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Letter from the President 
 
 Hello!  I hope this letter 

finds all of you healthy and 

BUSY!  With school ending 

soon, we’re gearing up for all 

those summer travelers to come 

through the door at Gipson’s 

Tire Pros.   

 Cathee and I are looking 

forward to the Annual 

Convention at Orange Beach in 

July.  This event always 

provides good educational benefits and an abundance of 

fellowship with fellow dealers and friends.  The Island 

House hotel looks like a great place with plenty of 

amenities and of course the Orange Beach / Gulf Shores 

area is always a fun place to visit.  If you haven’t already 

done so, I encourage you to register and attend.  I promise 

you won’t regret making the trip! 

 This is my final newsletter as president of the ATDA.  

I want to thank Cheryl and Sabrina for all their help and 

hard work throughout my year of service.  It has been my 

pleasure to work alongside them.  I also need to thank my 

wife, Cathee, for her patience and assistance.   After 24 

years in the tire business, she’s still hanging in there!  I am 

also very appreciative of the support and guidance of my 

fellow board members.  Each of them have become my 

friends over the years and they are truly a fine group of 

people.  Finally, I want to thank each of you.  Without 

you, this association wouldn’t exist and with you, it will 

continue to grow and improve.  Thank you. 

 As always, the ATDA Directors, Board of Directors, 

and I want to help you and your business succeed.  

Although my photo will no longer be on your newsletter, I 

am still anxious to lend a hand when needed.  Please call 

on any of us whenever you have a question or a problem 

we might be able to help solve.  I wish each of you a 

happy, prosperous summer and I hope to see you soon in 

Orange Beach! 

 

Bob Gipson  

ATDA President 

Gipson’s Tire Pros 
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9 Ways to Gain the Competitive Edge 

By Nancy Friedman, The Telephone Doctor  

 Tight economy! Reduced staff! Demanding customers! 
 “These days it’s extra challenging to satisfy and keep customers. It’s even more important than ever 
because customer loyalty is generally considered the primary engine today to retain sales levels and gain an 
advantage over the competition. 
 It’s been this way for a long time; it’s just getting more attention now. We just need to do things better. 
 There are hundreds of ways to do better. Here are 9 we like: 
 
1. Know your product and services . . . inside and out. 
 Not being knowledgeable frustrates customers. An uneducated employee is semi-useless to a customer. 
Job knowledge is key in any position. If for any reason your company doesn’t offer job knowledge training, make it 
your own priority to find out as much as you can. Job knowledge is a key ingredient to serving customers. 
 
2. Believe in your product and services 150%. 
 We know of a salesperson who has never had any formal sales training. However, based on the belief in the 
product, services and contagious enthusiasm, this person is a top seller. People LOVE to buy from people who get 
excited about their product. Customer service reps are salespeople!!! 
 
3. Walk the walk, talk the talk. Practice what you preach. 
 A Ford dealer would not drive a GM car. Employees need to support their company’s product or services 
before they can expect their customers to have confidence in them. 
 
4. Keep your word. 
 Companies spend thousands, sometimes millions of dollars advertising their services and products. They tell 
the customer they are THE BEST, THE ONLY, they are NUMBER ONE. “WE GUARANTEE OUR WORK” isn’t 
enough. Customers need to know that you’ll do what you and your advertising says you will. If you claim to provide 
the ‘best of anything,’ make sure you keep your word. And be sure all employees keep their word. Telling a 
customer something will be to them in 7 working days, and then having it NOT show up is a credibility buster. 
 
5. Return all calls and emails. 
 It boggles my mind when a call or an email is not returned. There’s not an excuse in the world I could buy 
when that happens. Sure, some of us get way too many calls and aren’t able to return them in a timely manner. 
Well, then have the call returned on your behalf! Not returning an email? How much work does that take? DUH? 
 
6. Don’t ever forget “who brought you to the dance.” 
 In other words, there are always customers who were with you from the start. They helped make your 
business a success. They believed in you. A nice simple note once in a while is an ego booster to them and you’ll 
feel good about it too. 
 
7. Make NO ULTERIOR MOTIVE CALLS or NOTES. 
 Every once in a while, drop a note or make a phone call to customers (and prospective customers) without 
trying to ‘sell’ them something. Telephone Doctor labels those “no ulterior motive” calls. They’re “just because” calls. 
. . and very welcomed. When was the last time you heard from a salesperson or a company just to say HI? (See 
what I mean?) 
 
8. Be in a good mood. 
 All the time! Be the person that when the customer leaves or hangs up the phone, they think to themselves, 
“That was a great call/visit.” Not in a good mood? Learn how to be. Remember one of our Telephone Doctor mottos: 
“A phony smile is better than a real frown.” Do you really think the first runner up of the Ms. America contest is as 
“thrilled for the winner” as she says or shows she is? Talk about a great big phony smile! 
 
9. Participate in customer service training programs at your company. 
 Sure you know how to be a good CSR. But everyone could use a refresher. And if there are no programs in 
place on customer service, ask for them. At best, you’ll be ahead of the competition, and at worst, you’ll at least be 
even with them. Customer service is not a department. It is a philosophy. And it’s for the entire company. Everyone 
needs to embrace it – or it doesn’t work. 
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Overtime Violations Continue to be Employers' No. 1 
Financial Liability 
 

 As SESCO conducts labor and employment audits with a focus on complying with the Fair Labor Standards Act (minimum wage, 

overtime and recordkeeping requirements), overtime violations continue to be a major liability facing employers of all sizes and 

industries. Further, the Department of Labor has increased its number of investigators by one-third (1/3) creating more enforcement 

action. 

