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What a price!
A price this low and lines this long were defi­

nitely a rare sight in Kalamazoo on February 4.
SSDA member Mert Frost lowered the price of 
regular gas to a rock bottom 54 cents per gallon for 
two hours to bolster support for the Western Michi­
gan University basketball team. Frost made a deal 
with fans to sell gas for a price per gallon equal to 
Central Michigan University’s score. WMU beat 
CMU 7 1 -54 on February 4. As you can see from this 
picture, fans wasted no time lining up.

Mert Frost is featured in this issue's “In Pictures" on pages 14 
and 15. Also, on page 19, we’re spotlighting SSDA members Tim 
Mariner and Chris Demo, who have both added sandwich shops to 
their stations. If you are hosting a community promotion, grand 
opening or other event please call Amy Johnston at ( 5 17) 484-4096 
and we'll put you “In Pictures."

tion, entertainment and 
plenty o f  free time.

We’re planning valuable 
workshops on both repair 
facility and c-store manage­
ment. Our three nights will 
include the President’s 
Cocktail Reception and 
Dinner, a sunset Dessert 
Cruise through the Straits 
o f  Mackinac and a Western 
Night complete with a 
barbecue buffet and country 
line dancing! Your after­
noons will be free for golf, 
tours o f  Fort Mackinac,

shopping and other great 
family activities.

Watch your mail for 
more information and 
registration materials, or 
call Amy Johnston at SSDA 
(517) 484-4096. We’re 
looking forward to seeing 
you on Mackinac Island, 
one o f  Michigan’s most 
popular destinations. Don’t 
miss the boat, sign up right 
away!

Ferry rides and fudge
SSDA returns to Mackinac Island for 
Annual Convention August 10-13

Leave your car on 
the mainland and 
bring your 
desire to 
learn and 
have fun to 
Mackinac 
Island 
August 10- 
13 for the
SSDA-MI 
Annual 
Convention.
It's been five 
years since SSDA 
members traveled to the 
Island, and in that time 

we've been up north more 
than once and in Lansing 
last year. However, based

on many requests, the 
Convention 

Committee 
decided it was 
time to go 
back to 
Mackinac!

Attend­
ees will be 
staying at the 

Lake View 
Hotel, which is 

in the heart of 
the shopping 

district and just steps 
away from the water. The 
Convention Committee and 
SSDA staff are currently 
working on an exciting 
agenda that includes educa-



Spring 1995 
Automobile Tests

A1 Engine Repair

A 2 A utom atic  Transm ission/
Transaxle

A3 M anual D rive Train and Axles

A 4 Suspension and S teering

A 5 Brakes

A6 E lectrica l/E lec tron ic  System s

A7 H eating and A ir Conditioning

A8 Engine Perform ance

Registration Deadline 
M arch 3 1 , 19 9 5

National Institute for Automotive Service Excellence 
13505 Dulles Technology Dr., Suite 2, Herndon, VA 22071 

703-713-3800 ext. 400

SSDA
Service Station Dealers Association

VISA

SSDA & COMERICA BANK JOINTLY OFFER 
LOWER MERCHANT 

VISA & MASTERCARD RATES!

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

1.90%

2.15%

2.50%

3.83%

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

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

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

V o ic e /E le c tro n ic  T icke t C aptu re  and 
Voice/Paper.

ComencA Bank

Member FDIC

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

Attention Service Station Dealers:

If you're in the 
market for a health 

plan, get the 
most accepted, 

unquestioned 
coverage there is.

B lu e  C ro ss
B lu e  Shield

123 456 789

GROUP NO.
59000
ENROLL RE NAME
VALUED CUSTOMER

210

COVERAGE CODE

BCBS H

Blue Cross 
Blue Shield
of Michigan

Blue Care Network

2
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DON' T 
MISS...

a  v iv id

■

THE
WORLD'S

SYSTEM!

AT NO EXTRA
COST...

Additional new features 
that provide improved reliability and 
easy maintenance

Enhanced safety features 
Improved Merchandising: bolder, 

brighter signs, colors & graphics

IT GETS BETTER EVERY YEAR

Outside the US: 616-385-0488 FAX: 616-385-0489

Serving:



President’s Corner
Dennis Sidorski, SSD A-M I President

In tough times the strength 
of SSDA comes through

This is the time of year 
when we are reflecting on our 
business and personal lives. 
It wasn't long ago that we 
were making New Y ear’s 
resolutions and now some of 
us are finding the difficulty in 
sticking with them. It’s also 
the time when we’re making 
decisions for the business 
year  and d ec id ing  w hat 
should  change  and what 
should stay the same.

We always plan for, and 
try to create, a business plan 
for a prosperous year.

But with the current mar­
ket conditions, it’s a difficult 
period for many. From regu­
latory problems to pricing 
margins to employee reten­
tion, our marketplace can be 
very rough. Many wonder 
what can be done, or where

can they turn.
SSDA members know 

they can turn to each other. 
It’s times like these when you 
need the support and business 
advice of fellow dealers. For 
other dealers it’s a time when 
you can lend a hand for the 
good of the industry. This is 
just another way the Service 
Station Dealers Association 
of Michigan helps dealers in 
an ever-changing industry.

The SSDA offers mem­
bers many benefits and pro­
grams to help a business be­
come successful. Programs 
that increase the bottom line, 
reduce fees and lower rates 
with premium dividends are

all structured to help dealers 
survive and improve their 
business position. One of the 
strengths of the Association 
is the Annual Convention, 
where dealers can learn from 
each other and better their 
position in the industry.

As we are reminded of 
how important we are as a 
group, we must stay involved 
to make the SSDA stronger. 
One way a member can con­
tribute to the Association, 
and help the dealer network, 
is by encouraging others to 
join. We all know someone 
whose business could use a 
little boost, and who would 
benefit from the SSDA and

its close network of dealers. 
Maybe it’s the guy across the 
street or a nearby dealer who 
you have known for years. It 
doesn't take much to let them 
know the SSDA exists for 
their benefit and that joining 
would put them in touch with 
others facing the same chal­
lenges.

As we look down our list 
of  New Year s resolutions 
and cross off the ones that 
now seem impossible, we 
should make sure the com ­
mitment to bring one new 
mem ber to our invaluable 
network of dealers is still on 
the list.

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 Containm ent/Enviroflex 

Bennett Gasboy Red Jacket 

O/C -  ZORN -  Clawson Tanks 

EBW Hoists Emco Wheaton 

Certified Tank & Line Testing

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

• No Excavation
- No Hauling
• No Soil Disposal

O u r eng ineers and 
scientists can m anage 
your U.S.T. clean-up from  
investigation th rough  closure.

BECKLER CONSULTANTS, IN C .

122 0 0  Farmington Road 
Livonia, M l 48150  
(3 1 3 ) 421 -6 8 8 0

A M USTFA Qualified Consultant
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Dealer
looks

beyond the obvious
By A m y Johnston

Dealer Jerry Armstrong is flipping through a 
photo album filled with “before and after" 
pictures of his BP station in Waterford. He 

points out the pile of rubble that is now the convenience 
store and the holes in the ground that are now the oil 
change pits in his service bays. It's hard to believe the 
clean, welcoming store front and repair area was a burned 
down fast food restaurant just six years ago. But Jerry has 
always looked beyond what is right in front of him.

Today he often predicts what service stations will have 
to do in the future to be successful. And he is adamant 
about changing with the times to give the customer what 
they want. For example, his oil change facilities were 
planned to help ensure his survival in an ever changing 
customer climate.

“ I firmly believed at that time that fast oil change 
places were really taking away a lot of business from 
service stations.'' he said. "In order to compete. I had to 
offer the same thing.”

Jerry still has his eye on the future. As he sits across 
from the two computers in his office, he explains how the 
future of auto repair will involve linking your office com­
puter with the car's computer to diagnose any problems.

