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Automotive Aftermarket Products Expo

Every November Las Vegas hosts one of the biggest aftermarket
shows in the World, SEMA/ AAPEX. MSSA members who have
been there know and understand the size of this show while being
engulfed with sites, memories and many learning lessons in the
automotive repair industry. Most people attend SEMA/AAPEX
gawking at the muscle cars, new trends, hot rods, and tomorrow’s
automobiles. The real advantage of attending this show really isn’t
the sites, but the education. In the basement of the Venetian Casino
and Hotel, boasts the best education seminars the automotive industry has to offer.
Since 1966, MSSA members have asked themselves, how do I examine the relationships for change? Or… what is my vision of my
business? Most repair shop owners are not sure what their vision is
or what they are, or even who their customers are. Does the staff of
the repair shop understand the vision of their owner’s business?
Shop owners need to list and evaluate the abilities (skill sets) while
listing the methods they may have for motivating their staff/
employees to engage the vision for the business.
Shop owners should list the business relationships that are in place
to ensure they have the resources necessary for change. At the
same time, shop owners need to list the details of their action plan
accomplishing their vision while helping the staff to understand and
buy into their action plan.
Inside this month’s Newsline, is a matrix/action plan of how shop
owners can better manage their repair business while getting more
productivity out of their staff.
(continued on page 4)

Hello everyone,
Brrrrr… it’s a bit brisk outside these days. Our repair shops needed this
cold snap to heat things up a bit. We are a week away from the Annual
ice fishing tournament at Leech Lake in Walker. If you have forgotten to
register, it’s never too late. As always, we are expecting a great turn out
with lots of fun.
So, what’s been going on at the MSSA these days? Attending fundraisers, hosting a luncheon, working on the legislative agenda for 2016. Thus
far, we are hearing a gas tax will not be introduced this session, but as we
know, that can change very quickly. We are heating up the introducing of
legislation exempting retailers from paying credit card fees on taxes collected. It’s a reach, but we will do our best on this one. MSSA members
may have seen an op-ed or two in the Strib or some major media behind
the repeal of the Cigarette and tobacco inflator. Legislation passed two
years ago to increase tobacco and cigarette taxes as the state DFL lawmakers decided to place an “inflator” on the legislation. Time to get back
to some old school politics here in our great state and get things under
control.
Many MSSA members are applying for funding to assist in an infrastructure to sell E85 and E15. The Association is also learning our independent members are not the only ones. A few large C-store chains locally are
testing the waters with this funding. Stay tuned… could be an interesting
summer.
On the front page and inserted inside the Newsline, is a great article I
wrote with the help of the Automotive Aftermarket E-learning Centre that
may help the MSSA members maximize their profitability through increasing billable work hours at their shops. Every member in the repair
business should plug their own numbers into the matrix (inside Newsline)
and see where your techs are performing and where your business profits
really stand. Next month I will be writing an article about Mobile payments, current retail trends and future expectations.
As most of us know, the MSSA is celebrating 50 years of Supporting its
members and the automotive repair, towing and petroleum industries. As
we celebrate 50 years, beginning each month, the MSSA Newsline and
website will feature articles and pictures from the past 50 years, taking a
stroll down memory lane, seeing how far this Association has progressed
yesterday and today.
Always remember, to point the laces out, and do your job as 27 yards isn’t
that far of a distance for a chunk of leather to be forced through the uprights of a metal object in the bitter Minnesota cold.
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Anniversaries
Dave Kroona
Exxon of Shoreview
Member Since 1981
Bill Persons
South France BP
Member since 1982
Loren Prescher
Blue Earth Tire, Inc.
Member since 1983
Jerry
Al’s Westside Service, Inc.
Member since 1983

Rick Bohnen
Penn Minnoco
Member since 2005
Tracy Bement
Hemlock BP
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Plymouth BP
Member since 2006
Kurt Cabak
Kurt’s Station
Member since 2006
Tom Schmidt
Schmidt Oil Co., Inc.
Member since 2006

Brent Anderson
Blendco Systems
Member since 2010
Kerry Bement
Hwy 5 BP
Member since 2010
Dave Kroona
Hillcrest Certified Auto Repair
Member since 2010
Lou Kharrat
Modern Auto Care
Member since 2011

Ray Muckala
In-N-Out Stores
Maplewood Auto & Trans. Service
Vinewood Holiday
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Kerry Bement
Aztec BP & Express Lube
Member since 2007

LeRoy Koehnen
Navarre Amstar
Member since 1985
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Member since 2007

