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SSDA President Mick Kildea 
retires, Dennis Sidorski steps in

This month SSDA-MI President Mick Kildea officially 
retired after 30 years o f  service to the Association and the 
gasoline retailing industry. Stepping in as the new president 
is form e r  1st Vice President Dennis Sidorski, a veteran SSDA 
board member.

Mr. Kildea is leaving his business to his three sons, and 
moving to Mexico with his wife Sally. He said he is opti
mistic about the future of  the SSDA in the hands of  m em 
bers like Mr. Sidorski.

Mr. Sidorski said he is excited and up to the challenge 
of  becoming president o f  the SSDA, although he added it 
w on’t be easy to fill Mr. Kildea' s shoes.

1994 Convention 
breaks the mold

The crowd was standing room only Saturday August 6 
as the Service Station Dealers Association of  Michigan wel
comed G. Gordon Liddy to the Annual Convention. More 
than 450 people, including SSDA Convention attendees and 
ticket holders from Greater Lansing, were on hand for Mr. 
Liddy's presentation "Survive or Prevail.”

Inviting the public to part o f  the festivities was just one 
way the SSDA broke away from the norm for this year’s 
Convention in downtown Lansing.

This year the SSDA linked up with Eby-Brown, one of 
the largest distributors to e-stores in the midwest, for the 
first-ever co-trade show. Holding the two shows together 
was a great success for both attendees and exhibitors. To
gether, the two shows welcomed more than 300 exhibitors 
and as many as 1,000 attendees.

Last winter the SSDA’s Convention Committee, chaired 
by Board Member Rich Bratschi, decided to break from the 
past and hold 1994’s Convention in Lansing. What started 
as a new idea ended as one of  the most highly attended 
SSDA-MI conventions.

For a look back at this year s big event see pages 14-15.

“ I d o n ’t think anyone has cared as much in this Asso
ciation as Mr. Kildea." he said.

Both Mr. Kildea and Mr. Sidorski believe the A ssocia
tion needs to continue in its present efforts and stay politi
cally informed.

“As I look at the board and the officers,  I see that the 
people who have changed with the times are successful,” 
Mr. Sidorski said. “We need to keep changing with the 
times.”

Mr. Sidorski will finish out Mr. Kildea's term, which 
ends December 31 ,  1995.

G. Gordon Liddy signs autographs at the Lansing Center. More than 
450 people welcomed Mr. Liddy to Lansing.



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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President’s Corner
Mick Kildea, SSDA-MI President

Goodbye.
After almost 30 years as 

a dealer and mem ber o f  the 
Service Station Dealers As
sociation o f  Michigan, I am 
fa c e d  w i th  s a y in g  
“goodbye." This fall my wife 
Sally and I are m oving  to 
Mexico to becom e profes
sional travelers and “beach 
bums.”

There are two important 
things I want to do in my last 
installment o f  "P residen t 's  
C o r n e r .” F irs t ,  I w an t to 
wholeheartedly thank every
one in the Association for all 
o f  your support.  I have al
w ay s  b e l ie v e d  tha t  the  
strength o f  the SSD A  lies 
within its m em bers .  L ike
wise, the effectiveness o f  an 
SSDA president lies within 
the support o f  fellow m em 
bers. The SSDA has never

I leave you now with 
thanks and a bit of advice
been a one-man show. Your 
encouragement, advice, criti
cism and involvement have 
e n a b le d  me to  g u id e  the  
SSDA to a more successful 
role over the last few years.

Thank you.
Second on my agenda is 

a li ttle bit o f  advice .  The 
SSDA president will need all 
the help  he can  get from  
members; not in the form of  
dues, but in support. You as 
SSDA members owe it to the 
inc o m in g  p re s id e n t  to  be 
honest and understanding.  
The president needs to hear 
about any problem s in the 
Association right from the 
source, not from a third party. 
Members need to understand

that the president is a 
dealer just as they are.
He is facing the same 
problems and members 
need to be supportive 
and open with him.

Over the last few decades 
I have seen this Association 
evolve into a smarter, wiser 
an d  m o re  p o l i t i c a l ly  i n 
volved group o f  profession
als. As long as the guts o f  the 
Association are there, there 
will be a S erv ice  S ta t ion  
D e a le r s  A s s o c ia t i o n  o f  
Michigan.

As I say goodbye, I am 
both optimistic about my fu
ture and the fu ture o f  the 
SSDA. I also realize I am 
leaving a great group of  busi

nessmen behind. Therefore, 
Sally and I invite all o f  you 
to drop by if you 're  ever in 
Mexico; or feel free to write 
or call us. Our new address 
will be:

Sally and M ick Kildea

Almendro No. 115 Playa Los 
Muertos Z .P . 48380  #702 
Puerto Vallarta, Jal. Mexico

Telephone:
0115232223270 ext. 702

Before you decide on a uniform company...
Check under the hood!
You need to keep your customer's engine 
running clean. You also need to keep your 
workplace running clean a n d  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 287

Keeping You 
Looking Good
On The Job A rro w  U n ifo rm  R e n ta l

D e tro it  • L ivon ia  • G ra n d  R apids  
K a lam azoo  • Jackson • S a g in a w  • C ad illac
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V ie w p o in t
Terry Burns, SSDA-MI Executive Director

Is the dealer down the 
street an SSDA member?

President Mick Kildea is 
r e t i r in g .  T h a t  s t a te m e n t  
about Mr. Kildea is one most 
people never thought would 
be said. Mick has always ex
emplified hard work, dedica
tion and a sincere desire to 
help others. He has m a in 
ta in e d  a s c h e d u le  m o s t  
people could  not even  a t 
tempt to follow, and he al
ways had time for our Asso
ciation. I thank you Mick for 
your leadership, straight for
wardness and your friend
ship. We hope the very best 
for you and Sally.

Many times when a lead
ership position opens there is 
a great concern of  who will 
fill those shoes. In our case 
we are very fortunate to have 
Mr. D ennis  S idorsk i  s tep  
right in as president.

As r e q u i r e d  by the 
Association's bylaws, upon 
receipt o f  Mr. Kildea's resig
nation, an executive board 
m eeting was im m edia te ly  
called. The executive board 
upon notification is directed

to elect the new president 
from the m embers holding 
the three vice president po 
sitions. M r  Sidorski, 1st Vice 
President, was unanimously 
e lected and grac iously  ac 
cepted the position.

Mr. Sidorski is respected 
as a d ea le r  o f  tw o  m a jo r  
brands and a long time active 
b o a r d  m e m b e r .  He has  
served on many committees 
in the past and most recently 
served  on the C onven tion  
Com mittee for our August 
convention. I look forward to 
working with him as presi
dent in meeting the needs of  
the Association.

• T h e  in v o lv e m e n t  o f  
dealers is still the key of  our 
success. This point was made 
very evident last week as I 
spoke to a new mem ber who

joined after eight months 
in the business. W hen asked 
why he jo ined the SSDA he 
replied it was because o f  the 
concern o f  three fellow deal
ers in his area. He said that 
those dealers made sure he 
had the proper information to 
m ake  good  business  d e c i 
sions; and much of  the infor
mation they gave him came 
from  the A ssoc ia t ion .  He 
wanted to be a part o f  a group 
tha t in v o lv e d  th e m s e lv e s  
with others like these deal
ers had done.

That type of  involvement 
is what the Association is all 
about, and it is needed to help 
us grow and succeed. Survey 
your area and note if there 
are any dealers who are not 
members. If you find one, get 
involved and ask them to join

today.
•I also want to thank all 

o f  you  w h o  a t te n d e d  o u r  
Convention in August. It was 
a very profitable Trade Show 
and an en joyab le  C o n v e n 
tion. I would like to thank the 
C o n v e n t i o n  C o m m i t t e e ,  
chaired by Rich Bratschi and 
steered by m em bers  Dennis 
S id o rsk i ,  Larry  Troy, Jim  
Malek, Reg Binge. Joe Grish 
and  D an H a r r i so n .  T h e i r  
leadership was essential in 
designing an altogether new 
format for this year's event. 
Thanks for your hard work 
and bold steps.

We are already working 
on plans for 1995's Conven
tion. If you have any sugges
tions or  com m en ts ,  p lease 
call us at ( 5 1 7 )  484-4096.

Questions?
One call w ill give you the answers.
Today's pe tro leum  in d u s try  is com p lica ted  business. M ake  yo u r job  easier by c a llin g  
D av idson  Sales &  M a in tenance . N o t o n ly  do we p ro v id e  the eq u ip m e n t you  need, but 
we p rov ide  know ledgeab le  gu idance and  service to  he lp  you th rough  the red tape.

• Sales & in s ta lla tio n  o f tanks and equ ipm en t, 
fea tu ring  G ilb a rco  pe tro leum  equ ipm en t

• Tank &  line  testing
• Tank rem oval &  d isposa l
• E nv ironm en ta l con su lta tio n
• Federal com p liance  assistance

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

MEMBER

michigan
petroleum
association

DAVIDSON SALES & MAINTENANCE CO.
Serving All of Michigan
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On the Ballot
Proposals share ballot 

in November
There is no doubt this November's  election will 

h a v e  u n m e a s u r a b l e  e f f e c t s  on  M ic h ig a n .  T h e  
governor's, U.S. Senate, and several state seats are up 
for grabs. Equally important,  if not more, this fall are 
the following four ballot proposals.

