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Executive Committee

Dear Members,

President
Steve Breland
Top Line Tires

First Vice President
Mike Griffin
McGriff Tire

Second Vice President (Chaplain)
Dolan Davis, Jr.
Southside Davis Tire

Secretary / Treasurer
Scott Roberson
Royal Tire Service

Board of Directors
Bruce Bedsole
Herndon Tire & Muffler
Robert Bell
Birmingham Auto Clean
David Brocato
Frederickson’s Tire,
Appliance, & Furniture
Bob Gipson
Gipson Auto Tire, Inc.
Richard Greene
Trax Tires, Inc.
Dewane Haynes
Sweat Tire Co.

Supplier Representative
Jerry Dickey
Carquest Distribution Center

TIA Representative
Jim Short
Radial Tire & Bandag

Past Presidents’ Council
Frank Harcrow
Tire Supplies of Alabama
Eddie Hardwick
Road-Mart, Inc.
Barry McGirt
American Tire Distributors
Rhett Marques
Goodson Tire & Auto

I hope the New
Year is going well
for everyone. We are
gearing up for March
Mania next month
and I look forward to
seeing everyone
again. Frank
Harcrow is working
very hard to make this a great event as usual. If
you know of anyone who might want to set up
a booth please have them get in touch with
Frank or another member of the Board. It will
be held on March 6th in Bessemer.
It is getting close to golf weather also. Barry
McGirt has been able to set up a tournament
for Limestone Springs in March. Mark your
calendars for the 18th of March at 1:00. If you
haven’t played this course, you have missed a
real treat.
Last, but not least, is the upcoming convention
in beautiful Stone Mountain, Georgia. Mike
Griffin, Sabrina and Cheryl are putting the
finishing touches on what I’m sure will be the
best one ever. Hope to see you there.
Steve Breland
President

Co-Executive Directors
Cheryl Lentz
Sabrina Lentz Knop
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March Mania Tire Expo
Trade Show 2010
Saturday, March 6, 2010
Bessemer Civic Center
BESSEMER, ALABAMA

ONE DAY ONLY
10:00 am – 4:00 pm
** FREE ADMISSION ** DOOR PRIZES **
**ON-SITE TRAINING SESSIONS ALL DAY**
Products Expected to be on Display:

TIRES, WHEELS, EQUIPMENT, TOOLS,
REPAIR MATERIALS, COMPUTER SYSTEMS

- Vendors Reserve your booth(s) now!!!
8 x 10 Booths are $250 for members
& $350 for non-members.
Rules and Regulations & Booth Space Application available
on-line at www.alatiredealers.com
For More Information Contact:
FRANK HARCROW – 205-368-4130
ATDA Office – 256-616-3587
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Department of Labor – Proposed Regulatory Agenda for 2010
On December 7, 2009, the U.S. Department of Labor announced its regulatory agenda for 2010.
Some of the more significant initiatives are described below:
Child Labor Regulations
The DOL is considering possible revisions to the hazardous occupations orders to address
recommendations from the National Institute for Occupational Safety and Health (NIOSH) in its May
2002 report. Target date: April 2010
Recordkeeping Under the Fair Labor Standards Act
DOL proposes to update the recordkeeping regulations under the FLSA to disclose to workers how
their pay is computed. Employers would be required to report hours worked in the pay period, how
pay has been calculated (including overtime), and what deductions have been made. The current
federal recordkeeping rules require employers to keep payroll records, but do not require that the
information be shared with employees each payday. Target date: August 2010
Family and Medical Leave Act
The Department of Labor continues to review
implementation of the new military family leave
amendments to FMLA included in the National
Defense Authorization Act for 2008 and other
revisions to the current regulations. Target date: November 2010
Labor-Management Reporting and Disclosure Act – “Advice” Exemption
The Office of Labor-Management Standards (OLMS) intends to propose regulations to “better
implement the public disclosure objectives” of section 203 of the Act, pertaining to employerconsultant agreements. Current exemptions to the reporting requirements of the Act in section
203(c) provide, in part, that employer and consulting reporting is not required concerning any
agreement or arrangement to provide “advice” to the employer. The Department believes that
the advice exception is “over-broad and excludes information that should be reported.” Due to the
impact on a diverse group of stakeholders (employers, consultants, labor unions, etc.), the
Department will publish a notice in the Federal Register inviting public comment on any proposed
rulemaking. Target date: November 2010
Executive Order 13495 – Service Contracts
This Executive Order of January 2009 – Non-Displacement of Qualified Workers Under Service
Contract, establishes the policy that Federal service contracts include a clause requiring the
contractor and its subcontractors, under a contract that succeeds a contract for the same or similar
service at the same location, to offer qualified employees (except managerial and supervisory
personnel) employed on the predecessor contract a right of first refusal to employment under the
successor contract. The order assigned enforcement responsibility to the Secretary of Labor and
directed the Secretary to issue regulations to implement the order. Target date: December 2009
DOL Hires Additional Staff
The DOL has hired an additional 250 wage and hour investigators (a staff increase of more than one
third) to ensure prompt response to complaints and more targeted enforcement. Also, in early
2010, the department will launch a national public awareness campaign titled “We Can Help” to
inform workers of their rights. The department will “work closely with advocacy groups and other
stakeholders to ensure that the materials developed for the campaign reach the workers who need
them.”
Should you have questions about any of these human resource issues, you may contact SESCO at 423-764-4127 or visit our
website at www.sescomgt.com. SESCO Management Consultants | PO Box 1848 | 505 7th Street | Bristol | TN | 37621