Donovan Hannu
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Don’s Auto Service & Repair
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German Auto Works Service Inc.
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John Marsolek
Eby-Brown
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Chris Robbins
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Larry Potter
Blue Line Travel Center
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Mike O’Brien
Growth Energy
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Michael Bauer
Bauer’s Minnetonka Minnoco
Member since 1990

Jacque Johnson
Cedar Diffley BP
Member since 2008

Bob Forder
Quality Refrigeration
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Steve Fox
Southcross Auto Service
Member since 1997

Brian Loe
Loe’s Oil Company
Member since 2009

Glen Gust
Glen’s Food & Gas Center
Member since 2014

Mark Mathewson
7-Up Bottling/Dr. Pepper Snapple
Member since 2005

Bob & Mary Piekarski
Pike’s Express
Member since 2009

Brian Henderson
Woodbury Shell
Member since 2014
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(Continued from front page)

What are the 2 non-negotiable rules that must be followed? Employees/ technicians must have a strong work ethic.
The second, employees/technicians must have a true desire to compete. What does this mean? Employees turning
more billable hours must have a will to want to be the best. Ever notice, great techs always know other great techs
from another competing business. Great techs know what is going on inside their shop and a competing shop. The
difference between a great tech and good tech is two more billable hours per day while the difference between a good
tech and an average tech is two more billable hours per day. Yep, you got it. The difference between a great tech and
an average tech is four billable hours per day. Great techs buying into the action plan with a great work ethic and a
desire to compete, turn twelve billable hours per day verses that of an average tech of eight billable hours per day.
Shop owners and technicians showing up every day with an attitude “we are going to get it done today and we are going to do it right, providing a great experience for our clients, because we can beat the dealerships; we are the independent HD sector and we are good!”
Below are four slides form the Automotive Aftermarket E-Learning Centre Ltd. giving examples of a Shop Efficiency
Calculation determining shop efficiency.

(continued on next page)

(continued from previous page)

Profit Sharing Calculator
Now the MSSA members have the matrix/action plan formulas to have a successful plan while increasing maximum
profitability, some shop owners may want to consider a profit sharing program. However, in order to consider profit
sharing, the shop efficiency must be greater than 75%.
Below is a profit sharing matrix to help MSSA members determine if shop efficiency of 75% or a target of even
80% is attained by technicians and staff of the shop.

(Continued on next page)

MSSA Newsline - January 2016

6

Now you as an MSSA member have the tools to maximize profitability and a profit sharing program,
always remember to build success and to maintain success, below are the key ingredients to in building success, always feel free to “spice” it up a bit.
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Ohio Officials Warn Public About Skimmers
LOVELAND, OHIO: Authorities in southwest Ohio are warning motorists about a string of credit-card “skimmer”
devices discovered on gas pumps in recent weeks.
Hamilton County Auditor Dusty Rhodes told WLWT-TV authorities are investigating after two credit card skimmers
were found at gas stations in Loveland.
A skimmer is a device placed inside the credit card reader that captures credit and debit card information as the card is
being swiped for payment. It slightly resembles a thumb drive and can’t be detected from the outside of a pump.
Rhodes said similar devices were found at gas pumps in West Chester last month. Warren and Butler county officials
said they’ve found the devices in previous months.
Police have said the individuals who install the skimmers will drive a large box truck or moving truck to block cameras pointing at the pump, making it hard to track down those responsible.
“There’s got to be something that they can do— some kind of alarms they can put on the machines —to recognize
that someone’s doing something that shouldn’t be done,” said Loveland resident Rachel Moore.
A Butler County gas station is putting tamper-proof stickers over the pump panels. Officials are recommending that
credit card users pay inside the gas station.
**The MSSA has Tamper evident stickers for purchase at $.50 each to be placed on the dispensers identifying
if a dispenser has been tampered with. Please contact the Association office for more information.
MSSA Newsline - January 2016
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Downside of Higher Gas Mileage: AAA Slams 'Disappearing' Spare Tires
As with any pursuit meant to enhance a single quality or area of performance, the drive toward greater fuel economy sometimes
requires compromises in other areas. There's often give and take when it comes to increasing efficiency, whether it entails downsized engines, more complex electrified powertrains, or higher sticker prices. But fuel economy may slowly be leading to the
disappearance of a common piece of equipment: the spare tire.
Automakers have eliminated spare tires in 29 million vehicles over the last 10 model years,
according to AAA. Run-flat tires and tire-inflator kits have led some carmakers to get rid of spare tires in new models, but AAA
thinks spares are the only adequate solution to a flat tire. Because of their "limited functionality," the alternatives "cannot provide even a temporary fix for many common tire-related problems," the group said in a statement. It claims 36 percent of 2015model-year vehicles were sold without spare tires, compared to five percent of 2006-model-year vehicles.
At an average four pounds, a tire-inflator kit saves about 30 pounds of weight, AAA notes. But it claims they are not as effective
in getting cars back on the road after a puncture as a spare tire.
Inflator kits--which generally include a sealant and a compressor to re-inflate the tire—only work when the tire is punctured on
the tread and when the object that caused the puncture is still lodged in the tire, AAA claims. It says in-house testing has shown
that tire inflator kits don't work when the puncture occurs in the tire sidewall, or when the object that caused the puncture is no
longer in the tire.
Some kits also cost up to $300 per use, making roadside repairs significantly costlier to drivers, AAA claims. It also notes that
these kits generally have a limited shelf life--averaging four to eight years. Yet if spare tires are in shorter supply, so are the
skills needed to make use of them.
More than one in five Millennial drivers (age 18-34) do not know how to change a tire, whereas nearly 90 percent of drivers
aged 35 to 54 do, according to AAA. So it's possible that in the future, many drivers won't bother trying to change their own flats
at all. They may just call roadside-assistance services. Source: SSDA News