Jerry may be a seasoned professional with a passion for 
the business now, but he actually stumbled upon the 
gasoline retailing industry.

In the late 60's Jerry moved to Michigan from Tennes­
see with little else but ambition. “It was a deal where I 
didn't have any money. I was broke," he said. "I washed 
cars at a dealership and later they sent me to training (as a 
mechanic).”

Shortly after Jerry started working as a mechanic for a 
Pontiac dealership, he was drafted in the Vietnam War and 
then discharged. When he returned to Michigan, he de­
cided working at a dealership wasn't for him. So in 1970 
he went to work as a mechanic at a local Amoco station.
In 1974 he became a partner in owning the station, and in 
1980 he bought out his partner.

While he has been a station owner most of his career, 
Jerry is still a great mechanic above all else. It's a job he 
says he really loves. Maybe that's because working as a 
mechanic was how he met his wife Pam.

" I found him in the yellow pages,” Pam exclaims with a 
laugh when asked how she met her husband.

Pam recalled how her car was snowed in and she found 
the station where Jerry worked in the phone book. When 
the tow truck arrived, Pam decided to have the car taken 
in so the transmission could be checked out. She remem 
bers leaving the station with a new set of tires Jerry sold 
her.

“He sold me four tires which never held air so I had to 
keep coming back,” Pam said. After the tires were re­
placed, she kept returning because Jerry was a mechanic 
she could really trust.

"I spent more time in his waiting room than I did at my 
apartment.” she said.

Several years later, in 1984, they were married and

see Dealer pg.22

Dealer jerry A rm stro n g  and his w ife Pam in the coffee bar and candy  
area o f his convenience store. The store also has a grocery section, 
cold drinks in coolers Jerry built h im se lf and autocare supplies like 
antifreeze and oil.
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Jerry A rm s tro n g 's  BP was a fa s t food  
restaurant that burned  dow n. This 
p icture w as taken w hen fe rry  started  
rebuilding.

The fo rm er fa s t food restauran t now  
holds Je r ry 's  c-store and  repair shop.

Je r ry 's  s ix  p u m p  islands s it  on a corner  
rig h t in  fro n t  o f  a b u sy  m all in  
W aterford.

Jerry, fa r right, near som e o f the d iagnostic equ ipm ent in his repair area. The repair fa c ility  has tw o  
general repair bays and tw o separate drive up oil change p its.

F o r m a l it ie s

• Started in the industry 
as a mechanic in 1968.

• Became a partner in an 
Amoco station in 1974. 
Became the sole owner 
in 1980.

• Opened his current 
Waterford location in 
1989.

• A member of  the 
SSDA since mid '70s.

• Married to wife Pam 
for more than 10 years.

• Daughter: Sherry, who 
is a nurse.

Qu e s t i o n s ?

One call will give you the answers.
T oday's p e tro leu m  in d u s try  is co m p lica te d  b u sin e ss . M ak e  y o u r  job  e a s ie r  by c a llin g  
D av id so n  Sales & M a in te n an c e . N ot o n ly  do  w e p rov ide  th e  e q u ip m e n t you n eed , bu t 
w e p rov ide  know led g eab le  g u id an c e  a n d  serv ice  to h e lp  you th ro u g h  th e  red  tap e .

• S a les  & in s ta lla tio n  of tan k s  a n d  e q u ip m e n t, 
fea tu rin g  G ilb arco  p e tro leu m  eq u ip m e n t

• T ank & line tes tin g
• T ank rem oval & d isp o sa l
• E n v iro n m en ta l c o n su lta tio n
• Federal co m p lian ce  a s s is ta n c e

W e do it a ll for you!
24  H o u r Service

Serving All of Michigan
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Viewpoint
Terry Burns, executive director SSD A-M l

How many things are 
taken for granted daily at our 
businesses? Things like our 
location is clean and well-lit, 
gas will always be there, the 
coffee is always hot and fresh, 
the car will run right after we 
touch it. the cashier is well 
trained and courteous, and of 
course all dealers pay the 
same cost for gas.

We know that none of 
these  can be taken  for 
granted. From keeping the 
coffee hot to making sure 
there is gas in the ground 
takes a great deal of planning 
and organization. It is this 
type of work that no one sees. 
It is also this type of work 
that takes up most of our day. 
In today's market place the 
daily “chore” list can take 
eight hours, then we can get 
to the work we planned for 
the day.

Many of the things our 
Association does fall into the 
“take for granted" category.

What we take for granted 
often means more than 

anything else

Most o f  the time the best 
regulations on our industry 
have been those not imposed 
because of intervention by the 
Association. Our industry is 
overseen by almost every 
state agency. The amount of 
proposed regulation is unbe­
lievable. One new proposal 
hits every location right at the 
street price signs.

It has been proposed that 
each county be allowed to 
levy an additional amount of 
gas tax to cover the cost of 
maintaining its highways. 
This would mean that at the 
intersection of 8 Mile and 
Dequindre (where Oakland, 
Macomb and Wayne counties 
meet) the price difference

could be 5 to 8 cents per gal­
lon just due to taxes.

Another scenario could 
be in the outstate area where 
gas volume is low but there 
are many miles of road to 
maintain. The county could 
impose a high tax in order to 
meet their costs.

This type of action would 
create havoc in the gasoline 
business. It would set up a 
potential black market for 
gasoline and a verification 
and tracking nightmare - all 
for the dealer to police. Also, 
the opposite of the desired 
outcome would take place. 
The county with the higher 
tax would lose volume to a 
nearby lower tax county.

causing the higher county to 
raise its tax further, and so 
forth.

We have seen what hap­
pens when this type of action 
is instituted. Cigarette sales 
at the Indiana border is one 
example. We don’t need 83 
county borders for gasoline.

SSDA is working with 
other associations in making 
sure the appropriate decision 
makers are informed about 
this issue. It is a big issue with 
us and one we won’t let rest.

I hope this is another of 
the many regulations that we 
are able to fight off success­
fully so you never have to 
deal with it.

The next time you are 
asked “why should I be a part 
of the SSDA?” just go over 
to a well-lit part of your store, 
pour a cup of hot coffee and 
say “the reason I am a mem­
ber of SSDA is because of 
all the th ings I take for 
granted.”

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

are a wholesaler of tires.
•We are an established business, 

having been in business for over 
20 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 & Tubes, 
Shocks, Struts, Custom Mag Wheels 
and Accessories, all in stock for 
immediate delivery.

CADILLAC WAREHOUSE TROY DISTRIBUTION CENTER SOUTHFIELD WAREHOUSE

(810) 354-9910
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The

Secretary of State
hits the ground running

By A m y Johnston

Last August if you asked the political expert or the 
ordinary citizen who would be Secretary of State in 1995. 
the answer seemed to be an easy one: Richard Austin. Two 
months later political pundits and voters alike were back­
ing away from their first instinct and calling a close race. In 
November. Candice S. Miller was elected Secretary of 
State in a narrow, but solid win over Austin. Not once did 
Miller doubt there would be a new Secretary of State this 
year.

Miller said she has always set her sights on higher 
office. Her track record proves it. She was elected a 
Harrison Township Trustee in 1979, and quickly became 
the youngest and first female Harrison Township Supervi­
sor in 1980. After being re-elected two times. Miller ran 
for Macomb County Treasurer in 1992, and won.

Now just weeks into her new position as Secretary of

Secretary of Slate Candice M iller behind her desk at the  
Treasury B uild ing  in dow n tow n  Lansing.

State, Miller readily ac­
knowledges she has taken 
on a very full plate. She’s 
also quick to say that she is 
a "high energy person" with a great team in place. “ I 
surround myself with good people,” she said.

