
ERVICE SSDA
Service Station Dealers Association

UARTERLY September
1997

$10
An official publication o f the Service Station Dealers Association o f Michigan

1997 SSDA Convention a success
Convention workshops provided dealers with valuable information on 
finding quality employees and how to do their own security surveys

The 1997 SSDA Convention at the Park Place Hotel in 
Traverse City on August 3-6 provided attendees with 
information on a variety o f subjects essential to running a 
successful station.

On Monday morning, Mr. Mel Kleiman of the Hous­
ton based consulting group Humetrics, Inc. shared his 
knowledge with convention attendees about how to hire 
winners and keep them. Mr. Jim Dominowski o f STT,
Inc., spoke to dealers about store security matters and 
reducing shrink or internal theft on Tuesday morning. 
Wednesday morning’s session was a Rewarding Ideas 
Roundtable Meeting where attendees shared their best 
business ideas of the past year.

In addition to the valuable seminars, dealers and their 
families also enjoyed a variety of fun events at the Con­
vention. Attendees were welcomed Sunday night with an 
Italian dinner complete with a rousing (modified) game of 
bocce ball. On Monday night, the SSDA group enjoyed 
dinner and a fantastic variety show at Dill’s of Traverse 
City.

The golfers of the group enjoyed a beautiful day at the 
SSDA Convention Golf Outing held this year at 
Mistwood Golf Course in Lake Ann.

Mr. Mel Kleiman o f Humetrics, Inc. led a lively workshop on how to 
hire and keep winners (see story on page 10 for more information).

O f course, when there were not any events or work­
shops taking place, many attendees took the opportunity to 
enjoy all the Traverse City area has to offer, including 
sight-seeing and shopping.

For more Convention coverage, including more details 
on the valuable workshops and a pictorial review, please 
turn to pages 10 and 11.

Hearings examine August gas price increase
The gas price sub-com- 

mittee held their first meet­
ing on September 24, 1997 
to begin to investigate the 
sharp rise in gas prices in 
August 1997. This was the 
first of many hearings sched­
uled around the state for this 
sub-committee.

This first hearing was an 
informational and organiza­
tional meeting for the sub­
committee. Chairman Clark

H arder (D -O w osso) ex ­
plained his intent for the 
hearing process. His goal is 
to establish and understand 
the process of how the price 
of gasoline at the pump is 
determined. He would like to 
see this remain as a by-parti­
san process and focus on 
Michigan’s motoring public.

Testimony was given that 
day by a staff person from the 
House Fiscal Agency. He

gave a background of prices 
at the retail level according 
to AAA. He also gave de­
scriptions o f how the futures 
market works and how it in­
terrelates to the price of gaso­
line. Many questions were 
asked and directions were 
given to the House Fiscal 
Agency for additional re­
search and questions to be 
answered.

At the closing  o f  the

m eetin g , they  rev iew ed  
d ates for the upcom ing  
meeting and noted that there 
would be at least 3 hearings 
to be held  in D etro it, 
Saginaw and Grand Rapids. 
Chairman Harder indicated 
that he would be working 
with both industry and pub­
lic groups as to when and 
where they could testify and

see Hearings pg. 17



Oscar W. Larson Co.
M ich igan  Petroleum A ssociation Celebrating ME MBE R

50+ Years o f Excellence PEI
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 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

CONSTRUCTION 

ASSOCIATION OF 
MICHIGAN

W ayne d is t r ib u to r OPMA
P E T R O L E U M  

MAR K E T E R S  
A S S O C I A T I O N

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

10100 Dixie Hwy.
Clarkston, M l 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 l 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



September 1997
3rd Q uarter  

Vol. IX N o . XXXVIII 
ISSN 1043-7053

Features Articles

10-11 1997 Convention Coverage

The Park 
Place Hotel 
in Traverse 
City was the 
home o f the 
1997 SSD A  
Annual 
Convention.

12 Lottery Update
Lump-sum winnings, UPC codes; Michigan 
Lottery Commissioner Bill Martin shares with 
readers the most recent lottery news.

17 Legislative Report
The debate between legislators, administrative 
members and wholesalers continues as retailers 
wait fo r  relief from  the effects o f  smuggling.

19 Your Money
Will you be able to live the lifestyle you want after 
you retire? This article from  the Michigan Associa­
tion o f  CPAs will help you plan fo r  the future.

14 Member Profile: Randy Markham

Randy Markham's Sunoco Superstore in Lansing 
really lives up to its name.

Departments
5 Board Members
5 President’s Corner
6 Member Briefs
7 Classified Ads

20 Law Talk
SSDA-AT General Counsel Peter H. Gunst dis­
cusses implications o f  the Kahn V. State case.

Advertisers

9 Viewpoint 
12 Lottery Update
18 Member Application 
23 News Briefs

AKT Environmental......................................................... 8
Blue Cross Blue S h ie ld ................................................ 23
Cech and Associates.................................................... 24
Comerica Bank............................................................... 17
Compatible Software System s....................................22
Dodson.............................................................................17
Eby-Brown.......................................................................13
Great American Brokers................................................. 6
Hawkins Equipm ent........................................................ 9
Harco................................................................................20
Mechanical Wash System s..........................................21
Mellema's Service Station M aintenance.....................6
Oscar W. Larson Com pany............................................2
S im po l................................................................................9
Sunrise Environmental................................................. 15
Tire W holesalers............................................................12
Voss Insurance............................................................... 19
Young’s Fuel Equipm ent................................................ 4

Service Quarterly is published in March, June, September and December by the Service Station Dealers Association of Michigan, 200 
North Capitol Ave., Suite 420, Lansing, Michigan 48933. ©1997, SSDA-MI.
Subscription price to all members is free. All other U.S. subscriptions, $40 per year. Prepayment o f $10 is required for single copy 
orders. Subscription inquiries call SSDA-MI at (517) 484-4096. Address all single copy requests along with payment to SSDA-MI, 200 
N. Capitol, Suite 420, Lansing, Michigan 48933. Postmaster: Please send address changes to same.



young's
FUEL EQUIPMENT 

SERVICES INC

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
• 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

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

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

I n n o v a t io n  in  F u e l  D i s t r i b u t i o n , D e s i g n  a n d  I n s t a l l a t i o n . 

S u p p o r t e d  b y  a  C o m m i t m e n t  t o  S e r v i c e .

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

Full Service Electrical Department 24 Hour Emergency Service

Young’s Fuel E quipm ent Services H eadquarters
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 

C om stock Park, MI 49321 M aum ee, OH 43537
(616) 785-3374 (4 1 9 )  867-3212



President’s Corner
Dennis Sidorski, SSDA-M I President

Summer’s news
As usual, sum m er is 

gone as quickly as it came, 
and also like usual, it was as 
busy as ever. Many dealers 
spent their summers trying to 
find good employees. The 
SSDA Convention provided 
some help in this area. 
Convention news

Those dealers who were 
able to get away to attend the 
1997 SSDA Annual Conven­
tion in Traverse City on Aug. 
3-6 enjoyed three days o f in­
fo rm ative speakers and 
workshops. The seminar on 
em ploym ent recru itm en t 
held by Mr. Mel Kleiman 
was especially fantastic. His 
message was much needed 
and very on target with the 
employment needs of today’s 
dealers. I would like to thank 
Mr. Kleiman and all of the 
convention seminar speakers 
for sharing their knowledge 
with us. In addition, I would 
like to thank all of our Con­
vention sponsors for their 
support o f this im portant 
dealer event (be sure to see 
page 8 for a full list of the 
Convention sponsors).
New SSDA officers elected

A new slate of SSDA of­
ficers was elected at the 
Association’s Annual Meet­
ing held at the Convention on 
August 5.