Independent Petroleum Service

IPS

www.mnpetro.com

24 Hour
Emergency
Service

Proudly Servicing The Central Minnesota Areas.
RubyCi

The Ovation²™
Fuel Dispenser

The combination
of POS & Site
Controller.

Our Service and Sales Teams are ready to assist you with all
of your Petroleum Equipment needs and do whatever it takes
to keep your business running smoothly.

LED Lighting Upgrades

Minnesota Petroleum Service

Tank Monitors

Bemidji: 218-333-3538
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Proudly Servicing All Your Petroleum Handling Equipment Needs.

RubyCi
The Ovation²™
Fuel Dispenser

The combination
of POS & Site
Controller.

Minnesota Petroleum offers you a knowledgeable Service and
Sales Team for all your C-Store and Service Station equipment
needs. Our Technicians are all trained, certified and experienced.
Their knowledge is the key to your satisfaction of a job well done.

Complete Line of Parts

Independent Petroleum Service
Two Locations To Serve You

Brainerd: 218-829-2745

24 Hour
Emergency
Service

Automotive & Lubrication Equipment

Compliance
Testing
Services

Full Vacuum
Truck
Services

Minnesota Petroleum Service
682 39th Ave NE, Columbia Heights, MN 555421
Phone: 763-780-5191 888-797-7677 E-Mail: sales@mnpetro.com
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Tunnel Car Wash Equipment for Sale
Entire lambs cloth tunnel wash equipment for sale near new Mark VII 60 hp dryer 6, 10 hp motors. Portal TI
entry system with RFID, credit and cash acceptor. Two NS bubbilizers. Two hydraulic power packs. aluminum white powder coated arches. Gas hot water boiler and hot water storage. Motor starters all in water
resistant box. Two Knetico water softners. Wiring, DATATRAX controller with plenty of functions. Hydronic
wash heaters with boilers. Prep station. Conveyer with grating. Currenty in a 70 foot bay. Great Wash.
Location to be re-developed. $30,000 Call Paul 612-251-7676
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Independent Bay Sales Surge
By Jim Lang, Publisher
“DIFM light vehicle product sales through Independent (non-Dealer) service bays soared more than $12 million over
the past five years (2009 to 2014) at user-price. DIFM product volume through Independent bays climbed at a faster
pace than the Independent bay population. Most Independent service bay product growth resulted from higher volume per-bay rather than an increase in the number of Independent service bays across the country.” “Independent bay
product volume expanded at an average annual growth rate half again stronger than the pace f total DIFM product
growth. A result of their increasing product volume per-bay, Independent bays expanded their DIFM product share
between 2009 and 2014.”
More Independent Service Bays
At a time when the light vehicle service bay population suffered a steady annual decline across the country, the Independent (non-Dealer) car and light truck bay count climbed between 2009 and 2014. Independent (non-Dealer) bays
handling cars and light trucks increased from 868,000 during 2009 to just under 880,000 by 2011. During 2014, the
Independent (non-Dealer) bay population in the U.S. totaled 886,000, up 18,000 service bays from five years earlier.
Larger Service Bay Share
The growing number of Independent service bays steadily ratcheted-up their car and light truck bay share nationwide.
Independent (non-Dealer) bays accounted for 73% of all car and light truck bays across the U.S. in 2009, climbing to
75% bay share by 2011. During 2014, Independent (non-Dealer) bays comprised a record 76% of all light vehicle
service bays at mid-year.
Expanding DIFM Product ShareAs DIFM light vehicle product sales soared between 2009 and 2014, (up more than $11 billion), Independent bays
captured a growing share of the total DIFM car and light truck market. Independent (non-Dealer) bays recorded 75%
of 2009 DIFM aftermarket product sales across the U.S., claiming 77% of the 2011 DIFM market. During 2014, nonDealer bays generated 79% of total DIFM light vehicle product sales, up more than 400 basis points from five years
earlier.
Expanding Service Bay Product SalesIndependent (non-Dealer) service bays generated $51.6 billion in 2009 light vehicle product volume, reaching $58.1
billion during 2011. By 2013, Independent (non-Dealer) bays rang-up $61.5 billion car and light truck products, totaling a record $63.7 billion in light vehicle DIFM 2014 product sales.
Topping Total Market GrowthIndependent (non-Dealer) bays increased their car and light truck per-bay product volume at a 4.3% average annual
pace between 2009 and 2014, over one-third stronger than the 3.1% average annual gain of total DIFM light vehicle
products.
Growing Product Volume Per-BayIndependent (non-Dealer) outlets significantly increased their total annual product volume between 2009 and 2014,
expanding their product share of the surging light vehicle DIFM market across the U.S. Independent DIFM outlets
averaged $59,400 in product volume per-bay during 2009, rising to $66,000 by 2011. Independent bays averaged
$69,200 in annual product sales during 2013, reaching a record $71,900 in products-per-bay during 2014.
Topping DIFM Bay GrowthIndependent (non-Dealer) product sales per-bay averaged 3.9% annual growth between 2009 and 2014, much
stronger than the average annual per-bay product gain across the entire light vehicle DIFM market.
(continued on page 12)

MSSA Newsline - January 2016

11

(continued from page 11)