Miller's high energy has boiled over onto the media, 
legislature and everyday citizens. She has already jump 
started several new programs. It's hard to dismiss that her 
enthusiasm is catching.

“This wasn't just a bunch of campaign lip service." 
she said.

The campaign was just the beginning. Miller now has 
to fill the seat of an impressive predecessor who over two 
decades turned the Secretary of State around. She said she 
has a great deal o f  respect for the last administration but 
the department can always be better. "The biggest room in 
my life is room for improvement." Miller said.

And the first place she wants to start is customer 
service.“ I don't think it’s hokey to say that you pay my 
salary," Miller said.

Since most citizens only have contact with the Secre­
tary of State through the 181 branch offices. Miller said 
she is conducting a site by site survey of all branch loca­
tions to determine the most popular requests and the 
number of customers. She said currently some branches 
are overworked, while others are relatively slow.

Survey results so far show most people visit the 
Secretary of State to renew their vehicle registration. To 
reduce customer lines and make it easier for people to 
register. Miller said she wants to expand on the 
department's register by mail and fax programs.

Miller is also in the early stages of  looking at a pro­
gram which would let citizens renew their registration by 
phone. She said several states, including Wisconsin, al­
ready have such a service.

One of Miller's more prominent ideas though is 
changing the current blue and white license plates.

"We have so many beautiful sites and natural re­
sources we should show off,” she said.

Improving on Michigan plates further. Miller said she 
is working with a state legislator to introduce a bill that 
would allow specialty plates. These plates would cost 
more, but would let citizens show off their school pride 
with college/university plates like MSU. UofM and WMU.

see Secretary of State pg. 2 l
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News Briefs
OSHA delays 
asbestos standards 
compliance

The Occupational Safety 
and Health Administration is 
expected to announce a de­
lay in implementation of the

new asbestos exposure stan­
dards for brake jobs. The 
implementation date will be 
delayed from April 10 to July 
10, 1995.

The de lay  will g ive 
OSHA enough time to issue 
new revisions to the final rule, 
including changes to brake

and clutch repair. OSHA has 
already announced they will 
permit the use of  aerosol 
brake cleaners as full compli­
ance with the new asbestos 
ex p o su re  s tandards .  The 
aerosol cleaner can be used, 
like other methods, to meet 
OSHA compliance.

Dodson returns 
premium 
dividend to 
SSDA members

SSDA has announced 
that the ir  en do rsed  
w orkm ans’ compensation 
program through Dodson In­
surance will be yielding a 
13.5 percent premium divi­
dend.

This program includes 
competitive rates and sched­
uled credits. It also rewards 
businesses owners who pro­
mote a safe working environ­
ment.

Participants will be re­
ceiving their dividends in late 
March.

If you do not currently 
participate with the Dodson 
Workers’ Compensation pro­
gram please call the SSDA at 
(517 )  484-4096.

Visser's
Tank Testing

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

Secondary Containment Line Testing

Call the Best at:

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

TRUST, PERFORMANCE, AND PRIDE!

An alternative to U ST  replacement!
•  Less Down Time •  Fully G uaranteed  •  General C ontractor

• Meets EPA requirem ents fo r  corrosive protection

Call us for a quote 
The R. W. M ercer Company

Jackson  Kalam azoo Grand Rapids Detroit
(5 1 7 ) 787-2960 (6 1 6 )  342-9958 (6 1 6 ) 453-7444 (8 1 0 )  758-2836
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Southeast 
Michigan 
redesignated by 
EPA

On February 13, 1995 
EPA Adm inistra tor Carol 
Browner announced in De­
troit the agency's approval of 
Southeast Michigan’s appli­
cation for redesignation. This 
approval by EPA m akes 
Southeast Michigan the first 
major metropolitan area to 
achieve ozone attainment sta­
tus following implementation 
of the Clean Air Act of 1990.

Among o ther  factors, 
Detroit’s ongoing AET test­
ing program played a vital 
role in this redesignation ef­
fort.

In other news, the cen­
tra lized  A ET program  
planned for Western Michi­
gan has been put on hold by

the Engler administration 
p en d in g  a t ta in m e n t  
redesignation by the EPA.

Jobs Commission 
becomes state 
department

Governor John Engler 
recently signed an executive 
o rd e r  p ro v id in g  fo r  the 
Michigan Jobs Commission 
to become a permanent ex­
ecutive department.

“Making the Michigan 
Jobs Commission a depart­
ment underscores my com­
mitment to create even more 
good jobs for M ichigan,” 
Engler said. “In less than two 
years, the Jobs Commission 
has developed into the only 
com prehensive state eco ­
nomic and work force devel­
opment agency in the coun­
try.”

Tracer Tight® No Down Time 
Tank and Pipeline Leak Tests

No interruption of service.
No overfill; no topping off tanks.

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

Detects and locates leaks as small os 0.05 gph.
Third party evaluations surpass EPA 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 T igh t Leak Detection Affiliate

Thomas S. Brown
P.O. Box  1025 
Evan, Ml 49631 

A New Day  (616) 734-2363
A Better Way  (616) 734-2055 (Fax)

CALL US NOW AT 800-837-4336 
TO PLACE YOUR ORDER.

Mix your own 
55-gallon drum of 
Concentrated Soap 
for $139.00
New breakthrough in chemical formulation 
allows us to offer you the most 
concentrated 7 gallons in the 
industry.

Order 4 or more 
SUPER PAKS® and
the shipping is 
FREE!!
After 28 years o f 

formulating 

top-quality 

p g fl chemicals for 

the car wash 

industry, S/S 

Car Care 

offers the 

strongest 

guaranty in 

the business.

SATISFACTION 

GUARANTEED!

M ix a 7 -gallon SUPER PAK®  with 48 gallons o f water to make a M  
55- gallon drum o f highly concentrated car wash chemicals. M

S S Car Care
5 3 4 0  M a y f a i r  R oa d  
N o r th  C a n t o n ,  OH 4 4 7 2 0
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Environmental Update
Dyck Van Koevering, SSD A-M l

Food service is one of 
the fastest growing additions 
to service stations nation­
wide. With this type of busi­
ness comes extra licensing 
requirements for the owner/ 
operator.

Both the Michigan De­
par tm en t o f  A g r icu l tu re  
(M DA) and the Michigan 
Department of Public Health 
(MDPH) have a hand in the 
regulation of  food service

Make sure you have the right 
license for selling food

establishments. In most cases 
you will need a license from 
only one or the other. What 
and how much you sell will 
determine which department 
will license your location.

In determining the per­
centage of sales, you only 
compute sales of grocery and 
direct consumption items. 
Beer, wine, liquor and gas are 
not included in this calcula­
tion. If more than 50 percent 
of your total sales are grocery 
items (cereals, canned goods, 
etc.) and you do not provide 
seats for customers, you need 
only to apply for a “Food Es­
tablishment License” from 
MDA. If more than 50 per­
cent of your total sales are 
direct consumption items 
(hot dogs, sandwiches, do­
nuts, etc.) or you provide 
seats, then you will be li­
censed by MDPH. which is­
sues a "State Food Service 
License.”

Those cases where an 
owner would have licenses 
from both departm en ts  
would be limited mainly to 
situations where a dealer first 
opened a c-store, and later 
added a lunch counter. In 
such a situation, the dealer 
would keep his MDA Food 
Establishment License for 
the c-s to re ,  and MDPH 
would issue a State Food 
Service License for the lunch 
counter.

If you need an MDA 
Food Establishment License, 
the process is as follows:

1. C ontact the MDA

Regional office nearest you. 
If you do not know where 
that is, or can not find it in 
the phone book, contact the 
MDA Food Division office in 
Lansing at 5 17/373-3333 for 
the number.

