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Members get business
tune up on Mackinac

This year's Annual Convention August 10-13 on
Mackinac Island was a time to take a fresh look at our indus-
try and recharge our batteries. It was also a great family get-
away with weather just as good as the company.

We were honored to have Mr. Art Nash, Chief of the
DNR's UST division, meet with us and make sense ofall the
recent MUSTFA changes. We also looked at employee re-
tention, leadership and taking on change with Dr. Camille
Donnelly. Both these sessions, as well as dealer workgroups,
were so successful that SSDA is planning regional meetings
and workgroups for across the state.

This year's convention also brought a new slate of of-
ficers to our Board. We congratulate incoming 5t Vice Presi-
dent Larry Troy, 2nd Vice President Dave Cornish, 3rd Vice
President Rich Bratschi and Treasurer Gary Fuller, as well
as President Dennis Sidorksi who was reelected.

Plans are underway for 1996's convention, although we
realize it will be a challenge to top this year's very successful
event.

For a fun look back at this year's convention, please see
pages 14 and 15 of this magazine.

voyage

Dealer Andy Skruba (waving) along
with his wife Elaine, their children and
members of dealer Chuck Skruba's
(Andy's brother and SSDA member)
family bid farewell to the mainland as
they depart for the Sunset Dessert
Cruise during this year's Convention
on Mackinac Island. This year's event
was highly attended by members and
their families. Family events planned
for the weekend included carriage
tours, the boat ride and country
western night. For a look back at
this year's event see pages 14 - 15
of this magazine.

New Visa/MC program

Improved program offers one, flat ratefor
big savings to your business

SSDA has taken the confusion out of our Visa/MC pro-
gram with Comerica Bank. Now, we can offer dealers a rate
of 1.98 percent regardless ofaverage ticket sale. Also, there
are no transaction fees and no minimum purchases.

There are two main benefits to this program. First, the
flat 1.98 percent takes the guess work out ofhow much your
rate is for each transaction. Second, other plans may tout a
lower rate, but they include transactions fees which can double
your costs. This program has no transaction fees.

Dealers who try and set up their own program with a
bank will most likely be charged a substantially higher rate,
said Tom Ross, Association/Franchise Specialist with
Comerica. Ross said the SSDA was able to secure such a
good rate because of the number of dealers we represent.

SSDA has worked hard to improve the program with
Comerica.We are proud we have secured such a low fixed
rate that will bring savings to all participants.

For more information on the program, see pages 13 and
17. If you would like to sign up for the Visa/MC program
call the SSDA office at (517) 484-4096.



Attention Service Station Dealers:

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

ShAUTDeXterior |1ves

the Tinest touch-free
tar wash ever,

Royal Equipment and Supply, Inc.

800.526-1508

The new Aquajet™ Merchandiser MVP uses colorful graphics to attract more customers
— and a superior car wash to ensure they’ll keep coming back.

The look is all new and it's easy to see
why the newest Aquajet Merchandiser is
named the MVP.

It stands lorMaximum VisualPresentation
and its designed to make every car wash an
event for your customers.

And because its bright, bold graphics
aggressively encourage customers to upgrade
to more expensive wash options, the Aquajet
Merchandiser MVP can help you realize
greater revenue per car.

Most important of all, the beauty of the
MVP is more than skin deep.

The newest Merchandiser incorporates
21 engineering changes designed to improve
performance and reliability— and further
reduce operating and maintenance costs.

Some examples:

m Anew wheel/rocker panel blaster
design that delivers 50% more impact power
and eliminates all moving parts to reduce
maintenance requirements.

m New jets on the side of the gantry
positioned to get the fronts— and backs— of
rear view mirrors really clean.

m Three-bar spray wands for maximum
coverage and cleaning power.

m Injection of detergents and wax down-
stream from the pump to extend component life.
And because the Merchandiser MVP

employs the Aquajet's proven self-contained
gantry design, it's easier to install and it con-
sumes less power, water and cleaning products
than any other touch-free automatic system.

To find out more about how the world's
best selling touch-free automatic product line
just got better, contact Mark VII today.

Call toll-free (in the U.S. and
Canada) 1-800-525-8248. Outside the
U.S,, call 303-423-4910. Fax: 303-430-0139.

Serving the car wash industry since 1966.

Distributed by Royal Equipment

Serving

Michigan, Indiana and Ohio

800/526-1508



President’'s Corner

Dennis Sidorski, SSDA-M1 President

Thank you.

I feel | owe a thousand
thank yous to all the people
who helped make this year's
SSDA Convention such a big
success. | may not get to ev-
eryone, but it's important to
thank the following:

- All ofyou who attended
this year’s event. It was great
to see old friends and meet
new dealers. It's no secret
that without you there would
be no annual dealer conven-
tion.

- My fellow members of
the Convention Committee
(Rich Bratschi, Reg Binge,
Gary Fuller, Joe Grish, Jim
Malek, Larry Troy and Bob
Walter). Your hard work and
assistance to SSDA staff
helped pull offa smooth con-
vention.

« Convention sponsors.

SALES = SERVICE

PARTS

‘Thank yous’ are in order

Each year we are fortunate to
have the support of our
friends in the industry. I want
to especially thank Shell Qil,
Amoco Oil, Sunoco Oil,
Marathon Oil and Eby-
Brown.

keep good employees. For
example, Dr. Donnelly sug-
gested we write a letter of
recognition to an employee at
home to reward them for a
job well done. That's a small,
no cost gesture that could

. SSDA staff. Your cominstill pride in an employee

mitment to producing an ex-
cellent convention for deal-
ers really showed.

I should also thank our
guest speakers. Thanks to
their expertise we all walked
away with something for the
business. Lt. Art Nash ofthe
Department of Natural Re-
sources helped make sense of
the UST and MUSTFA is-
sues. Dr. Camille Donnelly
taught us it's the little things
that count when trying to

INSTALLATION

MELLEMA’S
SERVICE STATION MAINTENANCE, INC.
11644 S. Greenville Rd.
Belding, Michigan 48809

616-794-2330 FAX

616-794-2606

Total Containment/Enviroflex

Bennett Gasbhoy
o/C - ZORN -
EBW Hoists

Red Jacket

Clawson Tanks

Emco Wheaton

Certified Tank & Line Testing
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and encourage them to con-
tinue their hard work. This
year's convention reminded
us all that it's the small things
that can make the biggest dif-
ference in our businesses.
This year's convention
was especially important to
SSDA because we elected a
new slate of officers to our
Board of Directors, effective
January 1, 1996. | want to
welcome and thank the fol-
lowing dealers for their com-

mitment to SSDA. The new
officers are: 1st Vice Presi-
dent, Larry Troy; 2nd Vice
President, Dave Cornish; 3rd
Vice President, Richard
Bratschi; and Treasurer, Gary
Fuller. These dealers repre-
sent a diverse group. Some
are jobber dealers, some are
direct. They own c-stores,
repair facilities and car
washes. They work in metro
Detroit and mid-Michigan.
These men have volunteered
to represent you. Please feel
free to call them with your
input.

So, thank you to every-
one who gave of their time
and talent to make this year's
convention atruly enjoyable
and valuable experience.

1.98% Rate
No transaction fee

SSDA

SSDA and Comerica Bank are
proud to offer an improved
merchant Visa & Mastercard
program for SSDA members.

» 1.98 percent processing rate,
regardless of ticket size.

* No transaction fee.

ComericABrk

Member FDIC

Ifyou' rean SSDA member and would like to sign up for
this program, please call SSDA at (517) 484-4096.