Proposal A

A PROPOSAL TO CONVENE A 
CONSTITUTIONAL CONVENTION FOR THE 
PURPOSE OF DRAFTING A GENERAL  
REVISION OF THE STATE CONSTITUTION
Shall a convention of  elected delegates be convened in 
1995 to draft a general revision of  the state constitution 
for presentation to the state's voters for their approval or 
rejection?

Proposal B

A PROPSAL TO LIMIT CRIMINAL APPEALS
The proposed constitutional amendment would restrict a 
criminal defendant who pleads guilty or nolo contendere 
(no contest) from appealing his or her conviction without 
the permission of  the court. Currently, someone who 
pleads guilty or no contest to a crime has the automatic 
right to appeal.

Proposal P Proposal C

A PROPOSAL TO ESTABLISH A MICHIGAN 
STATE PARKS ENDOWMENT FUND, INCREASE 
THE MAXIMUM ALLOWABLE FUNDS IN THE 
MICHIGAN NATURAL RESOURCES TRUST  
FUND AND ELIMINATE THE DIVERSION OF 
DEDICATED REVENUE FROM THE MICHIGAN 
NATURAL RESOURCES TRUST FUND.
The proposed constitutional amendment would:
1) Establish a Michigan Slate Parks Endowment Fund to 
be funded by certain royalties, bonuses and rentals 
collected by the state from the drilling of  oil and gas or 
mining of  minerals on state-owned land.
2) Require that money in the Endowment Fund be used 
to operate, maintain and improve Michigan state parks.
3) Limit accumulated principal o f  the Michigan Natural 
Resources Trust Fund from $200 million to $400 
million.
4) Eliminate the diversion of  dedicated revenue from the 
Michigan Natural Resources Trust Fund.

A REFERENDUM ON PUBLIC ACT 143 -  AN 
AMENDMENT TO MICHIGAN'S AUTO 
INSURANCE LAWS
Public Act 143 of  1993 would:
1) Reduce auto insurance rates by 16 percent (average) for 
six months for policy holders reducing personal injury 
(medical) insurance to $1 million. Extra coverage made 
available at added cost.
2) Permit Insurance Commissioner to waive company's 
obligation to reduce rates if statutory formula would be in 
excess of  1989-1992 state average.
3) Place limits on personal injury benefits.
4) Limit fee paid to health care providers.
5) Limit right to sue by setting higher standards for the 
recovery of  damages for pain and suffering" and prevent 
uninsured drivers and drivers over 50 percent at fault from 
collecting damages.
6) Allow rate reductions for accident-free driving with the 
same insurer.

Leaking underground 
storage tank problem? 
Let us look into it.
We'll take a thorough, experi 
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 compliance... 
plus added value to your business 
and real estate. Try us.

The COMPLIANCE PLUS  Site Renewal Company

M ANAGEM ENT
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

Another Exclusive Benefit from Fort 
Dearborn Life Insurance to the 

Members of the SSDA-MI

In a continuing effort to 
provide our members with  

quality member services, w e  
are pleased to present a group life 
insuance program. Employees are 

eligible for $10,000 of coverage, spouses 
have $2,000 and dependent program is 

underwritten by Fort Dearborn Life.

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

(517) 484-4096
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Dodson Corner
Dodson Group, workers' compensation insurance

Common sense is No. 1 
safety rule when working 

with gasoline

If selling gasoline is part 
of your business or job, you 
should  not take  sa fe ty  for  
granted. W orking with and 
storing gaso line  poses real 
threats at work and at home.

The fo llow ing in fo rm a
tion from the Mid-Continent 
Burn Foundation can be life 
savers for family, friends, em 
ployees and customers.

THE FACTS
• G a s o l in e  f u m e s  can  

crawl like a snake. A fiery ex
p lo s ion  can  o c c u r  i f  they  
come in contact with a spark 
or a pilot light.

•One gallon o f  gasoline 
can do as much damage as six 
sticks of  dynamite.

•A hot engine, such as a 
lawn m ow er  or carburetor,  
could cause gasoline to ex 

plode.
•B urns  su f fe red  from 

gasoline explosions are usu
ally severe or fatal.

PREVENTION
•Store gasoline and all 

f lam m ab le  liquids in a p 
proved containers with the 
lid  s c re w e d  t ig h t  at all 
times.

•K eep  in a co o l ,  dry  
place away from children.

•Do not store gasoline in

a basement or where there is 
a pilot light.

•N ev er  transport g a s o 
line inside your car or truck.

•Never light or smoke a 
cigarette around gasoline or 
flammable liquids.

•N e v e r  use f lam m ab le  
liquids to start an outdoor 
barbecue or an indoor fire.

FIRST AID TIPS
•If on fire: Stop, Drop 

and Roll!

•R em ove burned c lo th 
ing; run  co o l  w a te r  o v e r  
burn.

•CalI a doctor or go to the 
emergency room if the burn 
is la rger  than  the palm  o f  
your hand or if it is on your 
hands, feet, face or genitalia.

The D odson C orner is a 
se rv ic e  o f  D odson  G roup. 
S S D A -M I's  e n d o rse d  p r o 
vider o f  w o rkers  com pensa
tion insurance.

SALES •  SERVICE •  PARTS •  INSTALLATION

MELLEMA’S 
SERVICE STATION MAINTENANCE, INC. 

11644 S. Greenville Rd. 
Belding, Michigan 48809

616-794-2330 FAX 616-794-2606

MEMBER

Total Containment/Enviroflex 

Bennett Gasboy Red Jacket 

O/C -  ZORN -  Clawson Tanks 

EBW Hoists Emco Wheaton 

Certified Tank & Line Testing

W hy Bring Your 
Pollution Problem s 

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

No Disruption To Your Operations

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

A  M U S T F A  Q u a lif ie d  C onsu ltan t

BECKLER CONSULTANTS, INC.

• No Excavation
• No Hauling
• No Soil Disposal

O ur engineers and 
scientists can manage 
you r U.S.T. clean-up from  
investigation through closure.

S ervice  Q u arterly  3 rd  Q u a r t e r , 1 9 9 4
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Environmental U pdate
Dyck Van Koevering, SSDA-MI

M ark  y o u r  ca le n d a rs !  
Beginning O ctober 1 ,  1994,
the new Underground Stor
age  T an k  ( U S T )  S e c t io n  
within the Michigan Depart
ment o f  Natural Resources 
(D N R ) will aga in  ch a rg e  
d ea le rs  the $ 1 0 0  U n d e r 
ground Storage Tank Regis
tration Fee. This registration 
fee is levied  per  tank per 
year, and payment o f  the fee 
is required in order for deal
ers to be eligible for M ichi
gan U nderg round  S torage 
Tank F inancial A ssurance 
(MUSTFA) funds.

The Underground Stor
age Tank Registration Fee 
was established by the initial 
UST legislation to pay for 
administrative costs associ
ated with M ichigan’s UST 
program. Through tough ne
gotiations, SSDA was able to 
have language added to the

The UST fee is back
leg is la t ion  p ro v id in g  that 
registration fees would only 
be collected so long as the 
UST administrative fund bal
ance was below $8 million. 
Once the fund balance went 
over $8 million, the registra
tion fee requirement would 
be suspended, and not rein
sti tuted until the fund bal
ance dropped down to below 
$2 million. (This required 
minimum balance of the fund 
has recently been increased 
to $4 million.)

By the summ er of  1992, 
the fund balance had indeed 
su rp a ss e d  the $8 m il l ion  
mark, and so the registration 
fee was suspended — saving 
dealers hundreds of  dollars 
each year. That suspension 
has lasted until now.

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 COM PRESSORS

•  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

Many dealers pay this fee 
as a tax directly to their sup
plier. Therefore, those fees 
should have been suspended 
during this time also. If you 
think you may have inadvert
ently paid this fee, you may 
want to contac t your su p 
plier.

Registration fee dollars 
will continue to fund the ad
ministration costs o f  the new 
U S T  S e c t io n  w i th in  the  
DNR. This section will op
era te  next to the L eak ing  
Underground Storage Tank 
(LU ST) section: however, 
DNR staff has assured us that 
administration costs for both 
sections will be kept sepa
rate.

The registration fee will 
be billed to dealers in eight

cycles beginning in October 
and ending in July. The cycle 
in which you were billed in 
the past will determine when 
your billing will begin this 
year; so if you get a bill in 
October, and your neighbor 
doesn’t, d o n ’t think you ’re 
being singled out. They, too, 
will soon be billed. Some 
la rg e  c o m p a n ie s  w ill  be 
billed for all USTs at one 
time, rather than on a site by 
site basis.

