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Dealers heighten their knowledge at Boyne
SSDA 1996 Annual Convention provides participants
with valuable industry information and good times

This year’s Annual Convention at Boyne Highlands in
Harbor Springs, held August 4-7. gave attendees a chance
to learn and collaborate in morning workshops and relax
and enjoy themselves in the afternoons and evenings.

Workshops on lottery marketing, regulatory issues
and employee incentive programs provided dealers with
business-benefiting information.

“I came back from the Boyne Convention excited
with a lot of the things | learned there that | want to put
to use in my stores." said Andy Buckner, a convention
attendee from Muskegon (see Andy s profile on pages
14 and 15).

The Convention also provided plenty of time for
dealers to have fun with their families and other dealers.
Attendees enjoyed an outdoor cookout, %olf outings at
Little Traverse Bay and the Heather Hi% land course and
the Young American s Show, a dinner theater performance
put on by Boyne Highlands staff,

Senator Spencer Abraham and dealer Rich Bratschi outside Bratschi's
station after the news conference.

Paul Hart of the L.0.T.S. organization gives dealers lottery
marketing tips at the 1996 SSDA Convention (sec story on page 11).
SEE PAGES 10 AND 11 FOR MORE COVERAGE OF
CONVENTION WORKSHOPS

SSDA member offers station to
U.S. Senator for news conference

Instead of just watching the news. Rich Bratschi.
owner of Lake Lansing Road Mobil in Lansing, recently
got a chance to help make the news.
~U.S. Senator Spencer Abraham was looking for a gas

station to hold a press conference on thedproposal o
temporarily reduce the federal gas tax and Mr. Bratschi
offered his location (inside or on the grounds) to the
senator. The senator held the press conference outside the
station in front of the gas pumps.

_ The news conference presented an excellent opportu-
nity lor Mr. Bratschi, in his own environment, to meet the

see Senator
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SERVICES INC

Young's Offers

Tank & Plme Installation

AT Removals & Replacements
System Upgrades

At the Pump Card Readers
Aboveground Tanks
Automotive Hoists

Lubrication Equipment
Electronic Monitor Systems
Cash/Controller Consoles
Canopy Installation
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Air Compressor Sales and” Service
Commercial Card Readers for
Unattended Fueling
Remediation Services

Qil Water Separators

Transport Drop Hoses

Airless Paint Sprayers

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

Full Service Electrical Department 24 Hour Emergency Service

YoungNs Fuel Equipment Services, Inc. VEMBER

G-5339 N. Dort Highway « Flint, M1 48505 _

Phone (8102 785-5509 or (810) 7890161 iP Eli
ax (810) 785-4733

Toll Free (800) 547-1126

Providing the Highest Quality Service to the

Service Station Dealers A ssociation.

Innovation in Fuel Distribution, D esign and Installation.
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President’'s Comer

Dennis Sidorski, SSDA-MI President

Thanks for another great Convention

[ would like to thank all
of the many people who
helped to make this year’s
Annual Convention at Boyne
Highlands such a success. It
was three days full of infor-
mative workshops, valuable
collaboration between deal-
ers, and rest and enjoyment
for the whole family. 1 would
like to thank:

* My fellow members
of the Convention commit-
tee; Chairman Rich Bratschi,

Through sharing &0,y iy P

our experiences, ar]g B_'obWaItﬁ_r, for their con-
tributions to t " L.

é%%{]n(l)?ﬁe];rgw d \Pouurh {?rgsé a%q (Iesf gertasrasrg\ceer}y
much appreciated.

I « The C ti
h&VIﬂg fun Sponsors, eaII ofovc\rqiec% Ie?r?e
together, we all va(ljuehd supporters of SSDA

t t fat
Come Ol slgp e e i s
closer 10 reaching - panc Sl 01, amoc %'K
\ t
our Own and EbyBrown,
professional and o THe SSDA saf o
personal goals. coer:rve%rtic\llvnortolggtuhelpgang

making things run smoothly.

hecause the Annual Conven-

. The guest speakdign isyour meeting. Possible

for making the trip up to
Boyne to share with us their
valuable knowledge in their
respective fields. We will all
benefit from the information
we received on lottery mar-
keting, regulatory issues, and
employee incentive pro-
grams.

Of course, there would
not be any conventions with-
out all of you who attend
them. | want to especially
thank all of the dealers, their
spouses and families who
came to the convention and
contributed to this special
event. The key to SSDA’s
strength as an organization is
the involvement of its mem-
bers. Through sharing our ex-
periences. learning from each
other and having fun to-
gether, we all come one step
closer to reaching our own
professional and personal
goals.
~ lwant to ask for your
input on next year s event,

sites and events are currently
bein? reviewed. The SSDA
staff and the Convention
Committee would appreciate
any ideas that would make
the Convention an even more
valuable and enjoyable expe-
rience. Please contact Steve
Ott at the SSDA office (517-
484-4096) or any of the Con-
vention Committee members
with your input. Each year
the Convention seems to get
better and better. Please help
us to continue that trend.

Lwould also like to pay
tribute to a valued SSDA
member and one of this
year's Convention attendees
that just recently i)assed
away, Mr. Terry Wolters of
Grand Haven. His contribu-
tions to the service station
industry in western Michi-
?an and statewide will be
o_n% remembered. My warm
wishes and prayers go out to
hisfamily as they cope with
this sudden loss.

SSDA WOULD LIKE TO THANK ALL OF THE

Convention Sponsors for their support

Evknt/G oi.f Sponsors Evknt/G oi.f Co-Sponsors

Amoco Oil Sunaco Oil Ameritech Dodson Group
Marathon Oil Eby-Brown Beckler Environmental FEA Management
Shell Qil Blue Cross Blue Shield Tire Wholesalers Company

Golf Sponsors

Karoub & Associates
Holland Systems

Oscar W. Larson Company
Young's Fuel Equipment

Mark Cousens, Attorney

G ET.awaY/P RIZE PACKAGES

Ann Arbor Conv. Bureau
Ba¥ Valley Resort
Crystal Mountain Resort
Huron Breeze Golf & C.C.

McGuire's Resort
Mission Point Resort
Lakeview Hotel
Northfield Hilton
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Park Place Hotel
Shuss Mountain/Shanty
Creek Resort
Starline Mackinac Ferry

Sugar Loaf Resort
Treetops Resort
Zehnder$of Frankenmuth



Member Briefs

Portable gas can safety

Recent news reports have brou%ﬂ up an issue that we previously wrote about

in the October 1995 Service

Thefollowing is a reprint ofthat article.

onthly regarding portable gas can safety.