 As we explore overtime violations, SESCO has created the following checklist to help HR and payroll staff as well as payroll 

processing companies in understanding the complexities in complying with the regulations. Please note, to those organizations 

who utilize an outside third-party to process payroll that your organization will be held liable for all back wages and 

claims up to three (3) years federal and up to four (4) years plus attorney fees via state claims. Also please note that 

in our audit practice that violations are equally as common by third-party payroll services as with in-house staff. 

 The following checklist provides directions to clients to determine whether a wage payment needs to be considered (included) when 

calculating overtime pay. Remember, overtime pay must be calculated on all wages earned, not just the hourly rate. Thus, overtime 

must be also calculated as noted below. 

• Absences with Pay – Overtime need not be paid for hours not worked even though an employee is paid for such time, as for 

example absences due to vacations, holidays, illnesses, and time off to vote, and payments for reporting for work when none is available. 

• Apprentices/Trainees – Overtime must be paid to apprentices for training time if they are not working under a written agreement, 

if they do regular or productive work. 

• Board and Lodging – Overtime must be paid on the reasonable cost or fair value of board and lodging furnished by the employer if 

board and lodging are not excluded from wages. 

• Bonuses – Overtime must be paid on production and attendance bonuses which employees are entitled to as part of their weekly 

earnings. 

• Call-Back or Call-Out Pay – Overtime need not be paid on call-back or call-out pay that covers hours not worked.  
• Changing Clothes – Overtime need not be paid for time spent before and after work in changing clothes for the employee's 

convenience.   

 Overtime must be paid for time spent at the beginning or end of the workday if changing clothes is required 

by the employee's duties or the employer's rules. 

• Civic and Charitable Work – Overtime must be paid for charitable work if the employer directs or 

controls it or if the employee is required to be on the employer's premises. 

• Coffee and Snack Breaks (less than 30 minutes) – Overtime must be paid for time in 

coffee and snack breaks. 

• Commissions on Sales – Overtime must be paid on sales commissions earned by 

nonexempt employees. 

• Executive, Administrative, Professional, Outside Sales Employees – 

Overtime need not be paid exempt employees meeting the qualifications of the 

exemptions under the Act. 

• Expense Accounts – Expense allowances are excludable from computation of 

the regular rate. 

Fixed Wages for Fluctuating Hours – Overtime of only half-time (½), and not time and one-half (1.5), need be paid under employment 

contracts providing a fixed weekly salary for variable hours worked. 

• Hospitals/Nursing Home Organizations – Overtime may be paid to hospital employees on a 14-day basis, rather than a 7-day 

workweek basis, if the employee agrees to such an arrangement prior to performance of his work and if overtime is paid for hours 

worked in excess of 8 daily and in excess of 80 during the 14-day period. 

• Hours Worked - Overtime need not be paid for time spent on incidental activities before or after the workday which are not an 

integral part of the employee's regular duties. 

• Make-Ready Time – Overtime must be paid for make-ready activities, even though performed at the beginning or the end of the 

workday, where they are a part of the employee's principal duties, as, for example, cleaning and oiling machinery and replacing parts; 

keeping tools in shape, distributing work to workbenches, discussing work problems involved in shift changes, etc. 

• Meal Periods – Overtime need not be paid for meal periods during which an employee is relieved of all duties for at least one-half 

hour (30 minutes). 

 Overtime must be paid for meal periods if the employee is not free of all duties, including inactive duties or the lunch is less than 30 

minutes. 

• Medical Care – Overtime need not be paid on the cost to the employer of on-the-job medical care furnished to his employees. 

Overtime must be paid on time spent during working hours in getting medical attention on plant premises or at employer's direction. 

• Night Premiums – Overtime must be paid on night shift differentials. 

• On-Call Pay – Overtime must be paid to employees who are required to remain on call on their employer's premises or at a fixed 

location. 
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• Out-of-Town Business Trips – Overtime need not be paid on travel time of employees outside of their regular working hours while 

out of town on overnight business trips, except for time spent in performing regular duties. 

 Overtime must be paid on travel time during normal working hours on nonworking days, as well as on regular working days, of 

employees on overnight business trips. 

• Production Bonuses – Overtime must be paid on production bonuses even though they are unascertainable at the time of the pay 

period in which they are earned. 

• Show-Up or Call-In Pay – Overtime must be paid on a part of the show-up or call-in pay if the employees are required to wait 10 or 

15 minutes before being advised that they may return home. 

• Sleeping Time – Overtime need not be paid on up to eight hours' sleeping time of employees who are on duty for 24 hours or more if 

there is an agreement to this effect, if the employee is furnished adequate sleeping facilities, and if the employee gets at least five hours' 

sleep. 

• Training Programs – Overtime need not be paid to an employee who voluntarily attends a lecture, meeting or training program 

outside his regular working hours if the lecture, meeting or program is not related to his job and if he does no productive work. 

 Overtime must be paid to an employee for time spent outside his regular hours on a course sponsored by his employer if the course 

is intended to make him more efficient in his present job. 

• Travel Time – Overtime need not be paid on travel between an employee's residence and his work place, in the usual case. 

 Overtime must be paid on travel from a meeting place at the beginning of the day to the work site. 

 Overtime must be paid on travel between job sites during the work day. 

• Truck Drivers – Overtime must be paid to truck drivers for time spent in sleeping berths while relief drivers operate the truck if the 

tour of duty is less than 24 hours. 