Sticking
with a

Good Thing

alamazoo dealer Terry

Mclver knows when

something works you
stick with it.

Mclver's is one of the only
stations in Kalamazoo that still
offers full-serve pumps and concen-
trates on auto repair with five large
bays. Terry has run a successful
business at his Mobil location on
Gull Road since the late 1960s. He
and his wife Jeanne have seen Gull
Road grow from a two-lane high-
way frequented by travelers during
hunting season to a major four-lane
street populated by strip malls and
apartment complexes. And through
it all they have watched their busi-
ness grow while staying true to the
basics of customer service.

Terry credits his station's longevity to perseverance.
Jeanne said it's because, "he's very honest." Either way the
Mclvers have built a loyal following of customers. "We
have customers that feel comfortable with us,” Terry said.
"They've never been taken advantage of."

Growing, changing and always improving

After graduating from Western Michigan University
in 1967 with a degree in automotive engineering, Terry
went to work as the station manager for his parents, who
then owned the Gulf Oil location. During the next 20 years
Gull Road Automotive was an Amoco before switching to
Mobil in 1987. In 1981 Jeanne joined her husband in the
business and in 1982 the Mclvers began to purchase the
station.

Improvements and changes were consistently made to
meet customers' growing demands. In 1979 an addition
was completed that includes storage and an office; a small
c-store was added in '87 with the move to Mobil. Over the
years Gull Road Automotive has maintained a balance of
sticking with what works and being open to change.

"Ifyou're going to be successful you've got to change
with the times," Terry said from experience. "You can't

By Amy Johnston

Dealer Terry Mclver in front of his Mobil station, Gull Road Automotive, in Kalamazoo.
Mclver's station has repair facilities, a c-store and both full and self serve pump islands.

look back, you have to look forward and address problems
as they come."

Keeping your nose to the grindstone

The wood paneled building that houses the c-store
and bays looks a little like home with its inviting, casual
and clean exterior. There's a lot of both Terry and Jeanne
in the business. When you visit their station you're likely to
find Terry working on a car or pumping gas for a cus-
tomer, while Jeanne chats with customers inside and keeps
up the store and office.

"When we took the business over we were able to do
things our way," Terry said. "It was like reinventing the
business."

They added the snack shop, a canopy for the pumps
and many long hours of work. "Once you've been here so
long it's real hard to walk away," Terry said. "This building
is an investment in our future."

Me said he will keep working to improve the station
because a business should always be open to new ideas.
One day he hopes to pass all his hard work on by selling
the station to one of his longtime employees. Until then
he'll "work to keep the business solvent and keep my nose
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to the grindstone," he said.

Working with other dealers

Like many dealers Terry struggles with the growing
costs and limitations of being a service station dealer.
"Dealers have to make more (money) than they are, in
order to put up with the (environmental) liabilities," he
said. "We have got to quit getting squeezed between the
street price and the companies." Terry knows other dealers
share his concerns about pricing, environmental regula-
tions and employee retention. He realizes how important it
is to his business to discuss these issues with other dealers.
This is the foundation of SSDA-MI.

"When you're part ofa group you don't feel like
you're in the field by yourself. There's always someone to
compare notes with,"” Terry said. "We've made a lot of
friends through SSDA. And although a lot of the guys

Terry and Jeanne Mclver near the coolers in their c-store.
Jeanne joined her husband in the business in 1981.

have made it big, there's no pecking order' Terry added
that SSDA helps dealers get through the barrage of regula-
tions thrown at them. "The Association has been like a
steering mechanism. You get advice and it moves us in the
right direction."

Standing inside Gull Road Automotive's c-store,
Terry excuses himselfto go pump gas for a full serve
customer before getting back to work in the garage. The
staff of mechanics continue work in the bays. Jeanne takes
a break after finishing payroll for 16 employees. To the
Mclvers it's just another day of working hard to keep their
business prospering and their customers happy.

The SSDA is proud to recognize members like Terry
Mclver who have a strong work ethic and genuine lovefor
automobiles. Terry's perseverance in this ever-changing
industry' and commitment to his customers is what makes
him a successful dealer.

Formalities

*Terry graduated from Western Michigan University in

1967 with a degree in automotive engineering.

*Terry started his career as the station manager of Gull

Road Automotive for his parents.

. In 1981 Jeanne joined Terry in the business and in 1982
they began to purchase the station for themselves.

* Children: Daughter Chris, 26, lives in Grand Rapids; son
Brian, 24, is in flight school.

Terry and Jeanne join fellow Kalamazoo resident Doris Frost, wife of dealer
Mert, at the SSDA Annual Convention on Mackinac Island in August.

Visser's

Your
industry
resource

guide four
times a
year.

Tank Testing

EPA Approved & Certified
Fast, Friendly Service
Secondary Containment Line Testing

Call the Best at:

1800. 757-7666

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

Tank & Line Testing s Our Specialty!
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Viewpoint

Terry Burns, executive director SSDA-MI

Terry, thanks for inviting
me. | had a great time. | re-
ally enjoyed being with the
members o fyour association.
They are great people, the
real example ofsmall busi-
ness. One thing I didn't real-
ize is how much they are
regulated. They must be
regulated by every state de-
partment we have.

This isacommon reply |
receive from a guest speaker
at an SSDA function, and
similar to one I received af-
ter last month's convention.
The problem with the last
statement by the "guest
speaker" is it's true. | have to
answer "yes we are regulated
by every state department in
some fashion." From Agri-
culture to the DNR, MDOT,
Secretary of State and the
Treasury, we are regulated.
They all play a part in a
dealer's business.

Then the guest asks "how
do they keep up with all those
regulations?" The simple an-

Despite burdening
regulations, dealers stay
true to their customers

swer is they can't, that's why
they are part of the SSDA.
We are constantly involved in
negotiations with depart-
ments on the dealer's behalf,
trying to stop undo regula-
tions and prevent irrelevant
ones from being instituted.
Today's dealer is so in-
volved in trying not to do
things wrong that there's little
time to work on doing things
right to improve the business.
Yes a dealer is the perfect ex-
ample ofa small business per-
son. We are the link between
a major corporation and a
community. We employ local
people, sponsor events from
car washes to softball teams,
and are there for our commu-
nities 24 hours a day. When

motorists are stranded they
call us. When a strange ani-
mal noise is under the hood
they ask us to open it. When
they need batteries or milk or
a pickle at 2 a.m. they come
see us. They also quickly
voice their opinion on a one
penny increase in gas prices.

With all the demands and
regulations on dealers today
how do you survive, our
guest asked. Determination,
hard work and a commitment
to our customers and our-
selves. We are entrepreneurs
that will not give up.

After learning a bit more
about today's dealer, our
guest summed it up:

I really admire these
people. They are great ex-

amples of what business
people should be. Please ask
me back because | would en-
joy spending more time with
them. There is no telling what
else I might learn. Thanks.

| want to thank all those
who participated inthis year's
convention. It was an excel-
lent time of learning from
each other and our guest
speakers. Each year there is
a concern if this convention
will equal the previous one.
Once again you made this
year's the best ever. Plans are
now under way for next year.
If you have any suggestions
please call me at (517) 484-
4096.

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.

Gas
Charged

CADILLAC WAREHOUSE
303 Hawthorn Street
Cadillac, Ml 49601

©16) 1 15-6666

*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.

SOUTHFIELD WAREHOUSE
19240 West 8 Mile Road
Southfield, MI 48075

810 354-9910

TROY DISTRIBUTION CENTER
1783 E. 14 Mile Road
Troy, MI 48083

810589-9910
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Inside the State

Bill Martin

Lottery commissioner wants to help

retailers hit the jackpot

By Amy Johnston

Yes there really is a State Lottery Commissioner.

