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Seventeen states have adopted California’s tailpipe emis-
sions standards, and Virginia wants out. 
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ALEXANDRIA, Va.—Late last week, the California Air Resources 
Board passed a plan that requires all new passenger cars and light 
trucks sold in the state to be electric vehicles or plug-in electric hy-
brids by 2035, reports the New York Times. Currently, 16% of all new 
car sales in California are zero-emission vehicles. 
 
The plan is a phased approach. By 2026, 35% percent of new cars and 
trucks sold in the state must be zero-emission, plug-in hybrid or hydro-
gen-powered vehicles, and the benchmarks rise to 68% in 2030 and 
100% by 2035. 
 
The rule doesn’t apply to used cars and trucks, and they can continue 
to be sold in the state after 2035, and gas-powered vehicle owners can 
still drive their vehicles in the state. California will enforce these rules 
by fining automakers $20,000 per new vehicle sold if they do not com-
ply with the rule. 
 
“California is good at enforcing its rules,” Dan Becker, director of 
the Safe Climate Transport Campaign at the Center for Biological 
Diversity, told the New York Times. “Companies at their peril vio-
late those rules.” 
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Fuel for Thought! 
 
Seems like watching TV is like experiencing Groundhogs Day non-stop-
commercials are about an Electric vehicle or as we approach the mid-
term elections, political ads. Thank goodness for Netflix or other stream-
ing opportunities to escape the realization of society trying to tell us how 
to think and act!  
 
With $7.5 billion being invested by the federal government as part of the 
Infrastructure Act, the majority of which will go to build out charging 
stations for electric vehicles (EV’s), now seems to be the perfect time to 
ask the questions how many chargers will our members need, when, 
where and what type? It is incumbent upon the government and private 
entities to invest strategically, to maximize the utility of the infrastruc-
ture that is deployed to best service drivers and to expedite the establish-
ment of a legitimate business case that can sustain market development 
over the long term. 
 
According to the Fuels Institute, as of 2021 there are nearly 1.9 million 
EV’s in operation. BY 2025 that number is expected to be near 7.5 mil-
lion. Of course, by 2030, projected EV’s on our roadways will be 
around 18 million. All states are developing at the same pace, and these 
projections remain true even through 2030. Afterall, according to data 
and forecasting, in July of 2021, 15 states accounted for 82% of all EV’s 
in operation and, by 2030 76% of EV’s will remain concentrated in just 
15 states. Basically, meaning charger deployment strategies must be 
customized to specific market conditions, and not pushed out into every 
part of the U.S.  
 
As Governor Walz emphasizes his adoption of California’s Tailpipe 
Emission Standards, Minnesota is likely a place where specific market 
conditions are not the best for an EV enthusiast. Is Tesla or even the 
Ford Mustang EV a necessity in Minnesota, or is it a status symbol? 
When looking at those 15 states published by the Fuels Institute, Minne-
sota isn’t in those top 15.  
 
Time for Governor Walz to give up on his roadmap to nowhere…. The 
answer to how many chargers our members will need, may not be a 
question after all! 
  
Lance 
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In May, NACS filed a petition in federal court in Washington, D.C., challenging the Environmental Protection 
Agency’s grant of a waiver that would allow California to impose a zero-emission vehicle mandate and related lim-
its on greenhouse gas emissions. 
 
“Our members are accelerating investments in electric vehicle chargers to serve that market, but different states set-
ting technology mandates will not work,” said Doug Kantor, NACS general counsel. “The track record of policy-
makers deciding what technologies will be best for future Americans is a poor one.” 
 
According to the Associated Press, 17 states have adopted some or all of California’s emission standards, which are 
stricter than federal rules. California is allowed to have more stringent rules under the federal Clean Air Act. To-
gether, the states represent roughly one-third of America’s vehicle market. 
 
Virginia is one of the states that follows California’s tailpipe emissions standards due to legislation passed last year. 
Because of the 2021 law, Virginia must also transition to selling only zero-emission new vehicles by 2035. Republi-
can lawmakers in the state want to change the law so that Virginia does not have to follow the standards. 
 
When the legislation passed last year, climate change was a top priority for the Democratic-led Virginia govern-
ment, but now Republicans control the House of Delegates, and Republican Gov. Glenn Youngkin said they would 
push to unlink Virginia’s standards. 
 
“House Republicans will advance legislation in 2023 to put Virginians back in charge of Virginia’s auto emission 
standards and its vehicle marketplace. Virginia is not, and should not be, California,” House Speaker Todd Gilbert 
said in a statement reported by the Associated Press. 
 
Massachusetts is another state that follows California’s emission standards, and Boston.com reports that the state 
will likely phase out the sale of new gasoline-powered vehicles by 2035 as well. The move to follow California’s 
lead is due to a clean energy and offshore wind bill Gov. Charlie Baker signed earlier this month, which mandates 
Massachusetts follow California if the state banned the sale of new gasoline-powered vehicles. 
 
“California had to go first according to federal law, and now states can piggyback on to the California rule, which 
Governor Baker has pledged to do,” Larry Chretien of the Green Energy Consumers Alliance told NBC Boston. 
“The legislature is now requiring that, and so now the next step is for the Massachusetts Department of Environmen-
tal Protection to write the regulations that will make it happen.” 
 
Other states, including Vermont, New York, New Jersey and Oregon, will stop selling gasoline-powered vehicles 
by 2035. 
 