2.During that conversa­
tion you can make arrange­
ments for an MDA inspector 
to visit your location, and an 
informational packet to be 
sent to you. Inspection of 
your location is a prerequi­
site to obtaining an MDA li­
cense, unless you are chang­
ing ownership of an already 
inspected location.

MDA Food Establish­
ment Licenses cost $15 for 
locations of 1,000 square feet 
or less, and $52 for locations 
of more than 1,000 square 
feet. Licenses are good for 
one year, with a March 31 
renewal and billing cycle. 
MDA randomly inspects li­
censed locations.

Should  you need a 
MDPH State Food Service 
License, follow these steps:

1.Contact your local 
county public health depart­

ment.
2.Again, you will need 

to arrange for an inspector to 
visit your location to deter­
mine what you wish to sell 
and what food service ma­
chines you will be operating.

Your license fee will de­
pend on the location of your 
store and square footage, and 
varies from $50 to $400. 
MDPH licenses are good for 
one year, with an April 30 re­
newal and bill ing  cycle. 
MDPH inspects licensed fa­
cilities every six months.

For those falling under 
the M DPH o pera ting  in 
Wayne or Livingston Coun­
ties, there are additional re­
quirements. For locations in 
Wayne and Livingston Coun­
ties, excluding the City of 
Detroit, the county public 
health departments require 
that one person from each 
location complete the Michi­
gan Food Service Manager 
Certification Program. The 
program consists of a 16-20 
hour class and final exam on 
food service management. 
Those passing the course re­

ceive a “Michigan Food Ser­
vice Manager Certification” 
that is good as long as the 
certified person remains in 
the food service business. 
This program certifies the 
person, not the location, and 
is thus transferable as the per­
son moves between employ­
ers. The Michigan Food Ser­
vice Manager Certification 
Program costs $ 125 per per­
son in Livingston County, and 
$199 per person in Wayne 
County. Contact your local 
county public health depart­
ment for dates and times of 
the program . In Wayne 
County call 313/961-1800 
and in Livingston County call 
517/546-9850.

For those locations op­
erating within the City of 
Detroit, the city public health 
department requires that all 
employees working with the 
food served obtain a “Food 
Handler's Card.” To obtain 
the card, employees must at-

see Food pg. 21

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

OVER 50 YEARS SERVING THE OIL INDUSTRY
• Petroleum Equipment Experts
• Service Station Maintenance
• Certified Tank Testing “Petro Tite”

Tank Lining “Glass Armor Epoxy”
• Tank Sales Installation and Removal
• State Required Overfill and Overspill Sold and Installed
• Pump Installation Sales and Service
• Distributor -  Tokheim, Opw, Red Jacket, Gasboy, Emco 

Wheaton, EBW
(8 1 0 ) 335-9285 Pontiac, Michigan 
(810) 547-4477 FAX (810) 335-6767

THE ONE COMPANY.

MEMBER

PEI
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Membership

Survivorship pays; 
MUSTFA still in limbo

Terry Burns, SSD A-M I

Survivorship
An article in the Decem­

ber 17 issue of the Detroit 
Free Press proved again the 
value of the SSDA. The ar­
ticle detailed the termination 
of a dealer’s franchise upon 
the death of the franchisee. 
Therefore, disallowing the 
spouse to continue operating 
the location. That action is 
exactly what the Federal law 
permits. However. Michigan 
law permits the franchisee to 
designate a successor. This 
law, adopted in 1990, is due 
to a substantial effort by the 
members of SSDA. Specifi­
cally under this law you can:

Designate a surviving 
spouse, ch ild , step ch ild , 
son-in-law or daughter-in- 
law as your beneficiary for 
the station if  you die. In 
addition, you may desig­

nate a secondary benefi­
ciary.

Transfer (se ll) your  
franchise to a third party, 
with the company holding 
the right of first refusal ex­
cept in the case o f family 
members (spouse, children, 
ste p c h ild r e n , in -la w s)  
where the company has no 
right of refusal.

This legislation is taken 
for granted by many dealers, 
but without it the above oc­
currence would be common­
place. This was an issue well 
worth fighting for. It exem­
plifies the Association’s com­
mitment to Michigan dealers.

If you have not filled out

a survivorship form, now is 
the time. Members who need 
a survivorship form please 
call the SSDA at (517) 484- 
4096. The time you take to 
fill it out will be well spent. 
The five minutes it takes 
could have changed the en­
tire outcome of the station 
profiled in the paper.

MUSTFA
At the time of this writ­

ing no decisions have been 
made regarding MUSTFA. 
However, the number of pro­
posals are endless. The pro­
posals range from totally dis­
continuing the program to 
asking for an additional 3

cents per gallon tax to fully 
fund the present program.

The climate in the legis­
lature does not lend itself to 
the 3 cent gas tax increase, 
so som e  type  o f  m id d le  
ground is expected. The op­
tion selected most definitely 
will include private insurance 
along with state participation.

Also proposed by the 
DNR is a clean-up standard 
change. This change would 
include a risk based approach 
to clean-ups with more ac­
c e p ta b le  s tan d a rd s .  T h is  
would expedite clean-ups and 
give owners/operators more 
options in determining how 
they can handle their sites.

Hearings are to be held 
beg in n in g  M arch  14 and 
members will be notified on 
the progress of this very im­
portant issue.

The Oscar W. Larson Co.
Since 1944

M E M B E R

T h e  ONLY PEI
C o m p a n y  You N e e d

•2 4  HOUR SERVICE

• PETRO-TITE TANK TESTING

• US UST UNDER FILL TANK 

TESTING

• SALES AND INSTALLATION 

'  TANK CLEANING

- TANKS AND DISPENSERS 

•A IR  COMPRESSORS 

•CANOPIES 

•AUTOMOTIVE LIFTS

• ELECTRICAL CONTRACTORS

• LUBE EQUIPMENT 

•CARD READERS

•TANK INVENTORY SYSTEMS

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

390 Multi-Grade  
Dispenser with O utdoor card 

Processing Terminal

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

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
m em ber

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

Dealer cuts price
SSDA member gives a 

great deal on gas to WMU fans

One of dealer Mert Frost’s 
regular customers turned to 
him while she was pumping 

gas February 4 and said "Mert you're 
crazy!” The many customers who sat in 
their cars in a line that stretched through a 
shopping center parking lot weren't 
questioning Frost’s sanity, they were just 
waiting to save almost 50 percent on a 
fill-up.

Frost, a longtime SSDA member, 
joined with Western Michigan University 
as the official sponsor of the big WMU vs. 
Central Michigan University basketball 
game on February 4. And he made a deal 
with fans. Frost promised to sell gas from 
4:30-6:30 p.m. for a price per gallon that 
was equal to the number of points CMU 
scored. The final score of the game:
WMU 71, CMU 54.

Cars were lined up 40 minutes before 
the promotion began at Frost's two 
Kalamazoo locations. The lines never let 
up. Frost said he and his son, and partner, 
Jack had to cut off the line or they 
would’ve been selling gas for 54 cents 
long into the night. They were pumping 
1,500 gallons an hour.

S S D A  m em ber M ert Frost

Vehicles pack face to face in the pum p in g  area at Frost S tandard on W. M ain  Street in 
Kalamazoo. M ert Frost said he sold 1,500 gallons o f gas an hour d u ring  the two hour 
prom otion.

C ustom ers line up  
outside o f M ert Frost's 
station on M ichigan  
A venue in dow ntow n  
Kalamazoo on February 
4, after Western 
M ichigan U niversity  
beat Central M ichigan  
U n iversity  in basketball 
71 -54. Frost sold gas 
from  4:30 - 6:30 p.m . 
for 54 cents per gallon - 
equal to the num ber o f 
points C M U  scored. 
Shortly  after 4 p.m . cars 
were already form ing  a 
line the length o f two  
c ity  blocks.
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S S D A  m em ber M ert Frost show s his W M U  pride at h is s ta tion  on 
W. M a in Street in Kalamazoo. The Bronco's w in  over C M U  gave  
fans 54 cent gas courtesy o f M r. Frost. Cars lined up  at both the  
W est and  East sides o f the sta tion  to take advantage o f  the great deal.