Independent Versus Dealer Bays
Independent (non-Dealer) bays expanded their DIFM product share to 79% during 2014, Dealer bays fell from 26% of
2009 light vehicle DIFM product volume to 21% share of the 2014 DIFM market. While Independent DIFM outlets
added $11.5 billion of product volume, Vehicle Dealers suffered a $600 million DIFM product decline in bay sales
over this five-year span (2009 to 2014) as their nationwide bay count plunged more than 31,000.
Six Major Takeaways:
 Independent (non-Dealer) car and light truck bays increased more than 18,000 over the past five years (2009
through 2014), despite the total light vehicle service bay population falling more than 14,000.
 Independent (non-Dealer) share of car and light truck bays climbed from 73% in 2009 to 76% ligh vehicle bay
share by mid-year 2014.
 DIFM product volume through Independent (non-Dealer) bays climbed over $11 billion at user-price between 2009
and 2014.
 Independent (non-Dealer) bays expanded their car and light truck DIFM product volume at 4.3% average annual
pace, over one-third stronger than the 3.1% average annual gain in total DIFM light vehicle product volume.
 Independent DIFM outlets averaged $59,400 in 2009 product volume per-bay topping $71,900 in 2014 average perbay product sales.
 As Independent bays averaged 4.3% annual product volume growth per-bay between 2009 and 2014, Vehicle Dealers suffered a decline in both DIFM product volume and bay count during this five-year span.
Source: Automotive Viewpoint - December 2015
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To sign up for the
6th Annual MSSA Ice
Fishing Tournament
Wednesday, January 27th, 2016 - Friday,
January 29th, 2016
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WSJ Paints Rosy Picture of U.S. Automotive Parts Industry
America’s car parts supply chain - long the industry’s backbone - has shaken off the bankruptcies of recent years and is solidly
profitable, developing increasingly sophisticated components aimed at making cars tech savvy. But these companies compete
with Chinese-owned firms that are buying and opening parts factories U.S. as the The Wall Street Journal reports, and with the
rise of Silicon Valley firms seeking a share of the hundreds of billion auto makers spend annually on purchasing. Here are five
things to know about the U.S. parts industry:
1. The consolidation is on - Major U.S. auto-parts suppliers, flush with cash, are back in the acquisition game after years of
selling divisions or waiting for auto to recover. Companies like auto-seat makes Lear Corp. have sais they are hunting for
acquisitions as they seek to grow and protect their technology and product portfolios. Lear recently closed a deal to buy
leather maker Eagle Ottawa.
2. Parts stocks are roaring past auto-maker stocks– Shares of General Motors Co. and Ford Motor Co. are in the slow lane,
but supplier stocks have zoomed. GM shares are trading at about $31.75 - $1.25 less than their November 2010 IPO price.
Share of Delphi Automotive PLC (which reorganized in bankruptcy) debuted in 2011 at $22 and now trade at &77.85. Many
industry analysts aren't excited about the auto makers’ profit picture, but suppliers are generating large profits as they develop
more high-tech parts and have balanced regional exposure.
3. Enter the Dragon - Chinese auto-parts companies, mostly unseen in the U.S. a decade ago, are gaining momentum as they
open plants and win contracts in the U.S. Interior-components make Yanfeng Automotive Trim Systems Inc. opened U.S.
operations in 2010, has a Missouri plant to supply parts to GM and plans another to supply Volkswagen AG’s Tennessee factory.
4. Enter Silicon Valley, too - Pars makers face a new challenger: the West Coast. Tech companies like Apple, Inc. and Google,
Inc. are looking for ways to get their technologies into cars. Traditional parts suppliers are trying to team with tech companies or open their own R&D operations in the Valley.
5. Things aren't like they used to be - Parts makers are rolling, but the underlying workforce hasn't truly recovered from bankruptcies that reshaped the industry and ushered in a reliance on foreign-built parts. The U.S. imported a record $138 billion in
car parts last year, equivalent to $12,135 of content in every American light vehicle built. That’s up from $89 billion or
$10,536 a vehicle, in 2008. In 1990, only $31.7 billion in parts were imported.
Courtesy of Wall Street Journal, Automotive Viewpoint December 2015
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Petro Fund Update
Reminder- the $.02
Minnesota Petro Fund
collection expires
st
January 31 . Please
be sure all invoices after January 31st reflect
this change.
Things to Be Mindful of
Towing This Winter
As you have probably experienced already,
winter is in full effect across the nation. Reports of icy road conditions, snowfalls and
even flooding has tow equipment busy around
the clock in many areas.
We cannot stress enough the importance of
safety out there on the roads. Make sure the
equipment is in tip-top shape and ready to go.
Make sure your operators are mindful of the
additional hazards that this season brings, such
as weather-related blinding conditions. As a
company owner, be on top of such things as
driver fatigue.
May this winter be a busy and profitable one
for your business. Charles Duke (Tow Industry Week)
MSSA Newsline - January 2016
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8 Pay Program Tips That Generate Happy Technicians
In the coming years, no component of your business will be more critical to your success than the caliber
of the people who work with you. In order to hire and keep superstar employees at your shop, you need
to have pay programs in place that ensure they stay motivated and happy to be a part of your team. With
that said, here are 8 pay program tips that will help you employ top flight technicians who will contribute
