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Letter from the President 
 

Whew………….. 

 

 Now that we have 

another successful 

convention behind us, let 

me say a BIG, “Thank 

you” to Cheryl and 

Sabrina for all of their 

hard work, to all of our vendors (business partners), 

board members and all of those who attended.  There 

is an old saying, “If it’s not broke don’t fix it”.  With 

Shane setting the bar high with a great convention last 

year, it made my job easy this year by simply 

following his process.   I’m sure Jim Caton 

(Andalusia Tire Co.) is already hard at work to make 

the 2017 Convention the best ever. 

 

 Speaking of processes, the best part of the 

convention is spending time with other dealers and 

sharing ideas with each other.  I can honestly say that 

since my business partner and I got involved with 

ATDA, our business has benefited greatly.  I would 

like to challenge each member to get involved and 

invite a fellow dealer who isn’t a member to join us.  

It has been my experience that what you put into 

something is what you get out of it. 

 We as an association are here to serve you and 

make each independent dealer as successful as 

possible.  Please contact us with ideas or questions 

that can make us stronger.  Small businesses are 

Americas lifeblood and people like you, serving your 

communities and mentoring other small businesses 

can help make America GREAT again and will help 

our independent dealers stay alive and prosperous. 

 I look forward to serving you.  May God richly bless 

you, your families and your business. 
 

Kindest regards, 

Mike Craft                                                                                                                                                             

Chelsea Tire Pros                                                                                                                                                 

Chelsea, AL 

2016 – 2017 
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2016 Hall of Fame Inductee: 
Darrell Jones 
Darrell’s Tire, Gardendale, Alabama 

 
 Darrell Jones began his 

career in the tire industry with 

Goodyear in Southside, 

Alabama in 1966. He worked 

there 4 years before moving on 

to work with McGriff Tire for 

7 years. In 1977, Darrell and a 

partner opened his first 

business, Wheel Distributors. 

Then, in 1980, Darrell left 

Wheel Distributors to open his 

own retail tire company, 

Darrell’s Tire in Gardendale, 

Alabama. He successfully ran 

the tire store and service 

station, Gardendale Amoco, for 

21 years before selling the 

company to Big 10 tires. 

 Darrell was active in the tire industry throughout his career, serving 

on the ATDA Board of Directors and rotating through the Executive 

Chairs before becoming ATDA President for the 1989-90 term. After his 

term as President, Darrell continued on the 

ATDA Board serving faithfully as the 

Association’s Chaplain for many years. 

 Darrell has been married to his lovely 

wife, Sharon, for 57 years. They have 2 

children and 3 grandchildren. 

 The ATDA Hall of Fame is proud to induct its newest member, Mr. 

Darrell Jones.  
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Are Your Sales People ‘Winging It’ on the Phone? 
 Each and every interaction your salespeople have with potential customers on the phone is an 
opportunity to enhance customer relations, the image of your business and increase sales. 

So, be honest, are your salespeople properly equipped to optimize each and every phone interaction they have 
with potential customers? If you’re like most businesses, then the answer is a resounding “no”. 

 ‘Winging it’ on sales calls negatively impacts every business 
but here I’ll reference my area of business specialization, the tire/auto 
service industry. 

 For tire/auto service businesses that have the same 
employees selling both face-to-face (in the store) and on the phone, 
by far the more important area to improve is phone performance. 

 In case any of this sounds like speculation, it’s well worth 
noting that it’s highly unlikely anyone has evaluated more sales calls between tire dealer employees and actual 
potential customers (not mystery shoppers) then my team and I at Sale Away have. The best way to measure 
training effectiveness, we have evaluated over 50,000 sales interactions since 2011 and that number is 
increasing daily! 

 Evaluating all those tire and service sales calls, most for market-leading tire/auto service businesses, 
has enabled us to teach clients specifically what works best to create customer engagement and sales on the 
phone. It has also confirmed that, before training, the vast majority of salespeople are indeed ‘winging it’. They 
have no real process and simply let the caller guide the conversation, responding with facts and figures 
and hoping for the order. 

If You’re Not In Control, You’re Out Of Control! 
 Salespeople that ‘wing it’ are not managing a call – the caller is – 
routinely breaking one of my top “Rules of Engagement”; If you’re not in control, 
you’re out of control! 

 Typically before training, as an example, a salesperson will respond to a phone tire inquiry with “what’s 
the size?” or “what’s the vehicle?” or both. This creates an indifferent first impression with the caller that often 
worsens when, not knowing what to say after those initial functional questions, the salesperson then asks “is 
there something particular you’re looking for?” or similar. 

