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Keeping up with the A.E.T.
program status is an hour by
hour proposition. As most
dealers are aware the most
visible proposal has been
House Bill 4165. That bill
sets up centralized testing in
the nonattainment areas of
the state. The Service Sta-
tion Dealers Association has
taken a strong stance in op-
position of that bill.

The reasons the SSDA op-
poses the bill are: 1 The con-
sumer inconvenience of cen-
tralized testing including
length of time waiting in line
for a test. 2. This bill elimi-
nates small business partici-
pation in testing. 3. Central-
ized testing is not mandated
by E.P.A. for Michigan due
to Michigan Moderate Ozone
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AET UPDATE

Attainment Level. 4. The
cost of both the program and
the test is very high.

Through the work of many
members and the association
office, information on this bill
was given to the motoring
public and the representa-
tives that must vote on this
legislation. With this in-
volvement, the proper infor-
mation has been distributed,
causing viable questions to
be raised on why centralized
testing is needed.

Also, to add to the situa-
tion, the Southeast Michigan
area did not exceed the Air
Quality Standards for this
past summer. This would
make the 3rd year with no
excedence and redesignation
from a moderate to a

FIRE ENGULFS STATION

On July 1st, it was re-
quired by the Flammable &
Combustible Liquid Rules,
that a sign be posted in the
dispensing area which
stated that: “A person shall
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remain in attendance out-
side of the vehicle and in
view of the nozzle.” A prime
example of why this is a
very necessary precaution is
what happened in Grand
1-edge in early September.

A customer left his motor
home unattended while fuel-
ing at the Grand |-edge Food
Mart. Consequently, he was
unaware that the nozzle had
fallen to the ground causing
a small fuel spill The motor

home’s propane powered re-
frigeration unit pilot light
was not extinguished, and
therefore, ignited a fire
which engulfed the motor
home and the station canopy
causing an esti-
mated $80,000 to
$100,000 in dam-
age to the station
alone. The im-
pact, upon falling,
caused the latch
open device to
(= properly shut off
the flow of fuel
from the pumps
and no one was

hurt in the blaze.

Standard policy for motor
home refueling is to extin-
guish all pilot lights, how-
ever. many RV users neglect
to take this safety measure.

Cathy Andrews, owner of
Grand Ledge Food Mart
said, “I will never again let a
motor home customer fuel
up at my station without
first checking with the
owner to make sure the pilot
light isout ¢

marginal ozone
non-attainment
level should be
the result. This
would once again
lower the require-
ments on the SE
Michigan area
and require only a
maintenance plan
to be considered,
which would in-
clude an upgraded
1/M program.

A new devel-
opment in the
Environmental Protection
Agency'’s stance was reported
in a Wall Street Journal arti-
cle on Monday, September
13. It stated the E.P.A. had
backed down on their threats
to sanction California. Also,
in the article they reported
that questions have been
raised on the Environmental
Protection Agency’s testing
concept. These concerns
have been raised many times
in the past and now are
being reported on. These
two issues have been of great
concern to the Legislators.

With all this information,
a new bill was introduced by
Representative Tom Alley,
Westbranch, (Chairman of
the House Conservation, En-
vironment, and Great Lakes
Committee). That bill calls
for a decentralize program in
SE Michigan with an up-
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Dealer Larry Troy, Performing AET Test.

grade to Bar 90 equipment
with a set fee of 11.00 per
test with 1.00 going to Ad-
ministration. The west side
of the state would be central-
ized with Bar 90 equipment.
At this time this bill is very
young and negotiations are
just starting. Representa-
tive Alley is to be com-
mended for taking such a
proactive stance in this
issue. This shows his com-
mittment to the concerns of
the people of Michigan.

One factor we know for
sure, is the dealer involve-
ment on a grass roots level
has been very important. We
must continue to let the
views of the dealers and the
motoring public be known.
This will be a long process
and we can not let up. Yes it
is worth it, keep up the good
work ¢

NEW OFFICERS

Elections were held for
terms ending in the officer
positions at this year s An-
nual Meeting of the Service
Station Dealers Association
of Michigan.

President Mick Kildea of
Kildea Kar Kare in Lansing
was re-elected to serve an-
other term Mr. Dennis
Sidorski of J & S Shell in
Ann Arbor was elected as 1st
Vice President, Mr Louis
McAboy of Motor City Shell
in Southfield was elected

2nd Vice President, Mr.
Dave Cornish of Westgate
Standard Inc. in Ann Arbor
was elected as 3rd Vice
President, and Mr. Larry
Troy of M-59 & Crooks Auto
Care in Rochester Hills was
elected as Treasurer.

The new SSDA-MI board
of directors will take the
helm on January 1, 1994.
They are a team of strong
dealers sure to direct the
voice of our organization
into the future. ¢



Attention Service Station Dealers:

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

DEALERS MUST
NOTIFY SUPPLIERS
BY OCTOBER 24TH

FOR 93 HOLIDAY

CLOSING

One of the provisions that became law when the
Dealer Equity Bill (H.B. 4244) passed the legisla-
ture and was signed by the Governor took effect De-
cember 1991 and will impact the holiday season of
1993.

Under Public Act 134 of 1990, dealers who do not
operate their station within 1/2 mile of an inter-
state or U.S. Route freeway exit have the right after
December 1 of this year, to close their business on
one recognized holiday a year from 6:00 p.m. the day
preceding the holiday to 6:00 a.m. the following day.

To take advantage of this part of the law dealers
must notify their supplier in writing (certified mail
insures accuracy) 60 days before the holiday that
they intend to close their station. For dealers to
spend Christmas of 1993 with their families they
must notify their supplier in writing by October 24,
1993.




PRESIDENT’'S CORNER

By Mick Kildea, SSDA-MI President

ANNUAL CONVENTION

he response has
been "thumbs
up!" to the 1993

tatives Vincent Porreca
(D-Trenton) and Joseph
Palamara (D-Wyan-

Convention and Tradette), along with their
Show, held at the beadgimilies, join in the fun.

ful Park Place Hotel in
Traverse City, August 22

25.

Dealers and their fam-
ilies attended informa-
tive seminars and excit-
ing functions including
the dealer trade show,
profitability seminars, a
cooking demonstration,
and the B.B.Q. at the O.K
Corral Western Extrava-
ganza.

The SSDA-MI was
pleased with dealer par-
ticipation and also
pleased to see Represen-

The SSDA-MI would
like to give special
thanks to the following
convention sponsors and
trade show exhibitors
whose support of the in-
dependent dealer in
Michigan is evident by
their participation in this
event. Amoco Oil Com-
pany, Marathon Oil Com-
pany, Mobil Oil Company,
Shell Oil Company, Eby-
Brown, American Brewed
Coffee, ATEC Associates,
Blue Cross Blue Shield of
Michigan, Blue Care Net-

Why Bring Your
Pollution Problems
To The Surface?

Our biological remediation systems can solve your soil

and groundwater problems where they are - in the ground!

work, Coca-Cola Bottling
Company of Michigan,
Comerica, D/A Central,
Davidson Sales & Main-
tenance, Dodson Group,
Environmental Consul-
tants and Services, FEA
Management, Gadaleto
Ramsby & Assoc., Geo-Test,
Grand Traverse Resort,
Holiday Inn Lansing, Kee-
bler Convenience Division,
MacKenzie Environmental
Services, Mackinac Envi-
ronmental Technology, Inc.,
Michigan Bell, Mission
Point Resort, Mr. Pure,
North Michigan Pump Di-
vision of H.E.C., Oscar W.
Larson Company, Otis
Spunkmeyer, Inc., Park
Place Hotel, Prudential Se-

curities, Inc., R.W. Mercer
Company, Royal Equip-
ment and Supply, Inc., S.
Abraham & Sons, Shoreline
Petroleum Equipment
North, Inc., Stoulfer Battle
Creek, Sunrise Tank Test-
ing, The Parks Company,
Tire Wholesalers, Treetops
Sylvan Resort, USTTech,
Waste Management, and
Young's Environmental
Cleanup. ¢

Convention Photo Captions
(Opposite Page)

1 Executive Director Terry Bums, awards President
Mick Kildea with an appreciation of excellence award
for his 1992-1993 term. (President Kildea has been
elected to serve 1993-1994 for the SSDA-MI.)

2. Executive Director Terry Burns looks on as President
Kildea awards George Schuhmacher with the
President's Club "25 year member award.

3. President Kildea awards Howard Hobbs with the
President's Club "25year member award. (Not

No Disruption To Your Operations

* No Excavation
* No Hauling
* No Soil Disposal

Our engineers and

scientists can design,

install, and operate the

most economical and least
disruptive solution to your

soil and groundwater problems.

BECKLER consl HANTS. 1v

12200 Farmington Road
Livonia, MI 48150
(313) 421 6880

pictured is Larry Troy, whom also became a member
of the President’s Club.)

4. Dealers Tim Marinar and Duane Stiles talk with Rick

Thornton, District Manager of Shell Oil Company.

5. Representative Joseph Palamara (D-Wyandotte) and his

family joined the SSDA-MI at the Park Place for the
1993 event.

6. President Mick Kildea awards Mathew Asher (son of

dealer Richard Asher) with the 1993 Charles L. Binsted
Memorial Scholarship Fund.

7. Jeff Wilson, Vice-President of Shoreline Petroleum

Equipment demonstrates his product to dealers Evert &
Joan Buckner at the dealer trade show.