4

Chaplain’s Corner

“For since we believe that JESUS died and was raised to life again, we also
believe that when JESUS comes, GOD will bring back with JESUS all the
Christians who have died.” I Thessalonians 4:14

I really got into the Super Bowl this year. Two weeks before the game I went online and
ordered a Saints’ cap that said “Who Dat” and a Saints’ tee shirt that said “Believe Dat”.
Honestly I’m not a big fan of professional football or the New Orleans Saints but after
Alabama won the National Championship I was not ready to give up watching games. I
decided to pull for the Saints since they were the underdog and since their city had been
through the devastation of the flood. Tonight as I watched them win Super Bowl XLIV, I
celebrated their belief becoming reality.
I am glad the Saints’ fans believed and saw their team win. However, the
Saints could have lost. There is a big difference in the faith we place in a
team or anything or anyone and the faith we are to place in JESUS. What is
the difference? GOD and only GOD is able to raise the dead. Don’t you
want to put your faith in someone who can truly guarantee the victory?
Dolan Davis Jr.

205-758-6624

dolan@davistires.com

Today’s Business Quote:
“People with clear, written goals, accomplish far more in a shorter period of time than people without them
could ever imagine.” - Brian Tracy

Today’s Business Tip:
Plan for the Future – Business Owners that fail to plan are preparing to fail. Know that everything will
change; we just do not know whether it will be for the better or not. Know that every great deal, every
profitable venture, and every good business run will eventually run its course. Being prepared for this will help
ensure your business survives tough times.

IRS ANNOUNCES 2010 STANDARD MILEAGE RATES
The Internal Revenue Service has issued the 2010 optional standard mileage rates used to calculate the deductible costs of operating
an automobile for business, charitable, medical, or moving purposes.
Beginning on Jan. 1, 2010, the standard mileage rates for the use of a car (also vans, pickups or panel trucks) will be:
 50 cents per mile for business miles driven
 16.5 cents per mile driven for medical or moving purposes
 14 cents per mile driven in service of charitable organizations
The new rates for business, medical, and moving purposes are slightly lower than last year's. The mileage rates for 2010 reflect
generally lower transportation costs, compared to a year ago.
The standard mileage rate for business is based on an annual study of the fixed and variable costs of operating an automobile. The
rate for medical and moving purposes is based on the variable costs as determined by the same study. Independent contractor
Runzheimer International conducted the study.
A taxpayer may not use the business standard mileage rate for a vehicle after using any depreciation method under the Modified
Accelerated Cost Recovery System (MACRS) or after claiming a Section 179 deduction for that vehicle. In addition, the business
standard mileage rate cannot be used for any vehicle used for hire or for more than four vehicles used simultaneously.
Taxpayers always have the option of calculating the actual costs of using their vehicle rather than using the standard mileage rates.
Revenue Procedure 2009-54 contains additional details regarding the standard mileage rates.
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Association Members Profit Through Risk Management
Tire Dealer Designated Risk Manager Seminar - April 19-21, 2010
The Designated Risk Manager Training Program was developed by
Federated to target specific risk management concerns for the tire
dealer industry. Companies that are the most successful controlling
losses have designated a key person as their risk manager. This person
is supported by top management and is both responsible and accountable for identifying loss
exposures and implementing risk management solutions.
Through our partnership with Federated Insurance, there is no charge to attend this training and
you do not have to be a current Federated client. Attendees, however, are responsible for air
and ground transportation to and from Owatonna, Minnesota, and lodging in Owatonna.
Registration
The class is limited to 20 attendees and the registration cutoff date is March 19. To reserve
your spot in the upcoming session or for more information, please see the Federated website
(www.federatedinsurance.com) or contact Jina Duchnowski at 800.533.0472, x5604, or by
e-mail at jmduchnowski@fedins.com.
Promotional Video
Check out the 60-second promotional video on this link!
https://www.federatedinsurance.com/ws/fi/InsuranceProducts/RiskManagement/DesignatedRisk
ManagerSeminars/index.htm

