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Letter from the President 
 

 

Hello to All, 

 

I hope everyone is 

drying out from this 

ridiculously wet 

weather we have been 

having. With the 

upcoming political 

season, the next six 

months will be eventful. We, as Independent 

tire dealers, need to continue to give our 

customers great customer service and focus 

on our business. 

  

 The Annual Convention will be in Orange 

Beach again this summer. The weekend will 

be filled with golfing, fishing, activities on 

the beach, and fellowship with good friends. 

Mike and the girls are working diligently to 

assure that we are going to have a wonderful 

convention. Make your plans now to join us. 

  

 Let’s continue to support our Alabama 

Tire Dealer Association and work hard on 

getting new members. 

 

See you all in June, 

 

Shane Adams 

ATDA President 

Dozier Tire 

251-583-9279 
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A Simple Cash Flow Spreadsheet Anybody Can Use 

By Tim Berry, Guest Blogger  

If there's just one formal business skill every business owner should have, it's 

understanding and forecasting cash flow. It's not intuitive because it's not the same as 

profits; but it's vital. We spend cash, not profits. 

Here's my recommendation for a relatively simple way to lay out cash flow in a spreadsheet, so you can see it. It doesn't 

take a CPA or an MBA to do it ... just knowing your own business. 

Do Your Numbers 

 

Making Your Estimates 

1. In lines 3 and 4, you forecast the revenue from sales. Yours might be just cash sales, a single line. If you have 

sales on account, you know it. If you're not sure (maybe you're looking at a startup so you don't have the 

experience yet), assume you do have sales on account if you sell to other businesses; and probably not if you sell 

to consumers. Line 4 is your prediction for when the business customers will pay invoices. 

2. The "Start" column reflects the starting balances and starting funding for a startup. With an ongoing business, you 

might have that balance labeled "Dec" for the ending month of the previous year. In this example, the startup 

owner borrows $55,000 and gets $25,000 as new investment. 

3. Lines 5 and 6 are important because new money from loans and investments doesn't show up in your profits, but 

it's there. 

4. That whole block of rows 3-6 is a simplification. You know your business. Where else does money come in? 

Maybe you're selling assets too? Stay flexible. Take this simple example as just that, an example. Make yours 

specific to your business.   

5. Rows 9-10 are also simplified. Use as many rows as you want to estimate operating expenses, focusing mainly 

on fixed costs, rent, utilities, and payroll.       

          Continued on Page 4 
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6. Row 11 is there to make the point that cash flow counts what you spend for inventory and other direct costs of 

sales, when you spend it – not when it shows up in profit and loss. When a bookstore spends $10,000 in 

November to buy books to sell, those books might not show up in profits (as cost of goods sold) until December, 

January, or beyond ... but that money leaves your bank in November. So you put it into your cash flow in 

November. If you don't sell products, and don't deal with inventory, then you might have a row for direct costs 

such as hosting, or customer 

7. Row 12 is there because most businesses pay a lot of expenses at the end of the month, or 30-45 days after 

received. For example, the ad you place might come through as an invoice that you'll pay later. Row 12 is for all 

those things you pay later. And, just in case you're keeping track, these are expenses, including tax and interest. 

The projected interest on that $55,000 loan is included there. 

8. Rows 13 and 14 show two items that are often forgotten in cash flow planning. Principal payments on debts, and 

buying new assets, don't show up in profit and loss. But they cost money that goes out of your bank account. 

Simple Calculations 
As you can see in the illustration, row 7 sums the money coming in, row 15 sums the money going out, row 16 shows the 

cash flow for the month, and row 17 shows the projected cash balance. You can see from the illustration how the cash 

flow is the change in the cash balance, and the cash balance is the equivalent of checking account balance; it's how much 

money you have. 

The Key is Using it Right 
First, tailor your cash plan to match the actual details of your business. This is a very simple example. Be flexible about 

adjusting it so it matches your business, and your bookkeeping, 

Second, using it correctly requires keeping it up to date. Review it every month. Calculate the differences between what 

you expected and what actually happened, and make adjustments. 

You never guess right. And this is all guessing. What matters is watching carefully and updating so you can react to 

changes in time. 

