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Seasons Greetings

Incumbents keep House seats
GOP gains control o f  State House, Hillegonds pledges to work with Democrats

John Engler Dick Posthumous Paul Hillegonds Curtis Hertel

Michigan voters re
turned all but one incum
bent to seats in the State 
House and Senate. Gover
nor John Engler and Attor
ney General Frank Kelley 
also regained their seats. 
Obviously, most voters 
liked what they saw the last 
two years.

The last two years in 
Michigan politics have been 
historic thanks to Governor

Engler, Co-Speakers of the 
House Curtis Hertel and Paul 
Hillegonds, and Senate Ma

jo r i ty  L eader  Dick 
Posthumus. With a 55-55 
split in the house and the first

ever co-speak
ers, Michigan 
saw one of the 
most produc
tive legislative 
sessions in its 
history. There 
were tremen
dous s tr ides  
made in prop

erty taxes, welfare reform 
and small business taxes. We

see Election pg. 11

SQ turns the 
camera on you

In this issue we're intro
ducing a new feature, "In Pic
tures,” where we spotlight 
our members on the job and 
in the community.

Ron and Cathy Andrews 
are featured on pages 14 - 15. 
This summer the Andrews 
held a Customer Apprecia
tion Day and DARE program 
at their Shell station in Grand 
Ledge, Michigan (pictured 
right).

If you have an upcoming 
event let us know. Call Amy 
Johnston at (5 17) 484-4096.



Attention Service Station Dealers:

If you're in the 
market for a health 

plan, get the 
most accepted, 
unquestioned 

coverage there is.
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DON'T 
MISS...

THE

THE WORLD'S BEST-SELLING
TOUCH-FREE

SYSTEM!

A VIV ID  
PALETTE OF 
OPTIONAL 
COLOR CHOICES

SPOT-fREE RINSE VORTEX DRY

AT NO EXTRA 
COST...

MARK VII

Presoak Application System  
cuts soap cost & cycle time 

Ceramic Nozzles 
last infinitely longer than 
stainless steel?

Additional new features 
that provide improved reliability and 
easy maintenance

Enhanced safety features 
Improved Merchandising: bolder, 

brighter signs, colors & graphics

IT GETS BETTER EVERY YEAR

Serving the 
car wash industry 
since 1966

800 - 526-1508
Outside the US: 616-385-0488 FAX: 616-385-0489

Serving: 
Michigan  —  Indiana  —  Ohio

© 1994 Mark VII Equipment, Inc.



President’s Corner
Dennis Sidorski, SSDA-MI President

It's time to call on our 
younger members

On behalf of the Board of 
Directors, I want to wish all 
of our members a happy holi
day season. Thanks to the 
Dealer Equity Bill, passed in 
1988, most of us will have 
Christmas off to spend with 
our families.

The holiday season also 
focuses our attention on a 
new year, new hopes and new 
goals. I am especially opti

mistic  about 1995 as the 
SSDA continues to move 
forward. We have made tre
mendous strides in Lansing. 
Ten years  ago  we cou ld  
knock on the Capitol doors 

and no one 
would talk to 
us. Today we 
are not only lis
tened to in the 
legislature, but 
sought after for 
input. By con
tinuing to stick 
to g e th e r  we 
can ensure fu
ture success.

The future of the SSDA. 
however, depends upon the 
involvement of younger deal
ers. Without younger mem
bers involved at the board 
level, there is no future for 
SSDA. We need their fresh 
perspective on the business, 
and their input on growing 
trends.

We're missing some of 
the essential comradeship  
between older and younger 
dealers. We can only benefit 
from each other. I owe a 
great deal of gratitude to the 
many dealers who helped me 
along the way.

The SSDA is a family and
I see our younger members 
as those who will carry on the 
family business. I also see our 
older members as those who 
will pass along the wisdom of 
their knowledge.

One dealer I've learned a 
lot from is former president 
Mick Kildea. On behalf of the 
board and the membership, I 
would like to express our 
apprecia tion  to Mick and 
Sally for all they have done 
for the gasoline retailing in
dustry over the past 30 years. 
We wish them a great deal of 
happiness in their retirement.

The SSDA is a 
family and I see our 
younger members 
as those who will 

carry on the family 
business.

SALES •  SERVICE •  PARTS •  INSTALLATION

MELLEMA’S 
SERVICE STATION MAINTENANCE, INC. 

11644 S. Greenville Rd. 
Belding, Michigan 48809

616-794-2330 FAX 616-794-2606

Total Containment/Enviroflex 

Bennett Gasboy Red Jacket 

O/C -  ZORN -  Clawson Tanks 

EBW Hoists Emco W heaton 

Certified Tank & Line Testing

W hy Bring Your 
Pollution Problems 

To The Surface?
Our biological remediation systems can solve your site 
contamination problems where they are - in the ground!

No Disruption To Your Operations

■ N o  E x cav a tio n  
• N o  H auling
■ N o  Soil D isposal

O u r  e n g in e e r s  an d  
sc ie n tis ts  can  m a n ag e  
y o u r  U .S .T . c le a n -u p  fro m  
in v es tig a tio n  th ro u g h  c lo s u re .

BECKLER CONSULTANTS, INC.

12200 Farmington Road 
Livonia, Ml 48150 
(313) 421-6880

A MUSTFA Qualified Consultant
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Inside the State
Amy Johnston, SSDA-MI

Department of Agriculture keeps 
an eye on quality for dealers

Celeste Bennett at her desk in the 
Department o f Agriculture

If you own or operate a retail gasoline outlet in Michi
gan, chances are the Department of Agriculture's Celeste 
Bennett is looking over your shoulder.

And for good reason. Bennett is the motor fuel quality 
coordinator, and she says her department's mission is to make 
sure dealers, and their customers, benefit from quality stan
dards on food, fuel and weights and measures.

Bennett is part of the Department of Agriculture’s Food 
Division, where she once served as a field inspector. The 
Food Division, which also oversees weights and measures, 
was given the responsibility of motor fuel quality under Pub
lic Act 44 of 1984. Today Bennett oversees 63 inspectors in 
seven regions across the state.

Inspectors are responsible for taking fuel samples from 
service stations. Bennett said there are two kinds of samples: 
a random sample, where a dealer can be selected at any time; 
and a customer complaint sample, where the inspector is re
sponding to a specific complaint.

“Consumers are very helpful. They know when their car 
is not running right," Bennett said, adding consumers often 
think bad gas is the cause of car problems.

The department’s lab runs several performance and en
vironmental tests on the fuel samples. Tests look at lead, 
octane, sulfur, oxygenates, distillation range, and corrosives. 
Bennett said a full range of tests takes about 45 days. When 
the tests are completed Bennett herself reviews the findings 
and determines the next course of action.

“If there is a problem, we do further investigations,” she 
said. "We may ask for invoices or go to the distributor.” If 
there is a problem, but no evidence that the retailer was in
volved, then Bennett said a notification letter would be sent. 
This whole process can take months depending on how much 
investigation is involved.

The notification requires the dealer to take action with 
the supplier on the problem, Bennett said. Later inspectors 
would return for another sample to determine if the problem 
was solved.

If the retailer is involved, Bennett said they may proceed 
with prosecution. However, recent amendments to P.A. 44 
now allow the department to impose fines, ranging from $50 
to $500 based on the number of violations, instead of court 
action.

While this process may appear to be pitting the Depart
ment of Agriculture against dealers, Bennett says it’s just the 

opposite.
“One of the reasons we have this 

program is because the industry 
pushed for it so there would be a 
level playing field for all,” she said. 
“Now everyone has to at least meet 
the minimum standards.”

Before these standards, Bennett 
said, it was easier for some retailers 
to lower their price by selling cheap, 
bad gas.

This level playing field also in
cludes taking a close look at weights 
and measures, particularly station 
pumps.

“We get more weights and mea
sures complaints than any others,” 
Bennett said.

