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Logo signs hit Michigan’s highways
Pilot program launched at 30 sites; study to determine if signs will stay

With a ribbon cutting 
ceremony in Lansing the 
Michigan logo sign pilot 

program is well on its way. Several 
highway exits are already seeing logo 
signs for gas, food, lodging and camping.
The signs are part of a three-year pilot 
program to study the benefits o f  logo 
signing to motorists and business. Thirty 
highway interchanges in Michigan have 
been selected for the project.

Sales representatives from Michigan 
Logos Inc.. the company administering 
the pilot program, are making calls to 
businesses along the 30 interchanges (a 
list of these interchanges was printed in 
the April issue of  Service M onthly). To 
be an eligible business your retail gaso
line station must have continuous opera
tion at least 16 hours per day. 7 days a 
week, be within 3 miles o f  the inter
change. provide vehicle services such as 
fuel, oil and water, and have restroom 
facilities and public telephones available 
during hours o f  operation. The cost to 
rent space on a logo sign is $1,320 
annually ($660 per direction, per year).
This includes the rental fee for two
mainline and two ramp signs. The rental fee does not
include the purchase of  your individual logo.

After three years the state w ill evaluate the 
program s effectiveness and decide whether to expand 
logo signs statew ide .

At the ribbon cutting ceremony last month, officials 
said they were finally answering the request from motor
ists and business owners for highway logo signs.

If you are interested in participating in the program 
call Michigan Logos. Inc. toll free at 1-888-645-6467. If 
you have any questions please call Tony at the SSDA 
office at ( 5 17) 484-4096.

Above: This gasoline logo sign at the 1-96 
O kem os exit is expected to bring in 
custom ers to S S D A  members o ff the exit. 
Right: From left, S ta te  Senator George 
M cM anus, M ike Kovalchick, general 
manager o f M ichigan Logos Inc., and Gary 
Taylor, M -D O T  H ighw ays Bureau Director, 
cu t the ribbon to launch the h ighw ay logo 
project.
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The Oscar W. Larson Co.
Since 1944

M E M B E R

The ONLY
Company You Need

•  2 4  H O U R  SE R V IC E

• PE T R O -T IT E  TANK  T E S T IN G

• U S  U S T  U N D E R  FILL TANK  

TE ST IN G

• S A L E S  A N D  INSTALLATION  

• TANK CLEA N IN G  

•  T A N K S A N D  D IS P E N S E R S  

•  AIR C O M P R E S S O R S  

•  C A N O P IE S

• AU TO M O TIV E LIFTS

• ELECTRICAL C O N T R A C T O R S  

•  LUBE EQ UIPM ENT

•  C A R D  R E A D E R S

• TANK INVENTORY S Y S T E M S
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(810) 620-0070 Pontiac 
(810) 549-3610 Detroit

We Are Builders.

V
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Hard hats. W orn 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

W e 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 .31 3 .6 8 4 .1 2 1 5 .

Parks Omega

The Total Compliance Company
4901 McCarthy Drive. Milford. Ml 48381 
Phone 313 684 1 215 Fax 313 684 1929
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YOUNGS

Young's Offers
Tank & Piping Installation 
UST Removals & Replacements 
System Upgrades 
At the P um p Card Readers 
Aboveground Tanks 
Automotive Hoists 
Lubrication Equipment 
Electronic Monitor Systems 
Cash/C ontro ller  Consoles 
Canopy Installation 
Canopy Lighting and Upgrades 
Air Compressor Sales and Service 
Commercial Card Readers for 
Unattended Fueling 
Remediation 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

ME MB E R

iPEIi
Young's Fuel Equipment Services, Inc.

G-5339 N. Dort Flighway • Flint, MI 48505 
P h o n e  ( 8 1 0 )  785-5509 or (810) 789-0161

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

P r o v id in g  t h e  H ig h e s t  Q u a l it y  S e r v ic e  t o  t h e  

S e r v ic e  S t a t io n  D e a l e r s  A s s o c i a t io n .

I n n o v a t i o n  i n  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, SSD A -M I President

Customers are looking; let’s make sure 
w e’re known for what we do best

You’II learn how 
to analyze your 
business and 
competition; how 
to enhance the 
image o f your 
business; and how 
to make the most 
o f all your 
resources.

With the recent hike in 
gas prices we know custom
ers are looking at our street 
signs more closely. Are they 
looking at other parts o f  our 
business more closely? Are 
we looking at the rest o f  busi
ness more closely?

We should be. Because 
o f  the negative image sur
rounding gas prices, we need 
to remind ourselves and our 
customers that there is more 
to us than fuel pumps. What 
other reasons do they have 
for choosing our location? 
Each station has a reputation 
and is known for something, 
whether good or bad.

All o f  us have som e
thing w e 're  really good at 
with our business. Some of 
us have great landscaping, 
som e are known for their 
m echan ics ,  som e provide 
outs tanding  cus tom er  se r
vice, and some create a niche 
with their c-stores. The key 
is taking those talents, build
ing on them and marketing 
them to the public. Let's be
come known for what we do 
best.

At this year s Annual 
Convention August 4-7 (see 
pages 6-7 for details) you will

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

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

Test it rig h t-  
Test it tig h t- 

with TELL-A-LEAK

TELL-A-LEAK
UNDERGROUND STORAGE TANK 

l e a k  d e t e c t io n  s p e c ia l is t s
30198 Dequindre
Warren, M l 48092 

(810) 751-2248

get tang ib le  so lu t io n s  for 
bringing your business ahead 
o f  the  res t .  Mr. B ill 
B a in b r id g e  o f  I n te r L in k  
Training and Motivation will 
present an intensive w ork 
shop on “Energ iz ing  your 
Business.” You'll learn how 
to analyze your business and 
competition; how to enhance 
the image o f  your business; 
and how to make the most of 
all your resources.

More importantly w e’ll 
learn how to attract new cus
tomers and gain customers 
for life. Just because some
o ne  is a c u s to m e r  to d a y  
doesn't mean they'll be back 
tomorrow. We need to prove

to them there is much more 
to us than a price on a sign. 
We need customers that will 
com e to our station regard
less o f  a difference in price. 
Gone are the days of  stations 
that only sell gas.

M ake a d if fe rence in 
your business this year. A t
tend the Annual Convention 
this August at Boyne High
lands for an investment in 
your business. There is more 
to your business than ju s t  
price.

The Annual Convention 
is the largest dealer event in 
Michigan. I f  you need more in
formation, or have questions, 
call SSDA at (517) 484-4096.

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 C on ta inm en t/E nv iro flex  

Bennett G asboy Red Jacket 

O /C  -  ZO R N  -  C law son Tanks 

EBW  H oists Em co W heaton 

C ertified  Tank & Line Testing
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S S D A
SSDA Annual Convention • August 4-7 1996•  Boyne Highlands

Take your business
to new heights!