to your success for years to come.
1. Without a doubt, the best pay programs for technicians are based on billable hours. If you pay your
techs a salary or an hourly rate, you are rewarding them for showing up and clocking in; not for producing. The good technicians love to produce, and as with any employee, they should be rewarded for doing
so. Some shop owners argue that the problem with flagged hour programs is that they encourage technicians to recommend services that don't need to be sold, or will lead to poor quality work if they cause
your techs to hurry through each job (increasing the probability that they will overlook things, take costly
shortcuts, etc.). The truth is, in either of these cases, the problem is that the shop owner has employed
the wrong technicians, or has not provided proper training, and neither problem should be attributed to a
flagged hour pay program. Not only is there nothing wrong with paying people based on their productivity, but in reality, it's how we should all be rewarded for our contributions.
2. Technicians should be paid a predetermined hourly rate for each billed hour, not a commission based
on sales. If you pay your techs a commission on labor sales, then when you have to raise your labor rate
to accommodate for any increase in your operating expenses, your technicians will automatically receive a
raise, and you will have to raise your labor rate that much higher to compensate.
3. Make sure that you have a tiered compensation program in place. For example, if your techs flag up to
40 hours in a 40-hour week, they’ll earn $22.00 per hour. If they flag over 45 hours in a 40-hour week,
they’ll earn $24.00 for each of the 45 hours. You need to consider the possibility that if it’s the end of the
week and the tech knows he’s not going to flag 45 hours, he may decide to sand-bag by carrying the almost completed job over to Monday, rather than finishing up the job on Friday. You can avoid this temptation by having a policy in place which states that in order for your techs to be eligible for the performance incentive each week, and earn the higher hourly rate, they need to have flagged at least XX hours in
the previous week. Your techs should also know that in order to be eligible for the performance incentive,
they need to meet with your pay period requirements for controlling comebacks, and reaching predetermined CSI scores.
4. When it comes to “guarantees,” consider providing your techs with a guaranteed number of vehicles
rather than a guaranteed number of hours. If you guarantee a specific number of hours, it’s no different
than giving your techs a guaranteed income that they do not have to work for. So I’d recommend first establishing the labor value of your average repair order. If you discover you average two labor hours per
vehicle, then rather than giving your techs a guarantee of 30 hours, give them a guarantee of 15 vehicles.
It’s then up to them to do their job of properly inspecting the vehicles and performing the authorized
services. If during the pay period you are only able to provide them with 13 of the 15 vehicles, you would
owe them the four-hour difference.
(continued on top of next page)
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5. At Elite, we have a saying that goes, “When you hire Larry, you get Mary”. This means that you need to
make sure your technician’s entire family is happy that he is working at your shop, so you always need to
consider how you can reward your technicians in a way that benefits their families. Rather than rewarding
them solely through more money in their paychecks, consider movie tickets they can use with their kids,
gift certificates to their favorite restaurants, etc. These are the types of gifts that have “take home value”,
and the ones that can help turn your technicians’ families into huge fans of you and your shop.
6. Never have your techs compete against one another. Not only do they all have different skills and abilities, but often times patterns develop where one tech wins week after week, and all the rest of your techs
begin to view themselves as losers. I highly recommend that you set individual goals for each technician,
and motivate them to compete against the one person who they should be competing against: Themselves. This way, all of your technicians have the opportunity to be winners at the end of each pay period.
7. Instead of giving your techs raises based on their tenure, it should always be based on their productivity (with the exception of raises that are based on inflation). Just because someone has been with your
company for a year, it doesn’t mean they are now worth more money. You need to provide all of your employees, not just your techs, with the opportunity to earn a higher income by being more productive. If
they have produced more in the past year than the prior year, then they have earned that raise. You
should also consider having predetermined conditions in place in order to be eligible for raises, such as
complying with company policies, completing a certain number of hours of training, and acquiring specific certifications.
8. Never give cash incentives as bonuses. Beyond being illegal, it sends a message to your employees that
you are willing to cheat the government, and it gives them good reason to question your ethics. Not only
do cash incentives violate the ethics of operating a good business, but it may lead your employees to believe that if you are capable of cheating the government, why should they have confidence that you will
always be honest and ethical with them, or your customers? I’d strongly encourage you to stay away from
any policy that could cause your employees or customers to question your ethics.
Follow these 8 tips and you’ll be well on your way to increased productivity, and to instilling the morale
that your shop needs to excel.