ASA Tire Offers Rebates to Dealers Committed to “Going Green”
MERRIMACK, NH (January 20, 2009) – ASA Tire Systems
announced today that they will offer rebates towards the
purchase of ASA business technology that will enable tire
dealers to “Go Green” within their businesses.
ASA Tire is taking "Going Green" very seriously. In today’s world, businesses need to focus not
only on saving money, increasing profits and reducing operating expenses, but also on reducing
their impact on the environment. ASA agrees “Going Green" is not just a trend. By adopting
“Greener Technology,” tire dealers can save real money, reduce waste, increase business
efficiencies, and decrease the impact they have on the environment.
ASA Tire is rewarding independent tire dealers who show a commitment to reduce their carbon
footprint by using greener technology with a rebate towards the purchase of greener technology.
The less impact a tire dealer creates on the environment by adopting greener technology, the
larger rebate they will qualify for. Beyond saving paper, adopting green technology can help tire
dealers reduce their carbon footprint in strides. Leveraging electronic communication and
modern technology speeds up operations, streamlines workflow, and reduces many physical
carbon-intensive emissions their business creates.
To learn more, dealers can try the carbon footprint reduction calculators at
www.asatire.com/green, and learn how existing technology can affect the environmental impact
their business creates. Best of all, dealers can qualify for a rebate from ASA towards the
purchase of greener business systems.
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How Dangerous is a New Boss?
5 Ways to Minimize the Stress of New Leadership
BY DALE COLLIE

The moon rose early on my first night in combat, and I leaned back against the
earthen wall of our abandoned French fort in the dry rice paddy. The whole
evening seemed like another training exercise as three infantry platoons moved out
on night patrols.
As I opened a can of c-ration pork and beans, there was no
way to know that before the night was over, I’d lose two of
my platoon leaders (middle managers) and risk the lives of
more than a hundred young soldiers.
The night was filled with orders disobeyed, incompetent
map reading, and poor marksmanship. I thought I had inherited a company of
incompetent leaders, but these many years later, I understand that my leadership
was at fault. A proper awareness of combat stress (workplace stress) could have
avoided all of our problems that night. (read the whole story at http://snurl.com/new-boss)
The stress wasn’t so much the arrival of a new boss as it was the departure of the
trusted leader.
Just as in your company, new bosses are responsible for all of the good and bad
things that happen during their watch. The more aware we are of critical stressors,
the better we can avoid unnecessary losses and keep everyone on the front lines.
Here are five ways new leaders can control workplace stress:
1. Find out special talents and abilities of direct reports
2. Give everyone a chance to get to know your skills and qualifications before
making demands
3. Before you raise the bar, ask for more modest, routine accomplishments
4. Test abilities of direct reports in non-stressful situations before going after big
goals
5. Take responsibility for achievements and failures from day one
Get additional leadership tips at http://CourageBuilders.com/blog.
Copyright 2009 – Dale Collie All Rights Reserved
Dale Collie, author and professional speaker, named by Fast Company magazine as one of America’s Fast 50 innovative leaders.
Experience as Fortune 500 executive and business owner, US Army Ranger and professor at West Point. His book, “Winning
Under Fire” (McGraw-Hill) has sold more than 50,000 copies worldwide.
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TIA APPLAUDS REP. BOREN/BRADY LETTER TO USTR KIRK CONCERNING
CHINESE TIRE TARIFF
Bowie, MD - The Tire Industry Association (TIA), one of the world's leading
authorities on tires and wheels, today announced that they applaud U.S.
Representatives Dan Boren (D-2nd OK) and Kevin Brady (R-8th TX) for their letter to
United States Trade Representative (USTR) Ron Kirk, asking for confirmation that the
Obama administration has established a system to monitor the effects of the special tariffs on imports of
consumer tires from China.
The tariff, enacted on September 11, 2009, added a 35% duty on all passenger and light-truck tires that are
manufactured in China. From the beginning, TIA has been concerned that this first-time application of a 421
Safeguard Provision may not properly address the needs for monitoring the effects of this tariff.
"This brings some sunshine to an as-yet unknown process," said TIA Director of Government and Business
Relations Paul Fiore. He went on to state that, " . . . the United Steel Workers (USW) made some very farreaching claims concerning this tariff, and the Office of the USTR should be diligent in setting up a
comprehensive, verifiable system for quantifying the effects of this tariff."
"There are few issues that have generated as much member interest as this tariff," said TIA Executive Vice
President Roy Littlefield. "And, our industry deserves a full and accurate accounting of the effects of the tariff
on the entire supply chain, right down to our retailer members."

C. W. Owens Enterprises
Scrap Tire Management
We Spot Trailers for Businesses and 1 Time Clean-ups

Scrap Tire
Remediation

DUMP SITE BEFORE

ADEM Permitted
Class 4 Processor
& Transporter
Also Approved in Georgia
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DUMP SITE AFTER

2010 Annual Convention
June 11th & 12th
Stone Mountain, Georgia
Evergreen Marriott Resort
Standard Room Rates:

$129 per night
Call Evergreen Marriott
for reservations by May 20, 2010.