8. A highlight of this year's event was the Western Night —

B.B.Q. at the O.K Corral. This major event was spon-
sored by Amoco, Marathon, Mobil and Shell Oil
Companies.

9. First time exhibitors Cadillac Coffee made a great

impression on the dealers during the 1993 Trade Show.
Pictured is regional sales manager, Steve Thompson
offering a sample.

10. Dealer Larry Troy was voted third runner-up in the best

dressed contest.

11. Everyone loved learning that achy-breaky! Pictured is

(left to right) Sally Kildea of East Lansing, Angie Lentz
of Haslett, and Phyllis Fox of Royal Oak.

12. More country fun!
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VIEWPOINT

By Terry Burns, SSDA-MI Executive Director

A QUIZ TO THINK ABOUT

Let's start with a little
quiz.

1 Break-even means:

A. To break into 2
even parts

B. Selling at cost,
therefore recouping
my money

C. One morning break,
one afternoon break

D. None of the above

2. How many items would
it take to break-even
selling at cost?

A. One

B. Cost is break-even
C. 100,000 items

D. None of the above

To help answer these
questions one must define
some words.

1 Break-even: All income
equals all costs.

2. Cost: The amount

QJJ

spent in producing a com-
modity including time,
money, effort, etc.

| heard the story told
about the two people that
went into business together.
In order to get a real start in
the market they sold their
products at cost.

The response

was so great

so they con-
tinued to do

so, selling
more and more
product each
month. Soon a
problem came
up, they weren't
making enough
money. So after a
lengthy discussion
the conclusion was
they still were not selling
enough items.

Usually when these terms
come up, one is talking
about how little or how
much profit was made. In
the retail gasoline business

this is a daily calcula-
tion and rightfully so.
The question many
people have asked is
how much money
should a dealer make?
That question is very diffi-
cult to answer due to the
many types of re-
tail operations,
gallons sold, ge-
ographic area
and product
mix. But what
one can do is
to look at
other posi-
tions and
then compare
toours.
Let's take,
as our ex-
ample, a salaried
position at $50,000 a year +
payroll taxes. (The field
could be a marketing repre-
sentative, advertising per-
son or a state employee),
this position also requires
some daily travel so a vehi-
cle with phone, an expense

estiorts?

One call will give you the answers.

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

account and calling card is
needed. Also included is
paid health insurance, a re-
tirement plan, disability
insurance and 3 weeks paid
vacation and holidays, and
only a 5 day work week,
eight hours a day. There is
training required for this so
1 week of seminars and 2
weeks of home office train-
ing are allowed both paid in
full.

After putting very conser-
vative dollar amounts to
these categories that posi-
tion now is worth over
75,000 a year.

Realizing this is an em-
ployee, we must take into ac-
count that dealers are own-
ers and operators and the
taxes and expenses may be

Continued On Pace 16

Make your job easier by calling
Not only do we provide the equipment you need, but

we provide knowledgeable guidance and service to help you through the red tape.

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

e Tank & line testing
* Tank removal & disposal

 Environmental consultation
* Federal compliance assistance

M MBi R

mlc hlgan
petroleum
association

We do it all for you!

24 Hour Service
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DEALER PROFILE: Reg Binge

By Brent Morton, SSDA-MI

HE'S NEW TO THE BOARD,
NOT NEW TO THE BUSINESS

M before he became a dealer, Reg Binge was a Marketing
Representative for Amoco Oil. After five years though, he

I -M became tired of the corporate life, and moving around,
and decided that he wanted the independence of operating his

own business.

He began retailing Amoco gasoline, and continued for four-
teen years. Reg then moved to the Sunoco station he currently
operates, on the corner of Groesbeck and Sixteen Mile in Mount
Clemens, and has been there for twelve years. Three years ago,
he purchased a towing company and a repair company, and
consolidated them all under one roof. Three months ago, Reg
purchased his station from Sunoco, and is currently deciding
which brand will be best for him to market.

Reg has seen a lot of changes, not only at his own station,
but in the industry as a whole. But through it all, he has held
to the business philosophy that ifyou give top quality service to
your customers, they'll come back. He is pleased to be the

newest member to the SSDA-MI Board of Directors, and looks

forward to helping the association and its members.

S.Q. What's the most
enjoyable part of being a
dealer?

R. B. | think it's the inde-

pendence of operating your
own business. It's got its'
good points and its' bad
points, but after you've done
it for so many years it's kind
of hard to change. It's some-
thing different everyday,
and you've got to be able to
deal with the public.

S.Q. What do you see
for the future of the Ser-
vice Station industry?

Reg has seen a lot of changes at his

station on Groesbeck.

able to do a one stop. As far
as purchasing their quick
bread, milk, impulse items —
rather than thinking about

R. B. The locations are de-their car and getting it fixed.

creasing, and you just don't
have that many full service
type stations left anymore. If
somebody breaks down on
Friday, you may have to go
30 miles to find a place
that's open. I'm sure it's
going to hurt the motoring
public, but this is the way
it's going. The number of lo-

S. Q. What are some ofcations are diminishing.

the down sides of it?

R.B. Many times | try to
go too far, or do too
much. We try to
keep the customer
happy, which is
what you have to do
to remain in busi-
ness. Sometimes |
think we actually
hurt ourselves by
the amount of stuff
that you have to do
for them, but this is
what keeps them
coming back. You
want everyone to be
1I0ft happy, and
with the way prices
are. and increases,
expenses increasing youd
like to be able to go out
there and fix it for 10 dol-
lars, but you can't do it any-
more.

I'm sure there'll always be a
market there for the service
station dealer, and the dealer
that takes care of his cus-
tomers. | think it is declining.
Especially the numbers, the
numbers are going down. But
| think that should create
more opportunities for the
guys that are there.

S.Q. This is obviously a

S. Q. What do you at-very difficult and competi-

tribute that to?

Three years ago, Reg added towing to

his ust of services.

R.B. Well, | guess you
have to take it back to the
motoring public, and what
they want. It seems like more
and more they want to be
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tive business to be in. What
have you concentrated
on in order to be suc-
cessful in this indus-

try?

R.B. The main
thing is customer ser-
vice. Keeping that cus-
tomer happy doing
everything you can to
please him. They're
your customers; you've
got to take care of
them.

S.Q. What is your
biggest concern?

R B. The biggest concern
that | have is probably wor-
rying about my employees.
Wanting them to succeed.
Your not a GM type em-

ployer, and there's certain
things you can do and cer-
tain things you can t do.
You'd love to be able to pay
everybody 2,000 dollars a
week and that's just not fea-
sible. 1worry about that. |
want them to be happy, and
make a decent living.

S.Q. If | had just
bought a station, what
advice would you give me
as a new owner?

R.B. It's awful hard going
into this business, starting
out. There's just so much in-
volved. Including capital,
equipment - to get started. |
guess if you were going into it,
I d say that customer service
should be the main aspect.
That's the only thing that
makes you. Service that cus-
tomer, and they'll come back.

| had a dealer one time
tell me, when | was first
going into the business, that
if you sell the customer half
of what he needs, you Il
never have to worry about a
thing. Just half of what he
needs, and basically I've
tried to follow that, and
make the customer aware of
what they need.

Continued On Rage 21



PRO-TANKZTECHNOLOGIES, INC.
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SERVICES |
» Complete Service Station Construction
» Above/Below Ground Tank Removal
» Above/Below Ground Tank Installation
» Storage Tank Tightness Testing
» Complete Fueling System Design,
» Leak and Inventory Control Equment
» Compliance E(?mpment Up ra e (EPA)
» Environmental Drilling/Sampl |ngI
» Monitoring Well Surve |n? /Sampling
» \iapor Extraction System nstallatlon
» Carbon Filtration System Installation
» Thermal Treatment of Contaminated Soil
» Contaminated Soil/Liquid, Removal/Disposal
* Drum Sampling/Disposal

WARREN, MICHIGAN UTICA, MICHIGAN
24925 Mound Road 54001 Van Dyke
Warren, Michigan 48091 Utica, Michigan 48316
Phone: (313)757-4821 Phone: (313) 781-5700

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



By Mark Cousens, SSDA-MI Legal Counsel

SALES AND THE LAW

ernor Blanchard ap-

proved a law making it
possible for dealers to sell
their franchises. The Motor
Fuel Distribution Act (1990
PA 134), contains three very
significant sections. One
permits a franchise to de-
volve to a Franchisee's des-
ignated successor; another
permits a Franchise to close
on one recognized holiday;
another permits sale of a
franchise.

I n June, 1990, then Gov-

chisor would not be required
in case of a sale. The reason
is that the owner of a corpo-
ration may sell his or her
stock in the corporation,
transferring control of the
business to another person.
But most major brand fran-
chises anticipate this possibility.

First, most franchisors
will not grant a franchise to
a corporation; it is given to
an individual. This, it does
not matter how the dealer
styles his business or files

The most important provisions
ofthis Act is the obligation ofa
Franchisor to consent to a sale

A lot has been said about
the sale section of this Act.
But many dealers have sub-
mitted questions about the
law. These questions suggest
that there is a lot of misun-
derstanding about this
statute. A brief review may
be in order. This article will
deal only with sales. An-
other article will deal with
survivorship.