Automotive
Management
Network

Tom Ham
5355 Plainfield Avenue NE
Grand Rapids, MI 49525







Discussion Forums
Resources
Tips
Free Membership
9,000 members

This article was written by Elite president Bob
Cooper. For more information about Elite, to visit
their website at www.EliteWorldwide.com

Phone: 616-299-9298
E-mail: tom@automotivemanagementnetwork.com
Website www.AutomotiveManagementNetwork.com
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Minnesota Lottery Link, December 2015, Volume 26, Issue 11
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Return tickets to players
What should you do when a player wants his or
her lottery ticket(s) returned after it has been
scanned or a prize has been paid? The answer
is simple. Give it back to them.
The retailer pay receipt that prints when a
ticket is validated has all of the information a
retailer needs to reconcile their account for
tickets cashed.
We would suggest that you note on the retailer
pay receipt that the ticket was returned to the
player.
If you have any questions regarding this policy,
please contact the Lottery’s Games Control
department at 651-635-8273, then press 2.

The Lottery’s Top Sellers recognizes retailers for exceptional sales performance. Each of the businesses that
made this month’s Top Sellers will receive $50 in free
scratch tickets.
Top 2 regional sellers of #548, High Stakes Lakes,
July 7, 2015 - Nov.9, 2015:

Metro West Region:
Cedar BP in Bloomington

Minnesota Lottery Link, December 2015, Volume 26, Issue 11
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ASSOCIATE MEMBER DIRECTORY
Accountants
LMV Corporation
Ron Velander

952-457-7153

Advertising/
App Design/Media
Allover Media Inc.
Keely Lumby

763-762-2098

Appraisers/Commercial
Brokers
Petroleum Marketers Svc, Inc.
Mark Montag
952-894-9822

Henry’s Foods
Dale Erickson
McLane Company
Eric Shelstad

Fuel Testing
800-726-5299

Car Wash

Health Insurance

3G Enterprises Inc.
Mike Scholz
763-571-3000
Blendco Systems, Inc.
Brent Anderson
763-567-3324
Eco-Vision
Howard Bureau
763-432-2297
Professional Carwash Systems, Inc.
Bob Englund
763-550-1001
Reliable Plus Car Wash
Cary Fritsvold
952-888-8023

Haas Managed Benefits
Bill Haas

Credit Card Processing
952-924-1211
952-924-1211

Chase Paymentech
Jeff Herman

763-219-8646

ATM Machines/Novelty
Games

Credit Card Processing
Transport

Universal Money Centers
Jerry Spain
913-831-0248

EchoSat Communications Group, Inc.
Mark Carl 859-389-8700 x106

Dairy/Ice Cream

Attorneys
Libby Law Office

Kirsten Libby

651-487-1208

Merrigan, Brandt, Ostenso &
Cambre, P.A.

Gary E. Persian