 Overtime must be paid to truck drivers for time spent in waiting between specific tasks, unless they are relieved of all duties for a 

definite period which is long enough to be used by them for personal reasons. 

• Two Rates of Pay for One Employee – Overtime of an employee who works for two or more different straight-time rates of pay 

during the same workweek may be computed on the basis of his average hourly rate for the week or on the basis of the straight-time rate 

applicable during the overtime hours if agreed to prior to performance of the overtime work. 

• Unauthorized Overtime Work – Overtime must be paid for unauthorized overtime work which the employee is suffered or 

permitted to perform, even though the employer has announced that no overtime work will be permitted unless authorized in advance. 

• Wages – Overtime must be paid on the basis of all things of value forming part of an employee's normal weekly income, such as 

salary, wages, piece work earnings, bonuses, commissions, and board or lodging not excluded from wages. 

• Waiver of Overtime Payments – Overtime payments required under the FLSA may not be waived by employees. 
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Obama Signs Executive Order Expanding Overtime 
Application to More Salaried Employees 

 

 As expected, on March 13, 2014 President Obama issued a Presidential 

Memorandum to the Secretary of Labor that will have major implications for all employers 

– large and small, public and private. President Obama's stated goal is to "increase 

dramatically the number of employees who are paid extra for overtime work". This 

will be accomplished by narrowing and redefining the requirements of the "white collar 

exemptions" for salaried executive, administrative, professional and computer positions. 

 

 While the memorandum provides little 

detail about the changes to come, SESCO 

predicts the Department of Labor will raise the 

current minimum guarantee salary threshold 

of $455 per week ($23,660 annually), to as 

much as $1,000 per week ($52,000 annually). Thus, for a position to be eligible for an 

overtime exemption, he/she must be guaranteed at least $52,000 per year. This annual 

salary is more than double the current requirements and will instantly require employers to 

pay overtime for those making less than the expected $52,000. 

 

 Other changes to the exempt job criteria are likely. Currently, an employee's 

primary duty is key to determining exemption status. A new rule could require that 

employees perform a minimum percentage of exempt work before they can be exempt 

from overtime pay.  

  

 The directive to the Department of Labor contains no specific timeline, but there is 

speculation that the Department will publish a Notice of Proposed Rulemaking by early 

summer. Thereafter, SESCO expects that these new regulations will take effect in 

2015. 

 

 Obviously these new overtime requirements will cause labor costs to explode, which 

of course is any employer's largest single controllable cost-the difference between a profit 

or loss. SESCO has expertise to assist clients in FLSA compliance with the new regulation 

and consulting in matters of staffing, scheduling and compensation practices. Employers 

are urged to start now in planning and system development in order to be ready for the 

enactment of the rules in 2015. 

6 



5 Payroll Tax Mistakes to Avoid 
 

 If you have at least one employee, you’re responsible for payroll taxes. These include withholding federal 
(and, where appropriate, state) income taxes and FICA tax from employees’ wages as well as paying the employer 
share of FICA tax and federal and state unemployment taxes. The responsibility is great and the penalties for 
missteps make it essential that you do things right. 
 

1.    Misclassifying workers 
Perhaps the hottest audit issue today is misclassifying workers. There’s incentive to treat workers as independent 
contractors rather than employees because payroll taxes and employee benefit costs are high; a company’s only tax 
responsibility for an independent is issuing a Form 1099-MISC if payments in the year are $600 or more. 
 You don’t have the freedom to select the label for the worker; classification depends on whether you have 
sufficient control over the worker. This essentially means having the right to say when, where, and how the work 
gets done. Having an independent contractor agreement is helpful in showing that you and the worker do not intend 
any employer-employee relationships, but it doesn’t bind the IRS, who is not a party to the agreement. 
Find information about worker classification from the IRS. When in doubt, consult your tax advisor. 
 

2.    Not using an accountable plan for employee reimbursements 
If you normally pay for travel, entertainment, tools or other business costs for employees, you’re wasting 
employment tax dollars if you don’t use an accountable plan. With this arrangement, you deduct the expenses but 
avoid all payroll taxes on reimbursements; employees do not have any income from reimbursements. 
 To be an accountable plan, the employer must formalize the arrangement and set reasonable times for 
action (the following times are reasonable to the IRS but you can adopt shorter time limits for action): 

 The reimbursable expense must be business related.  
 Advances cannot be made before 30 days of the expense. 

 Employees must account for the expenses within 60 days of the 
expense. 

 Employees must return excess reimbursements to the employer within 
120 days of the expense. 

 Find details on accountable plans from the IRS. 
 

3.    Failing to keep payroll records 
You are required to maintain payroll records and have them available for IRS 
inspection. These include time sheets, expense accounts, copies of W-2s and 
other payroll records. Usually, you should keep information for at least four 
years. 
 You should also retain copies of Forms I-9 , which shows an employee’s eligibility to work in the U.S. 
States may also have certain hiring forms that should be retained (e.g., E-verify forms). Details about retaining I-9s 
can be found at the U.S. Citizenship and Immigration Department. 
  

4.    Choosing to pay creditors before the IRS 
When a business gets into a cash crush, it may be tempting to pay the landlord, vendor, or utility company before 
the IRS; don’t! As a business owner, you are a “responsible person” who remains 100% personally liable for “trust 
fund” taxes (amounts withheld from employees’ wages). This is so even if your business is incorporated or is a 
limited liability company. 
 Best strategy: Set aside cash to cover payroll taxes so you won’t use these funds for any other purpose. 
Find more information about the trust fund recovery penalty from the IRS. 
 

