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                      NEWSLETTER
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Gasoline Retailers Association of Florida is a non-profit association representing Independent Gasoline Retailers, Convenience Stores, Gasoline Service Stations, Repair Shops, Tire Retailers, Truck Stops and Associates throughout Florida.  Our goal is to improve the interests of these independent businesses and the motoring public.  Cooperation with insurance companies provides benefits for our members.  These benefits include money-saving programs for group health, workers' compensation dividend program, casualty, property and gasoline tank liability insurance. Benefits also include financing to purchase your gasoline station property and much more. 

Any eligible businessman or woman, who joins, and participates in on-going programs, will find that his/her savings in overhead costs will more than justify the dues that each member pays.
LIFELINE OF THE

 GASOLINE INDUSTRY
THE INDEPENDENT GASOLINE DEALER

VISIT OUR WEB SITE FOR THE LATEST GASOLINE INDUSTRY INFORMATION AND BENEFITS

http://www.flagas.com
Disclaimer: Comments, articles, and data we provide are based on information we deem to be accurate and reliable. However we cannot guarantee, nor do we accept responsibility, for the accuracy of this information.

MEMBERSHIP DOES NOT COST, IT PAYS
We try hard working every day to increase our membership.  I receive many phone calls from non-member dealers that have serious problems with their supplier.  I wonder how many more are out there that don’t call? 

Gasoline Retailers Association of Florida has helped defeat Wal-Mart and Murphy Oil Company who have tried to repeal Motor Fuel Marketing Practices Act of Florida (Below Cost).  Without help from association members, Wal-Mart and Murphy Oil Company could have prevailed.  Membership pays in many ways with Member Benefit programs that save you money with contacts in the gasoline industry.

Gasoline Retailers Association of Florida members who participated in the Dodson Workers’ Compensation Dividend Program have received an average of 18% dividend on paid premiums for three consecutive years!  Contact 

Carl Schmachtenberger, Florida West            (800) 993-7840   (941) 627-6644

Rob Lenihan,           Florida East 
        (800) 343-3581   (561) 741-2125  
For Group Health Insurance, contact Dan Ricker @ 1-888-269-6019 x2520 for information.

As we enter spring, take a good look at your business.  Gasoline retailers must reassess the most fundamental aspects of their business to compete in the changing retail environment.  There is a different kind of competition i.e.; Costco, Wal-Mart, Albertson, Sam’s Club, BJ’s Club, etc., beside your own oil company ops.  The major oil companies are building super stations for themselves and compete with you.  It’s very important to look at all areas of your gasoline station/auto repair/c-store and make improvements where needed.

It’s important to keep your DUES up to date

                            WHY WORRY 


· There are only two things to worry about.

· Either you are well or you are sick.

· If you are well, there is nothing to worry about.

· If you are sick, there are two things to worry about.

· Either you will get well or you will die.

· If you get well, there is nothing to worry about.

· If you die, there are two things to worry about.

· Going to Heaven or go to hell, then you won’t have time to worry.

· If God brings you to it, he will bring you through it.

· The wife who drives from the back seat is no worse than the man that cooks from the dinner table.

· A sign in south Florida, “Drive slow and see our town, drive fast and see our Judge”.

MAJOR OIL COMPANIES PRICING HURTS DEALERS

Majors are fighting hypermarkets and big boxers for market share and at the same time, driving hundreds of dealers out of business.  The problem is that the oil companies, i.e., BP/Amoco, Exxon/Mobil, Shell and Chevron/Texaco, control the gasoline industry.  There isn’t any competition; the gasoline retailer is at the mercy of their supplier who is also their landlord with outrageous rents and expenses with the knowledge that dealers can not survive and go out of business.  Our legislators, state and federal have to take a serious look into the destruction of the small independent gasoline dealer that does not have the resources or the political contacts.

Laws that took many many years to pass are now meaningless (PMPA).  New laws (Divorcement and Open Supply) will not only put competition at the wholesale and retail level, but also the consumer will benefit with consumer driven prices instead of the oil company high prices. This legislation is critical to the future survival of our independent small businesses. 

Three Out of Four Fill-Ups Are at a Convenience Store

If you bought gas recently, the overwhelming odds are that you bought it at a convenience store. An estimated 79.5% of the gasoline sold in the U.S. in 2000 was purchased at convenience stores.

Over the last 40 years, the convenience store industry has continued to develop and deliver products and services to serve time-starved customers seeking convenient access, friendly service, and one-stop shopping.

