a ir  L abor 
S tandard  Act is so volum i
n o u s , we h av e  p u b lish e d  
co n d e n se d  v e rs io n  of 17 
pages availab le  upon your 
r e q u e s t .  T h a t  p u b lis h e d  
document contains inform a
tio n  u n d e r  th e  fo llo w in g  
heading :
* W hat happens if accurate

records are not kept?
* How long sh o u ld  th e  

records be retained?
* W ho can  look a t  th e  

records?
* Can an employer be sued

in co u rt for FLSA 
violations? What damages 
can be imposed for FLSA 
violations? How soon must

E 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  DODSON GROUP 
^ ■ 4  9201 Stale Line Rd

Kansas City, MO 64114

a su it be started? Are out 
o f c o u r t s e t t le m e n ts  
possible? Basis for no re
ta lia tio n  ag a in s t an  em 
ployee who com plains or 
files a complaint.

* W hen m u s t ov ertim e  be 
paid? M ust unauthorized 
o v e rtim e  be p a id ?  C an  
overtim e pay be offset by 
tim e off? Is the work week 
a calendar week. W hat is 
th e  overtim e rate? W hat 
p a y m e n ts  a re  in c lu d ed  
a n d  e x c lu d e d  from  th e  
regular rate? List of items 
in c lu d a b le  a t  r e g u la r  
rates.

* L ist of excludab le  item s 
from regular rates.

* How to calculate overtime
properly. (With examples 
o f e ig h t v a r ia t io n s  o f 
varying circum stances of 
actual calculations.)

* Are independent contrac
tors covered by the FLSA?

* W hat a re  the  safe haven 
ru le s  of R evenue Act of 
1978 in  d e f in it io n  an d  
trea tm en t of independent 
contractors?

* W hat to do of an individual
you b e liev e  sh o u ld  be

an employee continues to 
assist on being treated  as 
an independent contractor. 
T h is  in fo rm a t io n  h a s  

b een  co m p iled  from  th e  
Maxwell M cM illian, Payroll 
G u ide , V olum es 1-5, W a r
re n , G o rm an , L a m o n t (1- 
1991). I f  you will send $5 for 
postage and handling w ith a 
request for “inform ation on 
the payroll law ” we will re 
tu rn  this 17 page booklet to 
assist you in updating  some 
of your payroll ad m in is tra 
tiv e  p ra c t ic e s . S en d  y o u r 
check to L A. W righ t, Inc. 
28277 D equindre, M adison 
Heights, MI 48071.

I s tro n g ly  su g g es t th a t  
you review this m aterial and 
m eet w ith  your accoun tan t 
o r q u a lif ie d  in d iv id u a l to 
analyze your present payroll 
p rac tic e s  so th a t  you m ay 
become comfortable th a t you 
a re  o p e ra t in g  w ith in  th e  
law . B e a r  in  m in d  th a t  
h av in g  an  o u ts id e  payro ll 
check  p re p a r e r  does no t 
necessarily  m ean th a t  you 
are adm inistering  the rules 
to  y o u r m o s t fav o rab le  
position. ♦

PRINTING & ADVERTISING

•  5®e i !) 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
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NEW PRODUCTS
Ingersoll -Rand Introduces 

New 1 /2  Inch Impact Wrench
The Power Tool Division of Ingersoll-R and Com pany h as in tro 

duced a new 1/2-inch drive air im pact wrench th a t  redefines curren t 
automotive service industry  s tandards for power, control, durability, 
and operator comfort.
The new IR2131 im pact w rench features:

*A m ulti-stage power m anagem ent system th a t  offers four torque 
ou tpu t se ttings in th e  forw ard direction — from 50 ft.-lbs. for the 
most sensitive applications to a m aximum of 450 ft.-lbs., ra ted  a t  90 
psi (patent applied for);

*A biased motor th a t generates up to 600 ft.-lbs. of torque in the 
reverse direction a t 90 psi;

*A professional touch trigger th a t  allows smooth, gradual control 
of speed and power delivery (patent applied for);

*Thumb-operated, push-button forward/reverse controls th a t activate 
an exclusive forward/reverse valve (patent applied for) for quick, conve
n ien t d irec tional se ttin g s  
and one-hand tool operation;

*An integral 360-degree 
swivel in le t sleeve for a ir 
hose connections (p a te n t  
applied for) th a t  provides 
excellent m aneuverab ility  
a ro u n d  w heel w e lls  an d  
o ther confined or hard-to- 
reach areas by elim inating 
the need for add-on acces
sories th a t reduce air hose 
obstructions;

*A new self-aligning air 
motor design;

*A refined h igh-output tw in-ham m er power im pact m echanism  
design (patent applied for) th a t significantly improves its durability 
and reliability, and doubles its cycle life;

*Exhaust routing th a t directs a ir through and out the bottom of 
the handle a t a 45-

degree angle, e lim inating  the possibility of dust, grease or d irt 
blowing back a t mechanics during operation;

^Ergonomically designed and engineered tool size and shape th a t 
contribute to user comfort;

*An advanced composite housing and steel ham m er case th a t  
weighs ju s t 4.5 pounds and offers the most compact 1/2-inch impact 
wrench profile in the m arketplace today;

^Entirely Am erican m anufacture, and the  best w arran ty  in its 
class, w ith two years of protection ag a in s t defects in m ate ria l or 
workmanship; and,

*A new standard  for external appearance as well as function, with 
an inviting, differentiated look;

Ingersoll-Rand also m anufactures the IR2131-2 model featuring a 
two-inch extended anvil designed for use w ith flip sockets in tire  
changing. Offering identical perform ance features as the  standard  
IR2131 tool, this model provides convenient and easy access to deep 
and narrow wheel wells. In addition to five specific operational fea
tures, patents have been applied for on overall comfort factors, and on 
overall serviceability factors of the product’s design.