Like all business planning, the value is in the decision. The business value of cash planning is the decisions it causes. 

 

Welcome New Members:  
 

Action Tire Co. 
 Jason Stewart, 2150 Highway 31, Calera, AL 35040, Phone: 205-620-9755 

  jws@actiontireco.com   www.actiontireco.com  

Action Tire Co. 
 Jason Stewart, 2675 Commerce Cir., Tarrant, AL 35217, Phone: 205-849-3037 

  jws@actiontireco.com   www.actiontireco.com  
 

 

Automotive Equipment Warehouse 
 Sterling Yearber, 1303-B Nelle St., Tupelo, MS 38801, Phone: 256-606-7691 
  syearber@bellsouth.net   
 

 

BASYS Processing 
 Danny Haggerty, 15423 W 100th Ter., Leneva, KS 66219, Phone: 913-647-5800 
  dhaggerty@basyspro.com  www.basyspro.com 
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Management Tips from  

Automotive Management Network 

December 2015 

 

Tip #200 –That’s a Snappy Looking Outfit! 
 

How you dress determines how good you are at car repair, how good you are at completing 

repairs on time, how accurate your estimates are – bottom line – how professional you are. 

 

Assemble a group of technicians and advisors and then ask customers who they want to work 

on their car strictly based on how they look. You can bet it will be the ones who are best 

dressed. If you don’t currently have the best dressed employees of any repair shop in town, you 

should. 

 

 

Tip #203 – On the cover of Better Auto Repair Shops and Gardens 
 

 Showcase every area of your building and grounds – because “beautiful sells”. 

 

Start by making the entrance extremely nice, and then match that everywhere throughout the 

facility – the shop and equipment, the restrooms, the offices, the dumpster area – all of it. Make 

each one look exceptional. Even the back lots of first class businesses look good. 

 

To customers these visuals are your service. They say how good you are at everything that you 

do. 

 

 

Tip #204  – If no one complains about your prices … 
 

If no one complains about your prices, they may be “too low”. Most businesses have at least 

some price complaints. No complaints or very few could mean that your prices are attractive to 

even the cheapest misers in town – customers that most businesses prefer to avoid. Sometimes 

pressure from this type of customer causes a business to undercharge everyone including those 

who would be just fine with paying a bit more. On the other hand if you get constant price 

complaints all day long, your prices may be too high – or it could be time to move to a different 

area – a massive undertaking, but almost always well worth it in the long run. 
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Tentative Agenda: 
 

6 am – Deep Sea Fishing Expedition 

8 am – Golf Tournament 

2 – 4 pm – Registration 

4:30 – 5:30 pm – General Business 

Meeting 

5:30 – 7 pm Cocktail Reception & 

Vendor Fair 

6 – 9 pm – Children’s Program  

7 – 9 pm – Welcome Dinner 
 

8 – 9 am – Past President’s Breakfast 

9 – 12 am – Educational Forum 

2 pm – Beach Obstacle Course 

6 – 7 pm – Cocktail Reception 

7 – 10 pm – Scholarship Banquet 

2016 Annual ATDA Convention 
 

 

 

Room Rates: 
Standard Room $251.00 

Upgraded 
Accommodations: 

Pool View Room $271.00 

Gulf Front Room $291.00 

Courtyard Suite $319.00 

One & Two Bedroom  
Executive Suites Available. 

 

 

 

 
 

 

 
2016 Annual  

 
 

 

June 24-25, 2016 
Perdido Beach Resort 
Orange Beach, Alabama 

Convention  
Registration  
Deadline:  

May 20, 2016 
 

Retail members who renew 
their 2016 ATDA membership 

by February 29th are eligible for 
2 FREE convention 

registrations ($264 value). 
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2016 Annual ATDA Convention 

Golf  

Tournament 
Tournament Information: 
Date: Friday, June 24

th
 

Time: 8 am Registration 
 8:15 am Putting Contest 
 9 am Tee Time 

Format: 4-man Modified Scramble 

Location: Craft Farms 
  3840 Cotton Creek Circle 
  Gulf Shores, AL 36542 

Cost: $125 per player 
 Includes Mulligan Package & Lunch 

 

