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Democrats gain control of the State House of 
Representatives

It’s 1 a.m ., W ednesday, N ovem ber 6. The polls have 
been closed for five hours— but because o f high voter 
turn-out in certain areas, many districts still have not 
reported any results. Pollsters have been trying to call the 
results all day but many state representative races are 
neck and neck. Many political hopefuls are still at e lec
tion night parties, not know ing w hether to celebrate 
victory or accept defeat.

Now it's 7 a.m. As the working world awakes and 
turns to their m orning papers and news programs, there is 
disappointm ent that much is still not known about the past 
election day’s results.

By noon, the results become more concrete. More 
and more, it is looking like the Democrats have a good 
chance o f gaining a majority.

Evening newspapers and television news programs 
finally report the results— the Democrats have gained 
control of the M ichigan House o f Representatives.

Since that day. Democratic House leaders have been 
busy preparing for the next term o f office which will bring 
many different challenges, including the changing of party 
control and the ram ifications o f term limits. To lead the

Rep. C urtis H ertel w as chosen by H ouse D em ocrats to be the n e x t  
Speaker o f  the House.

legislature through these challenges. Rep. Curtis Hertel 
(D-Detroit) has been chosen to be the next Speaker of the 
House and Rep. Pat Gagliardi (D-Drum m ond Island) will 
be the M ajority Floor Leader.

To find  out more about Speaker-elect Curtis Hertel, 
please see the article on pages 10 and 11.

1997 SSDA Annual Convention to be held at the Park 
Place Hotel in beautiful downtown Traverse City
Mark your calendars for August 3-6 for an informative and fun-filled event

If the blue waters of 
Grand Traverse Bay look 
good to you in the picture 
to the left, then you will 
love it when you can hit the 
beach yourself when you 
attend the 1997 SSDA 
Convention at the Park 
Place Hotel in Traverse City 
this August 3-6.

This year' s event will 
be full o f informative 
workshops and fun-filled 
events for the whole family.

The Park Place Hotel 
is conveniently located 
within walking distance to 
all downtown Traverse City 
has to offer: shopping, fine 
restaurants, entertainment.

and let’s not forget those 
beautiful blue waters. In 
addition, the best golf in 
M ichigan is only a chip shot 
away!

Watch upcoming 
issues o f Service M onthly 
and Service Quarterly for 
more information on how 
you can attend this event.



1.98% Rate 
No transaction fee

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.

I f  you 're  an S S D A  member and would like to sign up for  
this program, please call S S D A  at (517) 484-4096.

The Oscar W. Larson Co.
Since 1944

The ONLY
Company You Need

•  24 HOUR SERVICE

• PETRO-TITE TANK TESTING

• US UST UNDER FILL TANK 

TESTING

• SALES AND INSTALLATION

•  TANK CLEANING

•  TANKS AND DISPENSERS

•  AIR COMPRESSORS

•  CANOPIES

• AUTOMOTIVE LIFTS

• ELECTRICAL CONTRACTORS

•  LUBE EQUIPMENT

•  CARD READERS

• TANK INVENTORY SYSTEMS
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Happy Holidays
from your SSDA staff

The S S D A  s t a f f  w o u ld  like to w ish  a l l  o f  the  
readers o f  Service Q uarterly a happy holiday season. W e  
appreciate the o p po rtu n ity  w e have to serve the needs 
o f  dealers across the sta te. “W e hope th a t 1997  brings 
g o o d  fo r tu n e  to a l l  o f  S S D A ’s members a n d  friends.
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Young's Offers
• Tank & Piping Installation 
• UST Removals & Replacements 
• System U pgrades 
At the Pum p Card Readers 

• A boveground Tanks 
A utom otive Hoists 
Lubrication Equipm ent 
Electronic M onitor Systems 
•Cash /C on tra ile r Consoles 
C anopy Installation 
C anopy Lighting and  U pgrades 
Air Com pressor Sales and  Service 
Com mercial Card Readers for 
U nattended Fueling 
Rem ediation Services 
Oil Water Separators 
Transport Drop Hoses 
Airless Paint Sprayers

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

Full Service Electrical Department 24 Hour Emergency Service

Young's Fuel Equipment Services Headquarters
G -5 3 3 9  N . D o rt H ig h w a y  • F lin t. M I 4 8 5 0 5  

Phone (810) 785-5509 or (810) 789-0160
Fax (8 1 0 ) 7 8 5 -4 7 3 3  • Toll F ree  (8 0 0 ) 5 4 7 -1 1 2 6

Grand Rapids Area Office
4 9 9 0  W est R iver D r., N E  

C o m sto c k  P a rk . M I 49321 
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Toledo Ohio Area Office
3 6 9  W. D usse l Dr., U n it # 1 0  

M a u m ee , O H  4 3 5 3 7  
( 4 1 9 )  86 7 -3 2 1 2

P r o v i d i n g  t h e  H i g h e s t  Q u a l i t y  S e r v i c e  t o  t h e  
S e r v i c e  S t a t i o n  D e a l e r s  A s s o c i a t i o n .

I n n o v a t i o n  in  F u e l  D i s t r i b u t i o n , D e s i g n  a n d  I n s t a l l a t i o n . 
S u p p o r t e d  b y  a  C o m m i t m e n t  t o  S e r v i c e .



President’s Corner
Dennis Sidorski, SSDA-MI President

"A strong 
national is im
portant for all of 
us as dealers, 
especially in 
those states that 
do not have an 
association that 
can represent 
them."

It's the season for changes
Happy Holidays!

W here did the year go? 
It feels like just the other day 
I was writing a colum n w el
com ing in 1996. The chang
ing o f the year rem inds me of 
another change that is cu r
re n tly  ta k in g  p la c e — the 
changing o f the SSDA-AT.

W hen I firs t  go t in 
volved with the Association. 
I had mixed feelings about the 
national association. It had 
alw ays been very political, 
difficult to understand som e
times. and was kind o f a nec
essary evil. My election as 
President o f SSDA-MI made 
me the delegate to the na
tional. When I first went to a 
national meeting, some o f my 
fears were realized but yet I 
found out that there was an 
excellent group of people—  
dealers and executives— that 
were very serious and very 
concerned about the national 
and where it was going.

Over the past two years, 
through the involvement of 
SSDA-M I and a couple of 
other key states’ associations, 
and the persistence o f some 
o f the leaders including our 
own Phil Bucalo as First Vice 
President, we are finally see
ing real changes happen at the 
national level.

E arlie r th is  year, we 
e lec ted  new  o ffice rs  and 
m ade som e s ta ff changes 
which have really helped the 
national to make im prove
ments in their operation. At 
the an n u a l m e e tin g , the 
Board of Directors decided 
that it was their intent to try 
to in v o lv e  m ore d e a le rs  
throughout the country— es
pecially those dealers in states 
where there was not an or
gan ized  associa tion . That 
was a huge mind-shift that we 
have been trying to accom 
plish  for years— to allow

more people into the A sso
ciation and to allow  som e
what o f a more equal repre
sentation and voting struc
ture to m ake the A ssociation 
a true national association.

In the first week o f D e
cem ber. we will be holding 
o u r f irs t  m e e tin g  on the  
changes required to begin to 
allow individual memberships 
in those  sta tes  not re p re 
sented by an association. We 
will be m aking the bylaw s 
suggestions on how the vot
ing structure will differ, how 
we can be more responsive 
to  in d iv id u a l s ta te ' s and  
d ealer’s needs, and how the 
day to day operations o f the 
national should be governed.

From those on the out
side looking in, this may ap
p ear to be ju s t  co sm etic  
changes, hut for those that 
have been following the na
tional and those who have been 
involved, we know that this 
really is a complete make-over.

Since the Board o f Di
rectors announced their in
tent to make these changes, 
many other state organ iza
tions around the country have 
shown great interest in jo in 
ing with SSDA-AT. There al
ready has been four states ap

ply for m em bership so they 
can  b eco m e p a rtic ip a tin g  
m em bers and have a say in 
the A ssociation 's developing 
structure.

T h e  b e g in n in g  w ork  
has been  d o n e  u n d e r the  
leadership  o f  our new p resi
dent, Mr. Tony L icata from  
T oledo . O hio . We are e x 
cited about the changes that 
we will be m aking in the up
com ing m onths.

A strong national is im 
portant for all o f  us as deal
ers. especially in those states 
that do not have an associa
tion that can represent them. 
Stay tuned, our next national 
m eeting  w ill be in A pril, 
where the final draft o f the 
proposed bylaw changes will 
be presented and where the 
next changes will be made in 
the format o f the Association.
I am pleased to be a part of 
this process and I know it’s 
going to be an im provem ent 
th a t w ill b e n e f it  d e a le rs  
throughout the country and 
also in the state o f M ichigan.
I appreciate you allowing me 
the opportunity to participate 
in these h istorical changes 
and I hope to be reporting 
more favorable news back to 
you in the near future.