 Imagine going to see your doctor for an ailment and he says, “do you have a particular medicine in 
mind?” Odds of that happening are about 0% yet odds are remarkably high that the equivalent of this is 
happening on your employee/customer calls right now.  

 Without an effective sales process, sales reps default to mere order takers with recommendations 
based on size/inventory and most sales are made by being in the right place at the right time. 

Professionals follow a sales process, amateurs ‘wing it’. 
 To improve customers’ buying experience and, ultimately, results for the business, all world-class 
companies train their employees a proven sales process. 

 To optimize performance on the phone, a clear sales methodology needs to be established and 
adhered to by your sales team. When we evaluate and literally score calls against our exclusive “Pinnacle 
Performance” sales process, each sales rep knows exactly how they performed on a given call and we can 
then pinpoint precisely what weak and/or missing areas of the process they need to improve upon moving 
forward. 

 Of course, mastering a sales process takes time and change, especially for those veterans that have 
been ‘winging it’ for years, is not easy. But, once institutionalized, the performance gains are well worth it. 

 If you are a tire/auto service business owner or manager, then you are leader of your team. It’s your job 
to make sure your team wins. Being properly prepared to most effectively manage every phone interaction and 

outperform the competition is a vital part of winning. ‘Winging it’ just won’t cut it. 

Steve Ferrante is the Grand PooBah & Trainer of Champions of Sale Away LLC. As producer and host of Pinnacle Performance, 
“The Best Reviewed Sales/Customer Service Training Program in the Tire/Auto Service Industry”, Steve has received national 
acclaim for teaching independent tire and auto service businesses how to improve customer relations, produce greater sales 
results and build a ‘winning team’ corporate culture. Steve is also contributing “Selling Smart” editor for Tire Review Magazine.  
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Calendar of Events 
 

ATDA Board of Directors Meeting 
 Wednesday, August 10, 2016 

 Gipson’s Tire Pros, Prattville, Alabama 

2016 SEMA Show  
 November 1-4, 2016 

 Las Vegas Convention Center, Las Vegas, Nevada 
  

Alabama SWANA Chapter   

 Fall Forum 

 Wednesday – Friday, November 2 – 4, 2016 

 STC Luncheon Meeting – Thursday, November 3rd  

 Guntersville State Park Lodge 

 

Annual General Membership Business Meeting 
 The Annual General Membership Business Meeting for the ATDA was held on Friday afternoon, July 24

th
 at 4:30.  The 

meeting was called to order by President Shane Adams.  Mr. Adams began the meeting by thanking all of our convention sponsors, 
especially our Platinum sponsors.  Bob Gipson provided a word of prayer to open the meeting.  The following business was 
conducted at the meeting: 

 Executive Director Sabrina Knop read the minutes from the 2015 Annual General Membership Business Meeting.  Mike 
Craft made a motion to accept the minutes as read and Bob Gipson seconded the motion.  The minutes were approved as 
presented. 

 Secretary/Treasurer Howie Johnston presented a financial report outlining the 2015 - 2016 profit reports.   
o General Fund growth $1857.68  
o Scholarship Fund growth $12,869.52 
o Overall, the Association is financially stable. 
o The Board has voted to start spending in Scholarships what we net in Fundraisers for  

 the preceding year. 
 Frank Harcrow made a motion to accept the financial report as presented and Steve  
 Westmoreland seconded the motion.  The financial report was approved as presented. 
Nominating Committee Chairman Steve Westmoreland presented the nominations for the 
2016-17 Board of Directors: 

o President – Mike Craft, Chelsea Tire Pros, Chelsea, AL 
o 1

st
 Vice President – Jim Caton, Andalusia Tire Co, Andalusia, AL  

o 2
nd

 Vice President – Howie Johnston, Tire Engineers, Birmingham, AL 
o Secretary/Treasurer – Jeff Ferguson, Jim Whaley Tires, Inc., Enterprise, AL 
o Director  – Bryant Gilmer, Southern Rubber Tire Pros, Birmingham, AL *** 
o Director – Pat House, McGriff Tire, Decatur, AL 
o Director – Joel Stephenson, Stephenson Tire, Florence, AL 

Tony Lentz made the motion to close the nominations, Bob Gipson seconded the nominations and the nominees were 
elected to their perspective positions. 

