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Help your business blossom
SSDA 1997 Convention will help you fin d  
employees and boost your business

Would you like to fin d  
hard-working employees that 
will stay around for a while ? 
D oes learn ing  abou t the  
most recent technology that 
can save you time and money 
sound good? Would you he 
interested in being updated 
on the regulatory and legis­
lative action that directly af­
fects your business?

If your answers to these 
questions are yes, make sure 
to attend the 1997 SSDA 
Convention August 3-6 at the 
Park Place Hotel in Traverse 
City.

M el K leim an o f the 
Houston-based Humetrics, 
Inc. will be sharing success­
ful hiring strategies that will 
help you hire winners and 
keep them.

For full coverage of what 
this year 's Convention has in 
store for you, p lease see 
pages 10 and 11. To sign-up

for the Convention, please 
see the form on page 8 and/ 
or call the SSDA office at 
517-484-4096.

The Traverse City Area has a lot to offer attendees o f the 1997 SSDA Convention a t the Park Place Hotel 
on Aug. 3-6. See pages 10-11 fo r more information on this year's event. See page 8  to sign-up.

Mistwood's 
number 8  
hole on 
the Red 
Course is 
j ust one 
o f many 
that will 
test the 
skills o f 
SSDA 
golfers.

Golfers to tee off at Mistwood Golf 
Course during Convention

A golf outing at Mistwood 
Golf Course is just one of 
many activities available to 
Convention attendees at the 
1997 Convention.

Located just minutes away 
from Traverse City in Lake 
Ann, the M istwood G olf

Course promises some great 
golf for SSDA Convention at­
tendees. This well manicured 
course is enhanced by ponds 
that come into play on 13 
holes.

See pages 10-11 fo r  more 
Convention information.



Oscar W. Larson Co.
M E M B E R

Celebrating
50+ Years of Excellence

in
Petroleum Equipment Service, Sales, and Installation

THE ONLY COMPANY YOU NEED

"Full Service" Contractor
• Licensed Electrical, Mechanical and HVAC
• Certified Service Technicians
• Certified Construction Installers
• Licensed Hazardous Material Hauler
•  Product Recovery and Disposal
•  Certified Confined Space Entry Crews
• Excavation • Tank Removals and Disposals
• Building Renovations and Demolitions

Financing/Leasing
Through our strategic alliance with funding 
partners, we offer numerous options and 
payment plans with minimal down payment.

Excavation/Construction
• New Tank Installations

• Existing Tanks Upgrades

• Tank Removal and Disposal

• Emergency Tank Repairs

• Confined Space Services

• Soil Removal and Disposal

• Canopy, Sign and Light Base Footings

• Soil Remediation Systems

• Ground Thawing and Building Heating

Electrical Contractor
• Licensed Electricians
• New Service Installation

• Expansions, Repairs and Upgrades
• Canopy Lights
• Fuel Equipment Systems
• New Building Electrical

• Remodels
• Permit Application

• Supply and Installation of Area Lighting
• Tank Monitoring Equipment W iring

Service 24 Hours
• Programming and System Start Ups
• Operator Training
• Dispenser Maintenance and Repairs
• Cash Registers, Printers and Consoles
• Precision Tank Testing
• Dispenser Calibration
• HVAC Maintenance and Freon Recovery
• Automotive Lifts
•  A ir Compressors
• Service Contracts

CONSTRUCTION 

ASSOCIATION OF 

MICHIGAN

Wayne DISTRIBUTOR

DON'T WAIT UNTIL 1998, CALL NOW FOR A FREE EPA/DEQ COMPLIANCE REVIEW
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Young's Offers
• Tank & Piping Installation
• UST Removals & Replacements
• System Upgrades
• At the Pum p Card Readers
• Aboveground Tanks
• Automotive Hoists
• Lubrication Equipment
• Electronic Monitor Systems
• Cash/Controller 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

young's
FUEL EQUIPMENT

s e r v ic e s

P r o v id in g  the  H ig h e st  Q u a l it y  S e r v ic e  to  the  

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

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

Full Service Electrical Department 24 Hour Emergency Service

Young’s Fuel Equipment Services Headquarters
G-5339 N. Dort Highway • Flint, MI 48505

Phone (810) 785-5509 or (810) 789-0160 m e m b e r
Fax (810) 785-4733 • Toll Free (800) 547-1126

Grand Rapids Area Office Toledo  Ohio  Area Office
4990 West River Dr., NE 369 W. Dussel Dr., Unit #10

Comstock Park, MI 49321 Maumee, OH 43537
(616) 785-3374 (419) 867-3212

I n n o v a tio n  in  F u e l  D is t r ib u t io n , D e s ig n  a n d  I n s t a l l a t io n . 

S u p p o r t e d  b y  a  C o m m it m e n t  to  S e r v ic e .



President’s Corner
Dennis Sidorski, SSDA-MI President

Help Wanted

Are yo u r em p lo y ees 
working double shifts? How 
often have you found your­
self working the cash regis­
ter because you are a short a 
person (or two, or three), 
when you really need to be 
paying the bills or placing 
orders? While having the un­
employment rate low may 
seem  to be good fo r the 
economy, it is not too great 
for dealers.

While we all have a num­
ber of quality em ployees, 
they often move on to big­
ger and better things. Replac­
ing the quality em ployees 
who show up to work on time 
and are friendly with your 
customers is a very difficult 
task.

o ffe rin g  h ea lth  in su ran ce  
th rough the A sso c ia tio n  s 
Blue C ross program  to be 
highly valuable in attracting 
and keeping em ployees.

SSDA's discounted pro­
gram with the CRIS Infor-

“The big question is whether you 
would rather have a trained employee 
leave or an untrained employee stay!”

It is a continuous battle. 
You can try to get to know 
an applicant in a job  inter­
view, but how m uch can 
you really learn about a per­
son in a half hour or so?

If you finally  do hire 
some employees and spend 
your time and money train­
ing them, it seems they just 
end up leaving anyway. The 
big question is whether you 
would rather have a trained 
employee leave or an un­
trained employee stay!

For many employers it 
has turned into a bidding 
war. W hether it be higher 
wages, increased benefits 
or f le x ib le  sc h e d u lin g , 
small businesses have had 
to become com petitive to 
lure those quality em ploy­
ees to their payroll.

SSDA can help when it 
comes to providing some of 
these em ployee en ticers. 
Many members have found

m ation Serv ices, Inc. em ­
ployee screening service has 
also been helpful to many 
dealers in making informed 
hiring decisions.

This year s SSDA C on­
vention at Traverse City on 
Aug. 3-6 will also address 
this problem . The A ssocia­
tion will host Mel K leim an 
from Hum etrics, Inc., who 
will give dealers new ideas 
on the age-old problem  of 
finding good em ployees.

C o n v en tio n  a tte n d e e s  
will learn valuable tips on 
how and where to find em ­
ployees, effective and legal 
interviewing practices, em ­
ployee screening  m ethods 
and secrets that w ill help 
keep those good employees.