770-879-9900

Area Attractions:

Tentative Agenda:
th

Friday, June 11
12:00 noon
6:00 – 8:00 pm
8:30 – 10:30 pm

Atlanta Braves
Georgia Aquarium

–

Golf Tournament
Lakemont Course
Opening Reception

Zoo Atlanta
High Museum of Art
Six Flags over Georgia

Laser Show
Stone Mountain Park

Stone Mountain Park

Saturday, June 12th -

World of Coca-Cola

8:00 – 10:15 am

Shopping at Buckhead

Past Presidents
Breakfast

Peidmont Park

10:30 – 12:00 am Annual
Business Meeting
6:00 – 7:00 pm
Scholarship Reception
7:00 – 9:00 pm

Scholarship Banquet

Plan your vacation for the week
of June 7-13 and join us for
Friday & Saturday:

June 11 & 12, 2010
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Join Us for Our Next
Regional Scholarship Fundraiser
Golf Tournament
Where:
Limestone Springs Golf Club
When:
Thursday, March 18, 2010
Time:
1:00 pm Shotgun Start
Benefits the ATDA Scholarship Foundation
Contact Barry McGirt 800-950-3928 or the Association office at
256-616-3587 for more information. Registration forms are available
online at www.alatiredealers.com.

Welcome New Members!
Please add these companies to your membership directory.
GIPSON’S TIRES INC.
3079 Highway 14
Millbrook, AL 36054
www.gipsonstires.com
Key Contacts:
Hootie Gipson – hootie@gipsonstires.com

Phone:
Fax:

334-285-0036
334-285-6842

Phone:
Fax:

334-514-6714
334-514-2771
334-657-0810

Phone:

251-433-7100

Phone:
Fax:

828-320-3021
740-966-8074

GRAY’S TIRE
7555 US Hwy 231
Wetumpka, AL 36092
Key Contacts:
Jamie or David Gray – graystire@gmail.com

S & S TIRE
5235 Kooiman Road, Building 9
Theodore, AL 36582
www.sstire.com
Key Contacts:
Paul Higgins – phiggins@sstire.com

TECH INTERNATIONAL
5946 Appaloosa Way
Granite Falls, NC 28630
www.tech-international.com
Key Contacts:
Leon Hataway – leonhataway@charter.net
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TIA ANNOUNCES LANGUAGE CHANGE IN SENATE BILL THAT WOULD
HAVE BEEN DAMAGING TO RETREADERS
We want to be sure you knew about a recent attempt to mandate retread safety standards equivalent to the new tire
standards in a motorcoach safety bill. Senate bill S. 554, introduced by Senators Kay Bailey Hutchison (R-TX) and
Sherrod Brown (D-OH), contained the following paragraph:
(2) COMMERCIAL MOTOR VEHICLE RETREADED TIRES - Not later than 3 years after the date of enactment of this
Act, the Secretary shall establish a performance standard for retreaded, regrooved, or otherwise remanufactured
commercial motor vehicle tires that ensures that such tires achieve a level of safety performance that is at least equivalent
to the safety performance of new commercial motor vehicle tires.
Most folks believe that this legislation originated with the fatal Texas bus accident in August 2008. Last week, as soon as
TIA got wind of the legislation, we were able to meet with Sen. Sherrod Brown's staffer on the bill. He was very open to
hearing what we had to say and wanted to let us know that the language was going to be different. He also promised to let
us know what "safety groups" were pressing for the retread language. Senator Kay Bailey Hutchison's staffer was not
available, but TIA was able to quickly get an appointment with him, and he also brought a staffer from the Committee. It
was at this meeting that TIA was presented with the language that removes any retread safety standards language and
does not even refer to retreads:
(2) TIRE PERFORMANCE STANDARD - The Secretary shall upgrade performance standards for tires used on
motorcoaches, including an enhanced endurance test and a new high-speed performance test.
These two staffers were also vague on which "safety groups" were involved. Since we now had satisfactory language, we
were reluctant to push the issue as to the identity of the "safety groups." TIA will continue to follow up with that, because
we believe it is important to know if there is a group out there "gunning" for us. Harvey Brodsky has been great about
sharing this information with TRIB members.
Regarding the Texas bus crash, the National Transportation Safety Board (NTSB) report completely exonerated the
retreaded tire, even though it was illegally placed on the steer axle of the bus. Here is a link to the report if anyone would
like to read the relevant tire portions: http://www.ntsb.gov/publictn/2009/HAR0902.pdf .
This is yet another example where TIA is working hard to represent our members on Capitol Hill. If you have any
questions about any legislative issues, please feel free to contact Paul Fiore at 800.876.8372, ext. 102, or via e-mail.
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You Survived 2009, Now Thrive in 2010
By Joe Marconi
If you’re reading this article that means that you are still in business and have weathered the economic storms
of 2009. While we are not out of the woods yet, things are definitely looking better than a year ago. 2010 will
continue to bring us challenges and obstacles, but we all know that whatever doesn’t kill you will only make
you stronger.
Independent shop owners across the nation have proven their resolve and refused to participate
in the recent recession. When thousands of dealers shut their doors and unemployment tipped
10%, automotive shops found a way to survive. I am not saying it was easy. I have heard from
many frustrated shop owners in the past year that questioned whether they should go on.
Some did give up, but most did not. The fight goes on and 2010 will once again test your
resilience.
Many of your customers are still out of work and many small local businesses and local contractors are
suffering. Both business and personal bankruptcy is still rising. These issues will no doubt continue to impact
your day to day operations. We have already seen taxes go up in many areas and who knows what the health
care calamity will bring us. The government will continue to spend like a drunken sailor on shore leave, which
will have deep, long lasting effects on our economy for generations. The housing market had a few up ticks in
2009, but is still a long way from a recovery. Too many years of unrealistic growth combined with too much
subprime mortgage lending nearly killed a once-touted safe haven for your money…real estate. Also, let’s not
forget the war on terror, the global warming issue, the green movement, the volatile stock market or
emerging Chinese dominance.
Ok…I got the bad news out of the way. Now, here’s the good news. When the dust settles, who do you think
will be there as a shining star? You will. Because the success and survival of your business rests totally on the
person you look at each day in the mirror…You! You have no bail out. You rely on your own resources to
make things work. You are tested each day and somehow get things done. That makes you strong. We are all
sitting on a gold mine of opportunity. It may be hard to see, but it’s real. However, it’s an opportunity, not a
gift. You will need to prepare for it and act swiftly. Those of us that plan new will reap the benefits later.
There has never been a better time in history for the automotive service and repair
industry. The motoring public is confused. They have lost faith in the American car
companies. The government bail out to GM and Chrysler has made them look weak
in the eyes of the consumer. Ford stands alone, not accepting a bail out. This may
prove to be their silver lining. New car sales in 2009 were dismal for most car companies, including Toyota
and Honda. Empty new car dealerships sent consumers scrambling for alternatives.
We need to take advantage of what is happening in the economy and use it to our benefit. We need to show
strength. Our day-to-day attitude must be positive toward customers and with our employees. Take a look at
your operation, everything from the exterior facility appearance, waiting room, bathrooms, shop appearance,
uniforms and everything else about your business. Make sure that your shop looks top-notch. I know it’s
hard, but spend the money and make improvements to your operation. This will help boost your image and
help increase confidence from your customers and the potential customers in your market area.
Review your advertising and marketing strategy. Be consistent with your advertising. While others are pulling
back on advertising, you need to keep forging ahead and stay in the consumer’s eye. Provide the very best in
customer service. This is an area where you must not fail in. People will judge you more on how they are
treated at the front counter than what brand of parts you install or what type of equipment you use. Trust me
continued on page 14…
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continued from page 13…

