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Survive or prevail.
G. Gordon Liddy chose to prevail, 

and this August he will tell his story to 
SSDA Convention attendees. Liddy. host 
of the hottest radio talk show in national 
syndication, will speak Saturday, August 
6 following the President's Cocktail Re
ception and Dinner.

Liddy's role in shaping American his
tory is no secret. With the recent passing 
of President Richard Nixon. Liddy's place 
in the turbulent pie- and post-Watergate 
years is once again in the spotlight. SSDA 
Convention goers will sit center stage as 
Liddy gives his perspective on what it 
takes to achieve true success, using ex
amples from his life and career.

After graduating from law school 
and serving two years in the Army dur
ing the Korean War. Liddy entered the 
FBI as a Special Agent where he earned 
multiple commendations from the late J.
Edgar Hoover. At age 29. he became the youngest Bureau 
Supervisor at FBI national headquarters in Washington D.C., 
where he served during the Kennedy administration.

Liddy resigned from the FBI in 1962. After unsuccess
fully running for Congress, he took the helm of Richard Nixon's 
presidential campaign in 1968. In the Nixon administration, 
Liddy served first as Special Assistant to the Secretary of the

Treasury; was then appointed Enforce
ment Legislative Counsel, authored the 
Explosives Control Act; and, in 19 7 1. 
was sent to the White House as Staff 
Assistant to the President.

Liddy resigned his White House 
post to accept the position of  General 
Counsel o f  the 1972 Republican presi
dential campaign and the campaign fi
nance committee, with additional du
ties as campaign intelligence director. 
The rest is history.

For his role in Watergate. Liddy 
was sentenced to more than 20 years 
in prison. He served nearly five, many 
in maximum security, including 106 
days of  solitary confinement, before his 
release by President Carter.

Today, in addition to his radio pro
gram and writing. Liddy is an actor and 
owner o f  the G. Gordon Liddy Insti
tute in Miami, which does security con

sulting and training.
You won't want to pass up this exclusive chance to hear 

one of  the most pivotal figures in recent American politics tell 
his story.

For more inform ation on the 1994 SSDA C onven
tion turn to pages 14 and 15. A registration form can be 
found on page 20.

Blue Cross annual renewal date July 1
July 1st is the SSDA an

nual Blue Cross/Blue Shield 
renewal date, and the Asso
ciation is proud to report that 
our average increase is only 
5 percent.

During the previous year

our designated areas were re
viewed for rate adjustments. 
The Association feels very for
tunate, that with many other 
health care rates increasing in 
double digits, we were able to 
hold ours to a 5 percent aver

age. In fact, several subscrib
ers may see no increase at all.

Subscribers should have 
already received their June 
billing for July coverage. That 
billing reflects the new rates. 
The June billing also includes

a change fo rm  if  anyone 
would like to change health 
care plans. If no changes are 
made the billing will remain 
at the new rate. If you did

See BC/BS pg. 22
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Attention Service Station Dealers:

If you're in the 
market for a health 

plan, get the 
most accepted, 
unquestioned 

coverage there is.



June 1994
2nd Q uarter 

Vol. VII No. XXVI 
ISSN 1043-7053

Features

14-15 Annual Convention

A special preview o f this year's Convention and 
Trade Show in downtown Lansing!

Articles
6 Security Check

A look a t why your em ployees are your greatest 
weapon against shoplifting.

7  Dodson Corner
Controlling costs a fter a w orker is injured.

8 Environmental Update
MUSTFA m oves to DNR, d irector retires.

9  Membership
C omerica's Visa/M astercard program  offers SSDA  
m em bers reduced processing fees.

16 Law Talk
Attorney M ark Cousens show s the PMPA really 
does work.

1 7  Money and You
The time to buy stock is when no one else wants to.

21 Money Review
A user-friendly guide to financial jargon.

12-13 Dealer Profile

Dealer 
Warren Barrone 
proves success 
is a matter o f  
listening to the 
customer.

Advertisers

Departments
4 President's Corner 18
5 Viewpoint 22

News Briefs 23

Member application 
Board Members 
New Products

A&S Heating & Cooling................................ 11
Arrow Uniform...............................................  4
Beckler Consultants.....................................  7
Blue Cross Blue Shield................................ 2
Comerica Bank............................................. 20
Davidson Sales & Maintenance.................. 5
Dodson........................................................... 21
Eby-Brown.....................................................  8
FEA Management........................................  6
Fort Dearborn Life Insurance...................... 6
Hawkins Equipment......................................  12
Lawrence Wright, Inc.....................................  24
Mellema's Service Station Maintenance....  20
Parks Installation Co......................................  19
R.W. Mercer Co..............................................
Sunrise Tank Testing.....................................  10
Superior Environmental................................. 22
Tell-a-leak.......................................................  19
The Oscar W. Larson Co................................ 8
Tire Wholesalers............................................  9
Visser's ...........................................................  13

Service Quarterly is published quarterly by the Service Station Dealers Association o f Michigan, 200 North Capitol Ave., Suite 420, Lansing, 
Michigan 48933. © 1994, SSDA-MI. Subscription price to all members is free. All other U.S. subscriptions, $40 per year. Prepaym ent o f  $10 is 
required for single copy orders. Subscription inquiries call SSDA-MI at (517) 484-4096. Address all single copy requests along with paym ent to 
SSDA-MI. 200 N. Capitol. Suite 420, Lansing. Michigan 48933. Postmaster: Please send address changes to same.

S e rv ic e  Q u a r t e r l y  2 n d  Q u a r t e r ,  1994 3



President’s Comer
M ick Kildea, SSD A -M I President

This is my personal invi
tation to you to attend the Ser
vice Station Dealers Associa
tion of Michigan Annual Con
vention and Trade Show. Au
gust 5-7 in downtown L an
sing.

The obvious reasons are 
all there: it’s affordable, con
venient, and promises to be 
both educational and enter
taining. But as a faithful at
tendee since 1972, the best 
reason I can give for attend
ing is the chance to meet with 
other dealers concerning prob
lems and key issues in the in
dustry.

Ours is a business based 
on new ideas and. at times, 
bold risks. The SSDA Annual 
C on v e n tio n  g ives  you the 
chance to bounce new ideas 
off  members that have tried 
them before. In my 22 years 
attending SSDA conventions

Networking the real draw 
of Annual Convention

I have never met a first-time 
attendee that did not return 
every year after. Attendees 
quickly learn the benefits of 
finding out what is currently 
happening, what has happened 
and what is going to happen 
in the gasoline retailing indus
try.

This year s conven tion  
will give members the oppor
tunity to expand that business 
networking.

Downtown Lansing itself 
will enable dealers to see what 
really happens in Michigan's 
capital city. A ttendees will 
have the chance to meet one- 
on-one with state department 
officials and legislators.

A growing tradition at the

SSDA Convention is the 
A n n u a l  T ra d e  Show , 
which gives dealers first- 
rate access to goods and 
services vital to the busi
ness. This year the Association 
is taking the Trade Show even 
further by joining with Eby- 
Brown, one of  the largest dis
tributors to service stations in 
the Midwest. Representatives 
at the Eby-Brown show will 
be on hand with sound advice 
on the growing c-store indus
try.

Aside from networking 
with fellow dealers, I am ex
cited about the SSDA wel
coming G. Gordon Liddy to 
this year 's  Convention. As a 
supporter  o f  Liddy 's radio

show through listening and ad
vertising, I feel his message of 
“survive or prevail” is espe
cially relevant to our business.

T h e  o p p o r tu n i t i e s  fo r  
business growth are unlimited 
at each Annual Convention. 
Therefore I believe you will 
thank me just as much as I will 
thank you for attending the 
1994 SSDA Convention and 
Trade Show. It's the one time 
of  year to reunite with old 
friends, meet valuable new 
ones, and enhance the success 
of  your business.

Before you decide on a uniform company...
Check under the hood!

Keeping You 
Looking Good 
On The Job

Detroit • Livonia • Grand Rapids 
Kalamazoo • Jackson • Saginaw • Cadillac
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You need to keep your customer's engine 
running clean. You also need to keep your 
workplace running clean and professional. 
Arrow Uniform Rental offers a full range of ap
parel products for your station. The largest color 
and garment selection. No-scratch belts. Socks. 
Work gloves. Caps, vests, jackets and more.

Plus, Arrow's maintenance and safety 
products provide your workplace with both
a professional image and a safer working 
environment. Shop and roll towels. 
Soap dispensing systems. Entrance 
mats and lockers. 

Let Arrow design a system 
tailor-made to suit your needs.
For a complete diagnostic call 
1 -800-55 -ARROW, ext. 610.



Viewpoint
Terry Burns, SSD A -M I Executive Director

Back to Grass RootsAll the summ er activities 
have started and business is in 
full sw ing . T h is  s u m m e r  
promises to be more active 
than many. Why? This is an 
election year. The primary is 
scheduled for Aug. 2. Both the 
House and Senate, Secretary 
o f  State. Attorney General, 
and Governor offices are to be 
decided. With several m em 
bers retiring and/or seeking 
higher office, there are more 
than 25 offices with no incum
bent. Also every seat is con
tested throughout the state.

The ques tion  com es to 
mind, why does anyone want 
to run for office? One opens 
themselves to public scrutiny 
and no private life at all. The 
amount o f  money it takes to 
run a campaign is higher than 
ever  before.  C am p a ig n in g  
takes an inordinate amount of 
time and almost every deci
sion one m akes  is second  
guessed. W hen asked  this 
question, many of those run
ning say it is because they care 
for the people or they believe 
they can make a difference.

The number of candidates

this year also presents a very 
im por tan t  q u e s t io n ?  W ho 
does one vote for? The same 
process used recently of  se
lecting a Supreme Court Jus
tice should go through our 
mind. These candidates will 
be in o f f ic e  at leas t  two. 
maybe four, years and will 
affect a lot o f  legislation. The 
ca n d id a tes  shou ld  be p r o 
business, understand our busi
ness, act strong on issues and 
stand up for what they b e
lieve. Now is the time to ask 
those questions. To develop a 
relationship with those candi
dates and to select the one to 
support. Let them hear from 
you. and share your concerns 
about the future with them. 
Get to know them by name 
and their stand on the issues.

What am I talking about? 
The "Grass Roots Support" of 
people in a community, city, 
sta te ,  or ou r  A sso c ia t io n ,  
which is still the key for in
volvement. There are politi

cal issues soon to come 
up for the retail gasoline 
industry and we have the 
oppo rtun ity  to choose  
and support individuals 
who share our concerns. This 
has been done through our 
P u m p  C lu b  o v e r  the  pas t  
years. What a difference we 
have seen through their work. 
The Pump Club has been able 
to support people w ho be
lieved in our cause, but may 
have had very little funds to 
run. Subsequently  we have 
seen most o f  them win. The 
Pump Club is a very impor
tant part o f  our Association 
and one that benefits all mem
bers.

It is time now for you to 
participate in your Associa
tion. T h ro u g h  g ra ss  roo ts  
work, supporting candidates 
and becoming a mem ber of  
the Pump Club you can make 
a difference.

I know  the su m m e r  is 
short but this year s political

outcomes will have long last
ing effects on the retail gaso
line industry, our business and 
livelihood. Call the office and 
find out how you can help.