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
T E L L -A -L E A K

U N D E R G R O U N D  S T O R A G E  T A N K  
LEAK D E T E C T IO N  SPEC IA LISTS 

30198 D equindre  
Warren , Ml 48092 
(810) 751-2248
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Member Briefs
Reminder: Tank 
fees must be paid

As a rem in d e r, the 
USTD o f the DEQ has issued 
payment requests to facilities 
that are delinquent in tank 
registration fees. Those facili
ties that do not pay in full 
within ten (10) days of receipt 
o f the notice w ill be red- 
tagged by DEQ inspectors.

The U ST reg istra tion  
fees are $ 100 per tank annu
ally. These fees are used to 
operate the UST inspections, 
registrations and compliance 
units of the DEQ. These units 
are separate from any opera
tion o f MUSTFA or clean-up 
activities.

The fees cover all regu
lated tanks (except heating oil 
or above ground tanks) that re
main in the ground. These fees 
are billed annually by location 
and are due upon receipt.

SSDA gets e-mail Dealers share concerns with legislator 
address at Oakland County meeting

In order to be even more 
accessible to SSDA members, 
industry associates and legisla
tive officials, SSDA can now 
be co n ta c te d  at the 
Association's new electronic 
mail address on the Internet at 
ssdami@sojoum.com.

We are excited to have 
this new capability and would 
like to receive e-m ail from 
dealers who already have this 
technology. Please send the 
Association an e-mail mes
sage (ssdam i@ sojoum .com ) 
with any comm ents you have 
about Service Q uarterly or 
anything else on your mind.

If you have any ques
tions about the Internet or 
w ould  like to know  m ore 
about e-mail, please feel free 
to call Steve Ott at the SSDA 
office at (517) 484-4096.

Comerica Check 
Guarantee Service

This new service for SSDA members 
offers participating members:

• A low 1.25% operational discount rate 
with an 8 cent transaction fee.

• A $3,000 guaranteed limit with a seven 
day reimbursement period.

• Detailed billing and electronic 
authorization.

• No extra charge for turn-downs.
• Stop payment coverage for an additional 

.03%.

This program will give you confidence 
when taking checks and save you money 

on the processing fee.

For more information, call SSDA 
at (517) 484-4096.

The issues surrounding 
zone pricing were the focus 
o f an O ctober 29 meeting in 
which Representative David 
G a llo w a y  (R -W a te rfo rd ) 
spoke to Southeast Michigan 
dealers at a meeting held by 
SSDA in Oakland County.

The discussion was cen
tered on House Bill 5 9 19 that 
Galloway, along with Repre
sentative Dennis Olshove (D- 
Warren), recently introduced 
to elim inate zone pricing.

D ea le rs  sh ared  th e ir  
concerns that zone pricing di
rectly penalizes their custom
ers due to arbitrary pricing by 
supp lie rs . G allow ay, who 
owns a dry cleaning equip
ment business, said he knew 
many of the pressures small 
business ow ners face and 
agreed that zone pricing is an

unfair practice in the service 
station industry.

Rep. Galloway said he 
would re-introduce and sup
port the bill in the new up
coming legislative term.

Previous to the October 
meeting, dealers in Macomb 
County met in August with 
the zone pricing b ill’s co
sponsor, Rep. Olshove.

Your industry 
resource guide 

four times 
a year.

S e r v ic e  S t a t io n s
THROUGHOUT M ICHIGAN

C - S t o r e s  &  A u to  R e pa ir  F a c il it ie s

—We Have Buyers— 
—We Need Listings—

Ask us about our variable commission rate

J im  F err is  

S te ph e n  J o seph

C a l l  517-323-3200
( F a x  517-323-9899)

“We’re Making it Happen”
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SSDA membership goes 
further than Service Quarterly

B ecause SSD A  sends 
hundreds of copies of Service 
Quarterly to gasoline retail
ers around the state, many 
times dealers believe they are 
a m em ber o f SSDA just be
cause they receive the m aga
zine. W hile we at SSDA are 
glad these dealers value S er
vice Quarterly and its service 
to the industry, we would 
like them to know how much 
more SSDA membership has 
to offer.

SS D A  d u es  p a y in g  
members gain access to many 
different program s that are 
designed to help increase the 
dealer's bottom line. SSDA 
members enjoy participation 
in the A sso c ia tio n ’s Blue

Cross Blue Shield program , 
a m oney saving C om erica 
1.98% credit card program  
th a t o ffe rs  an a d d it io n a l 
check guarantee service, a

d iv id en d -y ie ld ing  D odson 
w orkers’ com pensation  in 
surance program  and much 
more!

In addition to the above 
programs, SSDA represents 
its members in the state gov
ernment. With its office lo

cated in Lansing, SSDA is 
positioned to inform legisla
tors and act on issues that 
affect the service station in
dustry. SSDA is also active

at the national level through 
its participation with SSDA- 
AT, the national Service S ta
tion Dealers o f Am erica and 
Allied Trades.

SSD A  m em bers a lso  
receive the SSDA new slet
ter. Service M onthly, which

co n ta in s  u p -to -th e  m inu te  
regulatory  and industry  up
dates not found in Service  
Q uarterly. The A ssociation 
a lso  o ffers  its m em bers a 
chance to learn from  each 
o ther and industry experts 
through collaborative w ork
shops at the SSDA Annual 
C o n v e n tio n . T h is  y e a r  s 
C onvention will be held at 
the  P a rk  P la c e  H o te l in 
Traverse City (see front page 
for more details).

So if you would like to 
get a ll  o f  the b en e fits  o f 
SSDA m em bership, cut out 
and return the m em bership 
application on page 18 or call 
the SSD A  o ffice  at (517) 
484-4096.

With its office located in Lansing, SSDA  
is positioned to inform legislators and act on 
issues that affect the service station industry.

SSDA Classifieds
For Sale
Algonac station— 120' x 120' frontage on M29 in Algonac. Two bays, c-store, full service and self-service. 
Gasoline, kerosene and diesel. Some equipm ent will stay. Across the street from public access to St. C lair 
River. At present a Sunoco, but can change. Call (810) 794-4310.

Car wash— A used rollover car wash. Nu-Star poly pad. five brush, soft cloth wash with underbody rinse. 
Good operating condition, well maintained, newer cloth. Used three years. Call Tim M ariner or John Racine 
at (616) 538-7990.

Equipment—Wayne Decade cash register, and a True I door cooler. Call Dick or Mark at Campus Mobil 
(517) 332-2797.

Station—3 bay car wash and convenience store with gas. diesel, K -I, beer and wine. Lotto and more Port 
Hope. Ml. Call (5 1 7 ) 428-4441.

Station— 150' o f M24 frontage. Zoned for comm ercial use (c-store and/or full service). Asking $250,000. 
Please call (810) 6 2 8 -1875 for more information.

Wrecker service in Genesee County— with five trucks. Have agreem ents with police for towing dispatch. 
$270,000+ annual gross. All offers will be considered. Call Norm Fischer (“The Fish”) at (810) 744-2322 or 
(810) 653-4553.

Wanted
Stations to buy—Looking for stations within 50 miles o f Detroit. Please contact Jerry or Jim at Jericko and 
Sons at (810) 647-0770 or page at (810) 704-7133.

I f  you are interested in buying or selling an existing service station or equipment, please call the SSDA at 
(517) 484-4096. We are keeping a running list o f  sellers and buyers.

S e r v ic e  Q u a r t e r l y  D e c e m b e r , 1 9 9 6
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At the Pump

Consumers Don’t Buy Too Much Premium
Survey shows that the amount o f premium gasoline sold 

nearly matches the amount needed by vehicles
Are motorists buying too 

much premium gasoline— and 
wasting billions o f dollars? 
That's what some consumer 
organizations claim . But a 
new study by the American 
Petroleum Institute says no.

T he study  co n c lu d es  
that people are using about 
the right amount of premium 
as needed for their vehicles. 
In fact, about 20 percent of 
all gasoline sold is premium 
w hile about 19 percent of 
vehicles require it.

The data  on gaso line 
sales com es from the U.S. 
Department of Energy. The 
findings on octane require
ments come from the Coor
dinating Research Council 
(CRC), a nonprofit technical

organization supported by the 
petroleum and automobile in
dustries. The council annually 
tests represen tative cars to 
determ ine their octane needs 
and has been do ing so for 
nearly 50 years.

