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6 Tips on Generating More
Repeat Business
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In the world of auto repair, one thing is for
certain: Every shop in your community has their eye on your
customers. So in order to keep your customers, there are a
number of things you will need to do. Here are 6 tips that will
bring you amazing results:
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makes NASCAR Hall of Fame



MSSA Annual Meeting



#1. Make sure that you deliver on the customer’s expectations, and whenever possible, that you exceed those expectations. Simply put, fix the car right the first time, make the experience as pleasant as possible, help your customers see the
value in your services, and over-deliver at every opportunity.
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Busy middle-age robber grabbing
smokes by the carton, punching
Twin Cities clerks



2017 Mileage Rates



MSSA 2017 Scholarship Application

#2. At the point of car delivery, go well beyond what your
competitors do. You need to resell the customer on their decision, assure them that their problem has been solved, and review their repair order in detail. During the “sales process”
you need to put the focus on the benefits of the service rather
than the price, but at time of car delivery you need to ensure
that they understand what they bought, and how much they
paid for the services. You then need to offer them the opportunity to inspect their old parts (or return their old parts back
to them), review the warranty, discuss anything they will need
to monitor or do once they leave, schedule their next appointment, and thank them for their trust in you.
#3. When scheduling the next appointment, rather than asking when they would like to schedule it, be presumptive and
tentatively set the date and time for them. If and when they
tell you they are unsure if they will be available on that date,
just tell them “No worries, Mr. Butitta. We’ll be sending you
a reminder card the week before, and we’ll give you a reminder call as well. If you need to reschedule, it’ll be no
problem at all – we can simply reschedule the appointment
for you at that time. The benefit of doing it this way is that
there’s nothing you’ll need to remember, because we’ll remember for you.”
(continued on page 15)

Ahead of the Pack
What does it mean to be ahead of the Pack? No – it’s not Mike
McCarthy… Ahead of the Pack means: along, at an advantage, at the
head, before, forwards, in advance, in front, in the foreground, in the
lead, in the vanguard, leading, on, onwards, to the fore, winning. As
March Madness approaches, seems there really isn’t a college basketball
team out ahead of the pack. Gonzaga has a had great year; however,
many question their strength in schedule. Wisconsin was ahead of the
Pack in the Big Ten Conference race, but now has slipped losing multiple games in the past few weeks.
Many members in the Association are ahead of the Pack. Ahead of their
competitors in many ways. Service, competitive pricing, an amazing
facility or simply having a smile on their face. There are business owners staying ahead of the Pack by being innovative, creative and of course
using every available resource at their disposal.
The landscape at our State Capitol changed this past fall. The MSSA
with support of other organizations and great lobbying efforts, continue
to be ahead of the Pack. Being smart, innovative to the surreal notion of
“thinking outside the box”. How do you know if something is impossible? It’s only impossible if you don’t try. Many successful businessmen and women have succeeded, but they have also failed along the
way. Never be afraid of failure as we learn from our mistakes and come
back even stronger.
Ask yourself, “What does it mean to me a business owner to be ahead of
the Pack?” What can I do within my own walls that can give me an advantage? What can I do for my employees? What can my employees do
for me? Being ahead of the pack can be identified by cleaning up your
store front while having a clean restroom. Free coffee, complimentary
beverage, or yes- just a smile on your face.
It’s hard to predict the March Madness brackets, but, it’s not hard to predict where you and your business is heading. After all, nothing is impossible, again, you need to at least try. Are you willing to be ahead of
the Pack? That is for you as a business owner to decide. Are you ready
to be innovative? All of you have the traits within yourself and within
your business to be leaders. Now go out and achieve the impossible, be
a leader of the pack – it’s our future, engage – be ahead of the pack.
Have a great Month of March and be Green!
Lance
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Anniversaries
Alan Merschman
Kenny’s Clark & Goodyear
Member Since 1982