5.    Failing to monitor payroll company activities 
Many small businesses use outside payroll companies to handle the job of figuring withholding as well as 
transferring funds to the U.S. Treasury to cover payroll taxes. However, some of these companies may not do their 
job, by error or intentionally. As an employer, even if you use an outside payroll company you remain responsible for 
payroll taxes. 
 Best protection: Monitor your tax account to see that funds are being deposited on time and in the correct 
amount. If deposits are made electronically using EFTPS.gov, you can easily see activities in your account. 
 

Conclusion  Stay on top of your employer responsibilities to avoid any penalties or entanglements with the IRS, the 
Department of Labor, or your state’s agencies. 

 

by Barbara Weltman 
February 20, 2014 
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Study finds more tire research,  
purchasing done online 

 

 New research from Google into the 
purchasing behavior of retail tire customers shows a marked increase in online tire purchases. This 
comes as no surprise to Tireweb Marketing, a company dedicated to providing customized websites 
for tire dealers focused on conversion rates and sales data. What may be surprising to many tire 

dealers is the increasing sophistication of the consumer and the importance for high-quality, visual information on tire websites. 
 "In the last year, we've seen a big change in the behavior of tire shoppers and Google research supports that," says Matthew 
Walker, president of Tireweb Marketing. "Tire buyers rely more on retail websites than any time in the past, and they're spending more 
on each transaction as a result. It's become vital for tire dealers to have the right information on their website and it needs to be highly 
visual, dynamic information." 
 Digital Helps Tire Brands Gain Traction is new research from Google exploring the impact of digital on automotive tire 
purchases. More than 1600 tire purchasers were surveyed over a 12-month period. In addition, their online shopping and research 
activities were tracked and analyzed to understand what made them convert from researching tires to actually purchasing. 
 "The habits of online tire buyers have matured. The average buyer is doing more research and considering more dealers and 
brands," explains Walker. "That's great news for tire dealers with sophisticated websites that have pricing, tire comparisons, contain 
video and display high quality tire images. It's also apparent much of this consumer research is being done on smart phones or tablets 
so tire websites have to use responsive web design to capture this new generation of consumer." 
 Another key finding of the Google research is the increasing importance of brand and reputation when it comes to purchasing. 
Being able to view the physical appearance of tires has increased in importance by 28%. Another significant trend important to 
consumers is the desire for recommendations based on vehicle type.     
 "It's no longer enough to have an attractive website," continues Walker. "Nearly 70% of tire purchases have an element of 
online research, an increase of 21% from just a year ago. Almost 40% of in-store purchases start online. Pure online purchases have 
grown by 300% in the past year. That's a staggering change when you think about it." 
 "It's easy enough to get traffic to a website with paid advertising and social media campaigns. What's difficult is attracting the 
customer that's ready to buy tires. Tireweb Marketing has always focused on conversions so we're confident our websites are aligned 
with this new generation of tire buyers," says Walker. 
 "The good news for tire dealers is they don't have to learn how to become a Webmaster or SEO expert. They can focus on 
what they know best, running a tire store and providing good customer service." 

 

Hornsby Tire Distributors Expands into Georgia 

May 08, 2014 

Hornsby Tire Distributors, an independent regional wholesale tire distributor with headquarters in Dothan, Ala., expanded 

into the Columbus, Ga., market. In approximately four years, the company quadrupled its geographic footprint. They 

begin operations in Columbus on May 12. 

 

The expansion gives Hornsby Tire Distributors a fourth distribution center and will allow the company to improve its 

service level. 

 

“The greater Columbus, Georgia and surrounding markets have historically been very attractive for us,” said Steve Mattis, 

Hornsby Tire Distributors president. “We have a considerable dealer base in these markets and we will be able to 

dramatically increase our service level to the same. We have spent a substantial amount of time and resources in 

preparation of this expansion.” 

 

Mattis said he plans to continue having controlled growth at the company.  

 

By:  MOTOR AGE Wire Reports 
Monday, April 21, 2014  
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2014 Annual Convention 
July 11 – 12, 2014 

Island House Hotel, Orange Beach, Alabama 

 
 

 
 

2014 Sponsors: 
  Bridgestone Consumer Division / Westmoreland Tire 
  American Tire Distributors  McPherson Oil / Castrol 
  Federated Insurance   S & S Tire 
  Hornsby Tire Distributors   TCI Tire Centers 
  Mohawk Rubber Sales   NAPA Genuine Parts 
  B & B Tire Landfill     Parrish Tire 
  Myers Tire Supply     Robison Tire 
  McGriff Tire      Top Line Tires 
 

ROOM RATES: 
Standard Queen Rooms $169.00 
Executive King/Queen Rooms $189.00 
Interior Penthouse $225.00  
Corner Penthouse $260.00 

Reservation and Registration Deadline: June 10, 2014 
For reservations call:  

(800) 264-2642    (251) 981-6100 

Reservations Group ID# 
2343892 

AL Tire Dealers Association 
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All Registration 
Forms Available 

online at: 
www.alatiredealers.com  

http://www.alatiredealers.com/


2014 Convention Agenda: 
Friday, July 11th 
 Charter Fishing Expedition – 6:00 am 

Zeke’s Landing 
6-hour morning trip 
$150 per person 
Prizes awarded at the Friday Night Dinner. 