Following the receipt of 
your bill, return the invoice 
to the DNR with payment. 
Within 30 to 60 days, a DNR 
tank certification will be sent 
to you for posting. Also en
closed will be a letter o f  veri-

See UST pg. 20

A L L  SUPPLIERS  
A R E  N O T  

C R E A T E D  E Q U A L

Com pare us against your current 
supplier. W e  a t Eby-B row n w ould  
appreciate  the  opportun ity  to  
prove ourselves to  you. W e  
w a n t to  becom e your chosen  
supplier of value-added products  
and services.

EBY-BROW N
2085 E. Michigan Avenue 

P.O. Box 2127  
Ypsilanti, Michigan 48197  

1-800-532-9276 
FAX (313) 487-4316
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Membership -
Dyck Van Koevering, SSDA-MI

Say a customer drops off 
his or her automobile for re
pair work. You perform the 
requested service for a total 
bill of $500. Two weeks later, 
the customer has yet to show 
up to take the car or pay the 
bill. What do you do? And, 
when can you do it?

In situations sim ilar to 
the above, a dealer has a con
siderable equity interest in 
the vehicle. As well, a dealer 
does not want a vehicle to 
remain on his lot for an ex 
tended period of  time, taking 
up valuable space and possi
bly degrading the overall ap
pearance o f  the station. A 
dealer has a few options in 
addressing these problems: 
1) take the owner to court, 2) 
apply for a Garage Keepers 
Lien and sell the vehicle at 
public auction, or 3) contact 
the local police to take the 
car away.

The first option will not 
be discussed here as an attor
ney would be a better source

Know your options when 
faced with an abandoned car

for procedural information.
The second option, ap 

plying for a Garage Keepers 
Lien and public auction, is a 
fairly simple procedure, yet 
lengthy. To begin with, the 
dealer has to take “reason
able steps” to notify the ve
hicle owner that the vehicle 
is ready. If  the customer has 
not responded 30 days after 
the dealer's reasonable steps, 
the veh ic le  is c o n s id e re d  
“abandoned” for purposes of 
applying for a Garage Keep
ers Lien. To obtain the lien, 
the dealer may simply con
tact the Special Services Di
vision within the Secretary of 
S tate’s office to request an 
application, or the dealer can 
write a letter requesting  a 
lien. Such a letter must con
ta in  the  g a r a g e  k e e p e r  s

name and address, the repair 
facility number, vehicle iden
tification number, vehicle de
scription, license plate num 
ber, and the name o f  the per
son who authorized the re
pairs. The Bureau o f  A uto
motive Regulation within the 
M ic h ig a n  D e p a r tm e n t  o f  
State will investigate to be 
sure the dealer followed state 
law in te rm s o f  p rov id ing  
written estimates, and per
f o rm in g  no u n a u th o r iz e d  
work. The Bureau o f  Auto
motive Regulation, in some 
situations, continues its in
volvement in a “dispute reso
lution" capacity to facilitate 
in bring ing  the parties to 
gether.

If none o f  the above ap
ply, the lien will be issued to 
the dealer along with step-

by-step instructions on how 
to proceed. Essentially, the 
dealer has to again take rea
sonable  steps to notify the 
vehicle ow ner o f  the im p o 
sition o f  the lien. T here  is 
then a 45 day waiting period 
to give the ow ner  time to re
spond. If, 45 days after the 
reasonable steps were taken 
the veh icle  o w n er  has not 
contacted the dealer or co l
lected the car. the dealer can 
then schedule a public hear
ing. This hearing can occur 
no earlier than 20 days nor 
later than 60 days after the 
end o f  the 45 day wait ing  
p e r io d .  At th is  po in t ,  the 
dealer has to again attempt to 
no tify  the o w n e r  and  any 
lien-holder on the vehicle o f

see Abandoned pg. 17

Tire Wholesalers Co., Inc.
• As our name implies, we are

M i

name 
wholesalers
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.

Gas Charged 
R a d i a l  

Supreme

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
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Tracer Tight® No Down Time 
Tank and Pipeline Leak Tests

No interruption o f service.
No overfill; no topping o ff tanks.

Tests any tank size and pipeline length.
Michigan State Police Fire Marshal approved.
Reliable for any type of fuel, oil or chemicals.

Detects and locates leaks as small as 0.05 gph.
Third party evaluations surpass EPS requirements. 

Method is on the EPA list of accepted tests October 1991. 
Does not subject tanks to any structurally damaging pressures.

SUNRISE TANK TESTING
A licensed Tracer Tight Leak Detection A ffilia te

A New Day 
A Better Way

Thomas S. Brown 
P.O. Box. 1025 
Evert, Ml 49631 
(616) 734-2363 
(616) 734-2055 (Fax)

News Briefs
SSDA member 
elected to 
national board

The National SSDA-AT 
elected officers at the annual 
convention August 7-10 in 
Las Vegas.

The new officers are: 
President:
Beverly Donati 
1st Vice President:
Tony Licata 
2nd Vice President:
Phil Bucalo 
3rd Vice President: 
C arroll Hansen  
Treasurer:
Tom M arkos 
Their term begins in No

vember and is for two years. 
We are pleased to be repre
sented by Mr. Phil Bucalo as 
2nd Vice President. Phil has 
been an important voice in 
the restructuring o f  the na
tional association.

SSDA-AT joins 
Antifreeze group

T h e  S e r v ic e  S ta t io n  
Dealers Association and Al
lied Trades is participating in 
an antifreeze coalition that 
w ill  su b m i t  r e m a rk s  and  
recomendations to the Envi
r o n m e n ta l  P ro te c t io n  
Agency in an effort to clas
sify antifreeze as non-haz- 
ardous, and to promote it as 
a recyclable material.

The coalit ion is urging 
the EPA to encourage gov
ernment agencies to require 
the p u rc h a se  o f  recycled  
coolant in their procurement 
g u id e l in e s .  S S D A -A T  is 
working to ensure that deal
ers and repair shops have a 
fair shot at the antifreeze 
market. Regulations should 
be written so as not to ex
clude small businesses from 
taking advantage o f  recy-

•  Less Down T im e  •  Fully  G u aran teed
•  M eets EPA requ irem ents  for corrosive protection  

- Call us for a q u ote  -
J a c k s o n  K a la m a zo o  G rand  R ap id s

(517) 787-2960  (616)  342-9958  (616)  453-7444

An alternative to UST replacement!

T he R. W. M ercer C om pany
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cling  opportun it ies .  M any 
an t if reeze p roduce rs  have 
expanded their product line 
to include additives for re
cycled coolant as well as re
cycling equipment.

If you have comments or 
questions regarding the an
tifreeze coalition, call Frank 
Ryan at (301) 577-4956.

UST fee will 
again be charged

The Underground Stor
ag e  Tank (U S T )  S ec t io n  
w ith in  the D epa rtm en t  o f

N atura l R esources  (D N R ) 
will again charge dealers the 
$100 Underground Storage 
Tank Fee beginning October 
1, 1994. Payment o f  the fee 
is charged per tank, per year 
and payment is required to be 
eligible f o r  M USTFA funds.

According to legislation 
the fee is only collected when 
the UST program's adm inis
trative balance is below $8 
million. Two years ago the 
fund balance went above $8 
million and the fee was tem
porarily eliminated.

For more information on 
this fee, please see page 8 of  
this issue of Service Q u ar
terly for an in-depth article.

A t t e n t io n  D ea ler s

Dealers must notify suppliers by 
October 24 fo r '94 holiday closing

U n d er  Public  A ct 134 o f  1990, dea le rs  w h o  do 
not opera te  the ir  s ta tion  w ith in  a 1/2 m ile  o f  an in 
terstate or  U.S. R ou te  f re ew ay  ex i t  have  the r ight to 
close their  business  on one  recogn ized  holiday a year. 
D ea lers  are a l low ed  to c lose  f ro m  6 p .m . the day  
p receed ing  the ho liday  until 6 a .m . the fo l lo w in g  
day.

To take ad v an tag e  o f  this law, dea le rs  m u s t  n o 
tify the ir  supp lie r  in w ri ting  (certif ied  mail in sures  
accuracy)  60  days  befo re  the ho liday  that they in 
tend  to  c lo se  the  sta tion . F o r  dea le rs  to  c lo se  on 
C hr is tm as  D ay 1994, they m ust  notify  the ir  supp lie r  
by O c to b e r  24, 1994.

High-Tech Vehicles Need 
High-Tech Technicians

Don't Fall Behind the Times!

Sign Up for ASE Tests 
by Sept. 30, 1994

National Institute tor Automotive Service Excellence 
13505 Dulles Technology Dr.. Herndon. VA 22071 

703-713-3800 ext. 400

When the
TEMPERATURE

starts to go
U P  we’ll keep 

your costs
With a service and 

maintenance contract from 
A & S Unlimited 

Heating and Cooling 
we’ll keep your air conditioning 

system and your costs 
under control.

A & S U n l im i te d  o ffe rs  m a in te n a n c e  
con trac ts  on  any  h ea t ing  and  co o l in g  

sy s tem  m a k in g  sure i t ’s p e r fo rm in g  and 
op era t in g  eff ic ien tly  and  effectively.