on this one. Customer service will make or break your business. Listen to your customer, they will tell you in
which direction you will need to go. Your success in the coming years will be directly related to the level of
customer service you provide. Make sure you have the right people at the front counter and answering the
phone.
Lastly, work on your leadership skills. As the business owner, you are the company’s leader. This puts you in a
tough position where hard choices and decisions will have to be made. Make those decisions with the best of
your abilities and don’t second guess yourself. You can’t be right all the time and being too fearful of making a
mistake can cause indecisiveness, which will hold you back from achieving your goals. The good thing about
making a mistake is the knowledge you gain from it. Be supportive of the people who work for you.
Encourage them to be the best they can be. Promote the good things they do, rather than focusing only on
what goes wrong. People want to be appreciated and recognized for the work they do. Remember, happy
employees boost morale, which increases productivity and creates happy customers.
Being in business is not easy, if it were, everyone would be in it. Being an auto shop owner in today’s
economy is extremely difficult, but this career was our choice. The reward for being in business is making your
enterprise your personal success story. Don’t worry about the size of someone else’s business. It’s not about
building an empire like Disney World or McDonalds; it’s more about you and building your empire. That is the
true measure of an entrepreneur.
Good luck and prosper in 2010!
Copyright 2009 AutoShopOwner. All Rights Reserved.
AutoShopOwner.com offers forums on a variety of business topics, automotive news, business resources, checklists and forms.

J. Scott Enterprises, Inc.
DBA Metro Tire
Birmingham, AL

Quality Used Tires.
ADEM Licensed Scrap
Tire Transporter
& Processor
We will collect your scrap tires at your store
or we will spot a trailer at your location.

For pricing call Micah Hart at 205-841-1930
Fax: 205-841-1970
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Independent Service Market Set For Big 2010 Gain
"Independent (non-Dealer) Service outlets will post big 2010 DIFM product share gains, as Dealer
repair hits the skids. In addition to thousands of Dealer closings during 2009 and 2010, many Dealers
pink-slipped by carmakers are converting to used-car operations with service bays. In doing so, they
become part of the Independent (non-Dealer) Service market."
"Since most Independent Service market growth will be generated by foreign vehicles (imports and
transplants), the 2010 gain in Independent Service market product share will not directly translate into
Independent distribution channel growth."
- Jim Lang
2010 Is Pivotal Year for Independent (non-Dealer) Service Market Growth
Lang Marketing measures car and light truck Service market product share at mid-year. At the beginning of July 2009, the
impact of Dealer closings was just starting to ripple across the Service market, with most 2009 Dealer closings occurring
during the third and fourth quarters.
Dealer closings and franchise cancellations will accelerate in 2010, as GM threatens to pink-slip over 2,300 Dealerships. This
will bring the total of closed and cancelled Dealers to more than 4,500 outlets, from the third quarter 2008 through the end of
2010.
This dwarfs any prior Dealer decline during a 30-month period in U.S. vehicle industry history.