 4-Man Scramble Golf Tournament – 8:00 am 
Craft Farms Golf Club 
$100 per player 
Putting Contest & Registration begins at 8:00 am 
Mulligan Packages available 
Prizes awarded at the Friday Night Dinner. 

 Tire Dealer Forum & General Business Meeting – 5:00 pm 
Dealer Q&A Forum 
Website Presentation by ARI 
State of the Association Address 
Officer & Director Elections 

 Opening Dinner – 7:00 pm 
Fishing Expedition & Golf Tournament Awards 
Southern BBQ Buffet 

 

Saturday, July 12th  
 Past President’s Breakfast – 8:00 am 

Full Breakfast Buffet honoring our Association’s 
former Presidents with a keynote speaker from 
Bridgestone. 

 Educational Sessions – 9:00 am - 12:00 noon 
Tire Failure – “Where the Rubber Meets the Road” 
 Presented by Federated Insurance 

Scrap Tire Program Update 
 Presented by Alabama Department of Environmental Management (ADEM) 

Ride Control 
 Presented by NAPA Genuine Parts 

 Scholarship Banquet – 7:00 pm 
Hawaiian Luau Buffet 
Scholarship Awards Presentation 
Hall of Fame Inductions 
Passing of the Gavel 
Live Bluegrass Band – Pickets Charge 
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OSHA Proposes Annual Electronic Illness, Injury 
Reporting for Aftermarket 

By: Stephen Barlas  

Tuesday, January 28, 2014  

 Automotive parts retailers and tire stores are among a number of business sectors that would have to 

electronically report illness and injury data to the Occupational Safety and Health Administration (OSHA) if a new 

proposed rule becomes final. Those companies would have to send a copy of Form 300A (Summary of Work-Related 

Injuries and Illnesses) to OSHA or OSHA's designee on an annual basis. 

 Aftermarket companies are among the 750,000 employers with approximately 1.5 million locations that must 

complete paper forms each year if they have more than 11 employees. Those forms are only obtained by OSHA in the 

case of an inspection. There are three OSHA forms that come into play: Form 301 (Injury and Illness Incident Report) 

for each injury and illness at a covered establishment; Form 300 (Log of Work-Related Injuries and Illnesses) is a 

compilation of all those injuries and illness and Form 300A, the summary form. 

 The OSHA proposed rule would require companies with more than 250 employees to electronically submit 

Forms 300 and 301 quarterly. Aftermarket companies would be excluded because they rarely have that many 

employees. But because automotive aftermarket retailers are in a sector with a relatively high illness/injury profile, 

they fall into a group of sectors where companies with more than 20 employees would 

have to meet a less onerous electronic reporting requirement: sending the Form 300A 

annually. 

 The automotive sector is included in this new "20 employee-and-over" electronic 

reporting program because it is one of a number of sectors with a higher-than-normal 

illness and injury rate. That is based on 2009 statistics reported by the Bureau of Labor 

Statistics. 

 Currently, OSHA gets direct access to those forms only if the company is subject to 

an inspection. The agency is clearly concerned that requiring companies to turn over these 

forms outside an inspection might allow the business community to complain about a 

violation of the Fourth Constitutional Amendment, which protects against search and 

seizure of private property. 

 Federal courts have ruled that a requirement to turn over corporate records is a 

violation only when a person or company has a “legitimate expectation of privacy” in the 

object of the search or seizure. Legal language aside, the Fourth Amendment has come into play in a couple of cases 

where OSHA inspectors demanded records, and it could be an issue in this rulemaking. 

 Outside of the situation where an OSHA inspector demands Forms 300, 301 or 300A, the agency can obtain a 

limited number of 300As via its OSHA Data Initiative (ODI). That ropes in about 80,000 workplaces that must submit 

select data in paper form from Form 300A once every three years, if they qualify as a high-injury workplace. That 

affects about 1 percent of all companies. However, because the ODI collects only summary data, it does not enable 

OSHA to identify specific hazards or problems in establishments. In addition, the data are not timely. 

 That skimpy information is then used by OSHA in each year's Site-Specific Targeting Program. One problem is 

that the 80,000 establishments in each year's ODI is not a statistically representative sample either of establishments 

eligible to be included in the ODI or of establishments overall. And even that unrepresentative sample is one year old 

by the time the agency receives it. So when it finally makes its targeting decisions, the base data are two or three 

years old.     

 The OSHA does get a slightly larger data drop from the Bureau of Labor Statistics, which collects data from 

Form 300A and 300 annually from a scientifically selected probability sample of about 230,000 establishments, 

covering nearly all private-sector industries, as well as state and local government. That data is then used in the BLS 

Statistics Survey of Occupational Injuries and Illnesses (SOII). It is the latest version of that data that put the 

automotive aftermarket in the crosshairs of the OSHA for the purposes of this new proposed rule, and its singling out 

of sectors with fewer than 250 employees but more than 20. 
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TIA SUBMITS COMMENTS 

ON OSHA PROPOSAL
 

 TIA submitted comments on the new OSHA proposal for improved 

tracking of workplace injuries and illnesses. The proposal would require companies with 250 or more 

employees to report all of their injury and illness data on a quarterly basis (instead of summary data annually) 

for each establishment. This would mean that tire retailers would have to report each specific injury or illness 

for every store on a quarterly basis.  The proposal also calls for the information to be made public via the OSHA 

website.  TIA is opposed to all aspects of the proposal, specifically the quarterly reporting of case-specific data 

for each establishment and the public access to the case-specific and establishment-specific data. TIA's 

comments were submitted on Thursday, March 6 and are available on the TIA website. 