Brooke Taney
Paramount Marketing
Member since 2005

Chris Simpson
Electro Watchman, Inc.
Member since 2011

Ted Brausen
B Dale Service
Arden Hills Service
Member since 1985

Steve Sundby
Tri-Mart
Member since 2005

Scott Ebert
Principal Financial Group
Member since 2013

Randy & Susan Hickle
Tobies Station
Member since 2006

Hoon Ge
MEG Corp
Member since 2014

Pat Pettit
Polka Dot Dairy Inc.
Member since 2007

Caleb Churchill
AmeriPride Uniform Services
Member since 2016

Ned Wesenberg
Park Service
Member since 1993
Mark Montag
Petroleum Marketers Service
Member since 1991
Cary & Barbara Fritsvold
Reliable Plus Car Wash Service
Member since 1991

Paul & Adam Schlangen
Tapda, Inc.
Member since 2008

New Members
Hunt Brothers
Pizza

Krispy Krunchy
Chicken

Aaron Hobbs
816-210-6143

Bayne Harvey
612-321-6681

Jiffy Gas For
Less & Jiffy
Express
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Biofuels champ Richard Childress makes NASCAR Hall of Fame
By Growth Energy– January 19, 2017
This week, Growth Energy will join racing fans across the country to celebrate the induction of
NASCAR’s 2017 Hall of Fame honorees, including racing legend Richard Childress, a longtime
champion for ethanol-based fuels.
“Richard Childress purchased his first racecar for $20 dollars at the age of 17 and has been making automotive
history ever since,” said Emily Skor, CEO of Growth Energy. “In fact, he helped introduce the
sport to ethanol, demonstrating time and again the performance benefits of higher-octane, homegrown fuels. We could not be more excited to join loyal fans across the country in celebrating his recognition by the
Hall of Fame.”
Childress, who also serves as a Board member at Growth Energy, got his start in 1969 and earned 76 top-10 finishes
in 285 races before handing over driving duties to Dale Earnhardt in 1981. He later founded Richard Childress
Racing, a 17-time NASCAR championship-winning organization that continues to drive innovation in the sport.
In 2011, Childress was among the leaders who helped launch the NASCAR Green initiative, which included a
switch to Sunoco Green E15, a 21st century fuel containing 15 per cent American ethanol. Since then, NASCAR
has surpassed 10 million miles on the fuel. E15 is also available off-the-track, and American consumers have drive
more than 500 million miles on the blend, reducing emissions, saving money, and boosting engine performance.
“I congratulate Richard on this historic achievement and all those victories still yet to come,” added Skor. “His
career is a tribute to American ingenuity and perseverance, and we’re proud to count him as a friend.”
Source: Ethanol Producer Magazine
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MSSA Annual Meeting
Thursday, April 27, 2017
Held at Little Venetian
2900 Rice Street, Suite 240
Little Canada, MN 55113
Meeting at 11:00am
Lunch to follow
Please RSVP by Thursday, April 19, 2017 by contacting
the MSSA Office 651-487-1983
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Important – Memo from Bill Haas (Haas Managed Benefits)
MN Sure Notice to All Employers
MN Sure is mailing out notices to employers stating that they are liable for a Share Responsibility Penalty
under the ACA Health Care Act. It will list the employees that work for you who purchased Health insurance
through MNSure. The penalty currently applies to Employers who employ 50 or more full-time employees. If
you get this notice and you employ less than 50 employees, you can ignore it, it does not apply to you.
If you employ more than 50 full-time employees, the Dept of the Treasury will determine the penalty under
the Share Responsibility Provision. The previous administration delayed the penalties under the ACA Act until the next administration. It is now up to Congress to repeal all the penalties under the ACA Act.
You can access more information regarding this provision by typing in your search box, IRS shared responsibility. This site will give you complete details about this provision.
Please see sample letter attached on next page…..
For more information or questions- please contact Bill Haas at 612-751-7968.
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U.S. Convenience Stores Continue Growth
ALEXANDRIA, VA - The U.S. convenience store count increased to a record 154,535 stores as of
December 31, 2016, a 0.2% increase (340 stores) from the year prior, according to the 2017 NACS/
Nielsen Convenience Industry Store Count.
The industry store count has increased by 63% over the last three decades. At year-end 1986, the
convenience store count was 95,000 stores, at year-end 1996 the store count was 104,600 stores and
at year-end 2006 the store count was 145,119 stores. Over that time frame, there have only been five
times when the store count did not set a record; the latest being year-end 2008 and 2009 during the
Great Recession.
“Nielsen data shows that the U.S. convenience store channel continues to be an industry of opportunity, said Rob Hill, EVP of retail services at Nielsen. “The current consumer climate has created
favorable conditions for c-store sales growth, contributing to a positive, long-term outlook. Nielsen
understands the importance of the Convenience channel and is committed to accurately track Convenience store growth for our partners and clients, both chains and independent stores."
Within the retail universe that Nielsen tracks, convenience stores account for more than one third
(34.1%) of all outlets in the United States. In fact, the convenience store count alone is 25% higher
than the combined store counts of superettes, supermarket and supercenters (51,191 stores), drug
stores (43,636 stores) and dollar stores (28,832 stores).
Overall, 80.1% of convenience stores (123,807) sell motor fuels, a decrease of 0.6% (or 567 stores)
from 2016, with the single-store motor fuel segment dropping by 604 stores. “This decline could be
something to watch: It’s likely that some stores have stopped selling gas for reasons such as the cost
of PCI compliance, competition from QSRs, as well as industry consolidation,” said Bob Swanson,
director of research and statistics for NACS.
The convenience retailing industry continues to be dominated by single-store operators, which account for 63.1% of all convenience stores (97,504 stores total) and 42.6% of store growth in 2016. A
small operator himself, NACS 2016-17 Chairman Rahim Budhwani, CEO of Hoover, Alabamabased 6040 LLC, stated, "Our continued annual growth in store count shows that our industry’s core
offer of convenience strongly resonates with time-starved customers, while our channel continues to
innovate with new formats and offers to stay relevant and vibrant.”
Among the states, Texas continues to lead in store count with 15,671 stores—or more than one in 10
stores in the country. The rest of the top 10 states for convenience stores are California (11,774),
Florida (9,930), New York (8,570), Georgia (6,761), North Carolina (6,306), Ohio (5,635), Michigan (4,833), Pennsylvania (4,787), and Illinois (4,737). As overall growth in the channel was fairly
small during 2016, 23 states experienced declines in total store count from the prior year.
The bottom three states in terms of store count are Alaska (217 stores), Delaware (348), and Wyoming (354).
MSSA Newsline - February 2017
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(continued from front page)