For a more detailed discussion on the IR2131 impact wrench and its 
features, please refer to the news release entitled, “New Ingersoll-Rand 
1/2-inch Impact Wrench Redefines Standards For Power and Control”

Trico Products Corp. Introduces 
Revolutionary Break To Fit 

Windspoiler Refill
TRICO Products C orporation has in tro 

duced the innovative 36-500
W indspoiler  Refill, the  in d u s try ’s only 

break to fit m etal refill, according to Jam es R.
Croston, A fterm arket M arketing Manager.

The new 22” Refill fits all 15” to 22” 36 
Series windspoiler blades. These pair-packed 
m etal refills break off to fit each specific blade 
length, providing extensive m arket coverage 
with only one s.k.u.

“Our revolutionary 36-500 Refill is the first 
replacement refill of its kind, designed to accom
modate all windspoiler blades by snapping the 
refill vertebra to fit," Mr Croston explained.

“T he 3 6 -500  S e r ie s  R efill e ffec tiv e ly  
reduces custom er confusion and slow-moving 
inventory while providing incomparable performance," he pointed out.

“C onsum ers will appreciate the new Wind spoiler Refill for the no- 
hassle installation it affords, and our retail custom ers will benefit from 
the fact th a t it greatly reduces wiper refill inventory," Mr. Croston noted.

As with all TRICO wiper products the Windspoiler Refills are displayed 
in TRICO’s distinctive high visibility resealable and recyclable packaging. 

For further information on the 36-500 Refill, contact TRICO Products 
Corporation, 817 W ashington Street, Buffalo, NY, 14203.(716) 857-3184
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No Touch North American To 
Introduce S omething Better!

New spray foam pro tectan t promises “som ething better” for con
sumers and retailers.

A new entry from NO TOUCH North America is the first new product 
innovation in the protectant category in over 20 years. It’s bound to shake 
things up in the $200 million retail market for products that clean, shine 
and protect surfaces made of vinyl, rubber and plastic...which is exactly 
the company’s strategy.

The category and the products in it are tired and aging, according to 
company president Je ff Sherm an, who managed Armor All Products 
th ro u g h  its  h ig h est grow th 
y ea rs  and sp earh ead ed  the  
phenom enal rise  of NO 
TOUCH Tire C are over the 
past two years. “We’re bringing 
innovation to a category rid
dled with imitation,” he added.

The company listened  to 
its consumers and retailers in 
developing s ta te -o f- th e -a r t 
technology to add ress th e ir  
concerns. Once achieved, the 
p roduct was ap p ro p ria te ly  
named SOMETHING BET 
TER! Foam Protectant. The 
p roduct s ta y s w here i t ’s 
sprayed, is totally  odorless, 
and is considerably less greasy 
than ordinary protectant prod
ucts . SOM ETHING B E T
TER! al so cleans deeper, 
shines better and lasts longer.

Retailers are also looking forward to participation in the product’s 
growth. “Our customers are sick and tired of trading dollars with manu
facturers whose pricing policies effectively cut them out of the profit 
chain,” Sherman said. “They’re eager to support new products that have 
respectable retail margins.”

Despite all the positives, Sherman is experienced and realistic enough 
to expect that his market share is going to be hard earned, which is why 
he has surrounded the company with proven sales management and “the 
best advertising agency on the West Coast” in recently-appointed Dailey
& Associates.

“Nobody’s going to stand aside and give it to us,” Sherman pointed out. 
“We’re going to be very aggressive in achieving our share of sales, and then 
even more aggressive to build from there. We’re prepared for the battle.”

The company and Dailey are preparing a comprehensive multi-media 
advertising campaign to introduce SOMETHING BETTER! to con
sum ers next April. The product will be available in 5- and 15-ounce 
aerosol containers in automotive supply stores, mass merchandise outlets 
and hardware/home improvement centers across North America.
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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.



MICHIGAN

TANK TESTING ENVIRONMENTAL
SERVICES

THINK TANK TESTING...
• 500 computerized measurements per 

minute.
• Finds leaks in tanks and piping without 

excavation.
• Tests manifolded tank without digging.
• Removes vapor pockets without digging.
• Tests as many as four tanks at the same 

time.

• No well digging to determine water 
table.

• Determines evaporation, thermal 
expansion and tank wall deformation.

• Complete product testing (including 
#6 and #4 oil).

• Comprehensive written report to client.

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

...AND YOU’LL CALL THE 
BEST IN THE BUSINESS

/  M IC H IG A N  \
/ iT A N K ̂ TESTINGJ

1 3 5 0 7  A u b u r n  
D e tro i t ,  M i c h i g a n  4 8 2 2 3

Call us toll free today:
(800) 969-8765 • (313) 273-9422 • Fax (313) 272-0955
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