So be sure to call the 
SSDA office  at 800-748- 
0060 if you have not signed 
up for the C onvention yet 
and see pages 10-11 for more 
Convention information.
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Member Briefs
Chance for scholarship money 
available from SSDA-AT

Engine tune-up/performance to 
require mechanic recertification

Any graduating  (high 
school) son or daughter of a 
SSDA-MI dealer member in 
good standing is eligible for 
a chance to receive one of the 
tw o C h arles  L. B insted  
S cholarships that w ill be 
awarded in August.

The $2,000 scholarships 
are awarded each year by the 
national association . The 
scholarship money can be 
used toward the cost of col­
lege, trade school, business 
school, etc.

The ap p lica tion  form 
must be filled out and re­
turned to the SSDA-MI of­
fice at 200 N. Capitol, Suite 
420, Lansing, MI 48933. En­
tries must be postmarked by 
Friday, July 11, 1997 to be

co n sid e red . A p p lica tio n  
forms were included in the 
April issue o f S erv ice  
Monthly.

Scholarship winners are 
chosen by a lottery system 
(more details are provided on 
the application, section 4). 
The scho larsh ips w ill be 
awarded on August 12, 1997.

There have been many 
winners from SSDA-MI in 
the past years, so everyone 
who is eligible is encouraged 
to apply.

For more detailed infor­
mation on the C harles L. 
Binsted Scholarship or to 
have an additional applica­
tion sent to you, please call 
the SSDA office 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

M E M B E R

Total Containment/Enviroflex 

Bennett Gasboy Red Jacket 

O/C -  ZORN -  Clawson Tanks 

EBW Hoists Emco Wheaton 

Certified Tank & Line Testing

B eginning  in January
1998, mechanics certified in 
E ng ine  T u n e-U p /P erfo r- 
m ance are req u ired  to 
dem o n stra te  co n tin u in g  
com petency (recertify) in 
that category.

M echanics must be re­
certified by the expiration 
date of their current certifi­
cations (this may be after 
January 1998).

There are three ways to 
d em o n stra te  co n tin u in g  
competency and qualify for 
recertification: being cur­
rently certified by ASE, pass­
ing a cu rren t sta te  
exam ination, or receiving 
tra in ing  from  a sta te-ap- 
proved training provider.

The state exam can be

taken individually at Secre­
tary of State offices, m e­
ch an ic  te s t lo ca tio n s 
throughout the state or in a 
group testing to be held in 
different areas throughout 
the state. The test fee is $6.

Mechanics opting to take 
the state test at Secretary of 
State branch offices should 
arrange to take the test as 
early as possible to avoid last 
minute bottlenecks and to al­
low time to obtain approved 
train ing if the test is not 
passed.

A list of branch offices 
that offer mechanic testing 
can be obtained by calling 
the SSDA office or the Bu­
reau of Automotive Service 
at 517-373-9460.

S e r v i c e  S t a t i o n s

T H R O U G H O U T  M IC H IG A N  

C - S t o r e s  &  A uto  R e p a ir  F a c il it ie s

We Have Buyers
We Need Listings

Ask us about our variable commission rate

J im F e r r is  

S a l e s  M a n a g e r

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

“W e're  M a k in g  it H a p p e n ”

2801 N . G ra n d  R iver A ve. •  Lansing , M ichigan 48906
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Guidebook available for vehicle
service industry professionals

Confused about hazard­
ous waste regulations or need 
information on the latest sub­
stitutes for CFC-R12? Won­
dering about the upcoming 
UST requirem ents in 
‘98 or disposal require­
ments for used oil, an­
tifreeze or scrap tires?
Don’t know where to 
tu rn  or w ho to 
call...H elp  is on the 
way!

The Environmental 
A ssistance  D iv ision  
(EAD) of the Michigan 
Departm ent of E nvi­
ronmental Quality has 
recently com pleted a 
un ique reg u la to ry  
guidebook specifically for 
the Vehicle Service Industry. 
Targeted facilities include 
gas s ta tio n s , au to

dealerships, car washes, oil 
changers, service stations, 
auto body shops, and main­
tenance and repair shops.

T h is  “ p la in  E n g lish ”

guidebook, organized by top­
ics, contains a comprehen­
sive description of state and 
federal environmental regu­

lations with which the indus­
try must comply.

Besides the regulations, 
the guidebook lists agency 
contacts and phone numbers 

if  you requ ire  ad d i­
tional inform ation or 
have further questions 
on a specific matter.

C op ies o f  the 
g u id eb o o k  are $15. 
The price includes the 
guidebook in a 3-ring 
binder and places your 
name on a subscription 
lis t for period ic  up­
dates.

For further in for­
m ation or to order a 
copy of the guidebook, 

please contact the EAD at 
800-662-9278 or give the 
SSDA office a call at 517- 
484-4096.

E-mail address 
is changed
SSD A ’s e-m ail ad ­

dress has been changed 
to ssdami@ voyager.net.

T he A sso c ia tio n  
would like to hear from 
dealers who curren tly  
have e-mail capabilities. 
Please send a message to 
the above listed address.

I f  you have any 
q u e s tio n s  abou t the 
In te rn e t o r have any 
problems sending mes­
sages to SSDA, please 
fee l free  to  ca ll the 
SSD A  o ffice  at 
517-484-4096.

A tte n d  the 1997  
SSDA A nnual Conven­
tion in Traverse City on 
A u g u st 3-6 and  learn  
more about the Internet.

SSDA Classifieds
For Sale
2.94 Acres—Off 1-69 at exit 98 in Haslett. Very high traffic count. Comer property set with zoning approved and 
permits to develop convenience store/gas station, mini-truck stop. Zoning will also allow restaurant and many other B- 
3 applications. Call Tom at 517-694-3331.

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.

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

Repair shop—with auto sales. Four bays and two hoists with large office. Located on comer lot on the west side of 
Flint. Call (810) 233-9399.

Station— 1.8 million gallons. Major brand in mid-Michigan area. Interstate location—first off exit. New drive-thru car 
wash and remodeled c-store. Contact SSDA at 517-484-4096.

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

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

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

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

S ervice  Q u arterly  J u n e , 1 9 9 7 7
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SSDA 1997 Convention 
August 3-6, Traverse City 
Registration
Questions: call (517) 484-4096

Names of Attendees:____________________

Business:_____________________________

Business Address: ___________________________________  City: _____________________ Zip:

Phone;_____________________________________________  Fax: ___________________________

SSDA
S e rv ic e  S ta tio n  D e a le rs  A s s o c ia tio n

The following member packages include all workshops and materials: meal events and entertainment.

________  $299 m em ber and guest package
_________  $ 1 6 9  m em ber package
________  $129 for additional guest 15 years or older

$49 for children under 15

Total
Visa or M asterCard # :  Exp. date

(circle one)

N am e on Card ________________________________________________  S ig n a tu re :_______________________________

Or, please make checks payable to Service Station Dealers Association o f  Michigan

Golf: I am interested in Send this form with your payment to: SSDA Convention, 200 N. Capitol Suite
golfing during the convention. 420, Lansing, MI 48933. We will forward a hotel reservation form to you.