The plume is alw ays ringing. D eliveries have to be checked. 
Custom ers need service. A n  employee asks for help.

Where do you fin d  the tim e to step back and take a good look at your  
business? A t  the S S D A  A n n u a l C onvention  this A u g u st at Boyne  
H ighlands, yo u 'll have three fu ll m ornings to do ju s t that. Take a 

couple days to recharge yo u r batteries and get a better view  o f your  
sta tion  and its path to success.

Mr. Bill Ba inbridge

I n terL in k :
Energizing Your Business

No matter what you re 
selling, somebody can always 
meet or beat your price. So 
how do you compete? How 
are you going to make 
money? How are you going 
to attract new customers and 
keep existing ones coming 
back and buying more?

This interactive work
shop. presented by Bill 
Bainbridge, will explore the 
planning and goal setting 
process, how to develop
creative marketing ideas and how to motivate your cus
tomers and your employees. During the workshop we'll 
discuss many of the most critical issues facing us today. 
Learn the latest techniques for developing a solid business 
plan, negotiating better deals with suppliers, hiring and 
keeping good people, controlling costs, and using your 
marketing and co-op dollars more effectively. Valuable 
materials will also be provided for you to take back to your 
business.

Mr. Bainbridge is Director of InterLink Training and 
Motivation. As a consultant, he has worked for Town Fair 
Tire Co.. Tire Centers Inc. and the Specialty Equipment 
Marketing Association. He is an automotive industry 
specialist that has addressed dozens of national and re
gional meetings and written numerous articles on the above 
topics.

“Business success is based on how well people com 
municate with each other. " Mr. Bainbridge says. "How 
well owners communicate with employees, how well 
managers communicate with subordinates and how well 
everyone of them communicates with their customers." 
“Energizing Your Business will be presented Monday. 
August 5 and continue Tuesday, August 6.

G a in sh a r e : 
Productivity and Profits

In these times o f  "help wanted" signs on every corner, 
we are all looking for successful ways to reward and 
motivate employees while increasing profits. Gainsharing 
could be the answer for you. During this workshop, pre
sented by Thomas C. McGrath, we will look at what 
Gainsharing is. how it can work for you and how to suc
cessfully implement such a program at your station.

Group based gainsharing programs are growing in 
popularity because they are working. Gainsharing is de
signed to balance the needs of the employee (financial 
reward and satisfaction) with the needs of the business 
(productivity and profit). Based upon teamwork, goal 
setting and employee involvement, gainsharing is a pro
gram that can benefit the entire business.

Mr. McGrath is President of W.M. Jackson and Co., 
Inc. in Indiana. The company specializes in the implemen
tation and evaluation of  gainsharing programs, implement
ing more than 300 programs, including some in the gaso
line retailing industry.
This session will be presented on Wednesday, August 7.

A lso : 
We’ll be talking about

* The latest in environmental regulations. Insurance, 
MUSTFA, clean up enforcement. We have invited Mr. Art 
Nash, chief of the UST Division of the DEQ.

• Buying and selling property for service stations. We 
have invited Mr. Neil Silver, an attorney specializing in real 
estate with possible environmental liabilities.

• A report on the association's first dealer roundtable 
group. Members of this group will talk about their experi
ences. We will also discuss the formation of  new groups.

•  The SSDA Annual Meeting.
* The automotive/gasoline industry and the Internet.

S e r v ic e  Q u a r t e r l y  J u n e , 1 9 9 6



SSDA Annual Convention • August 4-7 1996 •  Boyne Highlands

On the fun side

While our mornings at the convention will be 
devoted to improving our businesses, the 
rest o f  the day is reserved for fun, relax

ation and great entertainment. It will be summertime in 
northern Michigan and we want to get you outdoors as 
much as possible.

We'll kick things off  under the summer sun with an 
outdoor barbecue Sunday, August 4. Bring your appetite 
and join your friends for a great time. After our meetings 
break on Monday you'll have the afternoon free for taking 
in the sights o f  Harbor Springs, exploring the resort or 
teeing off at our golf  outing at Little Traverse Bay Golf 
Club. Monday night w e’ll say thanks to all our members 
with a casual member reception. Tuesday afternoon we'll 
hold a second golf outing at Boyne (see page 10 for 
details) or you can spend more time taking in the sur
rounding sights. Tuesday will end with a bang with a 
performance by the acclaimed Young Americans. We'll

M em bers o f the en ter ta in m en t group  The Young A m ericans  
en terta in  audiences at Boyne H igh lands every sum m er. D o n 't m iss  
out on y o u r  chance to he bowled over by  their sin g in g , com edy and  
dancing d u rin g  our d inner theater program  A u g u s t  6.

treat you to dinner and a spectacular show with singing, 
dancing and lots o f  laughs.

We hope you 'll join us this August at Boyne High
lands for a perfect mix of  education and entertainment!

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  J u n e , 1 9 9 6
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SSDA 1996 Convention 
August 4-7, Boyne Highlands 
Registration
Questions: call (517) 484-4096

N a m e :

Guest:

Business:

Business Address: 

Phone: __________

City:

Fax:

Zip:

The follow ing m em ber packages include a breakfast buffet all three m ornings; all workshops and  materials; S u n d a y’s 
O utdoor Sum m er Barbecue: Tuesday 's Young Am ericans d inner theater: and m em ber reception.

_________  $299  for m em ber and guest package
$ 169  for m em ber on ly  package
$ 12 9  for additional guest 15 years or older
$49  for children under 15

Total:

Please make checks payable to Service Station D ealers Association o f  M ichigan

Visa/M astercard # : .  
Exp. d a te:.

S ig n a tu re:_________

G olf: I am  interested  in 
golfing during  the convention, 
please send information on the 
convention golf package.

Children: I will be bringing children 
u n d er the age o f 12. Please send me 
inform ation on B oyne's Young 
E xplorers C lub (child care  during  
the day).

Send this form with your payment 
to: SSDA Convention, 200 N. 
Capitol Suite 420, Lansing, M l 
48933. We will forward a hotel 
reservation form to you.

Tire Wholesalers Co., Inc.
•As our nam e implies, we 

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

having been  in business  for over 
20 years.

•We deliver.
•We have UPS service daily.
•We guaran tee  what we sell.
•We want your business.
•We have a huge inventory of 

P assenger,  High Performance, Truck, 
Trailer, Motorcycle, Carlisle Lawn & 
Garden, Industrial Tires & Tubes, 
Shocks, Struts, Custom Mag Wheels 
and Accessories, all in stock for 
immediate delivery.