I am happy to announce 
the following new officers: 
President, Mr. Ed Weglarz, 
Hunter and Oak Amoco Ser­
vice, Birmingham; First Vice 
President, Mr. Gary Fuller, 12
& Evergreen Shell, 
Southfield; Second Vice 
President, Mr. Rich Bratschi, 
Lake Lansing Rd. Mobil, 
Lansing; Third Vice Presi­
dent, Mr. George 
Schuhm acher, Colonial 
Amoco Service, St. Clair 
Shores; Treasurer, Mr. Keith 
Anderson, Anderson Service

Center, Midland.
Those elected will begin 

serving a two-year term on 
January 1, 1998. Together 
these individuals represent 
many brands, locations and 
business types (c-stores, repair 
facilities, and combinations of 
both). I wish the best to those 
elected and am confident in 
their abilities to lead the As­
sociation into the next century. 
SSDA-AT developments

At the SSDA-AT national 
convention, I was recently 
elected Third Vice-President 
of the national dealer associa­
tion. I am very honored to be 
assuming the Michigan del­
egate role of Mr. Phil Bucalo, 
who passed away in August. I 
will try to do my best to con­
tinue the work Phil was doing 
to make the national associa­
tion a better organization for 
everyone involved.

Along those lines, it was 
voted at the national Conven­
tion to approve a bylaw  
change to become an indi­
vidual membership associa­
tion rather than a federation of 
state associations.
In memory

I would like to extend my 
wannest wishes to the family 
of Mr. Phil Bucalo, a long time 
member and leader of SSDA 
and SSDA-AT. His work as an 
avid supporter of the industry 
will be long remembered.
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T erry  B u rn s  
S tev e  O tt
D en ise  B ern w a n g e r  
Jeri M iles 
T ony D e L u c a  
W illie  C a llo w a y  
G eo rg e  R o b b

E x e c u tiv e  D irec to r  
C o m m u n ic a tio n s  D irec to r 
M e m b e rsh ip  S e rv ic e s /B lu e  C ro ss  
E x ecu tiv e  A ss is ta n t 
M em b ersh ip  S e rv ices  
M a rk e tin g  R ep re se n ta tiv e  
M a rk e tin g  R ep re se n ta tiv e

Board of Directors (as o f 9-97)

O ff ic e rs D ire c to rs

President 
D enn is S idorski 
J& S  Shell 
(3 1 3 )  99 4 -0 3 7 3

2nd Vice P residen t 
D av id  C ornish  
Z e eb R oad A m oco  
(3 1 3 ) 76 9 -0 8 4 5

3 rd  V ice P residen t 
R ich  B ratschi 
L ak e  L an sin g  M obil 
(5 1 7 )  4 8 4 -2 3 0 0

T reasu rer 
G ary  F uller 
12 &  E verg reen  S h e ll 
(8 1 0 ) 35 8 -2 0 8 7

M ark  A m b ro zia k  
W ix o m  1-96 S hell 
(8 1 0 )  3 4 9 -9 9 0 0

K eith A nderson  
A n d erso n  S erv ice  C en ter 
(5 1 7 )  8 3 2 -8 8 9 5

W arren  B arro n e  
U n iversity  A m oco  
(5 1 7 )  3 5 1 -0 7 7 0

R eg B inge 
B inge 's L im ited  
(3 1 3 )  7 9 2 -0 4 3 0

Pete D oneth  
F enton  H ill Shell 
(8 1 0 )  7 5 0 -0 3 0 0

Jo sep h  J. G rish
Jo e  G rish  S erv icen te r Inc.
(6 1 6 )  5 8 4 -3 2 0 0

E x e c u tiv e  C o m m it te e

C o n n ie  C o th ran  
M -59  Pon tiac  L ake  Shell 
(8 1 0 ) 6 74-0408

Jam es  M alek 
M alek  Shell 
(6 1 6 ) 8 42-8677

D en n is  Pellicci 
D &  M Pellicci Ent. 
(8 1 0 ) 852-2191

R obert W alter 
F ran k lin  S tandard , Inc. 
( 3 1 3 )  62 6 -2 0 8 0

Ed W eglarz
H u n ter & O ak  A m oco
( 8 1 0 )  64 6 -5 3 0 0

Jim  L ittle  
H &  H M obil 
(5 1 7 )  33 2 -6 3 3 5

T im  M arin e r
M arin e r P e tro leum  C o m pany  
(6 1 6 )  5 3 8 -7 9 9 0

D arrell M arx 
M arx  A u to  C are  Inc.
(8 1 0 )  55 3 -2 6 6 2

D erry  M iddleton  
L akeside M arathon  Serv ice 
(8 1 0 )  2 4 7 -0 0 8 0

Joesph  N ashar 
6 &  T elegraph  Shell 
(3 1 3 ) 5 3 4 -5 9 1 0

Tom  O nofrey  
S tan d ard  on  the  Hill 
(3 1 3 ) 8 8 5 -4 6 3 0

G eorge S chuhm acher 
C o lon ia l S tandard  Serv ice 
(3 1 3 ) 7 7 3 -7 0 0 0

Service Station Dealers Association of Michigan
200 N. Capitol, Suite 420 • Lansing, M I 48933 

(517) 484-4096 • Fax (517) 484-5705 
E-mail: ssdami@voyager.net
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Member Briefs
Scholarships 
awarded

The Charles L. Binsted 
Scholarships were recently 
aw arded at the SSDA-AT 
Annual Convention on Au­
gust 8-12.

This year’s winners o f 
the two $2,000 scholarships 
($500 maximum per year) 
are Kelli Turner and Angela 
M cD aniels, both o f  New 
York.

According to the provi­
sions o f  the scholarsh ip , 
names were assigned to the 
Pennsylvania and New Jer­
sey lottery numbers and were 
awarded on the daily draw 
for August 9, 1997.

Our congratulations go 
to Kelli and Angela and we 
wish them  and all o f the 
scholarship applicants the 
very best in their studies.

Forms help SSDA members figure 
applicable taxes for street prices

With the 4 cent increase 
o f Michigan’s gas tax, it is a 
good time to insure that the 
price you are charging for a 
gallon of gas reflects all ap­
propriate taxes.

With the increase, the 
state tax went from 15 cents 
to 19 cents. The federal tax 
remains at 18.4 cents per gal­
lon. Michigan also charges 
sales tax on each gallon of 
gasoline sold. Sales tax is 
charged on the total o f the 
w holesale cost, p lus any 
profit, plus the federal tax.

Many dealers calculate 
the amount o f sales tax by 
adding the cost up or work­
ing backw ards from  the 
street price. In order to help 
facilitate the calculation of 
sales tax on gasoline, Mr.

Larry Wright, a long time 
friend  and co n su ltan t to 
SSD A , has com piled  a 
w orksheet and a gasoline 
sales tax computation form 
for SSDA m em bers. Our 
thanks go out to Mr. Wright 
for his work and the support 
he has given SSDA.

The sales tax formula 
gives both methods of calcu­
lating sales tax, working from 
the street price backwards, or 
from the wholesale price for­
ward. A key factor in calcu­
lating the sales tax is to make 
sure we use the proper num­
ber when dividing.

If you would like to con­
tact Mr. Wright regarding 
your personal financial plan­
ning, please call him at 248- 
548-4148.

In memory of...

Our sincere condo­
lences go out to the 
fam ily  o f  Mr. Phil 
Bucalo, who passed 
away in August.