She recalled a 1985 “sting op
eration" where 15 stations were sell
ing 65-76 percent less than their

Who to call: a

D epartm ent o f A griculture - Food Region 4  - East Central
D ivision M ichael Juhasz, Supervisor
C eleste B ennett, m otor fuel quality (517) 758-1778
coordinator
(517) 373-1060 Region 5 - Southw est

Neal Fortin, Supervisor
Region 1- U pper Peninsula (616) 429-1007
John H elden, Supervisor
(906) 786-5462 Region 6 - South Central

Robert Taylor, Supervisor
Region 2 - N orthern Low er Peninsula (517) 373-1333
C harles Shelley, Supervisor
(616) 922-5236 R egion 7 - Detroit

Harold Zorien, Supervisor
Region 3 - West Central (810) 356-1700
Susan Brace. Supervisor
(616) 456-9688

see Agriculture pg. 20
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Viewpoint
Terry Burns, executive director SSDA-MI

Holiday season is the 
perfect time to make a 

customer loyal

Along with this 
season comes a general 
cheerfulness in people. 

It allows us to greet 
customers that want 

our services.

The Holiday Season al
ways shows the important 
role our industry plays in 
everyone's lives. As people 
prepare for family trips, shop
ping, school functions, etc., 
they look to our industry to 
make sure their automobiles 
are prepared. Just in case 
something does happen, they 
know they can rely on us to 
be there whatever the time, 
day or night.

This season makes the 
word convenience more im
portant to everyone. Our cus
tomers know we are conve
nient, open, and stocked with 
the items they need. Even if 
it is that last minute car wash 
before the Christmas party to 
make sure they look their 
best. Many times these de
pendencies are taken for 
granted by both the custom
ers and the dealer.

Along with this season 
comes a general cheerfulness 
in people. It also allows us to 
greet customers that want 
our services. This makes a 
great opportunity to develop

new relationships with cus
tomers we do not know. It 
g iv es  us a ch a n c e  to 
strengthen relationships with 
our regular customers. These 
relationships turn into loyalty 
for that location, its staff and 
the dealer. That loyalty is one 
factor that makes the differ
ence in a good station and a 
great station.

There are limited occa
sions for us to develop rela
tionships with our customers 
when all the conditions are 
just right. This season puts 
those conditions all together. 
The customer attitude is gen
erally positive. They need 
us and they want to feel 
needed.

Other times of the year 
we have to spend lots of

m oney in o rder to 
c rea te  th is  m ood. 
Customer apprecia
tion  d ay s ,  g rand  
openings and special 
prom otions are a t
tempts to create an 
a t t i tude  o f  s ta tion  
p re fe re n ce  in the 
customer's mind. We 
have that desire and 
a t t i tu d e  now with 
little cost or advertising. This 
is also true of employees. 
This is one of the best times 
to get employees adjusted to 
the dealer's expectations of 
customer service.

We know these condi
tions will change rapidly af
ter January I with Christmas 
bills and tax season knocking 
on the door. The time is now.

Let's put our best customer 
relations attitude in gear and 
inspire our employees to do 
the same. We can show many 
customers the real advantage 
of a dealer owned and oper
ated location: We care about 
the customer.

Have a great holiday sea
son.

Qu e s t i o n s ?

One call will give you the answ ers.
T o d a y 's  p e tro le u m  in d u s t r y  is  c o m p l ic a te d  b u s in e s s .  M a k e  y o u r  jo b  e a s ie r  b y  c a l l in g  
D a v id s o n  S a le s  & M a in te n a n c e .  N o t o n ly  d o  w e  p ro v id e  th e  e q u ip m e n t  y o u  n e e d , b u t  
w e  p ro v id e  k n o w le d g e a b le  g u id a n c e  a n d  s e rv ic e  to  h e lp  y o u  th ro u g h  th e  re d  ta p e .

• S a le s  & in s ta l la t io n  o f  ta n k s  a n d  e q u ip m e n t ,  
fe a tu r in g  G ilb a rc o  p e tro le u m  e q u ip m e n t

• T an k  & lin e  te s tin g
• T an k  re m o v a l & d is p o s a l
• E n v iro n m e n ta l  c o n s u l ta t io n
• F e d e ra l c o m p lia n c e  a s s is ta n c e

We do it all for you!
24  H o u r Service

Ml
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Environmental Update

Decision on postponing the 
MUSTFA phase-out 

still pending

Terry Burns, SSDA-MI

On O c to b e r  19th the 
M U STFA  Policy  Board  
drafted a resolution regard
ing the ph as in g  out o f  
MUSTFA. That resolution 
was directed to the Director 
of the Department of Natu
ral Resources. The resolution 
requested the Director to 
postpone the first phase-in of 
private insurance that is to 
take place January 1, 1995. 
That request was based on 
the fact that the Director can 
postpone the phase-in if it is 
found that either insurance is 
not available or available but 
not at a reasonable cost. That 
decision is to be based upon 
a study that was to be con
cluded by July of 1994. As of 
October 19 that study had not 
yet begun. Therefore, how 
can a determination be made 
with no study. The Policy

Board took the position that 
until that study is complete no 
action toward phasing out 
MUSTFA should be taken.

Shortly after October 19, 
a study was ordered to meet 
those July requirements. The 
study should be complete in 
early March. This gives an
other reason why no phase- 
in should begin.

It should be noted that 
the phase-in schedule that is 
to begin January 1, 1995 is 
only for those tank systems 
upgraded to 1998 standards 
before October 26. 1993. For 
those locations MUSTFA

will cover $800,000 of insur
ance and the owner/operator 
would have to have private 
insurance for the additional 
$200,000. Then in 1996 that 
would change to $600,000 
MUSTFA and $400,000 pri
vate insurance.

For those locations that 
have not upgraded as of Oc
tober 26, 1993, the phase-in 
will begin in 1997. MUSTFA 
will cover $800,000 and the 
owner/operator will provide 
$200,000 in private insur
ance. Then in 1998 MUSTFA 
will change to $600,000 and 
the dealer will need $400,000

in private insurance. On De
cember 22, 1998 MUSTFA 
is no longer available.

Again, this is the pro
posed phase-in that was put 
in the law in 1993. The Di
rector has the authority to 
postpone this phase-in but 
only under the two conditions 
described above. All effected 
parties, associations and in
dustry, have been working on 
this issue in the attempt to 
have it postponed. As of this 
date no decision has been 
made. As soon as it is deter
mined we will notify all mem
bers.

The Oscar W. Larson Co.
Since 1944

M E M B E R

The ONLY
Company You Need

•  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

Rt. 1 Box 174A 
Sault Ste. Marie. Ml 49783 
(906) 632-0491 
6568 Clay Avenue S.W.
Grand Rapids, Ml 49548 
(616) 698-0001 
1041 Mankowsi Rd.
Gaylord, Ml 49735 
(517) 732-4190

390 Multi-Grade  
Dispenser with O utdoor card 

Processing Terminal

Wayne

10100 Dixie Highway 
Clarkston, Ml 48348 
(810) 620-0070 Pontiac 
(810) 549-3610 Detroit

S im p ly  load  y o u r  parts , sh u t  the  d o o r  an d  sta rt the w ash  cy c le . 
A s the  parts  ro ta te , th ey  a re  b la s te d  from  all d ire c tio n s  w ith  a 
180 d e g re e  so lu tio n  o f  b io d e g ra d a b le  d e te rg e n t an d  w ater. O il, 
g re a se , ca rb o n , d ir t, e tc. a rc  sh e e re d  o f f  in a p p ro x im a te ly  15 
m in u te s  and  the p a rts  flash  d ry  in se c o n d s . A ll the  m ess s la y s  
in s id e  the  w a te r  lig h t c a b in e t as the  so lu tio n  is co n tin u o u s ly  

filte red  an d  recy c led .

Contact 
Hermann Engineering

at (616) 957-1000 
for more details

Jet Washing
Cleans Automatically with  

Soap and Water
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Membership
Dyck Van Koevering, SSDA-MI

Membership pays; two 
benefits prove it

You have probaly heard 
us say, "Membership doesn't 
cost, it pays!”

Two solid benefits offered 
by SSD A  the D odson 
Workers’ Compensation In
surance Program, and a new 
membership program with 
the Tire Wholesalers Com 
pany - really prove that point. 
These programs, available 
exclusively for SSDA mem
bers, will bring daily benefits 
to members' businesses.

The Dodson W orkers’ 
Com pensation Insurance 
Program has proven very 
popular among SSDA mem
bers and has consistently de
livered strong economic ben
efits to its subscribers.