A K T  i s  a 
fu l l  service 

environmental 
engineering and  
remediation firm  
committed to site 

closure and  
delisting.

Planning is Everything
As U S T  ow ners p repare  to com ply with th e  1998 perform ance 

requ irem ents , m any will choose to rem ove and replace their 

USTs, discovering subsurface contam ination  in the  process. 

A K T specializes in R isk Based C orrective Action (RBCA) 
closures for U S T  sites. H un d red s  o f contam inated  sites across 

M ichigan have been  closed using  the  RBCA process, resulting 
in dram atically lower rem edia tion  costs and m inim izing station 

dow n tim e.

Let AKT be part of your Plan
A K T  E n v i ro n m e n ta l  C o n s u lta n ts ,  Inc .

24073  R e s e a rc h  D r. •  F a rm in g to n , M ic h ig a n  
P h o n e  (8 1 0 ) 6 1 5 -1 3 3 3  F a x  (8 1 0 ) 615 -1 3 3 4

AKT is pleased to announce that it has recently become an

Associate Member 
Service Station Dealers Association

S S D A
Comerica Check 

Guarantee Service
This new service for SSDA members 
offers participating members:

A low 1.25% operational discount rate 
with an 8 cent transaction fee.
A $3,000 guaranteed limit with a seven 
day reimbursement period.
Detailed billing and electronic 
authorization.
No extra charge for turn downs.
Stop payment coverage for an additional
.03%.

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

on the processing fee. 

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

8
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Viewpoint
Terry Burns, executive director SSDA-MI

Are desires <=> services?
Each business must con­

stantly monitor the level of 
customer service they deliver 
each day. They must know 
w hat it is th e ir custom er 
wants and needs from their 
business. What the business 
provides does not alw ays 
equal what the customer de­
sires. The answer to this ever 
challenging equation is what 
m akes the d ifference b e ­
tween a good ____________
business and 
an excellent 
business.

T o d a y ,  
everyone is
looking for an edge or an ex­
tra item that they can retail 
to make a difference in their 
location to help balance this 
equation.

SSDA fu n c tio n s  the 
same way as your business. 
We must try to answer the 
same equation by providing 
the services that dealers de­
sire. We are coming to you, 
our customers, to ask the spe­
cific desires that you have 
today. There are very few 
businesses that have seen the 
changes that retail gasoline 
businesses have seen in re­

cent years.
We want to know what 

services, benefits or items we 
can provide to help improve 
your business. It is easy for 
us to list the many benefits 
that SSDA currently has to 
offer. These benefits are only 
good to those that need them 
or desire them.

Many of the most recent 
programs we have initiated

“We are coining to you, our customers, 
to ask the specific desires that you have 
today.”

have been from direct dealer 
requests, such as CRIS hir­
ing and screening services. 
We are also preparing a pro­
gram for statistical inventory 
reconciliation and a cellular 
telephone program that will 
offer not only reduced cellu­
lar charges but the opportu­
nity for many dealers to retail 
both paging and cellular ser­
vices. These opportunities 
have come about because of 
direct dealer involvement.

O ur co m m u n ica tio n s 
staff is now reviewing all of 
our com m unications with

m em bers to m ake sure it 
meets our goals and the deal­
ers desires. The magazine is 
being reviewed along with 
the newsletter to assure we 
are covering the items that 
the d ea le rs  w ant to  hear 
about. With your input, you 
will see many changes over 
the next six months in our 
communications and hope­
fully we can better serve you 

and give you 
the in fo rm a ­
tion you need. 
The most im ­
p o rtan t part 
w ill be the 

dealers’ involvement. With­
out your recommendations, 
desires and input changes 
will still be made, but they 
may be the wrong changes to 
meet your needs. We are here 
to help you better your busi­
ness. The SSDA is a success­
ful organization and we want 
to better it by providing more 
services, bringing in more 
m em bers and meeting the 
needs of our customers. We 
want our equation to have an 
equal or greater than sign not 
a less than sign.

Call me with your com ­

HAWKINS EQUIPMENT COMPANY

m ents at 1-800-748-0060 
anytim e. We will be more 
than happy to hear from you 
and take your suggestions 
and begin to work on ways 
that we can better serve you.

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 member

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

How did we 

get to be 

the nations 

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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Help make your 
business blossom

Service Station Dealers
Associations

7997 SSDA Annual Convention in Traverse City 
to offer valuable information and an enjoyable time

Employment expert to share 
knowledge at SSDA Convention

Mel Kleiman o f  Humetrics, Inc. will be speaking at 
the Convention about innovative ways to recruit, select, 
and hire competent, motivated, and productive employees. 
In the article below, Mr. Kleiman discusses some o f  the 
issues he will address at the Convention.

The key to success for any business organization 
today is its people. The success of your company hinges 
on your ability to recruit, select and hire winning employ­
ees. Managers agree that there is and always will be a 
shortage of outstanding employees. Finding and hiring 
superior performers is a major challenge in today 's com­
petitive marketplace, especially in the petroleum market­
ing / convenience store industry.

It’s also an expensive problem. The cost of replacing 
an hourly employee is approximately 300 to 700 times the 
employee’s hourly wage. Replacing a salaried employee

“The best way to get rid of a bad 
attitude is to not hire it in the first place”

can cost two to three times his/her annual salary. Poor 
hiring decisions are also costly in terms of lost profits, 
missed opportunities, decreased productivity, client 
dissatisfaction, and increased stress for everyone in­
volved. The wrong decision can jeopardize your 
company’s assets, reputation, and security.

With so much being put on the line every time a new 
employee is hired, it’s not surprising that many managers 
cite hiring as the most stressful part of their jobs. Several 
years ago there were many applicants for each job avail­
able. A simple ad in the newspaper brought in numerous 
responses. Today, the Labor Department says the 
workforce is growing by less than 1% annually, meaning 
it is getting more difficult to find employees at all, much 
less good, reliable ones.

To survive, managers must develop creative methods 
to attract and retain the type of applicants they are looking 
for in such a competitive market for employees. Managers 
should determine where these people congregate, social­
ize, entertain, work, play, belong, shop, live, obtain 
information, participate in the community, etc. —  then go

1 0

out and find them! Remem­
ber that the same informa­
tion you use to recruit and 
select these people can also 
help you keep them.

The crucial factor in 
retaining a successful hire is 
his/her attitude. Research
has shown that a good attitude is one of the most impor­
tant qualities an employee in the petroleum marketing/ 
convenience store industry can have. Over 87% of em­
ployees fail at or leave a job not because they can’t do it, 
but because they w on’t do it!

The best way to get rid of a bad attitude is to not hire 
it in the first place. It is easier to hire an employee with a 
winning attitude than it is to try to train someone to have a 
winning attitude. Teaching the skills needed to do the job 
is simple if the person has the right attitude. Customer 
service, dependability, initiative, and values are all atti­
tudes that are critical in the petroleum marketing/conve­
nience store industry.

