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Executive Order Issued on Right to Repair

President Biden recently issued an executive order addressing right
to repair concerns and repair barriers. Biden signed the order as part
of a plan to boost competition across numerous sectors, from
healthcare to the auto industry, online platforms, and consumer devices. The order also aims for better regulatory support for independent automotive repair shops.

Right to repair remains a top priority for SSDA-AT. The association has been working with other industry groups and the FTC on
this initiative.
SSDA-AT thanks the administration for recognizing the importance
of right to repair to ensure consumers have access to the repair shop
of their choice.
The order is aimed at promoting competition in the United States
and is sure to give a boost to the right to repair movement.
News of the recent executive order are encouraging, and SSDA-AT
is enthusiastic about the attention this is bringing to the issue. For
years, SSDA-AT has pressed Congress for federal action with some
interest but little movement.
SSDA-AT urges the Administration and the FTC to take strong actions to reduce anti-competitive barriers to repair for our industry
so that we can continue to service our customer’s vehicles.
SSDA-AT members continue to be challenged in providing repair
maintenance without the proper information. Many of these issues
facing the vehicle aftermarket were outlined in the recent FTC report entitled “Nixing the Fix, a Report to Congress.” On June 30,
SSDA-AT,Auto Care Association, along with five other automotive
aftermarket trade groups, sent a letter to the FTC calling for the
Commission to take action to address concerns outlined in their report.

History of Golf-

As I write this Executive Letter on the eve of our annual golf tournament, wonder how the game of golf was invented or who founded
the irritating sport? Even though I golf three-four times a year, just
like anything in life, you need to participate or engage in the activity
to get better. Takes patience, and the will to listen to others as they
tell you what you are doing wrong or how to better position your
body or to tighten up your swing. As most know, I really do not
have a lot of patience nor do others, maybe that is why most of us
do not play the game of golf more frequently?
The earliest form of golf can be traced to ancient Rome where people played a game called paganica around 100 BCE. Players hit a
stuffed leather ball with a bent stick. During the Song Dynasty (960
CE to 1279 CE) in China, participants played chuiw an, which was
played with several clubs and a ball.
However, the modern game of golf originated in 15th century Scotland. The 18-hole round was created at the Old Course at St
Andrews in 1764. (I know a few people who have golfed that
course)
A common misconception is that the word GOLF is an acronym for
Gentlemen Only Ladies Forbidden. This is a 20th century joke and
not true. It is now generally accepted that the word 'golf' is derived
from an old word meaning 'club', though this in turn may have older
cognate roots dating back to ancient times.
Minnesota has 479 golf courses, not bad considering our summers
can be so short here. State with the most golf courses is Florida,
with 1,055 golf courses. A lot of MSSA members know that information of course…. Alaska, only has 50 golf courses, which is more
than I originally thought.
Whether playing golf or trying to be a better person by learning
more patience, thinking more positively or simply positioning ourselves to be more successful and accepted, all of us can learn from
one another and participate in the game of life more frequently. After all, golf is a four- letter word…. and so is life.
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WHEN DO YOU REPLACE YOUR TIRE AND WHEEL EQUIPMENT?
Purchasing new tire and wheel equipment for your auto repair shop is an investment. It’s expensive. Some equipment is very expensive. You want to make sure you get all of the return you can on that investment. At what point
do you decide you have gotten as much ROI as you are going to get and replace it? Replacing your tire and wheel
equipment is not a decision any owner makes lightly. There are a number of factors that go into this decision.
TIRE AND WHEEL EQUIPMENT: IS IT REPAIRABLE?
Sometimes your choices are determined by your budget. It’s been a challenging year for most small business owners. No one will judge you if you want to get a little more time out of the equipment you already have. This equipment includes:
• Tire Changers
• Tire Balancers
• Wheel Aligners
• Brake Lathes
The above machines range in price from thousands of dollars to tens of thousands of dollars, so you will want to
get your money’s worth. In order to do that, you need to keep up with your preventative maintenance and replace
smaller parts as they wear out. In busy, high-volume shops, tire changers and wheel balancers will begin to show
wear sooner. These are expensive machines, so to avoid breakdowns, keep them clean and inspect your equipment
regularly. When you see small parts like hoses on your equipment wear out, replace them before they break. You
will avoid downtime and other more expensive repairs in the future.
At some point, however, your machines will be more expensive to fix and keep using than they will be to replace
them. Typically speaking, tire changers and wheel balancers last between eight to twelve years.
Small parts are simple enough to fix. Motors, steel arms, or pedal assemblies are much more extensive repairs. If
you are trying to do the difficult repair-vs-replace calculus, determine how much downtime you’re looking at if
you keep it. How much money won’t you be making if you baby along a dying machine?