Dodson enables a dealer 
to meet all state law require
ments for providing coverage 
for work-related injury or 
loss. These include: medical 
and rehabilitation expenses; 
payment for loss of income 
resulting from work-related 
injury and occupational dis

ease; and payment to surviv
ing family members if an em
ployee is killed on the job.

Due to efficient program 
management, Dodson has 
each year been able to give 
participating members a divi
dend from prem ium s left 
over. This dividend has aver
aged 14 percent over the past 
five years.

Dodson Group also offers 
a wide variety of general and 
casualty insurance programs 
for small businesses at com
petitive rates.

The Tire W holesalers  
Program is a recent member 
benefit for SSDA. For those 
subscribing to the SSDA/Tire 
Wholesalers program, SSDA 
will provide vouchers for ad
ditional points good toward 
Tire Wholesalers (TW) pro

motional programs. These 
promotions are based on the 
purchase of tires, and prizes 
vary from trips to merchan
dise.

Any current SSDA mem
ber who signs up with TW 
will receive a voucher from 
SSDA worth 25 points to
ward a TW promotion. Any 
SSDA member who is a cur
rent TW customer will re
ceive a voucher worth 10 
points. And, any current TW 
dealer who joins SSDA will 
receive a voucher worth 25 
points. Each future purchase 
o f  tires  earns  ad d i t iona l  
points.

TW has many promotions 
planned for 1995 and beyond. 
They will soon begin a "Cash 
for the Crew" program in 
which they will give back to

the dealer $50 for each order 
of 50 tires. This money can 
in turn be passed on to sales 
employees as incentives for 
g rea te r  perfo rm ance . TW  
will a lso  o ffe r  E x ten d ed  
Terms for tire purchases, and 
Point o f  Sale promotions. 
They are also planning coop
erative advertising programs 
with participating dealers.

For its top dealers, TW 
has a fishing getaway planned 
at S u g a r lo a f  R eso r t  in 
Traverse City, and a warm 
weather cruise.

“The SSDA/Tire Whole
salers program is easy to par
ticipate in and the results are 
great. If you are a tire dealer, 
give us a call to see what this 
program can do for you,” 
said John Meyers, TW Mar
keting Manager.

If you have any questions 
or comments regarding these, 
or any other programs SSDA 
offers, please do not hesitate 
to contact us at 517/484- 
4096.

Tire Wholesalers Co., Inc.
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.

CADILLAC WAREHOUSE
303 Hawthorn Street 

Cadillac. Michigan 49601 
(616) 775-6666

NEW! NEW! NEW! NEW!
TROY DISTRIBUTION CENTER

1783 East 14 Mile Road 
Troy, Michigan 48083 

(313) 589-9910

SOUTHFIELD WAREHOUSE
19240 West 8 Mile Road 

Southfield, Michigan 48075 
(313) 354-9910

S e r v ic e  Q u a r t e r l y  4 t h  Q u a r t e r , 1 9 9 4
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News Briefs
UST fee in 
place again

The Underground Stor
age Tank (U ST ) Sec tion  
within the Department of 
Natural Resources has rein
stated the $ 100 Underground

Storage Tank Fee. Billing 
began in October, and several 
dealers have already been 
charged. The billing cycle is 
based on when you were 
billed in the past.

Paym ent o f  the fee is 
charged per tank, per year 
and payment is required to be

eligible for MUSTFA funds.
According to legislation, 

the fee is only collected when 
the UST program's adminis
trative balance is below $8 
million. Two years ago the 
fund went above $8 million 
and the fee was suspended. 
A recent change to the legis

lation says that once the fund 
balance drops below $4 mil
lion the fee will be collected 
again; and that is what has 
happened.

Baskin Robbins 
moving to c-stores

Ice-cream giant Baskin 
Robbins is entering the c- 
store co-branding game with 
plans to have outlets in 200 
c-stores by 1997.

Baskin Robbins already 
has a few units running and 
expects to have 22 by the end 
of this year and 55 by the end 
of 1995.

The cost to start up an 
ou tle t  is about $30 ,000 , 
which includes inventory, 
equipment, uniforms, signage 
and general operation infor
mation. However, the up 
front costs is offset by roy
alty fees of only 0.5 percent.

V isser's
Tank Testing

EPA Approved & Certified Will Meet or Beat Written Quotes!
Fast, Friendly Service Days, Nights or Weekends

Secondary Containment Line Testing

Call the Best at:

1- 800- 757-7666
Tank & Line Testing is Our Specialty!

•  Less Down Time  •  Fully Guaranteed
• Meets EPA requirements for corrosive protection  

-  Call us for a qu ote  -
Ja ck so n  K alam azoo G rand R apids

(5 1 7 )  787-2960 (616) 342-9958 (616) 453-7444

An alternative to UST replacement!

T he R. W. M ercer C om pan y
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Election from pg. 1
must remember that it took 
uncomparable joint leader
ship and all sides coming to 
the table to accomplish these 
many strides for Michigan.

With the recent election 
in November, the Republi
cans now hold a 56-54 ma
jority  in the House. This 
means all committees will be 
chaired by Republicans, and 
Mr. Hillegonds will be the 
sole Speaker o f  the House. 
Mr. Hillegonds has promised 
to keep an open debate in the 
newly Republican-controlled 
House. He said Democratic 
cooperation is required for 
continued problem solving in 
the legislature.

The Republicans have 
kept their control of the Sen
ate, although incumbent Gil
bert DiNello lost to Ken 
D eB eaussae r t .  The only 
other incumbent to lose in 
November was Secretary of

S ta te  R ichard  A us tin .  
Candice Miller is set to step 
in as Secretary of  State.

These subtle, but very 
important changes in the leg
islature are a reminder of  how 
important it is for Association 
members to get involved. We 
need to remain a part, and a 
voice, in the many changes 
ahead.

With the implementation 
of term limits, each election 
in the future will bring many 
new faces. It is important for 
dealers to get to know these 
new legislators and help them 
understand the concerns of 
the gasoline retailing indus
try. Keep in mind that be
cause of term limits, one of 
this term’s freshman repre
sentatives will be Speaker of 
the House in four years. It is 
important that we maintain 
our presence for the good of 
the industry.

Tracer Tight® No Down Time 
Tank and Pipeline Leak Tests

No in te rru p tio n  o f service.
No o v e rf ill;  no topp ing  o ff tanks.

Tests any ta n k  size and p ipe line  length.
M ichigan Stale Police Fire M arshal approved.
R eliable fo r any type of fue l, o il o r chemicals.

Detects and locates leaks as sm all as 0.05 gph.
T h ird  pa rty eva luations surpass EPA requirem ents. 

M ethod is on the EPA list of accepted tests October 1991. 
Does not subject tanks to any s tructu ra lly  dam ag ing  pressures.

SUNRISE TANK TESTING
A licensed Tracer Tight Leak Detection Affiliate

A New Day 
A Better Way

Thomas S. Brown 
P.O. Box 1025 
Evart, M l 49631 
(6 16 ) 734-2363 
(616) 734-2055 (Fax)

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-BRO W N
2085  E. Michigan Avenue 

P.O. Box 2127  
Ypsilanti, Michigan 48197  

1-800-532-9276 
FAX (313) 4 8 7 -431 6
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D etermination
PAYS OFF FOR DEALER

By Amy Johnston

Perseverance.
It's the one theme that is continuous through Dennis 

Sidorski's 27-year career in the gasoline retailing industry. 
It’s also one of the reasons Sidorski remains a successful 
businessman in Ann Arbor, and why he was recently elected 
president of the Service Station Dealers Association of Michi
gan.

Sidorski grew up in Birmingham, Michigan with several 
friends who would go on to become successful dealers and 
members ot SSDA. In 1967 he went to work for two men. 
Bill Fox and Gary DeWitt. at their Shell station at 11 Mile 
and Stevenson.

“I started out working the drive,” Sidorski recalled of 
the full-service pump days. “And then I started learning a 
little about mechanics. Back then everything was service ori
ented. Dealers would take their time to train employees.” 

Over the next 11 years, Sidorski worked for three other 
Shell dealers, learning more and more about the business 
along the way.

He even ventured out on his own and opened his first 
station at 14 Mile and Dequindre. It was not an overnight 
success.

“For two years I struggled very hard to make it work,” 
he said.

His first station didn’t last, but his perseverance did. In 
1978 Sidorski assumed dealership of his present station, 
Maple and Miller Shell in Ann Arbor.