Phil had taken an 
active part in the lead­
ership o f  SSDA and 
had earned the respect 
o f dealers throughout 
the state for his leader­
ship , honesty  and 
availability.

Phil was involved 
with Shell Oil as an 
employee and most no­
tably as a dealer at New 
Five Shell in Livonia, 
where his family mem­
bers continue to oper­
ate that station.

SA LES  •  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

S e r v i c e  S t a t io 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 u t o  R e p a ir  F a c il it ie s

—We Have Buyers—
—We Need Listings—

A s k  u s  a b o u t our variab le co m m issio n  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 aking it H appen”

B R O K E R S

GREAT 

2801 N. G rand River Ave. •  Lansing, M ichigan 48906
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Mechanic recertification update
Tune-Up/Performance mechanics required to demonstrate competency

Beginning in 1998 me­
chanics certified in Engine 
Tune-Up/Performance are 
requ ired  to dem onstra te  
continuing competency (re­
certify) in that category.

There are three ways to 
dem onstra te  co n tin u in g  
com petency and qualify. 
One may be certified  by 
passing a current state ex­
amination, receiving train­
ing from a state-approved 
training provider, or show­
ing ASE certification in that 
area. A mechanic must dem­
onstrate continuing compe­
tency before their Engine 
Tune-Up/Performance certi­
fication category can be re­
newed in 1998 (all other 
categories can be renewed 
as usual).

In an attempt to identify

mechanics who may already 
qualify for recertification, the 
Bureau o f Automotive Regu­
lation (BAR) has entered into 
an agreement with ASE to 
obtain the names of currently 
certified mechanics in the 
categories o f Engine Perfor­

mance and Advanced Engine 
Performance Specialist. This 
information is being down­
loaded into BAR’s computer 
as it is received.

Mechanics with Michi­
gan mailing addresses need 
not submit documentation to 
confirm  their certification

status with ASE. Mechanics 
with out-of-state addresses 
should send a copy o f their 
current ASE certificate with 
their mechanic renewal ap­
plication.

To help mechanics who 
are not currently ASE certi­

fied, BAR has begun send­
ing a list o f  approved train­
ing providers with renewal 
applications. Mechanics who 
plan to meet the recertifica­
tion requirement by obtain­
ing training should take the 
training several months be­
fore their certification ex­

pires. Mechanics opting to 
take the state test at a Secre­
tary o f State branch office 
should arrange to take the 
test as early as possible to 
avoid last minute bottlenecks 
and to allow time to obtain 
approved training if the test 
is not passed.

BAR is offering large 
group testing opportunities 
around the state. Information 
on the testing opportunities 
can be received by calling the 
BAR at 1-888-297-1234.

Remember to check your 
mechanic certificate to iden­
tify your expiration date so 
that you can meet the recer­
tification requirement before 
your certification expires. If  
you have any special ques­
tions, m em bers m ay call 
SSDA at 517-484-4096.

Three ways to demonstrate competency:
1. Passing a current state examination
2. Receiving training from a state-approved training 

provider.
3. Showing ASE certification in that area.

SSDA Classifieds
For Sale
2.94 A cres— O ff i -69 at exit 98 in H aslett. Very high traffic count. C om er property  set w ith  zoning approved and 
perm its to develop convenience store/gas station, m ini-truck stop. Z oning w ill also allow  restauran t and m any o ther B-3 
applications. Call Tom at 517-694-3331.

A lgonac station— 120' x 120' frontage on M 29 in A lgonac. Two bays, c-store, full service and self-service. G asoline, 
kerosene and diesel. Som e equipm ent w ill stay. A cross the street from  public access to St. C lair River. A t present a 
Sunoco, but can change. C all (810) 794-4310.

C ar w ash— A used rollover car wash. N u-S tar poly pad, five brush, soft cloth w ash w ith  underbody rinse. G ood 
operating condition, well m aintained, new er cloth. U sed three years. Call Tim M ariner at (616) 538-7990.

R epair shop— w ith auto sales. Four bays and tw o hoists w ith large office. Located on com er lot on the w est side o f  
Flint. Call (810) 233-9399.

Station— 1.8 m illion gallons. M ajor brand in m id-M ichigan area. Interstate location— first o ff  exit. N ew  drive-thru car 
w ash and rem odeled c-store. C ontact SSDA at 517-484-4096.

Station— 3 bay car w ash and convenience store w ith gas, diesel, K -1, beer and w ine, Lotto and m ore. Port H ope M I 
Call (517) 428-4441.

Station— 150' o f  M 24 frontage. Zoned for com m ercial use (c-store and/or full service). A sking $250,000. Please call 
(810) 628-1875 for m ore inform ation.

Wanted
Stations to buy— Looking for stations w ithin 50 m iles o f  D etroit. 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.
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The Service Station Dealers Association would like to 
thank all o f the 1997 SSDA Convention Sponsors

E v e n t / G o l f  C o - S po n so r s

AKT Environmental Consultants 
Ameritech 
Eby Brown 

RJR Nabisco 
Tire Wholesalers Company

G o l f  H o l e  S po n so r s

Blue Cross Blue Shield L. A. Wright
Comerica Mark C.  Cousens

Dodson Group Mason, Steinhardt, Jacobs & Perlman 
Karoub Associates Oscar W. Larson

Hawkins Equipment Zurich-America

G e t - away/P r iz e  P a c k a g e s

Bay Valley Resort Kellogg Center Mission Point Resort
Crystal Mountain Resort Lakeview  Hotel Northfield  Hilton

Garland McGuire s Resort Shanty Creek
Holiday Inn Spring Lake Mellema 's Star Line Ferry

A K T  is a 
fu l l  service 

environmental 
engineering and  
remediation firm  

committed to site 
closure and  

delisting.

Planning is Everything
As U S T  owners prepare to com ply with the 1998 perform ance 
requirem ents, many will choose to remove and replace their 
USTs, discovering subsurface contam ination in the  process. 
A K T specializes in Risk Based Corrective Action (RBCA) 
closures for U S T  sites. H undreds of contam inated sites across 
M ichigan have been closed using the  RBCA process, resulting 
in dramatically lower rem ediation costs and m inim izing station 

down time.

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

24073 R e sea rch  D r. •  F a rm in g to n , M ich ig an  
P h o n e  (810) 615 -1333  F ax  (810) 615-1334

AKT is pleased to announce that it has recently become an

Associate M em ber 
Service Station Dealers Association

SSDA
Serv ice  Station Dealers Association

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.
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Viewpoint
Terry Burns, executive director SSDA-M I

Are dealers the oil companies’ cash cows?
In recen t w eeks gas 

prices have been highlighted 
throughout the state. These 
high prices hit at the same 
time as the additional 4 cent 
gas tax increase on August 1, 
1997. Everyone involved in 
retailing gasoline has been 
asked questions from the 
press, from customers and 
from inquiring minds as to 
why and what triggered this 
sharp rise. Depending upon 
who you ask, the answers 
were insightful, com ical, 
same ole same ole or, at 
best, confusing. Some o f the 
responses were as follows: 

Supply and demand.
• Summer gas prices 

are normally higher.
• The old stand by - 'a 

couple o f refineries were 
down for maintenance or en­
vironmental regulations.’

• Too much competi­
tion or too many stations.