That's the answer Lottery Commissioner Bill Martin
often gives when he visits retailers unannounced. Martin
said many lottery retailers are first surprised there really is
acommissioner and even more taken aback that the
commissioner is standing in their store.

"Since we are partners in this business, | like to get a
feel of what their demands are,” said Martin, who is part of
a family owned printing business in Battle Creek, "It's a
good opportunity to be in the real world and understand
what retailers are up against."”

Since being appointed by Governor Engler in January,
Martin has visited his partners in the lottery as often as
possible. He talked with several SSDA members at the
Pre-Convention Golf Outing in August and his excitement
was contagious.

First, Martin hates the term ‘agent' for lottery retail-
ers, he prefers 'partner.' "l want to get away from 'agent." It
makes it sound like we're in control and that's not true," he
said. Second, Martin iscommitting himselfto making life
easier for the state's 9,000 lottery retailers. He said the
lottery needs to be more "retailer friendly" and remove the
obstacles that stand in a partner's way.

"The idea is to make it as attractive as possible to
carry our products,” Martin said.

There are two plans now being discussed that would
make it easier for a retailer to buy instant tickets and/or
acquire on-line terminals. One plan would change the
ticket distribution system. Currently a retailer has a credit
limit with the lottery and they receive tickets up to that
limit. Their account is debited as soon as the tickets are

From left: Bill Wilhelm of FEA Management, SSDA Board
member Dennis Pellicci, Bill Martin and Terry Bums of SSDA at
the Pre-Convention Golf Outing.
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Distribution of Lottery Revenue
Prizes-51%

O  Education - 37%
Commission - 7%
Games-2%

Administration - 3%

delivered. Martin said this system prohibits retailers from
taking advantage of the full range of 22 instant games and
it takes money out of their pocket before one ticket is sold.
The new system would be consignment based. Retailers
would be able to purchase as many tickets as they want
and will not be charged until either 90 percent are sold or
21 days pass. Also, the lottery would pick up unused
tickets if a retailer has overstocked themselves. Martin said
this system will give capital back to retailers to invest in
business. "It's a win for everyone," he said.

Another plan in the works would allow retailers to
purchase or lease on-line terminals instead of waiting to
meet the lottery's criteria for terminal assignment. The
terminals are required for games like Lotto, Daily Three
and Keno. It is especially hard for new businesses to meet
the criteria because the lottery only looks at locations once
a year. Currently there are approximately 5,700 on-line
terminals in the state. According to lottery studies, on-line
games account for about 70 percent of games sold in urban
areas and only 30 percent of games in the Upper Peninsula.

The lottery has room for growth, said Martin,
who would like to see 10,000 retailers in Michigan.
However, his major goal is to see those retailers
make more money. Martin said retailers made $90
million in commissions last year. In 1996 he would
like to see those commissions rise to $200 million.
Last year the lottery brought in $1.3 billion. Martin's
goal for the end of 1997 is to bring in $2.5 billion.
He said this will also increase the amount of money
the lottery puts back in the community through
education funding, prizes and retailer commissions.

Martin said these goals are not unrealistic
because all it takes is an increase in sales. The market
is there, he said, and Martin has several ideas on how
to tap it: the lottery will continue to add new instant
games every two weeks; in 1996 there will be two

MARTIN 0g. 22

see



News Briefs

Misuse of
portable gas
containers illegal

The State Fire Marshal
has issued a notice regarding
the use of portable gasoline
containers that hold more
than six gallons. These con-
tainers are commonly seen at
marinas around the state to
dispense fuel into boats.

Research by the Fire
Marshal reveals portable con-
tainers are limited to carry-
ing six gallons of gasoline
and/or diesel fuel. Containers
constructed of plastic are lim-
ited in size to 5 gallons. Con-
tainers exceeding these lim-
its are in violation of the
Michigan Flammable and
Combustible Liquid Rules.
Portable containers with a
holding capacity of more than
six gallons are not themselves

illegal, but dispensing more
than six gallons of fuel into
them causes the violation and
creates the concern for pub-
lic safety.

Attendants at fueling sta-
tions should be aware of
these rules, as the station
could assume liability should
fire, explosion or spills occur
during use of the containers.
Ifyou or your employees wit-
ness the use of containers
holding more than six gal-
lons, please report the inci-
dent to your local fire depart-
ment. An example ofthe con-
tainers is the Gas Dock which
is on wheels, has a handle bar
and a hose. Marinas should
also be aware that fueling of
boats is limited to a desig-
nated fueling area and is pro-
hibited in berthing areas.

If you have any ques-
tions, please call Bill Clifford
at the State Fire Marshal at
(517) 322-1755.

EPA warns
pumps must
slow down

Studies show the EPA's
recent regulation requiring
maximum pumping rates of
10 gallons per minute is be-
ing ignored by many.

The Petroleum Equip-
ment Institute estimates
about 40 percent of U.S.
nozzles pump more than 10
gallons per minute. EPA has
said this could result in over-
flow and subsequent air pol-
lution.

Dealers are encouraged
to test their gallon per minute
rate periodically. Officials
said nozzles closer to the
pump generally pump faster
than the rest.

Many manufacturers are
developing nozzles and hoses
to keep the rates under the
limit.

Auto theft up first
time in 10 years

Auto theft rose slightly in
1994, after almost 10years of
steady decline, according to
the Michigan Association of
Insurance Companies.

Last year 60,216 vehicles
were stolen, compared with
78,006 in 1984. Forty one of
Michigan's 83 counties saw an
increase in auto theft.

The three highest counties
for auto theft were: Genesee
with 3,951, up 19.9 percent
from 1993; Oakland with
3,870, down 19.9 percent
from 1993; and Wayne with
38,283, up 9.5 percent.

Macomb County saw a
2.1percent increase, Kent saw
a slight decrease of4 percent,
while Ingham was up 29.4
percent.

The only county without
any car thefts was Keweenaw.

Tracer Tight® No Down Time

Tank and Pipeline Leak Tests

Two tests for one price
Information about site contamination is important. It may be required
for your insurance coverage. The Tracer method gives you a
guantitative sample of TVHC at each test location.

A New Day
A Better Way

10

* No interuption 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 offuel, oil or chemicals.
 Detects and locates leaks as small as 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 Tight Leak Detection Affiliate

Thomas S. Brown ¢ P.O. Box 1025 Evart, Ml 49631

(616) 743-6950 * Fax (616) 734-2055
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Young's Offers

* Tank & Piping Installation

* UST Removals & Replacements

» System Upgrades

e At the Pump Card Readers

» Aboveground Tanks

« Automotive Hoists

e Lubrication Equipment

» Electronic Monitor Systems

» Cash/Controller Consoles

e Canopy Installation

e Canopy Lighting and Upgrades

» Air Compressor Sales and Service

» Commercial Card Readers for
Unattended Fueling

* Remediation Services

» Oil Water Separators

e Transport Drop Hoses

¢ Airless Paint Sprayers

Proudly Serving Michigan, Ohio, Indiana, lllinois and the Midwest Region.

Full Service Electrical Department 24 Hour Emergency Service

Young's Fuel Equipment Services, Inc.
G-5339 N. Dort Highway e« Flint, M|l 48505
p h 0 n e (810) 785-5509 or (810) 789-0161

Fax (810) 785-4733
Toll Free (800) 547-1126

Providing the Highest Q uality Service to the

Service Station D ealers Association.