For Sale
An automotive service 
center with more than 
$2.5 million in sales 

annually

Priced at $1.25 million 
plus inventory

Qualified buyers only 
Brokers welcome

Call 1-800-700-2839

CSS - Midwest

2270 Elizabeth Lake Rd.
Waterford, Ml 48328 

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

SOFTWARE DESIGNED 
FOR THE RETAIL 

GASOLINE INDUSTRY 
OFFERING

Cash Register/Pump Interfacing 
C-Store Inventory 

Payroll 
Accounts Receivable 

Accounts Payable 
Daily Over/Short 

EPA Gasoline Reconciliation 
Repair Order Generation 

Parts Inventory
General Ledger 

On-Site Training 
System Upgrades

Further Enhance Your 
Operations with 

Windows, 
Wordperfect 

and Lotus

Consulting and 
Training Available
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Law Talk
Mark Cousens, SSD A-M l Legal Counsel

Don't waste chance to 
use PMPA as your tool 

for change
The am en d m en ts  to 

PMPA accomplish a number 
of long needed changes to the 
Act. The statute is still far 
from perfect. But these modi­
fications have the potential 
for providing dealers with 
better opportunities to pre­
serve the investment in their 
bus inesses .  A m ong  the 
changes is an addition to a 
crucial definition section. 
That fix will permit the states 
to prevent some of the more 
outrageous impositions on 
dealers.

As originally adopted, 
PMPA was intended to be the 
sole law regulating the rela­
tionship between dealers and 
suppliers. The U.S. Constitu­
tion permits Congress  to 
adopt laws that supersede 
those of the states. Congress 
often does so. preempting 
state laws that are in conflict. 
On the whole, this system 
works well. It prevents the 
states from canceling Federal 
law by adopting laws that are 
not as strong. For example, 
Congress has adopted laws 
regulating the content of cer­
tain foods. The states cannot 
pass laws that permit includ­
ing substances that Congress 
has forbidden.

As applied to PMPA, the 
Courts have found that the 
Act completely preempts all 
state law dealing with termi­
nation and non-renewal of 
franchises. Thus various state 
laws that attempted to limit 
the right of a supplier to end 
a franchise are unenforceable 
to the extent that they are dif­

ferent than PMPA. This has 
resulted in the invalidation of 
some outstanding state laws.

For example, an excellent 
Virginia statute was found to 
be preempted and unenforce­
able. The statute regulated a 
number of franchise terms, 
including rent (which was 
required to be “commercially 
reasonable” ). But a restric­
tive court decision found the 
statute void. The court found 
that the statute restricted the 
circumstances under which a 
franchise could be te rm i­
nated. PMPA did not require 
that rent be reasonable, only 
that the rent amount be de­
termined in "good faith" and 
the "normal course of busi­
ness.” Hence, under PMPA, 
rents can be outrageously 
high. But the high rents are 
permissible if the rent was not 
adopted for the purpose of 
forcing the dealer out of busi­
ness and was determined in a 
non-discriminatory manner. 
However, the Virginia stat­
ute added an additional re­
striction. And the court con­
cluded that the restriction 
actually limited the ability of 
a franchiser to terminate or 
non-renew a franchise.

Many readers of the de­
cision were appalled at the 
court’s reasoning. It extended 
preemption in a manner that 
few could defend. Yet the 
decision stands as an example 
of how PMPA has been con­
strued against dealers. And, 
without Congressional assis­
tance, it would make impos­
sible state regulation of fran­

chises.
Few dealers would argue 

that franchise regulation is 
needed. PMPA has been no 
help in resolving many prob­
lems dealers face. Rents have 
escalated out of sight. Many 
dealers have no control over 
the hours their facilities must 
be open. Dealers are some­
times required to post mas­
sive amounts of  cash with 
their suppliers as "security." 
These deposits are usually 
kept without interest. They 
amount to free loans to the 
suppliers. These are but a few 
of the numerous legitimate 
com p la in ts  dea le rs  have 
about franchise terms.

States have regulated 
franchise terms in other in­
dustries. There is no reason 
why states should be shy 
about protecting dealers. And 
the PMPA amendments may 
permit that regulation.

The am endm ents  add 
new language to the defini­
tions section. A dea lers  
“fa ilu re” can no longer in­
clude a failure to comply with 
a franchise provision that is 
illegal or unenforceable un­
der state law. This language 
is intended to permit the 
states to determine whether 
a dealer s treatment is fair. As 
written, the drafters explain 
that states will now be able 
to determine when rents are 
no longer fair or reasonable; 
when hours are excessive; 
when deposits are unreason­
able. The changes license the 
states to regulate franchises. 
This is a long overdue

change.
There is some consider­

able  irony here. W hen 
adopted, PMPA was intended 
to even out regulation of 
franchise termination and 
non-renewal. The idea was to 
get the states out of the busi­
ness of dealerregulation. But 
we have had a decade and a 
half of restrictive construc­
tion of the Act. So we must 
now return to the states for 
help.

Michigan dealers can 
hope that the legislature will 
view their problems with 
sympathy. But we have a lot 
of work to do in order to gain 
the attention of representa­
tives and senators. We can­
not hope to simply present a 
bill regulating rent or hours 
and have it adopted, much 
less signed by the Governor. 
We must be prepared to ex­
plain how suppliers have 
taken advantage of dealers; 
how rents have been used as 
a tool to control prices; how 
hours have been imposed on 
dealers to the extent that that 
dealers operate at a loss at 
times. We cannot hope to ac­
complish all our goals imme­
diately or even soon. But the 
PMPA amendments have 
provided us with a tool that 
was not previously available.

We have a lot of work 
ahead of us. But we now have 
an opportunity to resolve 
dealer problems that the law 
withheld before. We should 
not waste this chance.
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Business Focus
Larry Wright, L. A. Wright, Inc.

Tidbits from taxes 
to computers

Irony of federal deficit

The in c red ib le  th ing  
about the federal debt is that 
we actually got into this ter­
rible shape by buying from 
the lowest bidder.

U.S. taxes not the highest

SSDA members, here's 
one item you should not share 
with your employees. The 
Tax Foundation, an outfit 
which tracks taxes of  all 
types, learned recently that 
the U.S. taxpayer spends 
33.4 percent of their personal 
income on a variety of tax 
levies.

Five other highly indus­
trialized nations make larger 
forays into their taxpayer's 
wallets. It may help you feel 
a little better to know that 
Japan obtains 33.9 percent of 
its taxpayer s income, Britain 
hits its subjects for 40.2 per­
cent of  their income. Our 
Canadian neighbor removes 
43.8 percen t o f  an 
individual’s income for a va­
riety of levies, while Germany 
nips its taxpayers for 44.9 
percent and France fleeces its 
taxpayers for 49.1 percent of 
their income each year.

It takes longer now 
to pay taxes

The Tax Foundation fig­
ures each U.S. taxpayer  
worked until May 3 to pay off 
their tax obligations. Conse­
quently. it may interest you 
to know that in 1913. when 
the scorecard started, taxpay­
ers worked until January 30 
to pay their tax obligations. 
The “tax freedom" date has 
been extended every year. 
Using this basis of taxation, 
it would appear that we could 
eliminate our taxes by taking 
the first four months off each 
year.

It would appear that our 
government’s finances are 
being greatly influenced by 
economists, and according to 
George Bernard Shaw, “if all 
economists were laid end to 
end. they would not reach a 
conclusion.”

Unemployment rules 
change

Millions of  Americans 
aren't working but thank 
God. they have jobs!