Gasoline fires prevented by grounding containers

Automotive aftermarket officials are warning deal-

tomer fills an ungrounded gasoline can.

Several fires have been reported while customers
were filling gasoline cans which were sitting on a non-
conductive surface, such as a floor mat in a sports utility
vehicle or a plastic bedliner in a pick up truck. Officials
believe the fires were caused when the flow of gasoline
through the nozzle, which was not touching the can,
caused a build up of static electricity in the ungrounded

J oin SSDA

Service Station Dealers Association

Benefit your business by
BECOMING A MEMBER
of SSDA-MI!

SSDA OFFERS ITS members:

¢+ Blue Cross Blue Shield
Health Coverage

¢« Low Credit Card Rates

* AcCompetitive Worker's
Compensation Program

¢+ Legislative Influence in
Lansing and W ashington

See page 18 for a membership

application or call the SSDA

office AT (517) 484-4096

| _ _ _ can. When the nozzle was then moved close enough to
ers against the danger of fires breaking out while a cus- the can, a static spark jumped from the can to the nozzle,
igniting the gasoline vapors. Officials have issued the fol-

lowing warnings:

* Place approved container on the (f;round. Do not fill

container in the vehicle or back o

truck.

* Keep nozzle in contact with the can while filling. Do
not use an automatic pump handle.

Ifyou have any (1uestions about gas canfilling safetg,
| the SSDA office at (517) 484-409

pleasefeelfree to ca

SSDA member celebrates 50 years

of family service

~ Congratulations to John
nghtm?ale and his family as
they celebrate the 50th an-
niversary of their station be-
ing owned and operated by
their family at the same lo-
cation.
Nightingale’s Amoco at
23 Mile and Van Dyke in the
Shelby/Utica area was first
opened in 1946 by the late
Lawrence “ShortK’nghtm-
gale and his brother Guy.
At that time, the station

had only one bay for service
and an outside pit for oil
changes.

~ From modest begin-
nings back then, the station
has evolved into a one-stop
auto oasis, featurmg Service,
24-hour towing and a future
food convenience mart.

SSDA s proud to serve

family businesses like the
ngLhtmgaIeS. We wish them
luck in their nextfifty years
and beyond.

In Memory...

Our thoughts and
sympathies go out to
the family of SSDA
member Terry Wolters,
who passed away sud-
denly in Au%ust.

Mr. Wolters owned
several Amoco Gas and
Go Stores in Grand
Rapids, Muskegon and
Coopersville. .

He was the previ-
ous owner of a Fiat

dealership in Holland
and had owned Wolter's
Shell and Wrecker in
Holland. _

He was an active
member of SSDA and
was a frequent Annual
Convention attendee.
His contributions to
SSDA and the service
station industry will be
long remembered and
greatly missed.
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Binsted Memorial Scholarship
awarded to the daughters of two
SSDA-MI members

The Service Station
Dealers Association of
Michigan would like to con-
gratulate Jamie Schwartz and
Gina Byrd, the two winners
of this year’s Charles L.
Binsted Memorial Scholar-
ship awarded by the National
SSDA-AT.

Jamie is the daughter of
Thomas and Marsha Schwartz
of Birch Run. She is a 1996
graduate of Birch Run High
School. Jamie is studying
nursing at Delta College this
fall. Her father, Thomas,
owns four Sunoco stations in
the Flint area.

For Sale

Gina is the daughter of
Leonard and Juanita Sum-
mers of Bloomfield Hills. A
1996 Lahser High School
graduate, Gina is attending
Kentucky State Universit
this fall. Her father, Leonard,
owns the Grand Island Shell
in Detroit,

Jamie and Gina will
each receive $500 per year
for four years. The Scholar-
ships are awarded through a
lottery system each year to
the sons & daughters of
SSDA-AT members through-
out the United States.
Congratulations Ladies!!!

Join the directory of service stations
who will help ‘Fill 1t Up’

Dealers who are not
currently participating in the
Michigan Department of
Agriculture’s Fill It Up pro-
gram and desire to should
check the box on their gaso-
line license renewal form that
IS required each year by the
Department of Agriculture.

Stations participating in
the Fill It Up program pro-
vide full serve gas service to
any physically impaired driver
who has avalid permit or plate
and has no one else in the car
to assist. The hours the ser-
vice is offered is up to the in-
dividual stations and should be
posted at the stations.

SSDA Classifieds

Car wash— A used rollover car wash. Nu-Star poly pad, five brush, soft cloth wash with under-

body rinse. Good operating condition, well maintained,newer cloth. Used three years.Call Tim
Mariner or John Racine at (616) 538-7990.

Service stations partici-
pating in the project are in-
cluded in a computer data-
base that can be accessed by
consumers through direct
modem connection or the
Internet. The database mo-
dem number is 517-882-
0021, The Internet address
can be accessed through
Telnet at: ermis.state.mi.us.

This information isalso
available from libraries, wel-
come centers and disability
support groups throughout
the state.

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

Station—3 bay car wash and convenience storewith gas, diesel,K-1, beer and wine, Lotto and
more. Port Hope. MI. Call (517) 428-4441,

Gas station/c-store— An independently owned gas station with c-store in northern Genesse
County. Excellent cash flow, terms available. Please call (810) 686-8626 in the evening.

Algonac station— 120" x 120 frontage on M29 in Algonac. Two bays, c-store, full service and

self-service. Gasoline, kerosene and diesel. Some equipment will stay. Across the street from
public access to St. Clair River. At present a Sunoco, but can change. Call (810) 794-4310.

Station

$250,000. Please call (810) 628-1875 for more information.

Wanted

Stations to buy---

Jericko and Sons at (810) 647-0770 or page at (810) 704-7133.

150" of M24 frontage. Zoned for commercial use (c-store and/or full service). Asking

Looking for stations within 50 miles of Detroit. Please contact Jerry or Jim at

Ifyou 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 ofsellers and buyers.
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SSDA-AT celebrates 50 years

Thefollowing article appeared in the

National SSDA 50th Anniversery Yearhook in celebration of
Michigan's involvement in starting the organization

Detroit also became
the home office for a
national movement among
petroleum retailers. Under
the leadership of MGRA

war effort in the 1940s and
persevered through mea-
sures like gasoline ration-
ing. The “40s also saw the
MGRA become a true

In 1929. when the
automobile was a mere 33-
years-old, three gasoline
retailers in Detroit formed
the Michigan Gasoline
Retailers Association
(MGRA). Their intentions
were quite simple, “to unite
in cooperation all owners
of retail gasoline service
stations In Michigan so as
to create, stimulate, and
maintain more friendly and
equitable relations...” The
founding dealers were
concerned with promoting
social activities and even
securing “the convenience
ofaclub house.”