Nearly 90 Years of Gasoline Retailing. The combination of gasoline retailing and convenience store operations is nearly 90 years in the making. 

Gulf Refining Company opened the nation’s first drive-up service station on December 1, 1913, in Pittsburgh, selling 30 gallons of gasoline at 27 cents a gallon that first day – about the amount of one fill-up for a new model SUV.

Fourteen years later, the Southland Ice Company introduced the first convenience store in May 1927 in Dallas, Texas. “Uncle Johnny” Jefferson Green, who ran the Southland Ice Dock in Oak Cliff, Texas, realized that customers sometimes needed to buy things such as bread, milk, and eggs after the local grocery stores were closed so, he decided to stock a few of those staple items. The idea turned out to be very convenient for customers, and started a new industry.

Convenience stores began offering gasoline when self-serve became popular. While the concept of self-service gasoline was first introduced in 1947, the 1973 energy crisis helped spur consumer demand for self-service, which is now available in 48 states (New Jersey and Oregon require full-service operations.)

OIL COMPANY PRICE HIKES 

MIDLAND, Mich. - A pre-trial settlement appears unlikely in a lawsuit involving a three-convenience-store operator in Michigan accused by the state of price gouging , the Midland Daily News reported.

Bobbie Jean Harvey, who owns three stores, was accused by Michigan Attorney General Jennifer Granholm of violating the state's consumer protection laws by raising gasoline prices from 25 to 50 percent in the hours following the Sept. 11 terrorist attacks. Harvey is among a handful of Michigan marketers who have rejected Granholm's offer to apologize, refund money, pay fines, and admit wrongdoing. Harvey's attorney submitted as evidence letters from Harvey's fuel distributor, who sent updates on the morning of Sept. 11 warning customers to expect price changes and to adjust retail prices accordingly. Harvey's supplier could not guarantee price or when shipments would be received.

By the next morning, Harvey's supplier rescinded the previous day's warnings, and her stations rescinded the price hikes, the Detroit Free Press said. In the succeeding days, the company refunded overcharges to customers, even returning more money than the company actually took in.

In less than three weeks, gasoline prices have gone up approximately 20cts gallon.  There isn’t any outcry from the  state attorney generals to condemn the price spikes from the oil companies. 

Connecticut AG To Launch New Zone-Pricing, Open Supply Initiative

Long a friend of gasoline dealers, Connecticut Attorney General Richard Blumenthal will propose a bill that would outlaw majors' zone pricing policies - one reason, he says, for the state's historically high pump prices. The bill would also allow retailers to buy gasoline from any wholesaler.

Zone pricing raises prices in areas like posh Fairfield County, where oil companies believe that consumers can afford to pay more for fuel. The effect is "devastating" on many consumers, he says.

Dealers say refiners like Motiva charge as much as 5cts/gal more for fuel, depending on where it's delivered, while Mobil's zone differentials can be as high as 20cts/gal.

The problem is national. Zone pricing is used by the major oil companies in virtually every state. In California, for example, one major oil company has three price zones within a 14 square mile area, with different prices for gasoline stations only six miles apart. Around the nation, zone boundaries change frequently, arbitrarily and secretly. 

Full-serve gas IN NJ facing new threat in tax hike

New Jersey currently has the fourth-lowest gas tax in the country, after Alaska, Georgia and Wyoming, respectively. 

The state gas tax is 14.5 cents per gallon, compared to 23 cents in Delaware, 25.9 cents in Pennsylvania, and 46.8 cents in New York. 

"The cost of full-service gasoline in New Jersey is typically less than the self-service price in Pennsylvania because the state gasoline tax in New Jersey is lower," said Colleen Healey, spokesperson for AAA Mid-Atlantic, which monitors prices. 

"The oil companies would like to put themselves in a position to be able to do whatever they want," said Bill Dressler, executive director of the New Jersey Gasoline Retailers Association, a group representing about 2,500 dealers that supports the self-service ban. "They want to take over [full-service stations] and run them as company operations and have all the profits go to them." 

Barry Wood, corporate spokesman for ExxonMobil in Linden, N.J. a subsidiary of ExxonMobil Corp., said Dressler was off base. He said of nearly 400 Exxon-brand locations in New Jersey, only about a half-dozen were company-operated, called "co-ops," while the rest were run by independent dealers. He said adding self service would save retailers in overhead costs, create new jobs and save consumers money. 

