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‘We Card’ program helps to
snuff out underage smoking

Under 18? No tobacco, because "We Card.” That is a
common statement heard today at retail locations through-
out the state. It is against the law to sell tobacco products
to anyone under the age of 18. But for some cashiers,
owners or managers, this line of questioning is much more
difficult than it may seem.

In order to help those on the front lines, “We Card"
training programs were held throughout the state in the
month of February. These training programs had two
goals—to supply information to cashiers, managers and
owners on the proper ways to enforce the laws and to
bring awareness of the “We Card" program to communi-

"We Card" officials detail the program at a press conference held
before the Lansing training seminar

ties across the state.

It is very important

that community

members understand

why retailers must

use the "We Card”

program. When a

customer is in line and

there seems to be a

delay because we have

asked someone for

identification, they need to

know that we are doing

our part to stop underage

smoking. This questioning puts the cashier in a difficult

spot because customers do not like delays while waiting in

line and the person being carded many times does not care

for that either. The "We Card" program gives helpful hints

on handling these situations and making sure the product is

delivered to only those over 18 in an orderly fashion.
Under FDA rules that went into effect on Feb. 28th, not

only must 18 year olds and younger be carded, but also any-

one who appears to be under the age of 27 must show proper

identification. In order to meet this requirement, the "We

Card” program recommends that anyone appearing under

see "We Card” ng, 23

Lookfor the cherries tofind SSDA
Annual Convention information

Wherever you see the
cherry logo, you can be
sure to find information on
the 1997 SSDA Annual
Convention at the Park

on August 3-6.

Traverse City area’s cherry
growing industry while

Place Hotel in Traverse City serving as a colorful guide-
post in Convention mailings
and publications. See page
10for more Annual Con-

vention information.

The logo reflects the



Michigan Petroleum Association

Oscar W. Larson Co.

Celebrating
50+ Years of Excellence

in

MEMBER

PEI

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

CONSTRUCTION
ASSOCIATION OF
MICHIGAN

Wayne

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 Wiring

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

Air Compressors

Service Contracts

distributor

DON'T WAIT UNTIL 1998, CALL NOW FOR A FREE EPA/DEQ COMPLIANCE REVIEW

10100 Dixie Hwy.

Clarkston, M| 48348

Phone: (810) 620-0070

Fax: (810) 620-0071 or 72
Phone: (313) 549-3610 Detroit

Phone: (517) 732-4190 Gaylord
Fax: (517) 732-3377

6568 Clay Ave., S.W.
Grand Rapids, M| 49548
Phone: (616) 698-0001
Fax: (616) 698-2265

Phone: (906) 632-0491 SS Marie
Fax: (906) 632-2284

Phone: (419) 697-0851 Ohio
Fax: (419) 697-1181
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Young's Offers

* Tank & Piping Installation

* UST Removals & Replacements

 System Upgrades

At the Pump Card Readers

» Aboveground Tanks

» Automotive Hoists

* Lubrication Equipment

« Electronic Monitor Systems

» Cash/Controller Consoles

e Canopy Installation

« Canopy Lighting and Upgrades

* Air Compressor Sales and Service

» Commercial Card Readers for
Unattended Fueling

* Remediation Services

 Oil Water Separators

* Transport Drop Hoses

« Airless Paint Sprayers

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

Full Service Electrical Department 24 Hour Emergency Service

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

Phone (810) 785-5509 or (810) 789-0160
Fax (810) 785-4733 « Toll Free (800) 547-1126 bﬁ

Grand Rapids Area Office Toledo Ohio Area Office
4990 West River Dr., NE 369 W. Dussel Dr., Unit #10 E UMEQUPVENT INS
Comstock Park, Ml 49321 Maumee, OH 43537
(616)785-3374 (419) 867-3212

Providing the Highest Quality Service to the

Service Station D ealers Association.

Innovation in Fuel Distribution, D esign and Installation.

Supported by a Commitment to Service.