 

- -

 

Trip Information: 
Date: Friday, June 24th 
 

Departure Time: 6:00 am 
 

Return Time: 12:00 Noon 
 

Location:  SanRoc Cay Marina 
  27267 Perdido Beach Blvd 
  Gulf Shores, AL 36561 
 

Cost: $200 per angler (no youth discount) 

 Includes Snacks & Drinks 
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2016 Vendor Fair 
at the ATDA Annual Convention 

 

Friday June 24, 2016 
 5:30-7 PM Cocktail Reception 

Perdido Beach Resort 
Orange Beach, Alabama 

 

 Door Prize Drawings for Registered Booth Visitors. 
 Networking with Business Principles and Direct Suppliers. 
 Casual Atmosphere for Meet & Greet!  

 

2016 Platinum Convention Sponsors Receive: 
 4 FREE Convention Registrations 

 Table-Top Space in the Vendor Fair 
 Full-page Ad in the Convention Program 

 Full-page Ad in the Post-Convention Newsletter 
 Sponsor Signage at the Convention 

 Recognition in the Program, on our Website, and individually at 
Convention Events. 

 

 
 
 
 
 
 
 
 
 
 
 
 

 

Gold Convention 
Sponsors Receive: 

 3 FREE Convention 

Registrations 

 Half-page Ad in the 

Convention Program 

 Half-page Ad in the Post-

Convention Newsletter 

 Sponsor Signage at the 

Convention 

 Recognition in the Program 

and Website 

Silver Convention 
Sponsors Receive: 

 2 FREE Convention 

Registrations 

 Quarter-page Ad in the Post-

Convention Newsletter 

 Sponsor Signage at the 

Convention 

 Recognition in the Program 

and Website 

Bronze Convention 
Sponsors Receive: 

 1 FREE Convention 

Registrations 

 Sponsor Signage at the 

Convention 

 Recognition in the Program 

and Website 

Convention 
Sponsorship 

Pledge Deadline: 

February 29, 2016 
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  Calendar of Events 

  & Deadlines 
 
 

ATDA Board of Directors Meeting 
 Wednesday, April 13, 2016 – 9:30 am 

 Timberline Golf Club – Calera, Alabama 

 
 

Spring Scholarship Fundraiser Golf Tournament 
 Wednesday, April 13, 2016 

 Timberline Golf Club – Calera, Alabama 

 

 

2016 Convention Sponsor  
Pledge Deadline  

 April 30, 2016  

 

 

 April 30, 2016 

 

 
 

2016 Annual 
Convention 
June 24 – 25, 2016 

Perdido Beach Resort 

Orange Beach, Alabama 
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TIA Accepting Nominations for the  
2016 Tire Industry Hall of Fame 

Bowie, Md. - The Tire Industry Association (TIA) announced today that they are accepting nominations for the 
2016 Tire Industry Hall of Fame. The deadline for nominations is Friday, July 1, 2016. A nomination form is available 
onwww.tireindustry.org/hall-fame.  
 

The Hall of Fame is open to individuals in the tire industry, including 
manufacturers, inventors, publishers, equipment suppliers, tire 
association executives, tire dealers, tire and rubber recyclers and 
retreaders. The Hall of Fame may be awarded posthumously. 

 Inductees are chosen based on the following criteria: their contributions 
of new ideas,practices and/or innovations that promote the health and 
well-being of the tire industry; their exemplary and distinguished service 
in the tire industry; and the respect of their peers. Contributions in civic, 
cultural, educational or charitable endeavors will be considered, but are 
not a primary consideration as attributes for selection. 

 "The Tire Industry Honors Awards Ceremony is one of the highlights of 
the year for TIA. The tire industry has so many individuals that are 
worthy of recognition and the committee looks forward to selecting 
another group of honorees for this year's Hall of Fame," said TIA 
Executive Vice President Roy Littlefield. 

 The Hall of Fame Inductions will take place on Monday, October 31, 
2016 as part of TIA's Tire Industry Honors Awards Ceremony, which 
takes place prior to the Global Tire Expo - Powered by TIA, November 1-4, 2016 in Las Vegas. 