MESC Reforms change 
the formulas.

The Michigan Employ­
ment Security Commission is 
realigning the methods by 
which you will report, and 
they will pay. future unem­
ployment benefits. In a recent 
publication by the indepen­
dent Accountants Associa­
tion of Michigan, the new 
MESC guidelines and, con­
sequently some of the old, 
were reviewed. Some of the 
significant changes that you 
can look for are:

1. BASE PERIOD: Rather 
than qualifying on the basis 
of the most recent 52 weeks, 
the base period will be the 
first four of the last five com­
pleted calendar quarters. If a 
person is unable to qualify on 
that basis, then the last four 
completed quarters will be 
considered.

2. QUALIFYING WAGES: 
Rather than using a minimum 
of 20 credit weeks, wage 
records will use the total base 
period earnings. A person 
must earn at least one and a 
half times the high quarter

wages to qualify. (In other 
words, claimants must have 
earned at least $900 in their 
high quarter and a total base 
period earnings of $ 1.350 to 
qualify for unemployment 
benefits.) The (AEQ) Alter­
nate Earnings Qualifier will 
co n t in u e  as an a l te rn a te  
means of qualifying. How­
ever, earnings will be re ­
quired in at least two calen­
dar quarters.

3 .  W EEK LY  B E N E F IT  
AMOUNT: Rather than us­
ing 70 percent of after tax 
earnings, MESC will use the 
calculation of 4.2 percent of 
the high quarter earnings plus 
$6 per dependent (up to five 
dependents). This is a weekly 
benefit calculator. The maxi­
mum will be the same as un­
der the current law which is 
frozen at $293 per week at 
least until the end of 1996.

4 .  BENEFIT DURATION: 
Rather than 75 percent of 
credit weeks (subject to a 
m axim um  o f  26 w eeks) , 
MESC will use 40 percent of 
the base period wages d i­
vided by the weekly benefit 
amount (subject to the same 
26 weeks maximum).

5. BENEFIT CHARGING: 
Rather than charging in in­
verse chronological order, 
the separa t ing  em p lo y e r  
(who pays at least $938 or 
seven time the weekly ben­
efit amount) will be charged 
with the first two weeks of 
benefits and the base period 
employers will be charged 
proportionately for any re­
maining benefit payments.

Want better com puter 
management?

There is no such thing as 
a perfect solution. Every so­
lution. no matter how good, 
creates new problems. And 
so it goes with your problem 
solving computer.

When you become frus­
trated with the performance 
of your computer, have you 
asked yourself how you can 
better manage time perfor­
mance? Here are some sug­
gestions for improvements, 
courtesy o f  "C om m unica­
tions Briefing.”
1. Leave the com pu te r  on 
during the work day. Time 
spent waiting for your start 
up software to load is time 
wasted.

2. Use a screen saver to avoid 
“ghost images.”

3. Combine tasks within the 
same program or use an all- 
in-one “W orks” program. 
Switching among different 
applications wastes time.

4 . When possible, save all 
your word processing for a 
single session. The same goes 
for the other programs that 
you use regularly.

5. Use templates for repetitive 
tasks. Prepare a document 
the way you want it and make 
copies to use as templates for 
the next letter, fax, etc.

see Business Pg. 22
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Q. What can the SSDA do for me? SSDA
Service Station Dealers Association

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

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

•  R egular updates on leg isla tive , regulatory and m em bersh ip  issu es  through Service M onthly  
n ew sletter  and Service Q uarterly m agazine.

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

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

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

•  G ive you  ad d itional prom otional p o in ts toward Tire W holesalers program s, as a Tire 
W holesalers custom er and S S D A  m em ber.

•  H ost an annual con ven tion  each year filled  w ith  b u sin ess  advantages and entertainm ent.

•  Protect your in terests by h av in g  a S S D A  representative on the M USTFA P olicy Board.

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

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

•  Invite you  to join  a netw ork o f hundreds of other dedicated p rofession a ls in the industry w ho  
can h elp  w ith  advice and support.

• The SSDA can provide you with the knowledge you need and the savings you want.

Please send the application below to S S D A , 200 N . Capitol Su ite  420, Lansing, M l 48933

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

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

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

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

C it y : ________________________________________________________  MI Z i p : ___________________  P h o n e : ( )

C o u n t y : --------------------------------------------------------------------------------------------  T y p e  o f  o w n e r s h ip : □  C o r p o r a t e  □  N o n - c o r p o r a t e

SO LE PROPRIETORSHIP PARTNERSHIP

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

P l e a s e  c h a r g e  m y  m e m b e r s h ip  t o  m y  MC o r  VISA ( p l e a s e  c i r c l e  o n e )  c a r d  #  a n d  e x p . d a t e

P l e a s e  B il l  M e

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

_____  $41 monthly (electronic banking) ---------  $25 monthly (electronic banking)

--------  $480 annual payment ---------- $250 annual payment

Add $120 per station after four stations.

Signature Date December 1994 SQ



Member Briefs----------------------

L et’s do lunch

Dealer C hris D em o's sta tion  
sign  in Clare.

SSDA members add sandwich shops 
fo r increased sales

The term "gas station" hardly describes the businesses 
of many SSDA members. Dealers are adding or expanding 
c-stores and upgrading bays. And as part of the newest 
trend, they’re adding fast food restaurants. SSDA member 
Chris Demo opened his Subway restaurant the first of the 
year and fellow member Tim Mariner opened a Blimpie 
Restaurant right before Christmas. Mariner said c-stores 
and fast food restaurants go economincally hand in hand. 
“ It’s much less expensive to do one in a c-store.” Mariner 
said. "A lot of your fixed expenses are already there."

Dealer T im  M a rin er 's  sta tion  
sig n  in D u tto n , ju s t  so u th  o f  
G rand Rapids.

Tanya  
H atm aker, 
m anager o f 
Tim  M a rin e r’s 
Blim pie  
restaurant, 
prepares a 
sandw ich. The  
Blim pie  
restaurant is 
inside M r. 
M a rin e r’s c- 
store and  
offers three 
booths for in ­
store eating. 
N e x t to 
sandw iches  
and  soups, the 
restaurant 
also serves 
breakfast.

The sign  says it all. C hris D em o's M ara thon  sta tio n , right o ff  the 
h ighw ay in Clare, fea tures a S u b w a y  restauran t w ith  in-store d in in g , 
an ice-cream shop, self-serve food item s, like hotdogs as w ell as a 
com plete c-store. M r. D em o also recently added a bank machine.

S S D A  mem ber Chris D emo's S u bw ay restaurant blends in w ell w ith  h is sta tion , w hile  
m aintain ing the Subw ay id en tity  w ith  employee uniform s, neon signs and m enu boards. 
The restaurant offers the com plete Subw ay m enu. S S D A  Board M em ber Tim  M ariner at the coun ter o f 

his B lim pie restaurant in h is BP sta tion  in D u tto n .

S e r v ic e  Q u a r t e r l y  I s t Q u a r t e r , 1 9 9 5
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New Members____
The Service Sta tion  D ealers A ssocia tion  o f  M ich igan  w ould  like 

to w elcom e the fo llo w in g  new  m em bers. These dea lers are jo in in g  
hundreds o f  o thers who realize that together we can ensure the  
success o f  the independent gaso line  retailer.

•Russel Banks. Banks Oil, 
Lincoln Park. Mr. Banks has 
been a Marathon dealer since 
1970. His station, which in­
cludes a self-serve c-store, is 
located in what Banks calls a 
“very supportive neighbor­
hood" near Detroit. He said 
the market climate in his area 
is constantly changing, and 
that is one reason he joined 
SSDA. Mr. Banks said he 
joined to stay on top of all the 
new laws, especially in the 
environmental area. "There's 
no other representation for a 
dealer period," he said.