CADILLAC WAREHOUSE
303 Hawthorn Street 
Cadillac, Ml 49601

(616) 775-6666

TROY DISTRIBUTION CENTER
1783 E. 14 Mile Road 

Troy, Ml 48083
(810) 589-9910

SOUTHFIELD WAREHOUSE
19240 West 8 Mile Road 

Southfield, Ml 48075
(810) 354-9910

8 S e r v ic e  Q u a r t e r l y  J u n e , 1 9 9 6



Viewpoint
Terry Burns, executive director SSD A-M I

High gas prices: 
Don't blame us!

Why are gas prices so 
high? The answers are the 
same ones given to me when 
I ask my daughters  “ who 
tracked the mud into the 
house?” First are the blank 
stares ,  then the sh o u ld e r  
shrugs, then the fingers start 
po in ting ,  and f ina l ly  the 
words spoken are "not me." 
The problem is there are foot 
prints of a particular size that 
only fit one person. The oil 
companies have taken the 
same path.

The headline in The 
Oakland Press read "Exxon 
chief: don't blame us." after 
Mr. Raymond, chairman of 
Exxon, spoke to the Detroit 
Economic Club. The prob
lem is when it comes to why 
gas prices are so high, their 
foot fits the print.

It has been very easy to 
explain that it's not the deal
ers' idea, nor are we profit
ing from this gas hike. I ex
plain there has always been 
three factors to setting our 
street price: 1) the wholesale 
cost o f  product, 2 ) competi

tion among street prices, and 
3) profit margin. U nfor tu 
nately, there are now only 
two factors because profit 
margins are vanishing. The 
w holesale  cost d r ives  our 
price. We must pass on an 
increase or decrease if we 
want to have anyone drive 
across our driveway, or if we 
want to pay the bills.

This problem is exacer
bated with zone pricing, the 
tool used by the oil com pa
nies to set the wholesale cost 
by location, therefore con 
trolling a dealer s margin. 
This control mechanism has 
not gone unnoticed by the 
consumer. Enough consum 
ers complained about higher 
gas  p r ice s  in O a k la n d ,  
M a com b  and W ash tenaw  
counties vs. Wayne County, 
influencing two state repre
sentatives to in troduce an 
open supply bill. This bill al
lows for competition at the 
wholesale level, eliminating 
zone pricing and reducing 
fuel costs for motorists. It is 
refreshing to know someone

still cares and is brave enough 
to stand up for the small busi
ness person (see related ar
ticle on page 12).

Michigan is not alone in 
trying to com bat the prob
lems. A consumer protection 
group in New York helped 
draft legislation allowing for 
open supply there. California 
recently introduced a bill that 
calls for d ivestiture o f  oil 
c o m p a n y  o p e r a t io n s  and 
o p e n  su p p ly .  D e a le r s  in 
Massachusettes have intro
d u c e d  a s ta te  R o b in s o n -  
Patman act to combat zone 
pricing. This is just a sam 
pling of  what other states are 
doing.

It is time now to go to 
work and let our position be 
known. We need to contact 
our legislators and ask them 
to stand up for the small busi
ness person. We have wanted 
something to be done for a 
long time.. That time is here. 
Get involved. It s not too 
late.

• Welcome to the world  
Claire J. Burns, horn M ay 8.

VISSER’S TANK TESTING INC. 
1-800-757-7666 
1-616-677-TEST

PRECISION TANK & LINE TESTING SERVICES

USTEST ULTRASONIC PRECISION UNDERFILL TEST. 
ACUTEST LEAK COMPUTER, OVERFILL TEST 

LEAK HEIGHT ANALYSIS AVAILABLE

MIKE KING CERTIFICATION  #  1029-870

How did we 

get to be 

the nation’s 

leader in 

storage tank 

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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Tee off for a great time
Convention outings bring the beauty o f  

northern Michigan to your golf game

Can you handle 36 of the most beauti
ful holes in golf? If yes. then suit up 
for the SSDA Annual Convention 

this August 4-7 at Boyne Highlands Resort.
We're planning two outings that are sure to 
satisfy your need for challenging golf  and your 
desire for the best scenic views in northern 
Michigan.

On Monday. August 5 we'll head to Little 
Traverse Bay Golf Club in Harbor Springs. 
Known for their breathtaking views. Little 
Traverse is an exclusive course with sloping 
greens, challenging water hazards and great 
attention to scenic details.

We'll stay right at Boyne Highlands Tues
day. August 6 for an outing on their most ac
claimed course. The Heather. Designed by Robert 
Trent Jones, this course is heavily wooded with 
huge greens. The Heather also features the 
Y ARDM ARK IM electronic scoring feature on all 
carts.

Sound good? Just mark the box for golf on 
your convention registration form (page 8 ) and 
we'll send more information. See you at Boyne!

SOME FACTS SIMPLY CAN’T BE IGNORED!!

FACT 1 The MUSTFA program is gone. 
FACT 2 Most Contamination problems aren’t gone. 
FACT 3 New RBCA regulations allow 70% o f  contaminated sites to be 

closed without further remeditation. 

Closing your clean-up project is our goal. 
It can be done...we are doing it. 
Call us for more information.

BECKLER Consultants, Inc... 
1220 Farmington Road 

Livionia, MI 48150 
(313) 421-6880

“Solving Problem s Since 1980” ____________________________

The 15th Hole at L ittle Traverse Bay G olf Club.

O ne o f several w ater hazards on The H eather course at Boyne Highlands.
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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 
interlace.

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-Sherman 

car wash can benefit your business.



Consumers speak out
Representatives introduce legislation 
to bring equity in wholesale pricing

"Pad pricing fuels disparity" was the 
headline in The O akland Press March 1,
1996. This article was triggered by customer 
complaints o f  higher prices of  fuel in Oakland 
and Macomb counties compared to Wayne 
County. The uproar was so great that even 
the legislature took notice. A number of 
letters were written by legislators to oil 
companies requesting information on why 
their counties were seemingly being discrimi
nated against with price.

These inquiries were at the same time 
gas prices began to soar. This brought even 
more attention to the problem as oil company 
executives attempted to justify the huge price 
increases. At the same time they were ex
plaining the increase, they also asked con
sumers not to blame them because they were 
not profiting from the price hike (see graph 
below).

As more information was gathered on this issue it 
became very clear this was not just a southeast Michigan 
problem, but was taking place all over the state, and in 
other states as well. While researching this issue many 
interesting facts began to surface. It was very difficult to 
get answers from oil companies as to why the wholesale 
cost of the same brand of gasoline can vary 2 to 12 cents 
within a couple of miles. It is even more confusing when 
compared with other products. Soft drinks, bread and even 
automobiles are the same wholesale cost throughout a 
region, state and. in some cases, the country. Certainly 
prices will vary at retail due to the economics and tax 
burdens of each location, but the retail price should not be 
controlled by the supplier who. in many cases, is in direct 
competition with their retailers.