As additional states put in place their own versions of these policies, “they will drive the market and drive innova-
tion,” Margo Oge, an electric vehicles expert who led the Environmental Protection Agency’s transportation emis-
sions program under Presidents Bill Clinton, George W. Bush and Barack Obama, told the Times. 
 
After California passed its plan, the Alliance for Automotive Innovation, a trade association of vehicle manufactur-
ers, called the rules “very aggressive” in a statement. 
 
“California today is about 18% EV market share and leading the nation which stands at 6.3% market share. De-
spite this positive trend, California’s EV sale mandates are still very aggressive—even in California with decades 
of supportive EV policies—and will be extremely challenging. That’s just a fact,” said John Bozzella, the associa-
tion’s president. 
 
Challenges for California’s ban on gas cars include whether consumers in the state embrace zero-emission vehicles 
and how quickly vehicle manufacturers can produce these types of vehicles. There are also legal challenges that 
could hinder the policy, and some experts say these challenges have a chance of success. 
 
What’s more, the EV charging infrastructure in the state can’t currently handle the policy, and researchers at Uni-
versity of California, Davis, estimate that 1.9 million additional public chargers would be needed by 2035. 
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https://www.convenience.org/Media/Daily/2022/May/16/1-NACS-Seeks-Block-Ca-Zero-Emission-Vehicle_Fuels
https://www.washingtonpost.com/politics/gop-leaders-want-to-untie-virginia-from-california-ev-rule/2022/08/26/580790ac-2586-11ed-a72f-1e7149072fbc_story.html
https://www.boston.com/news/local-news/2022/08/27/following-californias-lead-state-will-likely-ban-all-sales-of-new-gas-powered-cars-by-2035/
https://www.nytimes.com/2022/08/26/climate/california-electric-gasoline-car-ban-enforcement.html
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Summary of 
The Right to Equitable and Professional Auto  

Industry Repair (REPAIR) Act 
 

The REPAIR Act (the Act) would preserve consumer access to high quality and affordable vehicle repair by ensur-
ing that as vehicles continue to modernize, vehicle owners and their repairer of choice have equal access to repair 
and maintenance tools and data.  
 
As vehicles continue to become more technologically advanced, effectively repairing and maintaining them re-
quires access to data, software, compatible replacement components, training, and sophisticated diagnostic tools.  
 
Current law is inadequate to address growing competitive concerns created by new technology, and the Act would 
seek to resolve current and future issues that prevent consumers and independent repair shops from being able to 
fully maintain and repair modern vehicles, while ensuring cybersecurity for critical vehicle systems. 
 
Preserving Consumer Choice – The bill would ensure that as vehicles modernize, vehicle owners will continue to 
have choice when it comes to repair and maintenance: they can either do the work themselves, which is a necessity 
for many low-income households, or they can have their vehicle repaired for them by a franchised dealer or inde-
pendent repair shop.  
 
The legislation would prohibit impeding the vehicle owner or a repair shop from obtaining service information, 
tools, or parts, including the ability for a vehicle owner to choose aftermarket parts needed to fully maintain and 
repair a vehicle.  
 
The bill would similarly prohibit certain actions recognized as unfair and anticompetitive practices in the repair 
industry and provide a fair process for identifying other emerging unfair practices in the future. 
 
Providing Access to Critical Repair Tools and Information – The bill would ensure: 
-That all tools, equipment, and critical repair information needed to repair a vehicle be made available to the inde-
pendent repair industry at a fair, reasonable, and non-discriminatory price; 
 
-That motor vehicle manufacturers utilizing wireless technology for the transmission of repair and diagnostic data, 
provide consumers and their designees (with permission of the vehicle owner)direct access to repair-, service-, di-
agnostic-, and prognostic-specific vehicle-generated data, and 
 
-That vehicle manufacturers are prohibited from restricting vehicle owners and their designees access to on-board 
diagnostic and telematic systems unless the authorization process is standardized across all makes and models 
across the industry.  
 
The Federal Trade Commission(FTC), in consultation with the National Highway Traffic Safety Administration 
(NHTSA), would designate an independent entity responsible for the authorization process necessary for owners to 
share the data directly with third parties through standardized access platforms. 
 
Ensuring Cybersecurity and Transparency – Effective cybersecurity and consumer transparency are the 
foundations of the Act: 
 
-Cybersecurity – The bill would expressly ensure that vehicle manufacturers may maintain effective cybersecurity 
measures. Motor vehicle manufacturers would develop standardized access platforms for the motor vehicles they 
manufacture. These platforms shall be inter-operable and permit the secure communication of data directly from a 
vehicle to an owner or a third party that is authorized by the owner to receive the repair and diagnostic data.  
 
The bill would also require the National Highway Traffic Safety Administration (NHTSA), in consultation 
with the FTC, to undertake a rulemaking ensuring that access to vehicle generated data via standardized 
access platforms meets appropriate industry standards for cybersecurity, data communication, and data 
management.  
 (continued on next page) 
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(continued from previous page) 
 

-Transparency – The legislation would provide a mechanism for informing vehicle owners that they can direct re-
pair data from their vehicles to third parties, and whether data generated by their vehicles are being shared with 
such third parties (as directed by the vehicle owners) and/or the vehicle manufacturer. 
 
-Enforcement – The bill would provide an enforcement process whereby consumers and independent repairers can 
file complaints with the FTC regarding an alleged violation of the Act. If remedial action is not taken within a rea-
sonable time specified by the FTC, the bill would direct the FTC to investigate the claim and issue an order within 
five months of the claim. 
 