President’'s Corner

Dennis Sidorski, SSDA-MI President

Opportunity is
knocking

Our business has a lot of
ups and downs. Many times
it feels like there are more
downs than anything. We
need to make sure we take
advantage of every opportu-
nity we have in order to sur-
vive and maybe even prosper.

One such opportunity
that we can take advantage
of isour SSDA membership.
Many members participate in
all the activities and benefits
that the Association offers.
Many others only use one or
two of the Association’s pro-
grams. While we are happy
to serve our members in vari-
ous capacities, we would like
to encourage more participa-
tion in Association programs
and events that will make
things a bit easier for you.

The SSDA Convention is

one of the best ways to get
more involved in the Associa-
tion. The big value of being
an Association member is the
chance to collaborate with
fellow members and the Con-
vention is the main source of
this collaboration among
SSDA members. Many ideas,
improvements and member
benefit programs have come
about as a direct result of dis-
cussions at the Convention.
Forexample, some members
expressed their concerns
about hiring quality employ-
ees at last year s Convention.
The SSDA Board of Direc-
tors and staff then researched
the problem and developed
SSDA's new relationship
with CRIS Information Ser-
vices. an employee screening
service (see the information
on page 8).

In addition, many useful
ideas pass between members
at the formal discussions and
the more informal social

events. A big problem in our
business is it is easy to feel as
if you are on your own when
a problem arises. By attend-
ing the SSDA Convention,
you will get to speak with
many other members from
around the state who face the
same problems you do each
day. A dealer from Troy can
talk to a dealer from Grand
Rapids and not feel like he is
giving away any secrets. Why
should we struggle with so-
lutions to the same problems
on our own when we can gel
quicker and even better re-
sults by working together?

I would like to personally
invite you to this year's an-
nual convention. If you have
never attended a Convention
in the past, this year is the
time to start. This year's con-
vention at the Park Place
Hotel in Traverse City on
August 3-6, promises to be
another informative and fun-
filled event. See the informa-
tion on page 10 for more
details and call the SSDA of-
fice at 517-484-4096 to reg-
ister today. Also, watch your
mail for more information on
this event.

Let s come together at
this year's Convention to
learn from each other so we
have more ups than downs in
the coming year.
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Member Briefs

Swartz Creek member celebrates 50

years of service

Congratulations to Don
Spillane of Swartz Creek
who marked 50 years as a
service station owner in De-
cember.

Don, a long-time SSDA
member, owned the Apple
Creek Amoco Food Shop on
Morrish Road next to 1-69
from December 15, 1946 un-
til his retirement at the end
of last December.

The business has been
around since 1911 when
Don’s grandfather, Frank
Kennedy, opened it as a tire
shop. In 1915, Standard gas
pumps were installed and in
1929 the station was re-
built—complete with two in-
side car bays and a lifting
hoist. Don’s father, Ben

SALES -

SERVICE = PARTS

Spillane, took over the busi-
ness in 1938 when Kennedy
died.

Don became a business
partner with Ben in 1946, and
Don’s brother, Jack, joined
them in 1950. Don became
the sole owner after the
deaths of his father and
brother.

Over the years, Don
moved the station to its
present location and con-
verted the two-bay garage into
a food mart. He just recently
sold the station to retire.

SSDA is proud to serve
dealers like Don and hisfam -
ily who have been successful
by evolving with the times.
We wish him luck in the fu-
ture and a happy retirement.

INSTALLATION

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

616-794-2330 FAX

michigan
petroleum
association

616-794-2606

MEMBER

Total Containment/Enviroflex

Bennett
O/C - ZORN

EBW Hoists

Gasboy

Red Jacket

Clawson Tanks

Emco Wheaton

Certified Tank & Line Testing

Battle Creek member named Man of
the Year by regional publication

Because of his hard work
and dedication to community
work, SSDA member Jim
Hazel has been named Man
of the Year by the Battle
Creek publication Scene
Magazine.

Jim, who owns Union 76
Service on the Beadle Lake
Road exit of 1-94 east of
Battle Creek, does an unbe-
lievable amount of volunteer
work in his community. He
contributes his time to many
youth development projects
and community building pro-
grams. A few organizations
he works with include the
YMCA Camping and Retreat
Services, the Boy Scouts, the
Battle Creek Community
Foundation and the W.K.