 Questions regarding the Hall of Fame may be directed to TIA Director of Marketing Donna Sage 

at dsage@tireindustry.org or 301.430.7280 ext. 102.  

 

Left to right: 2015 Hall of Fame inductees Dr. 
Raghupati Singhania, Bucky Stein, Beverly 
Fischer who accepted the award posthumously 
for Ross Fischer, Paul Hyatt, and Bob Hendry 
who accepted the award on behalf of Herman 
"Hy" Freeman who was unable to attend. 
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Telephone Doctor’s Six Cardinal Rules of 
Customer Service 

By Nancy Friedman, Keynote speaker, Customer Service Expert, President Telephone Doctor Customer Service  

FACT: The best weapon for a small business against the BIG guys is Customer Service.  

It’s that simple.  
 

We will pay more for better service! So if you’re a small business owner and if you’re looking for 

ways to improve, read on. Telephone Doctor, an international customer service training company 

headquartered in St. Louis, Missouri, believes in helping small businesses get better at communicating with their 

customers.  
 

To get off on the right foot with your customers, whether you’re a large or small retailer, whether your customers 

come to you via the phone or in person, here are the Telephone Doctor’s Six Cardinal Rules of Customer Service.  

Adapting these easy steps will make your day, and more importantly, make the customer’s day a better experience 

for you and your company.  
 

Cardinal Rule # 1 – People Before Paperwork  
When someone walks into your place of business, or calls you while you’re working on something, drop everything 

for that person. Remember, paper can wait, people should not. We’ve all been abused when we go shopping and 

been ignored and we know how that feels. Let’s not abuse our own customers. Remember: People before 

paperwork.  
 

Cardinal Rule # 2 – Rushing Threatens Customers  
Sure, you may understand something real quick, but rushing the customer along will only lead to them feeling 

intimidated and you won’t see them coming back to you. Take it easy. Remember, speed is not success! Trying to be 

“done” with a customer as quickly as possible is seen as being rude and uncaring. Take your time with each and 

every contact.  
 

Cardinal Rule # 3 – Company Jargon  
Ever get a report from a company and not understand it? Some companies have company jargon that makes the CIA 

wonder what’s up. Be very careful not to use your own company jargon on your customers. You and your employees 

may understand it very well, but the customer may not. And you’ll only cause a lot of unnecessary confusion. Spell 

things out for your customers. Don’t abbreviate. Remember, don’t use military language on civilians.  
 

Cardinal Rule # 4 – Don’t Be Too Busy To Be Nice 
Hey, everyone’s busy! That’s what it’s all about. Being busy does not give you carte blanche to be rude. Remember, 

you meet the same people coming down, as you do going up. They’ll remember you. (What’s worse than being 

busy? NOT being busy.)  
 

Cardinal Rule # 5 – “Uh huh” is not ‘Thank You’ — “There ya go” is not ‘You’re Welcome’  
How often do you hear these slang phrases? We need to remember ‘Thank you’ and ‘You’re welcome’ are beautiful 

words. The customer cannot hear them too often. However, if you’re telling your customers to “have a nice day,” 

please say it with meaning! I recently had a checkout clerk tell the FLOOR to have a nice day. She wouldn’t look at 

me. Make eye contact when you’re saying something nice.  
 

Cardinal Rule # 6 – Be Friendly BEFORE You Know Who It Is  
There’s a good lesson to be learned here. The Telephone Doctor motto is: SMILE BEFORE you know who it is. It 

will earn you many classic customer service points. The customer needs to know you want to work with them, no 

matter who they are. Remember, sometimes it’s way too late to smile and be friendly after you know who it is.  

Any one of these tips will boost your customer service! 
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Chaplain’s Corner  

“He who observes the wind will not sow, and he who regards the clouds will 
not reap. As you do not know the way the spirit comes to the bones in the 
womb of a woman with child, so you do not know the work of God who 
makes everything.” Ecclesiastes 11:5 
 

 

 To say that the world we live in has been transformed by technology is a tremendous understatement. If 

my dad who died in 2002 observed the amount of time I spend on a computer at our tire store he would shake 

his head in disbelief. As tire dealers it is certainly wise to gather information before making business decisions. 