 President Shane Adams gave his State-of-the-Association Address. 

  Convention Chairman Mike Craft closed the meeting by outlining the format for the Vendor Fair and the remainder of the 
weekend.  Jim Foust made a motion to adjourn the meeting and Tony Lentz seconded the motion.  The meeting was 
adjourned. 

II Riverchase Office STE. 105 
Hoover, AL 35244 
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Vendor Fair 
Our Platinum Sponsors hosted a Vendor Fair on Friday afternoon to meet-and-greet with our members. 
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Friday Night Dinner 
 

Following the Platinum Sponsor Vendor Fair, attendees enjoyed a Southern Sunset Grill Buffet 
Dinner.  Golf Tournament and Fishing Expedition winners were announced and presented 
their prizes.  The Platinum Sponsors also had an opportunity to hold door prize drawings from 
their booth visitors. 
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DOL Increases Civil Penalties for 
FLSA and FMLA Violations 

 

The Department of Labor (DOL) has issued an interim final rule to 

adjust the amounts of civil penalties assessed or enforced under its 

regulations. The increased penalties are effective August 1, 2016. The 

Fair Labor Standards Act (FLSA or Act) and accompanying regulations provide for 

assessment of civil money penalties for any person who repeatedly or willfully violates the 

minimum wage and overtime provisions of the Act. The maximum penalty for a repeated 

or willful violation is increasing from $1,100 to $1,894 per violation. The Family and 

Medical Leave Act (FMLA) and accompanying regulations provide for assessment of a 

civil money penalty for each willful violation of the posting requirement. The maximum 

penalty amount is increased from $110 to $163 per violation. 

 

OSHA Rule May Require 
Employers to Revise 
Drug Testing Policies 

 

Effective August 10, 2016, the Occupational Safety 

and Health Administration (OSHA or Agency) will require employers to establish "a 

reasonable procedure" for employees to report work-related injuries and illnesses 

promptly and accurately. Under this new reporting standard, employer policies that 

request or require post- accident drug or alcohol testing will now face scrutiny by OSHA 

because, the Agency claims, post-incident testing deters injury reporting. Employers with 

post-incident or accident drug testing policies will be put to the task of justifying each 

decision to test based on the facts of each workplace incident or accident. OSHA will not 

find fault with an employer which conducts drug testing to comply with the requirements of 

a federal or state law or regulation, because its motive in conducting testing is not 

retaliatory. If OSHA finds that an employer drug testing policy deters the reporting of 

injuries and illnesses by employees, it may issue steep penalties. Penalties up to $12,741 

per violation may be imposed or, for willful violations, up to $124,712. 

 

SESCO recommends that clients review all applicable policy and practices to 
ensure compliance. For assistance, contact us at 423-764-4127 or by email 
at sesco@sescomgt.com 
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Winners - Biggest Red Snapper  
Barry Phillips 
Smallest – Steve Westmoreland 

 
 

Golf Tournament 
 

1st Place –  2nd Place –  3rd Place -    
Bobby Gillespie Mike Craft Ace Ventura   
Dominick Scileppi Mike Adams Howie Johnston   
Mason Teofilo Shane Adams Sam Johnson   
Bob Gipson George Booth Keith Johnson 
 

           
 

 Putting Contest Winner 
 & Longest Drive 
Jay Stephenson 
 

Closest to the Pin 
 Bob Gipson 
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Silent Auction  
Each year at the Annual Convention, the Board of Directors holds a Silent 
Auction to benefit the ATDA Scholarship Foundation.  From jewelry to 
collectibles, there is something for everyone in the Silent Auction.  Each year, 
the Scholarship Foundation awards scholarships to deserving youth from our membership.  These scholarships 
are made possible through fundraisers like the Silent Auction. Bidding began Friday night at the Opening 
Reception and concluded at Saturday night’s Scholarship Awards Banquet.  This year’s Silent Auction raised 
$2,345.00. 