Call A &  S U n lim i ted  
24 ho u rs  a day, 7 d a y s  a w eek .
S a les , S erv ice , In sta lla tio n , 
R esid e n tia l & C o m m er c ia l.

Putting Customers First 
for over 25 years

HEATING & COOLING
I ts  H ard  To Stop A Trane."

1663 E. Auburn Rd., Rochester, MI 48307

810-852-5515 • 1-800-367-4455
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B y  Amy Johnston

According to Vicki Frye, her husband Neil is the kind 
of  guy who likes to fix up old things.

But forget about used furniture or antiques. In 1991 Neil 
decided to take an old grange hall (a traditional town lodge 
in farming communities) from the side of the road and turn 
it into a service station.

The Grange General Store in Stanwood, about 45 min
utes north of Grand Rapids, sits alone in the vast field where 
the old hall was erected around 1915. Rather than tear down 
the hall, the Fryes decided to use its historic, rustic appear
ance to their advantage. Inside, the original tin ceiling is 
intact as well as a maple floor. On the outside, wooden 
benches and tables complement the newly painted white hall 
with green trim.

Vicki, who runs the store’s day-to-day operations, said 
renovating the hall was more than your average construc
tion project. There was a bit o f  nostalgia and history tagged 
on to the move.

"W hen we were moving the hall we had people stop by 
who said they had their wedding reception in the grange,” 
Vicki said.

The Grange General Store is about more than history. 
It's also a family affair. Neil and his brother bought the prop
erty and renovated the grange. Then Vicki stepped in as man
ager so Neil could keep his job  with Consumers Power.

"They bought the land without my knowing and decided 
I would run it." Vicki said with a small laugh.

Over the last three years. Vicki's mother and brother 
both worked at the station, as well as two nieces and a 
nephew. These days son Shane, a 23-year-old graduate of

The groceries and convenience items o f the Grange General Store are 
displayed under the grange hall's original tin roof and on top o f the 
grange's second maple floor.

Michigan State University, joins his mom in operating the 
station and convenience store.

"It just kind of  moved into that {managing the store),” 
Shane said. "I kept doing more and more and just kind of  
stuck around.”

Keeping with the mix of family and business, Shane met 
his fiance at Van Manen Oil. the Grange General Store's BP

HAWKINS EQUIPMENT COMPANY
747 Orchard Lake Ave. Pontiac, Michigan 18344

OVER 50 YEARS SERVING THE OIL INDUSTRYMembership
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
(313) 335-9285 Pontiac, Michigan
(313 ) 547-4477 FAX (313) 335-6767

F a m ily ’s station is one for the 
history books
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gas supplier. In addition, most o f  the Fryes’ employees are 
straight from their small community.

"Most of  the people we have employed are relatives o f  
people we grew up with,” said Vicki, who grew up down 
the road in Morley. Neil was raised in Stanwood and the 
two met in high school.

The Grange General Store may have sprawling empty 
fields on either side, but it’s not exactly out o f  the loop. 
Less than a mile from exit 131 on U.S. 131, the station draws 
its customer base from nearby campers, Ferris State Uni
versity students and loyal regulars. Vicki said they have 
customers who stop in two or three times a day, including a 
lot of commuters to and from Grand Rapids.

"You get to know all these people by what they buy rather 
than by names,” she said.

And the items they buy could be just about anything. 
Next to the basics, like gasoline, pop and chips, the store 
sells bait and tackle, toys, hardware, automotive supplies, 
groceries, and Christmas trees grown on the Fryes' farm.

“I think we have to have it all to make a go of  it," Vicki 
said. “We have to offer more out here to stay busy. Shane 
and I are constantly looking at what people want.”

See Grange pg. 20

Vicki Frye, who runs the store, stands on the outside porch.

F o r m a lit ie s

• Opened the Grange General Store with BP gas facilities 
in May of 1992.

•Added a snack bar with pizza, sandwiches and ice cream 
in Spring of 1994.

• SSDA members since January 1993.

• Family: Neil and Vicki Frye, son Shane who helps run 
the station, and daughter Sheryl, a teahcer in Maryland.

To see which 
Convention 
attendees 

turned up in 
pictures...

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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A look 
back a t 
the SSDA
1994
Convention

Above: President Mick 
Kildea and his wife Sally at 
the President's Cocktail 
Reception, which was held in 
their honor. President Kildea 
is retiring this fall.

Left: From left, Gary Fuller, 
Joanne Nashar, Joe Nashar 
and Bill Fox mingle at the 
President's Cocktail 
Reception. The reception, held 
at the Lansing Center, was 
followed by dinner and "An  
Evening With G. Gordon 
Liddy."

Exhibitors
A m eritech M acK enzie E nv ironm ental

C ellu la r O ne O scar W. L arson

C law son  Tank Co. Pro-Tank Technologies

C om patib le  S oftw are P arks O m ega

C W I Publications P u tn am  A gency

D /A  C en tral, Inc. Royal E qu ip m en t

D odson Insurance  G roup RMF G lobal

Environm ental 
C onsu ltan ts  an d  Services

FEA M anagem ent

Security  C o rpora tion

Service E nv ironm ental 
E ngineering

Foster E nvironm ental 
Insurance

Fuelm an D etroit 

Blue C ross Blue Shield

R.W. M ercer Co.

S unrise  Tank Testing  

S uperio r E nvironm ental

G reat Lakes 
E nvironm ental Sales

Tire W holesalers  

Young's Fuel E quipm ent

The H ale C om pany  
of M ichigan

Services

H un te r E ngineering

Exhibitor Dave Campbell o f RMF Global works the Chuck-o-Luck game during Casino 
Night on the Michigan Princess Riverboat. RMF Global was also one o f the sponsors o f  
the SSDA Casino Night and Riverboat Cruise.
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Sponsors
Amoco Oil Company 

M arathon Oil Company 

Shell Oil Company 

Sunoco Oil Company 

Eby-Brown 

WJIM 1240 AM 

R oyal Equipment

Oscar W. Larson Co. 

Tire W holesalers 

RMF G lobal 

FEA Management 

L.A. Wright and Assoc. 

Blue Cross/Blue Shield 

Karoub and Assoc.

Treetops Sylvan R esort

Weber's Inn

A m w ay Grand P laza

Grand Traverse R esort

Stouffer B attle Creek

M ission Point Resort

Shanty Creek Schuss 
M ountain

Bob Coughlin o f Eby-Brown takes the reigns as a Black Jack dealer 
during Casino Night. Eby-Brown co-sponsored the Convention's 
Saturday evening activities.

A bove: Reg Binge takes the helm o f the Michigan Princess Riverboat as 
fellow Board Member Derry Middleton acts as first mate.
Left: Anthony Marocco eagerly checks the numbers on the 90 raffle 
tickets he and Pat Fireno won at Black Jack to see i f  he is the lucky 
winner o f a cordless phone. Marocco did indeed win the phone!

G. Gordon Liddy: Survive or Prevail
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Law Talk
Mark Cousens, SSDA-MI Legal Counsel

The Sum of 
All Fears

O.K. So I stole the title 
from the Tom Clancy novel. 
But the phrase did not origi
nate with him. And it is an 
apt method to describe the 
p ro b le m  a c e r ta in  d e a le r  
faces; a p ro b lem  tha t  the 
d ea le r  did not c rea te ,  but 
which he must help solve.

T h is  c o lu m n  has  not 
spent much time discussing 
issues of  environmental law. 
The reason is that dealers do 
not often have to hire coun
sel to resolve legal problems 
associated with the environ
ment. Certainly dealers are 
very co n c e rn ed  abou t the 
law. It impacts them in doz
ens of ways, from repair o f  
air conditioners to the sol
vents used to clean parts. 
But, mostly, dealers stay out 
o f  trouble. It’s the supplier 
who must assure that the fa
cility is in compliance. And 
dealers (rightly) rely on other 
vendors to dispose of  waste

oil and hazardous waste.
But o n c e  in a w h ile  

something happens that re
minds us of  the difficulties 
that can arise. O nce  in a 
while, a dealer gets caught in 
a problem that he or she did 
not make; must expend re
sources to protect himself or 
herself against claims for in
ju ries  they did not cause. 
Such a case has arisen.

A dea le r  in S outheas t  
Michigan has operated his 
facility for more than two de
cades. The station was up

graded twice, with tanks re
placed during the second re
build. The dealer had no con
trol over the placement o f  the 
tanks or o f  the remediation 
o f  existing  contam ination .  
He was unable to direct the 
supplier regarding the con
struction of  the facility.

The supplier did perform 
som e rem edia t ion  o f  c o n 
tamination while the facility 
w as be in g  r e c o n s t ru c te d .  
But, apparently, the project 
w as  in c o m p le te  o r  bad ly  
planned. Contaminated soil 
beneath islands was not ex
cavated. It is uncertain how 
badly contaminated the area 
was.