 In the comments, Kevin stated, “while TIA supports OSHA’s laudable goal of promoting safe and 

healthy working conditions for American workers, we would like to register our strong opposition to the rule as 

proposed and suggest that the Agency withdraw this proposal.” 

 TIA expressed concern with the conceptual methodology underlying the rule and the economic costs 

associated with compliance. OSHA has estimated the additional economic costs of $183 per year for 

establishments with 250 or more employees. TIA believes this figure is significantly underestimated and 

provides its own estimate of $2064 that was calculated based on data submitted from a TIA member. 

 In its comments, TIA also included answers to numerous questions that the Agency has raised regarding 

the proposal. The full document can be viewed at www.tireindustry,org. 

 In preparing the comments, Kevin worked closely with Congressman Al Wynn, TIA General Council 

Peter Gunst, TIA Legislative Intern Roy Littlefield, several TIA Board members, and the U.S. Chamber of 

Commerce. 

 

 

5 Year-Long Tire Fire Extinguished 
May 02, 2014 

 

 The U.S. Environmental Protection Agency helped to extinguish a fire that 

burned for more than five years at a tire disposal site in southern Puerto Rico. 

  Puerto Rico's government recently contacted the EPA seeking help to 

extinguish the fire at the Integrated Waste Management site in the city of Penuelas. The pile of tires was 60 

feet high, 150 feet long and 60 feet wide. It first caught fire in August 2008 and continued to smolder even 

though local officials had partially controlled the burn with dirt. 

 The EPA began work on March 18 and extinguished 

the fire weeks later on April 24. Officials said they took more 

than 12,000 tires to a recycling center and covered 8,000 

cubic yards of non-hazardous material with clean soil to 

extinguish the heap. 

 Estimated costs of the EPA’s portion of the cleanup is 

roughly $400,000. They are looking for the facility's owners to 

hold them responsible for the expense.  
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Boost Your Retirement Savings  
with a Tax Credit 

 If you contribute to a retirement plan, like a 401(k) or 
an IRA, you may be eligible for the Saver’s Credit. The 
Saver’s Credit can help you save for retirement and reduce 
the tax you owe. Here are five facts from the IRS that you 
should know about this credit: 

1. The Saver’s Credit is the short name for the Retirement Savings Contribution Credit. It 
can be worth up to $2,000 for married couples filing a joint return. The credit is worth up to 
$1,000 for single taxpayers. 

2. Eligibility depends on your filing status and the amount of your yearly income. You may 
be eligible for the credit on your 2013 tax return if you’re: 

• Married filing separately or a single taxpayer with income up to $29,500 
• Head of household with income up to $44,250 
• Married filing jointly with income up to $59,000 

3. Other special rules that apply to the credit include: 

• You must be at least 18 years of age. 
• You can’t have been a full-time student in 
2013. 
• You can’t be claimed as a dependent on 
another person’s tax return. 

4. You must have contributed to a 401(k) plan or 
similar workplace plan by the end of the year to claim 
this credit. However, you can contribute to an IRA by 
the due date of your tax return and still have it count for 2013. The due date for most 
people is April 15, 2014. 

5. File Form 8880, Credit for Qualified Retirement Savings Contributions, to claim the 
credit. Tax software will do this for you if you e-file. 

 The Saver’s Credit is in addition to other tax savings you can get if you set aside 
money for retirement. For example, you may also be able to deduct your contributions to a 
traditional IRA. 

 Visit IRS.gov for more information about this important tax credit. 
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RMA Announces National Tire Safety Week 
February 28, 2014 

 This year's National Tire Safety Week will take place  

June 1-7, according to the Rubber Manufacturers Association. 
 

 The annual National Tire Safety Week initiative is part of the 
association’s “Be Tire Smart – Play Your Part” program. Be Tire 

Smart, funded by RMA’s tire manufacturer members, is a year-round 

program aimed at helping drivers understand the simple steps they can take to ensure that their tires are in good working 
condition.  
 

 “National Tire Safety Week is an opportunity for the tire industry to focus its collective efforts to educate 

motorists about the importance of proper tire care,” said Dan Zielinski, RMA senior vice president.  “Regular tire 
maintenance is critical to optimizing fuel efficiency, maximizing tire tread life and promoting a safe driving experience.” 

 
 During National Tire Safety Week, tiremakers and retailers across the country will work to educate the public 

about proper tire care and maintenance. The RMA will provide participating shops with free “Be Tire Smart” brochures 

and other materials to share with consumers.  
 

 Last year’s National Tire Safety Week had more than 20,000 tire and automotive dealers as well as repair shops 
participating.  

 
 Retailers interested in obtaining free RMA materials for National Tire Safety Week can order them online 

at www.betiresmart.org. Past participants can expect to receive materials again this year, the RMA said. 

 

State Legislation Update: 
Introduced:  AL HB 149  

Bill Topic: Taxes- relates to sales tax; provides generally that sales tax is levied on the net difference in the price when 

a used automotive part is taken in an exchange in the purchase of a new part or rebuilt part, to delete an exception on the 

purchase of a new automotive battery requiring sales tax to be paid on the full purchase price when an old battery is 

exchanged or returned. 

Bill Status: 01/13/2014 PREFILED. 01/14/2014 INTRODUCED.  

01/14/2014 To HOUSE Committee on WAYS AND MEANS EDUCATION.   

02/06/2014 From HOUSE Committee on WAYS AND MEANS EDUCATION: Reported Favorably  

03/05/2014 Passed HOUSE. *****To SENATE  

03/06/2014 To SENATE Committee on FINANCE AND TAXATION EDUCATION. 