A PI's study also shows 
th a t w h ile  m o to r is ts  use 
somewhat more regular and 
less  m id g rad e  th a n  C R C  
w ould  c o n s id e r op tim um , 
overall, people buy about as 
m uch octane as they need. 
The average octane level for 
all gasoline sold is almost ex
actly the average needed for 
all vehicles— about 88.

To know what grade of 
gaso line to buy, m oto rists  
should start with their vehicle 
ow ner’s manual— then factor

in their own observations 
and experiences. M anufac
turing tolerances mean that 
vehicles o f the sam e kind 
may require different grades. 
Also, driving habits and ve
hicle age are important. For 
exam ple, people who drive 
heavy loads over hills are 
likely to need more octane.

In many cases, motor
ists will know their engines 
aren 't getting enough octane 
when they hear "knocking.” 
This signals uncontro lled  
com bustion that can, over 
time, damage engines. For
tunately, most newer auto
mobiles have knock sensors 
which elim inate knock by 
slowing down spark timing. 
This protects engines but can

also reduce power and accel
eration.

Som e drivers may be 
able to detect the differences. 
For them , pu rchasing  the 
higher-priced premium may 
be worth it, but for many other 
motorists, the savings from 
regular are worth the slight 
trade-off in performance.

American motorists are 
sm a r te r  than  co n su m er 
groups think. They know 
what is best for them. That’s 
why it is no surprise they are 
using  a lm o st ex ac tly  the 
am ount o f octane that the 
CRC experts recommend.

This article was written 
by Royola S. Dougher and  
Thomas F. H ogarty o f  the 
American Petroleum Institute.

Tire Wholesalers Co., Inc.
Wishes you a Merry Christmas and a happy, 

healthy, prosperous New Year!

TROY DISTRIBUTION CENTER
1783 E. 14 Mile Road 

Troy, MI 48083 
(810) 589-9910

CADILLAC WAREHOUSE
303 Hawthorn Street 
Cadillac, MI 49601 

(616) 775-6666

SOUTHFIELD WAREHOUSE
19240 West 8 Mile Road 

Southfield, MI 48075 
(810) 354-9910
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Viewpoint
Terry Burns, executive director SSDA-MI

Let's take off the blinders
D ecem ber 22 - W hat is 

the significance o f this date? 
To m ost people it is ju st 3 
days untill Christm as, but to 
a person who ow ns under
ground storage tanks it is 
important. This is the date to 
have com pleted your annual 
tank tightness test and a re
minder about Decem ber 22, 
1998. T hat is the date all 
tanks must meet the federal 
and state tank requirements.

For many tank owners 
who have not upgraded, this 
could mean a form of Rus
sian rou le tte . T here is no 
current state program  to as
sist them, but the deadline is 
still coming. If any contam i
nation is found at a site, that 
triggers a full clean-up pro
cess to begin. So the ques
tion is, why look? Keep the 
blinders on.

The state must decide if 
they want to approach this 
deadline with blinders on or 
with open eyes. Today the 
approach is with blinders. We 
know there are hundreds of 
sites that have not upgraded 
their tanks or cleaned up their

property. The incentive today 
is not to open the ground due 
to the possibility o f the un
know n (i.e. huge clean-up  
costs). Therefore, less clean
up work is being done and 
older tanks are staying in the 
ground, leaking or not.

The approach and in 
centive should be to get those 
old tanks out o f the ground 
and new tanks installed into 
a clean tank pit area. This 
would allow a viable business 
to continue to operate. Then 
a site assessm ent can be per
fo rm ed  in o rd e r to  know  
what work must be done to 
clean up their site. If there is 
an em ergency situation or a 
public health threat, the D e
partm ent of Environm ental 
Quality Emergency Response 
m oney should  be used to 
rem edy the situation. Once 
the assessm ents have been 
made and categorized, they 
can be put into a priority  
schedule and cleaned up as 
state monies become avail
ab le  a long  w ith  b u sin ess  
owners participation.

This type o f approach

would really help clean up the 
environm ent in a faster and 
m o re  o p en  m e th o d . We 
would know what the prob
lems are -vs- what we think 
the problem s might be. This 
takes aw ay the w orse case 
scenario for every location 
which is what is used now, in 
many cases, to predict costs 
and outcom es.

The next few months are 
critical in the legislative pro
cess for this program. Every
one agrees that a look-a-like 
program of MUSTFA will not 
happen due to the abuses that 
were incurred, but some pro
gram must appear.

There are many differ
ent proposals being worked 
on and your input is im por
ta n t. L et us know  y o u r 
thoughts so that a concise 
plan can be established and 
p rom oted  to g e th er to our 
elected  officials. We m ust 
have a program that allows 
the dealer network to con
tinue and gives the Michigan 
motoring public options as to 
where they purchase gasoline 
products.

HAWKINS EQUIPMENT COMPANY
717 Orchard Lake Ave. Pontiac, Michigan 48341
OVER 50 YEARS SERVING THE OIL INDUSTRY

•  Petroleum Equipment Experts
• Service Station Maintenance
• Certified Tank Testing “Petro Tite”
• Tank Lining “Glass Arm or 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

(810) 335-9285  
(810) 547-4477

Pontiac, Michigan  
FAX (810) 335-6767

M E M B E R

How did we 
get to be 

Michigan’s 
favorite 
provider 

of pollution 
liability 

insurance?

it's

Simpol
Storage tank pollution liability insurance experts

1 - 8 0 0 - 7 1 3 - 1 1 5 8
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Inside The State

Hertel to lead House through turbulent times
In the wake of term lim

its and the transition of power 
in the M ichigan H ouse of 
R epresen ta tives, un iquely  
q u a lified  H ouse S peaker- 
e le c t C u r tis  H erte l has 
emerged to lead legislators 
through this time o f change.

F irs t e le c te d  to the 
House in D ecem ber 1980, 
Hertel’s leadership experience 
is historical. Hertel served as 
the one o f the first Co-Speak- 
ers of the House in the 1993- 
94 sess io n  w ith  cu rren t 
S p eake r Paul H illeg o n d s  
when Democrats and Repub
licans sp lit con tro l o f the 
House in the 1992 election. 
H ertel served as M inority 
L eader a fte r R epub licans 
gained control o f the House 
in the 1994 election . This 
January he will assume the 
role o f Speaker.

"I like this situation the

best out o f the three,” said 
Hertel. “But I think going 
through the other two expe
riences (Minority Leader and 
Co-Speaker) will serve me 
well as Speaker.”

Hertel will have to draw 
from that past experience as 
the House shifts from Repub
lican  to D em ocratic  c o n 
tro lled . The Speaker-elect 
said he thinks voters wanted 
to put more balance into the 
legislative system by electing 
more D em ocrats to House 
seats. "I don’t think anybody 
is comfortable in the situation 
where one party is control
ling all three levels o f state 
governm ent,” H ertel said. 
“The founding fathers were 
very wise in the way in which 
they constructed this form of 
governm ent and this is the 
way it works best.”

In addition to the power

change, Hertel will have the 
unique job  of managing the 
ramifications of term limits. 
"This will be the first time that 
the House has gone into a ses
sion knowing that about two 
thirds of the members will be 
serving their last term, so that 
is going to bring certain dy
namics that we have never

seen before,” said Hertel.
The 1997-98 term will 

be Hertel’s last as a state rep
resentative because of term 
limits. “Som eone who is a 
freshman now in the house is 
going to be a speaker in two 
years,” Hertel said.
Continued on next page

SOME FACTS SIMPLY CAN T BE IGNORED!!

F A C T  1 The M U ST FA  program is gone. 
F A C T  2 M ost C ontam ination problem s aren’t gone.
F A C T  3 New RBCA regulations allow 70% o f  contaminated sites to be 

closed without further remeditation. 

C losing  your clean-up project is our goal. 
It can be d on e...w e are doing it.

Call us for more information.

H E C K LE R  Consultants, Inc...
1220 Farmington Road 

L ivionia, MI 4 81 5 0  
(313) 421 -6880

“Solving Problems Since 1980” _________________________

Speaker-elect C urtis H ertel w ill lead the H ouse through the 
uncharted waters o f  term  lim its
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Formalities

Speaker-Elect Hertel:
• Is a lifelong resident of the east

side of Detroit.
• Graduated from Denby High School

and Wayne State University.
• Served as coordinator for the

substance abuse program in the
city of Detroit before being
elected to the State House in 1980.

• Has served as Chairman of the
Transportation Committee.

• Served as Co-Speaker for the
1993-94 legislature.

• Served as Minority Leader for the
1995-96 legislature.

• Is married to Vicki and has four
children.