#4. Sell the benefits of the next service at the time of car delivery. Rather than just telling the customer that they’ll
be due for a cooling system service in 6 months, help them see the value by explaining how that service will save
them money, time, etc. If they feel the only reason to return is because you told them they need to, you’ll see far
fewer returning customers, because they will feel they will be spending money, and getting little, if anything, in return.
#5. Build relationships. Regardless of how well you build value in their next visit, customers will be far more prone
to returning to your shop if they feel there is someone there they will enjoy seeing again. Remember the Elite rule:
When people buy a product, they will always remember the product, but when they buy a service, they will always
remember the people that provided the service.
#6. Stay in touch. Beyond a customer follow-up program, you need to ensure your customers are exposed to your
brand on a continual basis. This means you need to invest in your brand building campaigns, and be integrated into
your community in every way that you can.
In closing, all the reward programs and slick marketing gimmicks will always pale in comparison to one simple business philosophy: Provide a great service at a competitive price, build relationships with every customer, and live by
the principle of never putting money ahead of people.
Since 1990, Bob Cooper has been the president of Elite a company that strives to help shop owners reach their goals
and live happier lives, while elevating the industry at the same time. The company offers one-on-one coaching from
the industry’s top shop owners, service advisor training, peer groups, along with sales, marketing and shop management courses. You can learn more about Elite by visiting http://www.EliteWorldwide.com