• I want to take a moment to 
p e rsona lly  thank  Mr. John  
Connelly. John served as the 
M U STFA  Fund adm in is te r  
from 1989 until his retirement 
on April 29. His concern and 
understanding for the small 
business person set him apart 
from others. He truly was an 
advocate for those in a clean
up process, and was an excel
lent ambassador for the De
partment o f  Management and 
Budget. Thanks John for your 
work. You will be missed.

Qu e s t i o n s ?

One call w ill give you the answers.
T o d ay 's  p e tro le u m  in d u s try  is c o m p lic 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  by  c a ll 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  se 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 rin g  G ilb a rc o  p e tro le u m  e q u ip m e n t

• T ank  & lin e  te s tin g
• T an k  rem o v al & d isp o s a l
• E n v iro n m e n ta l c o n s u l ta tio n
• F ed 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!
2 4  H o u r  Serv ice
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Security Check
A rt Shook, Pro Active Consulting Services

Employees key in fight 
against shoplifting

B lam e  it on  the  p o o r  
economy, or chalk it up to the 
dark side of  human nature, but 
shoplifting is on the rise. Ev
ery year this crime takes a big
ger chunk out o f  the profits of 
retail outlets.

Shoplifting is one of  the 
most significant crimes in our 
country today. The estimated 
loss to retailers amounts to 
billions of  dollars annually. 
The sad truth about shoplift
ing is that once a criminal has 
succeeded in concealing store 
merchandise, the chances of 
catching them are slim. Even 
when a shoplifter is caught, 
there can still be problems. 
First there's always the possi
bility of endangering fellow as
sociates and legitimate cus
tomers. Then there's the risk 
o f  a false arrest, and finally, 
there's the expense.

Supermarkets and conve
nience stores are easy marks 
for the shoplifter because of 
the high-volume, self-service 
nature of  the business. This 
makes it extremely difficult to 
implement adequate security 
systems. Consequently , the 
losses suffered by retailers in 
recent years have been stag
gering. A recen t study  by 
Shoplif ters  A nonym ous ,  a 
self-help group, found that 60 
percent of confessed shoplift
ers admitted to shoplifting in

supermarkets or convenience 
stores.

Over the years retailers 
have tried several methods to 
combat shoplifting. They have 
hired undercover detectives, 
placed high ticket items in 
locked showcases or behind 
the service counters, invested 
in surveillance equipment, or 
even discontinued some high 
theft items altogether.

These measures, although 
very effective for reducing loss 
on high ticket items, have not 
taken a substantial bite out of 
shoplifting. They have also 
made it inconvenient for the 
legitimate shopper to buy an 
item and limited the retailer's 
ability to merchandise items 
freely. Most experts will agree 
that associates are your best 
asset in the fight to prevent 
shoplifting. Flow? By training 
them on what to look for and 
what measures to take in pre
venting it from happening. 
Associates need to be aware 
of who the shoplifters are. The 
answer to this, is that they can 
be ordinary customers or pro
fessional thieves. Research has

shown they can be impulsive, 
compulsive, deliberate or des
pera te .  S hop lif te r  p ro fi les  
range anywhere from the ama
teur who steals impulsively 
out o f  simple desire for an 
item, to the professional who 
steals for a living. Obviously, 
professional shoplifters are 
much more clever about con
cealing their thefts, but there 
are a variety of  ways both pro
fessionals and the amateurs at
tempt to conceal the stolen 
items. It helps if your associ
ates can learn to detect these 
methods and then know what 
to do to discourage the of
fender. The m ethods  used 
vary, but some o f  the most 
common ones are:

• S p e c ia l g a rm e n ts . 
Shoplifter bloomers, skirts, 
trousers or other items with 
elastic waistbands can be used 
to c o n c e a l  s to len  item s. 
S m alle r ,  m ore e x p e n s iv e  
pieces may even be tucked in
side a ski cap.

• A id . B o o s te r  boxes ,  
large purses, diaper bags and 
even umbrellas can be used as 
aids to hide the stolen items.

• Long outer coats. Some 
shoplifters have been known 
to wear long coats to conceal 
items taken out between their 
legs.

• Grab and run. A shop
lifter finds an unattended spot 
near a convenient exit, grabs 
the merchandise and hastily 
departs.

• P r ice  c h a n g e /t ic k e t  
sw itch ing. Shoplifters use 
pens or price guns to change 
prices. Most common, how
ever, is the removing of old 
price tickets and replacing 
w ith  t ic k e ts  o f  a le sso r  
amount.

• Refunding. A process of 
removing tags from merchan
dise, claiming it as a gift and 
receiving cash or merchandise 
in return.

• Used receipt. Using a 
previous receipt to get cash 
back or additional merchan
dise.

• The team. One or more 
persons occupy the associates, 
or cause a disturbance while

See Security pg. 19

Leaking underground 
storage tank problem? 
Let us look into it.
We’ ll take a thorough, expert 
enced look at your UST; then for 
mulate just the right program for 
you. One that's cost concious, 
time sensitive, and keeps you 
open for business. FEA 
Management is a MUSTA 
approved consultant providing 
assured regulatory com pliance... 
plus added value to your business 
and real estate. Try us.

10431 Highland Road 
W hite Lake, M ichigan 48386 
(810) 698-4300

The COM PLIANCE  S PLUS Renewal Company

Another Exclusive Benefit from Fort 
Dearborn Life Insurance to the 

M embers of the SSDA-MI

In a co n t in u in g  effort to 
p ro v id e  o u r  m e m b ers  w ith  

qua l i ty  m e m b e r  services, w e  
are  p leased  to  p resen t a g ro u p  life 

in su a n ce  p ro g ra m .  Em ployees  are  
el igible for $10,000 of coverage,  spouses  

h av e  S2,000 a n d  d e p e n d e n t  p ro g ra m  is 
u n d e rw r i t te n  b y Fort D earborn  Life.

For further in form ation  call the SSD A -M I

(517) 484-4096
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Dodson Corner
George Elkins, Dodson Group

Controlling costs after a 
worker is injured

You've heard the sermon 
time and again: the best way 
to reduce the cost o f  your 
workers" compensation insur
ance is to prevent employees 
from being hurt on the job  in 
the first place.

You've probably already 
taken a num ber  o f  r e c o m 
m ended actions to do that. 
Let’s say one of your employ
ees gets hurt on the job  any
way, which will involve ab
sence from work, payment of 
medical bills and wage re
placement. To help control the 
costs o f  that injury, consider 
these 10 tips:

1. G et th e im m ed ia te  
medical help required. De
lays in getting prompt and nec
essary treatment can prolong 
recovery and increase costs.

2. Prom ptly report the 
claim to your insurer. If the
injury is serious, report it by 
telephone. Your insurer can 
then make arrangements for 
appropriate medical care and 
begin investigating the injury.

3. W ork c lo se ly  w ith  
your insurer’s claim s repre
sentative in investigating the 
injury. Tell the claims repre
sentative as much as you can 
about the injured employee — 
family situation, work record, 
previous em ploym ent -- to 
help the representative estab
lish a profile of the employee.

4. Promptly provide the 
payroll information needed 
to get compensation payments

started quickly.

5. Im m ediately forward  
to the insurance com pany all
medical bills you receive so the 
injured em ployee w o n ’t be 
bothered by follow-ups from 
health care providers.

6. Involve a supervisor  
or other m anagem ent per
sonnel in the immediate han
dling of the injury. This shows 
the injured employee you're 
concerned about his or her 
care and treatment.

7. Keep in touch with the 
em ployee while he or she is 
recu p era t in g .  Let the e m 
ployee know you are inter
ested in the healing progress 
and  tha t  the  e m p lo y e e  is 
missed at work. Encourage 
co-workers to stay in touch 
too.

8. Assure the earliest re
turn to work possible. Make 
light duty or substitute em 
ployment available whenever 
possible.

9. Learn from the injury 
and the accident. What was 
the  c a u se ?  W ha t  can  be 
changed to avoid recurrence? 
Don't rely on the obvious — 
search for underlying or sec

ondary factors.
Y our e m p lo y e e s  are  

among your most important 
business assets. If an impor
tant m achine breaks down, 
you do whatever is necessary 
to get it back on line quickly; 
can you do less for an e m 
ployee?

10. Redouble your con 
cern for the health and wel
fare of  your workers after an 
accident. Doing less may in
vite a lawsuit, which can only 
prolong the claim settlement, 
increase costs and delay the 
worker's return.

G eorge W. Elkins, CPCU, 
is a 1957 graduate o f  the Uni
versity o f  M issouri Kansas  
City. H e w as a w a rd ed  the  
Chartered Property C asualty  
U nderw riter (CPCU ) desig 
nation by the A m erican Insti
tute o f  Property and L iability  
U nderw riters in 1967

Mr. E lk in s  re tired  fro m  
D odson Group Kansas City, 
M issouri in September, 1991, 
fo llo w in g  a 40 -year career. 
During his tenure he held  sev
eral positions within the un
derw riting and  underwriting  
m anagem ent fields. He retired 
as vice p resid en t a n d  c h ie f  
u n d e r w r it in g  o ffice r . Mr. 
Elkins is now a consultant.

Why 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 xcavation
• N o H auling
•  N o Soil D isposal

O u r  e n g in e e rs  an d  
sc ien tis ts  can  m anage 
y o u r  U.S.T. clean -up  from  
in vestiga tion  th ro u g h  c lo su re .

BECKLER CONSULTANTS, INC.

12200  Farmington Road 
Livonia, M l 48150 
(3 1 3 ) 421 -6880

A MUSTFA Qualified Consultant

For sale
Auto Repair Facility

• C le a n , u p  to  d a te , cu rre n tly  o p e ra tin g  S e rv ic e  C en ter.
•E le v e n  b a y s . 10 lifts , m o d e m  sa le s  a re a  w ith  w a itin g  ro o m  an d  w a re h o u se  a rea . 

•A m p le  p a rk in g  an d  signage.
•B u s in e ss  an d  e q u ip m e n t fo r sale.

•B u ild in g  a v a ila b le  fo r p u rc h a se  o r lease .

•  L o ca ted  in g re a te r  G ra n d  R ap id s  area.

Contact: Jim Parrette, Broker 
Real Pro Reality Service 

6200 28th St. SE, Grand Rapids, MI 49506  
Office (616) 285-6770, Residence: (616) 453-3914
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Environmental Update
Dyck Van Koevering, SSD A -M I

John Connelly, Adminis
trator o f  the Michigan Under
ground Storage Tank Finan
cial Assurance Fund, is retir
ing after 30 years o f  public 
service.

Connelly  has served as 
MUSTFA Fund Administrator 
since the program began in 
1989. During that time, he 
came to understand the unique 
problems of  dealers and the 
plight of the independent op
erator. Connelly became a real 
fr iend  o f  the inde p en d e n t  
businessperson, and will be 
sorely missed. We hope the 
MUSTFA program continues 
to live up to the s tandards 
John Connelly established.

Mr. Connelly, who offi
c ially  retired on April 2 9 , 
1994. has agreed to stay on 
te m p o ra r i ly  to  e n s u re  a 
smooth transition at the next 
two policy board meetings.