A few years ago, resi
d e n ts  in the  su r ro u n d in g  

n e ig h b o rh o o d  
noticed a strong 
odor of  gasoline 
in their drinking 
water. The area, 
served by wells 
w ithou t d irect 
supply, was ap
p a r e n t ly  c o n 
ta m in a te d  by 
g a s o l i n e ,  
s o u rc e  u n 
known. A m a
j o r  i n v e s t ig a 
tion fo llowed. 

The Michigan Department of 
Natural Resources quickly 
su p p l i e d  r e s id e n ts  w ith  
bottled water. And the area 
was rapidly connected to city 
water. As you might expect, 
this project was expensive — 
over a million dollars.

An ex tensive  en v iro n 
mental study was conducted. 
The study concluded that the 
area  was bad ly  c o n ta m i 
nated: that the contamination 
came from three sources: a 
dry cleaner and two gasoline 
stations — one of  which is op

erated by our dealer.
The State o f  M ich i
gan decided that these 
facili t ies were responsible 
for the contamination; that 
they should pay the million 
d o l la r  cos t  o f  co n n e c t in g  
residents to clean water; and 
a s s u m e  the  c o s t  o f  
rem ediation  of  con tam ina
tion. The major oil company 
suppliers and the owner of  
the  dry  c l e a n e r  w ere  in 
formed that they were “po
tentially responsible parties.” 
That is, they may be obli
gated to reimburse the State. 
And our dealer was also no
tified that was a PRP.

The state was unable to 
resolve the dispute with any 
o f  the parties. A few weeks 
ago, the a t to rney  genera l  
sued the major oil com pa
nies, the owner o f  the dry 
cleaner and our dealer. The 
dealer has been forced to re
tain counsel and defend the 
action.

M ic h ig a n ’s "P o l lu te rs  
Pay" law (the Michigan En
vironmental Response Act) 
does, indeed, create liability 
for damage to the environ
ment. The law permits the 
state to collect from those re
sponsible.  But w ho is re 
sponsib le?  And for what? 
And is our dealer really liable 
for a million dollars? I don't 
think so. But the case is go
ing to have to be defended 
and resolved.

Is the dealer theoretically 
liable? The law imposes li
ability upon the "owner” and 
the "operator" of an under
ground storage tank in the 
event of a release of  contami
nants into the environment. 
The law was intended to per
mit the state to recover from 
either, without having to de

cide which one of  the two 
was more guilty. The state 
claims that our dealer is an 
“operator” and therefore li
able. Theoretically, then, our 
dealer is potentially liable. 
But is our dealer actually li
able?

To be liable , a dea le r  
must be an "operator” of  a 
U ST. But an o p e r a to r  is 
someone who is in control of 
the U ST system. I submit 
that dealers are not often in 
control o f  UST systems they 
neither plan nor maintain.

First, this dealer had no 
role in the design of the UST 
system. It was planned, se
lected and installed by the 
supplier. The dealer could 
not make any suggestions 
about the location, brand or 
type of  components.

Second, this dealer has 
no role in the maintenance of 
the UST system. He is re
quired to stick tanks daily, 
but no more. The franchise 
package contains a detailed 
ex p la n a t io n  o f  who does 
what regarding the facility. 
The supplier accepts com 
plete responsibility for main
tenance of  the system.

Third, the supplier has 
acknowledged that any re
lease from the property was 
not the fault o f  the dealer. 
The dealer performed his ob
ligations under the franchise.

Given all this, it seems 
likely that the dealer will be 
able to prove that he had no 
part in the operation of  the 
UST system, and cannot be 
liable for any environmental 
response costs. But that does

see Law Talk pg. 20

Once in a while, a dealer 
gets caught in a problem 

that he or she did not 
make; and must expend  

resources to protect 
himself or herself against 

claims for injuries they did 
not cause.
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Abandoned

the public sale at least 10 
days before the public sale. 
If  there is a lien on the ve
hicle, such  as a p u rch a se  
loan, the lienholder can re
claim the vehicle for p ay 
ment o f  the repair  cost or 
$600, whichever is less.

F o l lo w in g  the  p u b l ic  
sale, the dea le r  can re im 
burse him/herself for the re
pair cost, with any overage 
going to a lienholder, and/or 
the vehicle owner. The dealer 
can charge for and reimburse 
him/herself for storage fees, 
but must notify the vehicle 
owner of  his/her intention to 
charge storage prior to doing 
so. This notification of  intent 
to charge for storage can be 
made in any of  the contacts 
prior to sale.

The th ird  op tion  is to 
contact local law en fo rce 
m ent to repor t  the car  as 
abandoned and ask that they 
collect the vehicle. At that 
point, they will impound the

from pg. 9

car and take it off  your hands. 
The police attempt to notify 
the owner, and  even tua lly  
sell the vehicle if not con 
tacted by the owner. The po 
lice will not reim burse the 
dealer for any repair or ser
vice interest the dealer has in 
the vehicle.

However, procedures do 
vary among the various law 
en fo rcem en t  dep a r tm en ts ,  
and a few will offer more op
tions o f  disposal o f  the ve
hicle. For example, some law 
e n fo rc e m e n t  d e p a r tm e n t s  
will follow a procedure by 
which the dealer applies for 
a Scrap Certificate from the 
Secretary of State’s office. If 
this is the case, the dealer 
contac ts  the local law e n 
forcement office, which will 
dispatch an officer to make 
a physical inspection of  the 
vehicle and fill out the re
quired forms. These forms 
will be sent to the Secretary 
of  State’s office along with

the Scrap Certificate applica
tion. If the vehicle and dealer 
meet the necessary require
ments, the dealer will be is
sued a Scrap Certificate and 
the vehicle can be scrapped. 
Contact your local police d e 
p a r tm e n t  to  se e  w h ic h  
course(s) o f  action they al
low.

Dealers are not liable for 
any vio la tion  o f  M ichigan 
v e h ic le  r e g is t r a t io n  law s 
should the vehicle license or 
registration expire while the 
car is on the dea le r’s prop
erty, so long as it was prop
erly licensed at the time it 
was taken in. If the vehicle 
was improperly licensed at 
the time it was left with the 
dealer, the dealer is required 
by law to contact local law 
enforcement to have the ve
hicle impounded.

A dealer is required to 
take “ rea so n ab le  c a r e ” to 
protect the car from vandal
ism and dam age while the 
car is in the dealer's care, and 
may be liable for dam age.

“Reasonable care,” like “rea
sonable steps,” is a legal term 
o f  art which a llows a site by 
s ite s ta n d a rd  to  be e s t a b 
lished depending on the c ir
c u m s ta n c e s .  " R e a s o n a b le  
care" in one area may mean 
garaging a vehicle indoors, 
w hereas in another, it may 
mean parking the car around 
back out o f  sight.

If you have any questions 
or com m ents  regarding this 
issue, please do not hesitate 
to contact the SSDA at 517/ 
484-4096. This is a com pli
cated and changing issue. In 
this article we have tried to 
give an accurate  overview. 
However, for specific situa
tions please contact your lo
cal law enforcement agency 
or the Secretary o f  State.

* To i n i t i a t e  G a r a g e  
Keepers Lien proceedings, 
contact the Special Services 
Division within the Secretary 
of  S tate’s office at 517/322- 
1066.

PRICES
* Discount Calling Ran
* Over 600 Pay Phones
* 24 Hour Service
* Member Michigan Pay 

Telephone /Association
* Member /American Public 

Communication Council

Lease Program:
48 month term, quarterly payments in advance, 
$ 100 security deposit, fast credit approval, no 
routes, established business only. per month per month

indoor outdoor

M ichigan Paytel (810) 258-3900
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SSDA SERVICE STATION DEALERS 
ASSOCIATION OF MICHIGAN, INC.

200 N. Capitol • Suite 420 • Lansing, Michigan 48933
Service Station Dealers Association |

N on-M em ber  
C ost Incom e

SSDA M em ber  
Cost Incom e

M em ber Dealer 
Savings

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 $5,021

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

BUSINESS N AM E: 

BUSINESS ADDRESS: 

C IT Y : ... M l ZIP: PHONE: ( )

COUNTY: TYPE OF OWNERSHIP: [  NON CORPORATE □  CORPORATION

STANDARD M EM BER SH IP O N LY:

TYPE OF G ASOLINE SOLD: 

TYPE OF BUSINESS  Full Service   Pumper  Repair Facility Car Wash C-Store

ASSOCIATE M EM BER SH IP O NLY (no gasoline retailed):

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

L Other_______________________

L IST O W NER/PA R T N ERS:

NAM E: __________________ TITLE:

RESIDENCE ADDRESS: 

C IT Y : M l ZIP:

NAME.

PHONE: ( )

T IT L E :___

RESIDENCE ADDRESS: 

C IT Y :

ANNUAL M EM BER SH IP DUES:

$41 monthly (Electronic Banking)

__$480 annual payment

Add $ 120 per station after 4 stations

M l ZIP: PHONE: ( )

ANNUAL ASSOCIATE M EM BER SH IP DUES:

_$25 monthly (Electronic Banking)

_$250 annual payment

Signature Dale Signature Date

1 8 S e r vic e  Q u arterly  3 rd  Q u a r t e r , 1 9 9 4



M em ber briefs

Upcoming SQ feature puts 
you in pictures

Member's daughter wins 
national SSDA scholarship

Service Q uarterly is your magazine and we want to 
make you an even bigger part o f  it.