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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Consumer Optimism Remains Strong as Gas Prices Fall
ALEXANDRIA, Va. – A majority of Americans (57%) are optimistic about the economy as gas prices fell by 5
cents per gallon over the past month, according to the latest National Association of Convenience Stores (NACS)
Consumer Fuels Survey of U.S. adults who purchase fuel for a vehicle at least once per month.
Overall, 57% of consumers are optimistic about the economy, which is 13 percentage points higher than last February, when 44% were optimistic. More than three-quarters (76%) of all consumers say that gas prices, which fell from
$2.30 to $2.25 over the past 30 days, play a role in their feelings about the economy.
Consumers in the South were most optimistic (60%), while those in the Northeast were least optimistic (54%). Only
one in three Americans overall (38%) say that gas prices rose over the past 30 days, though a majority of consumers
in the Northeast (53%) say that gas prices rose in the past 30 days. By contrast, only 28% of consumers in the Midwest say gas prices rose in the past 30 days.
Looking to the future, more than two in five fuel consumers (46%) say that they expect gas prices to increase over
the next 30 days. This is a noticeable increase from the 35% who predicted higher pump prices at the same time one
year ago.
One in five Americans (18%) say that they will spend more money shopping over the coming 30 days. Younger consumers, those ages 18-34, are most likely (28%) to increase their spending.
“The strong consumer optimism over the past few months will be challenged by the fuels industry’s spring transition
to summer-blend fuels, which puts pressure on the distribution system and gas prices. As the cold winter weather
slowly warms and spring draws closer, convenience retailers are hopeful that consumer optimism remains high and
drivers continue to hit the roads — and visit their stores to refuel on drinks, snacks and meals,” said Jeff Lenard,
NACS vice president of strategic industry initiatives.
The survey was conducted online by Penn Schoen Berland; 1,110 U.S. adults who purchase fuel for a vehicle such
as a car, truck or van at least once per month were surveyed February 7-10, 2017.
Summary results are available at nacsonline.com/fuelssurvey.

46 'Move Over' Violators Stopped
Colorado State Patrol and Larimer County Sheriff's officers pulled over 46 vehicles on U.S. 287 that failed to move over for
a stopped emergency vehicle flashing its lights on Feb. 16, according to LCSO Deputy Travis Martin.
The actions were part of a planned operation meant to educate drivers on the state's Move Over law.
Judging whether a driver reduces speed substantially enough for a stopped emergency vehicle is up to the individual officer,
Martin said. There is no set margin of speed reduction guaranteed to protect drivers from a citation.
"For me, slowing to 40 miles per hour in a 55 is enough, but if someone is still going 60 in a 75, that's not safe enough,"
Martin said. Similar operations are planned for March and April.
The "Move Over" education operation was partly in response to the November death of Colorado State Trooper Cody Donahue, who was struck and killed by a driver that failed to move over for Donahue's stopped patrol vehicle, a press release said.
Similar operations meant to inform drivers of the need to move over are planned for March and April, Martin said.
Source: reporterherald.com
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Busy middle-age robber grabbing
smokes by the carton, punching Twin
Cities clerks
By Paul Walsh Star Tribune