Ned E. Ostenso
Randy Thompson

651-438-2793

952-405-7171

Norske Electric, Inc
Brevik Tharaldson

952-443-4113

Environmental
612-604-6658
612-604-6651

Batteries
Interstate Batteries
Dan Hartel

612-378-1075

Electrical– Lighting

Winthrop & Weinstine, P.A.

Tami Diehm
Jim Kierking

Brown’s Ice Cream
Patrick Nelson
Polka Dot Dairy, Inc.
Pat Pettit

952-933-2390
952-933-2390

Nolan, Thompson & Leighton

763-391-6658

Beverages/COFFEE
American Bottling Company
Mark Mathewson
651-552-3582
Pepsi Bottling Group
Curt “Willie” Hilgers 952-895-1451
Tri-Mart
Steve Sundby
715-235-2151 x151

C-Store Supplier
Chambers & Owen
Gary Christensen
651-308-2638
Core-Mark International
Theresa Moen
612-554-9787
Eby-Brown Co. LLC
John Marsolek
763-273-6516
Farner-Bocken Company
Bruce Milbrandt 800-555-1088 x444
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612-810-5160

507-664-300

Auto Parts Supplier
NAPA Auto Parts
Jeremy Bottolfson
Todd Plomski

MEG Corp
Hoon Ge

Bay West Inc.
Donovan Hannu
651-291-3424
Tanknology
Robert Cox
800-666-5301
West Central Environmental
Prince Wallace
763-571-4944
Cory Teff
763-571-4944

Ethanol
Growth Energy
Mike O’Brien

952-212-3380

Food Services
7th Avenue Pizza
Patrick Nelson
Deli Express
Scott Donley
Wenzel’s Farm LLC
Bill Owen

763-421-6153

Ice Vendors
Arctic Glacier Ice
Jon Stelley

651-455-0410

Information Services
Automotive Management Network
Tom Ham
612-299-9298
Identifix
Online Diagnostics, Preventive
Maintenance & Repair Hotline
Chuck Fuerst
651-604-6285

Insurance
Business Insurance Brokers
Ann Wolfgang
952-996-8818
Dale Lachelt
952-996-8818
McNamara Company
Patrick McNamara
651-426-0607

Investments/ Financial
Principal Financial
Scott Ebert
Waddell & Reed, Inc.
Matt Anderson

715-835-5113
952-884-1503

Lenders/Financial
Ascentium Capital LLC
Len Baccaro

281-902-1931

Lottery
MN State Lottery
Amy Jaeger

651-635-8233

Member Services/
Associations
American Lung Association
Kelly Marczak
651-268-7590
Patron Points
Erik Ogren
651-714-0113

Newspaper
612-378-1075
952-294-2145
800-336-6328

Star Tribune
Jim Piga

612-673-4833

Office Supplies
Network Business Supplies Inc.
Chris Schmitt
651-207-1077

Payroll Services
Associated Payroll Services
Sandi Wedmann
612-730-3603

22

ASSOCIATE MEMBER DIRECTORY
Petroleum Equipment/
Services
AIR-serv Group LLC
Doug Wagner
800-247-8363
Mill City Petroleum Services
Mike Dwelly
612-749-4713
MN Petroleum Service, Inc.
Gerald Swan
763-780-5191
O’Day Equipment LLC
Dan O’Day
763-230-7630
Pump & Meter Service, Inc.
Mike Eicher
952-933-4800
Zahl - Petroleum Maintenance
Brian Larson
612-331-8550