Useful questions to consider when making this decision would be:
• How old is the machine?
• How often is it used?
• What is the cost of the repair(s)?
• What would it cost to replace?
• Would a replacement machine be able to provide more or better service?
While a shop owner may have good reasons to repair rather than replace a machine, it’s always better to replace it
before it becomes completely inoperable. You don’t want to lose customers because you cannot provide them with
service. It’s much easier to retain an existing satisfied customer than it is to attract a new one.
WHAT TO DO WITH OLD TIRE AND WHEEL EQUIPMENT
If you do decide to purchase new equipment, don’t throw out the old. You may find that it’s still useful as a backup
machine for less complex jobs. You can also trade it in when you buy a new machine or repair it and sell it to another shop.
ROI OF NEW EQUIPMENT
Because today’s vehicles – and their wheels and tires – change so rapidly, new equipment will eventually be a necessity in order to service new cars and trucks. If your tire changer or wheel balancer can’t service the new trends
like 20-inch rims and low-profile tires, it will have outlived much of its usefulness.
When you replace it with new equipment, your shop will be able to service a wider variety of vehicles, and your
techs will not have to struggle and waste their time trying to make a dying piece of machinery still work. More
business and less wasted time can be leveraged into profits that will justify a large expense like new equipment.
Before you buy any specific machine, consider the types of service you would like to be able to provide and factor
that into your decision. New revenue streams are good!
MSSA Newsline - July 2021
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to sign up for the MSSA Annual
Golf Outing!
If you need registration forms you can find them on the
MSSA Website, www.mnssa.com, under Events or
contact
Nikki @ nikki@mnssa.com or 651-487-1983
Please have registrations in no later than July

13th!