Even in the most recent 
articles, some people were 
quoted as saying, ‘it could 
have been because of zone 
pricing’ or according to the 
banking economist, ‘it came 
as no surprise, it’s summer’

Why was this all such a 
big concern? Well, first the

legislators had just quarreled 
and squirmed over raising 
Michigan’s gas tax. This pro­
cess has been going on for 
approximately two years and 
finally came to a vote on a 4 
cent increase. Many o f the 
legislators saw this vote as a 
possible career ending vote. 
Once the vote was taken, 
they had to face their con­
stituents. On that day the 4 
cents was imposed, to raise 
approximately 200 million 
tax dollars, the bureaucrats 
woke up to see the gas prices 
go up higher than the pro­
posed 4 cents. They knew 
how hard it was for them to 
come up with 4 cents and 
then to be apparently taken 
advantage o f by the oil com­
panies to what was equal to 
an annualized additional in­
come of 400 to 800 million 
dollars for themselves. Now 
you can understand what 
caused the backlash. The 
problem now is, who do they 
blame? As the inquiries con­
tinue, major oil companies 
have turned back to their 
same answers. They all have 
them. I think they are on page 
7, paragraph 4, 1-20 in the 
price guide book on how to

answ er questions on gas 
prices.

W hen oil co m p an ies  
need to m ake ad d itio n a l 
money, zone pricing kicks in. 
Dealers in areas where cus­
tom ers can pay m ore are 
charged more. This makes 
it easy to show how whole­
sale prices may have gone up 
and then im m ediately de­
creased, but dealer prices 
went up higher and remained 
higher or went up even more 
as the wholesale price went 
down. Zone pricing affects 
the street prices. If the oil 
com panies need to m ake 
more money, one way is to 
have the s tree t p rice  be 
higher. As the street price is 
higher and the w holesale 
price is low, more money for 
the oil companies paid by the 
consum ers. Therefore, oil 
companies need dealers. The 
d istribu to rs benefit from 
dealers having high zone 
prices. As the dealers must 
show a higher street price the 
d is trib u to rs  can fo llow  
within a couple of cents and 
increase their volume with a 
much lower wholesale cost. 
T hat equates to jo b b e r 
profits. This shows that deal­

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

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

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

ers may be the cash cows that 
oil companies depend upon. 
The oil companies rely on 
dealers for profits (through

see Viewpoint pg. 22

How did we 

get to be 

the nation’s 

leader in 

storage tank 

pollution 

liability 

insurance?

it's
Simpol

Storage tank pollution liability insurance experts

1 - 8 0 0 - 7 1 3 - 1 1 5 8
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1997 SSDA Convention Coverage
Employment expert shares tips on how to 
hire and keep winning employees

Convention speaker 
Mel Kleiman lived up to 
his reputation and more in 
his presentation, “How to 
hire winners and keep 
them,” at the 1997 SSDA 
Convention, Aug. 3-6 in 
Traverse City.

Mr. Kleiman, o f the 
Houston based consulting 
group, Humetrics, Inc., 
gave an excellent workshop 
on how to hire quality 
people for our businesses 
and keep them.

The workshop gave 
ideas and actual questions to 
ask in interview situations in 
order to get the information 
needed to make a proper 
decision. It also showed 
how to motivate and retain 
those employees that are 
already part of our team.

This workshop received 
many positive comments 
and was a timely topic. We 
hope to bring Mr. Kleiman 
back to a SSDA function in 
the future.

Mr. Jim Dominowski of STT, Inc. shared with dealers how to do their 
own security surveys on their businesses.

Dates announced for SSDA-AT 
World Transportation Services 

Conference and Exhibition
The Service Station 

Dealers Association o f 
A m erica and A llied  
Trades and the Interna­
tional Tire and Rubber 
Association (ITRA) have 
announced the dates for 
their upcom ing jo in t 
World Transportation Ser­
vices Conference and Ex­
hibition. During recent 
m eetings o f  both 
assoc ia tion ’s Board o f 
D irectors, convention  
dates were set for Friday, 
Saturday, and Sunday,

April 3-5, 1998 at the 
Kentucky Fair and Exhi­
bition Center in Louis­
ville, Kentucky.

A dditional ed u ca­
tional w orkshops will 
take place on Thursday, 
April 2, the day prior to 
the opening of the exhibi­
tion.

The international con­
ference will include semi­
nars on business 
management, exhibitors, 
a golf outing and a back­
yard barbecue.

Dealers at the workshop held by Mel. Kleiman of Humetrics, Inc. 
listened intently to the valuable information on hiring winners

Workshops cover security surveys 
and rewarding businesses ideas

A workshop given by of most retail practices
Mr. Jim Dominowski of 
STT, Inc. gave dealers 
some valuable information 
on discovering internal 
theft and other store secu­
rity matters.

Mr. Dominowski’s 
workshop gave many 
practical ideas and cor­
rected many misconcep­
tions on common practices

today.
Attendees also partici­

pated in a Roundtable Idea 
Session where practical and 
functional business ideas 
were discussed. Dealers 
exchanged these ideas 
which have been proven to 
work in actual retail estab­
lishments to improve sales 
or motivate employees.

Convention golf outing enjoyed by all
Attendees of the 1997 

SSDA Convention enjoyed 
some great golf at the 
Convention Golf Outing 
held at Mistwood Golf 
Course on Tuesday, August

5, 1997. Mistwood, located 
just minutes away from 
Traverse City, offered 
Convention attendees 
challenging play and an 
enjoyable time.

Tim and Pat Mariner (Grand Rapids) and Howard and Helen Hobbs 
(Grand Rapids) awaiting their tee time at the Convention Golf Outing
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Looking back

SSDA members enjoying 
Sunday night s Italian 

dinner (clockwise 
around the table): 

Ed Weglarz, Richard 
Szlaga, Elaine Szlaga, 

Angelo DiMango, 
Delores DiMango, 

Jodi Wright and, 
Larry Wright.

The West Michigan 
delegation (plus Chris 
Demo) gathers together 
fo r Sunday s dinner: 
(clockwise) Chris 
Demo, Harry  Lane, 
Linda Engle, Helen 
Hobbs, Howard Hobbs, 
Tim Mariner, Pat 
Mariner, Bob Wilmarth, 
Kay Wilmarth.

at the 1997 SSDA Annual Convention 
held August 3-6 at the Park Place Hotel

After Sunday night’s 
Italian dinner, attendees 

competed in a game o f 
Bocce played with bean 

bags instead o f balls. 
Linda Engle, throwing 
and (left to right) Ron 

Harkness, Gloria 
Harkness, Dene Pellicci, 

Kay Wilmarth, Tim 
Mariner, Judy Covatch 

and Chris Demo.
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Lottery Update 
Commissioner Bill Martin, Michigan State Lottery

New games bring more excitement
The Michigan Lottery’s 

first lump-sum cash option 
w inner claim ed his prize 
from the Sept. 10 Michigan 
Lotto  d raw in g — a p rize 
w orth $5,196,211 before 
taxes! The winner, who re­
quested  anonym ity , p u r­
chased his ticket at Wright's 
Comer Market in Lakeville. 
He’s just one of many Michi­
gan Lotto players excited 
about the new cash option.

W hen the M ichigan  
Lotto cash option was intro­
duced July 13, nearly half of 
the wagers placed for the 
July 16 jackpot were for the 
lump-sum cash option. In the 
months since, the number of 
cash option  w agers has 
steadily increased, with now 
more than 62 percent o f  
Michigan Lotto players opt­
ing to take their jackpot win­
nings in one lum p sum. 
Clearly, there are a lot o f 
Lotto players out there who

want their millions up front!
However, when imple­

m enting a game enhance­
ment such as the lump-sum 
cash option, it’s natural that 
your Lottery customers will 
have questions. It is my job 
to be certain that the correct 
information is available to 
everyone— especially  our 
retailers— so your customers 
can get the answers they need 
in order to make informed 
decisions.