Biggest Share Winners
As the Independent (non-Dealer) Service market increases its share, all non-Dealer service outlets (except Auto Parts Stores
with bays) will expand their 2010 Service market positions.

Specialty Outlets Will Gain Most Share
Repair Specialists, outlets focusing on a limited menu of vehicle service, will achieve the largest 2010 Service market share
increase, followed by Foreign Specialists which concentrate on the repair of foreign cars and light trucks (imports and
transplants). These two outlet groups will combine for over 70% of 2010 light vehicle Service market product share growth.

Other Outlets Expanding Their Share
Service Stations and Garages will account for about 15% of the 2010 Independent outlet share gain, ranking third in share
growth for the year, followed by Discount/Department Stores operating bays with nearly 10% of the increase. Tire Stores will
rank fifth in 2010 Service market share growth among Independent (non-Dealer) outlets.

Product Sales Growth
Dollar gains in 2010 Service market products among repair outlets will differ in distribution from outlet share increases across
repair facilities, because of differences in the repair volume levels of various groups of Independent (non-Dealer) outlets.

Top Two Sales Winners
Repair Specialists will rank first in 2010 Service market product expansion, boosting sales nearly $1.0 billion, followed by
Service Stations and Garages which will record about half as much dollar growth in car and light truck products.

Other 2010 Sales Gainers
Foreign Specialists, while attaining the greatest 2010 percentage growth in Service market products, will rank third in product
sales added to their shop tickets, about one-third the dollar increase achieved by Repair Specialists. Tire Stores and
Discount/Department Stores will tie for the fourth-largest 2010 Service market product dollar growth.

Dealer Bays Down Nearly $1 Billion In 2010
Product volume through Dealer bays will fall nearly $1 billion during 2010. At the same time, their car and light truck repair
market share will sink nearly one-twelfth.
The pace of Dealer Service market decline will accelerate during 2011.
Reproduction for publication is encouraged, with the following attribution: 'From Aftermarket Insight™ by Jim Lang, President of Lang
Marketing Resources, Inc., www.langmarketing.com.'
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Are You North America's Top Tire Dealer?
If so, let us know! Entries are now being accepted for the 2010 Tire Review Top Shop Award
presented by Ammco/Coats. Now in its fourth year, the Top Shop Award program honors the “best of the
best” independent tire dealers in the U.S. and Canada.
The Top Shop Grand Prize winner will receive:
 Coats ProGuard Leverless tire changer
 $1,500 cash prize
 Airfare and hotel for two (2 nights/3 days) to the 2010 SEMA Show
 Feature story on the business in the October issue of Tire Review
 Specially designed trophy to display in the store.
Three





Finalists will each receive:
Coats 1250-3DV tire/wheel balancer
$500 cash prize
Feature story on the dealership in the October issue
Specially designed finalist trophy.

The Top Shop Award was created to highlight independent tire dealers who epitomize attributes we stress in
every issue of Tire Review: exemplary customer service and retention, training and education,
merchandising and promotion, professional standards and conduct, appearance, business management,
community involvement and growth and achievement.
Perfect examples of those attributes came in the form of the 2009 winner Enger Auto Service & Tire in
Cleveland, Ohio, 2008 winner Atlantic Tire & Service in Cary, N.C., and 2007 Top Shop winner Gatto’s Tires
& Auto Service, headquartered in Melbourne, Fla. These winners are profiled on the Top Shop Web site.
Dealers can nominate their own businesses, or others can nominate tire dealer businesses. Those making the
nomination must provide basic information about the dealership and write a short (300-word maximum)
essay explaining why that dealership should be considered.
From there, all entrants are reviewed and a group of semi-finalists selected. Those semi-finalists will be
asked to provide additional information for judging. A panel of judges, including industry professionals and a
member of the Tire Review staff, will select four finalists and, ultimately, the 2010 Top Shop Award winner.
Complete your entry form today at
what it takes!