However, as the verse above declares, the farmer who waits for “perfect” weather to plant will never reap a 

harvest. Just like the farmer, we have to make decisions and take actions everyday 

without “perfect” information and without a “perfect” mind. The truth of the verse above 

is that though present technology has greatly enhanced our access to information. There 

is much we do not know. Doctors know much more today about the birth of a baby than 

in years past, but only God knows “all”. We would be wise to do what we can with what 

we know and trust what we do not know to the God who loves us so much He allowed 

his Son to die on a cross to save us from our sins. Hallelujah! What a Mighty God! 
 
 

GOD bless. 

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

 
Averaging Full-time and Full-time Equivalent Employees and Why it Matters 

For purposes of the Affordable Care Act, employers average their number of employees across the months in the year to 
see whether they will be an applicable large employer. This is important to do because two provisions of the health care 
law apply only to ALEs and are now in effect. These are the employer shared responsibility provision and the employer 
information reporting provision for offers of minimum essential coverage. In addition, self-insured ALEs – that is, 
employers who sponsor self-insured group health plans – have additional provider information reporting requirements. 

Remember that the vast majority of employers will fall below the ALE threshold number of employees and, therefore, will 
not be subject to the employer shared responsibility provisions.   

Here are definitions to three terms that are significant in determining whether your 
organization is an ALE. In general: 

 A full-time employee is an employee who is employed on average, per month, at 

least 30 hours of service per week, or at least 130 hours of service in a calendar 
month. 

 A full-time equivalent employee is a combination of employees, each of whom individually is not a full-time 

employee, but who, in combination, are equivalent to a full-time employee. 

 An aggregated group is commonly owned or otherwise related or affiliated employers, which must combine their 

employees to determine their workforce size. 

To determine if your organization is an applicable large employer for a year, count your organization’s full-time employees 
and full-time equivalent employees for each month of the prior year. If you are a member of an aggregated group, count 
the full-time employees and full-time equivalent employees of all members of the group for each month of the prior year. 
Then average the numbers for the year. Employers with 50 or more full-time equivalent employees are applicable large 
employers and will need to file an annual information return reporting whether and what health insurance they offered 
employees. In addition, they are subject to the Employer Shared Responsibility provisions. 

There are many additional rules on determining who is a full-time employee, including what counts as hours of service. 
For more information on these rules, see the employer shared responsibility final regulations and related questions and 
answers on IRS.gov. 
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Federated Insurance to Host Risk Management Academy for Tire Dealers 

 
Bowie, Md. - Federated Insurance, the preferred provider of business and workers' compensation insurance for 

the Tire Industry Association (TIA), will host a Risk Management Academy for tire and auto dealers. The 2½ 

day seminar will be held May 23-25, 2016 at Federated's headquarters in Owatonna, Minn. 

 

 The seminar is designed specifically for owners and key employees who are responsible for implementing risk 

management strategies at their tire dealership. The seminar targets specific risk management concerns for the 

tire industry. Key agenda items will include: 

 

 Distracted driving 

 Hiring, screening and retaining employees 

 Claims handling 

 Employment-related practices liability 

 Implementing a drug and alcohol free workplace 

 Risk managing your workers compensation 

 Major loss areas in the tire industry 

 And more 

 

"This is an excellent opportunity for TIA members to learn to prevent losses that are chipping away at the 

bottom line. Participants will also have the chance to connect with industry peers who are facing similar 

challenges," said TIA Executive Vice President Roy Littlefield.  

 

There is no charge for TIA members to attend this seminar as it is a TIA member benefit, thanks to TIA's 

partnership with Federated Insurance.  Attendees, however, are responsible for the cost of travel, lodging (at a 

discounted rate), and incidental meals. Space is limited to 25 persons. 

  

To register, please contact Royetta Spurgeon at 507-455-5604 orrlspurgeon@fedins.com or 

visit www.federatedinsurance.com. 