MUSTFA moves to DNR, 
Connelly retires

With the recent MUSTFA 
program revisions came the 
transfer of the Department of 
State Police, Fire Marshall 
Division UST program to the 
Department o f  Natural R e
sources, and the creation of 
the U nderground  S torage  
Tank D iv is io n  w ith in  the 
DNR. These revisions also in
cluded transfering the Depart
m ent o f  M a n ag e m en t  and 
Budget’s MUSTFA program 
and  the M U S T F A  P o licy  
Board to the DNR.

Lt. Art Nash, w ho for 
years led the Fire Marshal 
Division’s UST program, has 
been appointed as chief of the 
new DNR division. Lt. Nash

The Oscar W. Larson Co.
Since 1944

MEMBER

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 Outdoor card 

Processing Terminal

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

brings with him a great deal 
o f  experience in the very im 
portant regula tory  and e n 
f o rc e m e n t  a s p e c ts  o f  the  
MUSTFA program.

Mr. Roland Harmes, DNR 
Director, said Lt. Nash's “ex
tensive experience with under
ground storage tanks in the 
State Police’s Fire Marshal 
Division uniquely qualifies him 
to head up our efforts in this 
area.”

With the environmental 
cleanup industry continuing to 
experience incredible growth, 
and the ever increasing num
ber of contaminated tank sites 
listed, it is important that the 
MUSTFA program has a firm

hand with the background and 
experience to handle the un
expected.

“I’m looking forward to 
working with DNR staff to 
ensure proper environmental 
protection, while also improv
ing services to the regulated 
community,” Lt. Nash said.

SSDA looks forward to 
working closely with Art Nash 
to ensure the interests of the 
independent service station 
dealer are heard in Lansing.

To ensure the DNR starts 
off on the right track with the 
administration of MUSTFA,

Sec M U S T F A  pg. 19

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

E B Y -B R O W N
2085 E. Michigan Avenue 

P.O. Box 2127  
Ypsilanti, Michigan 48197  

1-800-532-9276 
FAX (313) 487-4316
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ALL SUPPLIERS 
ARE NOT 

CREATED EQUAL



Membership
Dyck Van Koevering, SSDA-M 1

Credit card, telephone programs 
designed to save dealers money

In SSDA, we like to say, 
"Membership doesn't  cost, it 
pays.”

Two re c e n t  b e n e f i ts  
we've added, the Comerica 
Merchant Bank Card and the 
MCI T e l e c o m *  U SA  Pay 
Phone Programs, prove that 
point.  These programs, avail
able exclusively for SSDA 
members and designed spe
c i f ica l ly  w ith  d e a le rs  in 
mind, will bring daily ben
efits to members' businesses.

The Comerica Merchant 
Bank Card Program is a very 
a t tractive  program  which 
m em bers  should  cons ider  
thoroughly. The program of
fers dealers reduced process
ing fees w hen  ac ce p t in g  
V ISA/M astercard  transac
tions.

As part of this program, 
Comerica offers reprogram
ming assistance for all exist
ing terminals and provides 
all necessary supplies at no 
extra charge. There are no 
au thorizat ion  charges  for

VISA and Mastercard trans
actions, and SSDA has nego
tiated processing fee rates of 
between 1.9 and 2.5 percent 
for electronic ticket capture, 
based  upon average  t icket 
sale. Terminals can also be 
reprogram m ed to authorize 
and capture Discover, Ameri
can Express and Diners Club/ 
C a r te  B lan ch e ,  p ro v id in g  
maximum flexibility and con
venience for the customer.

Comerica programs these 
terminals to use 800 numbers 
so local phone charges — typi
cally 6 to 8 cents per authori
zation — are eliminated.

Unlike other programs, 
the Comerica Merchant Bank 
Card Program also provides 
48 hour electronic transfer 
service  to the com m erc ia l  
checking account of the mem
bers’ choice giving quicker

access to earnings. And ser
vice fees are debited monthly, 
not per item. As well, there are 
no ex tra  m in im um  volum e 
fees.

Finally , C o m er ica  p ro 
vides monthly merchant state
ments for account balancing 
and reconciliation.

Members should note that 
Comerica does not charge ap
plication fees or conversion 
costs for this program. With 
all that the program offers, it 
is worth your while to check 
it out.

The MCI Telecom* USA 
Pay Phone Program is a long 
distance pay phone com m is
sion program which provides 
enrolled members 50 cents for 
every operator assisted call, 
regardless o f  how short the 
call. Your paym ent com es 
d i r e c t ly  from  M C I

Telecom* U S A , accompanied 
by a monthly traffic report to 
help you track your calls.

With all o f  the recent press 
about pay phone servers over
charg ing  cus tom ers ,  SSD A  
felt it very important to de 
velop a credible program with 
a m a jo r  p la y e r  in the  pay 
phone and long distance car
rier industries. With the MCI 
T e le c o m *  U SA  Pay P h o n e  
Program, you can assure your 
customers they will have the 
best service at very reasonable 
rates.

If you have any questions 
or comments regarding these, 
or any other programs SSDA 
offers, please do not hesitate 
to contact us at 800/748-0060.

Tire Wholesalers Co.. Inc.

CADILLAC WAREHOUSE
303 Hawthorn Street 

Cadillac. Michigan 49601 
(616) 7 7 5 -6 6 6 6

NEW! NEW! NEW! NEW!
TROY DISTRIBUTION CENTER

1783 East 14 Mile Road 
Troy, Michigan 48083 

(313) 5 8 9 -9 9 1 0

SOUTHFIELD WAREHOUSE
19240 West 8 Mile Road 

Southfield, Michigan 48075 
(313) 3 5 4 -9 9 1 0
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• 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.



Tracer Tight® No Down Time 
Tank and Pipeline Leak Tests

News Briefs
Michigan looks at 
multi-state lottery

T h e  M ic h ig a n  L o tte ry  
Bureau is continuing to pur
sue the idea of  introducing a 
Multi-state lotto in Michigan. 
This would allow those wish
ing to play to join citizens of 
other states in purchasing tick
ets for gam es with signifi
cantly larger prizes.

Such a program needs au
thorization from state govern
ment. The Lottery Bureau is 
currently  working with the 
Michigan Legislature for that 
authorization.

There are currently three 
multi-state lottery programs in 
existence. “Power-Ball” is the 
largest game with 17 states 
participating across the coun
try. “Tri-state Lottery” oper
ates in Maine, New Hamp

shire and Vermont; Tri-West 
Lottery operates in South Da
kota, Idaho and Montana; and 
new comer Tri-South Lottery 
is now forming in Georgia, 
Louisisana. and Kentucky.

Authorization from Michi
gan Government could give 
Michigan the ability to either 
join with one of  the programs 
already in existence, or invite 
others to join and create a new 
program.

SSDA will keep you up to 
date as changes occur.

State primary 
August 2

The M ich ig an  Senate ,  
House of  Representatives, the 
Governor's seat, and seats on 
both the U.S. Senate and U.S. 
House of Representatives will

REMEMBER: 
Schedule your line testing 

now! Don't wait until 
the last minute.

(All pressurized lines 
must be tested annually.)

Give You The Advantage!
Gilbarco d id n 't call its exciting new dispenser The 

Advantage because it gives them the advantage over 
their competitors. They called it that because it gives you. 
our customer, the advantage it gives you speed. It gives 
you flexibility It gives you cost savings. 

The Advantage gives you all three of those attributes 
because of its new modular design, including a unique 
refrigerator door" for easy access to components.
Modularity means options can be added quickly while 

the dispenser is sitting at your service station Servicing 
is much faster too And less costly Even the hydraulics 
are modular

Another big advantage is that you can benefit from R.W. 
Mercer Company s experience and expertise. So. if you 
would like to have The Advantage call us today!
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No interruption o f service.
No overfill; no topping o ff tanks.

Tests any tank size and pipeline length.
M ichigan State Police Fire M arshal approved.
Reliable for any type o f fuel, oil or chemicals.

Detects and locates leaks as sm all as 0 .0 5  gph.
Third party evaluations surpass EPS requirem ents. 

M ethod is on the EPA list o f accepted tests October 19 9 1 . 
Does not subject tanks to any structurally dam aging  pressures.

SUNRISE TANK TESTING
A licensed Tracer Tight Leak Detection Affiliate

A New Day 
A Better W ay

Thomas S. Brown 
P.O. Box 10 25  
Evart, M l 49631  
(6 1 6 )  7 3 4 -2 3 6 3  
( 6 1 6 )  7 3 4 - 2 0 5 5 (F ax)

R.W. MERCER COMPANY
YOUR PETROLEUM SYSTEMS SPECIALIST

JACKSON 517 787 2960 •  KALAMAZOO 616 342 9958  
GRAND RAPIDS 616 784 2024

24-Hr. Service
TANK LINING • INSTALLATIONS • CALIBRATIONS • TANK TESTING • SERVICE



all be up for grabs at the pri
mary election August 2. This 
year a ll  S ta te  S en a te  and 
House of  Representatives, and 
U.S. House o f  R epresen ta
tives seats are open.

With more than 25 incum
bents not seeking re-election, 
the primary will be a major 
factor in deciding who gets on 
the ballot in November. Also 
take note that this is the first 
year for Senate races since dis
trict reapportion. If you do not 
know which district you are 
now in. call SSDA.

The August primary is also 
one of the first opportunities 
to let the candidates hear your 
voice as a se rv ice  s ta tion  
dealer. The SSDA will stay 
involved in this year's election 
to make sure the independent 
dealer is heard. If you would 
like information on becoming 
involved either through the 
SSDA or on your own. please 
call the Association.

UST registration 
fees back in place

The M ic h ig a n  U n d e r 
ground Storage Tank registra
tion fee of $100 per regulated 
tank will once again be as
sessed beginning Oct. 1,

This fee is imposed de
pending on the budget balance 
of the dedicated UST opera
t ional fund. U nder  recen t 
regulation, when the fund de
creases below $4 million, the 
fees must be assessed until the 
budget balance tops $8 mil
lion. Presently the fund is be
low $4 million, requiring the 
fee to be collected.

The regulated tanks in
clude gasoline , diesel and 
waste oil. They do not include 
heating oil for consumable 
use. or hoist tanks.

These registration and fee 
requirements are the main two 
pre-certification requirements 
for MUSTFA. Make sure they 
are paid.

M ichgan’s 
cigarette tax 
highest in nation

With the recent cigarette 
tax hike to 75 cents a pack. 
Michigan becam e the state 
with the highest cigarette tax 
in the country. As you may 
remember, the tax came after 
voters agreed to cut property 
taxes in return for a 6 percent 
sales tax and higher tobacco 
tax.

Both retailers and police in 
Michigan predict the new tax 
will cause a significant hike in 
tax evasion, as people try to 
smuggle into the state ciga
rettes from neighboring Ohio 
and Indiana, where the tax is 
only 24 cents a pack. Smug
gling more than $50 worth of 
cigarettes into Michigan is a 
felony, but retailers predict law 
enforcement authorities will 
be unable to stop the flow of 
bootleg tobacco.

If you know o f  anyone 
selling "hot" cigarettes please 
call 1-800-292-2824.

New membership 
benefit unveiled

The first of many new ben
efits coming to SSDA mem
bers has been unveiled.