Here are a few facts 
about the lum p-sum  cash 
option that bear repeating:

1. Lotto p layers must 
choose annuity or cash op­
tion at the time of ticket pur­
ch ase— it is an IRS 
requirement.

2. If a player selects the 
cash option and matches all 
six Lotto numbers to win the 
jackpot, the player receives 
the present cash value of the 
jackpot in one lump sum.

The actual amount will vary, 
but will be approximately 
one-half o f the advertised 
jackpot. This is a one-time 
payment, with no future an­
nual installm ents. Just as 
with the annuity payments, a 
lump sum payment is subject 
to federal and state taxes.

3. The new lump-sum 
cash option does not affect 
annuity winners in any way. 
The Lottery has always paid 
out the full jackpot to an an­
nuity prize winner. Even if 
the winner should die before 
the full 25 years over which 
the prize is paid, the Lottery 
will pay out any remaining 
years on the annuity to the 
winner’s beneficiaries.
UPC Codes

Another move designed 
to assist Lottery retailers is the 
in troduction  o f  UPC bar 
codes on Lottery instant tick­
ets. Beginning with the new 
"Monster Cash” instant ticket

(on sale Sept. 29), all Michi­
gan Lottery instant tickets 
will carry a UPC bar code 
specific to each individual 
game. The bar code will en­
able retailers that use UPC 
scanning equipment to inven­
tory Michigan Lottery instant 
tickets on their systems.

Note: SSDA Roundtable 
Group members first sug­
gested the use o f  UPC codes 
to Lottery officials while 
meeting with them at Lottery 
headquarters in Lansing. We 
are happy to see the imple­
mentation o f  this suggestion 
and are proud to have had a 
part in its creation.

Tire Wholesalers
introduces
Cooper Tires and 
Arnold Palmer

TROY DISTRIBUTION CENTER
1783 E. 14 Mile Road 

Troy. MI 48083 
(810) 589-9910

CADILLAC WAREHOUSE SOUTHFIELD WAREHOUSE
303 Hawthorn Street 19240 West 8 Mile Road
Cadillac, MI 49601 Southfield, MI  48075

(61 6 ) 775-6666 (810) 354-9910

• 50,000 Mile Treadwear Protection 
Limited Warranty

• 5-rib all-season tread for long, 
even treadwear

Arnold Palmer
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Customer
D r i v e n . . .

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 O ther Categories •  Reduced Cost 

When Purchasing Full-Case Grocery Products •  Q uality Assured Controlled Label 

Product Line •  Timely New Product Additions

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

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

Access Capability •  Electronic Retail Maintenance •  Custom O rder Guides and 

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

Product Category •  Gross Profit Contribution Ranking Reports by Product Category

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

•  Annual Customer Survey

PRODUCTIVITY
•  Next Business Day, On-Time Delivery o f O rder •  Straight Truck 

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

In-Stock Ratio •  Emergency Delivery Capability •  Q uality 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
•  Q uarterly "Super Savers" Sales Booklets

•  Manufacturer Accrual Programs •  Annual Buying/M erchandising 

Trade Shows •  N o  Cartage or Delivery Charge with Minimum O rder

•  N o 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: Randy Markham

Is Bigger
really B e t t e r ?

By Steve O tt

From its automatic doors to its three co-brands, and 
from its twelve gas pumps to its double car wash, Randy 
Markham’s Dunkel Sunoco Superstore was designed with 
one thing especially in mind— VOLUME.

The newly opened station is located on Dunkel Rd. at 
the Jolly Rd. exit o f US 127/I-496, just south o f Lansing 
and north of the US 127 and I-96 interchange. The Sunoco 
Superstore has a 3,000 square foot convenience store, a 
full Kentucky Fried Chicken with sit down dinning and a 
drive-up window and a Dunkin’ Donuts. In October, a 
TCBY will open in the store. Outside, the station offers a 
double car wash with soft touch wash on one side and a 
touchless wash on the other.

Randy said he thinks building bigger stations is better. 
“With the gasoline industry as volatile as it is, I think it is 
going to be easier for the big stations with a lot of profit 
centers to survive,” commented Randy.

Having always priced his gas low at his other stations, 
Randy said his goal with the new station was to have a 
major brand gasoline but be able to price as an indepen­
dent. “The c-store, three 
co-brands and the car 
washes will help us com­
pete on the gasoline no 
matter where the margins 
go,” Randy said.

In keeping with those 
low gas prices, Randy held 
three grand opening spe­
cials each Saturday at the 
Superstore. He backed 
traffic up for miles with 
hour-long 49 cent per 
gallon gasoline promotions 
and in-store 49 cent spe­
cials.

While the Sunoco 
Superstore is new, Randy is 
definitely no new-comer to 
the service station business.
He draws his business 
philosophies from his 
nearly thirty years of 
owning stations.

In addition to the Sunoco Superstore, Randy also 
currently owns the Handy Mobil at the I-96 Fowlerville 
exit, the Saginaw and I-96 Amoco on the west side of 
Lansing and his original station, Randy’s Mobil at

“With the gasoline industry as volatile 
as it is, I think it is going to be easier for 
the big stations with a lot o f  profit centers 
to survive,”

Okemos Road and I-96.
Randy first started working in a station while attend­

ing college at Michigan State University and he bought his 
first station in 1969 after serving in the U.S. Army. “I got 
the Okemos station when it was out in a cornfield and 
opened it on a shoe string,” commented Randy.

Alongside Randy since the opening o f that first station 
has been Randy ’s wife, Betty. She does payroll and helps 
out in many different roles at their four stations. “Betty is

Randy Markham's Sunoco Superstore off US 127/I-496 at the Jolly Road exit in Lansing offers passing 
motorists all the conveniences: a double car wash, plenty of pumps and a variety of eating opportunities.
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GRAND
OPENING

specialsPLUS 
TAX
WITH ANY GASOLINE PURCHAS

Left: Randy 
and part o f 
his fam ily  
(left to right) 
Mark,
Randy, Betty 
and Doug, 
stand in 
front o f a 
promotion 
for the 
opening 
weekends of 
at the Sunoco 
Superstore. 
Right: Inside 
the Sunoco 
Superstore, 
there is a 
c-store, a fu ll  
sit down 
Kentucky 
Fried 
Chicken 
and a 
D unkin' 
Donuts.

especially helpful in running the profit centers,” said 
Randy. “I couldn’t do it without her.”

Randy and Betty have also had five steady employees 
to rely on, their three sons and two daughters. While they 
are all adults now, Becky, Mark, Doug, David and Denise 
all worked at the family’s stations at one time or another. 
Becky and Mark still work part time while attending 
college and Doug works full time at the Superstore. “The

kids spent a lot of holidays working so other employees 
could have time off,” said Markham.

As for the future, Randy has another big station under 
development in Howell and says he always keeps his eyes 
open for new possibilities.

SSDA is proud to represent dealers like the Markhams, 
who are willing to take risks and try new strategies in 
order to be successful.

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.
• Method 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

A  N e w  D a y  

A  B e tte r W a y

F o r m alities
• Randy owns four stations in the Lansing area.
• He is married to Betty and has three sons and 

two daughters, Mark, Doug, David, Becky and 
Denise.

• His newest station is the Sunoco Superstore at 
the Jolly Rd. exit o f US 127/I-496.
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Michigan/Ohio dealers tee off in golf outing
Event gives dealers a chance to collaborate and raise money for PAC
On Septem ber 8, 1997 

SSDA-MI and OPRRA held 
their first golf outing together 
in Ottawa Lake, Michigan. 
This was a great opportunity 
for dealers from both states 
to get together and discuss 
issues, set strategies for so­
lutions and have a great time 
competing in a golf game.