A few years later in 1982 his hard work started to reap 
some benefits as Sidorski was honored by Shell Oil Com- 

Dennis Sidorski and Ed Pauli service a vehicle in one o f the Shell pany as a dealer of the year.
station s two service bays. A love for the business and the customers kept Sidorski

committed to the gasoline retailing industry.

HAWKINS EQUIPMENT COMPANY
747 Orchard Lake Ave. Pontiac, Michigan 48341

OVER 50 YEARS SERVING THE OIL INDUSTRY

SSDA
Service Station Dealers Association

Membership 
doesn't 

cost

It pays

• Petroleum Equipment Experts
• Service Station Maintenance
• Certified Tank Testing “Petro Tite”
• 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
(8 1 0 ) 335-9285 Pontiac, Michigan 
(810) 547-4477 FAX (810) 335-6767

THE ONE COMPANY.
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“It’s fast-paced work,” he said. “ I 
like helping and meeting new people.
Every customer is different. Every car is 
different.”

Sidorski said he loves the challenge 
of making a station a successful one.
Many of those challenges come from 
taking risks. He said over the years he 
“tried all the things everyone else said 
you shouldn't .” At one time Sidorski 
owned three Shell stations, including 
ones in Livonia and Pontiac. He decided 
later to concentrate on the one location.

His success as a dealer and willing
ness to try something new lead Shell to 
open one of its first convenience stores 
at Sidorski’s Ann Arbor location. Today 
the small c-store may not be as large as one-stop-shopping 
mega stations, but Sidorski believes perseverance and old 
fashioned customer service are his greatest assets. However, 
he admits the industry is changing and dealers have to change 
with it.

“I'm concerned because we're losing contact with the 
customer in this industry. Once you lose contact with your 
customers they are no longer loyal. They can just go any
where,” Sidorski said citing new trends like pay-at-pump 
services. "The 90s is a discount era and it’s hurting (busi
nesses like) service bays. You have to stay with the times, 
though.''

Keeping his eye on the future, Sidorski took over an
other station four years ago. The newest station, a Marathon 
in the same neighborhood as his Shell location, is run on a 
daily basis by manager John Long.

D ennis Sidorski, right, talks w ith  manager John Long in front o f his 
M arathon location.

F orm alities

•Started in the gasoline retailing industry in 1967 work
ing the drive for SSDA members Bill Fox and Gary 
DeWitt.

•A member of SSDA on and off for the last 27 years. 
Joined the Board in the mid 1980s.

•Children: Nathan, 19, Matt, 17, Andy, 16, Jessie, 13, 
and Denny, 11.

see Dealer pg.  20

Endorsed 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 
9201 State Line Rd.
Kansas City, MO 64114Dennis Sidorski s Shell and Marathon stations share the same busy 

intersection in A nn  Arbor.
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In Pictures

Teaming Up
SSDA member, local police 

join forces for the 
community

Top o f page: SSD A  member 
Ron Andrews and his daughter 
Danielle laugh along with  
Barney and friends at Grand 
Ledge Shell's customer 
appreciation day this past June.

Above: Cathy Andrews, 
co-owner o f Grand Ledge Shell 

and SSD A  member, with Barney 
and pal Baby Bop.

Left: Grand Ledge police 
sergeant Steve Starr checks out 
his squad car which was 
decorated with balloons for the 
day.
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O n Saturday, June 11, one of those perfect days 
this past summer, it was impossible to drive 
into Grand Ledge, Michigan without noticing 

all the commotion at Grand Ledge Shell. Banners were wav
ing in the wind, police officers were pumping gas for cus
tomers, hot dogs were being passed around, and Barney the 
dinosaur was making some new friends.

SSDA members Ron and Cathy Andrews hosted a cus
tomer appreciation day this summer at their Shell station on 
Saginaw Highway in Grand Ledge. They joined with the 
Grand Ledge Police to make the event a DARE (Drug 
Awareness Resistance Education) program as well.

The day was such a success that Ron and Cathy hosted 
another DARE fundraising event on September 16. Grand 
Ledge Shell donated 2 cents to DARE for every gallon of 
gas sold throughout the day.

The SSDA is proud to recognize members like the 
Andrews, who realize the importance of getting involved with 
the community. They exemplify the independent dealer s com
mitment to the neighborhoods they live and work in.

Service Quarterly is taking ideas fo r  "In Pictures." I f  
you, or a fe llow  dealer, are planning an event at your sta
tion let us know. I f  you have recently hosted a program and  
have pictures we could borrow w e'd like to hear from  you. 
Please call Amy Johnston at (517) 4X4-4096.

Grand Ledge police sergeant Steve Starr at the D ARE table w ith  one 
of the day's many young visitors. Grand Ledge Shell donated 2 cents 
to DARE for every gallon of gas sold. D ARE is a program that puts 
police officers in the classrooms to warn students about the dangers 
of drug use.

CSS Midwest

2270 Elizabeth Lake Rd.
Waterford, Ml 48328 

Phone: (810) 681-0241 
Fax: (810) 681-9726

SOFTWARE DESIGNED 
FOR THE RETAIL 

GASOLINE INDUSTRY 
OFFERING

Cash Register/Pump Interfacing 
C-Store Inventory 

Payroll 
Accounts Receivable 

Accounts Payable 
Daily Over/Short 

EPA Gasoline Reconciliation 
Repair Order Generation 

Parts Inventory 
General Ledger 

On-Site Training 
System Upgrades

Further Enhance Your 
Operations with 

Windows, 
Wordperfect 

and Lotus

Consulting and 
Training Available
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Law Talk
Mark Cousens, SSDA-MI Legal Counsel

PMPA 'fixes 
an improvement 
on original act

Sixteen years after its 
ad o p tion ,  the P e tro leum  
Marketing Practices Act has 
been amended. Added to the 
Act are som e im portan t  
"fixes” intended to repair sev
eral serious problems with 
the original Act. The amend
ments were approved  by 
President Clinton in late Oc
tober.

The changes to the Act 
followed more than a decade 
and a half of experience with 
the law (and nearly that long 
trying to change it). PMPA is 
a good statute. It has pro
tected every operator in the 
country from arbitrary termi
nation or non-renewal. But 
there were numerous com
promises inherent in the leg
islative process that produced 
the original act. And there 
have been dozens of restric
tive judicial decisions inter
p re t ing  the law. These  
showed numerous soft spots 
in the law that could only be 
repaired by additional legis
lation.

The amendments are the 
product of a very long series 
o f  n eg o t ia t io n s  be tw een  
SSDA-AT and representa
tives of the major oil compa
nies. Association negotiators 
began discussions with a long 
agenda and many proposals 
for change. Not everything 
was accomplished. But the 
changes that were approved 
make very significant im
provements to the law. This 
brief overview of the law will 
be supplemented in future 
writings.

1.
A change to section 102 

(b)(3) strengthens the prohi
bition against conversion of 
facilities. A franchisor is for
bidden from making changes 
for the purpose of convert
ing operation of the franchise 
to agents or employees of the

franchisor. Authors o f  the 
amendments argue that this 
change would permit dealers 
to challenge unreasonable 
rent increases or changes in 
hours. It remains to be seen 
whether this change will have 
that effect. But it will cer
ta in ly  make c lear  that a 
franchisor may not remove a 
dealer with the ultimate goal 
of installing an employee or 
“agent" of the supplier (ex
pect considerable future liti
gation regarding the word 
“agent.” Does it mean an in
dependent dealer who has 
been s e 
lected by the 
supplier?).

2 .

A
change  to 
s e c t i o n  
102(c) adds 
critical pro
tec tion  to 
dealers leas
ing properly 
that is leased 
to the sup
plier. Until 
now expiration of the under
lying lease meant that the 
dealer would have to surren
der his or her franchise. And 
PMPA had no remedy for 
dealers who lost a franchise 
because a supplier refused to 
exercise an option to extend 
the underlying lease. The 
amendments change that.

PMPA now requires a 
supplier to (a) notify the 
dealer of the potential expi
ration of the underlying lease 
before the dealer approves

the franchise; (b) offer to as
sign to the dealer its options 
to extend the lease (condi
tioned on receiving from the 
dealer a complete release 
against certain liability claims 
and a right of entry to the pre
mises to permit environmen
tal remediation); (c) make a 
bona fide offer to sell to the 
dealer its interest in market
ing improvements.