The last week of May finally brought action on this 
problem. Rep. Dennis Olshove, D-Warren, and Rep. David 
Galloway, R-Waterford, introduced legislation allowing the 
consumer to see lower fuel costs. In a memo to other 
House members, the two representatives explained their 
legislation as follows:

“To address the 'Pad Pricing discrepancy, we are 
introducing a bill that amends the Motor Fuel Distribution 
Act (PA. 134 of  1990). Specifically, our bill would allow 
retail gasoline outlets to purchase their branded product 
from any entity that employs that same brand. The purpose 
of this legislation is to create com petition at the whole
sale level where it does not currently exist. We believe 
that this competition will result in reduced motor fuel costs 

for consumers and will eliminate the current 
wholesale overcharging situation."

Rep. Olshove stated it’s very important that 
the consumers of Michigan are treated fairly and 
are not discriminated against because of where 
they choose to live. This legislation is focussed on 
helping to eliminate those injustices. Even though 
the initial concern of  Rep. Olshove and Rep. 
Galloway was for their constituents, it has be
come clear this legislation will benefit consumers 
all over Michigan.

Rep. Olshove and Rep. Galloway have 
shown their true concern for the motoring public 
of Michigan and the small business owner. In 
today’s political climate it is exciting to see strong 
leaders stand up for what is right. It is time for us 
to stand behind these representatives and help 
them meet their goals.

Percent change of first quarter earnings from  
1995 to 1996

From the W all S tree t Jo u rn a l A pril 2 3 , 1996.
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Customer
Driven...

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 o f 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



L ik e  Father
Like Sons

By A m y  Jo h n s to n

In Big Rapids the Currie name is as well known as 
Ferris State University, and probably more well 
known than the Amoco gas they sell at their 

station on Maple.
Brothers John and Pat Currie have been running their 

Amoco station since 1980, but they've worked in the gas 
business since they were old enough to hold a nozzle.
Their father, longtime SSDA member Richard Currie who 
died in January, opened a White Elephant station in Big 
Rapids in 1948. While he and his wife raised 12 children in 
Big Rapids. Richard's business prospered and he became a 
true community leader. All of Richard's children worked at 
the station at some point, but John and Pat were the ones 
to carry on the family business.

"I don't think these guys played sports in high 
school.” said Pat’s wife Penny. "Their friends use to come 
to the station to hang out with them.”

As the oldest son. John said working with his father 
just came naturally.

“ I d idn’t know anything 
else to do. Dad wanted me 
to stay and keep the name 
going,” he said.

As the only locally 
owned service station in 
town, and the only station 
with repair facilities, Currie's 
has created a solid niche in a 
small town community. The 
Currie name has become 
synonymous with quality 
auto service, community 
advocacy and honest busi
ness practices. John and Pat 
still use their father’s original 
business motto: "The station 
on the corner that does 
business on the square.”

Citizens in Big Rapids 
are so loyal to the Currie's 
station that when bridge 
construction blocked their 
road for a year, customers

drove out of their way to get to Currie’s. John and Pat 
have not let this loyalty go unnoticed. Last fall they opened 
an expanded convenience/grocery store because their 
customers wanted more variety. John said they are looking 
into a fast food tie-in as well.

With a growing business in a changing industry, the 
Curries rely on SSDA to keep in touch with regulations. 
Their father joined the Association during his early years in 
the business, and John and Pat have always seen the 
benefits o f  a dealer network.

“ If you have questions, there’s always someone to 
answer them." John said.

John and Pat both know their father left big shoes to 
fill. Not only have the brothers succeeded in carrying on 
the family business, but they have followed their dad in 
community service. John sits on several community 
boards, including the County Road Commission of 
Mecosta County, the County Planning Board and the local 
hospital board. He is also manager of the county fair, and

In 1991 Richard Currie (middle) stopped by the station to see his sons Pat (left) and John. Richard 
started using wreckers in 1960 and now Currie's has eight wrecker trucks.
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F o r m a lit ie s

• John and Pat are two of 12 children. 
Their father, Richard opened his first 
station in 1948.
• John is married to Deb and has three 
daughters and one son. Pat and his wife 
P en n y  have tw o sons and  one 
daughter. John's ch ildren  are 
already old enough to work at the station.
•  Both John and Pat own farms in Big 
Rapids, and both sit on several 
community boards.
• They have been SSD A  members since 
they purchased the station from their dad 
in 1980.

finds time to care for a 200 acre cattle farm.
Pat also farms, raises harness racing horses, and par

ticipates in groups like the Lions C'lub, Ferris State sports 
boosters and the Friends o f  Ferris organization.

The local paper in Big Rapids called Richard Currie 
"Mr. Big Rapids." John and Pat are well on their way to 
community legendary status as well.

The longevity o f  C urrie’s Inc. is not uncommon with 
members o f  SSDA. We are proud to work with dealers who 
still uphold honesty, quality and the sense o f  fa m ily  com 
mitment like John and Pat Currie.

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.

• N o interuption o f service.
• N o 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 small 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

Above: John C urrie, outside his new  c-store, said custom er dem and convinced them  to 
expand. Below: custom ers gather every m orning for coffee and d o n u ts  in the C urrie's 
new  store.
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Members
Members in the news
The fo low ing  S S D A  members have appeared in their local papers. If your business makes the news, please let us know  
by calling S S D A  at 517/484-4096. We m onitor newspapers across the state, looking for our members in the new s.

• Duane Russell. Shell Food Mart. Perry. Duane was 
featured in both the March 14 Shiawassee County Journal 
and the March 13 Tuscola County A dvertiser  for the new 
Shell Food Mart he is building in Perry. The station will in
clude a Taco Bell restaurant and drive through car wash.

• Larry Troy. M-59 Crooks Auto Service. Rochester 
Hills. Mr. Troy was featured in the March 1 issue of The 
Oakland Press with a color picture and article on higher prices 
for fuel in Oakland County. Mr. Troy, whose station is in 
higher priced Oakland County, was trying to shed light on 
the price disparities. The article got the attention of  several 
legislators who in turn asked the major oil companies for a 
response to the price disparity question.

• Dennis Brewer. Brewer’s Service Inc., Ann Arbor. 
In a February 1 Ann A rbor News article on cold tempera
tures, Mr. Brewer was mentioned for his increase in towing 
business. He said most of his calls were for batteries and cars

that wouldn't start in the cold.
• Jim  Hazel. Jim Hazel’s Union  N E W S  

76, Battle Creek. In a February 3 
Battle Creek Enquirer article on the 
cold temperatures, Kirk Cook, a me
chanic for Mr. Hazel, was pictured
working on a truck. The article men
tioned the toll the weather was taking on vehicles.