As attitude makes the difference for success, you must 
gear your hiring system for hiring these winning attitudes. 
To accomplish this, establish a simple, streamlined selec­
tion system that includes recruiting, pre-screening, atti­
tude evaluations, interviewing, and reference checking. 
With all the long hours and hectic schedules involved in 
running a petroleum marketing/convenience store busi­
ness, the last thing needed is to complicate it more with 
unnecessary hiring steps. A selection system, if designed 
effectively, should ease the stress of hiring, while reduc­
ing turnover, legal exposure, and time investment.

The most important thing to remember is that the best 
way to keep an employee is to make sure you hire the right 
person to start with. The more compatible the employee is 
with the job and your company, the longer he/she is likely to 
stay on the job and the easier he/she is to manage.

I hope you are able to attend my session at the Conven­
tion. I will explain how to deal with all of these issues and 
help you find solutions to your tough hiring dilemmas. If you 
have any questions, please call Humetrics at 
l-800-627-HIRE.
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Learn how to do your own security Convention to feature great afternoon
survey at the SSDA Convention activities and evening entertainment

Do you have a problem 
with internal theft or shrink?

If your answer is yes and 
you would like to know how 
to solve it, then the perfect 
place to be is at the SSDA 
C onvention, A ug. 3-6. If 
your answer is no, then you 
sure need to be at the SSDA 
Convention because if you 
do not think you have a prob­
lem with shrink or internal 
theft, you may be in for a 
rude awakening. But at least 
now you will be able to have 
a resource to call upon in or­
der to stop the problem.

We are pleased to have 
speaking at the Convention 
representatives from STT, 
Inc. This company, based in 
Mt. P leasant for over 20 
years, specia lizes in em ­
bezzlement detection, secu­
rity surveys, investigative 
reviews, inventory service 
and many other services.

In the last 20 years, their 
investigators have handled 
an excess o f 95,000 cases 
that have resulted in the ap­
prehension of the perpetrator

and/or have meant the differ­
ence of millions dollars in 
case settlements.

Their inventory division 
is responsible for counting 
over $500 million worth of 
clients’ inventory each year. 
Their accuracy and profes­
sionalism has been charac­
terized as second to none. 
Currently, they are the larg­
est supplier of business loss 
prevention services in the 
state of Michigan.

R e p re se n ta tiv e s  w ill 
teach us how to do our own 
security surveys. The survey 
is a very valuable tool for us 
to determine what is actually 
happening in our businesses.

M any tim es there ap ­
pears to be internal theft, 
when actually it is just inac­
curate inventory records, or 
an employee could be a tar­
get when a vendor is actually 
the problem.

If you have questions 
now regarding any of these 
topics, please feel free to call 
STT for a consultation at 
800-860-1 STT.

In addition to the many 
learning opportunities, there 
will be plenty of time for fun 
at the 1997 SSDA Conven­
tion.

The afternoons will be 
free for attendees to enjoy all 
that the Traverse City area 
has to offer. S w im m ing , 
sight-seeing and shopping 
are all within a few blocks of 
the co n v en ien tly  located  
Park Place Hotel.

For those who would like 
to do some exploring outside 
the dow ntow n  a rea , the 
Sleeping Bear Dunes on the

shores of Lake Michigan are 
only a short drive away.

C o n v en tio n  a tten d ees 
will also have some fun at 
n igh t. O ne o f  this y e a r ’s 
Convention meal events in­
cludes an evening of fine din­
ning and entertainment at the 
historic D ill’s o f T raverse 
City. This 101-year-old es­
tablishm ent promises great 
food and entertainm ent by 
the Golden Garter Revue, a 
co lleg ia te  variety  singing 
and dancing show.

So get ready fo r  som e 
fun. We’II see you there!

The beautiful views o f the Sleeping Bear Dunes State Park are only a 
short drive from downtown Traverse City.

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. 

C losing  your c lean -up  p ro jec t is ou r goal. 

It can be done...we are doing it. 
Call us for more information.

BECKLER SCRAMSTAD, Inc. 
12200 Farmington Road 

Livonia, MI 48150 
(313) 421-6880

“Solving Problems Since 1980”
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Lottery Update
Commissioner Bill Martin, Michigan State Lottery

New games bring more excitement
Excitement over the ad­

ditional Daily 3 & 4 game 
drawings during the day con­
tinues to boost ticket sales. 
Since the launch of “double 
draws” last December, the 
Daily Games have enjoyed a 
steady climb in total sales, 
with 1997 weekly sales av­
eraging nearly a 10 percent 
increase over 1996 sales.

The "Fat Pockets” sec­
ond-chance sweepstakes is 
sure to attract interest in the 
Daily Games, as $ 160,000 in 
cash prizes will be awarded 
during the four-week promo­
tion (May 24-June 21). Daily 
3 and Daily 4 midday and 
evening tickets for drawings 
between May 24 and June 21 
are eligible for the "Fat Pock­
ets" promotion.

Your customers are not 
the only ones who can win 
with “Fat Pockets.” Retailers 
who sell the tickets in a win­
ning “Fat Pockets” entry will

receive the fo llow ing bo­
nuses: $100 for a winning 
$15,000 or $5,000 entry; $50 
for a winning $ 1,000 entry.

As “Fat Pockets” wraps 
up this month with winners 
on both sides of the ticket 
counter, June also marks the 
start o f three new instant 
gam es w ith lots o f  great 
prizes.

Beginning June 9, your 
instant game players can re­
ally get more bang for their 
buck with the new $1 “Big 
Bang Bucks.” The new game 
offers a top prize of $6,000 
and was available at Michi­
gan Lottery retailers June 9.

“Card Shark,” a new $ 1 
in s tan t gam e, has th ree 
chances to win the top prize 
o f $3,000. “C ard S hark” 
sales will begin June 16.

Rounding out the month, 
the Lottery introduces a new 
$3 instant game, “Cash for 
Life.” Certain to stir up ex­

citem ent, “Cash for L ife” 
boasts a top prize of $ 1,000 a 
week for life, and other cash 
prizes ranging from $3 to 
$1,000 instantly! “Cash for 
Life” is available starting 
June 30.

Great news for your Lot­
tery custom ers! Now i t ’s 
faster and easier to claim 
Michigan Lottery prizes up 
to and including $50,000.

Effective May 1, players 
can redeem  w inning tick­
e ts— on-line or in stan t— 
worth $50,000 or less at any 
Lottery regional office.

P rev iously , p rizes o f 
$10,000 or more had to be 
claimed at Lottery’s Lansing 
offices. In an effort to make 
the claim procedure easier 
and more efficient for our 
players, the regional office 
redemption procedures were 
put into effect.

The same prize redemp­
tion requirements must be

met at the Lottery regional of­
fices. Winners must produce 
picture identification and 
proof of their Social Security 
number (If a lottery club is 
claiming a prize, the club must 
provide proof of its Federal 
Employer Identification Num­
ber).

Only players who win 
more than $50,000 need to call 
the Lottery Public Relations 
office in Lansing to arrange to 
claim their prizes. Lottery re­
tailers will continue to cash 
winning tickets up to and in­
cluding $600.

So give your customers 
the good news. C laim ing 
prizes is easier than ever!

Great 
Performance 
At A 
Great Price.

