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The CABA Mission 

The Chesapeake Automotive Business Association is a not-for-profit 501(c)6 trade 
association of aftermarket businesses in Maryland, Delaware and Washington, DC. 
CABA is dedicated to the development of locally owned auto repair & tire service cen-
ters, their jobbers and the aftermarket professionals that supply them. The focus of 
CABA efforts are on programs and services that enhance our members’ competitive 
skills, lower their business operating expenses and help them attract, motivate & 
keep the best employees. In summary: CULTIVATING EXCELLENCE! 

July-Aug, 2016 

 

Our Facebook URL is http://www.facebook.com/cababiz1. 

This makes it easier for our “friends” and the world in general, to “like” us and to see 
what is going on. CABA board member Greg Weller has created our site and keeps it 
interesting with articles, photos and up-to-date information on all of CABA’s events. 
Likewise, members can, with one click, get an update on regional meetings, CABA 
events and more. There are quick links to the credit union and CABA-endorsed ser-
vice providers. Check us out! 

                                                      CABA on Facebook 

 3 New Laws You Should Know About  

 
Scheduled minimum wage and gas tax increases, as well as state-run retirement plans, will 

impact small business owners. Friday, July 1, was the day several new laws went into effect. Here 

are three that small businesses should be aware of. 

 

Minimum Wage 
In 2014, legislators approved increases to the minimum wage that will take place gradually 
over several years. On July 1, the base wage rose from $8.25 to $8.75 per hour, and it is 
scheduled to increase again to $9.25 next year and again to $10.10 in July 2018. 

 
Gas Tax 
Maryland’s gas tax is now nine-tenths of a cent higher, at 33.5 cents per gallon. This increase 
is part of a new law that was passed in 2013 and included a per-gallon tax increase and a new 
sales and use tax. The sales tax rate will phase in to a maximum of 5 percent based on the 
average annual price of a gallon of gas. The 2013 law also indexes future annual gas tax in-
creases to the inflation rate, with a cap of an 8 percent increase in any year. 

 

While gas prices have been on a downward trend since the 2013 law was passed, the increases 
do create an uneven playing field for gas stations located near the borders of Virginia, Dela-
ware, and Washington, D.C., where the gas taxes are lower. 

Retirement Plans 

For workers who don’t have access to a workplace savings program with their employer, a 
state-sponsored retirement savings plan is now in effect. The law applies to employers who 
use an automated payroll system, but don’t offer a retirement savings program. IRAs would 
be created for these workers, who would need to make contributions to the account and could 
opt out of the program. 
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CABA is online at www.caba.biz & www.facebook.com/cababiz1 

www.carcare.org 
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CONTACT CABA FIRST FOR 

THESE BUSINESS NEEDS 

 

 

 Employee Retention Health Benefit 

 Maryland State Inspection forms 

 Vehicle & personal loans from AAEFCU 

 Shop Management Mitchell1 & Snap-On 

ShopKey 

 Identifix technical hotline 

 Technical education 

 Management education 

 Electricity & Gas group-buying service 

 Health Savings Accounts with AAEFCU 

 Waste recycling services 

 Custom-printed business forms 

 Stock business forms 

 Calendars 

 Plastic parts bags 

 Printer ribbons 

 Stickers (warranty, core, etc.) 

 Savings & Checking Accts with Destinations 

 Cash investment CDs from Destinations 

 Business Insurance 

 HR Management Services/Payroll 

 Check Guarantee 

 Credit Card Processing 

 Broadband Internet/Telecom 

 Website design/hosting 

 Uniform Rental 

 Mystery Shopping with Sales Training 

MEMBER NEWS is a regular feature of the CABA Newsletter intended to relate 
recent news about CABA companies & our local industry people particularly 
concerning awards, obituaries, mergers & personnel changes. Anyone with 
news should send it to pat@caba.biz. 
 

Welcome new members:  
 
 

Do you know of any business owners who should be members of CABA? Call 
our office with their names. All aftermarket companies should be participating in 
CABA’s legislative agenda and, at the same time, enjoying the many financial 
benefits available to them through the Association. To accomplish our motto: 
“doing as a group what each cannot do individually,” CABA needs everyone 
involved. helping your own business at the same time. 
 