    
Silent Auction Item Winner Company 

Alabama Yeti Ace Ventura Mohawk 

Southern Plague Ace Ventura Mohawk 

Auburn Yeti Joe Ard Tire Pros - ATD 

Seashell Cross Amelia Jones Jones Interstate Tire 

Beach Bucket Cathee Gipson Gipson Tire 

2 Elephants Sabrina Knop SLK Tire Designs 

Wooden Anchor Marshall Teofilo Kauffman Tire 

Firestone Tractor Vickie Davis Southside Davis Tire 

Metal Fireworks Terry Treesh ATD 

Yeti Thermos Set (Large) Jim Foust McGriff Tire 

Tool Chest Michael Adams Dozier Tire 

Alabama Window Frame Chris Fausak Fausak Tire 

Yeti Thermos Set (Small) Chris Fausak Fausak Tire 

Necklace, Earrings, & Bracelet Kim Barnes Fausak Tire 

Tire Wreath Terry Goodwin Alliance Tire 

Alabama Tumbler & 2 Caps Terry Goodwin Alliance Tire 

Nike Golf Shirt Bobby Gillespie Gillespie Tire 

Fish Picture Frame Megan Scileppi Kauffman Tire 

Sip Cups Angela Williard Jones Interstate Tire 

Heisman Print Joy Whaley Jim Whaleys Tire 

Wooden American Flag Steve Mattis Hornsby Tire 

Rope Basket Jerolene East Affordable Tire 

Apple TV Leanne Craft Chelsea Tire 

Jewelry Box Kira Craft Chelsea Tire 
Service, Settings, & Supper 
Book Kira Craft Chelsea Tire 

Rodan & Fields Beach Set John Craft Chelsea Tire 

17 



 
18 



BEACH OLYMPICS 
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Chaplain’s Corner 
The Lord is my rock and my fortress and my deliverer, my God, my 
rock, in whom I take refuge, my shield, and the horn of my 
salvation, my stronghold. Psalm 18:2 
  

 For the past several weeks incidences of violent murders have become way too much of the norm. 

Attacks by extremists on innocent bystanders who gather for public events have been a common occurrence. 

The killing of policemen threatens the very security they seek to maintain. Many would argue the world is 

experiencing the worst time of evil in all history. 

 True enough there is cause for great concern. However, a careful reading of the Bible will reveal evil has 

been rampant since the beginning of creation. Because of tremendous evil the Bible records that God destroyed 

more than one civilization through flood and fire. 

 David was being pursued unjustly by a king seeking to assassinate him when he penned the words 

above. David knew where to go for protection and security that was totally reliable. 

We can take our fears and anxieties to the same source. Jesus lived and died and rose 

again to be a refuge for all who trust in him and him alone. Disaster may come to us 

in any number of ways. We need a stronghold that cannot be broken. We have one 

and his name is Jesus! 

        Dolan Davis Jr. 

        Chaplain, ATDA 

        205 758 6624 

        dolan@davistires.com 

        dolan@davistires.com 
 
 
 

 
During the Saturday morning Educational Session, the 
attendees were involved in a panel discussion of industry hot 
topics.  Our Professionals Panel included:  

 Andrew Elliott from Federated Insurance; 
 “Distracted Driving”  

 Justin Craft from Nowlin Associates, Birmingham; 
 “Financial Freedom” 

 Kevin Rohlwing from Tire Industry Association; 
 “OSHA Regulations”  

 Alan Thomas from Huie, Fernambucq & Stewart,  
 LLP;  
 Tom Giapponi , author of “Tire Forensic  
 Investigations: Analyzing Tire Failure” 

 Randal Ward from Automotive Aftermarket  
 Association, SE, Montgomery  
 Health and Workers’ Compensation Insurance,  

                  DOL Overtime Rules 

 Shane Adams from Dozier Tire, Thomasville, President ATDA; 

 Bob Gipson from Gipson’s Tire Pros, Past President ATDA 
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Remove a disciplinary write up from 
personnel files? When and how? 

 

Question: An employee was written up for calling out sick but the employee had a doctor's 

note excusing them from work. What is the legal way to withdraw a write-up from an employee's file? 
  

Response: Absent an employment contract, including a collective bargaining agreement, that 

addresses this issue, there is no federal or state law that governs here. If the employer has determined 

that it issued a disciplinary action in error, it has discretion to determine whether/how to handle such 

situation and should adhere to its policy and past practice in this situation. If this is the first situation of 

its kind, the employer can determine how to approach the issue but should be cognizant of the 

precedent being set so that it follows suit in any subsequent 

similar scenarios.  