Ensuring Industry and Consumer Engagement – The bill would require the FTC to establish a Fair Competition 
After Vehicles Are Sold Advisory Committee comprised of impacted stakeholders including consumer advocates, 
motor vehicle manufacturers, trucking companies, independent repairers, dealership service centers, motor vehicle 
parts manufacturers, retailers and distributors, aftermarket parts and tools manufacturers, auto insurers, and others.  
The Advisory Committee would advise the FTC on implementation of the Act and identify newly emerging issues 
impacting the competitiveness of the vehicle repair industry and consumers’ control over their vehicle-generated 
data, including whether consumers should be able to share access to additional types of vehicle-generated data 
through the bill’s framework. 
 
Report to Congress – The bill would require the FTC to submit a biennial report to the Committee on Commerce, 
Science, and Transportation of the Senate and the Committee on Energy & Commerce of the House of Representa-
tives providing a summary of investigations conducted and orders issued; actions being taken by the FTC to adopt 
to changes and advances in motor vehicle technology in order to maintain competition in the motor vehicle after-
market, recommendations for legislation that would improve the ability of the FTC and other agencies to protect 
consumers from unfair limits on competition in vehicle repair and a description of recommendations from the Ad-
visory Committee that were not included in rulemakings and why the recommendations were not adopted. 
 
Maintaining Consumer Choice in the Future – The bill would mandate that the FTC consider whether to update the 
Act’s consumer protections every three years based on advances in vehicle technology. 
 
SSDA-AT supports the Right to Equitable and Professional Auto Industry Repair (REPAIR) Act (H.R. 6570) to 
protect the right to repair nationwide. 
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Low New Vehicle Sales Boost the Aftermarket 
 

"The new car and light truck market is stuck in low gear. Annual U.S. vehicle sales will average fewer than 15 mil-
lion from 2020 through 2022, with Lang Marketing projecting that the sales brownout will continue through 2023. 
Over these four years, new car and light truck sales will total almost 10 million fewer compared to 2016 through 
2019, when volume topped 17.1 million per year."  
 
"Under-powered new vehicle sales will impact the aftermarket in at least five ways and provide a tailwind for af-
termarket volume through 2030, especially Internal Combustion Engine (ICE) vehicle products." 
 
New Vehicle Market Brownout 
New car and light truck sales were hit hard by COVID-19, averaging 14.8 million during 2020 and 2021. The new 
vehicle market remains soft, with fewer than 14.1 million in sales projected for 2022. 
Lang Marketing expects the new vehicle market to be sluggish next year, with the four-year annual sales, from 
2020 through 2023, averaging below 14.7 million. 
 
This compares to the over 17.1 million annual average sales from 2016 through 2019. At the current sales pace, 
nearly 10 million fewer vehicles will be sold from 2020 through 2023 than during the four years previous to the 
onslaught of COVID-19. 
 
Five Changes Boosting the Aftermarket 
Lower new vehicle sales will lead to a number of significant changes: high used vehicle prices, vehicle age growth, 
more miles on older vehicles, an upward extension of the age boundary of the repair-age sweet-spot, and a slow-
down in the expansion of the Electric Vehicle population. 

 
These changes will help to boost aftermarket product volume through 2030. 

 
Used Vehicle Prices 
Low new vehicle sales will increase the price of used cars and light trucks, since the reduced vehicle volume is pri-
marily caused by a supply shortage rather than anemic consumer demand.  This shortage is redirecting new vehicle 
buyers to the used market. More buyers chasing a limited number of used vehicles pump up their costs. 
 
With used vehicles fetching high prices, consumers are more likely to repair their older cars and light trucks to 
keep them in good operating condition. This spells aftermarket product sales growth, especially for ICE vehicles, 
which comprise virtually all vehicles over five years old. 
 
Higher Vehicle Average Age 
The sluggish new vehicle market will increase the average age of vehicles in operation (VIO). With fewer new cars 
and light trucks taking to the road, older vehicles will be kept in operation longer, and their numbers will expand. 
This combination of the increasing average age of vehicles and more older vehicles will escalate aftermarket sales 
since older vehicles require more aftermarket products than newer vehicles. 
 
More Miles on Older Vehicles 
When consumers keep their vehicles rather than replace them with newer ones, more miles are accumulated by older 
vehicles. Older vehicles use more aftermarket products per mile, and rolling their odometers higher will boost after-
market product use, especially for ICE cars and light trucks. 
 
Changes in the Aftermarket Sweet-Spot 
The reduced new vehicle sales between 2020 and 2023 will drive down the number of cars and light trucks in the 
repair-age sweet-spot (age categories 6 to 10 years old with the highest rates of product replacement) from 2026 
through 2030, compared to today’s VIO. However, this does not mean that fewer repair parts will be sold. Instead, 
older vehicles will account for a larger number of miles driven and the upper age boundary of the sweet-spot will be 
increased by a year or two. 
 
 
 (continued on next page) 
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(continued from previous page) 

 
Since older vehicles use more aftermarket products per mile than newer cars and light trucks, this will boost the 
aftermarket. 
 
Slower EV Population Growth 
Lower new vehicle volume will translate into fewer Electric Vehicles sold. This will slow the EV population 
growth. 
 
With EVs stuck as a small share of the total VIO, ICE vehicles will retain their population dominance longer. Af-
termarket volume will be bolstered, since ICE cars and light trucks use more aftermarket products than EVs. 
 