MGRA quickly devel-
oped into much more than
a social outlet for dealers.
Retailers in Michigan

SSDA-AT

Congratulations

Fifty years of service to the petroleum retailing industry.

1946-1996

Executive Secretar
Rankin Peck, the National
Congress of Petroleum
Retailers was formed in
1946-47. Detroit would
serve as the national’s

statewide association.
realized the advanta?e of a Ch_aRters from all over
united front when full scale  Michigan formed and
price wars hit the streets in  joined with the home office
the late 1930s. MGRA in Detroit for the good of
members contributed to the the industry.

In 1947, the gear after the idea was planted, petroleum retailers from all over the country (pictured above)
gathered in Detroit to launch the National Congress of Petroleum Retailers. Michigan's dealers are
proud to be a part of the continuing service of our national association, the Service Station Dealers of
America and Allied Trades.

8 Service Quarterly September,

home office for many
years. Michigan’s success
was carried over into this
new national group, which
would later become the
Service Station Dealers of
America and Allied Trades.

The MGRA grew
through the price wars of
the 60s and gasoline short-
ages of the 70s. The
strength of its members
would be critical to one of
the most important legisla-
tive victories for dealers —
the Petroleum Marketing
Practices Act. Michigan
dealers again joined their
Reer_s across the country in

elg n%the SSDA-AT
lobby Congress for fair
treatment between
franchisers and franchise
dealers.

Today MGRA is
known as the Service
Station Dealers Associa-
tion of Michigan (SSDA-
MI). Based in Michigan’s
capital city of Lansing,
SSDA-MT continues as an
active voice for dealers
with Michigan’s legisla-
ture, regulatory agencies,
industry suppliers, and
major oil companies.
Despite all the work, we
still manage to promote
the social Interaction our
founding dealers pre-
scribed 67 years ago.

SSDA-MI is proud to
have been such a driving
force in the creation of
SSDA-AT. We'rejust as
proud of our involvement

and dedication to the
national gasoline retailing
industry today.

1996



Viewpoint

Terry Burns, executive director SSDA-MI

Watch out for that Quick-Sand

«  What are the impathe common traits we hear

tant things in our lives? This
is just one of the many
thoughts that ran through my
mind after attending the fu-
neral service for our friend,
Mr. Terry Wolters.

Terry was a great father,
dealer, and to many people,
a great friend. That was so
evident by the large number
of people who came to his
service. | realized he was an
excellent example of the
dealer today.

Dealers today work
long and hard but always
have time to help someone,
listen to their customers, or
sponsor some community
event. These things go unno-
ticed by most people and
manl times go without a
thank you.

The people at Terry’s
funeral service talked about
the things he had done for
them—his smile, his avail-
ability. and how they took his
service for granted. Those are

HAWK

about dealers today.

| was glad that Terry
had taken care of the impor-
tant issues in his business—
especially the survivorship
forms that allow the family
person of his choosing to suc-
ceed him in his business. That
is one of the forms that many
times gets pushed to the
back. Have you completed
your survivorship form and
sent it to your supplier?

time?” I'am reminded of the
old saying, “Ifyou don’t have
the time to fix it right the first
time, how do you expect to
have time to re-do it.” That
is one of those saying you like
to remind other people of.

We are in one of the
toughest businesses of all.
The competition is always
biting at our heals and we are
constantly looking for that
edge.

We must continually pri-

«  Why is it that the iaritize our goals and actions

portant thin?s seem {0 get
pushed back for urgent issues
and then those urgent things
become like quicksand, bog-
ging us down more and more
to the point where we can-
not get any of the important
things done? Then we begin
doing quick fixes and taking
the Band Aid approach.
Many times these are
very short-sided solutions
and we have to face it over
and over while asking, “why
didn't 1 do it right the first

and determine what is impor-
tant. We are in business to
make a profit and provide for
our families—not the State,
the Feds, or the oil compang.
Your decisions must be
based on Kour priorities and
what is right for you. It is time
for every dealer to examine
where they are today and
where they want to be tomor-
row. We cannot get bogged
down in the quicksand. We
must keep focused on those
things that are important.

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

Wheaton, EBW

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

Pontiac, Michigan
FAX (810) 335-6767
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How did we
get to be
Michigan3
favorite
provider
ofpollution
liability
Insurance?

_it's

|| liability insurance experts

Storage tank polluti

1.8 713-1158



SSDA

SSDA Annual Convention ¢« August 4-7 1996* Boyne Highlands

Employee Incentive program gets attention

Allowing your em-
ployees to see the business
profit and loss statements!
Employees determining
how many hours they
should work or who
should go home on those
slow days or who comes
in when extra help is
needed? How about addi-
tional gainsharing checks
each month to all employ-
ees hecause you are mak-
ing more money?

If these concepts
sound crazy to you. then
Wu missed the Gainsharing

orkshop at this year’s
annual convention.

Mr. Thomas McGrath
of W.M. Jackson & Com-
pany spoke Wednesday
morning at the SSDA
annual convention to
some real skeptics at the
beginning of the work-
shop. By the end of that

workshop those skeptics
were believers.

Mr. McGrath ex-
plained that first we need
to allow our employees to
know where the business
stands financially. Then by
setting goals and param-
eters of growth, we can
share the increases with
them, showing them that
their hard work will pro-
vide monetary rewards at
the end of the month. This
type of approach actually
puts responsibility with a
job that many times em-
pIoYees see as being no big
deal. Now everything they
do not only effects them-
selves and the employer,
but also all of the other
employees— peer pressure
in the work setting!

Testimony from a
dealer at the convention
who has been using the

Dealers at the SSDA Convention listen to Mr. Tom McGrath as he
speaks about Gainsharing employee incentive programs.

gainsharing program
helped give additional
proof to the disbelievers in
the convention crowd. His
employee turnover is very
low and he writes big
gainsharing checks each
month to his employees
and himself.

Many dealers have

expressed interest in this
program. If this system
sounds like something that
might interest you, please
give the SSDA office a call
at (517) 484-4096. We will
be happy to send Kou_a
brochure on gainsharing
and put you In contact with
Mr. McGrath.

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 requlations allow 70% of contaminated sites to be
closed withoutfurther remeditation.