  

If the employer seeks to expunge the disciplinary action so that 

there is no record of it, such that the employee's file appears as 

though it was never issued, we are not aware of any reason why 

the employer cannot simply remove it from the file and dispose 

of it. If the employer wants to maintain a record of the write-up 

but does not want it to have any impact on the employee or the employment relationship, it can leave 

the write-up in the employee's personnel file and attach a note to it explaining that it has been 

effectively (though perhaps not physically) removed. The latter approach may be desirable if, for 

example, the employee did not provide proper notice in advance of the absence when he or she should 

have done so.  In this situation, while the disciplinary action remains on file as evidence that the 

employee failed to adhere to company policy by providing proper notification of an excused absence, 

once he or she did so the employer can note that the write-up was effectively "removed" even though it 

physically remains in the file (again with an attached document to indicate the "withdrawal"). 
 
© 2014 Advisors Law Group, All Rights Reserved 
To learn more about the Federated Employment Practices Network®, contact your local Federated Marketing Representative, or visit 

www.federatedinsurance.com. 
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Saturday Evening Banquet 
 

Saturday Evening’s Scholarship Banquet featured a Day Boat Fresh Catch Buffet Dinner.  After the Silent 
Auction bidding was closed, the 2016 Scholarship Recipients were awarded.  Following those presentations, 
the Scholarship Pledge Drive was conducted.  As the Scholarship Program was concluded, Darrell Jones was 
inducted into the ATDA Hall of Fame.  To close the convention, plaques were presented to retiring Board 
members, Jim Foust and Bill Jenkins, and the passing of the gavel from Shane Adams to Mike Craft. 
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2016 Scholarship Recipients 
Ashley Ann Williard  
Sponsored by Jones Interstate Tire, Selma, AL 
Parents:  Jim & Angela Williard 
My name is Ashley Ann Williard. I am 17 years old, and a Senior 

at John Tyler Morgan Academy in Selma, AL. I will be attending 

Wallace Community College next year, and then Troy 

University. I love children so my plan is to be a pediatric nurse 

or an elementary school teacher. I also plan to work with my 

grandfather and father at Jones Tire Company, while I am in 

school. In my spare time, I enjoy playing tennis and listening to 

music.  

 

Daniel Johnston  
Sponsored by Tire Engineers, Birmingham, AL 
Parents:  Howie & Sharon Johnston 
Daniel is a 2016 graduate of Briarwood Christian High School, 

with a 4.39 GPA and Honors Diploma. In high school, Daniel 

was a three sport athlete in football, track and baseball.  He was 

also a member of the National Honor Society and President of the 

Mu Alpha Theta Math Fraternity.  Daniel is a member of 

Briarwood Presbyterian Church in Birmingham. He plans to 

attend the University of Alabama in the fall to seek a degree in Accounting and Finance.  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Jones Interstate 
Tire 

 

 

Ashley Ann Williard  
2016 ATDA Scholarship 

Recipient 
 

Daughter of Jim & Angela Williard 
Granddaughter of Bill & Amelia Jones 

 

 

 

Daniel Johnston 
2016 ATDA Scholarship 

Recipient 
 

Son of Howie & Sharon Johnston 
Grandson of Fred & Judy Johnston 
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Allison Craft 
Sponsored by Chelsea Tire Pros, Chelsea, AL 
Parents:  John & Leanne Craft 

Allison Craft a 2016 honors graduate of Coosa Valley Academy in 

Harpersville, Alabama. While attending CVA, Allison was 

nominated Senior Vice-President and Junior President of her class. 

She was also a member of the National Beta Club, Spanish Club, 

FCA and Art Club. Allison also received the honors of Most 

Athletic Female of her senior class. This award was due in part to 

her playing volleyball, basketball, softball and soccer while also 

achieving high academic honors. When Allison is not participating in sports she also enjoys reading, creating art 

and her cat Nick. In August, Allison will be attending Northwest Mississippi Community College to play 

softball and begin her education to become a high school Mathematics teacher.  

 
Jacqueline Hope Caton 
Sponsored by Andalusia Tire Co., Andalusia, AL 
Parents:  Todd & Jackie Caton 

My name is Hope Caton and I am a 2014 graduate of Andalusia 

High School. I have attended Auburn University for the past 2 

years. I am a member of Alpha Chi Omega sorority and Auburn 

University’s School of Nursing Association. I am currently in 

Auburn’s School of Nursing pursuing my Bachelor of Science in 

Nursing (BSN) degree to become a registered nurse (RN). After I 

graduate nursing school in August of 2017, I plan to work a year 

or two in Alabama and then go back to become a nurse practitioner.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

B & B Tire  
Landfill, Inc. 

 

Tire Disposal 
PROFESSIONALS! 