• Ed Hatherill, Ed’s Standard Service, Durand. Mr. 
Hatherill’s station was named Business of the Month in the 
January 25 issue of  the D urand Express. The article, with a 
picture, pointed out that Ed’s father started the business in 
1946: and they still offer full serve gas today. The article 
also mentioned the many other services at Ed’s Standard 
Service, like a snack shop and full oil change service.

• Several Lansing area stations, including members 
Jim Little, Terry Kildea, Warren Barrone, and Richard

Amoco dealers bowl a winner for charity

On March 17, Lansing area Amoco dealers laced up 
their bowling shoes and raised nearly $30,000 for a 
children s playroom at Lansing s Sparrow Hospital. It’s a 
cause three SSDA members have committed a lot of time 
and energy to over the years.

On behalf of Lansing Amoco dealers, SSDA mem
bers Chris Haddad. Warren Barrone and Terry Kildea 
approached Sparrow Hospital four years ago hoping to 
offer their time to a worthy cause. After talking with 
hospital officials, the group committed $ 125,000 over a 
five-year period to a children’s playroom as part of the 
hospital's expansion efforts.

In addition to video sales at Christmas, balloon sales 
and individual store fundraisers, the dealers decided to 
host an annual Bowlathon for The Children 's Miracle 
Network, the hospital’s fundraising arm for children. The 
original goal was to raise $6,000 - $7,000 with each 
Bowlathon. This year the event brought in $29,400, 
making it the largest single fundraising event for The 
Children's Miracle Network.

Chris Haddad, owner of three Lansing area Dunkin 
Donuts/Amoco stations, oversees the Bowlathon each 
year. He said there has been no shortage of volunteers or 
contributors.

“ I don't remember if I’ve heard a ‘no' from anyone,” 
he said. “It’s not hard to get support from the community. 
They recognize the value of Sparrow in our community.

“Sparrow Hospital is the place we all take our kids.”
Much of the support has come from the industry. 

Suppliers like Amoco Oil. Eby-Brown, Laser Car Wash 
Equipment, the Oscar W. Larson Company, and SSDA 
contributed money and prizes to ensure a successful event.

Sixty six 
teams of five 
bowlers each 
collected pledges 
for their three 
games of  free 
bowling. Prizes 
went to the best 
bowlers, partici
pants with the 
most pledges, and 
winners of random 
drawings. Haddad 
said half the 
bowlers signed up 
through an Amoco 
station and the rest 
just heard about it 
on the radio and 
TV. Next year he’s 
hoping to get the 
help of the Lansing 
State Journal to
promote the event and reach even more people.

“I think this could really be something of a worth
while event for Sparrow,” Haddad said.

In the meantime, Lansing Amoco dealers will con
tinue to find creative ways to give back to their commu
nity.

“I’m just happy to do my part. It’s been a good 
situation," Haddad said.

Am oco dealer Chris Haddad says he's 
happy to do his part for Lansing's 
Children's M iracle Netw ork. Haddad 
heads up the Amoco dealers annual 
bowlathon for the charity.
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Fedewa, were mentioned in the January 17 issue of The 
Lansing State Journal for accepting used motor oil for re
cycling.

- W arren and Andy Barrone. Portland Amoco, Port
land. Warren and his son Andy were featured in the Febru
ary 7 issue of the Ionia Sentinel-Stanilani for the new car 
wash at their station in Portland. The Barrones purchased 
the station a year ago and recently added the car wash. The 
article detailed the various wash options available and in
cluded a picture.

• S te v e  B e d w e ll. T e k o n sh a  T ruck  A u to  P laza .  
Tekonsha. In a February 7 Ba ttle Creek Enquirer article on 
the proposed expansion of  1-69, Mr. Bedwell was recog
nized for taking advantage of  the highway's growth. Mr. 
Bedwell is planning to move his auto plaza to a larger site 
along 1-69. The proposed expansion would make 1-69 an 
international highway, linking Canada, the United States and 
Mexico.

• Harry Parsons. Harry’s Service, Saline. Mr. Parson’s 
station has been featured on television and in no less than 
five newspapers. The story is Charlie, the station s resident 
golden retriever who works the drive. Charlie, who belongs

to Harry 's  son Rick, greets 
every customer, takes money 
inside to the cashier, and at
tracts many repeat customers.
In one artic le .  H arry  said 
Charlie is the best public re
lations the station could ask 
for.

• Terry K ildea, Kildea 
Kar Kare, East Lansing. Mr. Kildea was featured in the 
G reater Lansing Business M onthly. Each month the maga
zine reports on a particular business. In February they ex 
plored auto repair facilities. Mr. Kildea was one of  the fea
tured business owners. An extensive article and picture looked 
at the history of  his business and outlined the services he 
offers today.

• Fred w eberling. Fred's Standard Service. Marshall. 
Fred, his business and his family, were featured in a com m u
nity profile in the April 3 M arshall Chronicle. Accompanied 
by four pictures, the article detailed Fred’s start in the busi
ness as a hometown son. It also touched on the honesty Fred 
brings to every job  and every customer.

For Sale
C ar w ash . A used  ro l lover  ca r  wash. N u -S ta r  poly  pad. f ive b rush ,  soft c lo th  w ash  w ith  u n d e rb o d y  
rinse. G o o d  opera t ing  cond it ion ,  well m ain ta ined ,  n ew e r  cloth. U sed th ree  years.  Call  T im  M a r in e r  or 
John  R acine at (616) 538-7990 .

S ta tion  for  sa le . 3 bay ca r  w ash  and  c o n v e n ie n ce  store w ith  gas. d iesel.  K -1 , b ee r  and  w ine .  L o t to  and 
more. Port H ope,  MI. Call (517) 428-4441 .

S ta tion  for  sa le . Shell A u to  C a re  s tation with three bays for  sale. East L ans ing ,  M l location .  P urchase  
lease and  equ ipm ent .  Call (517) 322-4090 .

A lign m en t m ach in e . EM C brand. 4 -w hee l capabilit ies ,  priced to m ove  with  a guaran tee .  Call  Rick 
G ra m  at (313) 8 8 6 - 1040.

S tation  for  sa le . Tw o-bay  conventional  station. P rim e M -37  W hite  C loud ,  M l location. C o n tac t  M ike 
a t  ( 6 1 6 )  689-6214 .

E q u ip m en t. An Allen S m artscope  with an oscill iscope.  Call L eR oy  S chu ltz  at (313)  459 -1049 .