www.tirereviewtopshopaward.com – and let us know you have

Don’t Delay!!!
Deadline for entries is June 28!!!
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TIA ANNOUNCES CREATION OF NEW ENVIRONMENTAL ADVISORY
COUNCIL; GROUP'S GOAL IS TO MAKE TIA PREEMINENT "GREEN"
AUTHORITY IN TIRE INDUSTRY
Bowie, MD - Last November, when he took the presidency of the Tire Industry Association (TIA),
one of the world's leading authorities on tires and wheels, one of Wayne Croswell's goals for his term
was to increase the organization's presence in tire recycling and other "green" issues. To achieve this
goal, TIA has today announced the creation of their new Environmental Advisory Council (EAC). The
EAC will provide strategic information, advisory services, educational programs, and governmental
assistance that promote environmental awareness throughout the tire industry.
The EAC replaces the Tire and Rubber Recycling Advisory Council (TRRAC), which for 15 years has
brought together the brightest minds in the tire and rubber recycling sector. But, the EAC will go
further than TRRAC by expanding this initiative to include all facets of the tire industry. For TIA
members and the tire industry, this means examining every aspect of their business to be energy
efficient, insure safety, reduce waste and to use methods that reduce, reuse, repair and recycle tires.
"It's clear that 'green' issues are becoming more and more enmeshed in both our personal and
professional lives, and thus, I wanted to take a broader, more holistic approach to how tire dealers
and the tire industry can better understand and implement 'green' concepts and practices into every
aspect of the industry - from cutting down on paper use in the office to the utilization of
environmentally-friendly technologies on the shop floor, to finding new and exciting ways to utilize
scrap tires," said TIA President Wayne Croswell. Croswell went on to say that, "My goal with the EAC
is to help make TIA the preeminent 'green' authority in the tire industry."
The EAC members were personally selected by Wayne Croswell to represent various tire industry
segments. Each member brings a unique combination of extensive experience, a special area of
expertise and an environmental interest to the EAC.
The EAC members include
Co-Chairman (also a TIA Board member) - Dick Gust - Liberty Tire Recycling
Co-Chairman (also TIA Secretary) - Larry Brandt - MSB Tires
TIA Board members:
Michael Baggett - Yokohama Tire Corp.
Chip Huber - Q Fix Truck Service
Brett Matschke - Richlonn's Tire & Service Centers
Glen Nicholson - Tire Kingdom
Jim Pangle - Fountain Tire
Additional Members:
Charles Astafan - General Manager - Columbus McKinnon
Kevin Kendrick - President - Modified Asphalt Solutions
Robert Moyer - Director - Costco Tire Centers
Tim Bent - Director Environmental Affairs - Bridgestone Americas
Mary Sikora - Principal - Recycling Research
The EAC will meet on a regular basis, and plans for this year are currently being formulated.
Interested persons are encouraged to check www.tireindustry.org for the latest developments.
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ARE YOU * PASSIVE * AVERAGE * OR PROACTIVE?
By Nancy Friedman, The Telephone Doctor
Read the scenarios below and ask yourself--which type am I?
# 1. The customer says (either on the phone or in
person): "Tell you what--I've decided not to take the Blue Widget."
Answer from a PASSIVE person: "OK, thanks."
Customer feels nothing.
# 2. The customer says (either on the phone or in person): "Tell you what--I've decided not to
take the Blue Widget."
Answer from an AVERAGE person: "You sure?"
Customer feels slighted.
# 3. The customer says (either on the phone or in person): "Tell you what--I've decided not to
take the Blue Widget."
Answer from a PROACTIVE person: "Wow! Sorry to hear that. Are you aware there's a
Widget maker that goes with it at a discounted price? You'll have several uses for it. Why
not keep it? You'll love it."
Customer feels great and buys the Widget and the Widget maker.
See the difference? Now, which one are you?
FACT: There is nothing wrong with any of these types. We need them all in this busy world.
However, we need certain types to be proactive.
PASSIVE - Telephone Doctor's definition is: A passive person receives information and does nothing
with it. The dictionary's definition is: Receiving or subjected to an action without responding or
initiating an action in return: the mind viewed as a passive receptacle for sensory experience. (Our
definition is just simpler!)
Passive does not mean a person is bad or shouldn't be helping customers. It simply means they're
passive - not active. Are there passive sales people? Of course there are. The thing about being passive
is most people don't like to be called that.
Passive individuals receive information and do nothing with it. Happens all the time. You go into the
grocery store. You hand the checker your check. Which has YOUR NAME on it. The checker asks you
for identification sometimes. And then does whatever it is they do, hands you back your ID, and says,
"Thank you." No other words are exchanged. Even though he had your name, it was never used it.
This person is passive. Passive individuals receive information and do nothing with it. The checker had
your name. Twice. Once on the check and once on the ID.
But again, it's not a bad thing. From my experience, those that are in the PASSIVE mode and put into
sales are, in truth, uncomfortable. Not bad, just uncomfortable. They're not at ease telling others what is
best for them.
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So if you have PASSIVE individuals on your sales team, talk with them; be sure they're happy. Be sure
they're comfortable in their job. My bet is they're probably not quite there yet.
AVERAGE - It's a fact. It is easier to get an average person to be proactive than it is to get a passive
person up to average. It just is.
Let's see what the dictionary says about average: average, medium, mediocre, fair, middling,
indifferent, tolerable.
FACT: There is a MASS of average folks out there. Millions of them; and I don't want to be one of
them. Not sure about you, but I made a decision a long time ago that I didn't want to be average. I
didn't want to be in the mass of mediocrity. Again, average folks aren't bad. They're fine upstanding
citizens. But they're average; like a lot of people. And they don't stand out to be remembered. If you're
in sales, you want to be remembered.
Average individuals receive information and honestly try to do something with what they receive. It's
just that they don't seem to be able to get over the hurdle. Average folks say a lot of words like: 'wow'
and 'gee, that's so interesting.' Telephone Doctor calls those "agreement statements" when they really
don't know what to say. So you can see they're not bad, just not effective.
Not sure about you, but those words that define average are nothing I'd like to be called. Yet day after
day millions of people - including sales people - go about their business being average. And yes,
average people make sales. They do. And sometimes they even 'fall' into a large order. In truth it's
usually not something that they're responsible for doing. The sale just fell into their laps.
Average people go about their business being sort of happy with themselves when they could be so
much more. Sad. I know some average folks I'd love to take under my wing to help them be slightly
more proactive.
PROACTIVE - Ah yes, it's the proactive people in this world that MAKE THINGS
HAPPEN. They FIND THE SALES. They are detectives. They ask more questions,
look a little deeper and always double check to be sure. Very few proactive people
take "NO" as an acceptable answer (or a final one).
Proactive individuals are exceptional. They are naturally inquisitive. They know it can
be done. Proactive people LOVE sales. They eat, sleep and drink SALES. They love
to talk sales, think sales, and do sales. The SALE is never boring to a proactive person.
A proactive sales person isn't necessarily a workaholic. They enjoy vacations. (Even relax on them.)
But back at work, they have the ability to turn "on." Normally upbeat and happy, proactive sales people
seldom wallow in negativity or self pity. They're somehow able to turn that negative into a positive.
Proactive people find a way to get it done. They know "it can be done." They make one more call,
research a little more thoroughly, answer one more question, write up one more sale and never run out
of questions to ask.
Proactive people think for their clients. They have solutions. They enjoy solving problems for their
clients. They enjoy success.
So again I ask, "Which one are you?"
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Please Support Your