Hertel (cont. from last page)

B ecau se  o f  th e se  
changes associated with term 
limits, Hertel said he and other 
House leaders will give deci
sion-making power to fresh
man legislators early and of
ten. “Out o f respect o f the 
House and what it means to 
Michigan, we must make sure 
that the transition of power to 
these newer legislators hap
pens smoothly,” said Hertel.

In addition to managing 
the dynamics of term limits and 
the changes of the party con
trol of the House, Hertel and 
other House Democratic lead
ers are in the process of set
ting a busy legislative agenda.

To help him manage his 
many duties, Hertel has an ex
cellent staff that has been with 
him for years, including his 
Chief of Staff. Dan Loepp.

Even though Hertel has 
achieved a great amount of 
success in Lansing, he still 
believes it is important to lis
ten to his constituents in his 
home district in Detroit. The 
Speaker-elect said that the

best way to build a relation
ship with your representative 
is by writing to him or her and 
asking for a meeting in your 
district. "We are very anxious 
to meet with our constitu 
ents, especially business own
ers, back home."

We at SSDA are fo r tu 
nate to have Speaker-elect 
H ertel's experience at the 
helm o f  the M ichigan House 
o f  Representatives. He has 
been a long-tim e fr ie n d  o f  
SSDA and has always taken 
time to understand what is 
important to dealers and the 
industry.

Speaker-elect H ertel's 
comments on the importance 
o f  constituent involvem ent 
show that business owners 
can make a difference at the 
state level by being involved 
at the local level.

Stay tuned to upcoming 
issues o f  Service M onthly to 
f in d  out more about ways to 
jo in  an organized effort to 
meet and get to know your 
state representative.

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/Pum p Interfacing 
C-Store Inventory 

Payroll 
A ccounts Receivable 

A ccounts Payable 
Daily O ver/Short 

EPA G asoline Reconciliation 
R epair O rder G eneration 

Parts Inventory 
General Ledger 

On-Site Training 
System Upgrades 

Professional Support 
Trained experts in hardw are and 

software set-ups 
Windows '95 Users:

We can put icons for CSS 
on your screen

Further Enhance Your 
Operations with 

Windows, 
Wordperfect 
and Lotus

Consulting and 
Training Available
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In the Repair Facility

Customers choose good service over low price
W hat Customers Look for in Auto Repair

Explanations

C ustom ers’ confidence 
in au to  rep a ir is up— and 
more im portant than price, 
repair shops can keep that 
confidence by giving their 
custom ers honest custom er 
service, direct com m unica
tions and a clear understand
ing o f their cars ' problem s 
and the equipment used to fix 
them, according to a recent 
survey conducted by Snap-on 
Tools Company.

O ut o f 1,000 veh ic le  
o w n ers  su rv ey ed , n ea rly  
three quarter s (71 percent) 
say their confidence in repair 
shops has increased or re
mained stable over the past 
year. The survey revealed  
some key factors that vehicle 
ow ners look for in repair 
shops to help increase their 
trust and confidence.

C o m m u n ication s/C u s
tomer Service

“ D irect co m m unica
tions" and “ improved cus
to m er se rv ic e "  beat out 
price on the consum er’s list 
o f desired service traits. In 
fact, 93 percen t o f  those 
surveyed said their trust and 
confidence in a repair facil
ity is affected by the shop's 
ability to explain work per
formed, and 88 percent said 
they want attention from the 
service person.

When asked the most 
po sitiv e  th ing  abou t the 
treatment they currently re
ceive from their auto repair 
facility, 36 percent of vehicle 
ow ners (the highest open 
ended response) pointed to 
direct communication, or a 
good explanation of repair

procedures. This w as fo l
lowed by “reliable quality 
work" mention by 30 percent 
of respondents, "honest/trust
worthy" by 26 percent, while 
price was mentioned by only 
9 percent (see chart above).

W hen asked a second 
question about what their re
pair shop could do differently 
to improve the service expe
rience, 33 percent said "noth
ing,” 17 percent said “ im 
prove cu sto m er se rv ic e ,” 
while only 13 percent said 
they would like to see their 
facility lower the price.

Positive service experi
ences also seem to be aided 
by the consum er's ability to 
speak directly with the tech
nician. In the survey, vehicle 
owners overwhelmingly (77 
percent) favored dealing di
rectly  w ith the technician  
who works on their car ver
sus a customer service rep
resentative (19 percent). 
Equipment

A long w ith the co n 
sumer expectation of "fixing 
it right the first time,” vehicle 
o w n ers  in c re a s in g ly  are 
choosing a shop based on the 
service equipment the shop 
uses. In fact, nine out of ten 
surveyed said they have more 
trust and confidence in a shop 
that is equipped with special
ized tools and equipment, and 
two-thirds of those surveyed 
said they would feel more 
confident about taking their

car in for service if they un
d e rs to o d  m ore abou t the 
com puters and equipm ent 
used in diagnosing today’s 
service problems.

In addition to helping 
technicians correctly diag
n o se  p ro b le m s, to d a y ’s 
equipm ent has becom e an 
added com m unication tool 
for technicians to explain pro
cedures with customers. The 
vast majority of vehicle own
ers (84 percent) said they 
would have more confidence 
in the repairs they received if 
they could see a printout of 
test results for their vehicle. 
For example, one respondent 
said the most positive thing 
about his technician is “he 
uses the most current tools 
and always gives me a print
out of the work they do.” 
Information

W hile the majority of 
vehicle owners readily admit 
they don't understand today s 
high-tech vehicles, particu
larly vehicle owners age 45 
and over (76 percent), 64 
percent of those surveyed say 
they would like to see more 
in form ation  published  in 
newspapers, magazines and 
on television to help them 
understand the automotive 
service business.

SSDA is proud o f  all its 
trustworthy service providing 
members who help increase 
consumer confidence in auto 
repair every day.

SALES •  SERVICE •  PARTS •  INSTALLATION

MELLEMA’S 
SERVICE STATION MAINTENANCE, INC. 

11644 S. Greenville Rd. 
Belding, Michigan 48809

616-794 -2330  FAX 616 -794 -2606

Total Containment/Enviroflex 

Bennett Gasboy Red Jacket 

O/C -  ZORN -  Clawson Tanks 

EBW Hoists Emco Wheaton 

Certified Tank & Line Testing
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Customer
399

To Provide Value-Added Distribution.
Take us for a test drive and compare us against your current supplier. 

Chances are they don't stack up to our value-added products and services.

PEOPLE Knowledgeable Customer Service Representatives 

Courteous and Efficient Delivery People

• Scheduled Visits by Professional Sales/Marketing Representatives •  Representatives 

are Effective in Communication • Privately Held, Family Owned Business

• National Distributor Alliance Member

PRODUCT • Over 13,000 Items, Including 

Refrigerated, Frozen and Ice Cream

• Each Pick Selection in Grocery, HBC and Other Categories •  Reduced Cost 

When Purchasing Full-Case Grocery Products • Quality Assured Controlled Label 

Product Line • Timely New Product Additions

PROGRAMS
• Experienced In Supporting Customers' POS Conversions • Accurate Price Book 

Support •  E. D.I. Ordering, Invoicing, Payment and Reporting • On-Line Information 

Access Capability • Electronic Retail Maintenance • Custom Order Guides and 

Developmental Planograms • E.C.R. Support •  Item Popularity Ranking Reports by 

Product Category •  Gross Profit Contribution Ranking Reports by Product Category

• Summarized Cost and Retails by Product Category • Price Change Notification

• Annual Customer Survey

PRODUCTIVITY
•  Next Business Day, On-Time Delivery of Order •  Straight Truck 

Delivery Vehicles •  In Store Delivery •  Accurate Orders W ith High 

In-Stock Ratio •  Emergency Delivery Capability •  Quality Assurance 

Programs •  Customized Price-Stickers Program

PROMOTION
• Monthly Promotions with Displays and Banners •  Monthly "Super 

Values" Advertising Program •  Customized In- Store Advertising Programs

• Seasonal Merchandise Advance Bookings

PRICE • New Product Allowances Every Week
•  Quarterly "Super Savers" Sales Booklets

• Manufacturer Accrual Programs • Annual Buying/Merchandising 

Trade Shows •  No Cartage or Delivery Charge with Minimum Order

• No Service or Administration Charge

Superior Service At Competitive Prices

EBY-BROWN
SERVING ILLINOIS, INDIANA. IOWA, KENTUCKY, OHIO, MICHIGAN, MISSOURI AND WISCONSIN 

PLEASE CALL TIM CAMPBELL 1 (800) 840-5100 EXT. 201



Retail 
Is Detail

By Steve Ott

SSDA m em ber Dave Horton is one more dealer 
success story— a dealer who went from trainee to training 
manager and from em ployee to owner.