Convenience Retailers and Suppliers Say Supply Disruptions Are a Concern
Supply chain challenges persisted in Q2 2021; little confidence improvements are coming.
ALEXANDRIA, Va.—Product procurement throughout the supply chain was a major challenge for convenience
stores and their supplier partners last quarter and is expected to continue throughout 2021, according to leading
convenience store and supplier companies.
Two in five convenience retailers (39%) say there were “significant” levels of disruption across the supply chain
during the second quarter of 2021, and 86% report that at least 10% of their orders were disrupted, according to
two NACS surveys of U.S.-based convenience retailers and their supplier partners.
Beverages were particularly a challenge in Q2, with 72% of retailers reporting supply disruptions of packaged beverages and 67% reporting supply challenges with beer. Also, two in five industry suppliers (38%) said they faced
“significant” levels of disruption for materials necessary to create their products.
Compounding inventory challenges in Q2, three in four retailers (76%) say it was difficult to fill available positions. Only 2% of retailers surveyed said they did not face hiring challenges.
Supply chain disruptions also extended to equipment: 79% of retailers say they experienced delays with store
equipment/hardware deliveries this year and 41% say they postponed store equipment orders or new store construction/remodel projects because of supply chain delays.
Confidence among convenience retailers and suppliers that improvements are coming is low: Only 25% of retailers
and 27% of suppliers are confident that supply disruptions will improve in the second half of the year.
Despite the challenges, in-store sales have rebounded to pre-pandemic levels at convenience stores, according
NACS CSX sales data ending April 2021. Fuel sales also have largely recovered. Finished gasoline supplied,
which is tracked by the U.S. Energy Information Administration and is a proxy for supply, is only 1.8% lower the
last two weeks of June 2021 than the same period in 2019.
Disruptions throughout the supply channel also have led to a greater level of collaboration between convenience
retailers and their suppliers: 66% of supplier companies say that their overall relationship with convenience retailers is better than a year ago and 44% say their level of partnership and collaboration with the convenience retailing
channel is better than other channels.
“Our industry’s resilience has been on display throughout the pandemic and is even more apparent now as the
economy continues to bounce back. The value of convenience has never been higher, and the innovation within our
channel to continually reinvent convenience to benefit our 165 million daily customers astonishes me. I look forward to a strong rest of 2021 and beyond,” said NACS Chairman Kevin Smartt, who operates 48 Texas Born and
Kwik Chek stores across Texas and Oklahoma.
The NACS Retailer and Supplier Member Pulse Surveys were conducted in June 2021 by NACS Research. Overall, 56 retailer members, representing a cumulative 1,497 stores, and 83 supplier member companies participated in
the survey. NACS Research conducts quarterly custom research with retailer members to identify key priorities
and opportunities across the convenience and fuel retailing landscape.
Courtesy of Jeff Lenard of NACS
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Industry Groups Raise Concerns Over Federal
Infrastructure Bill & EV Charging
Despite objections, the U.S. House of Representatives passed the INVEST
in America Act on July 1.
WASHINGTON, D.C. — Electric vehicles (EV) and meeting the needs of the EV motorist are emerging opportunities for convenience stores and truck stops, but parts of the federal infrastructure bill could hamper those opportunities, according to industry groups.
NATSO, NACS and SIGMA continued to voice concerns with the five-year surface transportation reauthorization
bill even after the U.S. House of Representatives passed H.R. 3684, the INVEST in America Act.
"NATSO is disappointed that we must reject a federal highway bill for the second time because it contains the
same harmful provisions that will discourage the private sector from making investments in electric vehicle charging infrastructure," said NATSO President and CEO Lisa Mullings. "NATSO wants to work with lawmakers to
expand the market's transition to alternative fuels, including EV charging. With a few key improvements to these
provisions, NATSO and the entire retail fuel industry would otherwise be able to support this important legislation."
According to NACS President and CEO Hank Armour, the association supports infrastructure investments that
leverage private funds and lead to improvements — something this bill does not do.
"This bill does the opposite and will depress overall investment in critical new technologies like electric vehicle
charging," Armour said. "The policies related to electric vehicle charging put forth in this legislation undermine
the necessary business case for EV charging infrastructure, making it more difficult for the private sector to make
such investments."
Despite their disappointment over the bill's 221-201 passage in the House, the three trade groups said they support
increased investment in infrastructure, including alternatives to traditional motor fuel such as electric vehicle
charging, hydrogen, and natural gas fueling.