S ervic e

Kellogg Foundation. He
teaches second graders at his
area's Junior Achievement
program and is on the Rotary
Club board of directors. He
is also an active supporter of
his area high school, Harper
Creek, where he has started
an alumni association.

We are proud to have Jim
as an SSDA member. His
community involvement
shows customers the value
ofindependent dealers to the
industry and their home
town. We appreciate all Jim
does for the people of
Calhoun County and the ser-
vice station industry and we
believe the award is very
well-deserved.
Congratulations Jim!

S tations

THROUGHOUT MICHIGAN

C-Stores & Auto Repair Facilities

—We Have Buyers—
—We Need Listings—

Ask us about our variable commission rate

Jim Ferris

Stephen J oseph

Call 517-

323-3200

(Fax 517-323-9899)

“Were Making it Happen”

ERICA

BROKERS

2801 N. Grand River Ave. «

L td.

il

Lansing, Michigan 48906
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In memory...

Our condolences go out
to the family of long-time
SSDA member and Shell
dealer Robert J. Adams, who
passed away in January.

Mr. Adams owned Bob
Adams Shell Service in Bir-
mingham from 1951 until
December 1993 when he sold
the station. His son. Bob, had
been a partner in the business
with him. Mr. Adams also
owned Bob Adams towing
with his son, Terry, who still
operates that business.

We are grateful to Mr.
Adams for his contributions
to the service station indus-
try over the past 40 years and
we extend our warmest re-
gards to his wife, JoAnn, and
his entire family.

For Sale

New Blue Cross mail order prescription benefit helps
cut rising health care costs

Lawmakers were told re-
cently by business and labor
officials that after several
years of overall moderate in-
creases in health care costs,
the rate of cost hikes is ex-
pected to begin to rise to
more than twice the rate of
consumer inflation.

Those expected increases
mean that ways of holding the
line on cost increases will
continue to be a key issue in
the upcoming years. Finding
ways to keep costs under
control will prove increas-
ingly difficult.

In February, Blue Cross
Blue Shield announced an-
other enhancement to their
benefits to help reduce health
care costs. Blue Cross an-

nounced the addition of mail
order service for prescription
drug benefits. Eligible mem-
bers may want to use the mail
order program for prescrip-
tion medicine they take on an
ongoing basis. Not only will
the program save members
money, it offers the conve-
nience of having medicine
shipped directly to their
homes. Members can receive
up to a 90 day supply of
medication for a single co-
payment if applicable. Noti-
fication to eligible members
will be sent by mail later this
month.

While many members
may find the mail order ser-
vice attractive, those who
prefer more personalized ser-

SSDA Classifieds

vice can continue to have
their prescriptions filled lo-
cally at one of their partici-
pating pharmacists. The
pharmacy network remains
the same.

The SSDA, along with
Blue Cross Blue Shield, is
always reviewing the benefits
offered by the Association in
order to keep costs as low as
possible and we are pleased
with the announcement of the
Blue Cross mail order ser-
vices.

If you have any questions
about Blue Cross Blue Shield
coverage or would like to
know more about this June’s
open enrollment period, con-
tact your agent or the SSDA
office at 517-484-4096.

Algonac station— 120' x 120' frontage on M29 in Algonac. Two bays, c-store, full service and self-service. Gaso-
line, 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.

Equipment—Wayne Decade cash register, and a True 1door cooler. Call Dick or Mark at Campus Mobil (517)

332-2797.

Repair shop—with auto sales. Four bays and two hoists with large office. Located on corner 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

MI. Call (517) 428-4441.

3 bay car wash and convenience store with gas, diesel, K-1, beer and wine. Lotto and more Port Hope

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.

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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New Benefit

New employee screening program receives
favorable reviews from dealers

Preventing future em-
ployment related headaches is
one reason two SSDA mem-
bers cited as to why they used
the CRIS Information Ser-
vices, Inc. Employment
Screening program.