These changes will pro
tect the many dealers who 
occupy premises that their 
supplier does not own. They 
will have the opportunity to 

continue the 
operation of 
the ir  b u s i
nesses despite 
the expiration 
o f  a lease. 
T h e s e  
changes per
mit continuity 
by permitting 
dealer  ex e r 
cise o f  o p 
tions to renew 
leases and to 
p u r c h a s e  

property improvements.
3.
A change to section 105 

protects dealers against one 
of the more outrageous de
mands of  suppliers. Some 
franchises required dealers to 
waive certain rights under 
state or federal law. Others 
stipulated that the law of a 
certain state would govern 
the supplier/dealer relation
ship. This was especially nox
ious. It meant that dealers 
might have to, say. have an

Ohio court enforce Delaware 
law in construing a franchise 
operated in Ohio. This pre
sented untold problems in 
enforcing a franchise. The 
amendments now require that 
no franchise may require that 
it be construed by or enforced 
under the law of any state 
other than the state in which 
the franchise is located.

4.
A change in the Act en

hances the rights of states to 
adopt their own laws protect
ing franchises. PMPA origi
nally contained a very strong 
provision against any state 
adopting any law affecting 
dealer franchises. But the 
amendments permit a state to 
make unlawful certain prac
tices (perhaps mandatory 24 
hour operation).

5.
Suppliers did not come 

away from this negotiation 
empty handed. The amend
ments forbid a state from re
quiring certain payments to 
dealers on termination or 
non-renewal. Some states 
had adopted statutes or their 
courts recognized precedent 
requiring payment of good
will ("blue sky”) when a fran
chise ended. The law now 
forbids a state from doing so.

PMPA is far from perfect. 
And these changes did not 
solve all the problems in the 
law. But the changes in the 
law are important. And 
PMPA still remains the most 
important source of protec
tion for Michigan dealers.

The changes that 
were approved 

make very 
significant 

improvements to 
the law.
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Business Focus
Larry Wright, L.A. Wright, Inc.

IRS loosens up 
on delinquent 

taxpayers

It’s possible to pay off 
your back  taxes  for  an 
amount substantially less than 
you owe. Tax amnesty was a 
popular approach for many 
states to raise much needed 
capital as well as to solve a 
number of voting taxpayer’s 
problems within the state. 
While the tax amnesty pro
gram was reviewed by the 
federal government, it never 
gained enough popularity to 
be im p lem en ted .  C o n s e 
quently. many taxpayers hop
ing for some federal tax re
lief (and relief from interest 
and penalties), found that re
lief not forthcoming at the 
federal level.

However, the Internal 
Revenue Service has had an 
Offer in Compromise Pro
gram in place for many years. 
Congress, in its profound 
wisdom, provided a more lib
eral interpretation of the Of
fer in Compromise rules and 
hinted that the IRS should 
take a more aggressive posi
tion in settling past tax issues. 
While IRS is not a strong pro
ponent of publicizing tax sav
ings approaches, the word 
has. nevertheless, leaked out 
and the new Offer in Com
promise guidelines  are a 
popular tool for many delin
quent taxpayers.

At the end of 1992, busi
nesses owed the federal gov
ernment $6.8 billion in delin
quent payroll taxes, including 
penalties and interest. There 
are at least 10 million non-fil
ers in this country, and mil
lions of taxpayers who owe 
uncollected income taxes that 
run into additional billions of 
dollars. The fact of the mat
ter is that the government 
simply cannot collect what it 
is owed.

The revised procedures 
for handling delinquent taxes 
through the Offer in Compro
mise programs are done so in 
the hopes of giving taxpay

ers a “fresh start” and encour
aging those who do not file 
to get back into the system. 
The enormity and severity of 
the tax collection problem 
(most often created by an 
abusive system itself) im
poses abusive interest and 
penalties for disagreements 
on tax issues. The IRS has 
issued new guidelines to help 
taxpayers pay the delinquent 
taxes. These guidelines ush
ered in a new era of flexibil
ity in resolving delinquent tax 
problems. No longer does the 
government take a highly re
strictive and dim view of of
fers to pay reduced amounts 
in compromise of past liabili
ties. Today. IRS is encourag
ing such offers.

An “Offer in Com pro
mise” is an offer to pay less 
than the full amount of taxes, 
penalties and interest due, 
based on doubt as to the li
ab ili ty  or co llec tab i l i ty .  
Doubts as to liability are 
rarely the basis for acceptable 
Offers in Compromise be
cause the liability can be ad
dressed by the IRS adminis
tratively or by the courts.

The collectability issue is 
something else. When a tax
payer owes a debt that ex
ceeds his ability to pay, the 
government will entertain 
accep ting  less than the 
amount of the tax liability, 
penalties and interest in full 
cancellation of the debt, so 
long as the following condi
tions are met:

A. The taxpayer must 
submit, under oath, a finan

cial statement showing his fi
nancial inability to pay.

B. The taxpayer must 
make an offer to pay the gov
ernment an amount which it 
considers sufficient, given the 
financial condition . (The 
taxpayer s net worth is a 
guideline for this offer.)

C. For the government to 
accept such an offer, the tax
payer must be current in all 
filing and tax payments and 
stay that way for five years 
after acceptance of the offer.

This is the first time that 
the government has taken 
such a liberal stance in con
nection with its Offer in Com
promise procedure.

For the taxpayers who 
are financially able to pay 
what they owe, but not cur
rently, the government will 
generally accommodate such 
taxpayers by entering into an 
Installment/Payment Agree
ment that requires periodic 
monthly payments. Unlike 
Offers in Compromise, In
stallment/Payment Agree
ments must pay off the full 
amount of tax. penalty and 
interest owed. In fact, the 
governm ent continues to 
charge the going rate of in
terest on the outstanding li
ability. The IRS will not take 
enforcement action as long as 
the agreement is in force and 
the taxpayer performs all his 
obligations under it.

As with Offers in Com
promise, Installment/Pay
ment Agreements oblige the 
taxpayer to remain current in 
filing and paying throughout

the agreement. What consti
tutes an agreeable amount for 
an Offer in Compromise? For 
ongoing business that amount 
genera l ly  must equal the 
amount of tax owed, not in
cluding penalty and interest. 
For individuals who are re
sponsible officers of the cor
p o ra t io n  or  ow e incom e  
taxes, the offer does not have 
to equal the tax liability but 
must reflect the ability of the 
individual to make the pay
ments. Where an individual is 
incapable to paying even the 
tax owed, the government 
may accept in full compro
mise a sum that it feels it re
alistically could collect within 
a 10 year collection period, 
discounted to present value.

An IRS Offer Specialist 
first reviews the offer. Any 
dispute as to whether the 
amount offered is acceptable 
can be appealed to an Ap
peals Officer.

The Offer in Compromise 
gives the taxpayer an oppor
tunity to satisfy his tax obli
gation in full for less than its 
face amount. The Install
ment/Payment Agreement 
avoids enforced collection.

Further evidence of the 
g overn m en t’s recognition 
that many taxpayers are un
able to pay comes from the 
insurance by the IRS of Trea
sury Form 9465. It permits a 
taxpayer who files a return to 
set his own installment pay
ment schedule for sums less

See Business p g .2 0
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Q. What can the SSDA do for me?

A. •P rov id e  you  w ith  on e hour o f p h on e  con su lta tion  w ith  our legal consultant.

•G iv e  you  group insurance through B lue C ross/B lue S h ie ld , w h ich  you  can p ass on  to your  
em p loyees.

•R egu lar u pdates on leg is la tiv e , regulatory and m em b ersh ip  issu es  through Service M onth ly  
n ew sletter  and Service Q uarterly m agazine.

•M a k e you  a profit o f up to $1,000 through a p ayp h on e com m ission  program.

•S a v e  you  up to 50 percent w ith  a V isa/M astercard program; and no transaction fees.

•Earn you  an annual rebate w ith  D o d so n  w orkers' com pensation .

•G iv e  you  ad d itional prom otional p o in ts tow ard Tire W holesalers program s, as a Tire 
W holesa lers custom er and S S D A  m em ber.

•H o st an annual con ven tion  each year f illed  w ith  b u sin ess  advantages and entertainm ent. 