 

 
 

Bud and Barbara Adams 
Hayden, AL 

 

Phone: (205) 647-6736 
Fax: (205) 647-7139 

 

 
 

 

     

  

  

 
 

800-877-2431 

Nathan Keaton 

215 Avenue C 

Carrollton, GA 30117 
 

Wholesale Distributor 
 Exclusive Marketing Areas 

 Complete Product Lines 

 High Performance Tires 

 Truck, Passenger, OTR, Farm 

 Extended Terms 

 More Than Competitive Pricing 
 

FREE DELIVERY 
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Colton McCain  
Sponsored by Affordable Tire & Repair, Woodland, AL 
My name is Colton McCain. I am 27 years old pursuing a 

degree in Accounting. I currently attend Southern Union 

State Community College and plan to transfer to 

Jacksonville State University in the Spring. Upon 

completing my degree, it is my desire to open my own 

Accounting Firm. When I am not in class, I work part-

time at Affordable Tire & Repair, Woodland, AL, and 

enjoy spending time with my newborn daughter, Lydia.  

 
Jack Griffin 
Sponsored by S & S Tire, Birmingham, AL 
Parents:  Mike & Tracy Griffin 

Jack graduated from Cullman High School in 2015. He was a 

member of the National Honor Society and the Spanish National 

Honor Society. He was a 4 year member of the Varsity Track Team 

where he competed in 5 different events throughout his high school 

years. He has been attending The University of North Alabama for 

one year where he has a 3.5 GPA and will begin his Sophomore year 

this fall. He is currently majoring in Mathematics with the goal of working on team sports statistics. This 

summer he will be continuing his education with classes at Wallace State Community College and working at 

the Cullman Park & Recreation Department where he coaches elementary cheerleading. 
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Franchesca Perkins  
Sponsored by Westmoreland Tire Co., Greensboro, AL 
Parents:  Frank & Tarwonda Perkins 
My name is Franchesca Perkins. I am currently 18 years old. I am to attend The 

University of West Alabama in the fall, where I will major in Nursing. It has been a 

lifelong dream to attend college where I can live out my dream of becoming a nurse. 

Helping others is my sole motivation for becoming a registered nurse. This scholarship 

will not only help me attend college where I will earn my degree in Registered Nurse, 

but it will ultimately allow me to make a positive impact in the lives of others in the 

future. 

 

 

 

Connor McDermott 
Sponsored by Mohawk Rubber Sales, Tuscaloosa, AL 
Parents:  Leonard & Cassandra McDermott 
 

I am currently a second year student at the University of Alabama Culverhouse School 

Of Commerce. I plan to complete my Bachelors Degree in Accounting in May of 2019. I 

am minoring in Spanish as well as I have developed my language skills in Spanish since 

elementary school and have found a passion for the language and culture. My career 

goals include attaining certification as a Certified Public Accountant. 
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Morgan Sydney Freese 
Sponsored by Hornsby Tire Distributors Dothan, AL 
Parents:  Todd & Robin Mitchell, 
Jeff & Heather Freese 
As a 2015 graduate of GW Long High School, Morgan plans to attend Troy University 

majoring in Accounting.  Upon graduation with her Masters of Accountancy she plans 

to complete the requirements of the CPA exam and pursue a career in Public 

Accounting.  “A college education will grant me with the necessary tools to obtain 

many goals of mine, and I know it will give me confidence to strive toward success in 

my future.” 

 
 

 

Nathan Jeffrey Freese 
Sponsored by Hornsby Tire Distributors, Dothan, AL 
Parents:  Todd & Robin Mitchell, 
Jeff & Heather Freese 
As a 2015 graduate of GW Long High School, Nathan plans to attend Troy University 

majoring in Exercise Science.  Upon graduation he plans to attend Physical Therapy 

school and pursue a career in Physical Therapy.  “Attending Troy University will 

benefit me in many ways and have a positive effect on what lies ahead for me as an 

adult.  I will be preparing myself for my future career as well as increasing skills, 

knowledge, and potential in my desired field of employment.” 

 

 
 

Congratulations  
2016 Hall of Fame Inductee  

Darrell Jones! 
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Hayden Kaylor Freese 
Sponsored by Hornsby Tire Distributors, Dothan, AL 
Parents:  Todd & Robin Mitchell, Jeff & Heather Freese 
As a 2015 graduate of GW Long High School, Hayden plans to pursue a Multimedia 

Journalism major at Troy University in the fall.  Upon graduation she plans to seek a 

career in Broadcasting.  “With my degree, I hope to become a strong advocate for 

education in my community and eventually in my state by serving my peers.” 