The new program, an-
nounced in the January edi-
tion of the Service Monthly
newsletter, offers participat-
ing SSDA members a dis-
counted rate on a variety of
investigative options to verify
job applicant’s qualifications
and backgrounds. Some of
the reports that can be ob-
tained include a locator
search to verify previous ad-
dresses, an employment his-
tory, criminal records, driving
records, credit histories and
drug screening. CRIS pro-
vides the necessary authori-

zation and release forms for
these checks.

Since its announcement,
the program has received fa-
vorable reviews from dealers
who have used it.

SSDA member Ed
Weglarz, owner of Hunter
and Oak Amoco in Birming-
ham, recently used the ser-
vice to check the background
of an applicant being consid-
ered for a mechanic’s helper
position. "The service was
quick and the report CRIS
gave me was comprehen-
sive,” said Weglarz. Though
the report did not show any
negative implications about
the applicant, Weglarz said he
felt more secure about hiring
him after finding out more
about him.

Knowing about any over-

AKTisa
full service
environmental
engineering and
remediationfirm
committed to site
closure and
delisting.

Planning is Everything

As UST owners prepare to comply with the 1998 performance

requirements, many will choose to remove and replace their

USTs, discovering subsurface contamination in the process.
AKT specializes in Risk Based Corrective Action (RBCA)
closures for UST sites. Hundreds of contaminated sites across

Michigan have been closed using the RBCA process, resulting

in dramatically lower remediation costs and minimizing station

down time.

Let AKT be part of your Plan

AKT Environmental Consultants, Inc.
24073 Research Dr. » Farmington, Michigan

Phone (810) 615-1333

Fax (810) 615-1334

AKT ispleased to announce that it has recently become an
Associate Member
Service Station Dealers Association

whelming financial obliga-
tions is one of the main rea-
sons Weglarz feels that the
searches are important. “It
gives you a better picture of
the employee if you can know
of any problems up front,”
Weglarz said. “For example,
if an employee needs money
deducted from his or her
check for personal reasons,
you can plan ahead for that.”

Finding out about an
applicant’s driving record is
also important to Weglarz. “I
have one guy with a bad
driving record that | just
don’t let drive cars, not even
in or out of the bays,”
Weglarz said. Because of that,
the insurance company
doesn’t surcharge Weglarz for
the employee. “Using the
CRIS driving record check
enables you to find out this
kind of information so you can
work around problems before
they happen.”

The criminal and civil
record checks are equally
important to Weglarz. “If a
person has arecord of fights,
disorderly conduct or spouse
abuse, Ithink that bears some
concern in aretail business.”

SSDA member Dave
Horton started using the
CRIS service last fall after
hearing an advertisement on
WJR radio in Detroit. Horton
owns the Southeast Sunoco
Sun Mart in Whitmore Lake
and the Southeast Marathon
Gas Mart in Canton Town-
ship.

In the five times Horton
has used the service, three of
the applicants had negative
material in their credit reports
and were subsequently not
hired. “They seemed really
great in the interviews but
who is to say that you're not
going to be part of the solu-
tion to their financial prob-
lems down the line,” said

Horton. “Someone | hired
last summer took me for
$500 before | could get rid
of her.”

Discouraged with tradi-
tional reference checking that
often yielded inaccurate re-
sults, Horton said he felt too
limited in the information that
was available to access. “Em-
ployees aren’t going to put
their enemies down as per-
sonal references and many
times companies won’t give
you more than employment
status verification,” Horton
said. “The CRIS reports help
put more of the odds on my
side.”

The knowledge and secu-
rity the employee screening
program provides are well
worth the money according
to Horton. “Previously, on
my own | could access credit
history information, but it
cost a lot more than CRIS
charges.” Now that SSDA
members get reduced rates
on CRIS services, Horton
said he will be able to save
even more money on the
company’s services.

Horton rated the overall
service CRIS provides as be-
ing fast and thorough. "They
have always been quick to get
the results back to me and |
have never had any difficul-
ties,” Horton said. “I’d
strongly recommend them to
anybody that's hiring posi-
tions where they are exposed
to money...of course, they
are all exposed to money.”