Petroleum/Lubricants
Adium Oil Co.
Dean Mielke
320-356-7350
Advantage Brands, LTD
Dean Mielke
320-356-7350
Croix Oil
Mark Ogren
651-439-5755
Dooley’s Petroleum
Randy Dooley
320-875-2641
Fauser Energy Resources
Luke Lionberger
402-466-5800
Fuel Service DJ’s Mart LLC
John Salden
715-723-1701
Hartland Fuel Products LLC
Ray Colbert
608-797-3930
Lakeside Oil
Rob Bonneau
763-244-0632
Colleen Mercil
612-501-5117
Mielke Oil Co., Inc.
Douglas Mielke
320-632-4085
Pittman Oil Company
Ronald Pittman
715-672-4257
Rahn’s Oil & Propane
Dave Rahn
320-256-3680
Trebelhorn & Associates
Scott Trebelhorn
507-647-2323
Waterford Oil
Gary Lynch
507-645-5659

Petroleum Reporting
OPIS/AXXIS Petroleum
Donna Harris

888-301-2645

Hartland Fuel Products LLC
Ray Colbert
608-779-6526
Premier Propane
Jason Scribner
612-839-1569
Rahn’s Oil & Propane
Dave Rahn
320-256-3680

646-837-7088

Tobacco

888-444-9391

Trucking Services/
Wrecker

Refrigeration
Maintenance
Quality Refrigeration
Bob Forder
612-861-7350
Market Mechanical
Mark & Robin Duffney 763-315-4000

Retail cleaning
Enviro-Master of Minneapolis
Chris Marrs
952-392-9736 Ext. 1

Retail Signage
Identi-Graphics
Jim Nelson
Rose City Canopy
Corey Goodwin
Think Digital Signs
Matthey Duffy

Linq3
Thomas Shaheen

Altria/Phillip Morris USA
Garth Alston
608-251-0195

Recycling
Mielke Environmental
Nicholas Mielke

Technology

Twin Cities Wrecker Sales
Rod Pellow
651-488-4210

Uniforms
Cintas Corporation
Dave Marta
Jake Froiland

763-391-5290
763-425-6666

Used Oil
Mielke Environmental
Douglas Mielke
Loe’s Oil
Brian Loe

320-632-4085
507-625-5278

612-309-3220
218-738-3188
612-669-6700

Security System,
Monitoring &
Surveillance
Digital Surveillance Concepts LLC
Dan Nordsletten
701-261-2488
Electro Watchman Inc.
Security Systems
Chris Simpson
651-262-6337
Loss Prevention Specialists
Bill Urban
1-800-825-5572
Next Generation Security Solutions
Electronics and Surveillance
James Kilman
763-443-1574

Petroleum Transport
D&J Transport Inc.
Josh Selbrade
Danco LTD
Dan & Jodi Gerads
Jensen Transport, Inc.
Paul Kane

507-413-0384
320-743-2006
507-387-4403

Propane
Dooley’s Petroleum
Randy Dooley

320-875-2641
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Softener Salt and
Washer Fluid
Paramount Marketing/ SunSoft Salt
Brooke Taney
612-866-1980
Splash
Manny Flores
763-472-0262

* All advertisers and Associated Members listed in
the Newsline should be judged on an individual
basis. When you are looking for a specific product
or service, please use your best business judgment.
The Association cannot endorse or guarantee
suppliers’ products or services.
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6th Annual MSSA Ice
Fishing Tournament
Jan 27th– Jan 29, 2016

MPTA Meeting
February 16, 2016
6:00 Dinner
6:30 Meeting

Chase on the Lake
502 Cleveland Blvd
Walker, MN 56484

MPTA Office
2886 Middle Street

February MSSA
Board Meeting
February 18, 2016
10:00 am Meeting
12:00 pm Lunch

March MSSA
Board Meeting
March 17, 2016
10:00 am Meeting
12:00 pm Lunch

MSSA Office
2886 Middle Street

MSSA Office
2886 Middle Street

MSSA Annual Meeting
April 28, 2016
11:00 am Meeting
Lunch to follow

All members are welcome!

Burger Moe’s
242 7th St. W
St Paul, MN