Impact of Low New Vehicle Sales 
The overall impact of low new vehicle sales will pump up the price of used vehicles, increase the average age and 
age mix of vehicles in operation, transfer miles to older cars and light trucks, slow the growth of EVs on the road, 
and in other ways provide a tailwind for aftermarket product volume over the next eight years. 
 
Lang Marketing predicts that the new vehicle sales brownout will extend through 2023 and could last longer, 
providing momentum for even more aftermarket product growth. 
 
 Six Major Takeaways 
• Lang Marketing expects that new car and light truck volume will remain in low gear from 2020 through 2023 

compared to the previous four years (2016 through 2019). 
 
• Lower new vehicle annual volume will trigger five significant aftermarket changes that will boost the volume 

of aftermarket products from 2022 through 2030. 
 
• By increasing used vehicle prices and shifting miles to older vehicles, lower new vehicle sales will boost after-

market product volume through 2030. 
 
• An increase in the average age of vehicles and more older vehicles on the road, both resulting from lower new 

vehicle sales, will provide a tailwind for aftermarket product growth. 
 
• Although there will be fewer vehicles in the repair-age sweet-spot between 2026 and 2030, this will create a 

mileage shift to older vehicles and an increase in the upper age boundary of the repair-age sweet-spot, which 
will be positive for aftermarket product growth. 

 
• Lower new vehicle sales will slow the growth of Electric Vehicles on the road, increasing the use of ICE  
      vehicles and pumping up their aftermarket product volume. 
 
 

 
Jim Lang, Publisher  

 
 
 
 
 
 

 

Office: 260-399-1699 • Cell: 260-417-3670 
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NACS Backs Legislation to Reduce Swipe Fees 
 

Bills in the House, Senate seek to inject competition into the credit card market. 

 

 

 

 

 

 

 

 

ALEXANDRIA, Va.—NACS supports the bipartisan legislation introduced yesterday in the U.S. House of Repre-
sentatives that creates choice for merchants when it comes to routing credit card purchases over payments net-
works. Together with a companion bill introduced in the Senate in July, the House bill looks to pave the way for a 
more competitive credit card market and address the exorbitant swipe fees Americans pay every year. 
 
The Credit Card Competition Act of 2022 (H.R. 8874), introduced by Rep. Peter Welch (D-Vt.) and Rep. Lance 
Gooden (R-Texas), would require the largest U.S. banks that issue Visa or Mastercard credit cards to allow trans-
actions to be processed over at least two unaffiliated card payment networks—the same process that has been used 
for debit card transactions for more than a decade. 
 
The House bill complements the bipartisan Senate version of the bill, S. 4674, that was introduced in July by Sen. 
Richard Durbin (D-Ill.) and Sen. Roger Marshall (R-Kan.). 
 
The legislation proposes an open marketplace for credit card processing in which retailers could choose which 
payment network to use to handle a transaction. Currently, networks equipped to route these transactions have 
been blocked from entering the market by Visa and Mastercard, which dominate the U.S. market and issue 83% of 
all credit cards. 

 
This legislation would result in $11 billion annually in savings for American businesses and consumers, according 
to the payments consulting firm CMSPI. 
 
Convenience store swipe fees were $14 billion in 2021, a 26% increase over the year prior and were about 33% 
higher than that over the first half of 2022. 
 
“These fees are simply outrageous because there is no competition. Our stores compete every day for consumers’ 
business—as does every other business in the country. This competition also drives innovation. In the broken cred-
it card market, no competition means a lack of innovation and an open invitation for these large multinational cor-
porations to continually increase rates and take advantage of a system that only benefits them,” said NACS Presi-
dent and CEO Henry Armour. 

 
In May 2022, NACS General Counsel Doug Kantor testified before the U.S. Senate Committee on the Judiciary, 
underscoring the exorbitant swipe fees levied on retailers and how those fees are the direct result of price-fixing by 
Visa and Mastercard. 

 
 
 

(continued on next page) 

https://merchantspaymentscoalition.com/merchants-welcome-house-introduction-of-credit-card-competition-act%ef%bf%bc/
https://welch.house.gov/sites/welch.house.gov/files/WELCH_077_xml.pdf
https://www.convenience.org/Media/Daily/2022/Jul/29/1-Swipe-Fee-Bill-Inject-Competition_Payments
https://www.convenience.org/Media/Daily/2022/May/4/1-NACS-Testifies-Senate-Swipe-Fee-Hearing-Today_GR/Doug-Kantor-Senate-Judiciary-Committee-Testimony-o.pdf
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 (continued from previous page) 
 
“Credit card fees are rising because they are a percentage of the total transaction amount. That means there have 
been many times during the past few months when retailers were paying more in swipe fees selling fuel to custom-
ers—often about 10 cents per gallon—than they were ultimately making on those sales. That makes no sense given 
the costs retailers incur and risks they take to maintain a site with underground storage tanks, transport fuel, and 
sell it to customers—often staying open 24 hours per day during a labor shortage and, in the past two years, a pan-
demic. Processing those transactions should not cost more than the profits that can be made after all of that effort,” 
Kantor said. 
 
In the United States, banks that issue Visa and Mastercard credit cards charge a swipe fee that averages 2.25% of 
the purchase price when the cards are processed over Visa or Mastercard’s networks, meaning Americans pay the 
highest swipe fees in the industrialized world, an estimated $900 a year per family. 
 
“While rising costs and swipe fees are pinching American pocketbooks, Visa executives publicly stated that infla-
tion is good for their bottom line because their fees go up. That level of arrogance can only exist in a marketplace 
devoid of competition. Our local businesses and the communities they serve deserve this long-overdue change,” 
said Armour. 
 