A. Every sale is (at least) a
three party transaction: the
franchisee seller, buyer, and
the franchisor. The consent
of all three is required to
consummate a sale. Seller
and buyer must reach agree-
ment. But their deal is sub-
ject to the approval of the
franchisor. Every major
brand franchise expressly
requires the approval of the
franchisor for any transfer of
ownership.

A note here on dealers op-
erating as corporations:
many dealers incorporate.
There are several reasons
for doing so including limita-
tion of some liability and
certain tax advantages. If a
dealer s franchise were
granted to the corporation,
the permission of the fran-

his tax return. The franchise
is personal to the dealer.
And sale of the corporate
stock will not accomplish
transfer of the franchise.

Second, many franchises
provide that the franchise is
granted on the condition
that a particular person will
act as manager on a full
time basis. And the with-
drawal of that person as
manager is grounds for ter-
mination of the franchise.

Either of these events will
successfully prevent the
dealer from simply selling
corporate stock. Thus, the
approval of the franchisor is
always required before a
sale can be completed.

B. Before the Motor Fuel
Distribution Act. franchisors
operating in Michigan had
no limits on their discretion.
They could approve or reject
a proposed sale as they
wished. They could give a
reason, or not give a reason.
And they could take their
time in providing an answer,
or never answer at all. The
law changed all of this. Sec-
tion 4 contains three basic
concepts: "consent”, "time
and reasons'
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Consent

The most important
provision of this Act is
the obligation of a Fran-
chisor to consent to a
sale unless it has a good
reason to reject the sale.
The Act states that the
consent of the franchisor
shall not be unreasonably
withheld." That phrase is an
important one, as it has con-
siderable meaning in the
law. It means that the fran-
chisor may not refuse to
grant a consent without hav-
ing a reason; the reason
must be a valid, acceptable,
reason. The franchisor may
have objections to the pro-
posed purchaser. But the ob-
jections must be reasonable,
not imagined, and not ab-
surd. For example, the fran-
chisor may not object to the

SALES = SERVICE -

purchaser on the basis of his
or her gender, race, or na-
tional origin. But the fran-
chisor could reject a pur-
chaser who had recently
filed bankruptcy. A fran-
chisor could not object to a
prospective purchaser be-
cause he or she does not
maintain prices the fran-
chisor prefers. But the fran-
chisor could object based on
a purchaser's history of un-
satisfied customer com-
plaints. In short, the reason
must be valid.

Continued on Page 19
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MELLEMA’S
SERVICE STATION MAINTENANCE, INC.
11644 S. Greenville Rd.
Belding, Michigan 48809

616-794-2330 FAX
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Red Jacket

Clawson Tanks

Emco Wheaton

Certified Tank & Line Testing



"ENVIRONMENTAL UPDATE

By Brent Morton, SSDA-MI Staff

MUSTFA ...GAS TAX...USED OIL

MUSTFA

As you are well aware,
the Michigan Underground
Storage Tank Financial As-
surance (MUSTFA) program
has been experiencing cash
flow problems resulting in
unpaid claims. The Legisla-
ture has been working since
the beginning of this year to
resolve financial, as well as
other, problems facing the
program.

Due to the recent passage
of House Bill 4785 (Public
Act 132 of 1993), the
MUSTFA fund. In early
September, MUSTFA began
mailing $50 million in reim-
bursement checks to Michi-
gan tank owners with ap-
proved claims for clean-up.
HB 4785 allows the state to
bond against the seven-
eights of a cent environmen-
tal regulatory fee, which cur-
rently funds the MUSTFA
program.

$50 million worth of
bonds have already been
sold, and additional bonds
will be sold each month to-
talling as much as $200 mil-
lion. These bond payments
will cover only approved in-
voices for clean-up work per-
formed prior to August 31,
1993.

In an attempt for the Legisla-
ture to solve some of the

MUSTFA problems, Senator
Fillers bills (Senate Bill 644 and
645) and Representative Alley’s
bill (House Bill 4783) were re-
ported out of the conference com-
mittee on September 14. These
bills will now return to the Legis-
lature, and if passed would re-
structure and extend the life of
the MUSTFA program.
Representative Alley re-
quested that a revised clean-
up standard proposal be pre-
sented to his sub-committee

Excise Fuel Tax

Effective October 1, 1993
the Federal Budget Bill im-
poses a permanent excise tax
increase of 4.3 cents per gal-
lon increase on all trans-
portation fuels currently sub-
ject to the Leaking Under-
ground Storage Tank (LUST)
Trust Fund excise tax, lique-
fied petroleum gases cur-
rently taxable as special
motor fuels, and diesel fuel
used in noncommercial mo-

In early September, MUSTFA
began mailing $50 million in
reimbursement checks to
Michigan tank owners with
approved claims for clean-up

(the House Conservation,
Environment and Great
Lakes Affairs subcommittee)
within the next three weeks.
It is still, however, a long
way from a resolution to the
MUSTFA problem, and
many changes can be ex-
pected to any bill on this
subject.

torboats.

The new excise tax is gen-
erally collected in the same
manner as are existing excise
taxes on these fuels. Floor
stock inventory at the open-
ing of October will also be
taxed at the 4.3 cent per gal-
lon rate. This floor stock tax
will be due on November 30.

Vissers

Tank Testing, Inc.

EPA Approved & Certified
Fast, Friendly Service

Will Meet or Beat Written Quotes!
Days, Nights or Weekends

Secondary Containment Line Testing

Call the Best at:

1.800. 7/5/7-7666

or (616)459-8255

Tank & Line Testing Is Our Specialtyt

10

Under the de minimis
rule, dealers with floor stocks
of less than 4,000 gallons of
gasoline and less than 2,000
gallons of diesel fuel will be
exempt from the floor stock
tax. Those dealers with floor
stocks over the specified
amounts will need to file be-
fore the November 30th
deadline.

Local Gas Tax

Attorney General Frank
Kelley ruled August 18th
that the State Constitution
does not empower counties
to impose a local tax on
gasoline, in addition to the
state tax.

Attorney General Kelley
said that: the state s specific
sales and use tax on gaso-
line, imposed in 1927, is in-
tended to be in lieu of all
other taxes on gasoline by
the state or any political
subdivision. Any local tax on
gasoline would be subject to
the constitutional limita-
tions on the use of the pro-
ceeds of a specific tax on
motor fuel.

Used Oil
Due to the Used Oil Recy-
cling Act of 1990, the De-
partment of Natural Re-
sources is developing a com-
prehensive plan creating a
statewide network
of used oil collec-
tion facilities. This
network will in-
clude private,
state, and local en-
tities to ensure
that used oil gener-
ated by do-it-your-
selfers is reclaimed
appropriately.
Currently, work-
groups have been
established to dis-
cuss possible legis-
lation. These work-
groups are made
up of representa-
tives from all inter-
ested groups.
SSDA-MI has been
involved since the
onset, and will con-
tinue to keep you
informed of any
pertinent issues. ¢
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NEWS BRIEFS

Election Date Set

Tuesday, December 7th
has been chosen as the date
that voters in the 3rd Con-
gressional District will go to
the polls to fill the vacancy
created when U.S. Represen-
tative Paul Henry (R-Grand
Rapids) died of brain cancer
July 29th. Under the sched-
ule, announced by Governor
Engler, a special primary
will be held Tuesday,
November 2nd.

ASE Certification

The National Institute for
Automotive Service Excel-
lence has set its Fall 1993
test dates for November 3, 4,
and 9. If the October 1st
registration deadline is
missed, it will be another six
months before the next ASE
certification opportunity.

ASE will be offering a
wide variety of certification
tests including: Automobile/
Light Truck, Medium/
Heavy Truck, Compressed
Natural Gas Light Vehicles,
Body/ Paint, Engine Machin-
ist, and Parts Specialist;
along with Recertification
Tests. For further informa-

tion, or a registration book-
let, contact the SSDA-MI of-
fice at (517) 484-4096.

R-12 Substitutes

Recently, the Environ-
mental Protection Agency
published its Significant
New Alternatives Policy
(SNAP). In the SNAP are
listed acceptable substitutes
for banned and soon to be
phased out substances; in-
cluding those for CFC-12 (R-
12). Only two substances
have been chosen as substi-
tutes for R-12. They are
HFC-134a (R-134a), and a
DuPont blend HCFC-
22/HFC-152a/HFC-124.
These substitutes are not
interchangeable with R-
12. They are simply the
chemicals to be used for new
vehicle air conditioning
units, and retrofits.

Scrap Tires

Recently, House Bill
4691 (the Scrap Tire Reg-
ulatory Act) was voted out
of the House and sent to the
Senate. This bill could have
meant additional regula-
tions on how you handle

WHAT DO THEY BUY?

What types ofitems do people typically
buy at a convenience store?*

Rank Product Percent
1 Milk 52.4
2 Gasoline 43.3
3 Bread 42.0
4 Snacks 38.6
5 Cigarettes/Tobacco 27.1
6 Candy 24.1
7 Newspapers 20.6
8 Soft Drinks (Six Pack) 18.6
9 Beer 14.6
10 Soft Drinks (Indiv. Cans) 13.7
1 Soft Drinks (Fountain) 11.3
12 Prepared Foods/Fast Foods 9.2
13 Lottery Tickets 7.0
14 Coffee/Hot Drinks 6.1
15 Ice 6.0

Percent of Respondents Purchasing Certain Products
*Consumer Product Purchases. 1992 Consumer Attitude
Study. National Association of Convenience Stores.
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your scrap tires. However,
thanks to the efforts of the
SSDA-MI, an exemption was
gained for retailers who
store under 1,500 tires on
site and adjacent properties.
This will allow small tire
dealers to be able to store
their scrap tires as they
deem best; until they are
disposed of with a registered
scrap tire collection site, li-
censed landfill, or contracted
hauler.