SSDA members who are 
customers of Tire Wholesal
ers will receive an additional 
SSDA voucher toward trips 
and promotions offered by 
Tire Wholesalers. If you are an 
SSDA member but not a cus
tomer o f  Tire Wholesalers, 
now is the time to give them a 
try. Likewise if you are a cus
tomer of Tire Wholesalers and 
not a member of SSDA. now 
is the time to join the Asso
ciation and take advantage o f  
this and all other benefits.

If you would like more in
formation on the new Tire 
Wholesalers membership ben- 
efit program call SSDA at 
(517) 484-4096.

With a service and 
maintenance contract from 

A & S Unlimited 
Heating and Cooling 

w e’ll keep your air conditioning 
system and your costs 

under control.

A & S U n lim ited  offers m a in te n an c e  
contracts  on  any  hea ting  and  coo ling  

system  m ak ing  sure it 's  p e r fo rm in g  and 
opera ting  eff iciently  and effectively.

Call A & S U n lim ited  
24 hours  a day. 7 days  a week.
S ales, S erv ice , In sta lla tio n , 
R esid en tia l &  C o m m ercia l.

Putting Customers First 
for over 25 years

1663 E. Auburn Rd., Rochester, MI 48307

8 1 0 - 8 5 2 - 5 5 1 5  • 1- 8 0 0 - 3 6 7 - 4 4 5 5
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W h e n  t h e
TEMPERATURE

starts to go
U P  we’ll keep 

your costs
DOW N



Dealer stays
A t the  top  o f  a 

n a r ro w  sp ira l  
s ta ircase  dea le r  

Warren Barrone sits in his of
fice at University Amoco in 
East Lansing. The view from 
either o f  the office's two win
dows is a te s tam ent to the 
many changes Barrone has 
made to ensure the success of 
his Amoco station.

To the right o f  Barrone's 
desk, you can see the two ser
vice bays that have in some 
form been a part of the station 
since he opened it in 1971. 
Looking out the front window

SSDA

Membership
d o esn 't

co st

to the parking lot you'll no
tice the car wash that opened 
in 1976 and was renovated 
three years ago to include a 
new building.

At the bottom of the stair
case is University A m oco’s 
new est addition -- a 1,200 
square foot convenience store 
that opened this past winter.

"Business is like a tread
mill," Barrone said. “ If you 
stand still you only go back
wards.”

The SSDA Board M em
ber said he keeps one step 
ahead of the treadmill by lis

tening to customers.
“We try to interact with 

customers and find out what 
they want," he said. “The en
trepreneur has to size up the 
community. Because we are 
small business people we have 
to  fee l out w h a t  [a 
community’s] niche is and fill 
it.”

L oca ted  m inu tes  aw ay 
from both downtown Lansing 
and Michigan State Univer
sity, University Amoco finds 
a niche in the diversity of its 
customers.

Two of  the several cus
tomer ideas that have become 
realities at University Amoco 
are a Dunkin Donuts retail 
case, and a coffee program 
that fea tu res  fresh ground 
beans in flavors from Colom
bian to Chocolate Raspberry.

“T h e se  [ se rv ic es ]  are 
nothing striking but they’re 
things we get from |customer] 
feedback,” Barrone said.

Improvements at Univer
sity Amoco have not always 
centered around new facilities. 
Over the last 23 years Barrone 
has upgraded his pump service 
with the changing times. Start
ing out in 1971 as a full ser
v ice  s ta t io n .  U n ivers i ty  
Amoco progressed to a mini
serve and then self-serve. Now 
the station offers extended 
self-serve that includes pay-at- 
pump options, while still main- 
taining a couple full-serve 
pumps.

Photo by Amy Johnston

The service bays, c-store and self-serve pum ps are ju s t three examples o f the success dealer Warren Barrone 
has acheived by listening to his customers.

HAWKINS EQUIPMENT COMPANY
747 Orchard Lake Ave. Pontiac, Michigan 18311

OVER 50 YEARS SERVING THE OIL INDUSTRY
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• Petroleum Equipment Experts
• Service Station Maintenance
• Certified Tank Testing “Petro Tite”
- Tank Lining “Glass Armor Epoxy”
• Tank Sales Installation and Removal
• State Required Overf ill 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



One step ahead
By Amy Johnston

And the changes in service 
stations have just begun. The 
o n s la u g h t  o f  c - s to re s  has 
opened the door for fast food 
r e s ta u ra n ts  and  even  
laundromats as one-stop con
veniences at service stations. 
Barrone said the transition 
from auto repair to fast food 
w o n 't  be any th ing  new to 
dealers.

"W e 'v e  a lw ays  been a 
jack-of-a l l- trades.  Wearing 
many hats is nothing new to a 
small businessman,” he said. 
“ If I know zilch about fast 
food, I'll learn.”

For Barrone, one way to 
get some honest advice on 
gasoline retailing trends is 
through the SSDA. Barrone 
said he has learned the most 
about the industry through 
other dealers.

“So much of this business 
gets back to the fact that it's a

changing business,” he said. 
“With SSDA you can talk to 
others if you need advice or 
new ideas.

"The Association brings 
into play the other dealers and 
you meet a hell of a lot of great 
people.”

Barrone remembers ask
ing fellow board member Phil 
Bucalo for advice on opening 
an instant oil change. He said 
Bucalo’s candidness helped 
him see that opening an oil 
change was the right move.

“ I 've always found that 
fellow dealers were extremely 
candid about what they were 
doing," Barrone said.

An SSDA member for 23 
years, Barrone said he has 
fo u n d  the PAC fund  and  
MUSTFA guidance most ben
eficial.

See D e a l e r  pg. 22

Photo by A m y Johnston  

Dealer Warren Barrone in front of the service bays that 
have been with University Amoco since the beginning.

For a peek 
at the 

SSDA 1994 
Convention...

Just turn 
the page!

Visser’s
Tank Testing, Inc.

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
or (616)459-8255 

Tank & Line Testing is Our Specialty!
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F ormalities

•Graduated from Western Michigan University 
in 1964 with a degree in Petroleum Marketing.

•Began career with Amoco Oil and worked up to 
field sales manager.

•Opened University Amoco in 1971.

•Opened second station in East Lansing in 1982.

•A  member of SSDA-MI for 23 years.

•Married to Marianne. Children: Andy, 28; Luke, 
26; and Hope, 22.
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Lansing is host city

S S D A  members w ill get an up-close-and-personal look at the State  
Capitol w hile a ttend ing  the A n im a l Convention A ug . 5-7 in Lansing.

It's the one tim e o f  the year 
SSDA mem bers can see old friends, 
m eet som e new ones and discuss 
business with industry officials and 
fellow dealers. The Annual SSDA- 
M l C onven tion  and Trade Show 
will take place August 5-7, 1994 in 
dow ntow n Lansing.

"It’s a great tim e for people to 
com e and get to know their fellow 
dealers,' said D ennis S idorski, 1st 
Vice President o f the SSDA Board 
and  m em ber o f the C o n v e n tio n  
Com m ittee.

On the banks o f  T he G rand 
River, in the shadow o f the State 
Capitol dome, SSDA members will 
be treated to a convention full o f 
en terta inm en t and education . In 
cluded in the festivities are: Friday's 
casino night aboard the M ichigan 
P rin c ess ; S a tu rd ay 's  P re s id en t's  
Cocktail Reception and Dinner, fol
lowed by special guest speaker G. 
G ordon Liddy; and daytim e excur
sions to area museums and the State 
Capitol.

The Annual Trade Show will 
g ive  d ea le rs  an in sigh t to w hat 
products and services can help their 
business prosper. In addition, round 
table discussions will give dealers 
a chance to meet one-on-one with 
state officials.

"If you can come away from the 
convention with one good idea, it's 
worth the money you've spent," said 
Rich Bratschi, SSDA Board m em 
ber and chairm an o f  the C onven
tion C om m ittee. "The convention 
is alw ays a good overview o f what 
has happened in the past year and 
what is going to happen in the in
dustry. It keeps you informed with 
the light on. rather than working 
in the dark."

The format and location o f  this 
year's convention was changed to 
make it more accessible to all m em 
bers.

"Everyone w anted a conven
tion that was closer and cheaper." 
Sidorski said. He added Lansing is 
the only city in Michigan Where you 
can get a real taste o f  governm ent 
and how it runs.

"You'll be able to see a lot more 
in a sh o r te r  len g th  o f  t im e ," 
Bratschi said.

SSD A  C onvention attendees 
will be staying at the Radisson H o
tel, which is connected by a breeze
way to the Trade Show facilities a t 
the Lansing Center. For more in
form ation call the SSDA office at 
(517) 484-4096. To sign up fill out 
the registration  form  on page 20 
and send it in!

Trade Show joins forces with Eby-Brown
When it comes to the 1994 SSDA Annual Convention, 

one trade show is just not enough.
That’s why we're teaming up with Eby-Brown, the largest 

privately owned c-store distributor in the nation. 
Convention attendees will not only have the chance 
to visit with representatives from a wide variety of 
services at the SSDA Trade Show, but they will 
have a shot at special deals from c-store and fast 
food providers.

"Our show is just a real good tie-in to service 
station dealers," said Tim Campbell from Eby- 
Brown.

Campbell said they expect about 300 vendors 
from candy to fast food companies. The Eby-Brown 
show will also feature a mock c-store, free fast food 
samples and door prizes.

"A lot of manufacturers wait to introduce new 
products at our show," Campbell added.

The SSDA Trade Show will feature representa
tives from a range of companies like environmental 
consultants, security systems, tank services, health 
and worker's compensation insurance, and car wash

equipment.
Both shows will take place in the Lansing Center on Sat

urday, Aug. 6 from 9 a.m. - 5 p.m.

S S D A  Board Members Joseph G rish and Reg Binge talk with a represenative 
from Security Corporation at last year's Trade Sho w  Security Corporation will 
also be one of the m any exhibitors at this year' s show at the Lansing Center.
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Casino Night on the Grand
W e lc o m e  a b o a rd  the 

Michigan Princess, Lansing's 
largest riverboat. SSDA con
vention goers will board the 
dist inctively  o ld-fash ioned  
boat for a night of gambling 
and cruising. The riverboat is 
adorned with ornate w ood
working, crystal chandeliers 
and a working paddlewheel.

Try your hand at Black 
Jack, go for a spin with the 
Wheel o f  Fortune, take a roll 
at the dice table, or press your 
luck with Chuck-o-Luck. At 
the end of  the night, cash in 
your chips for prize tickets and 
hope your number is drawn.

If the gambling gets a little 
hot, stroll on one of the other 
two decks and enjoy the Au
gust b reeze off  the G rand  
River.

Compliments o f Floeter Photographic Studio 

The M ichigan Princess w ill take SSDA Convention goers back in tim e with an o ld-fashioned riverboat 
gam bling cruise along the G rand R iver

Daytime Excursions
A lo n g  w ith  to u rs  o f  th e  S ta te  C a p ito l, c o n v e n tio n  a tte n d e e s  w i l l  

h a v e  th e  chance  to  exp lo re  so m e  o f  L a n s in g ’s f in e s t  m u se u m s . 
A ttr a c t io n s  in c lu d e  Im p re ss io n  F ive  S c ience  M u s e u m , R E  O ld s  

T ra n sp o r ta tio n  M u se u m , th e  M ic h ig a n  M u se u m  o f  S u r v e y in g  a n d  
th e  M ic h ig a n  H is to r ic a l  M u se u m  a n d  L ibrary .