 

 About Federated:  
For more than a century, Federated Insurance Companies has provided peace of mind to business owners through 
valued insurance protection. Federated's national headquarters is located in Owatonna, Minnesota. 
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6 Everyday Solutions to Managing Stress 

January 23, 2016 by Tim Grable 

Like it or not, we are all stressed. Whether it’s due to everyday 

responsibilities, unforeseen changes and challenges to current 

plans, or threats beyond our control, stress is a part of our lives.  

You may be familiar with the words of Haruki Murakami: “Pain is 

inevitable. Suffering is optional.” The same is true about stress. 

Keep an arsenal of stress-relieving activities in your back pocket, 

and you will be able to manage and move past stress with as little 

suffering as possible. Try some of these six activities to discover 

your own unique way of stress management. 

 

Workout 
Stress causes atrophy to the brain, and exercise helps reverse this damage, according to Yale Stress Center 

kinesiologist, Matthew Stults-Kolehmainen, Ph.D. 

Get your heart rate up with exercise that makes you sweat and leaves you gasping for breath. if you aren’t 

currently a member of a gym, 24 Hour Fitness has hundreds of locations nationwide so that you can easily 

workout over your lunch hour. 

 

Listen to Soft Music 
Music — especially slow, quiet music — can have a noticeably relaxing impact on us physically and mentally. 

As our psyche takes in the relaxing tones, our pulse and heart rate begin to slow, and our blood pressure lowers, 

leading to lower stress hormones. 

 

Eat Healthy 
While you may be tempted to reach for the closest pint of Ben and Jerry’s, eating healthy is actually the better 

option when trying to manage the effects of stressful situations. Supplement refined sugars, which exit our 

blood as quickly as they enter causing a “crash,” for fruits and vegetables that provide stress-reducing 

antioxidants. 

 

Take a Hot Bath 
Heat quiets and soothes the body, and the weightless feeling from floating in the tub relieves tension from the 

constant pull of gravity. The combination of these two elements through a nice hot bath helps calm your senses 

and fights off stress. 

So draw a nice hot bath (recommended temperature of 100-102 degrees Fahrenheit) and soak in the benefits of 

this at-home hydrotherapy stress buster. 

 

Get a Pet 
Pets provide great stress relief. Although pets are not for everyone, pet ownership has been linked to stress 

reduction through the combination of companionship, sense of purpose and increased physical activity. 

If nothing else, a pet provides a great distraction and temporary relief from everyday stress factors. If you have 

been considering adding a pet to your home, this is just one more reason to take a trip to that pet store. 

 

Grow a Garden 
Gardening has similar stress relief factors to owning a pet according to the American Institute for Stress. The 

distraction and responsibility of caring for something that requires a nurturing environment to thrive can make 

all the difference when trying to manage your stress. 

If a pet won’t fit into your life, maybe planting some fresh produce in the backyard will reduce your stress and 

increase your healthy eating options. 
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TIA Announces Hands-On Farm Tire Service  
Training Classes 

 Bowie, Md. - The Tire 

Industry Association (TIA) has 
announced the dates for three 
hands-on Basic Farm Tire 
Service (FTS) training classes 
in 2016. The classes, 
sponsored by Stellar 
Industries, will be held June 
14-16, July 12-14 and August 

16-18 and will run from 8:30 a.m. - 4:30 p.m. each day.   

Basic Farm Tire Service is a minimum skills training and certificate program that outlines and explains 
the guidelines for servicing farm, agriculture and construction tire and wheel assemblies. Participants 
will learn step-by-step procedures for demounting, mounting and inflating, single, duel and 3-piece 
assemblies in addition to service truck operation and liquid ballast installation/removal. 

"The response to our hands-on FTS programs has been very good over the past two years and we 
are excited to be offering the classes again this summer," said TIA Director of Training Christine 
Hoogenboom. 
 

Tuition is $495 for 1 or 2 attendees. Companies sending 3 or more participants will receive a 
discounted rate of $445 per student. Attendees who successfully complete the 3-day class will 
receive a Certificate of Completion. 

To download a registration form, please visit www.tireindustry.org/training. For information, contact 
Christine Hoogenboom at choogenboom@tireindustry.org or 1-800-876-8372, ext. 106. 
 