It is through the work of
the Association, Pump Club,
and our members that Leg-
islation like this can be best
addressed. Thank you for
your support.

Family Leave

If you have 50 employees
within 75 miles, who have
worked for you for at least
one year, the Family and
Medical Leave Act of 1993
requires you to provide up to
12 weeks of unpaid, job pro-
tected leave to them for cer-
tain family and medical rea-
sons. Unpaid leave must be
granted for any of the follow-
ing reasons: 1 to care for the
employee's child after birth,
or placement for adoption or
foster care; 2. to care for the
employee's spouse, son,
daughter, or parent, who
has a serious health condi-
tion; or 3. for a serious
health condition that makes
the employee unable to per-
form the employee's job. Or-
dinarily, the employee must
provide 30 days advance no-
tice to the employer (when
the leave is foreseeable) and,
an employer may require
medical certification to sup-
port requests for leave due
to a serious health condition.

If this applies to you, you
are required by law to post
information explaining em-
ployee rights under this act.

IRS Publications

The Internal Revenue Ser-
vice offers several publications
to aid small business owners.
The publications are free of
charge, and can be ordered by
calling 1-HOO-829-3676

The publications avail-
able are as follows: Under-
standing the Collection Pro-
cess (Publication # 594), Tax
Guide for Small Business
(Pub. 334), Your Rights as a

tax Payer (Pub. 1), Employ-
ers Tax Guide (Pub. 15),
Travel, Entertainment & Gift
Expenses (Pub. 463), Depre-
ciation (Pub. 534), Account-
ing Period & Methods (Pub.
538), Tax Information on S.
Corporations (Pub. 589),
Guide to Tax Free Services
(Pub. 910), Business Use of
a Car (Pub. 917).

Phase Out
The production phase out
date for chlorofluorocarbons,

including R-12, has been’

changed. Originally, produc-
tion of R-12 was to be
phased out by January 1,
2000. The new production
phase out date has been
moved up to December 31,
1995. This means R-12
shortages, along with the
necessity to retrofit, will be
a reality sooner than ex-
pected.

Self Cleaning Bathroom

For about six months in
Illinois, Amoco has been
testing a new self cleaning
bathroom. The $15,000 to
$22,500 unit uses 39 nozzles
to spray cleansers and water
at the walls, mirror, sink,
and toilet. Then warm air
dries the room, leaving the
area spotless in 24 minutes.
More Amoco installations
are planned through Self-
Cleaning Environments Inc.
of California.

Traveler’'s Checks

In the last few months,
many American businesses
have lost thousands of dol-
lars in revenue due to Cana-
dian traveler’s checks being
passed off as American trav-
eler’s checks.

Canadian traveler's
checks will be used to pay
for an item, and change will
be returned in American
currency. Traveler’s checks
look alike from one country
to the other, except for the
currency designation. The
only visual difference is that
Canadian traveler's checks
say “Canadian Currency” in
small print on the bottom of
the check.

It is important that you
look carefully at the cur-
rency designation. It could
save your business from
being hurt financially. ¢
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ALL SUPPLIERS
ARE NOT
CREATED EQUAL

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

= EBY-BROWN

2085 E. Michigan Avenue
P.O. Box 2127
Ypsilanti, Michigan 48197

1-800-532-9276
FAX (313) 487-4316

Tracer Tight® No Down Time
Tank and Pipeline Leak Tests

No interruption of service.
No overfill; no topping off tanks.
Tests any tank size and pipeline length.
Michigan State Police Fire Marshal approved.
Reliable for ony type of fuel, il or chemicals.
Detects and locates leaks os small as 0.05 gph.
Third party evaluations surpass EPS requirements.
Method is on the EPA list of accepted tests October 1991.
Does not subject tanks to any structurally damaging pressures.

SUNRISE TANK TESTING
A licensed Traoer TigtLeak Detection Affiliate

Thomas S. Brown

J- P.0. Box 1025
Evort, M1 49631
A New Day (616) 734-2363
A Better Way (616) 734-2055 (Fox)

By installing AIR-senv®at Yo_ur 0as station or convenience

store, you really get some
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CUSEOMETS. Choose AIR-serv today! Call:

AlIR-serv Distributors Inc.

ASK ABOUT OUR VAC-SERve Authorized Independent Distributor for AIR-serv

COIN-OPERATED VACUUMS!

1-800-878-1100
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BUSINESS FOCUS

By Larry Wright, L. A. Wright, Inc.

NEW TAX LAWS

at could be more
appropriate than to
discuss income tax
in this article? Not only is it
the right time of year for
some of your tax planning, it
is also impacted substan-
tially with the new Revenue
Reconciliation Act of 1993.
At the same time, there's a
fly in the ointment called
"Team Yellow Jacket" about
which you should be aware.
The Revenue Reconcilia-
tion Act will substantially
affect some service station
dealers while it will mini-
mally affect many service
station dealers. This
overview is simply a skim-
ming of the facts and you
should seek tax planning ad-
vise from your tax profes-
sional as soon as possible.

New tax brackets

The new tax brackets,
36% and 39.6%, affect mar-
ried taxpayers earning
$140,000 and $250,000 re-
spectively. Those incomes
are based on taxable incomes
after itemized deductions
and dependent exemptions. |
don't perceive that this will
affect too many dealers. (In
my heart | wish that these
tax brackets would affect
more of you.) Additional
taxes created by these
bracket increases can be
paid over a three year period
of time at no interest ex-
pense. This involves a tricky

formula and you want to be
sure to get qualified profes-
sional advice before trying to
take advantage of this lim-
ited break. Estimated tax
penalties for 1993 will be
waived if due to retroactive
changes in the tax law.

Retirement

For those of you who are
looking forward to retire-
ment (or have already done
s0), you will find that 85% of
your Social Security benefits
will be taxable if you are
married and your income ex-
ceeds $44,000. This is a sec-
ond threshold since the first
threshold taxing 50% of your
Social Security benefits still
exists. You have to be care-
ful with this formula as well.

You will no longer earn
your way out from under all
of the Social Security bur-
den, since part of it has been
redesignated as a Medicare
tax and the cap on the Medi-
care tax has been removed.

Also, estimated tax un-
derpayment penalties have
changed again. Your most
probable safe harbor is to
see to it that you pay 100%
of your last year's tax in es-
timated taxes for your cur-
rent year unless you make
over $150,000; then you will
have to use 110% of last
year s tax to avoid the
penalty.

Furthermore, if you have
a bad financial year, you will

TANK TESTING WHEN YOU WANT IT -
NIGHTS & WEEKENDS!!!

find that the earned in- H
come credit has been in- | |8
creased and covers
more people. The maxi- |8]
mum credit for those
with two or more chil- V
dren will be $2,527 in
1994.

I know you've been wait-
ing for this one! The presi-
dential Election Campaign
Fund check-off has now been
increased to $3.

Health insurance

The health insurance de-
duction for the self-employed
has been reinstated retroac-
tively. You may wish to
check to see if you get to
amend the last one or two
years returns due to the ad-
ditional deduction. The prob-
lem with this is that it may
cost you more to amend it
than the tax it will save.

Business

In the business area, you
will be interested to know
that your corporate tax has
gone up by 1% if you earn an
excess of $10 million. | hope
more of you will begin to
share this problem in the fu-
ture. (That's not sales, that's
earned.) More important in
the business arena, your
business meals and enter-
tainment are now only 50%
deductible.

Furthermore, if you be-
long to a club where you do
entertaining, you have been

SMART MONEY

allowed deductions for a por-
tion of your dues in the past.

Starting in 1994, those
dues will no longer be de-
ductible. You may wish to
prepay your 1994 dues in
1993 to protect some of the
deductibility.

Some of the most impor-
tant changes for your busi-
ness include the ability to
write off goodwill and going
concern values that you pur-
chase when buying a busi-
ness. This may affect your
business purchases as early
as July 25, 1991. This rule
provides a 15 year amortiza-
tion period and there are
some exceptions and condi-
tions. Check this out care-
fully.

Also, you may now write
off up to $17,500 of your
equipment purchases in the
year of purchase under Sec-
tion 179. This is up from the
$10,000 figure in the past.

Investing

If you're thinking of in-
vesting in commercial real
estate, you must now use 39
years to depreciate your
building.

Continued on Pa<k 22

Tax-free vs. taxable investments

*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 Doguindrc
Warren MI 48092
(313)751-2248
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Many investors face choosing between tax-free mutual funds and
taxable mutual funds

How to determine the yield that a taxable investment
must return to equal returns from a tax-free investment

Let's say you are
planning to invest
m a tax-free mutual

Hrst, subtract your tax bracket
from 100 to get the portion of
your income that you keep after

fund that yields taxes.

5 percent —

and you are in a Next, divide the tax-free investment s
28 percent yield by 72 percent (the amount you
tax bracket keep after taxes)

5 divided by 72 = 6 94 percent.

This figure is the yield that a taxable
investment must deliver to outperform
the tax-free investment.