RE Olds Museum Michigan Historical Museum and Library

This museum traces the historic milestones of Lansing's 
transportation industry. Since the late 1800's, Oldsmobile has 
been producing cars in Lansing.

The museum's collection includes automobiles, carriages, 
bicycles, aviation artifacts, and a display of engines spanning 
the century. Items on display include: an antique fire truck; the 
first Oldsmobile from 1897; a Starfire with a clear top made 
for President John F. Kennedy, but never used; and the very 
first Toronado to come off the assembly line.

S e r v ic e  Q u a r t e r l y  2 n d  Q u a r t e r , 1 9 9 4

The Michigan Historical Museum, located two blocks 
southwest of the Capitol, features permanent lifelike exhibits 
documenting Michigan's heritage. Learn the story of  Michigan's 
struggle for statehood and the State's role in the Civil War, and 
visit exhibits that portray the mining, lumbering and manufac
turing eras. The Museum also features an outstanding collec
tion of  Michigan art work.

Located in the same building, the Library of Michigan and 
the State Archives offer 80 million documents, 330,000 pho
tographs and 500,000 maps. The library is the second largest 
state library in the nation.
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Law Talk
Mark Consens, SSD A -M I Legal Counsel

When it works it works 
A decade and a half  after 

its enactment, the Petroleum 
Marketing Practices Act has 
been at once a source of  com 
fort and frustration. The stat
ute has been tested, applied, 
stretched and shoved. And. 
thanks to numerous reaction
ary opinions by a lot o f  con
servative federal judges, we 
know that the Act has limits.
It does not offer a lot of pro
tection against harsh terms of 
a franchise (such as 24 hour 
operation or high rent). It does 
not guarantee that a station 
will not be conver ted  to a 
pumper. And, it does not as
sure dealers that ground leases 
will be renewed. We know the 
Act has a lot of flaws. But it 
also has a lot of benefits. A 
Michigan dealer recently dis
covered them.

Leemon Oil company is a 
Union 76 jobber. It granted a 
lease (with a 5 year term) to 
D a m a r is  Bent.  Bent and 
Leemon got into a dispute 
over payment of rent. Leemon 
sent Bent a form "Demand for 
Possession," including a re
quest that Bent pay $146,000 
(yes, you read that right, one 
hundred forty six thousand 
dollars). It also gave a notice 
of eviction, stating that "the 
landlord no longer wants you 
as a tenant." No effort was 
made to comply with PMPA. 
No PMPA notice was given.

The dealer sued in federal 
court. There. Leemon argued 
that it was not sub jec t  to 
PMPA. It said the lease was 
not with Leemon, but with 
another entity called "Price/ 
Mart" corporation. Price/Mart 
was not a supplier of petro
leum p ro d u c ts  ( a l th o u g h  
Leemon was), hence Price/ 
M art w as not su b je c t  to 
PMPA.

Now Leemon was appar
ently trying to head in the right 
direction. At least it admitted 
that the Act existed. And it 
apparently had read enough of 
the Act to know when it did

PMPA really 
does work

not apply. PMPA applies when 
a dealer is authorized to dis
tr ibu te  branded  pe t ro leum  
products .  O nce a re f iner 's  
brand is involved, the entire 
con trac tua l  re la t ionsh ip  is 
"caught" by PMPA. Hence, a 
dealer may sign several agree
ments with a supplier (lease, 
dealer agreement. POS termi
nal lease, credit agreement). 
All o f  them are part o f  the 
"franchise relationship." And 
none of them can be termi
nated (except, sometimes, the 
credit arrangement or the POS 
agreement), without compli
ance  w ith  PM PA . But, 
Leemon's action did not at
tempt to comply with PMPA. 
So all Leemon could do was 
try to argue that it was not 
covered by the Act.

L e e m o n  a s s e r te d  tha t 
Price/Mart was not covered by 
PMPA because it was not au
thorized to distribute branded 
gasoline. And it, not Leemon, 
was the party to the lease. 
Hence, the lease was not un
der PMPA. Nice try. the judge 
ruled. But the argument was 
built on assertions that were 
not consistent with the facts.

First. Price/Mart was in 
fact listed as the lessor. But 
Price/Mart did not exist. There 
was no Michigan corporation 
called Price/Mart, and appar
ently. there never had been 
one. Second, in proceedings 
pending in a Michigan District 
Court. Leemon has stated that 
the Price/Mart name was sim
ply used "for the sake of ex
pedience."  How then, the 
C o u r t  w o n d e re d ,  co u ld  
Leemon possibly say some
thing com plete ly  d ifferent 
now? In fact, when the law
yers  argued  the case ,  
Leemon's counsel was forced 
to concede that Leemon. not 
Price/Mart,  was the lessor.

b e c a u s e  P r ic e /M a r t  
never existed. Leemon. 
the Judge ruled, was the 
lessor. The lease was 
covered by PMPA.

But Leemon was not fin
ished. It contended that PMPA 
did not apply anyhow, because 
the federal law was not supe
rior to Michigan landlord/ten
ant law. Leemon could evict 
Bent because rent was not 
paid. PMPA did not matter. 
The Judge disposed of this ar
gument quickly. Noting that 
practically everything written 
on the subject rejects the ar
gum ent Leemon made, the 
Judge ruled that PMPA is su
perior to state tenancy law. 
H en c e ,  PMPA c o n t ro l le d  
Leemon's right to evict Bent.

Finding that PMPA ap
plied. the Judge considered 
whether Leemon had followed 
the law. The Court noted that 
Leemon’s notice stated only 
tha t  "L a n d lo rd  no lo n g e r  
wants you as tenant." The 
C ourt  s ta ted  that it cou ld  
" . . . im agine no term ination  
m ore a rb i t ra ry ."  H ence ,  
Leemon had clearly not com
plied with PMPA.

T he  Ju d g e  o rd e red  
Leemon to obey PMPA. The 
C our t  d id  not s ta te  that 
Leemon could never termi
nate Bent's  franchise. But

Leemon could not ignore the 
law. It would have to comply 
with both the notice and sub
stantive provisions of the Act.

L e e m o n  (we hope)  
learned a valuable lesson. It 
d is c o v e re d  tha t C o n g res s  
meant what it said about pro
tecting franchisees from arbi
trary or discriminatory termi
nation of franchises. The judge 
decided to reinforce the les
son . th o u g h .  He o rd e red  
Leemon, as PMPA permits, to 
pay all of Bent's attorney fees 
and litigation expenses.

This case is a primer in 
why PMPA remains of  critical 
importance to dealers every
where. PMPA is what stands 
between a dealer and the ut
terly arbitrary termination of 
his or her franchise. I suppose 
that most dealers thought that 
the truly capricious termina
tion ended in 1978 when Presi
dent Carter signed PMPA. But 
the Leemon case reminds us 
that franchisors still need re
minding. Let's hope this deci
sion is circulated to the man
agers o f  many suppliers. And 
let us recall that PMPA is still 
the most significant protection 
available to Michigan dealers.

Need some 
legal advice?

SSD A membership comes with one hour 
of phone consultation with 
Attorney Mark Cousens.
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Money and You
A nn Perry, Copley News Service

Consistent investing better 
in long run

G o o d  n e w s  fo r  the  
economy can be bad news for 
the financial markets.

That's the lesson many in
vestors have learned in recent 
weeks, as the economy perked 
up and the markets gyrated 
wildly.

But there's an important 
corollary: What's bad for the 
stock market could be a boon 
for legions of  small investors 
who make regular contribu
tions to stock mutual funds 
through company retirement 
plans.

These investors are prac
t ic ing  w h a t 's  c o m m o n ly  
known as dollar cost averag
ing — a method of buying se
curities or mutual fund shares 
at regular intervals with a fixed 
amount of money.

They are buy ing  m ore 
shares when the m arket is 
down and fewer when it is 
high. Because of  the law of 
av e rag es ,  these  in v e s to rs  
eventually make a profit.

The challenge for those 
who do dollar-cost averaging 
is to stay the course .  The 
method only works if  they 
continue buying through good 
times and bad.

Indeed, some experts ad
vise thinking of  a down mar
ket as a dollar-cost averaging 
bonanza — and remembering 
that stocks, not money mar
ket funds, are still the best 
place for the bulk of retirement 
investing for most people.

"This market is the best 
argument that could ever be 
made for dollar-cost averag
ing, said Peg Eddy, a certi
fied f inancial p lanner and 
owner o f  Creative Capital 
Management. "To quote from 
a Chinese saying — 'From cri
sis comes opportunity.' Try to 
keep a long-term objective."

Marlo L. Stil, a certified 
financial planner who special
izes in retirement planning, 
said: "Dollar-cost averaging 
makes sense any time. But it 
works best during a down 
market."

She offered this example 
of two hypothetical investors
— Investor Bull and Investor 
Bear — each faithfully plunk
ing $100 per  month  into a 
stock mutual fund over a two- 
year period.

Investor Bull begins buy
ing at the start of a rising mar
ket into a fund with a share 
price of  $10. Over the next 24 
months, it rises to $21.50 per 
share, a 100 percent gain typi
cal o f  a bull market. Investor 
Bull has 160 shares worth 
$3,445.

Now for the unfortunate" 
Investor Bear, who makes the 
same $100 per month contri
butions to a stock fund at the 
start o f  a major market de
cline. The initial share price of 
$10 falls over 12 months to 
$7, for a typical 30 percent 
bear market loss.

During the next 12 months 
the fund gradually rises, sur
passing the original $ 10 price 
and climbing to $15.

But because Investor Bear 
has been buying the fund at a 
discount, he owns 251 shares. 
Even at $15 per share (com
pared with Investor  Bull's  
$21.50 per share fund). Inves
tor Bear comes out ahead; his 
holdings are worth $3,767, or 
9 percent more.

Because of the power of 
buying in a down market, Stil 
suggested  going beyond a 
regular investment schedule to 
"supercharged" dollar-cost 
averaging. "Add more at times 
like this," she advised.

Using her example. Super
c h a rg ed  In v e s to r  su f fe rs  
through the same market de
cline as Investor Bear — see
ing his fund drop from $ 10 per 
share, to $7, then up to $15.

But for every 10 percent 
drop in the share price of the 
fund. Investor Supercharged 
adds 10 percent more money.

or $10, to his monthly $100 
investment. The monthly in
vestment then reverts to $ 100 
when the fund hits $ 10 again.

Supercharged's nest egg 
after two years: 273 shares 
worth $4,100, or 10 percent 
more than Investor Bull.

M any money m anagers  
are concerned that this classic 
"buy low, sell h igh” philoso
phy will be lost on individual 
investors new to the stock 
market.

A n d  th a t  w o u ld  be a 
shame, they say, particularly 
for the millions of  Americans 
struggling to save for retire
ment.

Studies have shown that 
employees who participate in 
employer-sponsored 401 (k) 
retirement plans tend to route 
those m onthly investm ents  
into so-called "safe' or con
servative funds, such as fixed 
in c o m e  or  m o n e y  m a rk e t  
funds.