Dave, now owns two stations in southeast M ichi
gan, the Southeast Sunoco SunM art at the Territorial 
Road exit of US-23 near W hitm ore Lake and the South
east M arathon Gas Mart in Canton Township at the corner 
of Lilly and Warren Roads.

Having been in the oil business for 32 years, Dave 
started working as an intern for M obil Oil Com pany while 
he was attending the University of M ichigan. He went on 
to work with Mobil for 13 years in various marketing 
positions, progressing through the management ranks to 
the position o f training manager. Dave’s work with Mobil 
had him living in W isconsin and Chicago in addition to his 
home town o f Detroit.

After leaving Mobil Oil, Dave continued his career in 
the oil industry, working for one of the largest indepen
dent oil com panies as a regional sales manager in Green 
Bay, W isconsin. In addition, he also worked for two 
distributors as a marketing vice president. In 1983, he 
founded Southeast Petroleum, which began as a wholesale 
marketing and transportation company and evolved into 
the retail company it is today. Dave became a member of 
SSDA to take advantage o f the A ssociation’s Blue Cross 
Blue Shield program.

Dave bought the Sun Mart in 1985 and opened the 
Marathon Gas Mart just last February. The Sun Mart 
provides gas and diesel service to highway traffic. The

D ave H orton  
hard at work at 
his M arathon  
Gas M art 
station. The 
Canton
Tow nship station  
is conven iently  
located near a 
large num ber o f  
apartm ent  
complexes and  
houses.

Gas Mart is located in a heavily residential area.
There is a great difference between the type of cus

tomers the two stations attract. “People at the highway 
Sunoco station are very often lost and confused,” said 
Dave. “If I had a penny for every time I have given direc
tions, I 'd  be retired by now.’’ He also said that the cus
tom er base is always changing at the highway location 
while at the neighborhood M arathon station, employees 
are able to get to know repeat custom ers better.

One way Dave keeps both of his stations thriving is 
by remembering the basics o f the business. “Retail is detail, 
continual emphasis must be put on maintaining a friendly 
buying atmosphere, a clean store and competitive prices,” 
Dave said. In order to keep this emphasis on detail, his

“People are the most important aspect of 
our business, w hether they are your custom 
ers or your em ployees”

em ployees use check sheets on every shift that include task 
lists for cleaning the restrooms, emptying trash cans, 
keeping the floors clean and merchandising.

Dave also stresses the importance o f training and 
taking care of employees. “People are the most important 
thing in our business, whether they are your customers or 
your em ployees,” Dave said.

SSDA membership is another tool Dave uses to 
improve his business. “SSDA is an organization that 
benefits the industry tremendously,” Dave said. “The 
Association has really helped the legislature to understand 
the dealers’ concerns.”

The Blue Cross Blue Shield and Dodson worker's 
compensation insurance programs were also on the top of 
Dave’s list of the benefits o f SSDA membership. “I also 
enjoy the valuable exchange of ideas at the conventions, in 
the roundtable meetings and in the newsletter,” said Dave.

On the homefront, Dave is married to Toni and has 
three daughters and two step daughters. Toni works at the 
Detroit Medical Center, Wayne State University, were she 
is the nurse manager of the infectious disease clinic.

Looking back to the beginning of his career, Dave 
said there have been many changes. He said that in the 
1960’s, the gasoline business was solely about pumping 
gas. Dave cited co-branding as an example o f a big innova
tion for the industry. "Back then, the thought of having a
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A t  both o f  his sta tions, (M arathon Gas M a rt show n above) D ave  
stresses fr ie n d ly  custom er service (below right).

F ormalities

Dave Horton owns two stores in southeast 
Michigan, the Southeast Sunoco SunM art 
at the Territorial Road exit o f US-23 near 
Whitmore Lake and the Southeast 
Marathon Gas M art in Canton Township 
at the corner o f Lilly and Warren Roads.

Dave is married to Toni and has three 
daughters and two step-daughters.

fast food place in your station would be crazy,” he said. 
"You sold any food you had out o f vending m achines.”

Not one to com plain about changing times. Dave said 
new dispensers, registers, scanners, and m ethods o f m ain
taining inventory have made great advances in the service 
station industry. "It would take more than double the 
amount o f staff to run my operations at their current 
volume if we did not have today s technology."

Dave's ability to change with the times has helped  
make him the success he is today. SSDA is proud to have 
m em ber’s like Dave who have devoted their lives to the 
service station industry. We wish him luck at both o f  his 
stations and in any future endeavors.

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 
quantitative sample of TVHC at each test location.

• No interuption o f service.
• No overfill; no topping o ff tanks.
• Tests any tank size and pipeline length.
• M ichigan State Police Fire M arshal approved.
• Reliable for any type o f fuel, oil or chemicals.
•  Detects and locates leaks as sm all as 0.05 gph.
• Third party evaluations surpass EPA requirements.
• M ethod is on the EPA list o f accepted tests 
October 1991.
•  Does not subject tanks to any structura lly  
damaging pressures.

Sunrise Environmental
A licensed Tracer Tight Leak Detection Affiliate

Gordon Brown • P.O. Box 353 • Marion, Ml 49665 
_________ (616) 743-6950 • Fax (616) 734-2055
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New Members
The Service Station Dealers Association o f Michigan would like to welcome the 

following new members. These dealers are joining hundreds o f others who realize that 
together we can ensure the success o f the independent gasoline retailer.

Tom Aker, Aker C om 
panies, Inc., Holt. Tom is in 
the process o f building a sta
tio n  at the  c o rn e r  o f 
W oodbury and M-78 off o f I- 
69, north of Lansing. The fu
ture station will offer gas and 
d ie se l and  a c o n v en ien ce  
store. The station is scheduled 
to open June 1997.

Mr. Aker has worked as 
an environm ental contractor 
for nearly 10 years. He joined 
SSDA to get inform ation on 
m arketing, participate in the 
Blue Cross program, and to 
get to know other dealers and 
learn about the service station 
industry.

Jim Cicorelli. Frank s 
Party Store. Potterville. Jim 
owns a BP station that has a

large c-store. Jim and his fa
ther, Frank, have run the 
business as a party store at 
their cu rren t location  for 
over 30 years and just added 
gas this past July. Jim joined 
SSDA for inform ation on 
the industry and for advice 
on tank insurance.

Gilbert Elian. Elian's 
Autowash Shell. Kentwood. 
Gilbert owns multiple sta
tions in the G rand Rapids 
area.

Steve French, the
Amway Corporation, Grand 
Rapids. Steve is the manager 
of the Sunrise Auto Plaza in 
Grand Rapids. The station 
has been open for 14 years 
and has five service bays, a 
car wash and a quick lube.

Steve, who previously owned 
a Mobil station, has been the 
manager there for nine years.

Paul Ghraib, 28th St. 
& B refon  A m oco, G rand  
Rapids. Paul's Amoco station 
has a large c-store that offers 
a w ide  v a rie ty  o f  food  
choices. He has had the sta
tion since August 1995. Paul 
is also a real estate broker and 
appraiser who specializes in 
selling service stations. He 
joined SSDA to take advan
tage o f the Com erica M er
chant Card program and to 
network with other dealers 
across the state.

Lee Hanna, W ood
ward & Square Lake Shell, 
Bloomfield Hills. Lee owns 
three Shell stations— one in 
B lo o m fie ld  H ills , one in 
Clinton Township and one in 
Mount Clemens. Lee has been 
in the service station business 
since 1989 at his Bloomfield 
Hills station. He joined SSDA 
to be part of a strong dealer 
network and to take advan
tage o f the A sso c ia tio n 's  
member benefits.

Joel Hodgsen, N orth
west Tune-Up Inc., Birming
ham. Joel’s Mobil station at 
14 Mile and Woodward of
fers full service, repairs, tow
ing and a snack shop. He has 
been at that location for 10 
years and has been a dealer 
for 30 years.

Mr. H odgsen  w as a 
SSDA m em ber in the past 
and has come back to the 
Association to take advan
tage o f some o f its money 
saving programs and its leg
islative involvement.

Dan Hutchins. D an’s 
S o u th to w n  A m oco , St. 
Jospeh. MI. Dan owns mul
tip le  s ta tio n s  in w estern  
Michigan.

Lynn Nelson, C & L

O akland Auto Service Inc., 
D etro it. Lynn' s M arathon 
station on Oakland Road of
fers a full service repair shop. 
His family has been in busi
ness at that location for nearly 
25 years. Lynn joined SSDA 
to take  ad v an tage  o f  the 
A sso c ia tio n ’s Blue C ross 
Blue Shield health insurance 
program.