NACS is a founding member and serves on the Executive Committee of the Merchants Payments Coalition, a coa-
lition comprised of NACS and other merchant groups representing brick-and-mortar and online retailers. 
 
“The Credit Card Competition Act will help Main Street businesses and consumers deal with credit card swipe fees 
that have exploded to more than $900 per American family each year,” Kantor said, who is a MPC Executive 
Committee member. “Representatives Welch and Gooden should be commended for their willingness to stand up 
against powerful Wall Street megabanks that all agree to charge the same centrally fixed prices to the detriment of 
American consumers and small businesses. 
 
“U.S. swipe fees are the highest in the industrialized world and the card industry wants to keep them hidden so 
American families don’t know how much they’re paying,” Kantor said. “This legislation would make card net-
works compete and give them incentives to improve service and security while keeping costs in check. It would 
also close a glaring security gap that today allows any bank to follow the lead of Visa and Mastercard by bringing 
China’s UnionPay further into U.S. payments.” 
 
NACS is asking its members to contact their Members of Congress and ask them to co-sponsor the Credit Card 
Competition Act, S. 4674 and H.R. 8874, using the NACS Grassroots Portal. https://www.votervoice.net/NACS/
Campaigns/96609/Respond  
 
Congress must act to ensure that there is price competition on swipe fees and enable the U.S. to have an innovative 
and efficient credit card market. 

https://www.votervoice.net/NACS/Campaigns/96609/Respond
https://www.votervoice.net/NACS/Campaigns/96609/Respond
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Hourly Wage at US Gas Stations Tops $16 

After breaching $15 per hour in February, the average nonsupervisory gas station hourly wage topped $16 in July, 
according to U.S. Bureau of Labor Statistics data released Friday. 
 

Labor shortages following the COVID-19 pandemic nudged wages higher as employers competed for scarce help. 
However, gas station wages have seen double-digit increases year over year, outpacing nonmanagerial wages for 
private industry overall and for the general retail trade, federal numbers show. 
 

The average nonmanagerial gas station wage is $16.02, up 13.2% from $14.15 a year ago and 2.8% from the start 
of the summer driving season. The average hourly wage rose from $15.58 in May and to $15.82 in June. If gas sta-
tion wages track data for overall retail pay -- which is reported earlier -- the average 
hourly rate could be up again in August.  
 

For the retail trade overall, nonsupervisory wages rose to $19.65 in August, from $19.49 in June, $19.60 in July, 
and $18.61 a year ago adjusted for seasonality. Within a year, the average retail wage rose $1.04,  
increase.  
 

Wages at gas stations with convenience stores are slightly lower than for gas stations overall, but that average is 
going up a bit faster and is still nearing $16 per hour. In July, the average nonsupervisory wage for gas stations 
with c-stores was $15.83, up 13.6% from $13.93 a year ago and 2.9% from $15.38 
in May as the summer driving season started.  
 

Competing retail channels such as grocery stores, drugstores and liquor stores are also seeing wages rise. In July, 
the average hourly wage at grocery stores was $16.05, up 7.7% from $14.90 a year ago; the average at liquor 
stores was $16.52, up 6% year over year from $15.58; and the average at drugstores and pharmacies was $24.30, 
up 7.4% from $22.62 a year ago.  
 

Used with permission from Donna Harris 
--Reporting by Donna Harris, dharris@opisnet.com; Editing by Michael Kelly, mkelly@opisnet.com 
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Infrastructure Act 
 

EV Charger Funding Plans From 35 States OK'd by US DOT, DOE 
 

Approvals for remaining state plans are expected by Sept. 30 
 

By Tom Ichniowski 
 
Federal officials have approved funding plans from 35 states, the District of Columbia and Puerto Rico to deploy 
electric-vehicle charging stations along their highways, clearing a path for them to tap more than $900 million in fed-
eral formula funds to help build their part of what the Biden administration envisions as a nationwide network of 
about 500,000 chargers along 53,000 miles of roads. 
 
In a Sept. 14 progress report, the U.S. Transportation and Energy Depts. said the Infrastructure Investment and Jobs 
Act provides $8 billion over five years for the EV charger network, which includes the $900 million in formula funds 
from fiscal years 2022 and 2023. 
 
"The approval of the plans is really what triggers states' ability to begin to obligate funding through the program," Su-
san Howard, American Association of State Highway and Transportation Officials director of policy and government 
relations, said in an interview. 
 
She said all of the states had submitted their plans by the Aug. 1 filing deadline. DOT and DOE are approving plans 
on a rolling basis. Among states awaiting approval as of Sept. 14 were Illinois, New York and Texas. 
 
In February, DOT's Federal Highway Administration gave states an idea of how much funding they can expect, re-
leasing state-by-state allocations for an initial $615 million in EV fiscal 2022 formula funds.  
 
Eligible Uses 
DOT and DOE—which have set up a joint office to oversee the EV program—said funds can be used for constructing 
new charging stations or upgrading existing ones, and electrical service equipment on-site installation, operation and 
maintenance. 
 
After plans are approved, states also can seek reimbursements for costs they have already incurred for EV-related ex-
penses, such as staffing. 
 
DOE Secretary Jennifer Granholm said in a statement that the states with approved plans “now have the green light to 
build their pieces of the national charging network to ensure drivers can spend less on transportation costs while com-
muting confidently by charging along the way.” 
 
Looking ahead, Stephanie Pollack, acting highway agency administrator, said that “we are reviewing the remaining 
plans and on track to finish the process by our target date of Sept. 30, if not sooner.” 
 