“Solving Problems Since 1980”

10

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, Ml 48150
(313) 421-6880
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Lottery marketing

Making lottery ticket
sales profitable was the
theme of the Lottery Mar-
keting Workshop at the
SSDA Convention given by
Paul and Beverly Hart of
the Lottery Oranization
Training Service (L.0.T.S.).

The Harts shared with
dealers their experience of
owning the highest lottery
ticket selling stores in the
states of Ohio and West
Virginia.

The Harts said Michi-
gan Lottery allows dealers

New gasoline testin

secrets shared

an excellent opFortunity to
make money, offering a 6
percent commission and
consignment on product to
dealers. Many times the
margin on gas makes that 6
percent very attractive.

Also, the lottery offers
a percentage on winning
tickets cashed at the
retailer’s location.

We thank the Harts for
their insightful approach on
how to include lottery sales
in our businesses as another
product to offer customers.

g methods speed

regulation and enforcement

New technolo?y is
enabling state regulatory
officials to respond to gas
quality complaints quicker,
according to Tim White
from the Department of
Agriculture in his talk with
dealers at the Annual
Convention.

In the past, when a
consumer complained to
the 1-800-MDA-Fuel hot
line about the quality of
gas they received from a
station, procedures called
for a representative from

Mr. Tim White shows dealers new e
that will help speed the search for ba

the Department of Agricul-
ture to go to the station,
take a sample, test it (many
times takin? up to 6 weeks
for lab results) and then
release the results. This
process was time consum-
Ing and did not often
provide results to the
satisfaction of the con-
sumer or allow (he effec-
tive enforcement of quality
standards.

With the tools that Mr.
White showed SSDA
members at the Conven-

tion. it is now
possible for
officials to
immediately
test the quality
of the gas right
at the station.
Officials use
hand held
testers that
take an instant
reading on the
as quality.

his new
process will
allow for
better enforce-
ment of quality
standards,
leveling the
playing field

guipment for all dealers.
gas
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CSS Midwest

2270 Elizabeth Lake Rd.
Waterford, M|l 48328
Phone: (810) 681-0241
Fax: (810) 681-9726

SOFTWARE DESIGNED
FOR THE RETAIL
GASOLINE INDUSTRY
OFFERING

Cash Register/Pump Interfacing
C-Store Inventory
Payroll
Accounts Receivable
Accounts Payable
Daily Over/Short
EPA Gasoline Reconciliation
Repair Order Generation
Parts Inventory
General Ledger
On-Site Training
System UFgrades
Professional Support
Trained experts in hardware and
software set-ups
Windows '95 Users:

We can put iconsfor CSS
on your screen

Further Enhance Kour
Operations wit
Windows,
Wordperfect
and Lotus

Consulting and
Training Available
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On the Ballot

Proposals share space on November ballot

In order to keep you informed on the upcoming election issues, included is a list of the state proposals that will be
voted on this November 5. The ﬁroposed letter designations as they are expected to

appear on the ha

Proposal A

A referendum of Public Act 118 of 1994— An amendment
to prohibit the use of hingo games and other gaming
events for political fundraising.

Proposal B

A proposal to amend the state constitution to establish
qualifications forjudicial offices.

Proposal C

A proposal to establish the current Michigan Veterans’
Trust Fund in the State Constitution and re?uire that
expenditures from the fund be made solely for purposes
authorized by the trust fund’s board of trustees.

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
Garage/Garagekeepers
Liability

Umbrella Liability

Data Processing Equipment
Crime Coverage

Gasoline Contamination Coverage
Fuel Access Card Coverage
Underground Storage

Tank Liability

6810 S. Cedar, Suite 15
Lansing, M1 48911
(517) 694-8100
(800)678-8327-Watts

INSURANCE SERVICES,INC. (517) 694-8196 + Fax

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

12

ot and their subject matter are asfollows:

Proposal D

Alegislative initiative to limit bear hunting season and
prohibit the use of bait and dogs to hunt bear,

Proposal E
A legislative initiative to permit casino gambling in
qualified cities (population 800,000 or more...).

Proposal G

A referendum on Public Act 377 of 1996—An amendment
regarding the management of Michigan’s wildlife populations.

This is an important election yearfor our state and
country. Make ityour point to exercise your right to vote
and encourage your employees to do the same.

SALES = SERVICE = PARTS e 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

Service Quarterly September, 1996



Customer

D riven ...

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

« Scheduled Visits by Professional Sales/Marketing Representatives ¢ Representatives

Courteous and Efficient Delivery People

are Effective in Communication e« Privately Held, Family Owned Business

< National Distributor Alliance Member

F) R O D U CT + Over 13,000 ftems, 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 « ED L Ordering, Invoicing, Payment and Reporting ¢ On-Line Information
Access Capability « Electronic Retail Maintenance ¢ Custom Order Guides and
Developmental Planograms « EC.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

Knowledgeable Customer Service Representatives

PRODUCTIVITY

« Next Business Day, On-Time Delivery of Order « Straight Truck
Delivery Vehicles « In Store Delivery ¢ Accurate Orders With 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 Progras
« Seasonal Merchandise Advance Bookings

I I a I C E * 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-EROAN

SERVING ILLINOIS, INDIANA, IOWA, KENTUCKY, OHIO, MICHIGAN, MISSOURI AND WISCONSIN
PLEASE CALL TIM CAMPBELL 1 (800) 840-5100 EXT. 201



Stayin

nvolveo

By Steve Ott

By staying involved with his employees, customers,
his community and SSDA—and with the support of his
family—Andy Buckner is a dealer on the move.

Andy currently owns two locations; both in the
Muskegon area. The E & A Pit Stop on the corner of
Apple Avenue and Wolf Lake Road has gas and a large
convenience store. His Valu-Time Grocery store located at
the comer of Walker and Apple is solely a convenience/
grocery store.

Andy began working in the service station business
at his parents’ Owens branded station in Muskegon when
he was young. Andy eventually went into business with
his parents, Joan and Evert, when they bought a four
pump, full service station down the road from where the
current E & A Pit Stop is located today. Ther quickly
outgrew and sold the small 30 ft. x 30 t. full serve station
and bought the current station from one of their suppliers.

At that time, approximately 16 years ago, E & A
consisted of two service bays and one gas island. After
many additions and expansions, E & A is now a prosper-
ing Marathon station, with enough groceries to almost call
it a supermarket. Actually, that is part of the motto Andy
uses for the store, “Supermarket prices with convenience
store service.” “A lot of my prices compare to the com-
petitor supermarkets more than the convenience stores,”
Andy said.
~Inaddition to great prices, E & A is also known for
its selection of items— specifically pop. “We’ve always

Andy and his father, Evert, discuss business strategies in front of one
of E'& A's many pop displays.