We will be launching a new feature with the December 
issue; one that will put you in pictures. Each issue we want 
to recognize our members and capture them at their best. 
We will travel to different parts o f  the state to bring you 
photo essays on various dealers on the job  and in the com 
munity.

This new feature will bring you candid shots at different 
stations, as well as dealer events.

If you have an exciting event, such as a customer appre
ciation day, grand opening, fundraiser or get-together with 
other dealers, let us know and we'll be there!

We want to introduce you to members who may not al
ready know you. and present a different view o f  the gaso
line retailing industry. If you have any ideas or suggestions 
please call Amy Johnston at (517) 484-4096.

The Service Station Dealers Association o f  M ichigan 
would like to congratulate Michelle Walter, this year's  re
cipient o f  the Charles L. Binstead Memorial Scholarship. 
The scholarship is awarded each year by the National SSDA- 
AT.

M ichelle  is the daugh ter  o f  Board  M em ber  Robert 
Walter and his wife Linda o f  Novi. Michelle, a 1994 g radu
ate o f  Detroit Country Day, started school at DePauw Uni
versity in Greencastle, Indiana this fall. She is enrolled in 
the M edia Fellows Honors Program, and is studying co m 
munications and international business.

Michelle will receive $500 a year for four years. The 
scholarship is awarded through a lottery system each year 
to a son or daughter o f  an SSDA member. This is the second 
year a dealer from Michigan has received the scholarship. 
Last year Matthew Asher, son o f  dealer Richard Asher, was 
the winner.

Robert Walter is the owner o f  Franklin Standard, Inc. in 
Franklin. Michigan.

In Memory of...

The Service Station D ealers Association o f  M ichigan  
would like to offer its deepest sym pathy to the fa m ilies  o f  
the fo llow ing  m em bers and  fr iends who have passed  away.

We Are Builders,

Roger D eG roff
Mr. D e G r o f f  w as  the 

ow ner/opera to r  o f  Rom eo 
A m o co  on M ain  St. in 
Romeo. He had been an op
erator of Amoco stations in 
the Detroit area for the past 
43 years. He was a loyal 
member of  the SSDA who 
w as a c t iv e  in the 
Association's Pump Club.

M ilton Elanges
Mr. Elanges was owner/ 

operator o f  Jeff-Chene Shell 
on Jefferson in Detroit. A 
ded ica ted  m em ber  o f  the 
SSDA. Mr. Elanges was ac
tive with the Pump Club.

Frank Lutfv
Mr. Lu tfy o p e ra te d

S hores  S e rv ice  C en te r ,  a 
M obil s ta tion  and fam ily  
business in St. Clair Shores. 
He was a long-time friend 
and member o f  the SSDA.

Jack M cCallum
Mr. M cC al lum  ow ned  

and opera ted  M cC allum 's  
Sunoco Service in Macomb 
Township. A member o f  the 
Pump Club. Mr. McCallum 
believed in the effectiveness 
of the SSDA.

Jam es Karoub
Mr. Karoub was a found

ing partner o f  Karoub and 
Associates, a Lansing-based 
lobbying firm. Mr. Karoub 
was a great friend and sup
porter o f  the SSDA and our 
issues.

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

© 1 9 9 3  O m eg a  E n v iro n m en ta l, Bothell, W A

We can help you build your 
future. O ne 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 a r k s  O m e g a
The Tolal Com pliance Company

4901 McCarthy Drive. M ilford. M l 48381 
Phone 313 684 1215 Fax 313 684 1929

S ervice  Q uarterly  3 rd  Q u a r t e r , 1 9 9 4
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Grange from  pg. 13 Law Talk from pg. 16

Customer feedback prompted the Fryes to build an ad
dition last spring for ice cream, pizza and fresh sandwiches.

"That now means you have to watch the pumps and dip 
ice cream,” Vicki joked.

The Fryes have also expanded their cooler to house more 
beer and pop. Pop is also being sold self-serve, as is coffee 
and donuts.

Learning by trial and error is the basis o f  the gasoline 
retailing industry. Vicki said the Service Station Dealers As
sociation o f  Michigan has been a great help with advice and 
cost-savings programs. She said they first joined the Asso
ciation for the tank bond benefit, and now they are saving 
money through the SSDA-sponsored workers’ com pensa
tion program.

“ I really had no idea what went on in this business. I 'm  
learning so much,” she said.

Future plans for the Grange General Store center around 
“getting more people in the store," Shane said. He said they 
will push more products through store displays, and pro
mote the store itself through advertising. Currently they have 
a billboard on southbound U.S. 131.

“ I think people are still just finding out about us,” Shane 
said.

But their most effective advertising is still their em ploy
ees.

“We always hear that employees don ’t last much longer 
than three months in this business, but we still have two that 
started with us," Vicki said. “They all take this business as 
their own.”

The SSDA is proud  to be a service to new m em bers like 
the Fryes. We are happy that the Fryes were able to count 
on us when they were starting out. Being there fo r  m em 
bers, and helping members help each other, is what the SSDA 
is all about. We wish the Fryes all the best in their new busi
ness, because new m em bers like themselves are the current 
and fu tu re  strength o f  the Association.

UST from pg. 8

fication, to be used if neces
sary as a proof of  MUSTFA 
eligibility. Keep this letter in 
your files.

Also, Service Quarterly  
readers lake note: the final in
terim Qualified (MUSTFA) 
Consultant List will be avail-

Your industry 
resource guide 
four times a year

not mean the dealer can disregard this lawsuit.
First, the dealer has had to reply to the suit; to file an 

action against his supplier (asking it to agree to indemnify 
him against the claim). The dealer will have to expend re
sources protecting himself against the claim, and making 
sure that all potential liability is extinguished. The dealer 
acted promptly when the problem arose; acted quickly when 
sued. This will save him considerable dollars now.

Second, there is the potential for liability here. It is pos
sible. albeit not likely, that the dealer will have to pay sub
stantial sums to resolve the suit. This remains to be seen.

The dealer here will have to spend money protecting 
himself  against a problem not o f  his making. Some dealers 
similarly involved have not hired counsel; have filed an
swers themselves. This is an extraordinarily bad idea. It has 
the potential of causing real problems. The action may not 
be properly defended; some defenses may be waived; a 
settlement may not provide proper protection.

This experience is, indeed, the “sum of all fears” for 
most dealers. This case will likely be resolved in a satisfac
tory manner. But the involved dealer will still have to en
dure the expense and consumption of  time associated with 
litigation. These problems do not arise often. But they arc 
very serious concerns for the dealer involved.

This dispute teaches an important lesson: dealers facing 
possible liability will want to obtain advice immediately; 
and will want to obtain an indemnification agreement from 
their supplier. The failure to act promptly can create greater 
expense later.

able from the DNR in De
cember.

If you have any questions 
or comments regarding the 
registration fee. or MUSTFA, 
please do not hesitate to con
tact the SSDA at 517/484- 
4096.

S S D A
Service Station Dealers Association

VISA

SSDA & COMERICA BANK JOINTLY OFFER 
LOWER MERCHANT 

VISA & MASTERCARD RATES!

Isn’t it time to take advantage of a program that saves you 
m oney? Com erica Bank has been awarded the Service 
Station Dealers Association merchant program and is proud 
to offer SSDA members the following discount rates:

1.90% 

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

Member FDIC

Call Comerica Bank s Sales Department at 
1 -800-932-8765 for more details.
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Fun and G am es
Frank Green, Copley News Service

High-tech invades world of golfFall is here. You m ay be 
thinking to yo u rse lf that that 
g o lf gam e d idn 't improve as 
well as you had hoped. Well, 
don't despair your local g o lf  
course or pro shop m ay have 
the answ er with a video re
corder. It's tim e to tee o f f  on 
the video 19th hole.

So you  th ink  you  can 
h an d le  a 5 - i ro n  w ith  the 
ap lom b o f  Jack  N ick laus,  
circa 1972.

Never mind that w hen
ever you grab a club, your 
h ead  d r o o p s ,  y o u r  r ig h t  
shoulder  slum ps and your 
fo l low -th rough  looks like 
you’re trying to pick off go 
phers on backyard turf.

It's all there on the video 
screen of  the ASTAR golf- 
learning system. The high- 
tech machine records those 
embarrassing moments, but 
also allows amateur golfers 
to  c o m p a r e  th e i r  f la w e d  
strokes to those of  profes
sional players.

“The style o f  a swing is 
a repetitive process ,” said 
Ray Barger, vice president 
and  g e n e ra l  m a n a g e r  o f  
ASTAR Inc. “On the system, 
a golfer can very quickly, 
very easily look at the video 
playback o f  his swing and 
begin to make corrections.”