Copley News Service/Ken Marshall
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SERVICE STATION DEALERS

S T D A ASSOCIATION OF MICHIGAN, INC.

200 N. Capitol « Suite 420 « Lansing, Michigan 48933

Non-M?mber 8SDA ember Mergg\e”rngsealer

Cost  Income ost  Income
$10,000 Tank Bond $950 $325 — $625
SSDA Legal Program 150 o - 150
(1 hr. free legal phone consultation per year)
Annual Convention/Registration 270 239 - 31
Environmental Program 60 0 - 60
(Consultation re UST Regulations/hour)
BCBS Coverage through SSDA 4,800 3.600 — 1,200
(compared to private policy)
Service Quarterly Magazine 40 0 - 40
Service Monthly Newsletter 60 0 60
Tank Manual 99 19 80
Visa/MasterCard Program 4,200 2,400 — 1,800
($100,000 in charges per year)
Telephone Program N/A 0 — 1.000 1,000
Dodson Rebate N/A 0 — 600 600

(Average Yearly Rebate)

IF YOU USE SSDA-MI, WE CAN MAKE/SAVE YOU  $5,646

r7&
APPLICATION FOR MEMBERSHIP

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

BUSINESS NAME:
BUSINESS ADDRESS

CITY: ,MIZIP:__ PHONE:( )

COUNTY: TYPE OF OWNERSHIP: NON CORPORATE 0O CORPORATION

STANDARD MEMBERSHIP ONLY:
TYPE OF GASOLINE SOLD:

TYPE OF BUSINESS: 0O Full Service C Pumper CjRepair Facility 0O Car Wash DC-Store

ASSOCIATE MEMBERSHIP ONLY (no gasoline retailed):
TYPE OF BUSINESS: 0O Auto Parts Dealer O Tire Dealer ;J Car Wash [ :Radiator Dealer O Marina O Insta-Lube Salvage Dealer
C Other

LIST OWNER/PARTNERS:
NAME: TITLE:

RESIDENCE ADDRESS:

CITY: . M1 ZIP: PHONE: ( )

NAME: TITLE:

RESIDENCE ADDRESS:

CITY: .MI zIP __ PHONE: ( )

ANNUAL MEMBERSHIP DUES: ANNUAL ASSOCIATE MEMBERSHIP DUES:
$41 monthly (Electronic Banking) ___$25 monthly (Electronic Banking)
$480 annual payment $250 annual payment

Add $120 per station after 4 stations
Signature Dale Signature
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MONEY REVIEW

By Ann Perry, Copley News Service

REFINANCING CAN YIELD
A HEFTY DEDUCTION

ing number of homeown-

ers who recently refi-
nanced a mortgage for the
second or even third time,
your “leftover loan points
might entitle you to a hefty
tax deduction.

Points are upfront fees
charged by lenders, typically
between 1 percent and 2 per-
cent of the mortgage loan.
When you refinance a mort-
gage, the IRS lets you
deduct those fees over the
life of the loan.

Thus a homeowner who
refinances a 30-year,
$150,000 mortgage at 2
points can deduct $3,000
over 360 months. Amortizing
the points that way works
out to $8.33 per month or
about $100 per year.

That won't dramatically

I f you're among the grow-

alter the bottom line of the
average tax bill. But if the
homeowner refinances a sec-
ond time, taking advantage
of still-falling interest rates,
he can deduct the balance of
the points.

"It can make a big differ-
ence, writing off $2,000 or
$3,000 in leftover points on
an old loan,' said Constance
Whitney, an enrolled agent.
An enrolled agent is a feder-
ally licensed tax preparer.

"I have some clients who
refinanced two or three
times in 1992," she said, "It
gets a little wild.'

A taxpayer in the 28 per-
cent tax bracket who
deducts $3,000 worth of
points in 1992 would save
$840 in taxes.

A taxpayer also can write
off the balance of points

SSDA

Service Station Dealers Association

SSDA & COMERICA BANK JOINTLY OFFER
LOWER MERCHANT
VISA & MASTERCARD RATES!

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

1.90%

Electronic Ticket Capture for those with an

average ticket of $100 and Over

2.15%

Electronic Ticket Capture for those with an

average ticket of $50 and Over

2.50%

Electronic Ticket Capture for those with an

average ticket under $50

3.83%

Voice/Electronic Ticket Capture and
Voice/Paper

N\t Nrtl'll

Call Comenca Bank s Sales Department at
1-800-932-8765 for more details
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when selling a home that
had a refinanced loan.

Multiple Refinancings

Because mortgage inter-
est rates have dropped so
dramatically since 1991
from about 10 percent on a
30-year, fixed-rate loan to
less than 7 1/2 percent
multiple refinancings have
become increasingly com-
mon.

Last year was the year of
refinancing,' said Leland
Brendsel, chief executive of-
ficer of the Federal Home
Loan Mortgage Association,
or Freddie Mac. The publicly
chartered agency packages
home mortgages for sale as
securities.

"One third of all existing
loans were refinanced in
1992," Brendsel said. "Many

consumers refinanced twice.
I did, personally.’

Brendsel predicted that in
1993, one-fourth of existing
mortgages will be refinanced.

"Were seeing people
who've refinanced in the
past 12 to 24 months start-
ing to come back in again.’'
said Randy Willox, a re-
gional vice president for
Countrywide funding Corp.,
the nations's largest origina-
tor of home mortgages.

Mortgage rates are at
their lowest levels in 20
years. Recently, a borrower
could get a 30-year, fixed-
rate mortgage at 7 1/4 per-
cent, paying 2 points, or at 7
3/8 percent and 1/4 points,
or 7 3/4 percent and no
points.

Continued On Pa<k 20

The Oscar VIf. Larson Co.

Since 1944

The ONLY

MI MOEIt

.PE

Company YOU NGEd VUM KIPIPMI NI 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
*CARD READERS
- TANK INVENTORY SYSTEMS

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

1041 Mankowsi Rd.
Gaylord MI 49735
(517) 732-4190

390 Multi-Grade
Dispenser with Outdoor card
Processing Terminal

10431 Highland Road

Union Lake. Ml 48386

(313) 698-1550 Pontiac
. (313) 549-3610 Detroit
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Viewpoint

Continued From Page 6

increase in payroll calcula-
tion just to come close to an
employee position in the

amount of time a dealer
works or the initial invest-
ment that was required

handled a little different,
but all owners require
money each month to oper-
ate on. Each owner’s re-
quirement will be different,
but we can use this number
divided by 365 days to equal
a $205.00 a day requirement
in order to match that exam-
ple position.

Using these numbers
(which again, are very con-
servative), a dealer has to
allow at least a 50% factor

work force.
This calculation still does
not take into account the

There will always bea misunderstanding
ofthose people notin an ownership position
ofhow much money a dealer makes.

verses the example position.
Once again this brings up
the idea of “oh, you own

HAWKING EQUIPVENT GOVPANY

747 Orchard Lake Ae.

Pontiac, Michigan 48341

OVER 50 YEARS SERVING THE OIL INDUSTRY

» Petroleum Equipment Experts

* Service Station Maintenance

« Certified Tank Testing “Petro Tite”

e Tank Lining “Glass Armor Epoxy”

» Tank Sales Installation and Removal

« State Required Overfill and Overspill Sold and Installed
* Pump Installation Sales and Service

« Distributor - Tokheim, Opw, Red Jacket, Gasboy, Emco

Wheaton, EBW

(313) 335-9285
(313) 547-4477

Pontiac, Michigan
FAX (313) 335-6767

MEMBER

PEI

AfUM EQUIPMENT 16

Tire Wholesalers Co.,

e As our name implies, we are
wholesalers of tires.

* We are an established business,
having been in business for over
22 years.

* We deliver.

We have UPS service daily.
We guarantee what we sell.
* We want your business.

* We have a huge inventory of
Passenger, High Performance, Truck,
Trailer, Motorcycle, Carlisle Lawn &
Garden, Industrial Tires and Tubes,
Shocks, Struts, Custom Mag Wheels

and Accessories, all in stock for
immediate delivery.
. .
(L arwovnii)
CADILLAC WAREHOUSE NEW! NEW! NEW! NEW!

303 Hawthorn Street
Cadillac. Michigan 49601
(616) 775-6666
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TROY DISTRIBUTION CENTER
1783 East 14 Mile Road
Troy, Michigan 48083

(313) 589-9910

your own business, you've
got it made.- There will al-
ways be a misunderstanding
of those people not in an
ownership position of how
much money a dealer
makes.

The grass always looks
greener on the other side of
the fence. Especially when
the other side of the fence
has the ability to control
what goes on there.

So from this quiz and ex-
ample we know:

1. That the owner’s ex-
penses, insurance and salary
must be considered when fig-
uring “cost”.

2. In order to break-even
all costs must be taken into
account when determining
the selling price of products
being sold.

Now take a walk around
your operation and look at
the prices. Do they reflect
the true cost of the opera-
tion? Yes, you have to con-
sider that big sign outside
on the corner also!

Just something to think
about. ¢

INC.

SOUTHFIELD WAREHOUSE
19240 West 8 Mile Road
Southfield, Michigan 48075

(313) 354-9910
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SOCIAL SECURITY Q&A

By William M. Acosta, Copley News Service

EARNING

Q. I am told that | am friends for many years. |

not covered by Social Se-
curity even though | have
been working and paying
Social Security taxes for
nearly a year. Why am |
being taxed if | am not
covered? -J.M.