DISCOVERER RADIAL STE
• 50,000 Mile Treadwear Protection 

Limited Warranty
• 5-rib all-season tread for long, 

even treadwear

Tire Wholesalers
introduces

Cooper Tires and 
Arnold Palmer

TROY DISTRIBUTION CENTER
1783 E. 14 Mile Road 

Troy, MI 48083 
(810) 589-9910

CADILLAC WAREHOUSE
303 Hawthorn Street 
Cadillac, MI 49601 

(616) 775-6666

SOUTHFIELD WAREHOUSE
19240 West 8 Mile Road 

Southfield. MI 48075 
(810) 354-9910
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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

PROGRAM S
•  Experienced In Supporting Customers' POS Conversions •  Accurate Price Book 

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

Access Capability •  Electronic Retail Maintenance •  Custom Order Guides and 

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

Product Category •  Gross Profit Contribution Ranking Reports by Product Category

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

• Annual Customer Survey

PRODUCTIVITY
•  Next Business Day, On-Time Delivery of O rder •  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 •  N o 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



Dealer Profile: Howard Whitlock

Fair prices and 

Quality service
By Steve O tt

Fbr many people around the state, it is easy to 
write off the city of Flint as an economically 
depressed area. But for the people who live there, 

the city is much more than just the image of abandoned 
auto factories and boarded-up store fronts. It’s home. A 
place where they work to try to get ahead in life and a 
place to relax once the day is through. One Flint resident 
who has gotten ahead and has defied those sometimes 
shaky economic odds is SSDA member Howard Whitlock.

Howard’s Mayfair Sunoco station at the corner of Clio 
and Pierson Roads in northwestern Flint has been serving 
area residents for the past 10 years. The station has three 
bays, a small c-store and a spacious lot. In a time when 
many other businesses have pulled out and headed to the 
suburbs, Howard’s station still offers the little things 
people can’t get many other places, such as full service 
and air for their tires.

While there are many specialty shops in the area, 
Howard is one of the only dealers that still offers repair 
service. In addition, his bays are open when people really 
need them to be— he has 
technicians working from 
7 a.m. until 9 p.m. “I try to 
offer my customers a place 
to go where the techni­
cians are trustworthy, the 
prices are competitive and 
the work is warranted,” 
said Howard.

A Flint area native,
Howard first got into the 
service station business in 
1987. He had previously 
been working as an auto 
parts salesman and had 
decided he wanted to be 
his own boss, so he leased 
his current station from a 
Shell jobber.

In 1990, the jobber 's 
parent company sold 
Howard’s station to 
Sunoco. He was at first 
against the change in

brands, but now he says he has grown to like flying the 
Sunoco flag and that his customers have accepted it as 
well.

Like everyone else in the industry, Howard said it is 
always a challenge to find quality employees. “You get 
good ones and bad ones,” he said. “I train them and pay 
them fairly to try to keep the good ones.”

“I try to offer my customers a place 
to go where the technicians are trust­
worthy, the prices are competitive and 
the work is warranted.”

However, he does have some help that he knows he 
can always depend on. His wife Dorothy is his full time 
partner and helps manage the every day details. Their two 
daughters, Stacie and Stephanie, have also helped with the 
family business, doing marketing surveys and research.

Howard Whitlock, owner of May fair Sunoco in Flint, has been a dealer for over 10 years. His station offers 
service, towing, full-serve and a small c-store.
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THANKS
FOR

SHOPPING 
WITH US

UNLESS AUTHORIZED BY HOWARD 
HAVE A GOOD DAY

Above: Howard's small c-store offers a variety o f snacks. Below, right: The Mayfair 
Sunoco has three service bays which are often kept busy.

Another source of support for Howard is the Service 
Station Dealers Association. He said he enjoys the infor­
mation he receives from Service Monthly and Service 
Quarterly and the Association's staff. “1 like having the 
availability of someone to call if I have any questions 
about what is going on in the industry,” said Howard. 
“I’ve found my SSDA membership to be very valuable in 
running my business.”

SSDA values our members like Howard who work 
hard every day to meet their customers' needs by offering 
quality services and products at affordable prices.

F orm alities

• Howard and his wife, Dorothy, own 
the Mayfair Sunoco, located on the 
corner o f Clio and Pierson Roads in 
Flint.

• The Mayfair Sunoco has three service 
bays and a small c-store.

• Howard and Dorothy have two 
college-aged daughters, Stacie and 
Stephanie.

• Howard got into the service station 
business in 1987 after deciding he 
wanted to be his own boss.

Tracer Tight® No Down Time 
Tank and Pipeline Leak Tests

Two tests for one price
Information about site contamination is important. It may be required 

for your insurance coverage. The Tracer method gives you a 
quantitative sample of TVHC at each test location.

• No interuption of service.
• No overfill; no topping off tanks.
• Tests any tank size and pipeline length.
• Michigan State Police Fire Marshal approved.
• Reliable for any type of fuel, 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 of accepted 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
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Don’t wait ‘til ‘98: a preview of the companies 
who can help you meet the new standards

In only 18 months, the 
1998 dead line  w ill be in 
place. Federal numbers show 
that less than 50 percent of 
retailers have upgraded their 
tanks to 1998 standards. The 
num ber o f locations to be 
updated by that deadline will 
create chaos in the tank in­
sta lla tio n  and equ ipm ent 
business.

Currently, it takes 90-120 
days to receive tanks and 
equipment in order to be in­
stalled. Even more lead time 
is needed to have the tanks 
removed and the work per­
formed.

If you have not upgraded 
and have intentions of up­
grading, now is the time to 
begin planning. In order for 
you to meet the 1998 dead­

line, you must start the pro­
cess as soon as possible due 
to the fact o f limited suppli­
ers, equipm ent, labor and 
mobility concerns. We have 
talked with four such com ­
panies and interviewed them 
regarding new tank installa­
tions and timing. These four 
companies represent a very 
large portion of the new tank 
installation and rebuilds that 
happen in the state of Michi­
gan. As you read these inter­
views, you will notice there 
is a common agreement that 
if you are planning to up­
grade your tanks, you must 
begin to act now.

If you develop questions 
or have concerns as you re­
view these interviews, please 
contact one of the mentioned

companies or the SSDA of­
fice at 517-484-4096. If you 
have questions on how you 
can possible meet the 1998 
requirements other than re­
placing your tanks, also call 
SSDA.

There are ways to meet

the requirements without re­
placing your tanks. These 
decisions should be made 
based on the individual’s cir­
cumstances at each location.

Let’s not delay another 
day and begin to make plans 
to be here in 1999.

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

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

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

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

1-800-825-3760 
Ext. 2990

underwritten by
Casualty Reciprocal Exchange
member

DODSON GROUP 
9201 State Line Rd. 
Kansas C ity, MO 64114

H a w k i n s  E q u i p m e n t  Co.
747 Orchard Lake Ave. 

Pontiac, MI 48341 
810-547-4477

Company Overview: Hawkins Equipment sells, installs and 
maintains a wide variety of service station equipment. They 
have been in business for over 55 years and have been do­
ing internal tank lining work for the past 30 years. Hawkins 
is based in Pontiac and does business statewide.