G as sta tio n /c -sto re . An independently  o w n ed  gas  s tation with c-store in nor thern  G en e sse  County .  
Excellent cash  flow, te rm s available. Please call (810) 686 -8 6 2 6  in the evening.

A lgon ac station  for  sale . 120' x 120' f ron tage on M 29 in A lgonac .  T w o bays, c-store . full se rv ice  and 
self-service. G aso line ,  kerosene and diesel. S om e equ ip m en t  will stay. A cross  the street from  public  
access  to St. C la ir  R i \e r .  At present a Sunoco , but can change. Call (810) 794-4310 .

Station  for sa le . 150' o f  M 24 frontage. Z o n ed  for com m erc ia l  use (c-store an d /o r  full service).  A s k ing 
$250,000. Please call (810) 6 2 8 - 1875 for m ore inform ation.

If you  are interested in buying or selling an ex isting  serv ice  sta tion  o r  eq u ip m en t p le a se  ca ll the  
SSD A  a t (517) 484-4096. We are keep ing  a runn ing  list o f  se llers  a n d  buyers.
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Q. What can the SSDA do for me? SSDA
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 
em ployees.

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

• 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 dividend with Dodson workers' compensation; this year's is 20 percent!

•  Give you additional promotional points toward Tire W holesalers 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 S S D A , 200 N . Capitol Suite 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 (w e), by subm itting this application and the paym ent o f  scheduled dues, hereby apply for m em bership in the Service Station Dealers 
A ssociation  o f  M ichigan, Inc.

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

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

C it y : ______________

C o u n t y : 

MI Z ip : P h o n e : ( )

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 i n d  a  c h e c k  f o r  ________________________________

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

P l e a s e  B 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 payment

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

SOLE PROPRIETORSHIP PARTNERSHIP

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 (electronic banking)

$25 0  annual payment

Add $ 120 per station after four stations.

Signature Date June 1996 SQ
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Business Focus
Gregory S. Tarr, Advanced Planner Group, American Express Financial Advisors Inc.

Can you put a price on 
your business?

As your business grows, 
you may have to answer an 
important question: What is 
this thing really worth?

You m ay have  heard  
some rules of thumb - a busi
ness is worth twice its an
nual billings or that its value 
is equal to the assets minus 
liabilities. While these guide
lines may be useful in some 
situations, it takes more than 
simple formulas to deter
mine the true value of your 
business. Your business is a 
c o m p le x  en t i ty .  if  
y o u ' r e  g o in g  to  tag  an 
ac tua l  d o l la r  f ig u re  on 
to it. y o u ’ ll need  to 
evaluate e v ery th in g  that 
goes  in to  it.

Art M eets Science
Determining the value of 

a business is hardly pure sci
ence. In trying to make an 
assessment o f  its worth, an 
a p p ra ise r  m ust c o n s id e r  
many different factors. At 
the top of the list is the over
all financial health of  the 
business, as demonstrated 
by its liabilities, assets, cash 
flow and earning capacity. 
An appraiser also must con
sider the conditions of  the 
marketplace. What does the 
future hold for your business 
in the form of  new products 
or potential law suits? In 
many cases, an appraisal 
also will have to take into 
account the so-called intan
gibles. such as customer loy
alty. brand awareness and 
other human factors.

I t 's  All in th e  P rem ise
Perhaps the biggest con

sideration in any appraisal is 
the premise of  value. That s 
the reason you are seeking 
an appraisal. There are many 
possible reasons for hav ing 
a business appraised, includ

ing:
• sale of a business or par
tial interest
• purchase of  a business
• allocation of  assets
• financing
• buy-sell agreements b e 
tween owners
• condemnation proceedings
• estate planning
• succession planning

Depending on the rea
son the appraisal is being 
performed, you may find the 
value of your business var
ies. For example, if you were 
selling a stake in your busi
ness, you might have an ap
praiser determine the fa ir  
market value of  the business 

what the business might 
fetch on the open market. 
However, if  you want to 
take out insurance on your 
business assets, you would 
have an estimator determine 
the insurable value o f  the 
business.

V alu a tio n  C h o ice s  
When it’s time to deter

mine the value of  your busi

ness you can choose from 
a m o n g  a ra n g e  o f  m e th 
o d s :

Exhaustive appraisal: In 
some cases, such as sale o f  
business, divorce, death of  a 
principal, etc., you will need 
an exhaustive appraisal from 
a professional appraiser. This 
person will provide you with 
a legally sound valuation that 
can stand up to the scrutiny 
o f  the courts or the IRS.

Industry standards: Spe
cific industries have estab
lished accepted methods of  
v a l u a t i o n .

T h u m b n a il sk e tc h :  If  
y o u r  b u s in e s s  is no t in 
the  m id s t  o f  a m a jo r  
c h a n g e ,  you m ig h t  c o n 
s id e r  h a v in g  a f i n a n 
c ia l a d v i s o r  o r  a c c o u n 
tan t  p ro v id e  a b as ic  
thum bna il  sketch  o f  your  
b u s i n e s s ’ v a lue .  T h e s e  
f in a n c ia l  p r o fe s s io n a l s  
can  g e n e r a l ly  p r o v id e  a 
g o o d  w o rk in g  e s t im a te .

Computer software: Sev- 
e ra l  b u s in e s s  v a lu a t io n

I f  you ' re going to 
put an actual 
dollar figure on 
your business, 
you'll need to 
evaluate 
everything that 
goes into it.

so f tw are  p ackages  are on 
the  m a rk e t .  T h e s e  are  
ea sy  to use and  can p r o 
d u c e  r e a s o n a b ly  g o o d  
e s t i m a t e s .

A fter the Valuation
Regardless of  the valua

tion method you choose, you 
should be able to use the in
formation to build a solid fi
nanc ia l  p lan  that e n c o m 
passes both your business and 
personal life. Any capable 
business or financial advisor 
should be able to help you 
integrate your valuation with 
y o u r  lo n g - te rm  f in an c ia l  
goals.

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

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

PEI
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Log On
Computers find their place in 
the gasoline retailing business

By Amy Johnston

Jerry and Pam Armstrong may not be speeding 
down the information super highway, but their 
BP station in Waterford is linked together by 

computer terminals, electronic scanners, computerized 
diagnostic equipment, and software that makes it all work.

Computers have allowed the Armstrongs, who are 
opening a second location in Troy, keep close tabs on their 
inventory, profits, fuel supply and regulatory paperwork. 
They are among a large group of  gasoline retailers, who 
realize the initial investment in computers and software 
pays off when running a business as diverse as a service 
station.