A. As you work and pay
taxes, you earn Social Security
credits. Most people earn
four credits a year, the maxi-
mum that can be earned in a
year. Usually, 40 credits are
required to qualify for bene-
fits. Therefore, most people
qualify after 10years of work.

However, some younger
people can qualify for disabil-
ity or survivor s benefits with
fewer credits, and others can
get benefits as a dependent or
survivor on another person's
Social Security record.

Q. I applied for Soc
Security disability bene-
fits almost a month ago
and haven't heard a word
yet about whether | qual-
ify. As | recall, my father
started to receive retire-
ment benefits shortly
after he retired.

How long should | wait
before becoming con-
cerned? - M.G.

A. You have no need to be
concerned. The claims process
for disability benefits is gener-
ally longer than for other
types of Social Security bene-
fits, often from 90 to 120 days.

It takes longer to obtain
medical information to assess
the nature of the disability in
terms of your ability to work
This is why we encourage peo-
ple to apply for benefits as soon
as they become disabled.

(}» I'll be retiring next
month at age 62. When
will | be able to get Medi-
care benefits? - B.I..

A. Medicare benefits will
not start until you reach age
65. You should plan to con-
tinue your employer s cover-
age, or enroll in another
health-care plan if you cannot
continue your present cover-
age. until your Medicare pro-
toction takes effect.

ial

i

Q. My neighbor and |

have been very good

noticed that she isn't able
to get out much and has
been having difficulty
managing things. I'm con-
cerned about her and
would like to help.

Could | file as her rep-
resentative payee even
though we are not related?
-B.M.

A. Yes, you can file even
though you are not related. Be-
fore you are selected to be her
representative payee, Social
Security will first determine
whether your neighbor is un-
able to manage her benefits.

Contact Social Security
and tell them of your con-
cerns about your neighbor.
She may simply need some-
one to help her make out bill
payments from time to time
but may not need someone to
assume total responsibility
for managing her benefits.

Each prospective payee is
carefully evaluated to make
sure that the beneficiary's
best interests are served.

Q. | received a letter

from Social Security that
they plan to review my
disability claim. My condi-
tion hasn't changed, and |
am not working. Why am |
being reviewed? - B.K.

A. Social Security disability
benefits are paid to people
who are disabled and unable
to work. The law requires that
Social Security disability cases
be reviewed periodically to en-
sure that beneficiaries are still
disabled. The frequency of the
review depends on the sever-
ity of your impairment and
the likelihood of improvement.

If your condition has not
changed and you are not
working, your benefits will
not be affected. And if you
disagree with the decision
after the review, you may ap-
peal it.

(]. 1 understand that |
might be able to get help
in paying my Medicare
premium and annual de-
ductible. How does this
work? -P.l_

A. If your income and re-
sources are limited, the state
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CREDITS

you live in may pay your
monthly Medicare medical in-
surance premium, medicare
deductible and coinsurance
amounts.

To find out if you qualify,
contact your state Social Ser-
vices office and ask about the
Qualified Medicare Benefi-
ciary program (QMB).

Q. My mother is 68 and
is covered by Medicare.
Isn't she entitled to re-
ceive a mammogram
every year? -L.S.

A. Only if she has specific
signs of a problem - such as a
lump in the breast - and has
been referred by a physician
for a mammogram; then
medicare will help pay for a
mammogram.

Otherwise, Medicare
would help pay for a mammo-

gram only every other year.

Q. I will be 62 on Jan. 3.
I just filed my claim and
was told | won't get a
check before March 3.
Why can't | get paid for
the months of January
and February? -W.I.

A. Benefits can be paid
only for months you are eligi-
ble throughout the entire
month; therefore, you cannot
receive a check for the month
of January. The check you
will receive March 3 will be
for the month February.

Social Security checks are
paid after the month has
ended.

Questions on Social Secu-
rity may be sent to William
M. Acosta, Social Security Of-
fice, 880 Front St., Room 1-N-
8, San Diego, CA 92188. ¢

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

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

since 1962.

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

You, too, can share in the savings .

Call Dodson today!

1-800-825-3760
Ext. 2990

underwritten by

Casualty Reciprocal Exchange

member

DODSON GROUP
™ J 9201 State Line Rd

Kansas City, MO 64114
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AMmMerica
Convention £ Trade Show
October 28 - 31, 1993, Richmond, Virginia

» Hospitality Suites Sponsored by
Major Oil Companies

* Industry Session

* Banquet/Theme Party

* Family Program

» 250 Booth Trade Show

* Business Meetings

* Educational Seminars:
Technical, Management,
Environmental, Legal

Another Exclus%e Benefit From
Dearporn Life

Members

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

program is underwritten by Fort Dearborn Life.

For further information call the SSDA-MI office: (517) 484-4096

SERVICE QUARTERLY 3RD QUARTER. 1993
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AD INDEX

Support these SSDA-MI supplier advertisers. |fyou do not see your supplier on this list, you may want to encourage them to sign
up with the Service Station Dealers Association of Michigan at (517) 484-4096. The suppliers on this list are dedicated to support-

ing our industry.

AdVertiSer. .o Page
Air-serv Distributors INC........cccooiiiiiiiiiii, 12
Beckler Consultants...........ccoooiuiiiiiiiiiiiiii e 4
Blue Cross Blue Shield of Michigan.......c..ccooooooieenni. 2
Comerica BanK.......ccooooiiii 15
Davidson Sales & Maintenance CoO.......cccccouuiieiniiennnnns 6
DOdSON ..t 17
EDY-BIOWN . .ouiii et 12
Ft. Dearborn Life Insurance CoO.......cccocevviiiiiiiiiiannnns 18
Hawkins EqQUIPMeENt........coiiiiiiiee e 16
Lawrence A. Wright, INC...ccooiiiiiiiiiiiieeees 24

prospective purchaser. The
Act gives the company 60
days "after notice of intent
and all requested informa-
tion" to state its approval or
rejection to the sale.

When does the 60 day pe-
riod begin to run? The Act
was designed to require a

Law Talk
Continued From Page 9

Time

The Act requires that a
franchisor act promptly to
explain its reasons for ap-
proving or rejecting a

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, Ml 48331
(313) 634-1215

Let Us Help You
Take Control of Your

Environmental Projects Environmental Site

Assessments
Geologic/Hydrogeologic
Investigations

Technical Drilling
Services

Sampling/Analytical

Remedial System
Design. Engineering,
and Installation
Environmental
Compliance/Operations
Audits

Underground Storage
Tank Services

Call Your Superior Team!
1800 669 0699

guperlor

Corporate* O ffkr*
2201WolfLake Road Muskegon 494-12 4845
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Knowledge Experience Commitment

Advertiser..................

Mellema’s Service Station Maintenance, Inc...

Michigan Petro Equipment Installation, Inc............

Parks Installation Co.........
Pro-Tank Technologies, Inc
Sunrise Tank Testing.........
Superior Environmental....
Tell-a-leak.......ccc.cooiiiii.
The Oscar W. Larson Co.....
Tire Wholesalers................

Visser’s Tank Testing, Inc

prompt response. It is clear
that a franchisor cannot use
the artifice of continual re-
quests for information to in-
definitely delay response
time. But the dealer cannot
reasonably expect a franchisor
to make a decision if inade-
quate or incomplete informa-
tion is provided. The best
system here is to find out
what the company re-
quires before the busi-
ness is offered for sale.
Usually they will require
a copy of the purchase
agreement (meaning a

items (like divorce decrees or
health statements) should
not be used for delay. How-
ever, information should be
provided promptly, to avoid
this being used as a basis for
rejection of the purchaser.

Reasons

The franchisor must state
its decision in writing. And
the explanation must be suf-
ficient to permit a dealer to
understand why the pur-
chaser has been rejected.
The reasons cannot be so ob-
scure as to be meaningless.

For dealers, the Motor Fuel
Distribution Act is one of the
most important pieces of
legislation ever adopted.

professionally prepared
document, not something
written on the back of a
repair order); the pur-
chaser's financial state-

ment. The 60 days
should begin when this
information is given.

Sometimes the franchisor
will request some addi-
tional item A legitimate
request can delay the
start of the 60 days. But
the request must be
valid, not for the pur-
poses of stalling. For ex-
ample, the franchisor
may want to see a certi-
fied financial statement,
or a tax return, but a re-
quest for unnecessary

For example, a franchisor
could not reject a purchase
by stating that the pur-
chaser "does not meet stan-
dards." The franchisor must
state which standards, and
how the person fails.

For dealers, the Motor
Fuel Distribution Act is one
of the most important pieces
of legislation ever adopted.
Ranking close to the PMPA,
it means that dealer busi-
nesses have real value be-
cause they can be sold. Deal-
ers should understand this
Act to insure that they en-
force the rights the Act gives
them. ¢
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Money Review
Continued Fkom Page 15

A 15-year loan can be had for
7 percent and 1 point, while
variable loans are available at 5
1/4 percent and 1 point.

It used to be that homeown-
ers were advised not to refi-
nance unless they could reduce
their mortgage interest rate by 2
percentage points to 8 percent
from 10 percent, for example.

But for a growing number of
homeowners, it can pay to shave
just 1 percentage point off the
loan, according to financing ex-
perts.

"These days, if you really
work the numbers, it makes
sense,’ said Lawrence Frauens,
senior loan officer at common-
wealth-United Mortgage. "In
tough economic times, people
will go the extra mile and work
a little harder to save.'