Dealers from all over 
Michigan and Ohio enjoyed 
an excellen t day on the 
course, the weather and food 
were great and everyone en­
joyed the camaraderie. Keep­
ing with tradition since the 
Battle of Toledo, Michigan

prevailed over Ohio once 
again. Ohio dealers have al­
ready requested a re-match 
hop ing  to redeem  th em ­
selves.

The real benefactor of 
this golf outing were all of 
the dealers from Michigan 
and Ohio. Money was raised 
for both State PACs, to be 
used accordingly, to help in 
regulatory relief and support 
those people who support 
dealer issues.

If you were unable to at­
tend this year’s event, make 
sure to be looking for infor­
mation for next year, so that

SSD A-M I 
members 
Tony (left) 
and Angelo 
(right) 
DiMango 
chasing 
down their 
long drives.

Attendees of the SSD A PAC Golf O uting at Whitehills Country Club 
enjoyed dinner after a hard day on the course swinging the clubs.

you can be part of a excel­
lent event and a worthwhile 
cause. We thank those mem­
bers that played and the 
sponsors that provided play­
ers and provisions in order to 
make this year’s golf outing 
a great success.

Right- SSD A-M I members A rt 
Eliason (left) and Tony Marocco 
(right) show off their winnings 
from the outing.

A m e r it e c h  C e l l u l a r  and SSDA
Announce

“A Cellular Service That Can Save you Money

SSDA m em bers have 
been asking for a cellular 
service that has a backing of 
a major carrier, many loca­
tions for service and reason­
able charges for air time. 
That question has been an­
swered for dealers in south­
east M ichigan by a new 
SSDA membership benefit 
with Ameritech and Pagetec.

The program is espe­
cially valuable because of 
the following facts:

• Ameritech is one o f  the 
strongest cellular carriers in 
the nation.

• Pagetec is a company 
with over 25 locations in 
Metro Detroit area. They 
provide phones, Ameritech 
cellular service, and paging 
service.

• SSDA members, fam i­
lies and employees can ben­
efit from  this new cellular 
package.

W hen you en ter a 
Pagetec location, let them 
know that you are an SSDA 
member and these special 
prices will be available to 
you.

SSDA members can use

this package as a benefit for 
your m anagers and other 
employees that may be inter­
ested in a cellular phone. 
Today’s rising business costs 
make us look at every pos­
sible avenue to save money 
on things that we must have. 
Today’s business world re­
quires us to have cellular 
phones so we should have 
them for the best prices avail­
able.

SSDA researched many 
cellular packages and is very 
proud be able to offer the 
Ameritech/Pagetec program

to its members. We are con­
fident it will save SSDA 
members money.

If you have any more 
questions on this new pro­
gram, or need to know the 
closest Pagetec outlet to 
your location in sourtheast 
M ichigan, please call the 
SSDA office at 517-484- 
4096.

Thank you for your con­
tinued support. We are look­
ing forward to announcing 
future programs that meet the 
needs of dealers throughout 
Michigan.
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Legislative Report
Tax stamp draws mixed reactions

A cigarette tax stamp is 
supposed to be implemented 
December 1, 1997 and to be 
in retailers locations by Feb­
ruary 15, 1998. This was is­
sued by the Department of 
Treasury under emergency 
rules due to many factors, in­
cluding cigarette smuggling 
and the lack o f the legisla­
ture to act.

Litigation has been filed 
against the state by the ciga­
rette wholesalers due to con­
cerns over the cost o f  
implementation. This issue 
came to head at a recent 
House Tax Policy Commit­
tee meeting. There has been 
legislation in both the House 
and Senate to impose a ciga­
rette tax stamp. There has not 
been a compromise on the 2 
bills in order for legislation

to pass both the Senate and 
the H ouse. The stick in g  
point, as reported earlier in 
SQ, has been the percentage 
allowance to the wholesalers 
for im plem enting the tax 
stamp process. The adminis­
tration deems that it is not 
necessary to increase the per­
centage due to the windfall 
wholesalers received when 
the tax increased from 25 
cents to 75 cents.

The wholesalers contend 
that additional monies are re­
quired because o f start up 
costs, leasing equipm ent, 
holding time and the addi­
tional need for space to se­
curely  house stam ped 
cigarettes. The legislature 
contends that the tax stamp 
must be authorized by the 
legislature while the admin­

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 City, MO 64114

istration believes that they 
have the authority to imple­
ment this under current statu­
tory obligations. Meanwhile, 
smuggling continues.

It is SSDA’s position that 
a tax stamp must be imple­
mented in order to at least 
stop som e o f the current 
smuggling. The smuggling of 
cigarettes is a serious issue to 
all retailers and has been over 
looked and pushed aside long 
enough. It is time for a stamp 
to be implemented and for a 
strong position to be taken. A 
House tax policy meeting is 
scheduled for late September 
in the efforts to come to a 
compromise so that the tax 
stamp can be implemented 
under legislative authority 
and that those skirting the law 
can be brought to justice.

Hearings from pg. 1

the procedure they would be 
using.

It was clear many repre­
sentatives on this Committee 
have strong feelings on this 
issue and want to see some­
thing positive com e from 
these hearings. While it is 
understood that prices have 
dropped slightly, there are 
still reasons for questions to 
be asked regarding the Au­
gust 1 increase. Real answers 
to all of these questions will 
benefit the motoring public, 
dealers and the oil companies 
when these type o f occur­
rences happen again.

We w ill be upd atin g  
members in the SSDA news­
letter on the results o f these 
additional hearings. Please 
call the SSDA office with 
any questions.

2.00% Rate 
No transaction fee

SSDA
VISA

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.

M ember FD IC

If you're an SSDA member and would like to sign up for 
this program, please call SSDA at (517) 484-4096.
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Q. What can the SSDA do for me? SSDA
Service Station Dealers Association

A. •P rovide you w ith  one hour of p hone consu ltation  w ith  our legal consultant.

•G iv e  you  group insurance through B lue C ross/B lue Shield , w h ich  you can pass on to your 
em ployees.

•R egular updates on leg islative, regulatory and m em bership issu es through Service M onthly  
new sletter and Service Quarterly m agazine.

• Save you  up to 50 percent w ith  a Visa/M asterCard program; w ith  no transaction fees and a fixed  
rate of 2.0 percent.

•Earn you an annual d iv idend  w ith  D od son  workers' com pensation; th is year's is 16 percent!

• G ive you  additional prom otional poin ts toward Tire W holesalers programs, as a Tire 
W holesalers custom er and SSD A  member.

•H ost an annual convention  each year filled  w ith  b usin ess advantages and entertainment. 

•Protect your interests by h aving an SSD A  representative on the MUSTFA Policy Board.

•M ake sure your voice is heard in Lansing w ith  an active leg isla tive support network and PAC.

• Put a staff at your fingertips to find  the leg islative and regulatory answ ers you need.

•In vite  you to join  a netw ork of hundreds of other dedicated professionals in the industry w ho  
can help  w ith  advice and support.