Bringing Their Concerns to Federal Officials

In a letter prior to the July 1 vote, NATSO, NACS and SIGMA urged members of the U.S. House Transportation
and Infrastructure Committee to oppose the INVEST in America Act. Specifically, the groups are concerned that
two provisions will discourage private businesses from investing in EV charging and stifle the market's transition
to electric vehicles.
In the letter, NATSO, NACS and SIGMA expressed concern with:
1.A provision in the Manager's Amendment that would carve out an exception for EV charging to the longstanding
federal law prohibiting the sale of fuel, food and other services at rest areas.
2.
According to the associations, the ban on commercial activities at interstate rest areas has been essential to incentivizing businesses to invest in fuel stations just off U.S. highways for as long as the interstate system has existed.
Against this market and policy backdrop, drivers of gasoline-powered cars do not suffer from range anxiety.
2. A provision in Section 1303 that would allow investor-owned utilities to receive federal grants even if they have
already raised rates on all of their customers to underwrite EV charging infrastructure investments.
This policy would discourage private investment. Fuel retailers will not invest in a technology where they have to
pay for their own infrastructure — and recover those costs — while utilities have all of their investments covered
by unwilling underwriters, they said.
The three trade groups represent approximately 90 percent of retail sales of motor fuel in the United States.
(continued on next page)
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The groups said that the highway reauthorization bill passed in summer 2020 by the U.S. Senate Environment and
Public Works (EPW) Committee, which was supported by NATSO, "creates a regulatory framework that is far
more compatible with increasing investment in EV charging infrastructure than the INVEST Act." The Senate
EPW bill included grants for EV charging infrastructure along highway corridors similar to the INVEST Act, but
does not commercialize rest areas or encourage utilities to "double-dip," according to the associations.
"For decades, we've invested in new infrastructure to meet our customers' evolving fueling needs," Mullings said.
"Our industry invested in diesel exhaust fluid (DEF) infrastructure when truck manufacturers began building
trucks requiring DEF. We invested in infrastructure to blend and sell biodiesel and ethanol. In none of these instances did the government need to build fuel stations to meet consumer demand. New fuels have been introduced
into the market before, and private businesses have always stepped up."
Earlier this year, NATSO joined with ChargePoint, an EV charging vendor, to form the National Highway Charging Collaborative to add EV charging to more than 4,000 travel plazas in the next decade.
"The INVEST Act threatens that goal," Mullings said.
The letter follows NACS' request to retailers to reach out to their federal lawmakers and ask that they support
Larsen Amendments No. 70 and No. 71 to the INVEST in America Act. The amendments would allow EV charging options at park-and-ride facilities, while continuing to protect off-highway businesses and communities. As
NACS explained, the amendments direct Congress to study the effects this policy would have before taking a step
that would set back efforts by the private sector to build this infrastructure, as Convenience Store News previously
reported.
Source: Convenience Store News
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The Online Edge – What Your Business Needs to Thrive
Does your business have an online presence? If so, are you doing all you can to ensure its virtual success? If not,
what are you waiting for? Let us take a sneak peek at some statistical findings from the Pew Research Center. According to their most recent studies on the use of internet and technology it was found that:
Roughly three-quarters of Americans, or 77%, now own a smartphone, which nearly doubles the former findings
since the Center began its research in 2011. As of November 2016, nearly three-quarters, or 73% of Americans
indicate that they have broadband service at home. Nearly seven-in-ten Americans now use social media. When
the Center started tracking social media adoption in 2005, just 5% of Americans said they used these platforms.
Today, 69% of U.S. adults are social media users.
Half the public now owns a tablet computer. When the Center first began tracking tablet ownership in 2010, just