Supplier Members:
American Tire Distributors
Barry McGirt
800-950-3928

Cintas Corp.
Craig Casey
256-355-6431

Jones Tire
Jimmy Jones / Bill Jones
334-874-2265

S & S Tire
Jeff Hodgens
877-777- 7411

ASA Tire Systems
Tommy Dukes
603-889-8700

Continental Tire
Steven P. Shanks
205-441-7285

Mac’s Tire Recyclers, Inc.
Harry Griede
800-385-9844

Ashberry Tire Landfill
Ty Ashberry
334-493-1250

Cooper Tire & Rubber Co.
Bobby Wickham
251-455-2423

McGriff Industries
Barry McGriff / Bert McGriff
256-739-0780

SLK Tire Designs
Sabrina Lentz Knop
Cheryl Lentz
256-566-5481

ATD / AmPac Tire
Distributors
John Abernethy
Richard Abernethy
205-322-4651 ext. 204

Craft Tire, Inc.
Mark Goodes
724-438-4527

McGriff Treading Company
Randy Drake
256-739-7080

David Tire Co., Inc.
John David / Bill David
205-251-8473

Metro Recycler
Phillip Tidwell
205-841-1930

Federated Insurance
Erin Richards
404-497-8840

Mighty Auto Parts
Jason Huss
334-677-2672

Harris Tire & Rubber Co.
Mickey Taylor
334-566-2691

Mohawk Rubber
Jeff Work
800-242-1446

Harris Tire & Rubber Co.
Jason Berry
256-382-0797

Myers Tire Supply
Barry Morgan
800-328-5110

Hesselbein Tire
Lew Newlin
601-974-5938

Parrish Tire
Gary Waters
800-877-2431

Hornsby Tire Distributors
Roger Hornsby
334-762-2333

Pro-Cut of Alabama
Dennis Kinard
205-613-4867

Hunter Engineering
Sterling Yearber
256-606-7691

Robison Tire
Joe Robison
800-824-3225

J & S Tire Supply
Jeff Smelley
251-554-8001

Robison Tire
Mike Brown
334-834-6138

Automotive Equipment
Service
Hardy & Jane Thompson
888-664-5490
B & B Tire Landfill
Bud & Barbara Adams
205-647-6736
C.W. Owens Enterprises –
Scrap Tire Management
Wayne & Phyllis Owens
800-869-1372
CARQUEST Distribution
Center
Jerry Dickey
334-280-5843
Carroll Tire
Cecil Bowden
205-655-2182
Carroll Tire
Don Pylant
800-446-0589

Snag Equipment Brokers, Inc.
Doug Gans
205-664-1869
Tenneco Automotive
Ed McArthur
205-589-2781
Tire Centers, LLC –
Distribution Center
Vincent L. Hudson
866-907-9463
Tire Industry Association (TIA)
Wilson Beach
800-876-8372
Tire Supplies of Alabama
Frank Harcrow
205-368-4130
Westmoreland Tire
Ed Westmoreland
Steve Westmoreland
256-845-5656
Westmoreland Tire
Tom Westmoreland
256-878-5728
Wheel & Rim, Inc.
David Strickland
205-324-4404
Yokohama Tire Corp. –
Passenger & Light Truck
Jim Vickers
404-401-8606
Zurich American Insurance
Boone Scroggins
800-553-3055

The Spare Tire is a publication of Alabama Tire Dealers Association. The Spare Tire is
published 4 times a year as a source of information for ATDA members and supporters. ATDA
directors, staff and members do not necessarily agree with all the contents or opinions
appearing in this publication nor should its readers rely on any of the Spare Tire content for
support of any legal position. On matters involving legal interpretation, the reader is advised
and encouraged to rely solely upon the advice of his or her own hired legal counsel. The Spare
Tire invites and encourages comments from its readers.