14

carried a big assortment of pop at low prices since we
started in this business,” said Andy. “It has always helped
to attract people.”

One of the main reasons Andy said people keep
coming into his stores is that he responds to his custom-
ers’ requests. “You have to listen to the customers, they’ll
tell you what you need to do to succeed,” he said.

Andy also stresses to his employees the importance
of keeping customers their first priority. “I always tell my
workers to put themselves in the customer’s place, | ask
them what do you think you look like behind the counter
to the customer?™

In order to maintain a good relationship with his
employees, Andy said he likes to keep the lines of com-
munication very open between himself and his employees.

“I always tell my workers to put them-
selves in the customer’s place, | ask them
‘what do you think you look like behind the
counter to the customer?™

“If the employees are happy, then the customers are happy
and everythm% works in suit.”

Another form of involvement that Andy has found to
be an asset in his business dealings has been the support
of his family. Though Evert is now “semi-retired,” mainly
taking care of the bills and taxes, Andy said his time spent
working with him has been very valuable. “I’'m a goer and
h_e'sLust the opposite,” Andy said. “It’s a good combina-
tion because he has kept me from getting too carried away
and I've probably kept him from being too conservative.”

Andy also said his mother Joan used to do the hook-
keeping for the family business. He said her involvement
played a big part in how he does business today.

In addition to his parents, Andy receives a lot of
squort from his wife, Teri. “It is very important to be
able to go home and talk matters out with someone,"
Andy said. “Teri has really helped to make many impor-
tant decisions.” Among man¥ other things, Teri also does
the day to day hookkeeping for one of the stores. Andy
and Teri have a son, Mike, 16, and a daughter, Kristin, 14,
Andy’s brother and sisters are also involved in the service
station business in some way.
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Formalities

*  Andy Buckner owns two stores;
the E & A PItStORand Valu-
Time Grocery, both located in
Muskegon.

o Andy ismarried to Teri. They
have a son, Mike, 16, and a
daughter, Kristin, 14,

. Andﬁ is originally from _
Muskegon and has many of his
high school classmates and their

The E & A Pit Stop has plenty of space outside to gas up (above) and all kinds of mom children as customers now.
in the isles inside &elow right) to stock up.

One way AndY likes to help his communit>( is by
supporting his local schools. Because of his well-known
pop selection, he is called upon often to supply the school
concession stands and events. He even bought his old high
school a new scoreboard for their football field in coopera-
tion with Pepsi. “It feels good to be able to give back to
the school where 1 went," Andg said. “Working with the
area schools has been nothing but positive for me.”

In addition to his involvement with area schools,
Andy is also a member of his local Lions Club. He has
served as treasurer in the past and once was named Lion of

see Buckner ng. 16

Tracer Tight® No Down Time

Tank and Pipeline Leak Tests

Two tests for one price

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

* No interuption of service.

* No overfill; no topping off tanks.

* Tests any tank size and pipeline length.

. Michi?an State Police Fire Marshal approved.
* Reliable for any type offuel, oil or chemicals.
» Detects and locates leaks as small as 0.05 gph.
* Third party evaluations surPass EPA requirements.
* Method is on the EPA list ofaccepted tests
October 1991,

* Does not subject tanks to any structurally
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

Service Quarterly September, 1996
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SSDA welcomes new staff members

Earlier this summer, SSDA welcomed Jeri Miles and
Steve Ott to our office in Lansing. We'd like to take this
opportunity to introduce you to Jeri and Steve and let you
know how they will be of service to our membership.

Jerijoined the SSDA staff in May and is the
association’s new Executive Assistant. She is responsible for
the day-to-day operations of the office, including accounts
receivable and payable, inventory, correspondence, payroll,

PAC reﬁorting, and
research on special
projects.
Jeri livesin
Grand Ledge, just
west of Lansing,
with her husband
Rick and their two
dau%hters Erin and
Lean.
Jeri brings to
SSDA over 10
years of administrative experience with her most previous
position being with Ledy Design Group, an engineering firm
In Lansing. She also has 2 years of association work experi-
ence from her past position at Michigan Environmental
Consultants and Contractors Association (MECCA).

“1have enjoyed my association work in the past and

that is Whﬁ/ | have come back to it,” Jeri said. “I am very

much looking forward to meeting and working for SSDA
members.”
Buckner from pg. 15

the Year for his contributions to the club.

A membership Andy regards as being extremely
valuable to his business is his membership with SSDA. Andy
said he and Teri first went to the Annual Convention four
years ago with his parents and have been gomg on their own
ever since then. “All of the Conventions have been a lot of
fun and very informative,” he said.

Andy said he sees statewide dealer collaboration being
one of SSDA’s strong points. “The roundtable discussions In
the past have been very valuable,” Andy said. “A lot of
members have the same problems, and If somebody has the
answers, they should be shared so we can benefit each other.”

As far as the future goes, Andy is still debating on his
plans for further expansion. “People keep on asking me
when | will be getting another store,” said AndY. "[t’s hard
to know whether I can handle one more and still stay close
to the operation of each store.”

However, Andy did sa¥ he most likely would buy
another store eventually. “I'have had a couple of different
options, and I'm looking, but Iam being ﬁgment.”_

Judgingfrom Andy's wise business philosophies of
customer and employee involvement, any endeavor he
undertakes will sure to be a success. SSDA is proud to serve
dealers like the Buckner’ who have such a strong commit-
ment to their businesses, industry, families and communities.
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Steve came to
SSDA in June and
is the new Com-
munications
Director. His
duties include
writing and design-
ing Service Quar-
terly and Service
Manthly, helping to  Steve will work to keep you informed.
organize the Annual
Convention and fulfilling the other various communica-
tion needs of the association and its membership.

Steve is a new resident of the Lansing area, recently
graduating from Western Michigan UniversitY in
Kalamazoo with his bachelor’s degree in public relations.
While in college, Steve worked for the Kalamazoo Public
Schools and the W.K. Kellogg Foundation in Battle Creek,
developing his writing, desktop publishing, special events
planning and video production skills. “I'm looking forward
to contributing my skills to help keep SSDA members
informed about important issues,” Steve said.

Steve was lhust recently married to Jenny Hubbell of
Brooklyn, (Mich.), during the same time as this year’s
Annual Convention. Though he was sorry to miss the
chance to meet many of the members at that time, he said
he is looking forward to putting together next year's event
and meeting everyone there.