Innovation in Fuel D istribution, D esign and Installation.

Supported by a Commitment to Service.



Environmental Update

Bill Wilhelm, a Vice President of FEA Management

Significant revisions to
the former Leaking Under-
ground Storage Tank Act
were signed into law in April
1995. The revised legislation
adopted the new Risk Based
Corrective Action (RBCA)
process established by the
American Society for Testing
and Materials (AST M). This
is a decision making process
for assessment of, and appro-
priate responses to, petro-
leum contamination based
upon the calculated risk/
threat to humans and envi-
ronmental resources. In ad-
dition, Michigan's cleanup
standards have been relaxed
from the prior standards
which were among the most
stringent in the nation. The
former standards were based
on acancerrisk of 1in 1 mil-
lion (10-6) while the revised
criteria incorporate a 1 in
100,000 (10-5) cancer risk
factor. Michigan's prior leak-
ing UST cleanup program
treated all sites the same. In
reality, sites with subsurface
petroleum contamination
vary greatly in terms ofcom-
plexity, physical and chemi-
cal characteristics and in the
risk that they may pose to
human health and environ-
mental resources. The RBCA
process recognizes this diver-

New RBCA cleanup standards more
flexible, cost effective for dealers

sity and utilizes a three-tiered
approach where assessment
and cleanup activities are tai-
lored to site-specific condi-
tions and risks based on land
use and potential exposure.
The flexibility allows RBCA
to be more cost effective than
the traditional approach un-
der which all sites are re-
quired to conform to uniform
standards and procedures.
The move away from the
traditional cleanup approach
using set numerical cleanup
criteria for all sites was
spurred by a realization that
such an approach is much too
costly and not affordable to
the petroleum industry, gov-
ernments and taxpayers. The
number of reported UST re-
leases has greatly exceeded
estimates as well as the asso-
ciated cleanup costs.
Compliance with very
stringent "cast in stone"
cleanup standards often ex-
ceeded technological capa-
bilities, exhausted financial
resources and did not neces-
sarily reduce the risk of ex-
posure to the contamination.
In other words, why conduct

exhaustive remedial activities
ifthe land use and site condi-
tions indicate there is a mini-
mal or controlled potential
exposure to contamination?

Previously, Michigan's
leaking UST cleanup pro-
gram required a
hydrogeological subsurface
investigation to determine the
full extent of soil and/or
groundwater contamination
and implementation ofreme-
dial activities to remove/re-
duce the contaminant con-
centrations to the uniform
stringent cleanup standards.
Under the RBCA process,
the hydrogeological investi-
gation must also be con-
ducted, however a higher
degree of scientific analysis
including a risk assessment
must also be conducted.

The risk assessment is the
"guts" of the RBCA process
and is designed to calculate
the probability that an indi-
vidual will suffer some ad-
verse consequence as a result
of exposure to the contami-
nants. The risk assessment
determines the need for
cleanup actions by determin-

HAWKINS EQUIPMENT COMPANY

747 Orchard Lake Ave.

Pontiac, Michigan 48341

OVER 50 YEARS SERVING THE OIL INDUSTRY

e Petroleum Equipment Experts

e Service Station Maintenance

e Certified Tank Testing “Petro Tite”

e Tank Lining “Glass Armor Epoxy”

e Tank Sales Installation and Removal
« State Required Overfill and Overspill Sold and Installed
« Pump Installation Sales and Service
e Distributor — Tokheim, Opw, Red Jacket, Gasboy, Emco

Wheaton, EBW

(810)335-9285
(810) 547-4477
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Pontiac, Michigan
FAX (810) 335-6767

THEONECOMPANY.
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ing the site specific allowable
concentrations of contami-
nants which, based on site
conditions, land use and po-
tential exposure, are protec-
tive of human health and en-
vironmental resources. The
land use and potential expo-
sure variables are factored
into the Tier I screening lev-
els for residential, commer-
cial and industrial scenarios.
The residential standards are
the most conservative, based
upon the average amount of
time spent in the residential
setting during one's lifetime.
The industrial standards are
the second most conservative
based upon the average
amount oftime spent at work
during one's lifetime. The
commercial standards are the
least conservative based upon
the assumption that less time
is spent in the commercial
setting.

The risk assessment pro-
cess is very sophisticated and
complex requiring many
technical scientific calcula-
tions. The risk assessment
evaluates the potential expo-
sure pathways for human
contact with contaminated
air, soil and groundwater.
The purpose of the calcula-
tions is to determine the po-
tential exposure to the con-
taminants and answer com-
mon questions such as:

* What petroleum hydrocar-
bons are chemicals of con-
cern?

* How fast might the hydro-
carbons travel through soil/
groundwater?

« Will concentrations be some
distance away from the
source area, i.e. at the prop-
erty boundaries?

« How long will it take the

see RBCA pg. 23
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Membership

Terry Burns, SSDA-MI

With a new low rate, the
SSDA is proud to announce
an improved Comerica Bank
Visa/Mastercard program for
members. The new process-
ing rate is 1.98 percent. This
rate has no per transaction fee
and no minimum amount of
sale.

The programs sponsored
in the past were based on an
average ticket amount. The
higher the average ticket, the
lower the percentage rate
would be. In today's market-
place this type of system pe-
nalizes many dealers because
most ticket sales are less than
$20. Dealers would have high
volumes of sales, but could
not lower their percentage
due to the required high
ticket average.

Taking these factors into
mind, SSDA has developed

New Visa/MC program
can put $1,000 in your
pocket just like that

a new program with
Comerica. The new program
treats all dealers alike, no
matter what the ticket aver-
ages are, thus, producing real
savings. A key point of the
SSDA program is there are
no per transaction fees. This
was a cost SSDA was deter-
mined to keep out. Many pro-
grams are touted for having
a lower rate, but when the
transaction fees are included
the cost can double on small
ticket sales. This flat rate
takes all the hype out of mar-
keting and puts real savings
in the dealer's hands.

The Oscar W. Larson Co.

Since 1944

MEMBER

The ONLY

Company You Need

The savings from SSDA's
new program are significant.
Most dealers paid 2.5 percent
on small ticket sales. With the
new rate of 1.98 percent, on
ayearly volume of $200,000
in MC/Visa transactions deal-
ers will save more than
$1,000. At today's margin it
would take an additional
20,000 to 30,000 gallons of
gas to increase profit by
$1,000. This is an excellent
opportunity to increase prof-
its with very little change.

This program also pre-
sents itself to dealers with
service bays. Many dealers

are required to use their sup-
pliers processing equipment
for gasoline sales, and are
often charged a higher rate.
Now, a dealer can use the
Comerica program in the ser-
vice bays and cut as much as
I percent off the charges of
service work. This can pro-
duce real savings and keep
your service work separate
form the supplier's invoices.

Please call the SSDA of-
fice at (517) 484-4096 today
to sign up for this excellent
benefit of membership. A
benefit that puts money back
in your pocket.

* 24 HOUR SERVICE

* PETRO-TITE TANK TESTING

* US UST UNDER FILL TANK
TESTING

* SALES AND INSTALLATION

* TANK CLEANING

* TANKS AND DISPENSERS

* AIR COMPRESSORS

« CANOPIES

* AUTOMOTIVE LIFTS

« ELECTRICAL CONTRACTORS

* LUBE EQUIPMENT

* CARD READERS

- TANK INVENTORY SYSTEMS

Rt. 1 Box 174A

Sault Ste. Marie, Ml 49783
(906) 632-0491

6568 Clay Avenue S W
Grand Rapids. Ml 49548

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!