Man Defrauds Tire Dealer from Inside Prison 
by Tire Review Staff - March 8, 2016 

An inmate at an Alabama correctional facility was convicted of defrauding a tire business, 
STM LLC of Fort Walton Beach, Fla., out of $200,000, local 
media reports. 

Using a smuggled in smartphone the inmate would call a tire 
business and ask who they sell tires to. Once he was able to 
obtain that information, he would call the tire buying business 
and find the name of an employee who works there and place an 
order with the tire retailer as that employee. 

According to court documents, the company the inmate falsely purchased tires as was 
Alabama-based trucking company HMT Inc. 

From inside the prison, the inmate would sell the tires to a third party business at a low price 
and hire someone on the outside to get the tires from the dealership he purchased the tires 
from. 

The inmate was sentenced to another three years in prison, which he will serve while in 
custody for the remainder of his 2000 sentence. 
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Overtime Rule Changes – Urgent Update 
 

As communicated in the past, the Department of Labor has proposed that the White Collar 
exemption salary threshold of $23,660 be increased to $50,440 per year. Due to the 
significant impact on SESCO clients and employers across the country, we’ve been closely 
monitoring this development. 
 

The latest development is that the Department of Labor (DOL) forwarded its final overtime 
rule with the proposed increase in the guaranteed salary basis to the Office of Management 
and Budget (OMB) and Office of Information and Regulatory Affairs (OIRA) for review on 
March 17. This completes the last mandatory step that the DOL has to take before issuing the 
final regulations. Based upon this action, it’s possible that the overtime rules could come 
sooner than the expected date of July/August of 2016, with a release in April or May followed 
by a 60 or 90-day implementation period. The final rule may also include changes to the 
"duties test" that define the types of positions who must be paid overtime. 
 

As SESCO’s history is rooted in Wage and Hour compliance and representation of clients 
before the Department of Labor, we recommend that the following steps be implemented now 
so as to prepare for these significant changes: 
 

• Review your current salary-exempt incumbents and 
simply identify those who make less than $50,440. 
 

• Request/require these positions to begin to maintain an 
accurate record of time, if not already, to determine actual 
hours worked. Use a reason such as ACA, benefits or 
other and not reference Department of Labor. 
 

• Over several weeks and months, determine whether or not these incumbents who make 
less than $50,440 work in excess of 40 per week. 
 

• If overtime is worked, determine if hours of work can be reduced to 40 or less so as to avoid 
an increase in the salary or transitioning the pay plan to a nonexempt plan with overtime. 
 

• If, in fact, the position is required to work over 40 on a regular basis, then you will need to 
determine whether or not you wish to increase the salary in one fell swoop to the minimum 
requirement, $50,440. 
 

• If this increase is not practical, you will need to determine whether or not you wish to 
implement a nonexempt pay plan which includes an hourly rate with time and one-half (150%) 
over 40 or SESCO’s recommended Fluctuating Workweek Method of Payment which is a 
guaranteed salary pay plan with half-time (50%) for hours worked in excess of 40 hours per 
week. The fluctuating workweek is a very viable pay plan for both employer and employee 
and will be the least disruptive to both parties. However, we strongly recommend that you 
contact SESCO before implementing such a program to not only ensure compliance to the 
Department of Labor regulations, but also ensure that it is properly implemented and 
communicated to staff so that there is no confusion. 
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Please Support Your Supplier Members: 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 
 
 
 

 

 

SLK Tire Designs 

Trinity  
Sabrina Lentz Knop 
Cheryl Lentz 
256-566-5481 
 

TCI Tire Centers, LLC – 
Distribution Center 

Mike Brown – Birmingham  
866-907-9463 

Tony Miller – Mobile  
800-475-1876 
 

TCI Tire Centers, LLC –  
MRT Retread Plant 

Jason Shoe – Birmingham  
205-244-1500 
 

Tech International 

Granite Falls, NC 
Leon Hataway 
828-320-3021 
 

Tire Industry Association (TIA) 

Bowie, MD 
Wilson Beach 
800-876-8372 
 

Westmoreland Tire Co.- 
Commercial & Retreading 

Steve Westmoreland – Ft. Payne 
800-443-9149 

Jay Seale – Greensboro 
334-624-3204 
 

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

Yokohama Tire Consumer 
Jim Vickers 
404-401-8606 
 

 