3% of Americans owned a tablet of some kind. As you can see, now more than ever before, an online presence for
your business is significant. And not just any online presence, but a quality one that provides a sense of credibility
and legitimacy, turning its visitors into leads and sales, and contributing to the success of your business.
First impressions matter. If your business has a website, rest assured that internet users are navigating to it to formulate their opinion, to see what other people have to say about you, and to “screen” shop your services and products, which is much like window shopping, but with the ease of never having to visit your business’s location.
Your business can now be accessible to the masses thanks to technology. Therefore, it is vital to have a way for
potential clients to find you with the swipe of their fingertip and to ensure you have a website that makes a good
impression. So, how do you go about trying to meet your customers’ needs online?
Let us Talk Internet Marketing Best Practices
There are several factors that play into the creation of a well-made website that will help your business’s online
presence generate traffic and rank effectively:
Design & Layout
Visual presentation plays an important role in the functionality of a website. A high-performing website will provide a positive user experience. It helps to have a responsive web design. What makes a website responsive? Responsive design helps to generate leads and sales without any limitations based on user devices. So, customers can
find your automotive service site on their tablet, smartphone, smart watch, etc., viewing your website efficiently
from any screen size.
Content
Content is the reason why visitors come to a site. They are seeking information about your business and its services. The key is to provide relevant content that is easy for visitors to digest. Too much or too little and your visitors might go elsewhere to find what they are looking for.
Check out what Moz has to say about content regarding search engine ranking. By providing unique content that
moves beyond self- promotion and is easily digestible to the user, your website offers valuable information.
Calls to Action
Calls to action within a site’s content and design come in the form of clickable links or custom buttons. It entices a
visitor to act beyond the page they are on, an action like submitting a form, requesting a quote, purchasing a product,
or even just clicking a link that leads to another page with relevant information. Through a CTA, a user moves to
take a specific action that will benefit your business. And action is what it is all about.
(continued on next page)
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(continued from previous page)
Credibility
A business with an online footprint is a business that can be found, recognized, and confided in. From building a
solid and consistent brand across all channels, to maintaining an active social media presence, gaining positive reviews, managing your online reputation with products like Net Driven’s Reputation Management.
Mobile Viewability
More and more people are looking at your site from a mobile phone or web enabled device. It seems like anything
with a screen and a microchip in it can get on the internet these days. Make sure your site is viewable on a mobile
internet enabled device.
Search Engine Optimization
At Net Driven, we drive the traffic that drives your business! It begins with a website that keeps local search in
mind. A strong SEO foundation puts proven strategies to work and improves your ability to get found. From understanding searcher behavior to using tested best practices, the SEO team at Net Driven works hard to ensure that
your site has all the key ingredients for SEO success. Look to us for:
• Keyword research performed for your business and target geographic
• Optimized meta tags for click through success
• Relevant industry content
• Local directory management
• SEO-friendly site architecture and more!
Do not have a website yet? What are you waiting for?! Talk to a representative from Net Driven today and ask
about how we can help you create a website that not only generates traffic but turns your traffic into leads and
sales! Net Driven should be your choice for all your automotive internet marketing needs. Contact us today!
Sources:
http://www.pewresearch.org/fact-tank/2017/01/12/evolution-of-technology/
http://www.webs.com/blog/2012/02/28/6-key-elements-to-a-good-website/
Source: SSDA July News