Lenders report an increasing
interest in zero-point" loans.
But those loans carry a higher
interest rate than mortgages
with points.

The points are, in fact, part
of your loan's interest. That's
why the IRS allows you to
deduct points along with the
rest of the interest on your
home loan, according to Curt
Welker, an accountant.

In certain cases, homeowners
can deduct all of their mortgage
points in one year instead of
spreading them through the life
of the loan, Welker said.

When taking out a new loan
to buy a home, as opposed to re-
financing an existing mortgage,
borrowers are eligible to deduct
all their points in the first year.

But they must have put at least
as much cash into the escrow
account as the amount of the
points. (And the money must be
theirs, not borrowed.)

The IRS then considers the
points to be paid up front, even if
the escrow proceeds are used for
other purposes.

If the escrow account falls
below the amount of the points,
though, the points must be de-
ducted over the life of the loan.

Points for a refinanced loan
can only be deducted over the
long term - except in cases where
part of the new loan is used for
major home improvements, such
as a room addition or a new roof.

Then the homeowner can
prorate the points on the home-
improvement part of the loan
and take an immediate deduc-
tion, Welker said.

Thus, a family that takes
out a $100,000 loan to replace
an $80,000 mortgage and uses
the remaining $20,000 for im-
provements would be able to
write off one-fifth of the total
points in the first year. The
family would prorate the re-
mainder of the points over the
life of the loan, including that
initial year.

If you have refinanced your
home loan, it's important to
keep the loan records. That way
you can take the appropriate de-
duction should you refinance
again or sell the home.

"Continuity is important,
said Whitney, the enrolled agent.

"If you have changed tax prepar-
ers, you run the risk of losing
that amortization schedule. Keep
that closing statement as long as
you have the property." ¢

Service Station Ttealers
Association of Michigan

< 10,000 'Tank ‘Bond &
& Legal Program

& ‘Environmental Consultation ¢
<+ CMVbsterCardA ;isa Services ¢
& ‘Blue Cross ‘Blue Sfiield-CMI &
<+ ‘Dodson ‘Rebate Program &

& Informative ‘ Publications &
<& CM.C.I. “Telephone ‘Program &

Call us at (517) 4Sg.-g.006
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2649 East Grand River
East Lansing, M| 48823
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J & S Shell
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Haslett, MI 48840
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H & H Mobil
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Lake Lansing Mobil
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Lansing. M1 48912
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Jerry's Shell

37500 12 Mile Rond
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(313)553-3166

Shell

James Malek

Midtown Shell

10 Beacon Bivd

Grand Haven. M| 49417
(616)842-8677

Shell

Keith Anderson
Anderson Service Center
2029 S Saginaw
Midland. MI 48640
(517.832-8896

Shell

Dennis Pellicci

Denny's Big Beaver Shell
3015 Crooks Rd

Troy. Ml 48084
.313.643-6920

Shell

Pete Doneth

Auto City Sve Ctr Inc
2290 East Hill Road
Grand Blanc MI 48439
(313.695 4141

Amoco
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Dealer Profile
Continued From Page 7

S.Q. Do you have a
good block of loyal cus-
tomers?

R. B. We have our normal

customers, which we've been
servicing sometimes for
twenty years, and that
makes a good customer
base. To keep growing, or to
keep in business, you've got
to keep creating new cus-
tomers. That comes through
your advertising, and
through our service tow
trucks. We keep trying to
build on that base.

S. Q. How have you

been effected by the ups
and downs of the econ-
omy, the recessions?

R. B.
area, we've got major auto
companies and a lot of job
shops, and so on. When
these are effected, when
you've got a low economic
time - locally, you do notice
it. People start checking
prices, and so on, more than
they normally would.

come back after finding out
that, yes, he has health
problems, and yes he has
money problems, he has
building problems. He's got
the same type of problems

of the self service now, you'll
find those cars 3, 4 quarts
low sometimes on oil, com-
ing in for a test.

S.Q. If HB 4165 is not
passed in
its'  pre-
sent form,
there will
probably
need to be
s ome
changes,
and some
upgrade
in equip-
ment. Will
you be
willing to
do that?

T he city is currently doing construction beside pi 9 j

Reg's station — he stays open. e,

that you've got. And you talk
about them, and many times

In our particularyou find out how they

worked out their problems.
You can help somebody else,
or they've helped you work
yours out. That's one of the
major things that | get out
of talking to dealers.

If more guys would get in-
volved, either with the asso-
ciation or even with their oil
companies, talking to people

S. Q. How has the asso+you find out that you've all

ciation helped you
through the years?

R. B. Well, without the as-

sociation, we would be in a
lot worse shape than we are
now. All the new laws, and
the way they keep up with
them. The lobbying that
they do - we could never do
this individually. I'm sure, a
smaller, independent dealer,
like myself, would be in a lot
of trouble without the asso-
ciation. You just need some-
body where you can go col-
lectively. There are hun-
dreds of things that the as-
sociation has done - in the
past 20, 25 years that | have
known. We have shrinkage,
AET. There's a constant bat-
tie. They put one fire out,
and then there s another
one.

got the same kind of prob-
lems - this is how you come
up with the answers.

S.Q. | understand that
you currently run AE.T..
How do you feel you will
be affected if HB 4165 is
passed in its' current
form?

R. B. Basically it's going

to affect us as far as dollars.
We don't do a whole lot of
tests, but even to the tune of
5, 6 tests a day - It's 50, 60
dollars a day. Which trans-
lates into 18,000 dollars a
year, and that would be
hard to pick up. It would be
awful hard to pick up. |
don t think you could do it.

S. Q. Are there other

benefits from A.E.T.?
Does other business come

S. Q. Have you received from doing that testing?

a lot of advantages from
the people you've met in
the association?

R.B This is number one.
One of the reasons | like
going to meetings and talk-
ing to dealers and finding
out everybody has the same
problems. | guess it makes
you feel better when you

R.B. You end up with
some repairs that you pick
up off from them It's just
like anything else, it brings
the customer in. Normally,
we |l check oil before we do a
test You know, that's a
quart of oil. Could be an
extra 75 cents or a buck, but
it's still a part of it. With all
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probably
have to if we are going to
stay in that business. We ll
have to upgrade. | don't
know exactly what all the
costs are involved at this
point. But it's still a portion
of our business, and if we re
going to be in business it's
what we Il have to do as long
as we can get financing.

S.Q. | understand you
are the newest member
of the SSDA-MI board of
directors. What made you
want to get more in-
volved in the associa-
tion?

R.B. Well, I think it's be-
coming more and more po-
litical. And there's more and
more laws being enacted
that are going to directly af-
fect us. Every time you turn
around there's something
new coming up, and if we re
not involved we re going to
be hurting in the end.

| am excited about it. I've
always wanted to - you just
keep putting it off until you
see certain things. You want
certain things to get done,
and you just got to get in
there and offer your help.
Everybody's always busy,
and I'm always busy too, but
you just got to take some
time and give it back to the
association. And along with
helping yourself, your help-
ing many other guys and
there's a lot of nice guys in
the association. ¢

M.P.E I

Michigan Petro Equipment Installation, Inc.
1414 Industrial Dr,

Dearborn, Ml

48120

Phone (313) 843-7300 » Fax (313) 843-7304

Sales, Installation,
Service and Tank Removal

+*24 Hour Service

JUnderground Storage Tanks

= Dispensers

= Tank Monitor Systems

- PETRO-TITE Tank Testing

>Canopies

; Complete Underground Work

Electrical
JConcrete

M.P.E.I
PROVIDES YOU WITH
QUICK, QUALITY AND COST
EFFICIENT SERVICE.

JOKHEIM =

Authorized Service

LICENSED MECHANICAL CONRACTOR
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Business Focus
Continued From Page 13

It may be easier to acquire
private financing by selling
some of your corporate stock
to a "friendly investor since
he can now redeem that
stock with you in the future
at a profit that will be taxed
at only 50% of capital gains
rate (14% tax rate). This
should open new fields to
small business financing.

Gasoline — Important

A floor tax of 4.3 cents per
gallon will be imposed on in-
ventories held on October 1,
1993. The tax will be payable
by November 30, 1993.

Now, to add insult to in-
jury, you should be aware
that the Internal Revenue
Service, under their Audit
Specialization Program, has
established an audit review
booklet entitled PUMPING
PROFITS, an auditors
guideline for a new look at
the neighborhood gasoline
service station. This book
was published in September
1992 for the new "Team Yel-
low Jacket" Audit Program
targeted at the service sta-
tion industry. It is MUST
reading for the service sta-
tion dealer.

This is an alert to you
that the service station
dealer is a targeted audit
mark for a far reaching audit
sweep that will include
many of you.

This is a significant un-

dertaking by Internal Rev-
enue Service and the book
provides the guidelines to be
utilized by the auditor in re-
viewing your records. The
following information will
provide you with some of the
guides that are being pre-
sented to the auditors in
checking your business:

* "Inadequate records is one
badge of fraud.”

e "Returns with high poten-
tial for adjustment (returns
that show less than $25,000
income).”

e "IRS will be using the
Lundburg Survey which pro-

chases to goodwill, which, in
the past, was nondeductible.
* IRS will specifically look
for rent credits applied to
the dealer's open account
also to see if they have been
properly reported.