Company representative SQ spoke with: Clarke Beebe

Custom er service: “Over the years, we have sought to 
maintain long-term relationships with customers and to not 
only meet their needs today but also tomorrow, next year 
and beyond.”

Reflections on the 1998 standards: “Because there are so 
many people who have not upgraded and there is not a 
sufficient number of quality contractors to get the work done, 
people need to get started now."

Recommendations fo r  those who have not upgraded: “The 
first thing dealers need to do is assess their needs. It is 
important to determine what growth is anticipated and 
whether the existing tanks are adequate for the amount of 
business being done or if they will need to be bigger. We 
also like dealers to have a copy of their tank registration in 
hand when we come out to speak with them so we have a 
good idea of what the facility already has. Then we can make 
a recommendation based on all of the facts.”

Construction crews are being kept busy with upgraded and new sites
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O scar W. L arson Co.
10100 Dixie Hwy. 

Clarkston, MI 48348 
810-620-0070

Company Overview: The Oscar W. Larson Company is a 
full service contractor who does business statewide. They 
are based out of Clarkston and have regional offices located 
around Michigan. They have been in business for over 50 
years.

Company representative SQ spoke with: Bruce Larson

Customer service: “We have the experience, the size and 
the w illingness to make things right. If a custom er is 
somehow not satisfied with the work, we also have the 
willingness to come back and fix it until it is right for them.”

Reflections on the 1998 standards: “The schedule is getting 
extremely tight, not only for the contractors but also for the 
suppliers of the materials needed. It’s just going to get worse 
from this point on. The state has said it is not going to turn 
its back on the December 22 deadline, so people who have 
not upgraded should know that this problem is not going to 
go away.”

Recommendations fo r  those who have not upgraded: “Get 
a hold of a contractor and develop a scope of work. Then 
get bids for that scope of work.”

Y oung ’ s F u el  E q uipm ent
G-5339 N. Dort Highway 

Flint, MI 48505 
810-785-5509

Company Overview: Young's Fuel Equipment Services, Inc. 
was formed as a result of a buy out in 1993 of Walter Bran 
and Sons (a petroleum equipment company in business since 
the 1930’s). Young’s is based in Flint with regional offices 
in Grand Rapids and Toledo.

Company representative SQ spoke with: Frank Soda

Customer service: “We like to provide our customers with 
all of the options, so they can make an educated decision on 
what is the best upgrade procedure for them to follow among 
the many options available.”

Reflections on the 1998 standards: “If someone calls this 
week, we have got two weeks before we can get a salesperson 
out to talk to them and then after that we have got another 
two weeks to get a proposal together. This means people 
who are talking about doing anything this summer do not 
realize it but it is already getting tight, time wise. Even if 
everything goes like clockwork and we do get the job. then 
you have to order supplies which can have up to a six to 
eight week lead time.”

Recommendations fo r  those who have not upgraded: “You 
can go from a Cheverolet to a Cadillac as far as tanks go, 
but you will not know what you need until you have a site 
assessment performed by a contractor.”

M e l l e m a ’ s
11644 S. Greenville Rd. 

Belding, MI 48809 
616-794-2606

Company Overview: Mellema’s Service Station Maintenance 
is based out of Belding, about 25 miles northeast of Grand 
Rapids. They perform tank sales, service and installation ser­
vices statewide and have been in business for 24 years.

Company representative SQ spoke with: Charlie Berthume

Customer service: “We have not tried to respond to the 
demands by just slapping our work together and doing all 
the work we can. We have turned work down in order to 
keep the quality that we like to achieve. We try to do a good 
job and if we tell someone a time we will be there, that is 
when we will be there. Our customers are satisfied and you 
can tell that by the fact that in 24 years we have never spent 
a day in court for anything.”

Reflections on the 1998 standards: “Everybody I know is 
getting booked up and it is just going to get tougher. Many 
people will not have someone available to get the work done 
unless they book a spot soon.”

Recommendations fo r  those who have not upgraded: “If
dealers want to get the work done by a year from December, 
they better be lining up their ducks now. ”

2.00% Rate 
No transaction fee

SSDA

SSDA and Comerica Bank are 
proud to offer an improved 

merchant Visa & Mastercard 
program for SSDA members.

• 2.00 percent processing rate, 
regardless of ticket size.

• No transaction fee.

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

S er vic e  Q u arterly  J u n e , 1 9 9 7 1 7



Q . What can the SSDA do for me? SSDA
Service Station Dealers Association

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

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

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

• Save you  up to 50 percent w ith  a V isa/M asterCard program; w ith  no transaction fees and a fixed  
rate o f 2.0 percent.

•  Earn you  an annual d iv id en d  w ith  D o d so n  w orkers' com pensation; th is year's is  16 percent!

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

•  H ost an annual convention  each year f illed  w ith  b u sin ess  advantages and entertainm ent.

•  Protect your in terests by having  an SSD A  representative on the M USTFA Policy Board.

•  M ake sure your vo ice is heard in Lansing w ith  an active leg isla tive  support netw ork and PAC.

• Put a staff at your fingertips to fin d  the leg isla tive  and regulatory answ ers you  need.

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

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

Please send the application below to SSDA, 200N. 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 ip

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

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

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

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

SOLE PROPRIETORSHIP PARTNERSHIP

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  M C  O R  V IS A  (PLEASE CIRCLE ONE) CARD # A N D  EXP. DATE

P l e a s e  B il l  M e

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

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

$480 annual payment $250 annual payment

Add $120 per station after four stations.

Signature Date June 1997 SQ
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Your Money
Courtesy of the Michigan Association of Certified Public Accountants

Mid-year tax strategies can save you money
C h an ces are the a p ­

proaching lazy days of sum­
mer don’t exactly bring taxes 
to mind, but the M ichigan 
Association of Certified Pub­
lic Accountants (MACPA) 
says summer is a perfect time 
to review your tax situation 
and make plans for the rest 
of the year. There are a num­
ber of smart moves you can 
make now that will pay off 
next April. To get started, the 
MACPA offers answers to 
the following financial and 
tax questions.

C an you in crease  
401(K) Contributions? In­
creasing your 401 (K) contri­
butions is one of the easiest 
ways to keep more of what 
you earn. T h a t’s because 
your 401(K) contribution— 
and any amount matched by 
your employer— grows tax- 
deferred until withdrawal at 
retirement. If you’re not al­
ready contributing the maxi­
mum, check your cash flow 
to determ ine whether you 
can step up your contribu­
tions.

Are you a o n e -p a y ­
check family? Is so, you’ll 
want to be aware of a new 
law governing spousal IRAs. 
Under prior rules, if your 
spouse had no compensation, 
you could contribute up to 
$2,250 to an IRA for you and 
your spouse. Starting this 
year, each spouse can gener­

ally deposit $2,000 to an IRA 
(a total of $4,000) as long as 
their com bined com pensa­
tion is at least $4,000. It's a 
good idea to contribute to 
your spousal IRA early in the 
year. The sooner you make 
your contribution, the sooner 
it begins to earn tax-deferred 
interest.