•David Flannery, Flannery’s 
Mobil Serv ice ,  P leasan t 
Lake. Mr. F lannery  has 
owned his Mobil station with 
repair bays for eight years. He 
said he really likes the rural 
community of Pleasant Lake 
because it is nice and small.

Mr. Flannery joined SSDA to 
take advantage of the Blue 
Cross health insurance pro­
gram and other member ben­
efits.

•David Taylor, 13 & Crooks 
Sunoco, Royal Oak. Mr. Tay­
lor started working at his 
Sunoco station as a “gas 
jockey” 14 years ago. He has 
owned the location for four 
years, and in that time he said 
they have tripled gas and re­
pair sales. His station is an 
Ultra Service Center fran­
chise with a c-store, repair 
bays and eight nozzles. He 
said he joined SSDA because 
he was impressed with what 
the Association was doing for 
dealers throughout the state. 
“Everybody I talked to could 
say no th ing  bad about 
SSDA,” he said.

In Memory of
Our hearts go out to the following men and their 

fam ilies and friends.

AI Polich, 83, of Warren 
died February 1, 1995. Mr. 
Polich was a member of 
SSDA since 1948.
John Berezny, 69, of Flint 
died February 13, 1995. Mr. 
Berezny was a member of 
SSDA since 1951.

Jim Griffin, 68, of Madi­
son Heights died February 
13, 1995. Mr. Griffin was a 
mem ber o f  SSDA since 
1988.
Gregory Davis, son of Shell 
dealer Willie Davis of De­
troit.

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
U N D E R G R O U N D  S T O R A G E  T A N K  
L E A K  D E T E C T IO N  S P E C IA L IS T S  

30198 Dequmdre 
Warren. MI 48092

(3 13 ) 751-2248

S E R V I C E

P u b l i s h e r Q U A R T E R L Y  E d i t o r

Terry Burns Amy Johnston

Terry B um s Executive D irector
Am y Johnston D irector o f  C om m unications &

C onventions
D enise Bernw anger M em bership Services/B lue Cross
D yck Van K oevering M em bership Services
J uli C ham berlin  B yington Executive A ssistant

W illie C allow ay M arketing R epresentative
G eorge R obb M arketing R epresentative

Board of Directors

Officers

President 
Dennis S idorksi 
J& S. Shell 
(313) 994-0373

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

3rd Vice P resident 
David C ornish 
Zeeb R oad A m oco 
(313) 769-0845

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

Executive Com m ittee

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

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

Philip B ucalo 
New Five Shell 
(313) 464-3323

Eric Evenson 
Evenson Ent.
(313) 455-2636

Gary Fuller
12 & E vergreen Shell
(810) 358-2087

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

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

Ed W eglarz 
Hunter &  O ak A m oco 
(810) 646-5300

D irectors

M ark Am broziak 
W ixom 1-96 Shell 
(810) 349-9900

Keith Anderson 
Anderson Service Center 
(517) 832-8895

W arren Barrone 
University A moco 
(517) 351-0770

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

R eg B inge 
Binge's L im ited 
(313) 792-0430

Rich Bratschi 
Lake L ansing M obil 
(517) 484-2300

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

Pete D oneth 
Fenton Hill Shell 
(810) 750-0300

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

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

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

T im  M ariner
M ariner Petroleum  C om pany 
(616) 538-7990

Darrell M arx 
M arx Auto Care Inc.
(810) 553-2662

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

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

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

Dennis Pellicci 
D & M  P e l l i c c i  E n t .

(810) 852-2191

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

Keith Souder
Souder's Service Center, Inc. 
(517) 773-5427
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Secretary of State from pg. 9 Food from pg. 12

The proposed specialty plates also include 
one with a view of the Mackinac Bridge. 
Miller said it has not yet been decided where 
the money raised from specialty plates 
would go.

While vehicle registration is the most 
visible function of the Secretary of State, it 
is not the only job Miller has her mind on.

“People will see me cheerleading in 
different areas,” she said.

The Bureau of Automotive Regulation 
falls in Miller’s lap. She said she has no 
immediate plans to make changes in that 
bureau. She is, however, interested in 
feedback, especially from members of the 
Service Station Dealers Association. Miller 
said open communication with involved 
citizens, like SSDA members, is the best 
way for her to guarantee she is doing her 
job right.

The Secretary of State also oversees 
the Bureau of Elections. Miller said this is 
an area she takes very seriously and she will 
be aggressive on election laws no matter 
what political party is affected.

“All partisan politics will be kept out of

the election process,” she said.
There is nothing wrong with Political 

Action Committees, Miller said, as long as 
the public has access to campaign finance 
reports. She said the public has a right to 
know who is giving to campaigns and how 
much they are giving.

Then there are the “fun” parts of her 
job, like overseeing the Bureau of History, 
which is responsible for historical markers, 
the state archives, as well as the Michigan 
Historical Museum and all o f  its satellite 
locations. She said it's disturbing that 
most citizens have never visited the multi- 
million dollar Michigan Historical Library 
and Museum in downtown Lansing. In an 
effort to draw people in. Miller said her 
department will help coordinate the grand 
opening of the 20th Century exhibit at the 
museum —  the first grand opening at the 
facility since it opened in 1989.

In looking back on her own cam­
paign, Miller said it was actually a lot of 
fun. With the constant encouragement of 
supporters, she said she knew all along she 
would be the next Secretary of State.

tend a one to two hour class 
given by the City of Detroit 
Public Health Department. 
The cost o f  the class is $5. 
Again, this card, which is re­
issued yearly, certifies the 
person, not the location, and 
is thus transferable as the per­
son changes em ploym ent. 
For times and dates call 313/ 
876-4140.

SSDA also contacted 
the Public Health D epart­
ments o f  Kent, M acom b, 
O a k la n d ,  W ash tenaw , 
Ingham. Muskegon, Berrien, 
and Grand Traverse counties, 
none of which require any ad­
ditional certification or li­
censing at this time.

If you have any ques­
tions or comments regarding 
this issue, please call the 
SSDA at 517/484-4096.

ALL SUPPLIERS 
ARE NOT 

CREATED EQUAL

Com pare us against your current 
supplier. W e  at Eby-Brown would  
appreciate the opportunity to  
prove ourselves to  you. W e  
w an t to becom e your chosen  
supplier of value-added products  
and services.

EB 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

Royal Equipment 800-526-1508

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

For more information on how to get a free promotional kit 
for your car wash, contact

TURTLE WAX 
PROMOTIONAL SIGNAGE KIT

S e r v ic e  Q u a r t e r l y  I s t Q u a r t e r , 1 9 9 5
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Dealer from pg. 6

Pam has become an important part of the business. It's a 
good thing she enjoys the work, because there’s no tearing 
Jerry away from it.

“This is what he loves to do." Pam said.
Jerry passes along this affection for his work to em­

ployees and customers. He feels it's important to give 
employees a reason to want to work. Jerry offers his 
employees Blue Cross insurance through the SSDA, 
flexible scheduling and a tuition reimbursement program 
for any kind of post high school education. In taking that 
extra step for employees, Jerry recently took care of 
mechanic Bill Groves' two daughters when Groves’ and 
his wife went to Las Vegas courtesy of a Tire Wholesalers 
distributor promotion. Jerry and Bill earned enough points 
for the Vegas trip with help from the SSDA/Tire Wholesal­
ers program which gives extra points to SSDA members.

Customers also get Jerry s undivided attention, and 
most of the time they don’t even know it. “I sit here with 
my office door open so I can hear what people are saying,” 
he said. "In the garage if you just listen you can get a feel 
for what people are most often bringing their cars in for. I 
think the customer tells you what you should be doing.”