But don't expect the sys
tem to b e c o m e  a f ix tu re  
around every golfer 's house 
any time soon.

At $15,000 to $20,000 
per machine, the ASTAR is 
primarily being purchased by 
golf courses, and mostly be
ing used by players taking 
lessons from instructors.

At leas t  30  c o u r s e s  
throughout the United States 
are running the system.

ASTAR began distribut
ing the interactive machine 
earlier this year. And it seems 
that anybody who has ever 
used a driver now wants to

tee off  with it.
Using a v ideo cam era ,  

the  A S T A R  r e c o r d s  a 
p layer 's  sw ings and stores 
them in a personal file. The 
p layer  rev iew s the tape — 
w h ic h  c a n  in c lu d e  an 
instructor’s audio com ments
— in slow motion or freeze- 
frame on a video monitor.

Each student can store as 
m any as 10 sw ings in the 
com puter’s memory.

Another monitor on the 
machine can simultaneously 
run clips o f  the sw ings o f  
professional gofers, includ
ing Tom Kite, for frame-by- 
frame com parisons  by the 
student.

The ASTAR allows the 
student or instructor to super
impose the stick-figure rep
resentation o f  pro go lfe rs ’ 
bod ie s  o v er  the s tu d e n t ’s 
v id e o  im ag e ,  o r  to  d raw  
m u l i tc o lo r  l ines ,  c i rc le s ,  
boxes and angles — a la John 
Madden -  anywhere on the 
tape.

T h u s  the  s tu d e n t  can  
gauge posture or backswing 
against the ideal stance or 
swing, said Barger, noting 
that students can take the vid
e o tap e s  o f  th e ir  s e ss io n s  
away with them for home 
study.

The novice golfer, how
ever. may want to go around 
the course a few dozen times 
before  stepping  up to the 
camera. The ASTAR is a bit 
pricey, costing as much as 75 
cents for a minute of  use. 
Add 15 minutes of  that to 
instructor 's  fees of  $45 an 
hour and the $7 price for a 
bucket o f  balls, and it all can 
total an expensive afternoon.

O f  course ,  th a t ’s why 
ASTAR chose to build a golf 
system instead of  a tennis or 
baseball system.

“With tennis, there is not 
a lot o f  money being spent 
on p rac t ice ,” B a rger  said. 
"But our research indicated 
that there is a very large golf  
instruction market.”

ASTAR Inc. was orig i
nally  know n as T e lepho to  
C o m m u n i c a t i o n s  Inc .  In 
1991, the co m p a n y  in t ro 
duced a high-speed, image- 
compression and decompres
s io n  p r o d u c t  fo r  S U N  
S p a c e s t a t i o n s  a n d  c o m 
patibles called ALICE-SPC. 
Image compression technol
ogy reduces the file size for 
digit ized images, increasing 
storage capacity and reduc
ing transmission times.

But com pany President 
Dave Ahlgren decided that 
compression technology was

being transformed, and that 
h igh-end video technology 
w as  e d g in g  in to  the c o m 
puter-platform arena.

“T he  c o m p a n y ’s focus  
shifted to developing inter
a c t iv e  s p o r t s  s y s t e m s , ” 
Barger said.

M aybe the student who 
needs the ASTAR machine 
m o s t  r igh t  now  is B a rge r  
himself.

For months, he has been 
w orking on com pany busi
ness  as in tense ly  as G reg  
Norman on the 18th hole at 
the  M a s te r s  T o u rn a m e n t ,  
with no time for hitting the 
green.

"Right now, my g am e’s 
in the  to i l e t , ” B a rg e r  a c 
knowledged.

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

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

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

You, too, can share in the savings... 
Call Dodson today!

1-800-825-3760 
Ext. 2990

underwritten by
Casualty Reciprocal Exchange
member

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

S ervice  Q u arterly  3 rd  Q u a r t e r , 1 9 9 4
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New Members

The Service Station D ealers A ssociation o f  M ichigan  
would like to w elcom e the fo llow ing  new  mem bers. These 
dealers are jo in ing  hundreds o f  others who realize that to 
gether we can ensure the success o f  the independent ga so 
line retailer.

• Michael Klimczak. M.E.K. 
Petroleum / West Main Shell, 
Kalamazoo. Mr. Klimczak 
manages West Main Shell, 
which is owned by SSDA mem
ber Bob Willmarth. The station, 
which opened last fall, is one 
of four Shell locations in 
Kalamazoo owned by 
Willmarth. Mr. Klimczak said 
he has found the Blue Cross 
Blue Shield health insurance 
and the informative Association 
newsletters to be the main ben
efits of joining SSDA.

• Lester Spangler, O'Connor's 
Service, Midland. Mr. Spangler, 
who has been in the industry 15 
years, recently joined with 
semi-retired SSDA member 
Mike O'Connor in running 
O'Connor's Service. The station 
specializes in repair work, and 
still offers full service pumping. 
Mr. O'Connor encouraged Mr. 
Spangler to join the SSDA. and 
Mr. Spangler said he agrees it 
was a great idea. He said he has 
received the most benefit from 
the legislative updates in Ser
vice Monthly, especially infor
mation on the recent gasoline 
sales tax.

* Phil Zoufal, Phil Zoufal's Vil
lage Marathon Service, Grosse

Pointe. Mr. Zoufal was born in 
the business; his father was an 
Amoco dealer for 60 years and 
one of the founding members of 
the SSDA. Mr. Zoufal himself 
has been in the business more 
than 30 years. He said he felt 
the time was right to join the 
SSDA and make sure the 
industry’s voice was heard in 
government. He also mentioned 
the Blue Cross Blue Shield 
health insurance program was 
the most reasonable one he 
found.

• J e ff M cW illiam s,
McWilliams Amoco Service 
and Food, Waterford. Mr. 
McWilliams is new to both the 
gasoline retailing industry and 
the SSDA. After talking with 
friend, and now fellow SSDA 
member, Dan Ogle, Mr. 
McWilliams decided to open his 
Amoco station in November 
1993. The station features a c- 
store. pumps and a car wash. He 
said the new business has defi
nitely been a learning process. 
Other dealers in his area encour
aged McWilliams to join the 
SSDA. "Just knowing there is 
an organization like this that 
you can contact when you have 
questions is great," he said.

Pub lisher
Terry Bums

Service

Q uarterly E ditor
Amy Johnston

S S D A
Terry Bums Executive Director 
Amy Johnston Director o f Communications & 

Conventions 
Krissy Berryman Membership Services 
Dyck Van Koevering Membership Services 
Emily Brodeur Executive Assistant 
Willie Calloway Marketing Representative 
George Robb Marketing Representative

B oard of D irectors

Officers K eith  A nderson
A nderson  S erv ice C en te r

Presiden t
M ick  K ildea W arren B arrone
K ildea K ar K are U niversity  S erv ice  C en te r

1st V ice P residen t Ted B eckner
D enn is S idorksi B urn ips A m oco  Service
J& S  Shell

Reg B inge
2nd  Vice P residen t B inge 's  L im ited
Lou M cA boy
B ig  B eaver Shell R ich B ratschi

Lake L ansing  M obil
3rd Vice P residen t
D av id  C orn ish C on n ie  C o thran

Z eeb  R oad A m oco M -59 P on tiac Lake Shell

T reasu re r Pete D oneth
Larry  Troy Fen ton  H ill Shell

M 59 C rooks A u to  Svc.
Jo seph  J. G rish
Joe G rish  S erv icen ter Inc.

Executive Committee
D an H arrison

Past P resident H arrison 's  C a r C are C en ter
N orm an F ischer
E astland  Shell M att L entz

H aslett Road M arathon
Past V ice P residen t
G eorge S chuhm acher Jim  Little
C olon ial S tandard H &  H M obil
Service

Tim  M ariner
P hilip  Bucalo M ariner Petro leum  C om pany
N ew  Five Shell

D arrell M arx
Eric E venson M arx A uto  C are Inc.
E venson Ent.

D erry M iddle ton
G ary  F uller L akeside M arathon S erv ice
12 & Evergreen  Shell

Joesph  N ashar
Jam es M alek 6 & T elegraph Shell
M idtow n Shell

Tom  O nofrey
R obert W alter S tandard  on the Hill
Franklin  S tandard , Inc.

D ennis Pellicci
Ed W eglarz D & M P ellicci Ent.
H unter & O ak A m oco

D on Schlitt
D irec to rs O ld O rchard  Shell

M ark A m broziak Keith S ouder
V illage K noll Shell S ouder's  S erv ice C enter, Inc.