* "Net profit appears to be
close to 10% of total receipts.
Especially if there is more
than gasoline involved in
that location. As an exam-
ple, a service station doing
$2,500,000 in gross sales per
year should have a net profit
of $200,000 to $250,000 or
more." (Guidelines like this
could develop substantial

“A computer disc listing names
and addresses of local
independent suppliers is being
sent to each district.”

duces a bimonthly index of
retail gasoline prices and are
listed by type of oil and type
of gas and the location of the
particular gas stations.

e "A computer disc listing
names and addresses of local
independent suppliers is
being sent to each district.”

e IRS will be looking for
business purchases that
over value the equipment,
lease hold improvements, or
non-compete agreements.
The reason for this review
will be to reallocate pur-

T P1 Medium/Heavy Truck
Parts Specialist

T P2 Automobile Parts
Specialist

Registration Deadline
October Tf 1993

National Institute lor AUTOMOTIVE SERVICE EXCELLENCE
13505 Dulles Technology Dr, Herndon, VA 22071
703-713-3800
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frustration for the dealer
being audited if the auditor's
perception believes this
audit guideline to be true.)

* IRS will be looking for
mark ups in oil of 80% to
120%, TBA in 30% to 60%,
groceries at 30% to 40%, and
fast food at 40% to 60%. Ap-
parently mark ups of less
than these numbers will be
suspect in the eyes of the

Fall

IRS auditor.

e One guideline indicates that
mechanical services are ex-
pected to be at a 75% produc-
tivity level. This means that if
you are using $40 per hour for
mechanical services (much too
low), IRS will expect to see at
least $240 per day in mechan-
ic's productivity.

e The inadequate records
review for possible fraud
will be a part of this audit.
It will include questions
such as: "What kind of car
does the taxpayer drive?"
and "What price of home
does the taxpayer own?"

The above items are just
a few of those mentioned in
the 35 page PUMPING
PROFITS audit guideline.
You can have a copy made
available to you by calling
us at (313) 547-3141.

It's apparent that the tax
impact to the service station
dealer will be substantially
greater in the near future
than just those considerations
given to the new tax act.

It's also apparent that it is
critical for the service station
dealer to develop a better dis-
cipline in the quality of his
records so as to able to take
advantage of all the tax op-
portunities without repercus-
sions from an audit. Please
see to it that you tax profes-
sional is well appraised of
your overall needs. ¢

Automobile Teats

Automatic Transmission/
Manual Drive Train and

Suspension and Steering

Electrical Systems
Heating and Air Conditioning

v Al Engine Repair
v A2
Transaxle
v A3
Axles
v A4
v A5 Brakes
TAB
v A7
v A8

Engine Performance

Regieitratlon Deadline
Ootober 1, 1993

tor AUTOMOTIVE SERVICE EXCELLENCE
13606 Dulee Technology Dr.. Herndon, VA 22071
703-713-3800

SERVICE QUARTERLY 3RD QUARTER. 1993



NEW PRODUCTS

WYNN S PRE-OIL CHANGE

Wynn's has developed « product that can
contribute to any car's performance and
longevity. Wynn's new Pre-Oil Change Motor
Flush is the ideal way to realize all the bene-
fits of an oil change.

By adding a bottle of Wynn's Motor Flush
before an oil change, the car is properly pre-
pared for that change. Wynn's Motor Flush is
a premium formula that is completely safe for
all engines, in new or older cars, domestic or
import. It contains no harsh solvents or alco-
hols, so it can be used with complete confi-
dence.

SPRAY-CAN TURNS INTO
A SPRAY-GUN

Can Handler turns an ordinary spray can
into a spray gun and the amateur spray can
user into a professional. Can Hand ler is a
must use tool for anyone who uses u spray-
can It eliminates finger fatigue, keeps hands
clean, sprays evenly and steadily and allows
the user to control the direction of the spray.

The Can Hand ler snaps on or off any stan-
dard spray-can and features a patented safety
lock to prevent spraying when not in use.

Can Hand ler is available in individual
units at $3.98 or in commercial and bulk
packs at substantially reduced individual unit
cost, postage paid from Products Interna-
tional. Inc., 7840 Mission Center Court, Suite
101. San Diego, California 92108

PROFESSIONAL LEAK
DETECTION FROM SNAP-ON
TOOLS

Liquid refrigerant leaks (R-12 and R-134a>
must be detected and prevented from dis-
charge into the atmosphere Air conditioning
leak Detectors from Snap-on are designed to
met the needs of the professional technician
by making leak detection simple and rapid
Two important features are increased sensi-
tivity to detect R-134a and an automatic shut
off td increase battery life. Our leak detectors
offer the combination of high quality compo-
nents and the finest workmanship

Your local Snap-on representative is the
source for complete information and a demon-
stration
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FAST ORANGE

Loctite Corporation today announced their
Fast Orange Hand Cleaner travel promotion.
From now until December 31, 1993, Travel Cash
Redemption Certificates will appear on specially
marked packages of Fast Orange products.

For each purchase of Fast Orange Hand
Cleaner, the customer will receive a travel cer-
tificate worth $25 - $50 towards their vacation.

Loctite Corporation, a Fortune 500 com-
pany, is a worldwide specialty chemical com-
pany ranking among the leading suppliers of
proprietary high-performance adhesives,
sealants, coatings, specialized brand name
chemicals, and electro-luminescent lamps and
lighting fixtures. Principal markets include
industrial, electronic, specialized medical, pro-
fessional automotive, and consumer.

ROTARY'S SP09-EH2

Rotary Lift has
eliminated the height
problem that occurs
when servicing leisure
vans, vans with ladder
racks and light trucks.
The solutions are Ro-
tary's extended height
symmetrical two-post
surface lifts, the SPO7

and the SP09.

This lift raises high-profile vehicles to full
height, allowing technicians to stand while
doing underbody work — a benefit that obvi-
ously will increase productivity.

The SPO lift is available in 7,000 and
9,000-pound capacities, and is designed so all
the doors on full-size vans will open and close
without bumping the lift columns, feature
that allows easy access for underdash work
when the vehicle is on the lift.

For more information, contact your local
Rotary representative or authorized distribu-
tor. Or you may either write, Rotary Lift,
2700 Lanier Drive, Madison, Inc., 47250 or
call, 1-900-445-LIFT (5438).

ELITE OFFERS COMPETITION
HERITAGE WHEEL

Elite Wheel Corporation introduces the
latest in wheel fashion . the Euro Six. The
Euro Six features six spokes that extend from
the center of the hub and join flush with the
wheel lip This design allows 15 and 16-inch
wheels to appear larger in diameter. The
Euro Six wheels from Elite come in three fin-
ishes. chrome only, silver with a machine fin-
ish and silver only

For more information on the new elite
Euro Six wheel and the locations of authorized
Elite dealers, contact

Elite Wheel Corporation
184E Liberty Ave *Anaheim CA 92801
(714) 871-9984
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TRIAD S PRISM AUTOMOTIVE
MANAGEMENT SYSTEM

Prism is a powerful UNIX (R) based sys-
tem featuring an Intel (R) 486/Pentium-com-
patible processor. Prism combines state of the
art hardware and software to provide users
with the speed and power they need today and
the flexibility to adapt to information and
business needs into the next century.

Prism manages much of the parts distribu-
tor's daily business in a highly intuitive, effi-
cient process that enables the user to tailor
every function to meet specific parameters.

Persons interested in learning how Prism
can transform their business can call 1-800-
613-2000 to make reservations for the presen-
tation nearest them.

LUBECONS "BLOW-OFF
CHAIN CLEANER"

The innovative Blow-Off Chain cleaner
completely protects vital products against
costly contamination problems. The unit
cleans the lubricated chain and blows off ALL
excess lubricant and residue with multi blasts
of compressed air.

LubeCon Systems, Inc. specializes in lubri-
cation systems for industries such as automo-
tive, foundry, tool and die, aeronautics, sal-
vage. food processing, and agriculture. It
manufactures and supplies automatic lubrica-
tion equipment for customers throughout
North America.

STP® SUPER CONCENTRATED
DIESEL FUEL INJECTOR CLEANER

First Brands Corpo-
ration continues to ex-
pand on its role as the
leader in fuel additive
technology with the
launch of a new prod-
uct, STP® Super Con-
centrated Diesel Fuel
Injector Cleaner

New STP Super

Concentrated Diesel Fuel Injector Cleaner is
specially formulated to clean diesel fuel injec-
tion systems and help prevent power-robbing
deposits. Independent field test results run
over a two-year, 3.5 million-mile period show
that diesel engines treated with STP Super
Concentrated Diesel Fuel Injector Cleaner
demonstrated an average increase in fuel effi-
ciency of 11C compared to untreated trucks.

STP Super Concentrated Diesel Fuel Injec-
tor Cleaner will be available in early fall 93 in
one-quart and 55-gallon sizes.

The PRESTONE®, STP® and SIMONIZ®
brands are part of the First Brands family of
diversified home and automotive products.
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Let the company that knows
the Service Station Business

BEST . ..
help you improve

your PROFIT 1

1987 1988 1989 1990
PROFITS

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

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

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

Saving for college
Investment analysis

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

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

Phone: (313) 547-3141

SERVICE QUARTERLY BULK FATE

200 N. Capitol = Suite 420 U S POSTAGE

Lansing. Michigan 48933 PAID
Lansing. M

Permit 771
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