•Protect your interests by h av in g  a S S D A  representative on the M USTFA Policy  Board.

•M a k e sure your v o ice  is  heard in  L ansing w ith  an active leg is la tiv e  support netw ork  and PAC. 

•P u t a staff at your fingertips to find  the leg is la tiv e  and regulatory answ ers you  need.

can h elp  w ith  advice and support.

•T he SSDA can provide you w ith  the know ledge you need and the savings you want.

Please send the application below to SSD A , 200 N. Capitol Suite 420, Lansing, M I 48933

•In v ite  you  to jo in  a netw ork  o f hundreds o f other dedicated  p ro fession a ls in  the industry w h o

A p p l i c a t i o n  f o r  M e m b e r s h ip

I (we), by subm itting  this application and the paym ent o f  scheduled dues, hereby apply for m em bership in the Service Station Dealers 
A ssociation o f  M ichigan, Inc.

B u s in e s s  N a m e :

B u s in e s s  A d d r e s s :

C ity:

C o u n t y : T y p e  o f  o w n e r s h ip :

M l Z i p : _________________ P h o n e : (  )  ----------------------------------

□  C o r p o r a t e  □  N o n -c o r p o r a t e

SO L E  PR O PR IETO R SH IP PARTNERSHIP

E n c l o s e d  p l e a s e  f in d  a  c h e c k  f o r  ____________________________

P l e a s e  c h a r g e  m y  m e m b e r s h i p  t o  m y  M C  OR V I S A  ( p l e a s e  C IR C L E  o n e )  C A R D  #  A N D  E X P . DATE

P l e a s e  B il l  M e

A n n u a l  M e m b e r s h i p  D u e s : A n n u a l  A s s o c i a t e  M e m b e r s h i p  D u e s :

$41 m onthly (electronic banking) $25 m onthly (electronic banking)

$480 annual paym ent $250 annual paym ent

Add $ 120 per station after four stations.

Signature Date Decem ber 1994 SQ



Dodson Corner
Terri Marshall, Dodson Group

We read it in the papers 
and see it on the nightly news. 
Violence is t ightening its 
s tran g leh o ld  on ou r  city 
streets and in our neighbor
hoods. Now it has bullied its 
way into the workplace.

The statistics are alarm
ing.

•A study by Northwest
ern Mutual Life Insurance 
estimated more than two mil
lion Americans were physi
cally attacked in the work
place in 1992.

•That same year, says the 
Bureau of Labor Statistics, 
1,063 job-related deaths re
sulted from violence.

*The N ational Safety  
Council (NSC) now ranks 
homicide as the fastest grow
ing cause of occupational

Knowing the signs 
of violence at work

death. For women, it is the 
number one cause o f  work- 
related deaths.

•Attacks can happen by 
former or current employees, 
acquaintances of employees, 
customers or strangers. Ac
cording to the 1993 Census 
of Fatal Occupational Injuries 
prepared by the Occupational 
Safety and Health Adminis
tration, one in seven victims 
o f  work-related homicide 
were killed by a co-worker or 
personal acquaintance.

You can reduce your risk 
by being aware and prepared. 
The NSC suggests the fol
lowing tips for employees in 
dea ling  with v io lence  at

Leaking underground 
storage tank problem?
Let us look into it.
We'll take a thorough, experi
enced look a t your UST; then  for
m ulate just the  right program  for 
you. One th a t 's  cost-concious, 
tim e-sensitive, and keeps you 
open for business. FEA 
M anagem ent is a MUSTA- 
approved consu ltan t providing 
assured  regulatory com pliance... 
plus added  value to your business 
and real es ta te . Try us.

P S F E A
MANAGEMENT

F o rm u la te d  E n v iro n m e n ta l A lte rn a t iv e s

10431 Highland Road 
White Lake, Michigan 48386 
(810) 698-4300

The COMPLIANCE P L U S  Site Renewal Company

work:
R ecogn ize sig n s th at  

m ay precede v io lence in 
your co-workers.

Violence is usually pre
ceded by warning signs. Im
mediately notify a supervisor 
if another employee:

•makes verbal threats on 
the job about "getting even” 
with co-workers or your em 
ployer for disciplinary action 
or dismissal;

•continually threatens or 
intimidates co-workers;

•believes other employ
ees are out to get him/her;

•is easily angered or is 
very defensive about work 
actions;

• ta lks about buying  a 
weapon, or brings a weapon 
to work.

Recognize signs o f po
tential violence in your cus
tomers.

Immediately notify a su
pervisor if a customer:

•becomes unusually an
gry with you because of  per
ceived slow service, poor 
product quality or lack of  in
formation;

•cannot be calmed or ap
peased;

•talks abusively  when 
m aking a te lephone c o m 
plaint;

•threatens you or your 
co-workers.

Know how to stay safe 
and avoid violence.

•Avoid potentially violent

see Dodson Pg - 20

We Are Builders.

Another Exclusive Benefit from Fort 
Dearborn Life Insurance to the 

M embers of the SSDA-M I

In a con tinu ing  effort to 
p ro v id e  o u r  m em b ers  w ith  

quality  m em b er  services, w e  
are p leased  to presen t a g ro u p  life 

insuance  program . Em ployees are 
eligible for $10,000 of coverage, spouses  

have $2,000 an d  d e p e n d e n t  p ro g ram  is 
u n d e rw ri t ten  by Fort D earborn  Life.

For further inform ation call the SSD A -M I

(517) 484-4096

Hard hats. W orn gloves. 
Mud on our boots. W e are 
Parks Omega and have been 
serving our clients for over 
38 years.
• Service station 

construction
• TC 110 Leak 

Prevention System
• UST installation
■ Remediation
- Parts and equipm ent
• Compliance service
■ Low cost financing
- Affordable insurance

©1993 Omega Environmental, Bothell, WA

W e can help you build your 
future. O ne phone call does 
it all. Ask for your copies of 
o u r free Total Com pliance 
Program and TC 110 Leak 
Prevention brochures.
C all 1 .313.684.1215.

P a r k s  O m e g a
The Total Compliance Company

4901 McCarthy Drive, M ilford, Ml 48381 

Phone 313 684 1215 Fax 313 684 1929
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B u s in e s s  from pg. 17 Dodson from pg. 19

than $ 10,000 . This form does 
not even require the taxpayer 
to submit an accompanying 
financial statement.

The time has come for 
taxpayers who have delin
quencies to deal with the IRS 
by making either an Install
ment/Payment Agreement or 
an Offer in Compromise pro
posal to satisfy past taxes. 
Given the down turn in the 
economy and the recognition 
by the new administration

Agriculture from pg. 6

that the amount of  assessed 
tax cannot be collected, tax
payers with delinquencies 
now have a golden opportu
nity to pay a fraction of  what 
otherwise would be owed.

A lthough the g o v e rn 
ment has never declared a 
formal tax amnesty, its new 
attitude, as ev idenced  by 
these procedures, could rea
sonably be considered an in
formal tax amnesty.

pumps read. Bennett said 
tougher en forcem ent and 
more concern within the in
dustry has definitely brought 
this abuse under control.

Working with trade asso
ciations, like the SSDA. has 
helped solved many prob
lems. Bennett said her depart
ment often relies on dealers 
to help them in the field.

“SSDA members really 
know what the marketplace 
is like, they have a much bet
ter view than us,” she said. 
“ In getting the total picture 
they have been very helpful.

Proposed legislation is 
ano the r  area  w here  the 
SSDA and Food Division

Dealer from pg. 13

have come together for the 
good of the dealers. Bennett 
said they try and work closely 
with associations on drafting 
language for acts.

All in all “the industry has 
been very supportive of this 
program remaining in tact,” 
Bennett said.

Serv ice  Q ua r t e r ly  is 
looking forward to bringing 
you more information on the 
Food Division and its effects 
on your business. We are 
working with Ms. Bennett to 
bring you updates and inter
pretations o f  the laws and  
policies that govern the food, 
fu e l and weights and m ea
sures o f  your business.

“I let him run it pretty 
much as the dealer. He calls 
all the shots,” Sidorski said.

Taking on the challenges 
of running a gasoline retail 
outlet is not something a 
dealer should go at alone, 
Sidorski believes. He said the 
guidance and advice of other 
dealers was one of the big
gest keys to the prosperity of 
his business. This is the big
gest advantage of joining 
SSDA, said Sidorski, who 
has been a member on and off 
for 27 years.