A middle-age robber is going around the Twin Cities area snatching up hundreds of dollars in cigarettes at a time in
stores, punching the clerk and taking off.
The string of crimes has been going for about a month, and authorities have yet to catch the suspect.
In one robbery, early in the evening of Feb. 5, the man asked the clerk at a SuperAmerica at 2295 Rice Street in
Roseville for three cartons of Newport 100’s valued at $260, police in that city said.
“When the cashier placed the cartons on the counter, the suspect grabbed the cartons and punched the cashier’s face
and fled the store,” police said in a statement. He got away in a four-door silver Chevrolet Impala or Pontiac Bonneville, police said.
“There have been a dozen or more metro robberies involving the same suspect” and the same modus operandi in the
past month, the police statement continued.
Police described the suspect as black, about 50 years old, 6 foot 1 and of average build, bald head and with closely
shaved facial hair and a slight mustache. In the Roseville robbery, he was wearing a black vested jacket, dark gray
pants, black hooded sweatshirt and white gym shoes.
Anyone with information about any of these robberies should call 911, contact CrimeStoppers at 1-800-222-8477 or
send a text that reads Tips 674 plus the information to 274637 (CRIMES). Information leading to an arrest could result in a reward.
MSSA Newsline - February 2017
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2017 Mileage Rates
Internal Revenue Service has issued the 2017 optional standard mileage rates used
to calculate the deductible costs of operating an automobile for business, charitable, medical or moving purposes.
As of January 1, 2017, the standard mileage tates for the used of a car, van, pickup
or panel truck changed to:


53.5 centers per mile for business miles driven (down from 54 cents for 2016)



17 cents per mile driven for medical or moving purposes (down from 19 cents
for 2016



14 cents per mile driven in service of charitable organizations

Taxpayers always have the option of calculating the actual costs of using their
vehicle rather than using the standard mileage rates.
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ASSOCIATE MEMBER DIRECTORY
Accountants
LMV Corporation
Ron Velander

Core-Mark International
Theresa Moen
952-457-7153

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

763-762-2098

Appraisers/Commercial
Brokers
Petroleum Marketers Svc, Inc.
Mark Montag
952-435-9822

Auto Parts Supplier
NAPA Auto Parts
Jeremy Bottolfson
Todd Plomski
Factory Motor Parts
Clay Johnson

952-924-1211
952-924-1211
651-405-7645

ATM Machines/Novelty
Games
Universal Money Centers
Jerry Spain
913-831-0248
Danielle Skinner
913-244-3249

Libby Law Office

651-487-1208

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

Gary E. Persian
Ned E. Ostenso

Eby-Brown Co. LLC
John Marsolek
763-273-6516
Farner-Bocken Company
Bruce Milbrandt 800-555-1088 x444
Henry’s Foods
Dale Erickson
800-726-5299
Lynco Distribution, Inc
Zac McCall
612-865-0275

952-933-2390
952-933-2390
952-405-7171

Winthrop & Weinstine, P.A.

Tami Diehm
Jim Kierking

612-604-6658
612-604-6651

Batteries
Interstate Batteries
Dan Hartel
Factory Motor Parts
Clay Johnson

952-345-1190
651-405-7645

Beverages/COFFEE
American Bottling Company
Mark Mathewson
651-552-3582
M&S Distributing
Shawn Burkel
218-242-0604
Pepsi Bottling Group
Julia Yngsdal
612-244-1760
Tri-Mart
Steve Sundby
715-235-2151 x151

C-Store Supplier
Chambers & Owen
Gary Christensen

651-308-2638
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612-810-5160

Health Insurance
Haas Managed Benefits
Bill Haas

763-421-6153

Ice Vendors
Arctic Glacier Ice
Jon Stelley

651-455-0410

Information Services

Blendco Systems, Inc.
Brent Anderson
763-567-3324
Professional Carwash Systems, Inc.
Bob Englund
763-550-1001
Reliable Plus Car Wash
Cary Fritsvold
952-888-8023