Yet, in the long run. stocks 
provide the greatest return — 
and the greatest protection 
against inflation, said Martha 
Priddy Patterson, director of 
employee benefits policy and 
a n a ly s i s  fo r  K P M G  P eat 
Marwick business consulting 
firm.

In testimony before Con
gress. Patterson offered what 
she called the best argument 
"for getting into stocks and 
staying in stocks" when invest
ing for retirement. According

to P a t te rso n ,  an e m p lo y e e  
who invests $ 1,000 a year for 
30 years in a stock mutual 
fund, with an average return 
o f  10 percent, would accum u
late a lump sum o f  $ 164,494 -
- or enough to generate annual 
in c o m e o f  $ 1 5 ,4 0 0  fo r  25 
years.

But the e m p lo y ee  w ho 
puts the $ 1,000 annual contri
bution into the less volatile 
government securities mutual 
fund with a 7 percent annual 
return, would have $94.461 at 
retirement — providing $8,850 
yearly income for 25 years.

Many experts suggest em 
p lo y e e s  in v e s t  h e a v i ly  in 
stocks while they're in their 
40s and 50s, then gradually 
shift to fixed income as they 
near retirement. Even in retire
ment, however, some advisers 
recommend keeping 30 or 40 
percent o f  assets in stocks so 
investments continue to grow 
and out-pace inflation.

Patterson urged investors 
to stick with dollar-cost aver
aging in stock funds — or to 
seize this opportunity to get 
started.

"If you've been too con
servative with your retirement 
funds, now might be an ideal 
time to shift a little bit o f  that 
money into stocks, maybe 10 
or 20 percent each month," 
she said. "The time to buy 
stocks is when no one else 
wants them."

One of the best 
investments you can make 

for your business 
is joining SSDA.

Call (517) 484-4096 today!
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S S D A
SERVICE STATION DEALERS 

ASSOCIATION OF MICHIGAN, INC.
200 N. C apitol • Suite 420 • Lansing, M ichigan 48933

N on-M em ber  
Cost Incom e

SSDA M em ber 
Cost Incom e

M em ber Dealer 
Savings

$10,000 Tank Bond $950 $325 — $625
SSDA Legal Program
(1 hr. free legal phone consultation per year)

150 0 — 150

Annual Convention/Registration 270 239 — 31
Environmental Program
(Consultation re UST Regulations/hour)

60 0 — 60

BCBS Coverage through SSDA 
(compared to private policy)

4,800 3,600 — 1,200

Service Quarterly Magazine 40 0 — 40
Service Monthly Newsletter 60 0 — 60
Tank Manual 99 19 — 80
Visa/MasterCard Program
($100,000 in charges per year)

4,200 2,400 — 1,800

Telephone Program N/A 0 — 1,000 1,000
Dodson Rebate
(Average Yearly Rebate)

N/A 0 — 600 600

IF YOU USE SSDA-MI, WE CAN MAKE/SAVE YOU $5,646
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APPLICATION FOR MEMBERSHIP
I (W e), 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,

BUSINESS N A M E :_____________________________________________________________________________________________ ____________

BUSINESS ADDRESS: ---------------------------------------------------------------------------------------------------------------------------------------- --------------------

C IT Y :_________________________________________ .M l Z IP .___________________PHONE: ( )____________________________________

C O U N T Y :_________________________________________  TYPE OF OW NERSHIP: □  NON-CORPORATE □  CORPORATION

STA N D A R D  M E M B E R S H IP  O N LY :

TYPE O F GA SO LIN E SOLD: _______________________________________________________________________________ _________________

TY PE O F BUSINESS: □  Full Service □  Pum per □  Repair Facility □  Car W ash □  C-Store

A S S O C IA T E  M E M B E R S H IP  O N L Y  (no gasoline retailed):

TYPE O F BUSINESS: □  Auto Parts Dealer □  Tire Dealer □  Car Wash □  Radiator Dealer □  Marina □ Insta-Lube □  Salvage Dealer

□  Other_________________________

L IS T  O W N E R /P A R T N E R S :

NAME: ____________________________________________________________________  T IT L E :------------------------------------------------------------

RESIDENCE A D D R E S S :_______________________________________________ _____________________________ _____________________

C IT Y :_________________________________________, Ml ZIP: _________________ PHONE: ( ) ____________________________________

NAME: ____________________________________________________________________ T IT L E :-------------------------------------------------------------

RESIDENCE A D D R E S S :___________________________________________________________________________________

C IT Y :__________________________________________ MI ZIP: _________________ PHONE: ( )_____________________________

A N N U A L M E M B E R S H IP  D U ES: AN N U A L A SSO C IA T E  M E M B E R S H IP  DUES:

 $41 monthly (Electronic Banking) ____ $25 monthly (Electronic Banking)

____ $4K0 annual payment ____ $250 annual payment

Add $120 per station after 4 stations

Signature Date Signature



Security from pg. 6

the others appear to be wait
ing patiently but are actually 
waiting for a chance to shop
lift or break into your cash 
office.

In the past retailers have 
focused  the ir  a t ten t ion  on 
t ra in in g  m a n a g e m e n t  and  
other key personnel. But. how 
about those stockers, cashiers 
and clerks who spend the ma
jority of their working time at 
the front end or on the sales 
floor? Several retailers have 
begun  t ra in in g  th e ir  n o n 
m anagem ent associa tes  on 
techniques used by shoplifters 
and how to work with store 
m anagem ent in preventing 
shoplifting. Not only has this 
training been successful by 
cutting down on shoplifting 
incidents,  but it has g iven 
trained associates a sense of 
ownership and commitment.

Once associates have been 
trained, it's now time for re
tailers to start taking advan
tage of the state's penal code. 
The code has recently been 
revamped to make it easier to 
apprehend, seek prosecution 
against, and sue to recover the 
cost of items from those who 
shoplift.

One of the real benefits of 
the law is that retailers can 
pursue a civil case against 
shoplifters or the parents of 
juveniles while the same case 
is being tried in criminal court.

In order for the merchant

to avail himself/herself o f  the 
civil remedy, the following 
eight steps must be followed:

1. Except for a sole pro
prietorship, a member of  man
agement, other than the initial 
detaining person, shall evalu
ate the validity of the Retail 
Fraud accusation and approve 
the accusation in writing be
fore a written demand for pay
ment is issued.

2. The dem and for pay
ment must be delivered to the 
person from whom the pay
ment is demanded either in 
person or by certified mail. 
Return receipt is requested, 
and delivery is restricted to the 
addressee.

3. The text o f  the demand 
is set forth in the state statute 
and must be used.

4. The merchant must in
clude with the demand notice 
a Plain English S tatement.  
(The Plain English Statement 
spells out to the offender the 
rights of  the merchant).

5. A person who receives 
such a notice can stop the civil 
proceedings within 30 days if 
he or she:

• pays the retailer the value 
of the item, if unsalable, plus 
an amount 10 times the retail 
price of the items, but not less 
than $40 and not more than 
$ 100.

•or returns the item (if sal
able) plus pays the retailer an 
amount equal to 10 times the 
retail price of the item, but not 
less than $40 and not more 
than $100.

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

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

Test it right- 
Test it tight- 

with TELL-A-LEAK

TELL-A-LEAK
UNDERGROUND STORAGE TANK 
LEAK DETECTION SPECIALISTS 

30198 D equindre 
W arren . M l 48092

(313)  751-2248

Once again, this section 
does not prec lude crim inal 
action against the same per
son. Even if they reimburse 
you, they should still face le
gal prosecution for the crime.

6. If the offender does not 
pay within 30 days, the retailer 
may file a civil action against 
the offender and recover the 
retail price of  the item, plus a 
$200 civil penalty and reason
able costs not to exceed $50.

7. A retailer may recover 
the civil damage only if a for
mal police report is filed with 
the prosecuting a t torney or 
municipal attorney.

MUSTFA

8. A retailer is also permit
ted to seek the above civil 
dam ages from the parent or 
parents o f  an unemancipated 
minor living with parents.

Shoplifting will never be 
totally eliminated, but it can be 
su b s tan t ia l ly  reduced .  Use 
your most readily available 
asset,  y o u r  assoc ia tes ,  and 
provide them with the know l
ed g e  n e c e s sa ry  to c o m b a t  
shoplifting. Then use the laws 
to rec ap tu re  som e o f  y o u r  
losses. Don't continue to give 
shoplifters the risk free oppor
tunity to steal from you.

from pg. 8

Director Harmes has given Mr. Donald Weatherspoon, DNR 
Deputy Director for Administration, the responsibility o f  m an
aging the new MUSTFA program. Mr. Weatherspoon, who 
has a well deserved reputation for getting things done, has 
already held several very productive information gathering 
meetings with representatives from all aspects o f  the industry. 
S S D A  lo o k s  fo rw a rd  to  w o rk in g  t o g e th e r  w ith  Mr. 
Weatherspoon to bring the concerns of  independent tank ow n
ers into focus.

We Are Builders.

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 equipment
• Compliance service
• Low cost financing
• Affordable insurance

© 1 9 9 3  O m ega E nv ironm en ta l, B othell, W A

We can help you build your 
future. One phone call does 
it all. Ask for your copies of 
our free Total Compliance 
Program and TC 110 Leak 
Prevention brochures.
Call 1.313.684.1215.

P.arks Omega

The T o ta l C om pliance  Com pany
4901 McCarthy Drive. M ilford, Ml 48381 

Phone 313.684 1215 Fax 313 684 1929
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Name

Business

Address Phone

City State Zip

Spouse/guest name

Children names and ages

Registration Form

1994 SSDA-MI Convention and Trade Show 
August 5-7 Downtown Lansing

□  Standard M e m b e r

□  M em ber and spouse/guest package * _________

□  A ssociate M e m b e r

□  A ssociate m em ber and spouse/guest package *

'‘a d d itio n a l g u e s ts  w ill be c h a rg e d  at th e  S ta n d a rd  M e m b e r ra te

Total

If paying  w ith Visa o r M astercard : C ard  # ___________________________

E xp date  ________________ S ignatu re  __________________________________

P le ase  m ak e  c h e ck s  p ay a b le  to : S e rv ice  S ta tio n  D e a le rs  A sso c ia tio n  o f  M ich ig an  
2 0 0  N C a p ito l. S u ite  4 2 0 . L an sin g . M ich ig an  4 8 9 3 3

$129

$239

$139

$249

Please m ail to: S e rv ic e  S ta tio n  D e a le rs  A sso c ia tio n  o f  M ich ig an . 

2 0 0  N . C a p ito l. S u ite  4 2 0 , L an s in g . M I 4 8 9 3 3 .

Registration cost includes: re g is tra tio n  fee. c a s in o  n ig h t on  

r iv e rb o a t w ith  co c k ta ils  an d  h o rs  d 'o e u v re s . tw o  b re ak fa s t bu ffets . 
T ra d e  S h o w  ad m iss io n , lu n ch  a t T ra d e  S how . P res id en t's  C o ck ta il 
R ece p tio n  an d  D in n er , an d  S a tu rd ay  n ig h t p ro g ram  w ith  sp ec ia l gu es t 
sp e a k e r  G . G o rd o n  L iddy .