AASHTO's Howard said that the states' plans "were really focused on the 'where' " of the plan—the locations of the 
stations." 
 
The goal is to have a station every 50 miles and no more than one mile from designated Alternative Fuel Corridor 
routes. Such routes can accommodate vehicles powered by hydrogen, propane, natural gas—and electricity. 
 
"States were able in their plans to ... articulate ares where they thought they would have challenges meeting that re-
quirement in terms of the spacing," Howard said, adding that some states outlined areas where they felt they needed 
"flexibility or exemptions" regarding the intervals between chargers. 
 
A key upcoming milestone will be a federal highway agency regulation setting minimum standards to implement the 
EV program, including the chargers, she said. The departments issued a proposed version of the rule in June and are 
reviewing public comments that have been submitted. 
 
Howard said most states will probably want to see the final version of the rule and its requirements before they enter 
into agreements with outside companies to build and operate the stations.  

https://www.enr.com/authors/22-tom-ichniowski
https://highways.dot.gov/newsroom/biden-harris-administration-announces-approval-first-35-state-plans-build-out-ev-charging
https://www.fhwa.dot.gov/bipartisan-infrastructure-law/evs_5year_nevi_funding_by_state.cfm
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How to Set A Technician’s Hourly Rate 
 

“Money, money, money,” a wise band called ABBA once said, “must be funny.” 
 
While we love the Swedish rockers as much as the next person, we have to admit they were wrong here. Money 
isn’t funny, especially when you need it…which is all the time. 
 
This lead-in sort-of segues into our actual topic for this blog, which is what to pay your techs. 
 
We don’t mean the labor rate—although labor rates and hourly rates are tied closely together—we mean your 
techs’ actual take-home pay. Their cut of the spoils, if you want to talk in pirate terms (and we do).  
 
To help us with this article, we got on the phone with Andrew and Glen of  Integrity Fleet Services in Washing-
ton. You may remember them from this previous awesome article about  trailer repair. Along the way, we also 
heard from Fullbay Co-Founder and Executive Chairman Jacob Findlay; Fullbay COO Chris O’Brien; and Suc-
cess Manager Russ Schwartzman. 
 
(In other words, we talked to a lot of people!) 
 
HOW DO YOU CHOOSE AN HOURLY RATE? 
So, let’s get one thing out of the way. We can’t tell you “Pay your techs $XX an hour and you will receive eter-
nal success and happiness.” 
 
What you pay your techs—like what you charge your customers—is something of a judgment call, based on 
(hopefully) careful research and knowledge of both the industry and your local market.  
 
Something to understand about the hourly rate is that it isn’t a standalone expense. It’s generally the backbone 
of your labor rate, or what you charge your customers for an hour of your techs ’ work. Data from our State of 
Heavy-Duty Report indicates that—depending on where you are—your hourly rate makes up about 22% to 30% 
of your labor rate. In some cases, it’s a little more or a little less. 
 
NEAT CHART HERE? 
 
 

(continued on next page) 

https://www.fullbay.com/state-of-heavy-duty-repair/
https://www.fullbay.com/state-of-heavy-duty-repair/
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(continued from previous page) 
 
The report also has some information around hourly rates in specific regions. For example, techs in the South-
east make an average hourly wage of $31.61, while in the Northeast they’re making $24.46. Yes, there’s more 
work to do to sort out what your proper wage should be—the Southeast region comprises a lot of territory—but 
the report is a good starting point. 
 
OK, so you can generally see what some other techs in your area are being paid…but what else can you do? 
 
 
The people we spoke to were split on further research. We’ll break it down a little: 
 

• “Mystery calling,” or asking what other shops might charge for a two- or three-hour job and boiling down a 
potential hourly wage from that ballpark figure. 

 
• Straight up asking what they pay. 
 
• Asking techs you’re interviewing what they expect to make (you should do this anyway).  

 
The first two points are often dependent on comfort level. Some shop owners aren ’t keen on calling around ask-
ing for rates. Others have no problem with it. Figure out where you fit in.  
 
STATE-BASED SITUATIONS 
 
Someone once said, “California is insane about pay.” 
 
This is relevant to our discussion. 
 
If a technician is waiting around for a job, or for parts, they receive an additional rate on top of their hourly 
wage. And if a technician brings their own tools to a job, you have to pay them double minimum wage (which in 
California is $15). 
 
While most other states aren’t going to be quite as…erm…stringent about pay types, this is a good example of 
something you’ll need to factor into your initial research and calculations. 
 
DECIDING ON THE HOURLY RATE 
The discussion starts early for Andrew and Glen, who usually bring it up during the interview process. “We want 
to make sure they’re going to make what they need to live on,” Andrew says, noting that if Integrity isn’t paying 
a tech enough, “they’re always going to have their eye on another job that’s going to pay them more.” 
 
So, Integrity’s starting point is typically to offer a tech at least what they make at their current job—if not more. 
At this point, they also fold a new tech into the operation’s existing payscale—paying X for a certain skill level. 
 
“We’re not trying to get bargains,” Glen adds. “We want to find the most experienced people we can, who fit our 
culture—but if we have to step up to get the right person, it’s better to do that than play coy. At the end of the 
day, they have to go home and pay bills and take care of their families.” 
 
That echoes a sentiment we’ve heard across the industry—cheap work is something of a race to the bottom. 
 
BENEFITS, ETC 
There’s no two ways about it: Benefits are expensive. 
 