Senator from pg. 1

senator and discuss issues with him. He was able to explain
to the senator that the small business person was not
provided the same tax refund as the major oil companies
under the new proposal. Mr. Bratschi explained there was
no provision for the small business person to receive the
prepaid taxes that had been paid on the Eroduct in the
ground at the time of the tax (floor stock fuel).

Their conversation allowed the senator to understand
first hand how the gas tax system works and to work on a
solution to make the tax proposal even to all retailers,

We all should open our stations to our elected offi-
cials. This provides wonderful opFo_rtunities to develop a
relationship and to allow those officials to begin to under-
stand our business from the dealers perspective.

The nexttwo months is prime election time. It is a
great time to allow your State Rep or candidate to use
your station for a free coffee hour to meet your customers
or to wash windshields on the islands. It is good advertis-
ing for the candidate and the dealer. Make sure your
station is in tip top condition because just like Mr.
Bratschi. you never know where pictures of your station
mightend up! _ o

Take a Iproactlve stance today and give an invitation
to an official to use your station. You may be surprised,
they probably will say YES!
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Do you have the Blues
when you travel?

Whether your fall travel plans include a color tour in
northern Michigan, a few rounds of golf in sunny Arizona or
that European vacation of your dreams, you should make
sure you know the extent of your Blue Cross Blue Shield of
Michigan health coverage when traveling.

The first step in being Blue is done by carrying your
Blue Cross identification card with you atall times when
travelling (and all other times). In addition, the Blue Cross
policy handbook states that when travelling:

Within Michigan

Your coverage is the same everywhere in Michi%an as
when you receive services from your local doctor or hospi-
tal. Use your Blue Cross card just as you would at home.
Outside of Michigan

Most physicians and hospitals in the United States will
accept your Blue Cross card. Many times, they will bill Blue
Cross for services you have received. Ifthey will not bill
Blue Cross directly, you may have to pay the bill yourself
and then submit a claim to Blue Cross. Be sure to get an
itemized receipt.

Out of the Country

Your coverage applies wherever you are as long
as the hospital is accredited and the physician is licensed.

Most hospitals and doctors in foreign countries will
ask you to pay the hill. Try to get itemized receipts,
preferably written in English.

When you submit your claim, tell Blue Cross if the
charges are in U.S. or foreign currency. Be sure to indi-
cate whether payment should go to you or to the provider.
Blue Cross will pay the approved amount for covered
services at the rate of exchange in effect on the date you
received your services, minus any deductibles or
copayments that mar applg.

Ifyou are unable to obtain receipts written in English,
Blue Cross will translate your foreign receipts for you.
However, this will require extra time to process your claim.

SSDA isproud to provide Blue Cross Blue Shield
coverage as a benefit available to all ofour members. If
you have any questions about your Blue Cross coverage,
please call Denise at the SSDA office at (517) 484-4096.

Attention Service Station Dealers
[fyou're In the market for a
fealth plan, get the most
accepted, unquestioned
coverage tnere Is.

Blue Cross
Blue Shield
of Michigan

Service Quarterly September, 1996
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Q. What can the SSDA do for me? SS DA

Service Station Dealers Association

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

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

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

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

«Earnyou an annual dividend with Dodson workers' compensation; this year's is 20 percent!

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

*Host an annual convention each year filled with business advantages and entertainment.
*Protect your interests by having an SSDA representative on the MUSTFA Policy Board.
*Make sure your voice is heard in Lansing with an active legislative support network and PAC.
*Put a staff at your fingertips to find the legislative and regulatory answers you need.

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

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

Please send the application below to SSDA, 200 N. Capitol Suite 420, Lansing, M1 48933

A pplication for M embership

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

cITY MIZIP: Phone: ( )

County: Type of ownership: Corporate Non-corporate

SOLE PROPRIETORSHIP PARTNERSHIP

E nclosed please find a check for

Please charge my membership to my MC or VlSA (please circle one) card # and exp. date

Please Bill M e

Annual M embership Dues: Annual Associate M embership Dues
$41 monthly (electronic banking $25 monthly (electronic banking)
$480 annual payment $250 annual payment

Add $120 per station after four stations.

Signature Date September 1996 SQ
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Business Focus

Gregory S. Tarr, Advanced Planner Group, American Express Financial Advisors Inc.

Estate planning—not just for
the Rich and Famous anymore

The first thing that comes to mind for most of us when
we hear the phrase “estate planning” is the distinctive voice
of “The Lifest%/les of the Rich and Famous” Robin Leach
saying “...and here we are in Monaco at the estate of Prince
Rainer and Princess Grace..” Because estate planning
sometimes is seen as something only for the “rich and fa-
mous,” many people overlook this vitally important part of
their comprehensive financial plan.

| firmly believe that estate planning is more important
for the average investor than for the multi-millionaires. Cer-
tainly, the more money you have, the more you stand to lose,
but your heirs can better afford to lose it.

Here’s what | mean if legendary deal maker Donald
Trump or down-home billionaire politician Ross Perot don’t
do their estate planning properly, literally billions of dollars
ma%/ be wasted in probate costs and estate taxes. Even if one-
half, three-quarters or even nine-tenths of their fortune is squan-
dered on these expenses, their heirs will receive far more money
than most of us could hope to accumulate in a dozen lifetimes.

In contrast, if you have only a few thousand dollars, a
small life insurance policy and a modest home to leave to
your family, they will need every penny of it. Your heirs may
not have the luxury of being wasteful with their inheritance.
Increased probate costs, attorneys fees and administrative
expenses could make the difference between keeping the

house or losing it, the kids going to college or not, or in the
worst case, ending up in Foverty.

When doing estate planning, first and far most you have
to decide what your wishes are; essentially, how are you going
to divide and share your accumulated wealth? Everyone wants
to avoid taxes and reduce the cost of probate, but the most
important items within your estate are, most likely, very per-
sonal in nature. You may want to make sure your spouse is
well taken care of. Or, in the event of both deaths, you may
want to make sure to provide for your children. You may
have a particular family member that needs additional sup-
port, or a spendthrift son or daughter who you would like to
protect from their own eagerness to spend money and, fi-
nally, there may be charities or other organizations you wish
to support. These are all examples of the personal desires
that could drive your estate planning.

Once you' ve decided exactly what you want to accom-
plish, then you can look at ways to accomplish those objec-
tives in the most cost-efficient and least troublesome man-
ner. Avoiding taxes and the costs and delays of probate are
very important, but if you don’t accomplish the most impor-
tant objective of taking care of your family or benefiting your
favorite charity, these other goals are of little consequence.