390 Multi-Grade
Dispenser with Outdoor card
Processing Terminal

1-800-825-3760
Ext. 2990

underwritten by
Casualty Reciprocal Exchange
member

(616) 698-0001
1041 Mankowsi Rd.
Gaylord. MI 49735
(517)732-4190

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

9201 State Line Rd.
Kansas City, MO 64114
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SSDA Convention

1995

A look back at thisyear’s event complete
with dancing, ferry rides andfamilyfun

Special thanks to SSDA Treasurer Larry Troy and SSDA staff
for taking pictures at the Convention.

Above: Mike, Kristin, Teri and Andy Buckner enjoy the cool breeze from top of
the Straits of Mackinac Boat during the Sunset Dessert Cruise. Andy is an
SSDA member from Muskegon.

Right: Vicki Kildea (wife of member Terry Kildea from Okemos) and member
Dave Horton, from Brighton, do some two-steppin during Western Night.
Below: The President's Dinner welcomed members to Mackinac and was the
perfect time for reuniting old friends. From left Andrew, grandson of member

Joe Grish, Phyllis and Bill Fox, Gerry and Gary DeWitt, Pat and Reg Binge,
and Mr. Grish.
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Above: Penny Fuller, SSDA President Dennis Sidorki and his children Jessie
and Denny, and Gary Fuller catch up while enjoying the great view from the
front porch of the Lake View during the President's Cocktail Reception.

Right: SSDA convention attendees got an up close and personal look at the
Mackinac Bridge during the Sunset Dessert Cruise. From left Randy Markham,
Elizabeth Bratschi (daughter of Rich and Colleen Bratschi) and Randy's
daughter Rebecca.

From left Dene and
Dennis Pellicci
(SSDA member from
Troy) and Jim and
Marti Gibbs prepare
to tee off on the jones
Course at Treetops
Resort for the Pre-
Convention Golf
Outing. SSDA
members played 36
holes of some of the
most beautiful golf in
Northern Michigan,
and they did it all on
their way to the
Convention.

Convention S ponsors

The SSDA would like to thank the following sponsors for
contributing to our Annual Convention.

Amoco Oil Co.
Marathon Oil Co.

Shell Oil Co.

Sunoco Oil/Sun Co.
Eby-Brown

Blue Cross Blue Shield
Karoub Associates

L A. Wright, Inc.

FEA Management
Ameritech

The Oscar W. Larson Co.
Paramount Coffee Co.
Mark H. Cousens, attorney

Art Nash (center), chiefofthe DNR's UST Division, talks with Comerica Merchant Services

SSDA members Gary Dewitt, Phyllis Fox and Jim Little about
upcoming changes in the MUSTFA program.

Service Quarterly 3rd Quarter, 1995

Royal Equipment & Supply
Dodson Group

The Park Place Hotel
Mission Point Resort

Lake View Hotel
Northfield Hilton

The Atheneum

Weber's Inn

Treetops Sylvan Resort
Grand Traverse Resort
Shanty Creek Schuss Mtn.
Woodmoor Drummond Isl.
Garland

Zehnder's of Frankenmuth
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Q. What can the SSDA do for me? SS DA

Service Station Dealers Association

A. *Provide you with one hour of phone consultation with our legal consultant.

*Give you group insurance through Blue Cross/Blue Shield, which you can pass on to your
employees.

*Regular updates on legislative, regulatory and membership issues through Service Monthly
newsletter and Service Quarterly magazine.

*Make you a profit of up to $1,000 through a payphone commission program.

«Save you up to 50 percent with a Visa/Mastercard program; with no transaction fees and a fixed
rate of 1.98 percent.

*Earn you an annual rebate with Dodson workers' compensation.

*Give you additional promotional points toward Tire Wholesalers programs, as a Tire
Wholesalers customer and SSDA member.

*Host an annual convention each year filled with business advantages and entertainment.
*Protect your interests by having an SSDA representative on the MUSTFA Policy Board.
*Make sure your voice is heard in Lansing with an active legislative support network and PAC.

«Put a staff at your fingertips to find the legislative and regulatory answers you need.

Invite you to join a network of hundreds of other dedicated professionals in the industry who
can help with advice and support.

«The SSDA can provide you with the knowledge you need and the savings you want.
Please send the application below to SSDA, 200 N. Capitol Suite 420, Lansing, M| 48933

A pplication for M embership

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.

c [ T Y : B

County: Type of ownership: Corporate Non-corporate

SOLE PROPRIETORSHIP PARTNERSHIP
ENCLOSETD PLEASE
Please charge my membershipto my MC or VISA (please circle one) card #and exp. date
Please Bill Me
Annual Membership Dues: Annual Associate M embership Dues:

$41 monthly (elertronic banking) $75 monthly (electronic banking)

$480 annual payment $250 annual payment

Add $120 per station after four stations.

Signature Date Sept. 1995 SQ
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Supplier Spotlight

The Oscar W. Larson Company

Service, quality products have beenfocus ofcompanyfor 50 years

In 1946 Oscar Larson
quit his job at the Shell Oil
warehouse and started his
own business ofrepairing and
manufacturing gas pumps in
his house. Nearly 50 years
later his grandson, Bruce
Larson, is president of The
Oscar W. Larson Company,
one of Michigan's largest pe-
troleum equipment and main-
tenance companies.

The Oscar W. Larson
Company is based in
Clarkston, not far from the
house where Oscar Larson
started his business. With ad-
ditional branches in Grand
Rapids, Gaylord, Sault Ste.
Marie, and Oregon, Ohio,
Larson's is able to reach all
of its customers with service
and quality equipment.

Larson services, installs and
maintains gas pumps, under-
ground storage tanks, cano-
pies, lighting, auto lifts, air
compressors, lubrication
equipment, leak detection
equipment, and several other
petroleum equipment prod-
ucts. However, Bruce Larson
said a dealer can buy equip-
ment from anybody, it's the
service that counts.

"We started out servicing
(equipment). It was the main
part of our business and will
always be the most important
part,” Bruce said.

Bruce said although ser-
vice brings in less dollar vol-
ume, he looks at it as an in-
vestment. That iswhy Larson
employs 45 trained service
technicians with 24 hour,

Comerica Bank

Bruce Larson in front of Larson's Clarkston headquarters.

seven days a week service.
Larson also invests in its cus-
tomers by giving back to the
industry. The Oscar W.
Larson Company has been a
strong supporter of SSDA
through convention and golf
outing sponsorships and ad-
vertisements in Service
Quarterly. The company
also supports many events

hosted by the oil companies,
other trade associations and
the communities they do
business in.

"We feel you've got to
give a little in order to re-
ceive," Bruce said. "We're not
out for a free ride. We want

see Larson pg 21

Merchant Services division worksfor SSDA members with improved program

Comerica Bank is the
largest independent bank
headquartered in Michigan
with approximately 400 of-
fices nationwide and $35 bil-
lion in assets. It's a refresh-
ing change, however, that an
institution this large has such
a strong commitment to small
business, in particular SSDA
members.

A Comerica ATM machine outside of the Wixom

1-96 Shell station.

Comerica, headquartered
in Detroit, is the bank cho-
sen by SSDA for our VISA/
Mastercard program (for
more information see page 13
ofthis magazine). Comerica's
Tom Ross said the bank has
created a niche by helping
small businesses.