Do you really want to 
loan  m oney ta x -free  to  
Uncle Sam? Getting a tax 
refund is nice. But it makes 
much better financial sense 
to get that money through­
out the year in the form of 
b ig g e r  p a y c h e c k s . Take 
time now to estim ate your 
1997 incom e and d educ­
tio n s , and co m p are  that 
am ount with w hat you re 
paying in w ithholding and 
estim ated tax payments. If 
it looks like you re over­
paying the IRS, decrease 
your withholding by filing 
a new Form W -4 with your 
employer. Invest the extra 
money you get in each pay­
check so you, and not Uncle 
Sam, earn in terest on the 
money.

Should you take ad ­
vantage of the tem porary  
break on large retirement 
plan distributions? Gener- 
ally, the IRS assess a 15 
percent excise tax on w ith­
d raw als in excess o f  the 
annual limit, but a p rovi­
sion in the 1996 tax law

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

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

Test it right- 
Test it tight- 

with TELL-A-LEAK

TELL-A-LEAK
U N D ERG RO U N D  STORAGE TANK 

LEAK DETECTION SPECIALISTS 
30198 Dequindre 
Warren, Ml 48092 
(810) 751-2248

tem porarily repeals the ex ­
cise tax for 1997, 1998 and
1999. If you have a large 
pension plan, and your re­
quired withdrawal is likely 
to exceed the annual lim it, 
you may want to take out 
sufficient am ounts during 
this three-year m oratorium  
to avoid or minimize pen­
alties for excess d is trib u ­
tions in future years. Keep 
in mind that the law repeals 
only the 15 percent excise 
ta x ; a ll n o rm al in co m e  
taxes still apply.

S h o u ld  you  sp en d  
m ore to save m ore? D e­
d u c tio n s  fo r c e r ta in  e x ­
p e n se s  a re  lim ite d . F o r 
exam ple, medical expenses 
are deductible as an item ­
ized deduction only to the 
extent that they exceed 7.5 
percen t o f  your ad justed

gross incom e (AGI), while 
m iscellaneous item ized de­
ductions are allow able only 
above two percent o f your 
AGI. If it looks like you 
may get close to those lim ­
its by the end of 1997, take 
s te p s  now  to a c c e le ra te  
sim ilar expenses into 1998. 
Doing so will enable you to 
maxim ize your deductions.

Can you give aw ay a 
tax bill? Your generosity  
can  save  o v e ra ll fam ily  
taxes when you make gifts 
to fam ily members. If you 
have stocks you plan to sell, 
perhaps to pay tuition bills, 
rather than selling the stock 
yourself, consider “gifting” 
it to your child age 14 or 
over for him or her to sell. 
The gain will then be taxed

see Money Pg. 22 22

MAXIMIZE YOUR PROTECTION
MINIMIZE YOUR PREMIUM

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

Property

G eneral L iability  

B u sin ess  Incom e 

B u sin ess  A utos 

G a rag e /G a rag ek eep e rs  
L iability

U m b re lla  L iability

D ata  P ro ce ss in g  E q u ip m en t 

C rim e  C o v erag e

G aso lin e  C o n ta m in a tio n  C o v erag e  

Fuel A c cess  C ard  C o v erag e  

U n d e rg ro u n d  S to rage  

T a n k  L iab ility

INSURANCE SERVICES, INC.

6810 S. Cedar, Suite 15 
Lansing, MI 48911 
(517) 694-8100 
(800) 678-8327-Watts 
(517) 694-8196• Fax

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

Ask for Scott Voss.
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Law Talk
Mark Cousens, SSDA-ML Legal Coun se l

Fill the vacancies!
(with reasonable people)

In the nearly  tw en ty  
years since it became law, the 
Petroleum Marketing Prac­
tices Act has been, at once, a 
mammoth success and a gi­
gantic failure. At the same 
time it has saved innumer­
able dealers from arbitrary 
and discriminatory termina­
tion and non-renewal of their 
franchises, it has not pro­
tected  o ther d ealers who 
should not have lost fran­
chises. The act is what law­
yers call remedial legislation. 
As such, it is supposed to be 
given a very broad interpre­
tation. Instead, most federal 
judges have viewed the law 
as somehow an invasion of 
the in h e ren t r ig h ts  o f 
franchisers. They have lim­
ited the scope of the statute

and have construed it in a re­
strictive m anner— exactly 
the opposite of what should 
occur. How did this happen, 
and what does it mean?

The PMPA was signed 
by President Carter in 1978. 
At the time, the federal judi­
ciary was staffed by hold­
over judges from the Johnson 
administration and those ap­
pointed by President Nixon. 
President Carter ultimately 
appointed a large number of 
federal judges, but his single 
term limited his ability to 
shape the judiciary. Instead, 
in the twelve years in which 
Presidents Reagan and Bush 
occupied the White House, a 
plethora of highly conserva­
tive lawyers became judges.

The attitude of many of 
the Reagan/Bush judges was 
that PMPA was somehow an 
invasion  in the p roperty  
rights of the oil companies; 
tha t C ongress had taken 
away something that was in­
herently theirs. Indeed, this 
view was articulated in sev­
eral decisions of the federal 
courts. Consider this state­
m ent by a U nited S tates 
Court of Appeals judge: “We 
indicated in (a recent deci­
sion) that as remedial legis­
lation, the PMPA must be 
given “a liberal construction 
consistent with its overriding 
purpose to protect franchi­
sees...”

Yet o ther courts have 
cautioned that because the 
PMPA also serves to dimin­
ish the property rights of 
franchisers, it “should not be 
interpreted to reach beyond 
its original language and pur­
pose...” That sensible admo­
nition also has its roots in the 
A c t’s leg is la tiv e  h isto ry  
which suggests that Con­
gress was seeking to preserve 
for franchisers “adequate 
flexibility...” In that sense, 
then , PMPA is properly  
viewed as a “product of com­
promise...”

This construction of the 
Act is, simply, wrong. Con­
gress was, essentially, un­
concerned about franchisers 
in creating the Act. It was fo­
cused upon a litany of unfair­
ness; on numerous stories of 
dealers being summarily re­
moved from businesses they 
had bu ilt so that a favored 
person could take advantage 
of the dealer’s work. PMPA 
was a com prom ise in the 
sense that all legislation was 
a compromise. But it was in­
tended to provide very broad 
protection against the inju­
ries that dealers related to 
congress while not injuring 
the value of a franchisers’s 
brand.
see law pg. 22

HARCO T e c h n o l o g ie s  

C o r p o r a t io n

A CORRPRO C o m p a n y

Would you like to meet the 
upgrade requirements for 
your tanks at 15% of the 
cost of replacing them?

Call now to find out how

U.S. TANK SERVICES

UST
AFFILIATE

P.O. Box 180718 • Utica, Ml 48318 
PH 810.726.9021 • Fax 810.726.8936

"The attitude o f 
many of the 
Reagan/Bush 
judges was that 
PMPA was 
somehow an 
invasion in the 
property rights 
of the oil 
companies."