Interesting items for all of us….
How much profit do car dealers make on new and used cars?
For volume makes (like Ford, Chevy, etc.), there’s so much competition between dealers that new-car margins
tend to be slim. There’s always a dealer of the same make not far away willing to match or beat the deal.
Those dealers make their money on used cars, finance and service. (I think all of us knew this?)

Owning your electric vehicle means that you don't have to worry about broken timing belts?
Yes, fewer moving parts (which means reduced maintenance) is a benefit of owning an EV… no timing belt
change, no oil changes, fewer brake pad changes since the regenerative braking take some/most of the load
(although living in a warm weather state that doesn’t salt the roads even when it snows).
The main maintenance cost will be the tires as the extra weight of an EV (due to the battery) along with the tendency of people to like to accelerate quickly will wear down tires faster than normal. Did you know the weight of an
EV battery can vary from 450lbs to 600lbs? Therefore, most owners never replace their batteries as buy a new battery costs way to much.
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Federal Appeals Court Strikes Down Year-Round E15 Sales
Alternative fuels industry groups express disappointment and will explore options to reverse the decision.
WASHINGTON, D.C. — Two years after the Environmental Protection Agency (EPA) gave the greenlight to year
-round E15 sales, the U.S. Circuit Court of Appeals for the District of Columbia reversed the move.
On July 2, the federal appeals court said the EPA overstepped its authority in 2019 when it removed the last remaining barriers to selling the 15-percent ethanol blend in the summer months.
Provisions of the Clean Air Act have prohibited the sale of certain fuels with a higher volatility from June 1
through Sept. 15 to limit smog, according to The Associated Press. Congress has allowed 10-percent ethanol, and
the EPA in its 2019 ruling revised the interpretation of the exemption to federal law to include E15.
The court's decision said it's clear from federal law that Congress balanced "wide-ranging economic, energysecurity, and geopolitical implications" and that the wording of the law "reflects a compromise, not simply a desire
to maximize ethanol production at all costs." They concluded Congress did not intend to allow ethanol blends
higher than 10 percent to be widely sold year-round, the news outlet reported.
Industry Reaction
However, the appeals court ruling — which came in response to a challenge by oil refineries — drew criticism
from alternative fuel industry groups.
"We disagree with the court's decision to reject EPA's move to expand the RVP [Reid Vapor Pressure] waiver to
include E15, a decision that could deprive American drivers of lower carbon options at the pump and would result
in more carbon in the atmosphere," said Growth Energy, the Renewable Fuels Association, and the National Corn
Growers Association in a joint statement.
"We are working to ensure the continuity of E15 sales through the 2021 summer season and beyond. This decision
could impact summertime sales across all non-RFG areas where nearly two-thirds of retail sites offering E15 currently do business. If E15 in those markets were to end, summertime E15 sales would fall by 90 percent," the associations said.
The groups added they are pursuing all available options and will work with the administration and Congress "to
ensure that we have a solution in place before the 2022 driving season."
The Iowa Renewable Fuels Association (IRFA) also expressed its disappointment.
"We are very disappointed by today's decision to strike down EPA's rule that makes it easier to sell E15 year-round
in all markets. It is still our view that the law allowing an RVP waiver for blends containing 10-percent ethanol can
and should be applied to E15, which does contain 10-percent ethanol, and a little more," said IRFA Executive Director Monte Shaw.
"There is no scientific or environmentally sound reason to erect arbitrary barriers to the sale of E15 in the summer
months, which has lower combined evaporative and tailpipe emission than either E0 or E10. Today's decision really turned this section of the Clean Air Act on its head," Shaw added.
IRFA will also pursue "every legal, regulatory and legislative option" to reverse the decision.
"We are confident that as this issue continues to work its way through the legal and regulatory process, E15 sales
during this summer's driving season will not be impacted. The key will be to find a solution by June of 2022 to ensure the rug is not pulled out from under fuel retailers across the country who have added E15 to their stations,
banking on the certainty EPA provided to offer the fuel all year," Shaw added. "Ethanol producers will not abandon these retailers as we continue to find a path for E15 to be sold all year long."
(continued on next page)
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American Coalition for Ethanol Senior Vice President Ron Lamberty said the oil industry's opposition to yearround E15 sales was an effort to maintain its 90-percent gasoline mandate.
"We continue to believe EPA's interpretation of the Clean Air Act holding E15 to the same gasoline volatility
standards as E10 is consistent with congressional intent while reflecting the improvements in future motor fuels
Congress anticipated," Lamberty said.
"EPA's ruling in 2019 cut the RVP red tape allowing more retailers to add the blend to their fuel slate and offer
their customers a low carbon fuel with higher octane at a lower cost, and we'll continue to work with our industry
partners, as well as administrative and legislative officials, to make sure this ruling doesn't set back the important
growth of lower carbon options at the pump to help the Biden Administration decarbonize the transportation sector," he added.
Source: Convenience Store News.
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Merchants Welcome President’s Order on Competition
The coalition seeks to reduce U.S. swipe fees, the highest in the world.

WASHINGTON—The Merchants Payments Coalition, which represents retailers and others fighting for a
more competitive, transparent card system, said it welcomes an executive order on competition signed by
President Joe Biden and calling for its principles to be applied to address lack of competition in the payments
market.
“The clear message is that the Biden Administration supports competition across all sectors of the economy
and wants to tear down barriers to fair and open markets,” said Doug Kantor, general counsel of NACS and
MPC executive committee member. NACS was a founding member of the Merchants Payments Coaltion.
“Swipe fees charged by the credit and debit card industry are anti-competitive and harmful to Main Street
businesses,” Kantor said. “With this executive order, we welcome action by the Department of Justice, Federal
Trade Commission, banking regulators and other agencies to bring an end to anticompetitive practices in the
payments industry.”
Biden signed the executive order to establish a “whole-of-government effort to promote competition in the
American economy.” The order’s six dozen specific initiatives affecting a wide range of industries did not directly address swipe fee or card payments, but the lack of competition in banking was cited. Regulators were
directed to “provide more robust scrutiny of mergers” and allow consumers changing banks to download their
banking data and take it with them. More broadly, the DOJ and FTC were told to “enforce the antitrust laws
vigorously.”
The Merchants Payments Coalition yesterday decried the swipe fees pocketed by big banks, which have reported dramatic increases in credit and debit card volume this week as Main Street still struggles to recover
from the COVID-19 pandemic.