When Integrity was just getting started, they took a look around at what other shops were offering. Most of their 
immediate competitors were small and independent; very few, if any, offered any kind of benefits package.  
 
 

(continued on page 16) 
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(continued from page 15) 

 
Andrew and Glen saw a spot where Integrity Fleet Services could stand out. Yes, it was pricey, but offering a 
full benefits package right from the start elevated them in the eyes of techs looking for work. Other shops even-
tually caught on, and benefits became…well, if not standard, then at least more commonplace. Because Integri-
ty had offered them from the start, though, they didn’t have to figure out how to carve room for them in the 
budget. 
 

RAISES & THEIR IMPACT ON YOUR LABOR RATE 
So, let’s talk raises. You know, those annual (hopefully) salary increases that keep people happy.  
Here’s where things can get a little hairy. 
 
You’ve got to give raises. The cost of living goes up every year even without  inflation piling on expenses. An-
drew and Glen, after keeping an eye on the market and rising prices, opted to get ahead of things by giving 
raises at the beginning of 2022—their techs received about an 11% bump. 
 
But that 11% has to come from somewhere. Usually, it’s the labor rate. So let’s talk about that. 
 
Integrity reviews their labor rate every quarter, “if not monthly,” Andrew says. And when you raise the hourly 
wage for your techs, you’ve got to bake that raise into your labor rates. (That’s a whole other article series—
start here and keep reading here!) 
 
Russ had something to add to that: in the diesel industry, things will often remain…well…in one place because 
“that’s how we’ve always done it.” He discussed an operation that hadn’t raised their rate in years, and finally 
implemented a hefty increase quite recently. “But if you haven’t raised your rate in five years, you’ve thrown a 
lot of money out the door.” 
 
There’s another drawback to infrequent but high labor rate increases: your customers may not be able to sustain 
it. Smaller, semi-frequent increases are part of the course of doing business. No one will bat an eye at a $5 or 
even $10 increase. But $30, $40, $50 at a time? 
 

Yeah, that’s a hard impact. 
 
WHAT ELSE CAN YOU OFFER? 
Money is important. At the end of the day, your techs care about whether they can pay their bills and, you 
know, stay alive. With that said, money isn’t the only thing. 
 
Here are a few other ways to make your shop extra appealing to techs:  
 

• Benefits packages: We talk a bit about this above, but a comprehensive benefits plan, PTO, etc., should abso-
lutely be part of any offer. 

 
• Food & beverages: OK, they’re absolutely not a replacement for an adequate wage, but providing, 

say, delicious snacks and good coffee (among other things) are an excellent way to show your staff you appre-
ciate them. 

 
• Flexible hours: Flex hours aren’t just for Silicon Valley anymore! Yes, creating flex schedules requires some 

extra footwork (this is a service job—you do need people in the bay), but they can help you attract and retain 
talent. 

 
• Career pathing & development: If techs have a way to get promotions, extra training, and certifications, they 

become more valuable—and often happier. 
 
• Bonus structures: Bonuses aren’t limited to the holidays—you can give your techs some extra cheddar for 

efficiency, for meeting and exceeding KPIs, and all sorts of other things. (Please note, while we love cheese, 
in this case cheddar means money…however if you want to offer a tech some actual cheddar along with their 
monetary bonus, more power to you.) 

https://www.fullbay.com/blog/a-fistful-of-labor-rates/
https://www.fullbay.com/blog/for-a-few-labor-rates-more/
https://www.fullbay.com/blog/successful-business-strategies/
https://www.fullbay.com/blog/what-is-a-career-path-and-does-my-shop-need-one/
https://www.fullbay.com/blog/what-are-kpis-and-why-should-i-track-them/
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(continued from previous page) 

 
 
All of the above are important aspects of a work environment, especially a high -stakes one like a commercial 
repair shop. But everything—everything—boils down to that hourly wage. Get that right and you can build a 
successful operation that you can grow over time. Get it wrong, and, well, your techs will be leaving you for 
higher-paying jobs pretty fast. 
 
A solid hourly wage is your bedrock. As long as you keep that in mind, the sky’s the limit! 
 
Credit to: Suz Baldwin 
 
Suz Baldwin got her start in the automotive industry, writing and editing for several motorcycle and classic car 
magazines straight out of college. In the years that followed, she’s written all sorts of copy for brands big and 
small while consuming enough coffee to paralyze a dinosaur.  
 
Source: Jacob Findlay jacob.findlay@fullbay.com 

mailto:jacob.findlay@fullbay.com
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ASSOCIATE MEMBER DIRECTORY 

Accountants 

LMV Corporation 
    Ron Velander              952-457-7153 

Advertising/ 

App Design/Media 

Allover Media Inc. 
    Ben Enger              763-762-2013 

The OOH Squad. 
    Troy Dilla              612-396-4648 

 
 

Appraisers/Commercial 

Brokers 

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

 
 

ATM Machines/Novelty 

Games 

Universal Money Centers 
    Jerry Spain              913-831-0248 

Pam Glenn          913-927-5220 
 

Attorneys 

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

   Gary E. Persian              952-933-2390 
   Ned E. Ostenso              952-933-2390 

Nolan, Thompson, Leighton & Tataryn, PLC 

Randy Thompson           952-405-7171 
Winthrop & Weinstine, P.A. 