Kauffman Tire 

Mason Teofilo – Birmingham  
205-605-0110 

Prentiss Pettway – Ellenwood, GA 
404-762-8433 

Dominick Scileppi – Midway, FL 
866-758-8473 

Mark Hatcher – Macon, GA 
478-750-7605 
 

McGriff Industries 

Cullman 
Barry McGriff / Bert McGriff 
256-739-0780 
 

McGriff Treading Company 

Randy Drake - Cullman 
256-739-7080 

Chan Collum – Oxford 
256-241-0898 
 

Mohawk Rubber 

Hingham, MA 
Frank Harcrow – Fultondale  
205-368-4130 

Merlin Oleson –Alpharetta, GA 
678-478-1305 

Steve Fulton – Alpharetta, GA 
678-467-0508 
 

Myers Tire Supply 

Hoover 
Barry Morgan 
800-328-5110 
 

NAPA Auto Parts 

Birmingham 
Bill Jenkins 
205-510-2902 
 

Parrish Tire 

Carrollton, GA 
Gary Waters / Robby Dixson 
800-877-2431 
 

Perfect Equipment 

Murfreesboro, TN 
Gregory Parker 
Lewis Whitfield 
615-916-3791 
 

S & S Tire 

Mike Griffin – Birmingham  
877-777- 7411 

Jay Johnson – Nashville  
800-777-6794 
 

 
 

 

 

Carroll Tire  

Don Pylant – Dothan   

800-446-0589 

Cecil Bowden – Trussville   

205-655-2182 
 

Federated Insurance 

Atlanta, GA  

Garrett Pepper  
800-533-0472 
 

Hesselbein Tire  

Jackson, MS 
Tony Case 
601-974-5917 
 

Hornsby Tire Distributors 

TJ Sewell – Dothan  
334-678-1522 

Joey McGhee – Huntsville  
256-852-8530 

Jeff Hodgens – Birmingham  
205-251-9781 

John Barron – Columbus, GA 
706-304-7016  
 

Huie, Fernambucq & Stewart, LLP 

Birmingham  
Charles Jeffery Ash 
205-874-3463 
 

Hunter Engineering 

Sterling Yearber – Decatur  
256-606-7691 

Ryan Gerber – Pelham  
205-901-7000 

Phil Ellis – Chelsea  
205-616-6217 
 

J Scott Enterprises, Inc. 
 DBA Metro Recycler 

Birmingham 
Phillip Tidwell 
205-841-1930 
 

Jones Interstate Tire Co 

Jimmy Jones – Selma   
334-874-2265 

Coby Hutchinson – Columbus, MS 
800-239-6649 

Martha Tillison – Pensacola, FL 
800-239-2825 
 
 
 

 

AAA Tire Recyclers 

Hayden 
Wanda Sherrell 
Bud Adams 
205-590-7352 
 

Alliance Tire Group 

Kimberly, AL 
Blaine Cox 
205-910-8101 
 

Alpha & Omega Processing 

Daphne 
Dan Deyton 
Derek Barnes 
Scott Armstrong 
866-242-4325 
 

American Tire Distributors  

Jason Eddleman – Birmingham  

800-783-6936 

John Kubia – Cullman   

800-950-3928 

Mary Creamer – Montgomery  
800-654-5273 

James Lopasser – Mobile  
800-476-3868 
 

ARI – Network Solutions 

Duluth, MN 
Ryan Sweeney 
866-496-5151 
 

Ashberry Tire Landfill 

Opp  

Ty Ashberry  
334-493-1250 
 

Automotive Equipment Service  

Alabaster 
Hardy & Jane Thompson  
888-664-5490 
 

B & B Tire Landfill 

Hayden  

Bud & Barbara Adams  
205-647-6736 
 

Bridgestone Americas 

Newman, GA 
Griffin Wiggins  
770-597-6714 
 

C.W. Owens Enterprises –   
Scrap Tire Management 

Southside  

Wayne & Phyllis Owens  
800-869-1372 
 
 
 

  
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. 