“The giant card companies and banks may be rejoicing that their scheme of fixing huge credit card swipe fees
is paying off, but their gain is Main Street’s pain,” Kantor said. “We need competition to reduce swipe fees so
bank CEOs aren’t the only ones celebrating.”
Kantor’s comments came after JPMorgan Chase CEO Jamie Dimon enthusiastically welcomed signs of increased consumer spending during an earnings call on Tuesday, saying “the pump is primed” for the year
ahead.
Bank of America—the nation’s largest debit card issuer and fourth-largest credit card issuer—yesterday reported earnings of $9.22 billion in the second quarter, a dramatic increase from the $3.53 billion it reported for
the quarter in 2020. BOA credit and debit card volume was up 40 percent year-over-year at $200.3 billion.
(continued on next page)
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In recent years, the lack of competition has allowed credit card swipe fees to skyrocket, negatively impacting
business owners who, to compensate for swipe fees, must increase prices. Banks that issue Visa and Mastercard credit cards charge merchants an average 2.25% of the purchase price to process transactions, according
to the Nilson Report, a global news and statistics provider for the payment industry. Multiplied across millions
of transactions each day, those fees more than doubled from $25.6 billion a year in 2009 to $67.6 billion in
2019.
When all brands of credit and debit cards are included, processing fees totaled $116.4 billion in 2019, up 88%
over the previous decade, according to Nilson. Debit-card swipe fees are limited to 21 cents per transaction for
the nation’s largest banks if they follow Visa and Mastercard’s fee schedules, but smaller banks can charge
more.
Card processing fees are most merchants’ second-highest cost after labor, and they drive up prices paid by the
average household by hundreds of dollars a year. U.S. merchants pay the highest swipe fees in the industrialized world, more than seven times the 0.3% for credit cards and 0.2% for debit cards allowed in Europe.
Credit card swipe fees remain one of the highest operating costs for convenience store retailers, according
to NACS State of the Industry data. Consumer preferences for more touch-free transactions and the coin circulation challenge in summer 2020 led to record debit and credit card usage at convenience stores. In 2020,
74.6% of all transactions were paid by plastic, and overall card fees paid by the convenience store industry
were $10.7 billion.
NACSONLINE
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Jess Felton
Xtreme Wash Systems
William Treacy

952-457-7153

Advertising/
App Design/Media
Allover Media Inc.
Ben Enger
The OOH Squad.
Troy Dilla

763-762-2013
612-396-4648

Appraisers/Commercial
Brokers

Environmental

Universal Money Centers
Jerry Spain
Pam Glenn

913-831-0248
913-927-5220

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

Gary E. Persian
Ned E. Ostenso

952-933-2390
952-933-2390

Randy Thompson

952-405-7171

Nolan, Thompson, Leighton & Tataryn, PLC
Winthrop & Weinstine, P.A.

Tami Diehm
Jim Dierking

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
Pepsi Bottling Group
Nicholas Rush
612-282-1079

C-Store Supplier
Chambers & Owen
John Schoenke
Core-Mark International/
Farner-Bocken
Bruce Milbrandt
Alan Pederson
Eby-Brown Co. LLC
Thomas Boldt
Henry’s Foods
Kellie Janssen
Lynco Distribution, Inc
Zac McCall

262-297-2920

763-417-1314

Lenders/Financial

612-730-5368

Dairy/Ice Cream

Factory Motor Parts
Clay Johnson

ATM Machines/Novelty
Games

Lakeshore Group
Matt Anderson

651-503-8116

Delta Payment Systems
Kent Flannery

Auto Parts Supplier
651-405-7645

612-408-9010

Credit card processing

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

Petroleum Marketers Svc, Inc.
Mark Montag
952-435-9822

Investments/ Financial

612-378-1075
651-438-2793

651-274-3863
320-763-3194
612-865-0275
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281-902-1931
281-883-5005