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

Credit Card Processing

Insurance

Chase Paymentech
Jeff Herman

McNamara Company
Patrick McNamara
Aleisha McNamara
Mitchell McNamara

763-219-8646

Credit Card Processing
Transport

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

651-438-2793

Lenders/Financial

952-443-4113

Environmental
Bay West LLC
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

Investments/ Financial

612-378-1075

Electrical– Lighting
Norske Electric, Inc
Brevik Tharaldson

651-426-0607
651-426-0607
651-426-0607

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

Dairy/Ice Cream

Nolan, Thompson & Leighton

Randy Thompson

MEG Corp
Hoon Ge

Car Wash

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

Attorneys
Kirsten Libby

Fuel Testing
612-554-9787

Ascentium Capital LLC
Len Baccaro
Tony Zieglar

715-835-5113
952-884-1503

281-902-1931
281-883-5005

LIGHTING
Apadana Lighting
Ehssan Taghizadeh

612-385-7684

Lottery
MN State Lottery
Amy Jaeger

651-635-8233

Member Services/
Associations
American Lung Association
Jon Hunter
651-268-7601
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.
Brett Cohn
651-207-1077
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ASSOCIATE MEMBER DIRECTORY
Payroll Services
Associated Payroll Services
Sandi Wedmann
612-730-3603

Petroleum Equipment/
Services
AIR-serv Group LLC
Doug Wagner
800-247-8363
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
Dehn Oil
Ron Dehn
763-421-5571
Dooley’s Petroleum
Randy Dooley
320-875-2641
Energy Technology Unlimited MN
Shawn Patnode
1-507-334-0442
Fuel Service DJ’s Mart LLC
John Salden
715-723-1701
Hartland Fuel Products LLC
Ray Colbert
608-797-3930
Lakeside Oil
Brad Schneider
320-360-9988
Colleen Mercil
612-501-5117
Mielke Oil Co., Inc.
Douglas Mielke
320-632-4085
Molo Oil Co., Inc.
Mark Molo
563-557-7540
Pittman Oil Company
Ronald Pittman
715-672-4257
Rahn’s Oil & Propane
Dave Rahn
320-256-3680
Severson Oil
Josh Severson
507-452-4743
United Farmers Coop
Scott Trebelhorn
507-647-6620
Waterford Oil
Gary Lynch
507-645-5659

Petroleum Reporting
OPIS/AXXIS Petroleum
Donna Harris

888-301-2645
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Petroleum Transport

Tobacco

D&J Transport Inc.
Josh Selbrade
Danco LTD
Dan & Jodi Gerads

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

507-413-0384
320-743-2006

Propane

Trucking Services/
Wrecker

Dooley’s Petroleum
Randy Dooley
320-875-2641
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

Twin Cities Wrecker Sales
Rod Pellow
651-488-4210

Refrigeration
Maintenance

Used Oil

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

Uniforms
Cintas Corporation
Dave Marta
Mike Moran

763-391-5290
763-391-5655

AmeriPride Uniform Services
Caleb Churchill
651-983-3288
Loe’s Oil
Brian Loe

507-625-5278

MSSA Business
Hours:

Retail Signage
Rose City Canopy
Corey Goodwin
Think Digital Signs
Matthew Duffy

218-738-3188

Monday - Friday

612-669-6700

Security System,
Monitoring &
Surveillance

8:30am-4:30pm

Digital Surveillance Concepts LLC
Dan Nordsletten
701-261-2488
Electro Watchman Inc.
Security Systems
Chris Simpson
651-262-6337

Softener Salt and
Washer Fluid
Paramount Marketing/ SunSoft Salt
Brooke Taney
612-866-1980
Splash
Manny Flores
763-472-0262
Factory Motor Parts
Clay Johnson
651-405-7645

* 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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Upcoming Events
March MSSA
Board Meeting
March 16, 2017
10:00 am Meeting
12:00 pm Lunch
MSSA Office
2886 Middle Street
Little Canada
MSSA Annual
Meeting
April 27, 2017
11:00 am Meeting
Lunch to follow
Held at Little Venetian
2900 Rice Street, Suite 240
Little Canada, MN 55113

We’re on Facebook!
www.facebook.com/MnServiceStationAssociation

“Serving Our Members Since 1966

800-752-4884
651-487-1983

FAX: 651-487-2447
www.MNSSA.com