Ed Simons, Keego En
ergy. Inc., Sylvan Lake. Ed’s 
Union 76 station on Orchard 
Lake Road in Sylvan Lake 
has a c-store and sells alter
native fuels. Ed has been in 
the oil business for over 20 
years, working for various oil 
companies. Ed joined SSDA 
because o f the association’s 
reputation in the industry.

Dan Strong, Boyce H. 
Jo hn so n  E n te rp rises  Inc, 
Bloomfield Hills. Dan owns 
a Sunoco M in i-m arket at 
W oodward and Square Lake 
Roads. His family has owned 
tha t location  fo r over 18 
years. Dan joined SSDA to 
gain representation in indus
try matters.

Bill Vollenweider, 
D etro ite r Truck Stop, 
Woodhaven. Bill is the owner 
of a large truck stop that of
fers conveniences like a bar
ber shop and private showers. 
Bill’s dad, Ed, built the 31- 
year-old business from the 
ground up. The Vollenweider’s 
joined SSDA to have another 
voice in Lansing.
SSD A w ould  also  like  to 
welcome the following new  
associate members:
AKT Environmental 
Farmington
Lakeshore Qwik Lube
Stevensville 
Michigan Logos, Inc.,
East Lansing 
PM Environmental
Lansing

AKT is a 
full service 

environmental 
engineering and 
remediation firm  
committed to site 

closure and 
delisting.

Planning is Everything
As U S T  ow ners p rep a re  to  com ply  w ith  th e  1998 perform ance 
req u irem en ts , m any will choose  to  rem ove and  rep lace their 
U STs, d iscovering  subsu rface  con tam in atio n  in th e  process. 
A K T  specializes in R isk  B ased C orrective  A ction (RBCA) 
c losu res for U S T  sites. H u n d re d s  o f con tam in ated  sites across 
M ich igan  have b een  c losed  using  th e  RBCA  process, resu lting  
in d ram atically  low er rem ed ia tion  costs and m in im izing  station  
dow n  tim e.

Let AKT be part of your Plan
A K T  E n v iro n m e n ta l C o n su ltan ts , Inc.

24073 R esearch  Dr. •  F arm ing to n , M ich igan 
P h o n e  (810) 615-1333 Fax (810) 615-1334

AKT is pleased to announce that it has recently become an
A ssociate  M em b er  

Service Station  D ea lers A ssociation
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Good benefits keep good employees
Health insurance, retirement plans help retain workers 

in times o f low unemployment rates
Help Wanted. T hat's a 

sign we see today in more 
b u s in e sse s  than  not. O ur 
economy seem s to be strong 
and our unem ploym ent is 
dow n— w hich m eans good 
help is hard to find. When we 
do find em ployees, we also 
have to find ways to keep 
those em ployees.

A good way to entice 
employees to stay is by offer
ing them benefits they actu
ally want and need. An ex
ample o f this is health insur
ance. Many dealers have of
fered health insurance to em 
ployees anywhere from 100 
percent payment to a co-pay 
of the premium.

Other ways to keep em 
ployees include new develop
ments such as IRA’s, training, 
flexible hours or additional 
education. All o f  these are 
excellent ways 
to involve your 
em p lo y ees , at 
the sam e tim e 
m a k in g  them  
better em ploy
ees for you.

SS D A  is 
pleased to help 
out in these re
ten tion  s tra te 
gies. The Association offers 
an excellent Blue Cross Blue 
Shield package that can be 
ta ilo red  to yo u r s ta tio n 's

n e e d s . T h e  p ro g ra m  has 
m any a ffo rd ab le  p lans  to 
ch o o se  from  tha t inc lu d e  
varying deductibles and co
paym ents for drug cards.

A lso  in 
1997, SS D A  
members will be 
getting informa
tion on how to 
set up a retire
m ent p lan for 
em ployees. A 
simple IRA plan 
will be offered 
that will allow 

employees to chose and move 
their money without a vesting 
period  that can be to ta lly  
theirs. The ow ner-operator

doesn’t have to be responsible 
for the money. There are no 
forms to file, no cost to the 
em ployer and the em ployees 
are allowed to work through 
an agent. This is going to be a 
new  and  ex c itin g  m ethod  
which also can involve an em 
ployer contribution.

We have found that most 
e m p lo y e e s  d o n ’t in v o lv e  
them selves in a retirem ent 
plan until it is offered by an 
employer. Once that happens, 
the money grows fast.

F or more inform ation  
on a n y  o f  these  em p loyee  
benefit program s available  
through SSDA, p lease  ca ll 
(517) 484-4096.

Help Wanted

Benefits Include:

Blue C ross 
IRA 
T rain ing  
Flexible H ours

Attention Service Station Dealers:
If you're in the market for a 

health plan, get the most 
accepted, unquestioned

S e r v ic e  Q u a r t e r l y  D e c e m b e r . 1 9 9 6
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Q. What can the SSDA do for me?

A. • Provide you w ith  one hour of phone consultation w ith  our legal consultant.
•  G ive you group insurance through Blue Cross/Blue Shield, w hich you can pass on to your 
em ployees.
•  Regular updates on legislative, regulatory and m em bership issues through Service M onthly 
new sletter and Service Quarterly m agazine.
•  Save you up to 50 percent w ith  a Visa/M astercard program; w ith  no transaction fees and a fixed  
rate of 1.98 percent.
•  Earn you an annual d iv idend w ith  D odson workers' compensation; this year's is 20 percent!
•  G ive you additional promotional points toward Tire W holesalers programs, as a Tire 
W holesalers customer and SSD A  member.
•  Host an annual convention each year filled  w ith  business advantages and entertainment.
•  Protect your interests by having an SSDA representative on the MUSTFA Policy Board.
•  M ake sure your voice is heard in Lansing w ith  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 w ho  
can help w ith advice and support.

T h e  S S D A  c a n  p r o v id e  y o u  w i t h  t h e  k n o w l e d g e  y o u  n e e d  a n d  t h e  s a v i n g s  y o u  w a n t .

Please send the application below to SSDA, 200 N . Capitol Su ite  420, Lansing, M I 48933

A p p l i c a t i o n  f o r  M e m b e r s h i p
I (we), by subm itting this application and the paym ent o f  scheduled dues, hereby apply for m em bership in the Service Station Dealers 
A ssociation o f M ichigan, Inc.

M l Z ip: Phone

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

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

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

SOLE PROPRIETORSHIP PARTNERSHIP

P l e a s e  B i l l  M e

A n n u a l  M e m b e r s h ip  D u e s :

$41 m onthly (electronic banking)

$480 annual paym ent

Add $120 per station after four stations.

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

$25 m onthly (elec tronic banking) 

$250 annual payment

S ig n a tu re Date December 1996 SQ
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Business Focus
Gregory S. Tarr, Advanced Planner Group, American Express Financial Advisors Inc.

Year-end tax strategies can save you money
W ith the O lym pics and 

the elections, 1996 has been 
an eventful year. Even if you 
w e re n ’t ru n n in g  the  100 
m eter dash, or running for 
office, you w ere probably 
quite busy yourself. In fact, 
you might have been too busy 
to implement those prom is
ing tax strategies you thought 
about last year.

Fortunately, it’s not too 
late. You’ve still got time to 
make some tax moves that 
will help you out next April 
15-and  beyond. H ere are 
some suggestions:

• Donate appreciated 
stocks. Stocks did well in 
1996, ju st like they did in 
1995. If you’re an investor, 
you probably racked up some 
strong capital gains-taxable 
capital gains. But you can 
avoid paying capital gains 
taxes by donating some of 
your appreciated stocks to 
charity. If you've owned the 
shares for more than one year, 
you can deduct the current 
market value o f the stock. 
Y ou 'll be help ing  a good 
cause-and your own cause.

• Donate household  
goods to  charities. If you've 
been meaning to get rid of 
some of those old clothes or 
household goods, now is the 
time. You can donate them to 
the Salvation Army, Good
will or other charitable orga
nizations. and then take a tax 
deduction. Deducting these 
contributions from your taxes 
is more o f an art that a sci
ence: the IRS allows you to 
deduct "fair market value" 
for your goods, but it leaves 
the calculation o f this value 
up to you. Some organiza
tions will provide you with an 
appraisal o f your donations, 
but you may also have to pro
vide documentation yourself. 
Make sure you get receipts

for all your donations.
• Delay your mutual 

fund investments. It wouldn’t 
be su rp ris in g  if  you  re 
tem pted to make some year- 
end investments to your m u
tual funds. After all, the good 
year for stocks also m eant 
s tro n g  p e rfo rm a n c e  fo r 
stock-based  m utual funds. 
But that means you can an
ticipate hefty capital gains 
distributions in December. By 
putting money into your m u
tual funds, you 'll just add to 
these taxable d istributions- 
unless you hold off until af
ter the distributions are made. 
It's not hard to do-you can find 
out the exact distribution date 
by calling your mutual fund 
company.