SSDA members can ex-
pect personalized service
from
Comerica,
said Ross,
Associa-
tion/ Fran-
chise Sales
Specialist
with
Comerica.
Field repre-
sentatives
will visit
businesses
and advise
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owners on Comerica's pro-
grams. Telephone support is
available weekdays from 9
a.m. 6 p.m. and staff is on
call 24 hours a day. With the
Visa/Mastercard program,
dealers receive free paper
supplies, regular transaction
reports and the option to pur-
chase equipment like card
swipe machines. Comerica
can enhance a station's busi-
ness with an ATM machine,
business accounts, invest-
ment planning and loans.

"We are one of the top
banks in terms of small busi-
ness lending,” Ross said.
"Small business lending is re-
ally encouraged through the
bank.

"There's definitely a face
to Comerica, we know our
customers," he said.

Comerica's "face” looks

something like this: the bank
was established in 1849 as the
Detroit Savings Fund Insti-
tute, becoming Comerica in
1982; in 1972 Comerica
helped form The Credit Card
Association; in 1985 the bank
took things further with sev-
eral new credit card process-

ing programs; today
Comerica is present in Michi-
gan, Ohio, Illinois, Texas,

California and Florida.

Comerica's growth is de-
pendent on its small business
customer base. This is why,
Ross said he is excited about
the savings SSDA members
will recieve from the new
Visa/Mastercard program.
Savings a dealer couldn't get
without the Association pro-
gram.
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Law Talk

Mark Cousens, SSDA-MI Legal Counsel

Changes to
environmental act
protect innocent dealer

The Michigan Legisla-
ture has substantially rewrit-
ten Michigan's "polluter pay"
law. Among the many
changes are several that will
protect innocent dealers
against liability for product
releases. The new act (called
the Natural Resources and
Environmental Protection
Act) became effective June 5,
1995. There are many sec-
tions to this new law. The li-
ability provisions written
about here are but a small
part of this significant legis-
lation.

The changes in the entire
statute have been the object
ofsome criticism. Opponents
charged the law will allow
guilty parties to escape liabil-
ity. But relieving innocent
dealers of liability for pollu-
tion they did not cause, and
could not prevent, is entirely
fair. Michigan's former law,
the Environmental Response
Act (MERA), adopted a
standard created by the Fed-
eral "Superfund" act. That
Act imposes liability without

regard to fault. A person is
potentially responsible for the
cost of a remedy if they are
in the "chain" of persons who
have control over the con-
taminated site. MERA cop-
ied this standard. Hence, un-
der the former law, both
owner and operator of a site
were potentially responsible
for the cost of cleanup. And
this was true even if one or
the other had absolutely no
control over the circum-
stances that lead to the re-
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lease of contaminants.

This provision of MERA
lead to some truly absurd re-
sults. And it especially im-
pacted franchised dealers
who leased properties. The
typical lessee dealer takes the
station as they find it. They
have no control over the de-
sign, selection or installation
of the underground storage
tank system. They do not
own the pumps. They are
only responsible for monitor-
ing the UST system; for in-
forming the supplier (and
DNR) of any suspected re-
lease. But, in most condi-
tions, they cannot control or
prevent the release.

One dealer, for example,
is presently in litigation with
the State of Michigan over
three massive releases. The
contamination polluted
groundwater over a large
area. Water had to be piped
in because well water (on
which the community used to
rely) was no longer drinkable.
The three releases came from
two different gasoline sta-
tions and a dry cleaners. The
State of Michigan sued ev-
erybody associated with any
of the businesses involved.
The dealer was made a de-
fendant even though he took
over the franchise with no
knowledge of any condition
that might have contributed
to a release. And he is part of
the suit even though his sup-
plier completely replaced the
UST system (before the liti-
gation began); had the
ground opened; was aware of

the contamination; chose not
to remedy the contamination
when tanks were replaced.
The dealer had nothing to do
with the release; could not
have prevented it; and in-
formed the franchisor about
the presence ofcontaminants.
In short, the dealer did what
he was supposed to, or could,
do. But he is in litigation
nonetheless. The only good
news is that, to its credit, the
supplier has recognized the
dealer should not have to pay
to defend the action and has
provided the dealer counsel
at the supplier's expense.

But the case is an ex-
ample of what was wrong
with the old act. Imposing li-
ability without fault causing
distortions; and circum-
stances in which a person
may face liability even when
they did nothing wrong.
NREPRA adopts a standard
that makes sense. With some
exceptions, an owner or op-
erator of real property is li-
able only if they were "re-
sponsible for an activity caus-
ing a release or threat of a
release.” This is a dramatic
departure from the old "sta-
tus" liability that exposed
dealers without regard to
fault. But there is both good
and bad news here.

First, the good news.
Dealers need no longer fear
liability simply because they
sell gasoline from an under-
ground storage tank system.
This means suits like the one
described above will not nec-
essarily include dealers.

Hence, the dealer can be
more comfortable about deal-
ing with a product that can
contaminate the environ-
ment.

However, dealers remain
liable ifthey are "responsible”
for the release. The bad news
is the act does not define "re-
sponsible.” Hence, there may
be claims made against deal-
ers based upon assertions of
negligence; that the dealer
could have prevented the re-
lease if such and such had
been done. The prospect for
these claims is uncertain. But
the potential liability means
that dealers must continue to
be vigilant to protect the en-
vironment. The change in the
law should not make dealers
sloppy or careless in observ-
ing and maintaining their fa-
cilities. And it is important to
note Federal law has not been
changed. "Superfund” im-
poses liability without regard
to fault for non-petroleum
substances.

This change in the law
will relieve dealers of poten-
tial exposure to suit in many
cases where the dealer was
truly innocent. That is a
happy result. But, to take
advantage ofthe law, dealers
must have done nothing that
caused or contributed to the
release. That means dealers
must continue to be cautious
to protect the environment.
It is in their economic inter-
est. And it is in their personal
interest to protect the com-
munity in which they do busi-
ness.
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Business Focus

Lawrence Wright, L.A. Wright, Inc.

Structuring home
sales to save tax

A number ofdealers will
soon retire. Some of whom
own both a primary residence
and a vacation home. As re-
tirees you may no longer wish
to view yourselfas being tied
down to the area in which
you currently live. Under
these circumstances, as a pro-
spective retiree, you may
want to sell both your main
home and your vacation
home and move to that dream
location for your retirement.

Unless the sales of both
homes (and the purchase of
the third) are structured in a
specific way you may be hit
with unnecessary tax on one
of the home sales. Through
careful structuring of the
transactions you may be able
to take full advantage of the
Internal Revenue Code Sec-
tion 121 excluding up to
S125,000 in gain on the sale
of your home (you or your
wife must be over 55 years
old to earn this exclusion),
and Internal Revenue Code
Section 1034 which qualifies
you for a deferral on gains
that are used to purchase a
new home. When you ap-
proach retirement, ifyou sell
your home and purchase your
new home cautiously and
timely you could avoid pay-

ing the tax on the gain from
the sale of either home.

As an example of a gen-
eral scenario that will work
for Rob (55) and Kym (46)
who own a principal resi-
dence in Troy and a vacation
home in Gay lord, we will fol-
low this outline. Rob and
Kym have easily shown their
principal residence to be in
Troy. All their mail is sent to

dollars

this address, both are regis-
tered to vote here and both
have driver's licenses indicat-
ing their home address is the
one in Troy. To fulfill the prin-
cipal residence requirement
under IRC 121 Rob and Kym
must have owned and lived
in their Troy home for at least
three of the past five years
before they sell. They have
both decided to live in Florida
for their retirement. Further-
more, they wish to sell both
of their Michigan homes to
eliminate those ties that bind.
They wish to do so paying as
little tax as possible.