Knowledge Experience Commitment

■ E n v iro n m e n ta l S ite  
A s s 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 s t ig a t io n s

■ T e c h n ic a l D rillin g  
S e rv ic e s

S a m p lin g /A n a ly tic a l 

R em e d ia l S y s te m  
D esign , E n g in e e r in g , 
a n d  In s ta l la t io n

■ E n v iro n m e n ta l 
C o m p lia n c e /O p e ra t io n s  
A u d its

U n d e rg ro u n d  S to ra g e  
T a n k  S e rv ic e s

Call Your Superior Team! 
1-800-669-0699Corporate Offices:

2 2 0 1  W o lf  L a k e  R o a d . M u s k c R o n  4 9 4 4 2  4 8 4 5

Let Us Help You 
Take C ontrol of Your 

E nv ironm ental P rojects

S u p e rlo r
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New Products

Brake Caliper Grease

C R C  In- 
dustries Inc. has 
in tro d u c ed  the  
S ta -L u b e  S y n 
th e t ic  B ra k e  
C a lip e r G rease  
for lu b ric a tin g  
h igh  tec h  d isc  
and drum  brake 
system s.

T h e  c a l i 
per grease w as developed  to  w ithstand  the 
intense heat generated  by d isc  brake system s. The 
product will keep c ritical slid ing  brake ca lip er parts 
free fo r optim um  braking  efficiency.

S ta-L ube is a synthetic  lubricant blend with 
rust and  o x id a tio n  in h ib ito rs , ex tre m e  p ressu re  
agents, an ti-se ize, polym ers and o ther lubricant for
tifiers.

For m ore inform ation on S ta-L ube Brake C ali
p er G rease, w hich  is availab le  in a 2.5 ounce tube, 
a 12 ounce tub and a 35 lbs. pail, w rite C R C  Indus
tries, 885 Louis D rive, W arm inster, PA 18974, or 
call (215) 674-4300.

Prestone Stops Leaks

First Brands 
C orporation  has in 
tro d u c e d  P re sto n e  
S top  L eaks, w hich  
is d esigned  to stop 
c o o l in g  s y s te m  
leak s  qu ick ly . T he 
d is s o lv in g  p e lle ts  
s e e k  a n d  se a l all 
four types o f  m ajor 
c o o l in g  s y s te m  
leaks — head gasket, 
w ater pum p, rad ia 
tor and  heater core. 

P restone o f
ficials said Stops Leaks not only seals gaskets around 
the w ater pum p, w here  m ost leaks occur, but it a lso  
co n d itio n s  and  rev ita lizes  w ater p um p seals. T he 
p ro d u c t a lso  f il ls  h o le s  a n d  se a ls  s tre s s  c ra c k s  
th roughou t all o f  a vehicle 's  coo ling  system .

Prestone S tops L eaks is av ailab le  in six and 
12 ounce sizes.

Super Deluxe Scanner

Snap-on  Inc. is in 
tro d u c in g  the  a d v a n c e d  
1994 S uper D eluxe  S can 
ner, th at includes a p o w 
erful D om estic  C o m b in a 
tio n  P r im a ry  C a r tr id g e  
w ith  O B D -II  a n d  F o rd  
D C L  o n b o a rd , a n d  the  
aw ard  w inning  D om estic  
F a s t - T r a c k  T r o u b le 
s h o o te r  C a r tr id g e .  T h e  
1 9 9 4  S c a n n e r  e n a b le s  
techn ic ians to  se rv ice  ve

h icles th rough  the O B D -II transition  y ea rs  (1994- 
1996) w ithou t fear o f  o bso lescence.

T h e  n e w  s c a n n e r  in c lu d e s  G M . F o rd  and  
C h ry s le r  v eh ic le  d iag n o s tic s  in a s in g le  PR O M  
u pdatab le  cartridge . T h e  scan n er p rovides access 
to  G M  eng ine , transm ission , body, A B S and a irbag  
d iag n o stics ; C h ry sle r  en g in e , transm ission , body 
and  C C D : and  F ord  E E C -IV  D C L  an d  E E C -V  
O B D -II.

F or m ore in fo rm ation  call 1 -800-424-7226.

Metal Tank Repair Kit
A new  m etal 

tan k  re p a ir  k it fo r  
quickly  m aking  per
m a n e n t r e p a i r s  to  
holes and c racks up 
to I " d iam eter is b e
in g  in tr o d u c e d  by 
Syon C orporation .

T he  S ea l-N - 
P lace M etal Tank Re
p a ir  K it fe a tu re s  a 
p re -m e a su re d  tw o- 
part epoxy resin  sys
tem . w hich  is neatly 
m ix e d  in s id e  a 

pouch. Applied w ith a brush along with fiberglass 
patch to the crack o r hole, this m etal tank repair kit 
lets the user m ake a perm anent repair to any metal 
surface, in about 20 m inutes.

Seal-N -Place p roduces a patch which will not 
d issolve in gasoline, o ils o r water. Included in the kit 
are a  tw o com ponent epoxy system , a fiberglass patch, 
sandpaper and a brush.

S eal-N -P lace sells for $11.95. For m ore in
form ation call (508) 881-8852.

for au tom otive serv ice  jo b s  in tight, confined  ar
eas.

T he IR 7804R  drill o ffers a variab le -speed  
throttle for p recision and control in starting and fin
ishing holes. T his feature helps o perato rs m aintain 
contro l throughout operation . T he drill o ffers a re
versible m otor and speeds up to 1200 RPM  along 
w ith a fo rw ard /reverse  valve that locks in to  both 
positions to prevent direction  change d uring  use. 
It a lso  features a com pact angle head design  with 
integral g rease fitting that m akes m ain tenance fast 
and a rear exhaust that d irec ts  exhaust a ir away 
from  the w ork area.

F or m ore inform ation  call (908) 689-5580.

Ready Air

Ready A ir 
h as j u s t  c o m e  
out w ith a new 
heavy d uty  tw o- 
stage o il-less 12 
volt e lec tric  air 
co m p resso r that 
is  c o m p a c t  
enough  to  keep

on a serv ice  vehicle. T he 1/2 H.P. com m ercial q u a l
ity co m p resso r p roduces  1.1 SC FM  o f  a ir a t 175 PSI 
c o n tinuous duty, w hile  d raw ing  only 42 A m ps a t full 
load.

T he unit's construction  requires no lubrication, 
belts o r couplings. It com es fully equipped with a check 
valve, 200 PST A SM E relief valve, and continuous 
duty so lenoid  w ired to the m otor and 175 PSI p res
sure sw itch, all m ounted on a rugged steel base.

W eighing in at only 47  lbs. it m ay be m ounted  
in any position , u nder a seat, on a bulkhead  o r hung 
from  the ceiling , requ iring  o nly  a  12" x 8" x 18" well 
ven tilated  space.

F or m ore inform ation  call (619) 356-4515.

Containment Manhole

U n iv e rsa l 
Valve C om pany 
has a n n o u n c ed  
the a v a ilab ility  
o f  th e  M o d el 
# 7 6 C D -  I 6 0 8  
A b o v e  G ro u n d  
C o n t a i n m e n t  
M anhole.

T h e  # 7 6  
CD  fea tu res an 
internal drain assem bly to help m eet today s env iron
mental regulations. It is designed for applications re
quiring a seven-gallon spill container. T he m odel can 
be locked to prevent tam pering. U niversal's #76 also 
has a light w eight hinged cover that m akes the filling 
procedure easy and prevents the cover from  being 
m isplaced. Its all metal construction and epoxy-coat
ing give it added protection.

For m ore inform ation please w rite Universal 
Valve C o at 478 Schiller Street. Elizabeth. NJ 07206. 
or call (908) 351-0606.

Fuel Injection Cleaning
T  h e 

fu e l in je c 
t io n  c le a n 
ing  system  
from  Airtex 
Products 
f e a tu re s  a 
s im p li f ie d  
design , per
m ittin g  the

m echanic to tap into the fuel filter outlet instead of 
the fuel rail and cut tim e in ha lf for m ost applica
tions.

A irtex 's system  operates w ithout d isabling 
the fuel pum p, and e lim inates d ifficult and time- 
consum ing hookups at the fuel rail o r throttle body. 
The m echanic saves additional time with one clean
ing system  hookup and fuel filter rep lacem ent at 
the same fuel line location. T he Airtex fuel in jec
tion cleaning system  is designed for TBI and multi- 
port injection on dom estic  and im port m odels.

For m ore inform ation call (812) 426-7756.

Drum Tourniquet

The new D rum  T ourniquet provides a quick 
and effective  m eans o f stopping  leaks in punctured  
o r co rroded  drum s. Best described  as a "high-tech 
bandage," the Drum  T ourniquet utilizes m agnetic 
o r  suction technology to com press a ch em ical-re 
sistant, flexible pad against the leaking area.

The stain less steel backing  plate is flexible 
and m ay be applied  in any direction . N o straps or 
tools are required. O ptional fo rk  lift-m ount a ssem 
bly a llow s a D rum  T ourniquet to be carried  on 
board, ready for im m ediate response.

For m ore inform ation  call 1-8 0 0 -3 5 3 -1 6 1 1.

S er vic e  Q u arterly  3 rd  Q u a r t e r , 1 9 9 4
23



LA W R E N C E  A. W R IG H T , IN C ,
W ith over 25 years of 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 consulting "partner", we can assist you with:

M on th ly  Financial Statem ents  
Counseling fo r Profit 

Business Valuations 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
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Lansing. Michigan 48933
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