 
Daltyn Wood 
Sponsored by Wilks Tire & Battery – B & C Tire Co., Gadsden, AL 
Parents:  Jeff Wood & Tanya Goodwin 
I plan to attend the University of Alabama in Huntsville. At UAH I will be able to learn the 

trades of mechanical engineering. I hope to become part of a work-study program that will 

ultimately lead to an opportunity to become part of a successful engineering corporation. 

 
Savannah Ellsworth 
Sponsored by Trax Tires, Foley, AL 
Parents:  Greg & Jenny Taylor 
My name is Savannah Ellsworth! I am an 18-year-old who has been accepted into the 

University of South Alabama. I hope to one day become a trauma surgeon with a specialty 

of cardiovascular care! 
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Sheldon Blaine Hudson 

Sponsored by TCi Tire Centers, LLC, Tuscaloosa, AL 
Parents:  Ross & Sherrie Hudson 
Blaine Hudson is a 2016 honors graduate of Northside High School, where he was a 

member of the National Beta Club, National Honor Society and the varsity football 

team, among other honors. Blaine spends his summers working with mission groups 

including Big Oak Ranch and Queens, New York Street Mission.  He plans to attend 

the University of Alabama and pursue a degree in Engineering. 

 
 
 
Kyle McLain  
Sponsored by Westmoreland Tire Co., Ft. Payne, AL 
Parents:  Charles & Rhonda McLain 
My name is Kyle. I plan on attending Northeast Alabama Community College for two 

years and then transfer to University of Alabama in Huntsville for a career in 

computer science. Also, I am an Eagle Scout as of last June. I will use my skills as an 

Eagle Scout to strive towards my goals. I would like to thank you for selecting me for 

this scholarship and I will use it to help further my education. 

 
 

 
 

Congratulates the 2016 Scholarship Recipients: 

 Ashley Williard Savannah Ellsworth 
 Jones Interstate Tire Trax Tires 

 Selma Foley 

 Daltyn Wood Daniel Johnston 
 B&C Tire Tire Engineers 

 Gadsden Birmingham 

 Allison Craft Kyle McLain 
 Chelsea Tire Pros Westmoreland Tire Co. 

 Chelsea Ft. Payne 

 Hayden Freese Nathan Freese 
 Hornsby Tire Distributors Hornsby Tire Distributors 

 Dothan Dothan 

 Morgan Freese Hope Caton 
 Hornsby Tire Distributors Andalusia Tire Co. 

 Dothan Andalusia 

 Colton McCain Jack Griffin 
 Affordable Tire & Repair S&S Tire 

 Woodland Birmingham 

 Franchesca Perkins Connor McDermott 
 Westmoreland Tire Co. Mohawk Rubber Sales 

 Greensboro Tuscaloosa 

Blaine Hudson 
TCi Tire Centers, Tuscaloosa 
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5 Customer Service Reminders; 

Worth Being Reminded About 
Nancy Friedman, The Telephone Doctor Customer Service July 5, 2016 

 
Nancy, How do you motivate employees, or even yourself, to give better Customer Service? 

Well, as most of us know, it’s difficult to motivate someone else. We are only in charge of ourselves. 
However, there’s nothing wrong with giving employees a little nudge in the right direction. Some of it 
will stick. These are 5 motivating tips to help you along. Share away. 

1. Ask for help. It’s OK to do that. If you’re in customer service (and aren’t we all), there’s an 

abundance of information available to you. Ask your management if they can suggest anything you 

can read, watch, or listen to about your industry. In the small chance they don’t know of any (and 

I’d be surprised if they didn’t), check out the library, ask a co-worker, check the Internet. Take the 

initiative yourself. One of the most effective customer service tips is JOB KNOWLEDGE. It’s 

difficult to be motivated if you don’t understand your job.  

2. Stay positive. OK, that’s really easy to say and tell 

someone to do. But in reality, after you’ve been dumped 

on by someone or something’s gone wrong in your life, it’s 

not that easy. Sometimes when the stuff hits the fan we 

become all consumed in the negative. Staying positive is a 

choice. It’s your You are in charge of whether you feel 

positive or negative.When negative thoughts come into 

your head, STOP! Right, immediately stop what you’re 

doing and replace it with something positive. It can be done. PMA (positive mental attitude) is one 

of the keys to motivating yourself. And others. Stay with positive people. Many years ago I 

personally made it a point to stay away from negative people. It’s too hot…it’s too cold…I’m too 

tall…I’m too thin…yada, yada, yada. Removing yourself from negative situations is a big start. 