   Tami Diehm   612-604-6658 
   Jim Dierking                    612-604-6651  

 

Batteries 

Interstate Batteries 
   Dan Hartel              952-345-1190 

 

Beverages/COFFEE 
 

American Bottling Company 
   Otto Salahiddine            612-201-1921 

Pepsi Bottling Group           
James Haugen               952-895-1300  

 

 
 

 

 

 

 

 

 

C-Store Supplier 

Chambers & Owen 
   John Schoenke              262-297-2920 

Core-Mark International/ 
Farner-Bocken 
      Jessica Greenleaf             952-210-0330 
      Alan Pederson                 612-803-2660 
Eby-Brown Co. LLC 

   Thomas Boldt                   651-274-3863  
Henry’s Foods           

   Kellie Janssen                   320-763-3194 
Lynco Distribution, Inc 

   Zac McCall                       612-865-0275 
Mid America Distribution Company 

   Erik Bilicki                       507-374-2542 
Xtreme Wash Systems 

   William Treacy              651-503-8116 
  

Car Wash 

Carwash Technologies 
   Mike Fuhr              612-408-9010 

Reliable Plus/Lube-Tech 
   Jess Felton              763-417-1314 

Xtreme Wash Systems 
   William Treacy              651-503-8116 

 

Credit card processing 

Delta Payment Systems 
    Kent Flannery               612-730-5368 

 

Dairy/Ice Cream 

Brown’s Ice Cream 
   Patrick Nelson               612-378-1075 

Polka Dot Dairy, Inc. 
    Pat Pettit                        651-438-2793 

 

Environmental 

Carlson & McCain 
   Chris Loch                      952-346-3900  

Tanknology 
   Robert Cox                     800-666-5301  

 

Ethanol 

Growth Energy 
   Will Beck              207-712-6703  

 
 

 

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                  651-455-0410 

Minnesota Ice 
   Robbie Harrell               612-254-8330 

 

Information Services 

Automotive Management Network 
    Tom Ham              612-299-9298 

 

Insurance 

McNamara Company 
   Patrick McNamara             651-426-0607 
   Aleisha McNamara            651-426-0607 
   Mitchell McNamara           651-426-0607 
 
     

Investments/ Financial 
Lakeshore Group Wealth Management 

   Matt Anderson               952-884-1503 
 

Lenders/Financial 
Ascentium Capital LLC 

Len Baccaro                  281-902-1931 
Tony Zieglar                  281-883-5005 

Snap Finance 
Matt Hawkins               612-220-3480 

US Bank 
Sean Poppen                763-639-3192 

  
 

Lottery 

MN State Lottery 
   Adam Prock               651-635-8233 

 

Loyalty/apps/rewards 

Simpliconnect 
   Brent Harms               612-746-4771 

           

Office Supplies 

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

 

Petroleum Affiliate 

American Petroleum Institute 
   Mike Karbo              952-220-9164 

 

PCI Compliance/

firewall provider 

(MNSP) for POS Systems  

ControlScan, Inc. 
   Joe Birlin              512-636-4334 

 

Petroleum Equipment/

Services  

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 

Fuel Service DJ’s Mart LLC 
   John Salden              715-723-1701 

Hartland Fuel Products LLC 
   Ray Colbert                   608-797-3930 

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/

Association Reporting 

OPIS/AXXIS Petroleum  
    Donna Harris          888-301-2645 
American Petroleum Institute 
    Mike Karbo             952-220-9164 
 
 

Petroleum Transport 

D&J Transport Inc. 
    Josh Selbrade              507-413-0384 
Danco LTD 
   Dan & Jodi Gerads      320-743-2006 

 

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 

 

Refrigeration  

Maintenance 

Quality Refrigeration 
         Bob Forder            612-861-7350 
 

Retail Signage  

Digital Art Services 
   Katherine Rugg            651-354-3564  

Rose City Canopy 
   Corey Goodwin            218-738-3188  

 

Security 

Security 101 
Jacob Froiland                    612-605-7532  

 

Softener Salt and  

Washer Fluid 

Paramount Marketing/ SunSoft  Salt 

   Brooke Taney                  612-866-1980 
         

 

       

Tobacco 

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 
   Kevin Gaskins               763-391-5257 

 
 

Used Oil 

Loe’s Oil 
        Brian Loe                     507-625-5278 

 

 

 

Trucking costs reach record highs 
 
by Today's Trucking 
 
 
 
 
 
 
 
 
 
Trucking was more expensive in 2021 than ever before, according to the latest Analysis of the Operational Costs 
of Trucking report from the American Transportation Research Institute (ATRI). 
 
The total cost of trucking increased 12.7% in 2021, to US$1.855 per mile, according to the study of U.S. fleets. 
That’s the highest cost on record, and was driven by fuel (+35.4% compared to 2020), repair and maintenance 
costs (+18.2%), and driver wages (+10.8%). 
 
Collectively, costs were up US$74.65 per hour compared to the previous year. 
 

Smaller fleets were hit hardest, with fleets running 100 or fewer trucks seeing their costs increase 4.9 cents a mile 
more than larger fleets. 
 

Driver compensation averaged 80.9 U.S. cents a mile, a 10% increase over 2020, ATRI reports. 
 

In response, fleets decreased deadhead miles to 14.8% and improved average fuel economy to 6.65 miles per gal-
lon. 
 

“The last couple years have created great uncertainties in trucking, but ATRI’s newest Operational Costs report 
provides critical data and insights into the trends and anomalies that emerged in 2021. As the report hints, the 
coming year holds opportunity for continued growth in our industry,” said Ozark Motor Lines chief financial of-
ficer Jason Higginbotham. 
 



 

 

Upcoming Events 

MSSA Board Meeting 
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