T h e  SSD 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 SSD A, 200 N. Capitol Suite 420, Lansing, M I 48933

A p p l i c a t i o n  f o r  M e m b e r s h ip

I (we), by submitting this application and the payment o f scheduled dues, hereby apply for membership 
Association of Michigan, Inc.

in the Service Station Dealers

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

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

C i t y : MI Z ip : Ph o n e : ( ) )

C o u n ty : 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 in d  a  c h e c k  fo r

P l e a s e  c h a r g e  m y  m e m b e r s h ip  t o  m y  MC o r  V IS A  (p le a s e  c i r c l e  o n e ) c a r d  # an d  exp. d a te

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 i p  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 i p  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 S e p t e m b e r  1997 S Q

18 S e r v ic e  Q u a r t e r l y  S e p t e m b e r , 1 9 9 7



Your Money
Courtesy of the Michigan Association of Certified Public Accountants

Planning your retirement requires financial foresight
With the number o f years 

people are spending in retire­
ment increasing, it’s become 
more important than ever to 
plan your retirement budget 
carefully. If you’re not sure 
how much you’ll need to fi­
nance your leisure years, 
read what the Michigan As­
sociation o f Certified Public 
Accountants (MACPA) has 
to say about developing a re­
tirement budget.
A  LIFESTYLE DECISION 

CPAs say you’ll need 70 
to 80 percent of your pre-re- 
tirement income to maintain 
your standard o f living in re­
tirement. However, the exact 
amount depends on the type 
o f retirement you have in 
mind. For example, some re­
tirees who have traveled ex­
tensively on business may 
look forward to spending 
their retirement years close 
to home. Others have long 
dream ed o f a re tirem ent 
filled with trips to exotic des­
tinations. The more expen­
sive your hobbies, interests 
and leisure time activities, 
the more money you’ll need 
in retirement.
A s s e s s in g  y o u r  

e x p e n s e s

W hile som e o f your ex ­
penses will remain the same 
in your retirement years, oth­
ers may not. Take the time 
before you reach retirement 
to estimate these so that you 
can anticipate how much re­
tirement income you’ll need.

For example, you can 
count on spending less on 
work-related expenses, such 
as business clothing, dry 
cleaning, lunches out and 
commuting costs. If  your 
mortgage will be paid off by 
the time you re tire , you 
w on’t need to send that 
monthly check to the bank, 
but keep in mind that there’s 
no getting away from prop­

erty taxes, homeowners in­
surance and maintenance ex­
penses, all o f  w hich  are 
likely to increase over time. 
And remember, when you’re 
in the house more often, you 
can expect to pay more for 
heat, air conditioning, elec­
tric and other utilities.

Taxes are another area 
where you should see ex­
penses drop. At least part of 
your Social Security benefits 
will be tax free, and since the 
tax rules don’t consider pen­
sion paym ents earned in ­
come, you won’t pay Social 
S ecu rity  taxes on your 
monthly pension. Your total 
income is likely to be less in 
retirement than it was while 
you were working, which 
means you’ll pay less income 
tax.

One expense y o u ’re 
likely to see significantly in­
crease after retirement is the 
cost of health care. As em­
ployers cut back on health 
care coverage for retirees, 
more retirees are faced with 
the expense of buying health 
insurance on their own. Add 
the cost o f  out-of-pocket 
medical expenses, like pre­
scription drugs, which are 
not covered by some plans, 
and health care becomes a 
major budget item.

When planning your re­
tirem ent budget, keep in 
mind that you’ll need to fac­
tor in inflation to account for 
the gradual increase in the 
cost of living. According the 
Wall Street Journal, inflation 
has averaged four percent in 
the United States since 1926. 
If you need help determining 
how inflation impacts your 
retirement budget, you might 
want to consult with a CPA. 
S t r e t c h in g  y o u r

RETIREM ENT DOLLARS

If you’re concerned about 
outliving your retirem ent

funds, don’t despair. There 
are some ways you can ex­
tend your retirem ent nest 
egg. Here are a few sugges­
tions:
• Make a move. If your cur­
rent home is bigger than you 
need, consider selling it and 
relocating to an area where 
the cost o f living is lower or 
to a sm alle r hom e w ith  
lower taxes.
• Consider a reverse mort­
gage. If you choose to stay 
put, a reverse mortgage can 
help you tap into the equity 
in your home. Essentially, 
you borrow  against your 
hom e’s value and you re­
ceive the proceeds in the 
form  o f  regular m onthly 
payments, as a lump sum, a 
line of credit or some com­

bination o f the above. How­
ever, CPAs recommend that 
you take the time to under­
stand the financial implica­
tions o f reverse mortgages 
before entering into such ar­
rangements.
• Rent out a room. If  your 
children have moved out of 
the nest and you live near 
colleges or universities, con­
sider renting a room in your 
home to a student.
• Get a post-job job. The eco­
nomic reality o f today is that 
many retirees will need to 
work at least part time in re­
tirement. Your employment 
income will help pay some 
o f your living expenses and 
postpone the time when you

see money pg. 22

MAXIMIZE YOUR PROTECTION
MINIMIZE YOUR PREMIUM

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

Property
General Liability 
Business Income 
Business Autos 
Garage/Garagekeepers 
Liability
Umbrella Liability

Data Processing Equipment 
Crime Coverage
Gasoline Contamination Coverage 
Fuel Access Card Coverage 
Underground Storage 
Tank Liability

INSURANCE SERVICES, INC.

6810 S. Cedar, Suite 15 
Lansing, MI 48911 
(517) 694-8100 
(800) 678-8327 • Watts 
(517) 694-819•  Fax

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

Ask for Scott Voss.
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Law t a lk
Peter H. Gunst, Esq., published in the SSDA-AT News, Vol. 10, No. 6

Retail price maintenance reaches the Supreme Court: 
The Khan V. State Case

Last O ctober’s column 
was devoted to an important 
circuit court decision con­
cerning the right of a dealer 
under the federal antitrust 
laws to sell gasoline at prices 
w hich he or she desired , 
rather than prices dictated by 
a supplier.

In Khan v. State Oil Co.. 
93 F.3d 1358 (7th Cir. 1996), 
a Union 76 distributor. State 
Oil, had entered into a sup­
ply contract with a dealer, 
which provided that State Oil 
would sell gasoline to the 
dealer at 3.25 cents per gal­
lon below the “suggested re­
tail price” which State Oil 
established for the dealer’s 
location . If  the dea le r 
dropped his retail price be­

low State O il’s “suggested 
retail price,” State Oil was 
under no obligation to reduce 
the wholesale price in order 
to m aintain the 3.25 cent 
margin. If the dealer raised 
his pump price above State 
O il’s “ suggested  re ta il 
price,” however, he was re­
quired to turn over all o f the 
resultant gain to State oil.

The S eventh  C ircu it 
Court o f  A ppeals, w hich 
heard the case, is normally 
viewed as the federal appel­
late court most hostile to an­
titrust claim s brought by 
dealers. Nevertheless, even 
that court correctly identified 
State Oil’s scheme as blatant 
maximum price fixing be­
cause it made it impossible

for the dealer to increase his 
margin above the 3.25 cents 
mandated by State Oil. Even 
the Seventh Circuit recog­
nized that such conduct was 
squarely prohibited by an 
earlier Supreme Court Deci­
sion, Albrecht v. Herald CO.. 
390 U.S. 145 (1968). Writ­
ing abou t the Seventh 
Circuit’s Khan decision last 
October, this column said, 
“Maximum retail price main­
tenance will remain illegal 
per se until and unless the 
Supreme Court decides oth­
erwise.”

Now, the Supreme Court 
has decided to revisit that 
very issue by agreeing to 
hear State Oil’s appeal from 
the Seventh Circuit’s deci­
sion. W ritten briefs have 
been held to be illegal per se 
in numerous Supreme Court 
decisions stretching back 
over eight decades, and that 
no reason exists to depart 
from that well recognized 
rule. Consistent with those 
decisions, the Supreme Court 
in Albrecht expressly prohib­
ited suppliers from fixing 
d ea le rs ’ m axim um  retail 
prices, because the Court rec­
ognized that “substituting the 
perhaps erroneous judgment 
of a seller for the forces of 
the competitive market...may 
severely intrude upon the 
ability of buyers to compete 
and survive.” 390 U.S. at 
153.