Lottery
MN State Lottery
Adam Prock

651-635-8233

Loyalty/apps/rewards
Tecmark
Brent Harms

612-746-4771

Office Supplies

Bay West LLC
William Lazarz
Tanknology
Robert Cox

651-291-3442
800-666-5301

Environmental rebates

Network Business Supplies Inc.
Brett Cohn
651-207-1077

PCI Compliance/
firewall provider
(MNSP) for POS Systems

Center For Energy and Environment
Kristen Funk
612-335-3487

ControlScan, Inc.
Joe Birlin

Ethanol

Petroleum Equipment/
Services

Growth Energy
Mike O’Brien

952-212-3380

Food Services
7th Avenue Pizza
Patrick Nelson
612-378-1075
Chanticlear Frozen Pizza
Ryan Elsner
612-619-8064
Hunts Brothers Pizza
Aaron Hobbs
1-816-210-6143
Wenzel’s Farm LLC
Brian Morrisey
800-336-6328

Health Insurance
Health & Life Financial Services
Kevin Urlaub
763-287-0055

Ice Vendors
Arctic Glacier Ice
Jon Stelley
Minnesota Ice
Robbie Harrell

651-455-0410
612-254-8330

Information Services
507-351-5014
612-803-2660

Ascentium Capital LLC
Len Baccaro
Tony Zieglar

952-884-1503

Automotive Management Network
Tom Ham
612-299-9298

Insurance
McNamara Company
Patrick McNamara
Aleisha McNamara
Mitchell McNamara

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

512-636-4334

MN Petroleum Service, Inc.
Gerald Swan
763-780-5191
O’Day Equipment LLC
Dan O’Day
763-230-7630
Pump & Meter Service, Inc.
Travis Rittenbach
952-933-4800
Zahl - Petroleum Maintenance
Brian Larson
612-331-8550

Petroleum/Lubricants
Dehn Oil
Ron Dehn
763-421-5571
Dooley’s Petroleum
Randy Dooley
320-875-2641
Energy Solution Partners
Ryan Burns
651-358-0970
Fuel Service DJ’s Mart LLC
John Salden
715-723-1701
Hartland Fuel Products LLC
Ray Colbert
608-797-3930
Mansfield Energy
Michael Mansfield Sr. 866-275-5433
Molo Oil Co., Inc.
Mark Molo
563-557-7540
Rahn’s Oil & Propane
Dave Rahn
320-256-3680
Severson Oil
Josh Severson
507-452-4743
Waterford Oil
Gary Lynch
507-645-5659
World Fuel Services
Colleen Mercil
612-501-5117
Eric Swingler
219-713-7900
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ASSOCIATE MEMBER DIRECTORY
Petroleum Reporting
OPIS/AXXIS Petroleum
Donna Harris
888-301-2645

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

Digital Art Services
Katherine Rugg
Rose City Canopy
Corey Goodwin

507-413-0384

Security

320-743-2006

Security 101
Jacob Froiland

Propane
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
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Tobacco

Retail Signage
651-354-3564
218-738-3188

612-605-7532

Softener Salt and
Washer Fluid
Paramount Marketing/ SunSoft Salt
Brooke Taney
612-866-1980
Splash
Manny Flores
763-742-0262
Factory Motor Parts
Clay Johnson
651-405-7645

Altria/Phillip Morris USA
Garth Alston
608-251-0195
RAI Trade Marketing Services
Michael Brown

Trucking Services/
Wrecker
Twin Cities Wrecker Sales
Rod Pellow
651-488-4210

Uniforms
Cintas Corporation
Brad Beyer

763-391-5684

Used Oil
Loe’s Oil
Brian Loe

507-625-5278
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Upcoming Events
MSSA Board
Meeting

MSSA Board
Meeting

August 19, 2021

September 16, 2021

10:00a.m.

10:00a.m.

MSSA Office
2886 Middle Street
Little Canada, MN 55117

MSSA Office
2886 Middle Street
Little Canada, MN 55117

**SAVE THE DATE**
MSSA Holiday Party
December 10, 2021
Caspers Cherokee of Eagan
4625 Nicols Rd,
Eagan, MN 55122
**More information to follow**