• Contribute to an IRA. 
Contrary to popular belief, 
many people can still make 
tax-deductible contributions 
to their IRAs. How much you 
can deduct depends on your 
earned income.

But even if you can 't 
reduce your taxes d irectly  
through your IRA contribu
tion, you can still get signifi
cant tax advantages. T hat’s 
because IRA funds grow tax- 
deferred until you withdraw 
them, usually at retirement. 
By fu nd ing  an IRA w ith 
money that you might other
wise have place in a fully tax
able investm en t, you can 
av o id  the a cc o m p an y in g  
capital gains taxes.

• Increase your 401 (K) 
contributions. Y o u r 401(k) 
gives you two huge tax ad
vantages. First, your earnings 
grow tax-deferred, as in an 
IRA. Second, your contribu
tions are made with pre-tax 
dollars, which will lower your 
taxable income. If you can, 
increase your 401(k) contri
butions for the rest o f this 
year-and maintain the high

level next year.
• Give money to your

kids. By setting up a custo
dial account, you can shift 
stock or o ther assets to your 
m inor children, who will be 
in a low er tax bracket than 
you. Thus, you’ll reduce your 
tax bill— and more o f the in
com e produced by the stock 
can stay in the family. (You 
can ’t reap unlimited benefits 
from this income shifting. A 
“kiddie tax” applies to invest
ment incom e earned by chil
dren under 14 years old).

• C onsider a home- 
equity loan. Are you think
ing about buying a car, boat 
or other big-ticket item be
fore year-end? O r are you

con tem p la ting  a m ajo r re 
m odeling project? If so, then 
you might want to pay for it 
with a hom e-equity loan or 
line o f credit. A hom e-equity 
loan is ju s t about the only 
consum er loan left in which 
you can deduct the interest 
from your taxes. O f course, 
you don 't have much time left 
in 1996 to accumulate big de
ductions, but you can get a 
head start on 1997.

• Plan Ahead. As the 
year com es to a close, pick 
and choose those tax strate
gies that will work for you 
now and in the future. M ake 
it a goal to transform  your 
“year-end” tax strategies into 
a “year-round" tax plan.

MAXIMIZE YOUR PROTECTION
MINIMIZE YOUR PREMIUM

With a Business Insurance Program designed 
specifically for the Auto Service industry.

• Property
• General Liability
• Business Income
• Business Autos
• G arage/G aragekeepers 

Liability
• Um brella Liability

Data Processing Equipm ent 
Crim e Coverage
G asoline Contam ination Coverage 
Fuel A ccess Card Coverage 
U nderground Storage 
Tank Liability

INSURANCE SERVICES, INC

68105 . Cedar, Suite 15 
Lansing. M I 48911 
(517) 694-8100 
(800) 678-8327• Watts 
(517) 694-8196•  Fax

Call now for a quick, no obligation quote to 
compare with your current program. 

Ask for Scott Voss.
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Law Talk
Mark Cousens, SSDA-MI Legal Counsel

Designating a successor is essential
The death of a loved one 

is a difficult shock. It should 
not be made worse by the dis
covery that their death will 
destroy a business they built. 
This is less o f a problem for 
some enteiprises. A corpora
tion can survive the death of 
the  in c o rp o ra to r . So the 
death o f the founder of. say, 
a tool and die firm will not 
necessarily spell its demise. 
But this principle is not usu
ally applicable in the petro
leum industry.

In most instances, the 
legal relationship  betw een 
franchisor and franchisee is 
personalized. Most suppliers 
insist that the franchise be 
granted to a specific person 
rather than to a corporation. 
Hence, the form of a dealer's 
business is irrelevant. The 
dealer may operate as a cor
poration and may, technically, 
be an employee of that cor
poration. But it is entirely  
likely that the franchise is 
personal to the dealer. Many 
franchise agreements confirm 
this arraignment by inserting 
personal service clauses re
quiring the dealer to person
ally attend the business.

There are som e valid 
reasons for this requirement. 
Personalizing a franchise pre
vents the substitution of fran
chisees by the sale of corpo
rate stock. A franchise to the 
"ABC Corporation" will not 
prevent the stock of that cor
poration from being sold by 
the original franchisor to an
other person who may be en
tirely incompetent or uninter
ested in the proper operation 
of a service station. Hence, 
m ost franchises are either 
personal to a specific person 
or have a clause that termi
nates the franchise on the sale 
o f a m a jo rity  o f the

corporation 's stock.
The result o f this reality 

is that service station dealers 
have unique problems in pro
tecting their family’s interests 
in the businesses they have 
built. They cannot assum e 
that techniques that work for 
other enterprises will work 
for them. A good estate plan 
(which should be carefully 
drafted by a com petent per
son; in most cases a simple 
will is not enough) has to in
sure that the dealer’s business 
is preserved for the dealer’s 
family. That plan will have to 
make special provision for 
the transfer o f the dealer' s 
franchise.

The death o f a dealer is, 
in most cases, grounds to ter
m inate a franchise. PMPA 
specifically enumerates death 
as a reason for termination of 
the franchise. But PMPA has 
a special provision allowing 
the states to regulate succes
sion of dealer franchises in 
case o f death . Each sta te  
must adopt its own statute 
p rov id ing  for succession . 
Michigan has done so in leg
islation enacted in 1990.

Michigan ’s M otor Fuel 
D istribution Act perm its a 
dealer to designate a succes
sor to continue the franchise 
in case of the dealer 's death. 
The statute permits the des
ignee to be any immediate 
fam ily m em ber, including 
spouses of married children. 
However, to be effective, the 
designation must be provided 
to the franchisor in writing. 
Oral designations are not rec
ognized by the Act.

The Association has de
veloped a form for the desig
nation. Dealers should use 
that form  only. Do not use a 
fo rm  prepared by the sup 
plier. In many cases, the sup

plier will attem pt to insert 
clauses which are not recog
nized by the Act and to which 
the dealer does not have to 
agree. D ealers who p rev i
ously submitted a form pre
pared by the supplier should 
promptly submit a new des
ignation on the form prepared 
by the Association. The sup
plier may not refuse to accept 
the designation. And it may 
not insist that the designation 
be presented on its form. The 
Association should be con
tacted promptly by any dealer 
encountering such difficul
ties. Dealers should prepare 
two copies of the designa
tion. One should be delivered 
(or mailed by certified mail) 
to the supplier; the other re
tained with the dealer’s estate 
p lan . In e ith e r even t, the 
d ea le r should  have som e 
proof that the designation  
was received by the supplier.

If undertaken in accor
dance w ith  the s ta tu te , a 
dealer' s successor should be 
able to assume the dealer’s 
franchise as it was on the day 
of the dealer’s death. That 
means that no new franchise 
is prepared. The successor 
“ s te p s  in to  the d e a le r ’s 
shoes" as if they had been the 
dealer all along. Some fran
chisors insist that a successor 
agree to a new trial franchise. 
I believe that to be a viola
tion of the law.

A properly undertaken 
succession does not create a 
new franchise. The statute 
says that the franchise “de
volves” to the successor. By 
that I conclude that the suc
cessor assumes the franchise 
as it was on the day of the 
d e a le r ’s death. H ow ever, 
that issue has not yet been
see law pg. 22

"...service station 
dealers have 
unique problems 
in protecting their 
family s' interests 
in the businesses 
they have built.''

"Designating a 
successor, and 
teaching the 
successor what 
they must do to 
assume the 
franchise, is a 
critical step 
toward
preservation of 
the business..."
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“Our Hanna Petro-Bay 
Wash helped greatly im
prove our bottom line. A 
top quality wash in a lim
ited space. ”

-Tim Mariner 
SSDA member 
Wyoming dealer

The Operator's Choice in Vehicle Washing Equipment
HSI sells Value You can Profit from Value. 

The Motorist perceives a Soft Cloth Wash has Value and is willing to pay for it. 
With Hanna-Sherman you have the selection that will best fit your needs.

CONVEYORIZED SYSTEM
The HSI Petro Plus and Deluxe Models 
have the capability to wash and dry 50 to 70 
cars per hour. The Soft Cloth "Mini" Tunnel 
Systems operate with unattended or 
attended P.O.S. Controls 
with Pump Island 
credit card 
interface.