Customer response must be great, because Jerry is in 
the process o f  hopefully opening a new location near Port 
Huron. He said while it’s a chance for himself to grow, it’s 
also an opportunity for his best employees to branch out 
and play an important role in the business.

Next to employees and customers, Jerry said another 
reason for his success is membership with SSDA. "We all

have to have our own organization that will better our 
industry and that is dedicated to our survival,” he said.

Pam looks at the SSDA as a team approach that is 
essential in today’s marketplace. “You can not stand alone 
in this world today,” she said. “You have to contribute to 
your environment. This is a team world.”

Jerry, who has been a member since the mid 1970’s, 
added, “If it wasn't for the dealers association we wouldn’t 
have a voice in Lansing, we wouldn’t have PMPA, we 
wouldn't have survivorship, we wouldn't have reasonable 
workers’ compensation...”

After reflecting on his career in the gasoline retailing 
industry, Jerry is ready to give the grand tour of his station. 
He starts by showing off the coolers he built himself 
because money was tight; then he walks over to the coffee 
bar which has been reworked more than once to meet 
customer needs; after pointing out the six pump islands 
outside, he walks through a door into the repair area which 
is complete with oil change pits, diagnostic equipment and 
rows of tires. You can see his pride in knowing he built this 
successful business himself, with help from Pam, employ­
ees, customers and the SSDA.

The SSDA is proud to have innovative businessmen 
like Jerry Armstrong as members. Jerry demonstrates the 
sharp mind, professional attitude and love fo r  the industry 
that is so prevalent in all our members. On the side, Jerry 
is also a distributor fo r  Compatible Software Systems and 
a Service Quarterly advertiser.

Business from pg. 17

6. Upgrade your equipment. 
Buy more ram or a faster 
computer, with two to four 
megabytes of ram you can 
work in only one program at 
a time. With e ight to 10 
megabytes, you can run sev­
eral different programs at the 
same time and switch back 
and forth as needed. Also, 
upgrade to faster computers. 
Switch to laser printers and

Let Us Help You 
Take C ontro l o f Your 

E nv ironm en ta l P ro jects

learn to build forms for inter­
nal use and a smoother op­
eration of your business.

If you have not yet com­
puterized, computerize.

Remember that “if you 
don’t know where you 're  
going, you might end up 
where you’re headed” Dr. 
Rod Gilbert.

Knowledge • Experience  • Com m itm ent

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

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

• T ec h n ic a l D rilling  
S erv ices

• S a m p lin g /A n a ly tica l

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

• E n viron m en ta l 
C o m p lia n ce /O p era tio n s  
A u d its

• U nderground S torage  
Tank S erv ices

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

We Are Builders.

4

Hard hats. Worn gloves. 
Mud on our boots. We 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 ental. 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.
C all 1 .3 1 3 .6 8 4 .1 2 1 5 .

Parks Omega

The Total Compliance Company
4901 McCarthy Drive, M ilford, M l 48381 
Phone 313 684 1215 Fax 313 684 1929

2 2 S e r v ic e  Q u a r t e r l y  I s t Q u a r t e r , 1 9 9 5

S uperlot
ENVIRONMENTAL C O R P

Corporate Offices:

2201 Wolf Lak e  Road. M uskegon 49442-4845



Supplier Spotlight 
R o y a l  E q u ip m en t
Car wash supply company cleaning up after only 5 years

from 15 to 30.
Reijonen and Brueck 

know this kind of success 
is not just good luck. They 
pride themselves on a di­
verse product line and cus­
tomer service that backs 
up their commitment to 
quality. “Service is our 
main focal point. If 
there is a problem with 
a car wash we want it 
handled as soon as pos­
sible,” Reijonen said. 
Royal Equipment represen­
tatives call every customer 
once a week to see if there 
is an y th in g  they  need, 
whether it be a refill on soap 
or repairs. “We never leave 
the customer in a lurch,” 
Reijonen said.

Royal is an exclusive dis­
tributor of the Mark VII line 
o f  self-serve and touch-free

S ta n  B rueck, left, a n d  M ike  R eijonen  
o f R oyal E q u ipm en t.

car washes for service sta­
tions. They also offer a di­
verse  line o f  c o m p an io n  
products including: Air Lift 
Doors, Ambi-Red Heaters, 
Nu-Towel, Cat Pumps, In­
dustrial Vac, and Turtle Wax.

For more information feel 
free to call Mike or Stan of 
Royal Equipm ent at 800- 
526-1508.

made deliveries out of the 
trunk of his Mercury Cougar. 
“ I moved out here on a shoe­
string," Reijonen said, sitting 
behind his desk in Royal’s 
third location in the last four 
years.

Now, five years later his 
company is outgrowing its 
cu rren t  loca tion  and 
Reijonen and Vice President 
Stan Brueck are faced with 
doubling both their sales and 
employees. It’s a predica­
ment that has blessed the car 
wash equipment and supply 
company each year they've 
been in business. Royal’s 
sales tripled from the first to 
second  year and have 
doubled every year since. 
That means Reijonen ex­

pects gross sales of $6 mil­
lion at the end of this year and 
an increase in em ployees

I n 1990 M ike 
R e i jonen  s ta r ted  
Royal E quipm ent 

and Supply out of a rental 
house in Kalamazoo. The of­
fice was in the living room, 
the garage served as the 
w arehouse  and R eijonen

Royal E quipm ent's booth at the 
S S D A  Trade Show  in Lansing.

T ir e  W h o l e s a l e r s
Celebrating 25 years o f making the wheels spin

The Tire W holesalers d is tr ib u tio n  center in Troy.

Twenty five years 
ago Ross Kogel 
started a one-man 

business in Southfield with a 
bit of ambition and lots of 
tires. Today Tire Wholesalers 
has grown to almost 50 em­
ployees, and customers all 
over Michigan.

Tire Wholesalers is ex­
actly that, a dealers link to 
popular tires at an even more 
popular price. TW's inven­
tory includes brand names 
such as C ordovan . 
Armstrong and Dunlop. They 
also carry shocks, wheels and 
other repair materials.

"We re there so the tire 
dealer can make a profit and 
still maintain a low inven­

tory." said Jon Meyers, mar­
keting and sales manager for 
Tire Wholesalers.

Recently Tire Wholesalers 
teamed up with SSDA to 
make selling tires even more 
beneficial for dealers. SSDA 
members who are also Tire 
Wholesalers customers earn 
extra  points  tow ard  TW 
prizes and trips. Tire Whole­
salers started the point pro­
gram as a way to thank their 
best customers. When a dealer 
buy tires they earn points, and 
those points can add up to a 
trip to Vegas, a fishing trip up 
north and other prizes. Now 
SSDA members get points 
just for being a member!

One of the biggest incen­

tives to buying through Tire 
Wholesalers is their cus­
tomer service. A full staff is 
on hand everyday from 8 
a.m. - 6 p.m. to answer ques­
tions and take orders. Deal­
ers can get their tires deliv­
ered within a week, if not the 
next day. TW representatives 
who travel the state  are 
available for advice on sell­
ing and inventory

Kogel has said three fac­
tors are responsible for the 
company’s growth: a strong

customer service program, 
aggressive marketing, and 
continued investment toward 
inventory during economic 
cutbacks in the rest of the in­
dustry.

Tire Wholesalers make 
being the “ m idd le  m a n ” 
something to be proud of. 
They make it that much easier 
for a dealer to serve their cus­
tomers. For more informa­
tion on Tire Wholesalers call 
(810) 589-9910.

S e r v ic e  Q u a r t e r l y  I s t Q u a r t e r , 1 9 9 5
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LAWRENCE A. WRIGHT, INC.
W ith over 2 5  y ears  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 consulting "pa rtn er  ", we can assist you with:

M o n 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: (810) 547-3141 Fax: (810) 547-3223

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

BULK RATE 
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Lansing, M l 
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