"Retailers would realize cost savings by having fewer employees," Wood said.  Barry Wood speaks from both sides of his mouth.  First he quotes “create new jobs” and then “retailers would realize cost savings by having fewer employees," 

Florida has less than a handfull that are independent Exxon dealers and it wouldn’t be long before they are out as Exxon dealers.  ExxonMobil and all the major oil companies want to eliminate dealers and replace them with co-ops.  

Majors Don't Understand Hypermart Threat
Majors should have an incentive to support their franchised marketers because they can realize significantly larger margins on fuel sold through branded outlets than they can by selling to Big Box retailers.
Unfortunately, managers of these firms do not always understand the importance of such linkages.
Majors should have learned a lesson from their dealings with the airlines. Many of these firms recorded losses of 10cts/gal on sales of jet fuels when they failed to assure the success of their airline marketing business. They risk even greater losses if Big Box marketers replace their franchised dealers.
While some refiners understand that brand has value, others do not. The key depends on the prominence corporate brass places in marketing.
In many firms, marketing is viewed, as a necessary evil required to dispose of product. These firms don't get it and will not help their dealers build their business over the long term.
Why We Need Divorcement?
Consumer Protection (Divorcement) is simple to explain - by law, it prohibits the oil companies that refine motor fuel from operating retail service stations and setting retail fuel prices at any retail service stations. What is not so simple to explain is why our state legislators and regulators have allowed the oil companies to merge and acquire their way to the anti-competitive marketplace we now see.

To put this motor fuel marketplace in perspective, let's look at the office supply retail industry. Various Attorney General's recently wrote briefs to stop the merger of Staples and Office Depot, indicating that the merger would be anti-competitive. It is our understanding that the three largest retail office supply companies, Staples, Office Depot and Office Max, have only 12% of the retail office supply marketplace. Keep in mind that these companies do not manufacture all of the products they sell - they don't control every aspect of the products they sell in their retail stores.

Now look at the oil companies who manufacture and sell gasoline. The few major refiners control over 90% of the marketplace by selling their refined products in the wholesale and retail markets. With such tight control of the refining, combined with the escalating control of the retail gasoline market through company-ops, fee-ops, etc., Dealers are destined for higher wholesale prices and lower margins, and motorists are going to pay higher prices in an anti-competitive environment.

In arguing against divorcement and in favor of company-operations, the oil companies point to McDonald's and other franchising companies, indicating that they have company-operations too. What the oil companies don't discuss is how different the gasoline industry is compared to those other franchise operations. First, none of the 

fast-food franchisors own and manufacture all of the products they use and/or sell. For example, McDonald's 

doesn't own the trees that the paper products are made from; they don't own the cows that the hamburgers are made from; they don't own the farms that grow the wheat that makes the bread products, etc. Second, the company-operated McDonald's charges the same price for a Big Mac as the franchise location in the same marketplace.

Now compare that to the oil industry. The oil companies providing fuel to motorists own and operate retail stations, own the property and are the landlords of franchise dealers, manufacture the motor fuel and sell it at the wholesale level, control portions of the fuel transportation systems, and own their crude oil supplies. This level of vertical integration and multilevel market control has created the anti-competitive motor fuel marketplace we have today. This is a marketplace where these very few, very powerful oil companies can reduce production of crude oil and/or motor fuel to manipulate supply and demand, and thereby drive up fuel prices without true free market pressures.

Consumers and dealers are stuck with the existing system with its higher prices and can't discipline the oil companies by refusing to buy fuel. If McDonald's and six other big fast-food franchisors got together and all increased prices, consumers would still have hundreds of options available to them for fast-food or we could simply cook at home. However, our cars and trucks are more picky about what they get fed. They need gas or diesel fuel in order to transport our products and us. We are at the mercy of these oil companies until we make them compete...

That's why we need divorcement. Remove the oil companies from any control over the retail marketplace and let the thousands of individual gasoline retailers compete for every motorist's business. By creating competition in the retail marketplace, the oil companies will have to be competitive at the wholesale level in order to maintain their marketshares and the benefits passed on to the consumer.
JOEL QT SAYS

By Tom Smith, Georgia Association of Petroleum Retailers:

Everybody says I should get me a computer to help me do my work.

Well I did, and set it on an old door I use for my desk and plugged it up.  I finally got it turned on and started to run it.  Well I tell you that darned thing don’t think like me, but all of my friends know so much about it, so they started to show me how.