Negativity is contagious, but so is being positive. 

3. Say something nice to a stranger. Every day I find at least one person I pass in the store, see at the 

gym, at the airport, anywhere I can, and say one nice thing to them. It’s amazing how good it makes 

them feel and you know what? It makes you feel good too. Try it! It boosts your self-image and 

makes the other person’s day too. Yesterday, a stranger came up to me and told me how nice my 

outfit looked. It perked me up. It goes both ways. A few months ago, I passed an elderly lady. She 

had a big hat on, a bit too much makeup, dressed to the hilt and a big smile as she walked down the 

street. I stopped her and told her how beautiful she looked. Her smile got wider and her eyes 

sparkled with thanks. I felt good and I know she did too. 

4. A phony smile is better than a real frown. That’s a Telephone Doctor special. There are definitely 

days when we feel less than motivated. But when I put on that smile, whether I want to or not, 

somehow I always start feeling better. You will too. 

5. Give thanks. The old saying your mother probably told you, “It could always be worse” is so true. 

Remember that other saying, “I cried because I had no shoes; then I saw a man who had no feet.” It 

can always be worse. Be grateful for what you have. 

Once you take on these tips – my bet is you’ll start to feel motivated to do more and you’ll share them 
with your staff. Good luck. 
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1987-88 - Hank McCafferty – JAMAC, Millbrook, AL 

 Birmingham Mobile 
 Distribution Center Distribution Center 

 Mike Brown Tony Miller 

 866-907-9463 800-475-1876 
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Auto service franchises say quality, price 
are most important needs of customers 

 

By: Bruce Adams 
Monday, July 11, 2016 

 

 When it comes to buying aftermarket auto parts, 

quality and price are the two most important needs of 

customers, according to the 2016 Aftermarket Business 

World Auto Service Franchise study. The study surveyed 

franchise owners and managers about their parts-buying 

habits and their sales to customers. 

 Quality was selected as the top need of customers 

by 29 percent of respondents while price was most 

important to 28 percent. Product availability received 19 

percent of the tallies and original equipment form, fit and 

function was the top need for 18 percent of their customers. Brand and warranty each were mentioned as the top 

need by 3 percent of the respondents. 

 When it comes to marketing, the most effective tool is their recommendation, according to 68 percent of 

respondents. Some 13 percent said in-store displays were the most effective marketing tool while 5 percent said 

online and/or print coupons and rebates. Only 3 percent cited social media s their top marketing tool. 

 Auto parts retailers are the preferred supplier to 35 percent of respondents, with warehouse distributors 

close behind at 33 percent and jobbers at 16 percent. The original equipment parts arm garnered 7 percent of 

replies. 

 Respondents were positive about their sales outlook for the next 12 months as 48 percent expect to 

increase their sales while 44 percent expect to sell the same amount. A similar pattern held for their gross 

margins outlook for the next 12 months as 50 percent said they expect it to increase while 45 percent expect it 

to stay the same. 

 

Methodology: The Aftermarket Business World Auto Service Franchise study was fielded to readers of Motor 

Age magazine via email. Survey results are intended to show general market trends, not statistical certainties. 
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2016 Convention Sponsors 
PPPlllaaatttiiinnnuuummm   SSSpppooonnnsssooorrrsss   

Alabama Automotive Aftermarket 
American Tire Distributors 

Federated Insurance 
Hornsby Tire Distributors  

Kauffman Tire 
McPherson Oil 

Mohawk Rubber Sales 
O’Reilly Auto Parts 

NAPA Genuine Auto Parts 
TCi Tire Centers 

 

GGGooolllddd   SSSpppooonnnsssooorrrsss   

Cooper Tire & Rubber Co. 
S & S Tire 

 
  

SSSiiilllvvveeerrr   SSSpppooonnnsssooorrrsss   

Alliance Tire Group 
B & B Tire Landfill 

Hunter Engineering 
Jim Whaley Tires  

Jones Interstate Tire Co. 
McGriff Industries 
Myers Tire Supply 

Nexen Tire 
Parrish Tire Co. 

Southern Rubber Tire Pros 
 

BBBrrrooonnnzzzeee   SSSpppooonnnsssooorrrsss   

AAA Tire Recyclers 
Continental Tire 

Optimize Social Media 
Southside Davis Tire 

 

 
 

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. 