03/19/2014 From SENATE Committee on FINANCE AND TAXATION EDUCATION: Reported favorably 

Link: 
http://alisondb.legislature.state.al.us/acas/ViewBillsStatusACASLogin.asp?BillNumber=hb149  

 

Introduced:  AL SB 163  
Bill Topic: Airbags- provides criminal penalties for selling, installing, or reinstalling a device in a motor vehicle that 

causes the vehicle's diagnostic system to inaccurately indicate that the vehicle is equipped with a functional airbag; 

provides criminal penalties for selling a motor vehicle with a counterfeit airbag, a nonfunctional airbag, or no airbag with 

the intent to deceive the purchaser; provides enhanced criminal penalties for committing airbag fraud 

Bill Status: 01/14/2014 INTRODUCED.  01/14/2014 To SENATE Committee on JUDICIARY  

02/06/2014 From SENATE Committee on JUDICIARY: Reported favorably with substitute.  

02/12/2014 Committee substitute adopted on SENATE floor.  02/12/2014 Amended on SENATE floor.  

02/12/2014 Passed SENATE. *****To HOUSE. 02/12/2014 To HOUSE Committee on JUDICIARY.  

02/20/2014 From HOUSE Committee on JUDICIARY: Reported favorably. 02/27/2014 Passed HOUSE. 

03/04/2014 Eligible for GOVERNOR'S desk.  03/04/2014 *****To GOVERNOR. 03/11/2014 Signed by GOVERNOR.  

03/11/2014 Act No. 2014-138 

Link: 
http://alisondb.legislature.state.al.us/acas/ViewBillsStatusACASLogin.asp?BillNumber=sb163  
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Chaplain’s Corner                                                             
“Trust in the Lord with all your heart, and do not lean on your own 

understanding.”   Proverbs 3:5 
 

We may not have said it, but we all have thought it.  If there is a God 
and He loves us, why did He let this happen?  I sincerely prayed for my 
loved one, why did God not heal him? I try to treat everyone as I want to be treated, why did this 
happen to me?  And then there is the one everyone asks, why does God let bad things happen to 
good people?  These are questions that deserve more attention than this little devotion can offer, but 
the little proverb above gives at least some significant help. 
 

We are only human and therefore our understanding is very limited at best.  God on the other hand 
has no limits when it comes to understanding and wisdom.  This alone is reason enough to trust Him.  

However, let me suggest at least one more reason.  He loves you more than you 
can ever imagine.  If you doubt that He does, you need to take a long look at the 
Cross of Calvary.  That is God’s only son hanging there.  God put Him there for 
your sins and mine.  I told you your understanding is limited! 

GOD bless. 
Dolan Davis Jr.  
Chaplain ATDA  
205-758-6624  dolan@davistires.com  

P.S.  About eight years ago, I received a phone call from Barry McGirt asking me if I would be willing to 
be Chaplain of this association.  I want to thank him for the invitation and publicly say I will miss him 
dearly as he enters retirement.  I pray that he enjoys his retirement as much as I have enjoyed his 
friendship and the friendship of this great association.  God bless you Barry. 
 

Welcome New Members: 
 

DOZIER TIRE 
 34153 Hwy 43 N Phone: 334-636-4000 
 Thomasville, AL 36784   
 Key Contacts: 
  Michael Adams – madams@doziertire.com  
 

GROVER & SON ALIGNMENT, LLC 
 2025 Barry Street Phone: 256-835-1988 
 Oxford, AL 36203 
 www.groverandsonalignment.com  
 Key Contacts: 
  Edward L Parris – groverandson@aol.com   
 

SOUTHERN RUBBER TIRE PROS 
 917 – 6th Ave N Phone: 205-322-5654 
 Birmingham, AL 35203 
 www.southerntirepros.com   
 Key Contacts: 
  John Abernethy 
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Calendar of Events 
Convention Sponsorship Deadline 
 Friday, May 30th 
 

National Tire Safety Week 
 June 1 – 7, 2014  

Retailers interested in obtaining free RMA materials for National Tire Safety 
Week can order them online at www.betiresmart.org.  

 

Annual Convention 
 July 11-12, 2014 
 Registration Deadline: June 10th 
 Island House Hotel, Orange Beach, Alabama 
 Golf Tournament, Fishing Outing,   Educational Sessions, General Business Meeting, Awards & Honors,  
 Great Opportunity to Visit with Suppliers & Dealers! 

 

Pair Earns Tire Leadership 21 Scholarships 
 American Tire Distributors' Tire Pros dealer unit awarded scholarships to a pair of up-and-coming tire 
dealership managers to attend the Tire Leadership 21 Program, which recently kicked off at Northwood 
University's main campus in Midland, Mich. 
 Michael Adams of Trax Tire Pros in Semmes, Ala., and Steven “Bo” Ray of Quality Tire Pros in 
Chattanooga, Tenn., each earned a 50% tuition scholarship – that includes meals and materials – to the Tire 
Leadership 21 program. 
 The Tire Leadership 21 program, developed by the Center for Tire & Service Education, was created for 
the next generation of tire dealer managers, leaders and owners. The program includes two, one-week 
sessions held at Northwood University campuses in Midland and West Palm Beach, Fla. Between sessions, 
participants are required to complete an individual project that must deliver $25,000 in additional annual profit 
to their employer.  
 Adams returned to his family’s tire and automotive business 
after serving in the U.S. Air Force for four years. He worked his way up 

through numerous positions before earning the store manager 

position at Trax Tire Pros’ newest store. 
 According to Chuck Fuqua, Trax Tire Pros COO, Adams was 

nominated for the scholarship based on his outstanding work ethic, 
drive and determination, and demonstrated ability to deliver positive 

results. “It’s an honor to have been selected for this scholarship,” said 

Adams. “I’m looking forward to gaining new ideas that will have a 
positive impact on our business.” 