In order to structure this
transaction Rob and Kym
must first sell their Troy resi-
dence. To establish the "ba-
sis" (true cost of owning and
selling this home) they pull
out their original purchase
and the receipts for all of the
capital investments made into
this home over the last 25
years oftheir residency. Hav-
ing purchased this home for
$97,000 and adding $65,000
of improvements along with
a $ 13,000 Realtor sale com-
mission they established a
basis of $175,000. When they
sell this home for $295,000
they have realized a $ 120,000
gain which will be excluded
from taxes under IRC 121
exempting up to $125,000 in
gain since Rob is over 55
years old. Rob and Kym have
now completed step one in
sheltering the sale of their
home from taxes.

Rob and Kym immedi-
ately move to their home in
Gaylord where they begin to
enjoy the initial benefits of
retirement. They live in their
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Gaylord home for more than
two years and establish it as
their new "principal resi-
dence." Rob and Kym now
have new tax posture and are
prepared to sell this home for
step two oftheir tax sheltered
relocation retirement plan.
The Gaylord home which
they purchased for $45,000
and added an additional
$40,000 worth of capital im-
provements and will pay an
$8,000 Realtor fee for the
$173,000 sale which will
yield them a profit of
$80,000. This $80,000 is vul-
nerable to taxation and could
cost them an additional
$25,000 in state and federal
taxes. However, Rob and
Kym make a commitment to
Internal Revenue Service that
they will be purchasing a new
home in Florida for an
amount in excess of
$ 165,000 within the next two
years. On this basis IRS will
not require them to pay any
taxes in the year of the sale
of their second home. Rob
and Kym have now com-
pleted step two of their relo-
cation retirement plan.
Rob and Kym now have
24 months to purchase their
retirement home in Florida
upon which they will spend
not less than $ 165,000 and to
which they will move the
$80,000 gain on their second
principal residence" to pur-
chase of the new home and
qualify for a tax deferral un-
der IRC 1034. With the pur-
chase of the new home in
Florida Rob and Kym have
completed step three of their
tax free exchanges. If they
spend $200,000 on their new

home in Florida they still have
a quarter of a million dollars
working for them to added
earnings to their retirement
plans. Furthermore, they
have no mortgage.

Beware. If the Florida
home isn't purchased within
a 24 month period Rob and
Kym would have to amend
their tax return for the year
in which they sold the
Gaylord home and pay taxes
with interest on the $80,000
gain. This could cost them an
excess of $30,000.

A long term disadvantage
could show up ifthe home in
Florida is sold. A substantial
profit may force a substantial
tax if another new home is
not subsequently purchased.
However, if Rob and Kym
stay in their Florida home
until the death of one spouse
the property will be trans-
ferred to the other spouse
using the Marital Deduction
and will eliminate any estate
taxes on the value of the
home as well. Upon the death
of the second spouse, the
home will be passed to the
spouse's estate and may well
be sheltered by the Unified
Tax Credit when it is passed
at fair market value to the
inheritors of the estate if that
estate's total value is under
$600,000.

In summary, Rob and
Kym sold almost halfa mil-
lion dollars worth of homes
and avoided all the tax that
would have reduced their life
estate and reduced their stan-
dard of living. Furthermore,

see Business pg. 21
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Member Briefs

New Members

The SSDA would like to welcome thefollowing new members to our Association o fsuccessful and dedicated dealers. Our
Association is only as strong as its members, and thefollowing dealers are already an asset to SSDA.

* Rick Abdulla, 12 & Ever-
green Amoco and West
Bloomfield Amoco in Oak-
land County. Mr. Abdulla
said ever since he started
pumping gas part time in high
school he has wanted his own
station. Fifteen years later he
is the owner of two metro
Detroit stations with plans
under way for a third one. Mr.
Abdulla's stations offer c-
stores, repair facilities, full
serve gas and towing service.
He said he finally joined
SSDA for all the member
benefit programs including
health insurance, workers'
compensation and the one
hour of free legal service. Mr.
Abdulla said he has also
benefitted from the
Association's updates and
newsletters.

« Steve Ellis, Ellis Auto Re-
pair in Bloomingdale. Mr.
Ellis worked his entire career
as an auto mechanic for other
people. In June he finally
openend his own station and
repair facility. "It's been great.
I love it," he said. Mr. Ellis
bought the station in
VanBuren County from
former SSDA member Al
Harris. He said Mr. Harris
recomended he join SSDA.

Let Us Help You
Take Control of Your
Environmental Projects

Superior
ENVIRONMENTAL CORP

Corporate Offices:
2201 Wolf Lake Road, Muskegon 49442-4845
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The newsletters and updates
have been most helpful for
Mr. Ellis so far. He said ev-
ery day is a new challenge,
but he's having a great time.

* Mike Perrin, Mike's
Unocal 76 in White Cloud.
Twelve years ago Mr. Perrin
was out of work when he
stumbled upon a vacant ser-
vice station. Since then he has
successfuly run the two-bay
Unocal station in this small
town north of Grand Rapids.
Mr. Perrin said he has a
strong base of regular cus-
tomers, but tourists keep the
station bustling all summer
long. Recently Mr. Perrin
decided he needed the secu-
rity of banning together with
other dealers. That is why he
joined SSDA. He said with all
the recent environmental is-
sues, dealers need to be able
to voice their opinions and
get advice.

- Ron Thebo, Martin Mara-
thon/Thebo Foods, Inc. in
Allegan. Mr. Thebo used to
own a supermarket, but two
and a half years ago he de-
cided to enter the c-store
business. Now, Mr. Thebo
owns a Marathon station with
a c-store and Subway sand-

Knowledge =Experience «Commitment

*Environmental Site
Assessments

*Geologic/Hydrogeologic
Investigations

*Technical Drilling
Services

«Sampling/Analytical
*Remedial System
Design, Engineering,
and Installation
mEnvironmental
Compliance/Operations
Audits

mUnderground Storage
Tank Services

Call Your Superior Team!

1-800-669-0699

wich shop. After getting into
the business Mr. Thebo be-
gan talking to several SSDA
members who told him the
SSDA was the group tojoin.
He said he benefits from pro-
grams like the health insur-
ance. Mr. Thebo has also
turned to the Association for
guidance on the environmen-
tal issues facing dealers to-
day.

e Jerry and Jim Yaldoo,
Bloomfield Amoco in

Bloomfield. Jerry and Jim are
a father and son team in the
service station business.
About three and a halfyears
ago Jim decided to leave his
job working for another rela-
tive and join his dad in their
own station. The Yaldoos run
an Amoco station with a c-
store and three repair bays.
After looking into workers'
compensation Jerry decided
to join SSDA for the
Association's Dodson pro-
gram.

In Memory Of

Ourthoughts and sympathies go out to the family of SSDA
member David Flannery, who passed away recently.

Mr. Flannery owned Pleasant Lake Mobil in Pleasant Lake,
Michigan. He recently joined SSDA because of its great
dealer network. Mr. Flannery's commitment to the indus-

try will be greatly missed.

ALL SUPPLIERS

ARE

NOT

CREATED EQUAL

Compare us against your current
supplier. We at Eby-Brown would

appreciate the

prove

ourselves
want to become your

opportunity to
to you. We
chosen

supplier of value-added products

and services.

EBY-BROWN

2085 E. Michigan Avenue
P.O. Box 2127
Ypsilanti, Michigan 48197
1-800-532-9276
FAX (313) 487-4316
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Larson

to do our share."