Jerry and Pam use a software package specifically 
designed for gasoline retailers called Compatible Software 
Systems (see ad on page 21). CSS is basically an account
ing system that performs tasks like inventory control for 
both repair and c-stores, accounts payable and check 
writing, payroll, generating repair orders, daily checkout, 
reconciling all bank accounts, and using customer history 
to generate follow up and thank you letters. Pam said they 
also use CSS to run a number of  reports that can tell them 
where their profits lie. The Armstrongs are firm believers 
that an investment in computers up front saves a lot down 
the road.

"We don’t think anything of buying a $10,000 car 
wash and giving washes away to increase business,” Jerry 
said. “You have to look at what computers are going to 
do over time.”

They say their inventory tracking system itself saves 
them a great deal of time and money. When shipments 
come in the Armstrongs use a hand held scanner to 
quickly scan the merchandise and automatically send it 
into the computer. Their registers are linked to the com-

This hand held scanner is used to track all inventory com ing into the 
Arm strong 's station. The information is easily fed into a com puter that 
tracks it as it's sold.

puter network so that
every time an item is

Pam A rm stro n g  uses an accounting
rung up it gets taken softw are package fo r service stations. 
out o f  the computer s
inventory list. They even have their repair shop set up so 
when an order is written, the parts are automatically taken 
out o f  inventory. Pam said the accuracy of  this system is 
hard to beat. You don 't have to worry about transposing 
numbers because they come straight from the register or a 
scanner. Also, it's easier to detect unaccounted inventory 
loss.

“ If you're not computerized, how do you keep track of 
all that?” Pam said.

Being computerized also gives them greater control 
over their fuel supply. Each day a fuel storage report is 
printed on all tanks. “If you have a leak, you'll know right 
away,” Pam said.

A computer network can also give a dealer more 
control over multiple locations and different managers. With 
one system to follow and one central location where all 
computer records are kept, it's easier to monitor stores 
when you 're  not there daily. Believe it or not, with comput
ers you can spend more time away from your desk. The 
Armstrongs say it takes much less time to close out the 
store each night, do payroll and pay bills than it did before 
computers.

Today in service stations computers do much more 
than crunch numbers. Repair facility owners know that 
today’s cars are highly computerized. Investing in comput
erized diagnostic equipment is essential. Jerry uses a PC 
with diagnostic software and “breakout boxes" to pin down 
what's wrong with a vehicle. Every few months he pur
chases a software upgrade so he is always up to date on 

vehicle technology. The PC is hooked up to the 
station’s network, allowing the user to access all 
other programs and type up service orders right 
there. Computers also allow dealers to get a 
company's parts catalog on disk or CD Rom instead 
of filling shelves with manuals.

In the future look for electronic forms. Instead 
of  piles of paperwork, you 'II get your regulatory 
forms on disk or even via e-mail. The Armstrongs 
know a lot o f  this computer talk can be overwhelm
ing, and even intimidating, for small business owners 
without a lot of  disposable income.

“What really stops people, because we are small 
business owners, is the cost," Pam said. "They think 
they don’t have the money and don’t need comput
ers, but they need to look at the long term benefits 

“Fifteen years ago we said we didn't need a 
computer. Today we say 'go back, I don't think so."

2 0 S e r v ic e  Q u a r t e r ly  J u n e , 1 9 9 6



Flying 
Old Glory
Summer is upon us 
and the weather is 
just right for flying  
the American flag 
at your station.
Following are 
exerpts from the United States Code 
on Flying the U.S. Flag.

Tim e and occasions for flying the flag
* It is the universal custom to display the flag only 

from sunrise to sunset on buildings and stationary flagstaff's 
in the open. However, when a patriotic effect is desired, 
the flag may he displayed 24 hours a day if properly illumi
nated during the hours o f  darkness.

* The flag should be hoisted briskly and lowered 
ceremoniously.

* The flag should be displayed daily on or near the 
main administration building of  every public institution; in 
or near every polling place on election day; in or near every 
schoolhouse during school days.

Position and m anner of display
* At all meetings, in homes or other places, the flag of 

the United States should always be placed to the right of 
the presiding officer.

* No other flag or pennant should be placed above or. 
if on the same level, to the right o f  the U.S. flag, except 
during church services conducted by naval chaplains at sea 
when the church pennant may be flown above the flag.

* When the flags from two or more nations are dis
played. they are to be flown from separate staffs o f  the 
same height. The flags should be of  approximately equal 
si/e. International usage forbids the display of one flag 
above another in times of peace.

* The flag, when flown at half-staff, should be first 
hoisted to the peak for an instant and then lowered to the 
half staff position.

R espect fo r  th e  flag
* The flag should never touch anything beneath it. 

such as the ground, the floor, water or merchandise.
* The flag should never be displayed with the union 

(the stars) down, except as a signal o f  dire distress in 
instances of  extreme danger to life or property.

* The flag should never be used as a covering for a 
ceiling, or as a receptacle lor receiving, holding, carrying 
or delivering anything.

* The flag, when it is in such condition that it is no 
longer a fitting emblem for display, should be destroyed in 
a dignified way. preferably by burning.

C SS  - 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 
A ccounts Receivable 

Accounts Payable 
Daily Over/Short 

EPA G asoline Reconciliation  
Repair Order Generation  

Parts Inventory 
General Ledger 

On-Site Training 
System  Upgrades 

Professional Support 
Trained experts in hardware and 

software set-ups 
Windows '95 Users:

We can put icons for CSS 
on your screen

Further Enhance Tour 
Operations with 

Windows, 
Wordperfect 

and Lotus

Consulting and 
Training Available
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Law Talk
Mark Cousens, SSDA-MI Legal Counsel

Arbitration: 
It's OK if it's fair

Arbitration is a terrific 
way to resolve disputes. But 
it rapidly loses its luster when 
a party to a contract is forced 
to agree to an arbitration pro
cedure that waives certain 
statutory rights. Then the pro
cess is not a simple way to 
quickly solve problems. It is 
an excuse for a party with 
economic leverage to strip the 
other party of important pro
tection.

Arbitration is the pro
cess of resolving disputes be
tween parties to a contract. It 
is very common. It is used in 
all kinds of contracts. Arbitra
tion is used to solve the most 
simple disputes neighbors 
d isag ree ing  over  w here  a 
fence can be built and the 
most complex nations dis
agreeing regarding interpreta
tion of trade treaties. It is very 
common in labor relations, 
commercial agreements and 
architectural contracts. It is a 
very good way to resolve dis
agreements; it is less complex, 
faster and cheaper than litiga
tion. But it is not a good idea 
in every circumstance. This is 
particularly true when the 
process is used to protect one 
party and injure another.