“By just sitting and talk
ing with other dealers, you 
get what you’ve paid for." he 
said. “You can learn enough 
from other dealers’ mistakes

co-workers;
•Develop a “danger sig

nal” to use with co-workers;
•Have the phone number 

for police or security near the 
phone in your work area.

The following actions can 
sometimes prevent or diffuse 
a tense situation with custom
ers;

•Remain calm and speak 
clearly . D o n 't  ra ise  your 
voice, avoid arguing;

•Address each customer 
with a friendly  greeting, 
whether you are on the phone 
or meeting the customer in 
person;

•E m p a th ize  with the 
customer' s problem.

I f  you are threatened at

work, don’t panic.
•Think and size up the 

situation;
•If there is time, call se

curity or police;
•Use prearranged “dan

ger signal" with co-workers;
•Try to remain in control 

of the situation. Keep direct 
eye contact with the possible 
attacker;

•If the attacker demands 
money or valuables, give 
them up immediately. If pos
sible throw the valuables one 
way and run the opposite di
rection;

•Report the incident im
mediately to your supervisor 
or human resources depart
ment.

%Your industry 
resource guide 
four times a year.

to save your cost of member
ship.”

With all he has gotten 
from the Association, it was 
time to give something back. 
That is why during the mid 
1980s Sidorski joined the 
Board of Directors.

“I fully believe that you 
have to give back to the in
dustry," he said. "The indus
try has always been good to 
me. I felt I could do some 
good. Plus I was always im
pressed with the board."

As a successful Michigan 
dealer and leading voice in 
the SSDA, Dennis Sidorski 
has put his perseverance to 
work for the good of the in
dustry.

SSDA
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 
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% 

2.15% 

2.50% 

3.83%

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

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

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

V o ice /E le c tro n ic  T icke t C apture and 
Voice/Paper.

M em ber FDIC

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

SSDA welcomes two new 
staff members

Earlier this fall the SSDA welcomed Juli Chamberlin 
Byington and Denise Bernwanger to our office in Lansing. 
We’d like to take this opportunity to introduce you to Juli 
and Denise and let you know how they will be of service to 
our membership.

We would also like to thank Krissy Berryman and Diane 
Johnson for their service to the Association. Both Krissy and 
Diane moved to the Detroit area with their families. We wish 
them all the best in their new endeavors.

Juli C h am b erlin  
Byington is the Association's 
new Executive Assistant. She 
is responsible for the day-to- 
day operations of the office 
including accounts receivable 
and payable, inventory, cor
respondence. payroll. PAC 
reporting, and research on

projects.

Juli lives in Mason, about 
10 miles south of Lansing, 
with her husband Ken and 
their two children John, 15, 
and Kaitlin, 11. She brings 15 
years of banking experience 
to her new position with

Please see next page

TURTLE WAX 
PROMOTIONAL SIGNAGE KIT

As a National Account, you can qualify to receive the above 
revenue increasing kit absolutely free by placing a start-up 
order for Turtle Wax's revolutionary new Hyper Concentrate 
car wash products.
For more information on how to get a free promotional kit 
for your car wash, contact

Royal Equipment 800-526-1508

SUPER PAK
CALL US NOW AT 800-837-4336 

TO PLACE YOUR ORDER.

Mix your own 
1 55-gallon drum of 

Concentrated Soap 
for $139.00
New breakthrough in chemical formulation 
allows us to offer you the most 
concentrated 7 gallons in the 
industry.

Order 4 or more 
SUPER PAKS® and
the shipping is 
FREE!!

After 28 years 

formulating 

top-quality 

chemicals for 

the car wash 

industry, S/S 

Car Care 

offers the 

strongest 

guaranty in 

the business. 

SATISFACTION 

GUARANTEED!

7 gallon 
SUPER PAK®

Makes 55 Gallons
of Concentrated

Detergent

48 gallons w ater

M ix a 7 -gallon SUPER P A K ®  w ith  48  ga llons o f w a fe r to m ake  a 
55 - ga llon  d rum  o f h igh ly  concentrated car wash chemicals.

S S  C a r  c a r e
5340 Mayfa i r  Road  
North Canton,  OH 44720  
(216)  494 -9 53 5

Happy Holidays 
Dealers
SSDA

from the staff at SSDA

S e r v ic e  Q u a r t e r l y  4 t h  Q u a r t e r , 1 9 9 4
21



Member Briefs cont.
SSDA. Juli said she is excited 
about shitting gears from 
banking to association work.

"I've always worked with 
people." she said. "I was in
volved in member services at 
a credit union so this will all 
fit in real well."

She said the legislative 
and regulatory aspects of the 
industry really interest her. 
She's also looking forward to 
helping, and meeting, mem
bers.

ju li Chamberlin Byington in the 
SSD A  office.

Denise Bernwanger in her office 
at the SSD A .

Denise Bernwanger is
stepping in as member ser
vices representative, special
izing in the Association's Blue 
Cross/Blue Shield program. 
Members can call Denise 
with questions on billing, plan 
changes, and general con
cerns with Blue Cross.

Denise is currently work
ing with Blue Cross to imple

ment a new computer system 
that will make things easier 
for members.

"For one the new system 
will make it easier for Blue 
Cross  to p rocess  c la im s 
faster," Denise said.

A native of the Detroit 
area, Denise recently moved 
to Lansing from Laredo, 
Texas when her husband 
Patrick was transferred with 
General Motors. Her daugh
ter Tracey Deakins, a student 
at Michigan State University, 
also lives with her in Lansing.

Denise said she's looking 
forward to serving members 
as their liaison between the 
SSDA and Blue Cross, learn
ing more about the Associa
tion, and meeting members. 
She is not, however, looking 
forward to Michigan winters.

Let Us Help You 
Take C ontro l of Your 

E nv ironm en ta l P ro jects

C norate Offices:

2201 Wolf Lake Road. M uskegon 49442-4845

Know ledge  - Experience  - C om m itm ent

■ E n v iro n m en ta l S ite  
A ss e s s m e n ts

• G e o lo g ic /H y d ro g eo lo g ic  
In v e st ig a tio n s

■ T ech n ica l D rillin g  
S erv ices

■ S a m p lin g /A n a ly tica l

• R em ed ia l S y ste m  
D esign , E n g in eer in g , 
an d  In sta lla tio n

■ E n v iron m en ta l 
C o m p lia n ce /O p era tio n s  
A ud its

• U nderground S torage  
Tank S erv ices

Call Your Superior Team!
1- 800- 669-0699

Pub lisher
Terry Burns

S e r v i c e  

Q uarterly

SSDA
E dito r
Am y Johnston

Terry Burns 
Am y Johnston

Denise B ernw anger 
Dyck Van K oevering 
Juli C h am b erlin  Byington 

W illie C allow ay 
G eorge Robb

Executive D irector
D irector o f  C om m unications &
Conventions
M em bership Services/B lue Cross 
M em bership Services 
Executive A ssistant 
M arketing R epresentative 
M arketing R epresentative

B oard of D irectors

O fficers

President 
D ennis Sidorksi 
J& S Shell
(313) 994-0373

2nd Vice President 
Lou M cAboy 
Big Beaver Shell 
(810) 689-8186

3rd Vice President 
David C ornish 
Zeeb Road A m oco 
(313) 769-0845

Treasurer 
Larry Troy
M 59 C rooks A uto  Svc. 
(810) 853-7137

Executive Com m ittee

Past President 
Norm an Fischer 
Eastland Shell 
(810) 744-2322

Past Vice President 
George Schuhm acher 
Colonial S tandard Service 
(313) 773-7000