 Ray has a wide range of responsibilities as an assistant manager at Quality Tire Pros and also 
represents the business on the Chattanooga Chamber of Commerce. Tom Eberle, owner of Quality Tire Pros, 
said he possesses the analytical skills to diagnose problems and devise viable solutions accompanied by an 
ability to remain calm in any situation.  
 “This program presents a great opportunity to learn new ways to handle business as well as meet other 
dealers,” said Ray. “I’m looking forward to sharing information with others and learn how they are adapting 
with changes in the business.” 
 “We are proud of both Michael and Bo’s accomplishments and their contribution to both their individual 
stores and the Tire Pros community,” said Dan Brown, president of Tire Pros, which now has 570 locations 
across the U.S. “Both candidates have unique backgrounds, but share a common determination for self-
improvement and desire to further their management and leadership skills.” 
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Please Support Your Supplier Members: 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 

 
 
 

 

 

AAA Tire Recyclers 
Wanda Sherrell 
Bud Adams 
205-590-7352 
 

Alpha & Omega Processing 
Dan Deyton 
Derek Barnes 
866-242-4325 
 

American Tire Distributors  
Barry McGirt  
800-950-3928 
Terry Hadder  
800-783-6936 
Terry Treesh 
800-476-3868 
Phil Baker 
800-654-5273 
 

Ashberry Tire Landfill  
Ty Ashberry  
334-493-1250 
 

Automotive Equipment 
Service  
Hardy & Jane Thompson  
888-664-5490 
 

B & B Tire Landfill  
Bud & Barbara Adams  
205-647-6736 
 

Bridgestone Americas  
Robert Pritchett  
615-513-1282 
Christopher Rogers 
682-831-2565 
 

C.W. Owens Enterprises –   
Scrap Tire Management  
Wayne & Phyllis Owens  
800-869-1372 
 

Carroll Tire  
Cecil Bowden  
205-655-2182 
Don Pylant  
800-446-0589 
 
 

  

Robison Tire 
Clay Robison 
Mike Windham 
800-824-3225 
Richard Henderson 
Chris Johnston 
334-834-6138 
 

S & S Tire 
Mike Griffin 
877-777- 7411 
Jay Johnson 
800-777-6794 
 

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

Southlake Capital 
John Rogers 
205-682-2815 
 

TCI Tire Centers, LLC – 
Distribution Center 
Mike Brown 
866-907-9463 
Tony Miller 
800-475-1876 
 

Tech International 
Leon Hataway 
828-320-3021 
 

Tenneco Automotive 
Ed McArthur 
205-589-2781 
 

Tire Industry Association (TIA) 
Wilson Beach 
800-876-8372 
 

Wheel & Rim, Inc. 
David Strickland 
205-324-4404 
 

Yokohama Tire Consumer 
Jim Vickers 
404-401-8606 
 

 

Kauffman Tire 
Matt Wall 
205-605-0110 
Richard Dulaney 
404-762-8433 
Mike Helms 
866-758-8473 
 

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

McGriff Treading Company 
Randy Drake 
256-739-7080 
 

McPherson Oil Company 
Michael Glass 
251-666-6744 
 

Merchants Against Unfair 
Interchange (MAUI) 
Brian Bibb 
800-395-0091 
 

Mohawk Rubber 
Frank Harcrow 
205-368-4130 
Dan Johnson 
205-863-9053 
Merlin Oleson 
678-478-1305 
 

Myers Tire Supply 
Barry Morgan 
800-328-5110 
 

NAPA Auto Parts 
Bill Jenkins 
205-510-2902 
 

Parrish Tire 
Gary Waters 
800-877-2431 
 

Perfect Equipment 
Gregory Parker 
Lewis Whitfield 
615-916-3791 
 
 
 

 
 

 

 

Castrol 
Gene Logan 
205-266-4863 
 

Federated Insurance  
Garrett Pepper  
800-533-0472 
 

50 Below 
Mike Anderson 
866-496-5151 
 

Friend Tire Company 
Joe Davis 
901-794-2777 
 

Harris Tire & Rubber Co.  
Mickey Taylor  
334-566-2691 
Jason Berry 
256-382-0797 
 

Hesselbein Tire  
Tony Case 
601-974-5917 
 

Hornsby Tire Distributors 
Roger Hornsby 
334-678-1522 
Joey McGhee 
256-852-8530 
Jeff Hodgens 
205-251-9781 
 

Hunter Engineering 
Sterling Yearber 
256-606-7691 
 

Huie, Fernambucq & 
Stewart, LLP 
Charles Jeffery Ash 
205-874-3463 
 

J Scott Enterprises, Inc. 
 DBA Metro Recycler 
Phillip Tidwell 
205-841-1930 
 

Jones Interstate Tire Co 
Jimmy Jones / Bill Jones 
334-874-2265 
Coby Hutchinson 
800-239-6649 
Martha Tillison 
800-239-2825 
 
 
 
 

The Spare Tire is a publication of Alabama Tire Dealers Association.  The Spare Tire is 

published 6 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. 
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