Registration policies and procedures: reg is tra tio n  

d e a d lin e  is Ju ly  15; ca n c e lla tio n s  re ce iv e d  b e fo re  Ju ly  29 en title  the 

re g is tra n t to  a  full re fu n d ; th e re  w ill b e  n o  re fu n d s  a f te r Ju ly  29.

Please forward me 
information on the Children's 
Program by Kaleidoscopic 
Connections,
which w ill be offered Friday 
and Saturday o f the 
C onvention.

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 Wheaton 

Certified Tank & Line Testing

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% V o ic e /E le c tro n ic  T icke t C ap tu re  and 
Voice/Paper

M e m b e r F D IC

Call Comerica Bank's Sales Department at 
1 -800-932-8765 for more details
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Money Review
Jason Zappe, Copley News Service

As the economy undulates 
with growth and shrinkage, a 
daily perusal o f  the business 
pages in the newspapers be
comes a way of  life.

But how many times have 
you  s ta r ted  to read  abou t 
stocks and other investment 
strategies only to discover the 
information is put in terms 
only  a Wall S treet b ro k er  
could understand?

Since it's essential to keep 
track o f  mutual funds and 
growth investments, learning 
the terms will ease investing.

"Keys to Understanding 
the  F in a n c ia l  N ew s"  
(B arron 's)  by N icho las  G. 
A p o s to lo u  and  D. L arry  
Crumbley provides the mean
ings and relevance to 46 ma
jor terms found every day in 
the business section.

From commodity figures 
to stock options to corporate 
bonds, this handy little book 
takes the confusion out of fi
nancial reading. According to 
the authors, here are a few of 
the terms that appear daily in 
financial stories:

• M on ey  su p p ly . T he 
Federal Reserve breaks down 
the money supply into four 
categories: M l ,  M2, M3 and 
L. M l is the currency in cir
culation plus all checking ac
counts. M2 is Ml plus items 
that aren't as liquid, including 
money market deposit ac 
co u n ts ,  C D s o f  less  than  
100,000 and money market 
mutual fund balances. M3 is

Making sense of financial jargon

M l and M2 plus other liquid 
assets, including Eurodollars 
held by U.S. residents and 
shares in money market funds 
that are generally restricted to 
institutions.

L is the measure of  liquid
ity which includes a variety of 
short-term market instruments 
such as banker's acceptances 
and commercial paper. The 
money supply is one o f  the 
most useful leading indicators. 
The money supply numbers 
are reported every Thursday 
afternoon.

•In te r e s t  r a te s . M ost 
people know that this is the 
price a borrow er pays to a 
lender. Here the authors dis
cuss real vs nominal rates. 
The real interest rate is ob 
tained by subtracting the an
ticipated rate of inflation from 
the nominal rate o f  interest. 
The nominal interest rate is 
reflected in real dollars, and 
inflation causes it to be higher. 
Therefore, if the nominal rate 
is 5 percent and the rate o f  in
flation is 5 percent, the real 
rate o f  interest is zero.

•Balance o f  trade. This is 
the difference between the 
value of  merchandise exports 
and the value of merchandise 
imports. A deficit results when 
the value of  imports exceeds 
the value of exports. A surplus

How much 
are you paying for your 

Visa/M astercard Program? 

$$$
To f ind  o u t  how  you  c a n  sa v e  w i th  
S S D A 's  V is a /M a s te r c a rd  P ro g ra m ,  

call t h e  A ssoc ia t ion  
a t  (517) 484-4096 .

results when exports out-value 
imports. Currently, the United 
States maintains a trade defi
cit.

•M utual funds. These are 
pools o f  mixed funds where 
many investors contribute and 
are managed by fund advisers. 
For investors with little time, 
this is a sound way to invest 
without hassles. There are two 
types o f  funds — closed-end 
and open-end. The open-end 
funds are the most popular. 
Here the number of  shares is 
not fixed as in the closed-end.

•M oney m arket funds. 
These are mutual funds that 
invest in short-term debt in
struments such as government 
securities, bank certificates of

deposit and commercial paper 
(short-term corporate IOUs). 
These funds are relatively safe 
but not totally risk free. You 
can find these listed in M oney  
magazine and The Wall Street 
Journal.

The authors also recom 
mend other valuable sources 
for financial information, such 
as the financial pages of  The 
New  York Times and USA To
day  for general reader or be
ginning investor. More spe
cialized financial newspapers 
include The Wall Street Jour
na l and Investor's B usiness  
D aily . M a g a z in e s  in c lu d e  
Money, Business, Forbes and 
Fortune.

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

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

In (act, 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
m em ber

DODSON GROUP 
9201 State Line Rd.
Kansas City, MO 64114
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Dealer from pg. 13

"M USTFA  is extremely 
im portant to me because  I 
own my own facility,” he said. 
"We are fortunate to have a 
guy like Terry [Burns] who 
knows MUSTFA and is very 
qualified to speak to the pow- 
ers-that-be on the little guy's 
behalf. This is something that 
can only be done through an 
association.”

This may be his first term 
on the Board, but Barrone has 
been extremely  active as a 
member, especially in the po
litical arena. He said it's hard 
to ignore the power an indi
vidual member has on legisla
tion when they write letters, 
make phone calls and get their 
customers involved. He be
lieves you can’t underestimate 
the influence of  an involved 
m em ber  w ho has been in 
formed on the issues.

BC/BS from pg. 1

not receive the change form 
but w ou ld  like to ch a n g e  
plans, contact SSDA as soon 
as possible.

T h e  S S D A  sp o n so re d  
Blue Cross/Blue Shield health 
care program is one of  the 
most cost effective and ben
eficial programs the Associa
tion offers members. With the 
majority of members partici
pating. it is one of  the most

For Barrone, joining the 
Board of Directors is a way 
to give something back to the 
Association, as well as bring 
some experience and expertise 
to the table.

“ I just felt it was time to 
put something into this par
ticular aspect of the organiza
tion. After 23 years I feel I 
have a few things to offer.”

The SSDA greatly appre
c ia te s  the c o m m itm e n t o f  
members like Warren Barrone 
who recognize the importance 
o f  the individual dealer and  
the value o f  com ing together 
through the Association. D ur
ing Warren's years as a m em 
ber, he has not only benefited  
from  others in the Association  
but has shared his expertise. 
The success o f  the Service Sta
tion D ealers Association  o f  
Michigan has been achieved  
through m embers like Warren 
Barrone.

popular programs SSDA pro
vides.

The Association  would 
like to thank all o f  those who 
participate in the BC/ BS pro
gram. It is because of your in
volvement that the program 
remains a success. If you are 
not a BC/ BS subscriber and 
would like more information 
on the SSDA program, please 
call the Association at (517) 
484-4096.

L et Us H elp You 
T ake C o n tro l o f Your 

E n v iro n m e n ta l P ro jec ts

S uperlor
EN V IR ON M EN TAL C O R P .

Corporate Offices:
2201 Wolf Lake Road, Muskegon 49442 4845
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In vestiga tion s

■ T echn ica l D rilling  
S erv ices

 S am p lin g /A n a ly tica l 
R em edial S ystem  
D esign. E ngineering, 
and In sta lla tion

 E nvironm ental 
C om p lian ce/O p eration s  
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Underground Storage  
Tank S erv ices

Call Your Superior Team! 
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New Products

Monitoring Well Manhole
U n iv e r s a l  V a lv e  

C o m p a n y  n o w  o f f e r s  

M o d e l # 6 5 -1 8 1 0 , 18" 
M o n ito r in g  W ell M a n 
h o le . p ro v id in g  a d d e d  
w o rk in g  sp a c e  fo r  e a sy  
in -ta n k  g a u g in g  a n d  in 
s ta l la t io n  o f  to d a y 's  s o 

p h is t ic a te d  e le c t r o n ic  
m o n ito r in g  a n d  p u m p 

ing  eq u ip m en t.
T h e  # 6 5 -1 8 1 0  fe a tu re s  a  c le a rly  m a rk e d  " M o n i

to rin g  W ell"  d e s ig n a tio n  c a s t in to  th e  c o v e r , in a c c o r 
d a n c e  w ith  A P I R P  1615. It is d e s ig n e d  fo r a p p l ic a 
tio n s  requ iring  m ax im u m  m o n ito rin g  w ell secu rity , and  
m e e ts  th e  D O T  H -2 0  lo a d  ra tin g .

U n iv e r sa l 's  # 6 5 -1 8 1 0  in c lu d e s  th re e  s ta in le s s  

s te e l flu sh  m o u n t b o lts  fo r a d d e d  sec u rity . Its  u n iq u e  
d esig n  u tiliz es  a b o lt p a tte rn  o u ts id e  o f  th e  g ask e t a rea , 
w h ich  p re v e n ts  en tra n c e  o f  w a te r  in to  th e  m an h o le .

F o r m o re  in fo rm atio n , w rite  U n iversa l V alve C o ., 
Inc .: 4 7 8  S c h il le r  S tre e t , E liz a b e th , N J 0 7 2 0 6  o r  ca ll 
1 -8 0 0 -2 2 3 -0 7 4 1 .

SunStream water heater

T h e  B la c k  
G o ld  C o rp o ra tio n  has 

i n t r o d u c e d  th e  
S u n S t r e a m  w a te r  
h e a te r  o p tio n  to  so lv e  
w a s te  o i l  p r o b le m s  

y e a r  ro u n d . T h e  c o m 
p a n y  d e s c r i b e d  th e  
S u n S tre a m  as  th e  first 
a d d -o n  fo r  a  w a s te  oil 
h e a tin g  sy s te m  th at a l
lo w s  u se  o f  th e  system  

th ro u g h o u t th e  year.
T h e  S u n S tre am  o p tio n  lets b u s in ess  o w n e rs  le

g ally  an d  p ro f ita b ly  u se  u se  th e ir  B la ck  G o ld  sy s te m s  
e v e ry  m o n th  o f  th e  y ea r. O w n e rs  c a n  u se  it to  sav e  
m o n e y  o n  sp a c e  h e a tin g  in fa ll a n d  w in te r  an d  o n  w a 
te r  h e a tin g  in s p rin g  a n d  su m m e r.

U sed  lub rican ts , gen e ra te d  on -site , p ro v id e  free 

fu e l fo r  th e  B la c k  G o ld  sy s te m . T h e  sy s te m  is c le a n , 
o d o r- fre e  a n d  d e s ig n e d  to  o p e ra te  w ith  z e ro  h y d ro c a r
bon  e m iss io n s. It h a s  b ee n  te s ted  an d  lis te d  by  U n d e r
w rite rs  L a b o ra to ry  fo r  safety .