With the influx of new
technology and so many dif-
ferent versions of electrical
equipment, Bruce said he
works hard to keep his 165
employees up to date with-
out over burdening them. He
said a company needs to be
careful not to take on too
much. Larson's employees
pride themselves on being
very knowledgeable on their
product lines including
Dresser-Wayne, Red Jacket,
Globe-Hoist and several tank
companies. Bruce said this

Business

ifthe estate was moderate the
entire sales may have been
further sheltered from estate
taxes and passed on to their
heirs. We have to conclude
that a little tax planning is
well worth the effort and that
your retirement plans should

from pg. 17

type of expertise on a wide
range of products allows
Larson representatives to
provide valuable, objective
advice to dealers.

"We don't force any type
of equipment on someone,"
he said. "We'll sit down and
explain all the pros and cons."

Working to help a dealer
select the best product isjust
another way The Oscar W.
Larson Company invests in
its customers.

For more information
please see the Oscar W.
Larson ad on page 13.

from pg. 19

include tax planning along
with your own personal life
style plans.

For those ofyou who are
ready, happy retirement and
good luck in your tax plan-
ning.

TURTLE WAX
PROMOTIONAL SIGNAGE KIT

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

car wash products.

For more information on how to get a free promotional kit

for your car wash, contact

Royal Equipment 800-526-1508

Service Quarterly 3rd Quarter, 1995

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
Professional Support
Trained experts in hardware and
software set-ups

Further Enhance Your
Operations with
Windows,
Wordperfect
and Lotus

Consulting and
Training Available
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MARTIN

from pg. 9

drawings a day for Daily Three and Daily Four games
instead ofone; and Martin hopes Michigan will be a part of
a multi-state lottery by October 1996. He said ifa new
multi-state lottery can not be formed by that time, he will
aggressively pursue inclusion in the current Powerball

Formalities

« Served as a State Representa-
tive in the Michigan House
beginning in 1986. Floor
Leader from 1993-94.

« Before being elected, Martin
was a nine-year veteran of the
Michigan State Police.

« Partner with his wife Denise
in American Speedy Printing
Centers of Battle Creek.

* Graduate of Western Michi-
gan University.

game involving 17 other
states.

With new games
showing up every two
weeks and improvements
for the on-line games
planned for 1996, it can be
tough for a retailer to keep
up. But that is exactly what
retailers need to do, Martin
said. He said the lottery
employs 55 field representa-
tives to assist retailers in all
aspects of selling games.
The representatives work

with the retailer on sales, marketing and product place-

ment.

"We're largely impulsive buys," Martin said, referring
to lottery tickets. He said tickets need to be up front on the
counter, not in the back room. "We need to be right at the
point of sale,” he said. "We want to make sure our retailers

benefit as much as possible."”

Martin values the input of retailers across the state.
And he may just come to your location himselfto get that

input.

We Are Builders.

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

22

©1993 Omega Environmental, Bothell, WA

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

Call 1.313.684.1215.

Parks Omega

The Total Compliance Company
4901 McCarthy Drive. Milford, MI 48381
Phone 313 684 1215 Fax 313 684 1929
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RBCA

hydrocarbons to reach a
given distance, i.e. the prop-
erty boundaries?

- Towhat degree will the con-
taminants naturally degrade?

If the site owner elects to
calculate the allowable con-
centrations based upon indus-
trial or commercial standards
(i.e. the remaining concentra-
tions exceed the Tier I resi-
dential standards) then insti-
tutional controls such as re-
corded notices, deed restric-
tions or ordinances must be
executed to control future
uses and potential exposure
to the remaining contamina-
tion. A prime example isa site
where the area obtains its
drinking water supply from
the Great Lakes and private
wells are not normally uti-
lized, or are prohibited by
municipal ordinance. In this
scenario, users ofthe site are
not likely to ever have con-
tact with or exposure to the
contaminated groundwater.

After the risk assessment
evaluation many sites will still

require soil and/or groundwa-
ter cleanup. This will be the
case in the rural areas where
drinking water is obtained via
private and/or municipal wells
and the contamination poses
a risk to the aquifer.

A March 1995 state-sanc-
tioned study of the MUSTFA
program identified a potential
for significant savings by adopt-
ing the RBCA approach con-
cerning groundwater. The study
noted that significant areas of
Michigan draw water from the
Great Lakes and are not depen-
dent on groundwater for do-
mestic water supplies. Al-
though the study did not project
the actual dollar savings, it did
estimate that cleanup expenses
could be reduced by more than
50 percent in these areas where
the RBCA groundwater ap-
proach is applicable. Further,
the study projected a cost sav-
ings of 24 percent if new leak-
ing UST sites were cleaned up
pursuantto the RBCA process.

While it is recognized the
adoption of the RBCA pro-
cess is intended to reduce

leaking UST cleanup costs,
it should also be recognized
that the risk assessment pro-
cess still requires significant
hydrogeological information
in addition to the very com-
prehensive technical scien-
tific calculations. It can be
expected that the
hydrogeological investiga-
tion and risk assessment pro-
cess will result in higher
costs, as compared to the
hydrogeological investiga-
tion cost experienced under
the prior program, however
the real cost savings will be
in the reduction of cleanup
costs.

The DNR has tailored
the RBCA training process
to be complete by early Oc-
tober with implementation to
begin thereafter. New UST
releases discovered after July
21,1995 as well as sites with
old releases that had not sub-
mitted an assessment report
under the prior program,
must complete the new 90
day initial assessment by
January 1, 1996. The final

For Sale

Service station equipment. Longtime Sunoco dealer has sold his station. Available for sale:
Sunoco merchandising materials, diagnostic equipment, cabinets, signs, fluids, filters, wiper
blades and other equipment. For more information please call Leo Beacham at (810) 739-3797.

from pg. 12

assessment report will be due
October 1,1996. Ifan assess-
ment report has been submit-
ted under the prior program,
the new final assessment re-
port is not due until October
1,1996. Anytime a site satis-
fies the site specific cleanup
criteria, a closure report can
be filed.

The entire DNR UST Di-
vision staffand environmen-
tal consultants have spent the
summer attending RBCA
training seminars. The DNR's
final guidance document for
full implementation of the
RBCA process will not be
released until early October.
As with anything new, a cer-
tain period of time can be
expected for all parties to
become familiar with the
implementation of the pro-
cess.

Ifyou have any questions
about RBCA please feel free
to call SSDA (517 484-4096)
or FEA Management (810
698-4300).

Independent unbranded station at 2002 W. Main in Kalamazoo. Includes three repair bays and
self-serve pumps for gas and diesel fuel. For more information please call Bill Freevol at 800/

862-0358

Station for sale. 150 of M24 frontage. Zoned for commercial use (c-store and/or full service).
Asking $250,000. Please call (810) 628-1875 for more information.

Major brand service station. Includes three-bay repair facility with c-store. Prime East Lansing
location. Please call SSDA at (517) 484-4096 for name and number of seller.

Auto repair and diagnostic equipment. Computer scanner, brake lathe, strut compressor, alien
scope and many others. Please call SSDA at (517) 484-4096 for name and number of seller.

If you are interested in buying or selling an existing service station or equipmentplease call
the SSDA at (517) 484-4096. We are keeping a running list ofsellers and buyers.

Service Quarterly 3rd Quarter, 1995
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LAWRENCE A. WRIGHT, INC,

With 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:

Monthly Financial Statements
Counseling for Profit
Business Valuations for Buy/Sell Planning
Payroll Checkwriting
Computerized Accounting Systems
Business and Personal Income Taxes

We serve the service community statewide!

Call today to set up your appointment for a
free initial review.
Be sure to mention this ad!

28277 Dequindre
Madison Heights, M1 48071-3016

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