What a disaster, every time one of them left, that thing acted different and still wouldn’t work for me.

One of my friends was smarter than the rest so he said he would go into it and program it and he did.  Then even the Microsoft things wouldn’t work.

I called the store where I bought it and asked for the computer Guru and told him about it and he said I had to boot it and I said are you sure, he said yes, and I did, it broke. HELP  

****Orlando Magic Gasoline Retailers Day****

Discounted tickets offered to members of the Gasoline Retailers Association of Florida, member employees and friends to the Miami Heat game on April 17, 2002 - 7:30.  

It’s a great time for the family and friends to see this great rivalry between Orlando and Miami.  See McGrady and Miller take on Alonzo Mourning and the Heat….

Reserve a group of 20 or more and receive two FREE tickets plus other group benefits!  

Contact Matt Blayney at (407) 916-2664 to order by phone or for more information. 

******Orlando Predators Hero Honor Day******
On April 12th, 2002 the Orlando Predators will honor our heroes and fallen comrades of September 11, 2001

In a spectacular presentation of patriotism, the Two-Time World Champion Orlando Predators will present our local firefighters, police officers and 5 branches of the military, a tribute to their heroism.

To celebrate this special event, the Orlando Predators would like to invite the members of the Gasoline Retailers Association of Florida, member employees and friends to join us.  Any member that wishes to share in this evening, may purchase tickets from the Orlando Predator’s office by calling Jill at: 407-649-3334 or 800-706-8474.  When calling, please mention the group you are associated with.  A portion of your purchase will go to the organization, charity or association of your choice.  During the Orlando Predator’s season, a check will be presented to a representative of that group.  Should any member of your organization wish to purchase season tickets, they may do so and be assured that the same portion will be donated to the organization of choice.

You have been extended this invitation to express our gratitude for all that you have done for our country.

Ticket prices are as follows:

$23.00, $21.00, $15.00
(Ticket orders must be in by no later than April 10th, 2002)
GASOLINE RETAILERS ASSOCIATION of FLORIDA

WELCOMES ALL NEW MEMBERS
MEMBERSHIP DOES NOT COST, IT PAYS
*****CLASSIFIED*****

RAMADA INN LONGWOOD  (Orlando area)
And Conference Center

2025  W. State Road 434 Longwood, FL 32779   ( I-4 Exit 49)  

407-862-4000 407-862-3530 Fax

www.ramadainnlongwood.com                                                        e-mail sales@ramadainnlongwood.com
                                  Thursday No Frills Lobster ($7.95)             Friday Seaford Buffet ($14.00)
Saturday Prime Rib Buffet ($12.95)             Sunday Champagne Brunch ($9.95)

                                   (T F S 5:00 p.m. – 9:00 p.m.)                              (10:00 a.m. – 2:00 p.m)

· Tropical Outdoor Pool
 Free Airport and Theme Park Transportation

· 24-Hour Business Center
Meeting Space Up To 500 People

· Discount Good Neighbor Rate $49.00
200 Newly Renovated Rooms

      Per Night - Guaranteed
In-Room Coffee Maker
· Microwave, Refrigerator, Remote TV
Wedding or Event Rooms
Grogan Realty Co.

                                                 

Specializing in Gasoline stations



& Commercial property


Financing available


(904) 737-3493 Fax (904) 731-0025





Insurance Office of America
150 Westmonte Drive

Altamonte springs, FL  32716-7933

Underground Storage Tank Insurance

Group Health, Property & Casualty Liability

Contact: Glen Esbjorn (800) 243-6899
Dodson Group Workers’ Compensation                                                           
9201 State Line Road                                                                                             

Kansas City, Missouri  64114 - 3298




           

Contact: Carl Schmachtenberger Florida West   (800) 993-7840

           

               Rob Lenihan  Florida  East
            (800) 343-3581                          

**STATION FOR SALE**

Spanish River Chevron

4055 N. Federal Hwy.

Boca Raton, FL  33431

Contact Ira Winters

(561) 391-8774

**************BOAT FOR SALE***************

23’ 1993 Four Winns Cuddy 235 Sundowner with dual axel trailer

5.8 OMC Corba I/O

Full transom mold-in swim platform. Huge cockpit seats 8, Bimini and storage cover, VHF, stereo, depth, molded fiberglass floor, no carpet Good deal for $8,500. 

Please Contact Pat @ 407-774-9700. 
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