Gregory Tarrisa ?uest columnistfor this issue ofSer-
vice Quarterly. He is atinancial advisor at 810-336-1164.

Tire Wholesalers Co., Inc.

*As our name implies, we
are a wholesaler of tires.

*We are an established business,
having been in business for over

20 years.
*We deliver.

*We have UPS service daily.

*We guarantee what we sell.

*We want your business.

*We have a huge inventory of
Passenger, High Performance, Truck,
Trailer, Motorcycle, Carlisle Lawn &
Garden, Industrial Tires & Tubes,
Shocks, Struts, Custom Mag Wheels
and Accessories, all in stock for

immediate delivery.

CADILLAC WAREHOUSE
303 Hawthorn Street
Cadillac. MI 49601

(616) 775-6666
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TROY DISTRIBUTION CENTER
1783 E. 14 Mile Road
Troy, M| 48083

(810)589-9910

SOUTHFIELD WAREHOUSE
19240 West 8 Mile Road
Southfield, Ml 48075

©10) 354-9910
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Law Talk

Mark Cousens, SSDA-MI Legal Counsel

Civil rights laws and
the Petroleum Industry

A Tennessee dealer suc-
cessfully used state and fed-
eral civil rights laws to pro-
test his franchisor srefusal to
relocate him following the
refiner’s decision to close
several unprofitable loca-
tions. The dealer's suit in the
United States District Court
?roduc_ed a finding that the
ranchisor had unlawfully re-
fused to follow its own stan-
dards for relocation of this
dealer while simultaneously
finding other dealers new sta-
tions. The dealer’s victory
sends an important message
to all refiners. Italso provides
anew level of protection to
the increasing number of
dealers who are women or
minorities.

The case arouse in
1991. The dealer, an African-
American male, had consid-
erable experience in the pe-
troleum ‘industry. He had
served as both an Exxon and
Gulfdealer for nearly twentg
Years before hecoming a B

ranchisee. The dealer’s loca-
tion, while well operated, was
margmaly profitable. He had
submitted several requests to
BP expressing his interest in
other locations. His letters
were, essentially, ignored.
However, BP offered some
of those locations to white
dealers.

In the Spring of 1992,
BP circulated to its staff a
confidential list of locations
that BP intended to close.
The process of divestiture
included a recommendation
that BP relocate "quality
dealers.” The memo did not
define what a “quality dealer”
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was. In due course, BP noti-
fied the Plaintiff that his sta-
tion was to be closed because
it was unprofitable—one of
the grounds for non-renewal
of a franchise under PMPA.
The facility was closed. BP
neither offered the dealer a
new location nor told him
about the "quality dealer”
standard.

The dealer commenced
suit under PMPA, Federal
civil rights laws and
Tennessee’s state civil rights
law. BP defended the action
on several grounds. It as-
serted that the dispute was
not covered by any civil rights
law because 1t related to the
making of a contract, not to
employment or public ac-
commodation.

The Court made several
findings. First, it found that
BP had not violated PMPA
by its decision to close the
station. The Court recog-
nized that PMPA permitted
non-renewal of an unprofit-
able franchise. It found that
there was no evidence that
the decision to non-renew
was based upon the dealer's
race. Instead, it appeared that
BP had non-renewed several
other dealers, including white
dealers.

The Court’s analysis
then turned to the Plaintiff’s
claim of disparate treatment;
his assertion that other white
dealers had been offered the
chance to relocate and he was
not, Here the Court applied
an important tool created by
the Civil Rl?hts laws. It re-
quired the Plaintiff to create
a “prima facie” case, ie. a

case that, on the surface, was
sufficient for the dealer to
prevail. The dealer had to
show that (1) he was a mem-
ber of the protected class; (2)
he was treated in a manner
that was different from those
not in that class. The court
found that the dealer had, in
fact, made his case. The facts
showed that (1) as an Afri-
can-American, the dealer was
in a protected class; (2) he
had apﬁlled to be relocated
to another station; (3) he was
clearly qualified to operate a
BP location; (4) he had been
passed over no apparent rea-
son. The Court then looked
to BP to answer the charge.
BP was utterly unable to
offer any exlplanation for its
failure to relocate the Plain-
tiff. It acknowledged that he
was a “quality dealer.” The
Court found that (although
the dealer had ample experi-
ence) BP did not really re-
quire experience before relo-
cating dealers. In short, there
was no demonstrable reason
for BP’s failure to offer this
dealer a new location. The
Court reached the onlr con-
clusion that the facts allowed;
BP had utilized a pretext to
avoid relocating the dealer.
The decision, issued in
August, 1995, was to be fol-
lowed by a trial to determine
damages. No further pub-
lished decision is available; it
IS Io?|cal to conclude that BP
resolved the dispute with the
dealer. But the Court’s pub-
lished decision reﬂardlnq
BP’s action is an excellent too

see law pg. 22

"We have to he
highly sensitive
to the importance
of_dl\./ersnr n
this industry.”

"Dealers who are
women or
minorities should
be aware that
there are tools
available to
respond to such
discrimination."
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MECHANICAL
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DISTRIBUTORS OF HANNA-SHERMAN INTERNATIONAL, INC.

“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 SOFT CLOTH ROLL-OVER
The HSI Petro Plus and Deluxe Models The HSI Autostar Soft Cloth Roll-Over has
have the capability to wash and dry 50 to 70 the capability to wash 30 to 35 cars per
cars per hour. The Soft Cloth “Mini" Tunnel hour with the Autostar Valet unattended

Systems operate with unattended or P.0.S. Controls with Pump Island Credit
attended P.O.S. Controls

with Pump Island
credit card
interface.

Card Interface.

For Profit, Reliability, Service and Installation call
MECHANICAL WASH SYSTEMS., INC. at (810) 543-5850

Unattended controls with two-way voice communications.
Pay at the pump credit card interface.

Customerfriendly wash process.

No-touch drying System,

Please call 1-800-722-WASH
to learn more about how a Hanna-Sherman
car wash can benefit your business.



On December 22, 1998.
all UST's must meet the Fed-
eral and Michigan upgrade
requirements.

In many cases, where
older tanks are involved, this
means replacement of tanks.
At the very least, it means
that overfill and corrosion
protection must be installed.
(The requirements for
overspill and inventory con-
trol are already in place.)
Problems occur In attempting
to meet the corrosion protec-
tion requirement. Galvanized
piping does not take corro-
sion protection.

The real concern is that
anytime the ground is broken
onan UST site, it means the
pos_sibili%oftindingconta_mi-
nation. That, in turn, requires
the clean- up process to start.