SSDA is proud to offer
this new benefit to SSDA
members. Tobegin using this
service, please call the SSDA
office and we will mail you
an employee screening pack-
age along with applications,
authorizations, releases and
the name of the appropriate
person from CRIS who will
contact you.
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Viewpoint----------m-m-mmmemm-

Terry Burns, executive director SSDA-MI

Welcome to Mayberry

On February 28, 1997,
you became a deputy of the
Food and Drug Administra-
tion. Your task—to make sure
no one under the age of 18
purchases tobacco products.
In order to make sure this is
accomplished, you are re-
quired to obtain identification
from each person that appears
to be under the age of 27.

This deputizing of the
public in order to get the
FDA's mission accomplished
reminds me of deputy Barney
Fife and how he would depu-
tize citizens of Mayberry in
order to take care of one of
his most serious problems. Of
course, this meant Otis,
Goober and Floyd were
promptly deputized. They
were sent out with only a
mission and some instruc-
tions. They were given no
tools, no guns, no bullets and
no penalties—only that they
were now deputies to enforce
the law. These are the same
circumstances that retailers
are now given to enforce the
new ban on selling tobacco
to minors.

There are going to be

“sting” operations from the
FDA and possibly from state
and local agents under the
FDA’s requests. If a retailer
is found to have sold prod-
ucts to someone under the
age of 18, they can be fined
$250. What is the penalty for
the underage person that
bought the tobacco prod-
ucts? It is $0.

If a consumer or an anti-
tobacco vigilante had reason
to think your business is sell-
ing tobacco products to mi-
nors, they can call the FDA
toll-free number and have
someone come out and per-
form a “sting” operation on
your site. The “sting” opera-
tions will consist ofa 15- or
16-year-old and an adult
working together. The youth
will attempt to buy the to-
bacco products with the adult
observing. If the tobacco
product is sold, a fine will be
forthcoming from the FDA.

For the first offense, the
FDA now says awarning let-
ter may be issued, the second
offense is $250— only for the
retailer, not to the person
purchasing the tobacco prod-

ucts. A newly created asso-
ciation, Action on Smoking
and Health (ASH) announced
the formation of a private,
citizen army to enforce FDA
cigarette rules by reporting
retailers who do not require
I.D. Recently, an ASH vol-
unteer was asked if he wit-
nessed a clerk refusing to sell
cigarettes to a minor, would
he report the minor to the
FDA for attempting to buy
the cigarettes? The volunteer
said that he would not.

Once again, we have
been called to arms and given
no tools just like Barney and
his group. We are only to en-
force it upon ourselves and if
we do not, they have a re-
minder for us—a $250 fine.

Let’s make sure our cash-
iers and managers know the
importance of complying
with this law. It is also impor-
tant that our non-tobacco
purchasing customers under-
stand this law and that we are
just doing our part to stop un-
derage smoking.

Whatever happened to
less regulation and a smaller
government?

HAWKINS EQUIPMENT COMPANY

747 Orchard Lake Ave.

Pontiac,

Michigan 48341

OVER 50 YEARS SERVING THE OIL INDUSTRY

e 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
e Distributor - Tokheim, Opw, Red Jacket, Gasboy, Emco

Wheaton, EBW

(810) 335-9285
(810) 547-4477
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1997 SSDA Annual Convention to feature
Informative workshops and family fun

Improving your busi-
ness while enjoying the
beautiful surroundings of
Traverse City will be the
goal of the 1997 SSDA
Annual Convention to be
held August 3-6 at the Park
Place Hotel.

Plans are currently
being made for informative
workshops with knowl-
edgeable speakers on
matters that are vital to the
gasoline retailing and
convenience store indus-
tries. These workshops will
give attendees hands-on
knowledge that they can
apply the day they return to
work after the convention.