Vertical GestraPump

G e s tr a  h a s  i n t r o 

d u c e d  a  v e r tic a l v e r s io n  
o f  i ts  G e s tr a P u m p . T h e  

p u m p  a n d  ta n k  a re  d e 
s ig n e d  to  f i t  in to  t ig h t  
co n fig u ra tio n s  an d  to  eas- 
ily  r e p la c e  e x is t in g  n o n 

e l e c t r i c  c o n d e n s a t e  

p u m p in g  sy s tem s .
T h e  G e s t r a P u m p  

F P S  2 3  is  a  f lo a t  a c t i 

v a te d  d e s ig n , p o w e re d  by  s te a m , a i r  o r  th e  p re s s u r 
ize d  g a s e s  fo u n d  in m a n y  m a n u fa c tu r in g  p ro c e s s e s . 
B eca u se  th e  p u m p  is n o w  p o w e re d  b y  ele c tric ity , it is 

ideal fo r  u se  in  re m o te  lo c a tio n s  w h e re  n o  p o w e r  e x 
is ts , o r  w h e re  a  s p a rk  fro m  an  e le c tr ic  m o to r  c o u ld  
p ro v e  h a z a rd o u s . T h e  p u m p 's  m e c h a n ism  is m a d e  o f  
s o lid  s ta in le s s  s te e l , m a k in g  it id ea l fo r u se  in  e n v i 

ro n m e n ts  w h e re  c a u s tic  c h e m ic a ls  a re  p re sen t.
F o r m o re  in fo rm a tio n  w rite  to  G e s tra P u m p  FPS  

2 3 ,6 0 4  B e tt le w o o d  A v e ., C o ll in g s w o o d , N J 0 8 1 0 8 . 

o r  c a ll  1 -8 0 0 -3 5 5 -1 0 9 2 .

Cyclonic Parts Cleaner
S a f e ty - K le e n  C o r p .  

h a s  in t ro d u c e d  its  n e w  C y - 
c Ionic P arts  C lea n er, c o m b in
i n g  s ta te- o f -th e-art se p a ra tio n

te c h n o lo g y a n d  a new  p re-
m iu m  so lv e n t to  h e lp  cu s to m - 

11 e rs m in im ize w aste  and  reduce
th e ir d isposal costs, p ap e rw ork 
and  tim e spent c le an in g  greasy
m eta l parts.

T h e  c le a n e r  u se s  c en - 
t r i lu g a l fo rce  to  s e p a ra te  c o n -

tam in a ted  p a r tic le s  fro m  p arts 
c le a n in g  so lv en t. C y c lo n ic  f il
tration  techno logy  w a s adap ted  

by S afe ty -K lee n  to  fit sm a lle r  p u m p s  g en e ra lly  u se d  in 
p a rts  c le a n e r  m ach in es .

A  n ew  s o lv e n t, c a lle d  S a fe ty -K le e n  P re m iu m  
S o lv e n t, is  a lso  b e in g  p ro v id e d  w ith  th e  c y c lo n ic  m a 
c h in e . T h e  s o lv e n t  f e a tu re s  a h ig h e r , 1 5 0 -d e g re e  
flash p o in t an d  lo w e r v a p o r p re s su re  to  im p ro v e  sa fe ty  
w h ile  re d u c in g  e m iss io n s  an d  odor.

F o r m o re  in fo rm a tio n  ca ll 1 -8 0 0 -3 2 3 -5 0 4 0 .

Clutch Sets For Imports

Be c k /  
A r n l e y  
W o r l d p a r t s  
C o r p .  ( B W C )  
h as  a d d e d  a full 
l i n e  o f  c l u t c h  
se ts  w h ic h  c o n 
ta in  a ll th e  n e c 
e s s a r y  p a r t s  

n e e d e d  to  d o  a c o m p le te  jo b . E a c h  B W C  
clu tch  se t in c lu d es  a n ew  c lu tc h  d isc , p re s su re  p late, 
re le a se  b e a rin g  o r  b u sh in g  w h e re  re q u ired .

F eatu rin g  133 ind iv idua l part nu m b ers . B W C s  
O E -q u a lity  c lu tch  se ts  p ro v id e  full c o v e rag e  fo r m ost 
im p o rt a p p lic a tio n s  in c lu d in g  1994 m o d e ls . E ach  
k it is b a c k e d  by  a  1 2 -m o n th . 1 2 ,0 0 0  m ile  l im ite d  
w arran ty .

T h e  n ew  C lu tc h  S et C a ta lo g , w h ic h  lis ts  the 
c o m p le te  lin e  o f  O E -q u a li ty  c lu tc h  se ts , a lig n m e n t 
to o ls  an d  h ig h  p e rfo rm a n c e  c lu tc h  se ts  is  n o w  a v a il
a b le  fro m  B W C .

F o r m o re  in fo rm a tio n  w r ite  B e c k /A r n le y  
W o rld p a rts  C o rp .. P.O. B o x  110910. N a sh v ille . T N  
3 7 2 2 2 -0 9 1 0 . o r  c a ll (6 1 5 ) 8 3 4 -8 0 8 0 .

Wheel Hardware Assortment

Raybestos/ 
B ra k e  P a r ts  Inc . 
is n o w  o ffe rin g  a 

new  a s s o r tm e n t  
o f  w heel nu ts an d  
s tu d s  fo r  d o m e s 
t ic  a n d  im p o r t  
ap p lica tio n s . T h e  
n e w  a s s o r tm e n t  
o f f e r s  9 4  p a r t  

n u m b e rs , c o v e r in g  a  w id e  v a r ie ty  o f  h a rd w are .
T h e  a s so r tm e n t in c lu d e s  a  to ta l o f  5 1 8  p ie c e s , 

so rte d  in fo u r  m e ta l tra y s . P re p r in te d  la y o u t s h e e ts  in 
ea c h  tray  m a k e  it e a sy  to  lo c a te  th e  co r re c t  p a rts . W ith  
p u rc h a s e  o f  th e  n u t a n d  s tu d  a s s o r tm e n t, d e a le r s  c a n  
re c e iv e  a  free  c a b in e t  to  s to re  th e  tra y s , 35 f re e  w h e e l 
n u ts  a n d  85  fre e  w h e e l s tu d s .

F o r m o re  in fo rm a tio n  w rite  R a y b e s to s /B ra k e  
P arts  Inc ., 4 4 0 0  P rim e  P ark w ay . M cH en ry , IL . 6 0 0 5 0 . 
o r  ca ll (8 1 5 ) 3 6 3 -9 0 0 0 . F o r th e  n ea res t R ay b es to s  p arts 
s to re  o r  in s ta lle r , c a ll 1- 8 0 0 - 4  R A Y B E S T O S .

Double-Poppet Safety Valve
U n i v e r s a l ’ s 

D o u b le -P o p p e t S afe ty  
V a lve  fa m ily  to u ts  i t 
s e lf  a s  be in g  o n e  o f  the 
safest line in th e  p e tro 
leum  dispensing  indus
try . U n iv e rsa l 's  sa fe ty  
v a lv e  h as  a  sp ec ia l d e 
sign feature w h ich  co n 
ta in s  a p o p p e t an d  seat 
c o m p le te ly  in d e p e n 
d e n t  f ro m  th e  s h e a r  
sec tion .

T h e  U n iv e r s a l
D o u b le -P o p p e t S a fe ty  V alve fa m ily  fe a tu re s  th ree  
d is tin c t un its. If th e  gas  p u m p  is ac c id en ta lly  hit. the 
sh e a r  se c tio n  sn a p s  an d  th e  p o p p e ts  c lo se , p ro d u c 
ing  liq u id  tig h t sea ls . T h e  b o tto m  p o p p e t p re v e n ts  
th e  flow  o f g a so lin e  from  the su b m ers ib le  p u m p  and  
th e  to p  p o p p e t tra p s  th e  p ro d u c t a lre a d y  in th e  d is 
penser.

F o r m o re  in fo rm a tio n  w rite  U n iv e rsa l V alve 
C o .. Inc .. 4 7 8  S c h ille r  S t., E liz a b e th . NJ 0 7 2 0 6 . o r 
ca ll 1-8 0 0 - 2 2 3 -0 7 4 1.

Formula 5

re s id u e s  fro m  o n e 's  h a nds, 
c e ra m ic s  an d  fab rics.

F o rm u la -5  a lso  offers 
n e w a b le  re so u rc e  th a t is 
free  o f  p e tro le u m , it d oes 
sm ell n o r  d o e s  it l e a v e ;

F o r m o re  in fo rm  
tio n a l , C o . In c ., 1198 Sawmill Road, 
G a rd n e rv il le , N V  89410, or call 

Fo rm u la -5  is a b io 
d e g ra d a b le  a lte rn a tiv e  to 
p ro d u c ts  like B reak  F ree . 
W D - 4 0  a n d  L iq u id  
W rench . F o rm u la -5  p e n 
e tr a te s  to  lo o se n  n u ts , 
b o l ts ,  lo c k s  a n d  o th e r  
m e c h a n is m s  w h ile  le a v 
ing a  ligh t p ro tec tiv e  film  
that p ro te c ts  ag a in st c o r
ro s io n  It is a lso  u se d  to  
d i s s o lv e  a n d  r e m o v e  
g re a s e , ta r an d  a d h e s iv e  

hand s , m e ta ls , p a in te d  su rface s .

offfe r s  th e  a d v a n ta g e s  o f  a  re- 
b io d e g ra d a b le . A lso , b e in g  

doe s  no t h a v e  a h a rsh  so lv e n t 
m essy  re s id u e , 

informatio n  w rite  A th e n a  In te rn a - 
t i o n a l  R o ad . P.O. B ox  3 9 8 , 
NV 89410. o r  ca ll 1-8 0 0 -2 2 7 -0 1 9 6 .

A/C Leak Detectors

S n a p -o n  now  o f 
fe rs  lea k  d e te c to rs  that 
w ork  on o ld  an d  new  a ir 
c o n d i t io n in g  s y s te m s . 
T h e  leak d e te c to rs  sense  
b o th  R - 1 2 a n d  R I 3 4 a  
g ases . T h e  se n so rs  use a 
fo rm  o f  b o th  a u d io  and  
v isual s ig n a ls  fo r e f fe c 
tive uses in brigh tly  lit o r 
no isy  areas.

S o m e  o f  the fe a 
tures include: beeper and 

in d ic a to r lig h ts  that flash  o r  b ee p  fa s te r  as th e  c o n c e n 
tration level increases: au to m atic  sensitiv ity ad justm ent 
tha t e lim in a te s  th e  need  to  tu rn  the d e te c to r  on  an d  o ff  
to  reset the ze ro  point fo r d iffe ren t co n c en tra tio n s; high  
an d  low  sen s itiv ity  ra n g e  fo r te s tin g  b o th  R -12  and  
R 1 3 4 a re frig e ra n ts ; an d  an  a u to  shu t o f f  to  p ro tec t the 
b a tte n .

F o r m o re  in fo rm a tio n  w rite  W .D . T o w e r. A d v  
M gr., S n ap -o n  T oo ls C o rp .. 8 564  28 th  A ve., K enosha. 
W I 5 3 1 4 1 -1 4 1 0 . o r  ca ll ( 4 1 4 )  6 5 6 -5 3 7 2 .
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LAWRENCE A. WRIGHT. INC.
W ith over 2 5  years o f  experience  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 consultin g  "p a r tn e r" , we can assist you with:

M o n th ly  Financial Statem ents  
Counseling fo r  Profit 

Business V aluations fo r Buy/Sell Planning  
Payroll Checkwriting  

Com puterized 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: (313) 547-3141 Fax: (313)  547-3223

SERVICE QUARTERLY
200  N. Capitol • Suite 420  
Lansing. Michigan 4 8 9 3 3
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