Such a case occurred in 
Oregon not long ago. Graham 
Oil was a jobber, distributing 
Atlantic Richfield products. 
Event though it was a jobber, 
Graham was considered  a 
franchisee under PMPA. The 
reason is that a jobber, just as 
a dealer, has a contract with a 
supplier that grants the job 
ber the right to sell branded 
petroleum products. And that

contract is subject to termi
nation and non-renewal, just 
as is a d ea le r  s co n trac t .  
PMPA provides jobbers the 
same protections it provides 
dealers.

Graham had distributed 
ARCO products for nearly 40 
years when ARCO decided to 
terminate Graham's contract. 
The reason is that Graham 
had not purchased the mini
mum quantities o f  petroleum 
products during a specified 
period. Graham sued ARCO 
under PMPA. claiming the 
termination violated that Act. 
But ARCO moved to dismiss 
the suit. ARCO asserted that 
Graham had agreed to arbi
tration of  all d isputes b e 
tween it and ARCO. ARCO 
contended that the arbitration 
clause waived Graham those 
rights under PMPA that per
mitted Graham to begin the 
suit.

A United States District 
Court agreed with ARCO. It 
held that parties may agree to 
waive statutory rights, that 
doing so under PMPA was 
nei ther  un law fu l nor im 
proper. Graham appealed to 
the United States Court of 
Appeals for the Ninth Circuit, 
located in California.

The Court o f  Appeals 
reversed the District Court. 
In an important decision for 
dealers, the court held that an 
arbitration clause cannot re
quire a party to waive rights 
that exist under PMPA. This 
clause was unlawful because 
it stripped Graham of three 
important rights granted by 
PMPA.

Firs t,  the a rb i t ra t ion  
clause in the Graham/ARCO 
contract prohibited Graham 
from obtaining punitive dam
ages against ARCO. Second, 
it prohibited Graham from 
obtaining attorney fees if it 
prevailed in an arbitration 
proceeding. Third, it reduced 
the time to lodge a claim 
against ARCO from a year to 
three months. The court held 
that the reduction of  these 
rights was an example of  a 
party with “dominant eco
nomic power" forcing on the 
weaker party adverse con
tract clauses. This was con
trary to public policy. If this 
was allowed: “ ...franchisors 
could simply continue their 
earlier practice of  presenting 
prospective franchisees with 
contracts o f  adhesion that 
deny them the rights and ben
efits afforded by Congress. In 
that way. the PMPA would 
quickly be nullified.”

This decision is an im
portant one to every fran
chise. The decision should 
make dealers feel a bit more 
secure regarding their rights 
under PMPA. It means that 
a franchisor cannot use an 
arbitration clause as a pre
tense to nullify PMPA.

But the decision does 
not mean dealers should al
ways reject arbitration as a 
method for resolving d is
putes with suppliers even 
disputes under PMPA. A well 
drafted, fair arbitration clause 
can provide a genuine outlet 
for dealer conflicts with fran
chisors. It can reduce costs; 
can make it possible to gain

This decision 
should make 
dealers feel a bit 
more secure 
regarding their 
rights under 
PMPA. It means a 
franchisor cannot 
use an arbitration 
clause as a 
pretense to nullify 
PMPA.

real relief for violations of 
con trac ts  and for unfair  
dealing. What cannot be per- 
m it ted  is an a rb i t ra t ion  
clause that strip dealers of 
important rights.

Dealers can consider 
a p p ro v in g  a rb i t ra t ion  
clauses if  they preserve, 
rather than destroy, rights. 
Efforts to diminish PMPA 
should not be tolerated. But 
agreements to create a genu
ine and reasonable system 
for alternative dispute reso
lution may be a real benefit.
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News Briefs
California may 
pass divorcement

C alifo rn ia  dea le rs  are 
pushing for s ta tew ide  d i 
vorcement after being faced 
with soaring DTW prices and 
shrinking margins. If such a 
law passes, it will be the 
country’s first divorcement 
law in 10 years.

T he C a l ifo rn ia  dea le r  
group Auto-CA is working 
with state legislators on a bill 
that would ban zone-pricing 
and company-operated sta
tions. Jobbers would not be 
targeted by the measure, said 
Jan Speelman. executive di
rector of Auto-CA.

As a side note, since the 
state o f  C a lifo rn ia  began 
looking into rising prices, 
refiners have raised DTW 
prices by 2 5 cents a gal
lon. said Auto-CA.

House tobacco 
stamp bill faces 
opposition

Senate leaders and G ov
ernor Engler are opposed to 
a House tobacco stamp bill 
they say could wipe out the 
$10 million or more in rev
enue the stamp is projected 
to raise.

The House bill requires 
a stamp on each pack of  ciga
rettes sold in Michigan. Crit
ics object to a provision that 
would reimburse wholesalers 
for the cos ts  involved  by 
doubling the tax collection 
fee to 2 percent and allow
ing wholesalers credits for 
stores that do not pay for 
product sold on margin. The 
Department of Treasury says 
this m easure  will cos t as 
much or more than it gener
ates.

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.

The bill would also in
crease the current enforce
ment from two teams of  five 
officers to six teams.

For the stamp program 
to be active all o f  next fiscal 
year, wholesalers need to be 
set up by October 1, 1996. 
which means the bill would 
have to be passed by both 
cham bers  by the June  14 
summer break.

Scholarship 
available for 
children of dealers

Sons and daughters o f  
SSDA-MI members are eli
g ib le  fo r  a s c h o la r s h ip  
t h r o u g h  the n a t io n a l  
associaiton.

Two scholarships, worth 
$ 2 ,0 0 0  e a c h ,  w il l  be 
awarded this August from 
the Charles L. Binsted M e

morial Scholarship fund.
T h e  s c h o l a r s h i p s  a re  

aw arded  to any association 
m e m b e r s ’ son or dau g h te r  
who graduated or will gradu
ate from high school in 1996 
and w ho will begin classes 
within 13 months of the award 
date. Winners will be deter
mined by the applicants who 
hold the ticket numbers co r
responding to the Pennsylva
nia and New Jersey lotteries 
on Saturday, August 17 ,

If you 're  an SSDA m em 
ber and are interested in ap 
plying. please call the SSDA 
office at (517) 484-4096 for 
an application.

Are you a part o f  
M ichigan s largest 

dealer network?

Call SSD A -M I today. 
(517) 484-4096.

If you re an SS D A  member and would like to sign up for 
this program, please call SSD A  at (517) 484-4096.

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

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

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

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

1-800-825-3760 
Ext. 2990

underwritten by
Casualty Reciprocal Exchange
m em ber

DODSON GROUP 
9201 State Line Rd.
Kansas City, MO 64114
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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 Dequindre 
Madison Heights, M I 48071-3016

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

Formerly Lawrence A. Wright, Inc.

SERVICE QUARTERLY
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Lansing. Michigan 48933
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