In urging the Supreme 
Court to overrule Albrecht, 
the suppliers claim that they 
need to resort to maximum 
price fixing in order to pro­
tect consumers from over­
charging by local 
“monopoly” dealers.

SSDA directly  ch a l­
lenged that argument by as­
serting that, in the real world, 
dealers - who are faced with 
intensive competition from

other dealers as well as from 
company-operated stations - 
hardly possess the so-called 
“m onopoly” power which 
the suppliers pretend to fear.

What retail price mainte­
nance is really about, SSDA 
argued, is the su p p lie r 's  
abuse o f its own superior 
market power in order to 
squeeze dealer margins un­
fairly. Dealers have sunk sig­
nificant money and labor into 
their locations, and they are 
extremely vulnerable, absent 
legal protection, to supplier 
oppression. SSDA argued:

Dealers and franchisees 
most likely to be injured by 
this behavior are, like con­
sumers, the least powerful 
and most vulnerable players 
in the economic system. Pro­
tecting small business from 
oppressive wealth transfers 
remains a primary goal of 
antitrust law, particularly 
when that goal is consistent 
with efficient allocation of 
economic resources.

SSDA also pointed out in 
its b rief a further evil o f 
maximum price fixing which 
was present in the Khan case. 
The supplier’s supposed con­
cern about maximum prices 
may actually disguise it in­
tention to fix the minimum 
price of products sold to the 
public.

In Khan, the dealer con­
tended that he could not sur­
vive on a 3.25 cent margin, 
but could have operated prof­
itably had he been permitted 
to decrease the price of regu­
lar gasoline while increasing 
the price o f his premium 
grades. He could not do so, 
however, because his margin 
was fixed on all grades of 
gasoline. SSDA argued:

State Oil, by directly fix­
ing the maximum price for

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

U S T
AFFILIATE

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

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 fo r CSS 
on your screen

Further Enhance Tour 
Operations with 

Windows, 
Wordperfect 

and Lotus

Consulting and 
Training Available

Law

all o f Khan’s gasoline prod­
ucts, made it impossible for 
him to reduce the price o f his 
most price sensitive grade. 
Competition suffered from 
State O il’s price interference 
because...the dealer’s inde­
penden t p ric ing  stra tegy  
would have been well re­
ceived in he market place.

How the Supreme Court 
will rule on the Khan case 
will not be known for many 
months. Unfortunately, dur­
ing the past twenty years the 
Court, like the lower federal 
courts, has shown an in ­
creased tendency to cut back 
on the protections afforded 
small business entities by the 
an titru st laws. We hope, 
however, that the Court re­
calls the words which it used 
over thirty years ago in strik­
ing down what it described 
as the “evil” o f another “re­
sale price maintenance pro­
gram.” In Simpson v. Union

Viewpoint

from pg. 20

Oil Co.. 377 U.S. 13  (1964), 
the Court said:

Dealers, like Simpson, 
are independent business­
men; and they have all or 
most of the indicia of entre­
preneurs, except for price 
fixing. The risk of loss o f the 
gasoline is on them, apart 
from acts of God ... Practi­
cally the only power they 
have to be wholly indepen­
dent businessm en, whose 
service depends on their own 
initiative and enterprise, its 
taken from them by the pro­
viso that they must sell their 
gasoline at prices fixed by 
Union Oil... The evil o f this 
resale price m aintenance 
program... is its inexorable 
potentiality for and even cer­
tainty in destroying compe­
tition  in re ta il sales o f  
gasoline...

Hopefully, the Court will 
remember that message to­
day.

____________________ from pg. 9
high DTWs, therefore forc­
ing higher street prices) and 
depend upon the wholesalers 
and company ops to push 
volume.

One o f their g reatest 
fears is their cash cow may 
become an intelligent cash 
cow. Time has come to make 
sure dealers are up to date, 
educated and know ledge­
able. One of the best ways to 
counter attack any of these 
ploys is to make sure that you 
keep EXCELLENT  
records. It is imperative that 
you start keeping excellent 
records for daily DTW costs

Money_______________________________

and the street price that you 
post on that day. Also, we 
need to keep competitors’ 
daily street price. Keep an 
extra calendar with this infor­
mation on it so you always 
have it at hand.

Secondly, dealers have to 
know and be ready to stand 
up for what is right. This is 
much easier to say than it 
ever is to do. The time is 
drawing near when action is 
going to be required. Be pre­
pared, get your data and stay 
tuned.

Let me know what you 
think! Mooooo!

from pg. 19
need to dip into your retire­
ment funds.

If you’re among those 
who plan to work during re­
tirement, build your contacts 
before you actually retire and 
make your wishes known. 
This task will help to ensure 
that more business and op­
portunities come your way.

Remember that planning

for your retirement requires 
as much foresight as it does 
math skills. CPAs can help 
you put your financial house 
in order and assist you in 
planning for your future fi­
nancial well-being, but only 
you can make the vision of 
your retirement years a re­
ality through disciplined 
savings.
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News Briefs
Poll shows mixed feelings over the Legislative info
effects of legislative term limits goes on-line

Voters are about to force 
65 House members from of­
fice next year due to term 
limits, and while support for 
limits remains strong, a new 
poll indicates the public be­
lieves a six-year exit is too 
quick and that imposing lim­
its for the lifetime of an offi­
cial is too harsh.

A recent poll by EPIC/ 
MRA shows a strong 63-32 
support to eliminate the life­
time limit, which is at the 
heart of legal challenge to the 
amendment, and 56-35 sup­
port to extend the term limit 
for House members to the 
same eight years allowed to 
members of the Senate and 
statewide officials. The poll

showed opposition by a 49- 
to-44 percent margin for the 
idea o f increasing term lim­
its to 12 years.

Term limits opponents 
took heart from the poll re­
sults, proclaiming the public 
to be increasingly aware of 
the negative effects o f term 
limits.

Term limit proponents 
pointed out that voters have 
not veered from their basic 
support of limiting lawmak­
ers to a maximum number of 
terms in office. In the poll, 
54 percent said they still sup­
port term  lim its in som e 
form, while 6 percent were 
against and 40 percent were 
undecided.

Beginning Friday, Sep­
tember 26, legislative docu­
ments, including text o f bills, 
calendars and journals, will 
be available to the pubic on­
line at h ttp ://w w w . 
michiganlegislature.org. The 
new web site, which has been 
under development for sev­
eral months, has been touted 
as a major advance in allow­
ing the public to stay in­
form ed on leg is la tiv e  
activities.

Included in the web site 
will be the last five daily cal­
endars for both the House and 
Senate, House and Senate 
journals, and bills and joint 
resolutions as introduced and 
as passed by both chambers.

NOTICE
D ealers must notify 

suppliers by October 23 
for 1997 holiday closing.

Under Public Act 134 
o f 1990, dealers who do 
not operate their station 
within a 1/2 mile o f an in­
terstate or U.S. Route free­
way exit have the right to 
close their business on one 
recognized holiday a year. 
D ealers are allow ed to 
close from 6 p.m. the day 
preceding the holiday un­
til 6 a.m. the following 
day.

To take advantage o f 
this law, dealers must no­
tify their supplier in writ­
ing (certified mail insures 
accuracy) 60 days before 
the holiday that they in­
tend to close the station.

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

health plan, get the most 
accepted, unquestioned
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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
200 N. Capitol • Suite 420  
Lansing. Michigan 4 8 9 3 3
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