There will also be plenty

to do after the meetings.
The beautiful waters of
Grand Traverse Bay are
within walking distance to
the Park Place Hotel. The
Traverse City area is filled
with family activity possi-
bilities including excursions
to the Sleeping Bear Dunes,
vineyard and orchard tours
and shopping at an array of
surrounding malls and
manufacturer’s outlets. Of
course, golfing opportuni-
ties abound.

To enroll in the early
bird registration drawing,
please call the SSDA office
at 517-484-4096. Your

Park Place Hotel has a lot to offer
SSDA Convention attendees

Attendees of the 1997
SSDA Annual Convention
will enjoy turn-of-the
century atmosphere with all
oftoday's amenities when
they check-in at the Park

The Park Place Hotel features
deluxe accommodations in a
convenient location.

Place Hotel.

The hotel offers 140
guest rooms decorated with
Victorian furnishings. The
hotel’s Health Club features
a swimming pool, whirl-
pool, private men’s and
women’s saunas, a weight
room and aerobic machines.

Overlooking Grand
Traverse Bay and centrally
located in downtown
Traverse City, the Park
Place Hotel offers front-
door availability to beautiful
beaches, shopping and
entertainment.

For more information
on how you can attend the
1997 SSDA Annual Con-
vention and to enroll in the
early bird drawing, please
call the SSDA office at 517-
484-4096.

The beautiful Grand Traverse Bay Area has a lot to offer 1997 SSDA

Annual Convention attendees.

entry will give you a chance
to win a get-away weekend
at one of Michigan’s pre-
mier destinations while
signing up for the premier

event of this summer, the
1997 SSDA Annual Con-
vention. Watch for more
details in future SSDA
mailings and publications.

1997 Annual Convention Logo
designed by MSU student

The SSDA Annual
Convention Committee and
the SSDA staff would like
to thank Alicia Mertz for
her work in creating this
year’s Convention logo.

Alicia is a senior at
Michigan State University
majoring in graphic design.

Her illustration was selected

from many different works
created by her fellow
students in a graphic arts
class at MSU who were
asked to make sketches for
the logo.

The logo created by
Alicia was chosen because
of its reflection of the
Traverse City area’s trade-
mark cherry growing
industry. The logo will be
used on all future 1997
SSDA Annual Convention

Mark your calendars now for the :
1997 SSDA Annual Convention! =

10

correspondence and promo-
tional materials. To register
for the Convention, please
call the SSDA office at 517-
484-4096.

M SU graphic arts major Alicia
Mertz designed this year's
SSDA Annual Convention logo.
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Lottery Update--------------mmmmmmmmemeee-

Commissioner Bill Martin, Michigan State Lottery

New drawings add mid-day excitement

The launch of “double
draws” for the Michigan Lot-
tery Daily 3 and 4 games has
been a very successful move.
Since debuting December 16,
mid-day draws have bol-
stered overall Daily Game
sales and they show no signs
of slowing.

The new mid-day draw
takes place at 12:59 p.m. and
the regular drawing remains
at 7:28 p.m.

Through the first four
weeks, average weekly sales
forboth the Daily 3 and Daily
4 games were higher than
anticipated, with Daily 3 at
$8.1 million and Daily 4 at
$5.3 million. Compared to
those weekly averages in fis-
cal 1996, that amounts to in-
creases of 11 percent for
Daily 3 and 15 percent for
Daily 4.

Loyal Daily Game play-
ers have really responded to
the new double draws. That

means more traffic through
your stores, higher sales and
increased sales and redemp-
tion commissions.

Through 22 weeks of Big
Game play, the Michigan
Lottery has awarded more
than $59.8 million in prizes
to Michigan players. Grow-
ing jackpots boosted sales in
January and February and we
expect more big jackpots
throughout 1997.

Don’t forget to remind
your Lottery customers
about The Big Game and
Michigan Lotto “Smartplay.”
When a $5 five-wager ticket
for the next Lotto drawing is
purchased, a free $1 “easy
pick” wager-also for the next
drawing is automatically pro-
duced. Advance wagers are
not part of the Smartplay pro-
motion. The promotion con-
tinues in 1997, after having
made two lucky Lotto pla