P hilip  Bucalo 
New  Five Shell 
(313) 464-3323

Eric Evenson 
Evenson Ent.
(313) 455-2636

G ary Fuller
12 & Evergreen Shell
(810) 358-2087

Jam es M alek 
M idtown Shell 
(616) 842-8677

Robert W alter 
Franklin S tandard. Inc. 
(313) 626-2080

Ed W eglarz 
H unter & Oak A m oco 
(810) 646-5300

D irectors

M ark Am broziak 
Village Knoll Shell 
(810) 540-3383

Keith Anderson 
Anderson Service C enter 
(517) 832-8895

W arren Barrone 
U niversity Service Center 
(517) 351-0770

Ted B eckner 
Burnips A m oco Service 
(616) 949-0630

Reg Binge 
Binge's L im ited 
(313) 792-0430

Rich Bratschi 
Lake L ansing Mobil 
(517) 484-2300

C onnie Cothran 
M -59 P ontiac Lake Shell 
(810) 674-0408

Pete Doneth 
Fenton Hill Shell 
(810) 750-0300

Joseph J. Grish
Joe G rish Servicenter Inc.
(616) 584-3200

M att Lentz
Haslett Road M arathon 
(517) 339-0220

Jim  Little 
H & H  M obil 
(517) 332-6335

Tim  M ariner
M ariner Petroleum  Com pany 
(616) 538-7990

Darrell M arx 
M arx A uto C are Inc.
(810) 553-2662

Derry M iddleton 
Lakeside M arathon Service 
(810) 247-0080

Joesph Nashar 
6  & Telegraph Shell 
(313) 534-5910

Tom O nofrey 
Standard on the Hill
(313) 885-4630

Dennis Pellicci 
D & M Pellicci Ent.
(810) 852-2191

Don Schlitt 
O ld O rchard Shell 
(810) 442-0720

Keith Souder
Souder's Service Center. Inc. 
(517) 773-5427

S uperio r
ENVIRONMENTAL CORP
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New Products

Brake Job System

C R C  In
d u s t r ie s  is  
o f fe r in g  a 
f i v e - s t e p 
m ain tenance 
sy s te m  th a t 
features spe
cialty chem i
cals recom ended fo r a com plete brake job . 
The specially  chem icals include C R C  5- 
56. C R C  B rakleeen. C R C  L ectra-M otive 
C leaner. S ta-Lube Synthetic Brake C aliper 
G rease, and S ta-Lube Dot 5 S ilicone Brake 
Fluid.

The above products can correct rusted 
parts, sticking cables, contam inated  brake 
linings, dirty  ABS electrical connections, 
and vapor lock in brake fluid. For m ore 
inform ation call (215) 674-4300._________

Drive Impact Wrench

S n a p -o n  
in troduces the 
S h ock  W ave, 
a n e w  1/2 "  
D rive Im pact 
W re n c h . A t 
lo w e r  to rq u e  
s e t t i n g s ,  
S h o c k  W ave 
is ideal for au
t o m o t i v e  
sh o c k s , m u f

fle r  and  b rak e  w ork . In rev e rse , S hock  
W ave can  g en e ra te  up to  6 0 0  ft. lbs o f  
torque at 90  psi. T hat's w hat's needed to 
rem ove over tigh tened  fastners from  tires, 
engine blocks, suspension com ponents and 
body panels . F or m ore in fo rm atio n  call 
(414) 656-4372.

Mitchell Sensor Manuals -
M itch e ll In te r 

national has re leased  
tw o  new  qu ick  re fe r
e n c e  m a n u a ls  fo r  
en g ine  p erfo rm ance 
troub le sh o o tin g , the 
" M itc h e l l  S e n s o r  
L ocations & S pecifi
ca tio n s M a n u a ls ."

O n e  v o lu m e  
c o v e r s  1 9 8 1 -1 9 9 3  

d om estic  cars, light trucks and vans. T he 
o th er covers 1986-1993 im ports. T he new  
books p rov ide the m ost com m only  used/ 
n eed ed  se n so r lo ca tio n s , sp e c ifica tio n s , 
testing  p rocedures and system  w iring  d ia 
gram s.

M itchell offers a d iscount w hen both 
are purchased  together. For m ore in fo rm a
tion  call 1-800-648-8010.

-  Coolant Change 'n Clean
FTI h a s  in 

t ro d u c e d  th e  
C hange 'N Clean, 
w h ic h  u n iq u e ly  
p e r fo rm s  tw o  
c o o l in g  sy s te m  
serv ices w ith one 
m ahcine.

F irs t  th e  
C 'N C  p rov ides a 
fast coolant drain 
an d  f ill s e rv ic e  

drain. In less than 10 m inutes a vehicles's 
cooling system  is drained and refilled.

The second service is a recycling cen 
ter housed on the back o f  the m achine. In 
15 m inutes, 15 gallons o f  used coolant are 
safely recycled.

For m ore inform ation call 1-800-934- 
9384.

Modular Buildings
P o r t a -  

K in g  B u ild 
ing  S y s te m s  
o f fe rs  a fu ll 
line o f  a ttrac 
tive and func
tional m o d u 
lar b u ild in g s  
fo r  b o th
inddor and o u tdoor applications.

The build ings are ideal for tasks typi
cally  handled  in repair o r cus to m er se r
vice departem ents o f  serv ice stations and 
repair facilities.

T he bu ild ings are easy  to assem ble 
and designed for easy rem oval and replace
m ent o f  any wall section.

For m ore inform ation call 1-800-284- 
5346.

Thread Starter

Steelm an 
h a s  c o m 
p le te d  p r o 
d u c t io n  on 
th e  12"
T h r e a d  
S t a r t e r ,  
w hich  is d e 
signed to start 
the th reads o f  

a bolt, nut o r screw  that is in a recessed  area 
w here fingers can not reach.

T hread  S tarter is perfect for under the 
dash and recessed  areas under the hood. It 
is designed  with "finger touch ' sensitiv ity  
so that if th reads are crossed  you can  feel it.

Just snap the fastner head in, a lign  the 
fastner and tw ist the knob to start the thread. 
For m ore inform ation  call 1 -800-255-7011.

A/C Leak Detectors
T racer P roducts has in troduced d is

p o s a b I e  
T race r-S tic k  
c a p s u l e s ,  
w h ic h  a re  
prefilled with 
p rem easu red  
d o s e s  o f  
F lu r o r - L i t e  
dyes.

They pinpoint the exact source o f  all 
refrigeran t leaks w ith a b right yellow - 
green glow  under UV light. The sticks also 
lower the cost and increase the speed of 
autom otive A /C leak detection. O nly one 
prefilled Tracer-Stick capsule is needed to 
test a car's A/C system.

For m ore inform ation call 1-8 0 0 -6 4 1 - 
1133.

Mechanic's Vise
K e n -  

T o ll has 
introduced 
th e  R e 
v e r s i b l e  
Jaw  P ro 
f e s s io n a l  
Mechanic's

Vise.
B ecause o f  its reversib le  jaw  in the 

popular 5 -1 /2 ” w idth, m echanics will be 
able to perform  a w ider variety  o f  jo b s  than 
with o ther vises. It has im proved gripping 
capacity  to allow  work on U -joints, head 
gaskets, pipe w ork, m aster cylinders, etc.

You can unlock the bolts and the vise 
sw ivels 360 degrees to easily  rem ove and 
reverse the jaw . For m ore inform ation call 
(216) 535-7177.

Superlift

G e n ie  In d u s t r ie s ' n ew  te le s c o p ic  
Superlift is one o f  the m ost versatile m ate
rial lifts on the m arket. The base straddles 
up to 50" wide. The tw o attachm ents that 
m ake it useful in the autom otive industry 
are the rotating barrel hand ler and the ver
tical barrel stacker.

For m ore inform ation  call 1-800-536- 
1800.
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LAWRENCE A. WRIGHT. INC.
W ith over  2 5  years  o f  experien ce  in the

automotive service industry, our direct specialty in 
accounting and consulting for the service station dealer 

makes us unique in this market area.

As your c o n s u lt in g  "p a r tn e r " , we can assist you with:

Monthly Financial Statements  
Counseling for Profit 

Business Valuations for Buy/Sell Planning  
Payroll Checkwriting  

Computerized Accounting Systems  
Business and Personal Income Taxes

We serve the service community statewide!

Call today to set up your appointment for a 
free initial review.

Be sure to mention this ad!

28277 Dequindre 
Madison Heights, M I 48071-3016

Phone: (810) 547-3141 Fax: (810) 547-3223

SERVICE QUARTERLY
2 0 0  N. Capitol • Suite 4 2 0  
Lansing. Michigan 4 8 9 3 3

TERRY BURNS
SERVICE STATION DEALERS ASSOC. 
2 0 0  N CA PITO L # 4 2 0  
LA N SIN G , MI 4 8 9 3 3
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