This is also where the
costs start to escalate beyond
the reach of most dealers.
(When MUSTFA ended, the
majority of clean-ups
stopped, due to the high cost
of the process). The problem

Law

for Michigan dealers.

An increasing number of
Michigan dealers are women
or minorities. And out State’s
experience is typical of what
is occurring elsewhere. In-
deed, the immediate past
president of SSDA-AT, the
national organization with
which SSDA-MI is affiliated,
is female. But there is no rea-
son to believe that this will be
unusual or extreme. We have
to be highly sensitive to the
importance of diversity in this
industry. Discrimination or
disparate treatment should not
be permitted anywhere. But it
is not realistic to believe that
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Don't wait 'till '98

is that the clean up require-
ments did not end with
MUSTFA. Now the clean up
costs have become the total
responsibility of the property
owner.

Presently, many in the
legislature are not willing to
tackle this issue. Many of
them say, “it must not be a
very big problem because
lately | have not heard from

Don't 1et
TIME RUN OUT

Dont delay 199

the
ations
become

n meetint_i
UST reﬂu
that wi

E ffective in D ecember

every representative of every
refiner is going to share this
view. Hence, dealers who are
women or minorities should
be aware that there are tools
available to respond to such
discrimination,

The Tennessee case de-
scribed here was important
because it applied federal civil
rights laws to this industry. It
also applied state law, but
that decision was not new. A
decision involving a Michi-

an dealer has found that

ichigan’s Elliot-Larsen
Civil Rights act is applicable
to the industry. But it is very
important to be able to rely

097
1993

upon both state and federal
law here. The question is
when is it appropriate for a
dealer to invoke these laws
and make a complaint.
Any dealer who believes
themselves the victim of dis-
crimination should be pre-
pared to prove it. It is not
enough to "have a feeling” or
even a good faith belief. What
matters is evidence. Thus
dealers should be sensitive to
anything that might suggest
an‘improper motive by a re-
finer or 1ts representatives.
Comments that relate to gen-
der, race or ethnicity should
be noted, perhaps in a log.

retailers saying that we need
to do anything”

There have been many
proposals discussed and
studied. In order for the leg-
islature to pick this up you
must let your representative
know this is an important is-
sue and one that must be
dealt with soon.

All representatives are
up for election and are very
interested in hearing from
¥ou now. This is a wonder-
ul time to call and speak to
your representative on the
Issue. Better yet, ask them
to come to your station and
meet your employees and
see first hand how these
regulations affect your busi-
ness.
~If this is an important
issue to ?/ou, is it worth a
phone call or thirty minutes
and a cup of coffee? Make
that call today, and if you
need phone numbers or
more information please call
the SSDA office at (517)
484-4096. Call now!

from pg. 20

Statements or threats should
be the subject of a letter to
the refiner. Dealers refused
certain assistance or benefits
should ask if other dealers
have received it, and ask why
they were denied.

~ Proving discrimination
is not always easy. But it is
important for all dealers—
not just women or minori-
ties—to know that it will not
be tolerated. There are tools
available to combat dispar-
ate treatment. The refiners
know just how powerful they
are (especially BP, after this
decision). Dealers need to
know that too.

Service Quarterly September, 1996



News Briefs

Minimum wage increases

Legislation signed by
President Bill Clinton on Au-
gust 20 increased the mini-
mum wage for the first time
in five years. The bill will
boost the wage by 50 cents
to $4.75 on Oct. 1, 1996, and
then by another 40 cents to
the total of $5.15 on Sept. 1,
1997,

A “training wage” will
hold the hourly rate at $4.25
for employees younger than
20 during their first 90 days
ofemployment.

The legislation does
make concessions for the
mostly small businesses that
will pay the higher labor
costs. It provides $22 billion
in tax breaks over 10 gears,
paying for this in part by re-
Imposing a 10 percent tax on

airline tickets that will start
seven days after enactment
and last through the end of the
year,

Some other provisions
of the bill include:

* Providing a $5,000
credit for both domestic and
foreign adoptions through
2001 and a $6,000 permanent
credit for domestic adoptions
of hard-to-place kids.

* Permitting homemak-
ers to contribute $2,000 to
IRAs, the same as spouses
working outside the home,

* Retroactively rein-
stating the $5,250 exclusion
foremployer-provided tuition
and extending it through June
1996 for graduate-level tu-
ition and May 1997 for un-
dergraduate tuition.

We Are Butlders.

Hard hats. Worn gloves.
Mud on our bools. We are
Parks Omega and have been
serving our clients (or over
38 years.
* Service station
construction
* TC 110 Leak
Prevention System
+ UST installation
* Remediation
* Parts and equipment
» Compliance service
+ Low cost financing
- Affordable insurance

a Environmental. Bothell, WA

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

Call 1.313.684.1215.

Parks Omega
The Total Compliance Company
4901 McCarthy Drrve  Milford. M1 48381
Phone 313 684 1215 Fax 313 684 1929
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Donation opportunity announced

Those of you looking
to sell unwanted vehicles or
“toys” might want to take
note of this opportunity.
Volunteers of America-
Chesapeake, one of the
nation’s largest human re-
sources agencies with pro-
grams for children, youth,
the elderly, ex-offenders, al-
cohol and drug abusers and
people with mental and
physical disabilities, is seek-
ing donations of cars, mo-
torcycles. RV’s and hoats.

In exchange, you will
receive a receipt which re-
flects the NADA book value
of your donation,

Call 1-800-948-1414
for a brochure and addi-
tional information on the
program.

You may also find chari-
table organizations in your
community that offer the
same sort of program.

Reminder:

October 7th iS

THE LAST DAY TO
REGISTER FOR THE

November 5th

ELECTION.

Contact your

TOWNSHIP OR CITY
CLERK FOR MORE
INFORMATION.

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

Because SSDAM members are promoting
Job safety and keeping claim costs low,
dividends have been earned every year

since 1962.

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

You, too, can share in the savings ..

Call Dodson today!

1-800-825-3760
Ext. 2990

underwritten by

Casualty Reciprocal Exchange

member

DODSON GROUP

9201 State Line Rd.

Kansas City, MO 64114
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Cech & Associlates, P.C.
Certified Public Accountants

Wearea . .
full-service accounting firm
specializing In th
automotive service In ystr ,_
providing a Wldf Variety ot 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!

. 282177 Deguinar
Madison Izlelghts, l\ﬂJ I3%871-3016
Phone: (810) 547-3141  Fax: (810) 547-3223
Formerly Lawrence A. Wright, Inc.
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