"It is in the 
collective interest 
o f SSDA members 
to hope that 
judicial vacancies 
will be filled with 
judges who w ill 
adopt a reasonable 
view o f PMPA."
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“Our Hanna Petro-Bay 
Wash helped greatly im­
prove our bottom line. A 
top quality wash in a lim­
ited space. ”

-Tim Mariner 
SSDA member 
Wyoming dealer

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

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

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

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

For Profit, Reliability, Service and Installation call 
MECHANICAL WASH SYSTEMS., 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 1-800-722-WASH 
to learn more about how a Hanna-Sherman 

car wash can benefit your business.



CSS Midwest

2270 Elizabeth Lake Rd. 
Waterford, Ml 48328 

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

SOFTWARE DESIGNED 
FOR THE RETAIL 

GASOLINE INDUSTRY 
OFFERING

Cash Register/Pump Interfacing 
C-Store Inventory 

Payroll 
Accounts Receivable 

Accounts Payable 
Daily Over/Short 

EPA Gasoline Reconciliation 
Repair Order Generation 

Parts Inventory
General Ledger 
On-Site Training 
System Upgrades 

Professional Support 
Trained experts in hardware and 

software set-ups 
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

Law
The result of the restric­

tive view of PMPA can be 
found in a virtual eviscera­
tion of some parts of the law. 
Consider, first, the injunc­
tion. The Act contains an 
unusual procedure for grant­
ing injunctions to keep deal­
ers in the ir stations. But, 
from  the first, the courts 
have, essentially, refused to 
honor that standard. They 
have been very stingy in 
g ran tin g  in ju n c tio n s  a l­
though the Act was designed 
to make it simple.

Consider next, the notice 
of non-renewal. The Act re­
quires a notice of non-re­
newal to be provided within 
a specified period before ex­
piration of a franchise. The 
law was written to create a 
“w indow ” within which a 
d e a le r  could  be n on -re- 
newed. For example, assume 
that a franchise expired on 
March 31. The notice would 
be due D ecem ber 31. In 
theory, if no notice of non­
renewal arrived in the speci­
fied period, the dealer’s fran­
chise was renewed. But the 
courts created an exception 
to this rule. The exception is 
not found in the law and is 
strictly from the imagination 
of some judge. The courts 
permit a franchise to be ex­
tended for the purpose of is­
suing a notice o f non-re­
newal. Thus a franchiser that 
failed to provide notice on 
time could extend the fran­
chise to, say, June 1 and give

from  pg. 20
the no tice  on M arch 31. 
PMPA did not intend this re­
sult.

These are but two of sev­
eral examples of situations in 
which PMPA has been given 
a reduced, rather than an ex­
panded, interpretation. The 
origin of these various con­
structions of the law is clear: 
restric tive  opinions come 
from conservative judges.

Presently, there are over 
200 vacancies in the federal 
judiciary. The President has 
appointed many persons to 
fill these vacancies but the 
appointments are being held 
up by Congress (the Repub­
lican controlled Congress is 
holding the appointm ents 
hostage by refusing to con­
duct confirmation hearings). 
This cannot continue. Deal­
ers should encourage Sena­
tor Abraham to ask his Re­
publican colleagues to break 
the log-jam over judicial ap­
pointments.

It is in the collective in­
terest of SSDA members to 
hope that judicial vacancies 
will be filled with judges who 
will adopt a reasonable view 
of PMPA; who will see its pur­
pose as protection of deal­
ers— a purpose to be re­
spected—as opposed to a law 
that invades the province of 
franchisers—a purpose to be 
minimized.

To achieve that result, 
dealers should encourage their 
Senator to let the confirmation 
process go forward.

Money from pg. 19

at the child’s rate, which may 
be lower than yours. If you’re 
considering giving a gift, you 
should contact a CPA to de­
termine the gift-tax ramifica­
tions.

Want to clean out your 
closets and get a tidy de­
duction? Summer is a great 
time to gather old clothes, fur­
niture and household appli­
ances you don’t need and 
donate them to charity. You 
can generally claim a deduc­

tion for their fair market 
value. However, make sure to 
get a receipt from the organi­
zation showing the date and 
a description of the property.

Do you have a tax plan? 
If you haven’t already done 
so, stop now and take a few 
days to map out a tax strat­
egy. The MACPA reminds 
you that a well-thought-out 
strategy is vital to your abil­
ity to minimize your tax bill 
and maximize your income!

2 2
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News Briefs
Tobacco laws put 
to the test

The most recent score in 
the w ar against underage 
smoking is Ingham County 
businesses, 25: minors a t­
tempting to buy tobacco, 0.

The results come from a 
two-month period (April and 
M ay) o f random  tobacco 
sales age-compliance checks 
made by the Ingham County 
Sheriff’s Departm ent with 
the help of some recruited 
minors.

N one o f the 25 b u s i­
nesses “checked” allowed 
any o f the m inors to buy 
cigarettes or alcohol.

The goal of the operation 
was to measure the effective­
ness of the new tobacco laws 
and to also make sure clerks 
are obeying liquor laws.

Charges filed in 
smuggling case

Charges have been filed 
against 23 individuals and 
one company in Southeast 
M ichigan for illegally dis­
tributing millions of dollars 
worth of cigarettes smuggled 
into Michigan.

C o m p la in ts  f iled  by 
Michigan Attorney General 
Frank J. Kelly allege that a 
m ajor smuggling ring was 
established to avoid paying 
M ichigan’s $7.50 per carton 
tax on cigarettes.

“These smuggling rings 
are no different than illegal 
drug conspiracies,” Kelly 
said. They obtain their prod­
uct from outside the state, 
transport it to Michigan and 
then distribute it to dealers 
who sell to the public.”

Be wary of bogus 
travellers’ cheques

With the summer travel­
ing season finally here, busi­
ness ow ners and  th e ir  
employees are warned to be 
wary o f counterfeit cheques 
and  C anad ian  tra v e lle rs ' 
cheques that may not have 
the appropriate value.

To deter counterfeiting, 
V isa has re d e s ig n e d  its 
cheques. Marks on the new 
redesigned Visa cheques in­
clude the Visa dove on the 
right hand side of the check, 
the denomination amount in 
upper right-hand corner is 
slightly raised, holographic 
bands by the center with the 
word “Secure” on the band, 
and the Visa dove should be 
visible on the left side if the 
cheque is held up to the light.

RVP tests to be 
performed

The Department of 
Agriculture will be testing 
gasoline in Southeast 
M ichigan during the next 
few months to ensure 
compliance with low reid 
vapor pressure require­
ments.

The department began 
testing retail pumps for the 
7.8 psi RVP requirement or 
use of reformulated gasoline 
on June 1. Retail locations 
in Livingston, Macomb, 
Monroe, Oakland, St. Clair, 
Washtenaw and Wayne 
counties will be tested.

If you have any ques­
tions about these require­
ments, please call the SSDA 
office at 517-484-4096.

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

health plan, get the most 
accepted, unquestioned 

coverage there is.

Blue Cross 
Blue Shield
of M ich igan

Blue Care Network
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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
2 0 0  N. Capitol • Suite 4 2 0  
Lansing. Michigan 4 8 9 3 3
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