SOFT CLOTH ROLL-OVER
The HSI Autostar Soft Cloth Roll-Over has 
the capability to wash 30 to 35 cars per 
hour with the Autostar Valet unattended 
P.O.S. Controls with Pump Island Credit 
Card Interface.

For Profit, Reliability, Service and Installation call 
M ECHANICAL WASH SYSTEM S., INC. at (810) 543-5850

•  Unattended controls with two-way voice communications.
•  Pay at the pump credit card interface.
•  Customer friendly wash process.
•  No-touch drying system.

Please call l-800-722-WASH  
to learn more about how a Hanna-Shennan 

car wash can benefit your business.



Supplier Spotlight

A K T  E nviro nm ental C onsultants, Inc .
Providing efficient environmental solutions

A K T  D irectors A n th o n y  Kashat and T on y  A n th o n y  look over site  
plans a t their Farm ington office.

Closing sites as quickly 
and efficiently as possible is 
the goal o f AKT E nviron
mental Consultants, Inc. The 
Farm ington-based company, 
now in its fifth year of opera
tion. is experiencing steady 
growth by applying that phi
losophy.

The company has 16 em
ployees with Environmental 
Engineering Services Director 
Tony Anthony and Environ
mental Compliance & Assess
ment Services Director An
thony Kashat at the helm.

K ash a t d ire c ts  the  
com pany’s Phase I environ
m en ta l s ite  a s se ssm e n ts .

which provide environm en
tal due diligence activities re
lated to real estate and busi
ness acquisitions, financing 
and legislative compliance. 
Anthony heads the Phase II 
investigations and rem edia
tion service group.

“ P rac tica l so lu tio n s , 
quick turn around, com peti
tive pricing and high quality 
is what we are about," said 
Anthony.

AKT balances the liabil
ity o f s itu a tio n s w ith the 
practical application of their 
so lu t io n s , a c c o rd in g  to 
K ash a t. “Our work is about 
resolving the environm ental 
issues quickly so businesses 
or transactions can proceed.”

"T he serv ice  sta tion  
owner is in business to sell 
gas, repair cars and keep the 
station going," said Anthony. 
"It's our job  to worry about 
the environmental issues and

make sure the owner can fo
cus on the business.”

An im portant quality  
AKT possesses Kashat cited 
is that they are approved by 
most banks in Michigan for 
cases where there is financ
ing involved. “ It helps to

speed the process and lower 
costs when someone is pur
chasing, selling or refinanc
ing a station.”

Equally important, An
thony said, is that AKT is 
approved by the Department 
o f Environmental Quality for 
closures. "If the DEQ doesn't 
trust your work, they are not 
going to approve anything.” 

Anthony said that AKT 
specifically excels in Risk- 
B ased  C o rrec tiv e  A ction  
(RBCA) procedures as out
lined by the DEQ.

Because of urban revi
talization, AKT will be open

ing an additional office in 
Detroit this spring. Kashat 
said they are also planning to 
expand into the Cleveland 
and Chicago markets in the 
next few years.

A new SSDA associate 
m em ber them selves, A n
thony said AKT is looking 
fo rw ard  to w orking w ith 
SSDA members. “SSDA is 
a good o rgan iza tion  that 
helps all members become 
better business people.”

For more inform a
tion on A K T  see their ad  
on page 16 or call 810- 
615-1333.

“It’s our job  to worry about the environ
mental issues and make sure the owner can 
focus on the business.”

Law
resolved by the courts.

A successor must know 
what is required of them by 
the law. The Act states that a 
successor must give written 
notice o f  their intent to op
erate the franchise within 30 
days o f  the d ea th  o f  the  
dealer. There may be circum
stances in which oral notice 
is adequate but no successor 
should assume that. Part of a 
dealer s complete estate plan 
should be an instruction to 
the successor to give written

notice of intent to operate the 
franchise; that notice must be 
provided within 30 days of 
the dealer ’s death.

The modem service sta
tion franchise is no longer a 
back room business with no 
cash register. The industry 
has changed. It now requires 
sophisticated business judg
ments. But there are many 
benefits from the change. 
Businesses that once simply 
provided a living are now cre
ating real equity. The value

of som e e n te rp r is e s  a p 
p ro a c h e s — or ev en  e x 
ceeds— seven figures. Deal
ers must act to protect and 
preserve the businesses they 
have built. That should in
clude a complete estate plan. 
That plan should include a 
designated  successor. And 
the su ccesso r m ust know 
how to invoke their right of 
succession.

What was once an indus
try populated by hard work
ing men with little business

from pg. 20
experience has become an in
dustry populated  by hard 
w orking men and women 
with considerable business 
acum en. It is appropriate 
that dealers extend that ex
pertise to the protection of 
the business they have cre
ated. Designating a succes
sor, and teaching the succes
sor what they must do to 
assume the franchise, is a 
critical step toward preser
vation of the business on the 
dealer’s death.
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News B rie fs

Rouge River gets new friends Michigan losingmoney from
tobacco taxIn order to protect the 

Rouge River from pollutants 
generated by area busi
nesses, Wayne County 
has begun the Rouge 
Friendly Business Pro
gram.

T h is  v o lu n ta ry  
program  allow s busi
n esses  to d e te rm in e  
which of their activities 
may be polluting the 
Rouge and to develop 
an action plan to pre
vent that pollution. The 
program covers all the 
R ouge R iver w a te r
shed.

The overall goal 
o f  the p ro je c t  is to 
m ake businesses aw are o f 
their actions and help prevent

pollution from reaching the publicity  through new spa- 
Rouge River. In return for pers, stickers and brochures

will be provided.
M any businesses 

and o rganizations are 
already involved in this 
new program. They will 
soon be identified  by 
d isp lay ing  the R ouge 
R iver “SnoopaSaurus” 
that is pictured to the 
left.

If you would like 
to participate by doing 
a self assessment or by 
having a site evaluation 
perform ed, please call 
the  SSD A  o ffic e  at 
(517) 484-4096. This is 
a proactive community 

participating businesses’ pol- program that can benefit ev- 
lution prevention efforts, free eryone in southeast Michigan.

Michigan is losing about 
$150 m illion a year as a re
sult o f the tripling o f the state 
tobacco tax o f 1994, a new 
report by an Indiana-based 
research firm says.

The report by the Tax 
Research A nalysis C enter o f 
Indianapolis also indicated 
tha t the p roposal to put a 
stam p on each pack is a step 
in the right direction to curb 
cross-state sm uggling.

T he 1994 ballo t p ro 
p o sa l. w h ic h  t ra n s fe r re d  
m o st o f  the  re v e n u e  fo r 
sc h o o l o p e ra t io n s  to  the 
s ta te  from  loca l so u rces , 
raised the cigarette tax to 75 
c e n ts  p e r  p ack  fro m  25 
cents.

Join SSDA
S erv ice  S ta tion  D ealers  A s so cia tio n

B e n e f it  y o u r  b u s in e s s  b y
BEC O M IN G  A M EM BER 

SSDA O FFER S ITS m e m b e r s :

• B l u e  C r o s s  B l u e  S h ie l d  
H e a l t h  C o v e r a g e

•  L o w  C r e d it  C a r d  R a t e s

• A C o m p e t it iv e  W o r k e r 's 
C o m p e n s a t io n  P r o g r a m

•  L e g is l a t iv e  I n f l u e n c e  in  
L a n s in g  a n d  W a s h in g t o n

S e e  p a g e  1 8  f o r  a  m e m b e r s h ip  
APPLICATION OR CALL THE SSDA 

OFFICE AT (517) 484-4096

Endorsed by Service Station Dealers 
Association of M ichigan since 1962, 
the Dodson Plan gives association 
members the opportunity to earn 
dividends each  year on their workers' 
com pensation insurance.

Because SSDAM m embers are promoting 
]ob safety and keeping claim  costs low, 
dividends have been earned every year 
since 1962.

In fact, m ore 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

S e r v ic e  Q u a r t e r l y  D e c e m b e r , 1 9 9 6
2 3



Cech & Associates, P.C.
Certified Public Accountants

We are a 
full-service accounting firm 

specializing in the 
automotive service industry, 

providing a wide variety of services,
including:

Monthly Financial Statements
(compilations, reviews and audits)Counseling for Improving Profits 

Payroll Checkwriting Service 
Business and Personal Income Taxes

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

Be sure to mention this ad!

28277 Dequrndre 
Madison Heights, M I 48071-3016

Phone: (810) 547-3141 Fax: (8 1 0 )  547-3223
Formerly Lawrence A. Wright, Inc.

SERVICE QUARTERLY
2 0 0  N C apito l • Suite  4 2 0  
L ansing . M ichigan 4 8 9 3 3
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