 

 Members Can Benefit: 

Savings, CDs & Loans 

New/Used Vehicles  

Home Equity and Mortgages 

Personal Loans  

For the latest savings and loan 
rates visit the Destinations credit 

union 

website at 

www.destinationscu.org 

For more rates, call  

410-663-2500  

8767 Satyr Hill Rd 

Parkville, MD 21234  
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“Click here” The url is: http://www.doverspeedway.com/buy-tickets-2 

http://www.msgapp.com/ct.aspx?cid=96618&l=ea55182e-7c04-4b28-aa46-37792fdd78f6&caidrid=52467060-6490866-908e03f7-2a58-4b31-a40f-490dcc5e7f29
http://www.msgapp.com/ct.aspx?cid=96618&l=1dee7d62-27c2-47c6-9f33-2c85da342590&caidrid=52467060-6490866-fbfaa13d-f38e-4004-950b-e5f7d1cc931a
http://www.msgapp.com/ct.aspx?cid=96618&l=9c7442c2-184e-4d8d-9cb0-b16a3a9b2a03&caidrid=52467060-6490866-2355f6f3-b377-449b-9191-a59f41164f4f
http://www.msgapp.com/ct.aspx?cid=96618&l=cf0ac9ba-4b31-4b7c-b3be-c83747c152c8&caidrid=52467060-6490866-50acad25-7e7f-4e57-9207-1c1da1f98ea7
http://www.msgapp.com/ct.aspx?cid=96618&l=ecd15164-1b5e-4a1d-b635-5c2fae970305&caidrid=52467060-6490866-4b9c83e8-9408-4036-bf37-ce701cb11ddc
http://www.msgapp.com/ct.aspx?cid=96618&l=ae7acc3b-91cb-482d-9bfd-7f185cfb9665&caidrid=52467060-6490866-009733bb-cd0a-4ec5-b04d-0269433dd98b
http://www.msgapp.com/ct.aspx?cid=96618&l=70103b9b-26cf-4987-abd3-afd1a04a7742&caidrid=52467060-6490866-9ebe186c-bd60-4161-a50a-07142809e568
http://www.msgapp.com/ct.aspx?cid=96618&l=b00d0f94-211f-4385-9d5a-3a55fb457a1a&caidrid=52467060-6490866-25cd7e08-763c-4c51-a57b-41dbb137c8bd
http://www.msgapp.com/ct.aspx?cid=96618&l=3c4021ee-35ab-415f-a16b-a0e7b8ae7f46&caidrid=52467060-6490866-89ffba74-aefc-4242-9bc0-f341d3e2b7cd
http://www.msgapp.com/ct.aspx?cid=96618&l=4e330aa1-137b-4671-aab0-e5873bd2ebaf&caidrid=52467060-6490866-f10566c7-962a-4415-94e2-6c5c7473ddea


 Support the vendors who support 
the Association and therefore sup-
port you! 
 

These programs have been chosen 
by the Board of Directors for their 
cost savings and especially for the 
service level that they provide. 
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 CABA members are eligible and former AEFCU 

Members are now... 

Destinations Credit Union Members! 

NEW & USED CAR LOAN RATES 

REMAIN LOW! 

RATES AS LOW AS 1.99% 

Refinancing your current loan may lower your monthly 

payment or shorten the period of your loan. 

Buying a Car Soon? Want to refinance at a lower 

rate? Get A Great Rate From Your Credit Union! 

Call our office: 410-663-2500  

Visit our web site: www.destinationscu.org 

Or visit our main office:        8767 Satyr Hill Rd 

                                           Parkville, MD 21234  

 

 

 

 

 

                              Destinations Loan Rates  

Type of Loan                   Term                          APR as Low As:* 

New or Used Auto/Truck Up to 60 months     1.99%** 

                              61 to 83 months     2.49%** 

                              Up to 84 months     2.99%** 

Other Secured                    Up to 60 months     5.75%** 

(Motorcycle, boats, etc) Up to 120 months    6.75%** 

Home Equity Line of Credit         Prime minus 1% (4% APR Floor) 

(80% Loan to Value ) 

Home Equity Fixed Loan     Up to 7 yrs.                 4.99% 

(80% Loan to Value )           Up to 15 yrs.               5.49%                         

Signature (Personal) Up to 60 months       10.50%** 

                              Up to 120 months      11.50%** 

Overdraft Protection                       10.50%** 

MasterCard               Revolving          9.50% 

MasterCard Credit Builder Revolving          9.50% 

Share Secured           Regular IRA Dividend Rate + 3% 

Mortgage    30 and 15 year fixed and ARMS       Call for rates 

* Rates based on credit history and may be higher  

** APR reflects 1/4% discount for Automatic Payment Transfer or      
Payroll Deduction 

Add 1/4% back if repaid otherwise   

Interest rates are subject to change without notice.  

 

 

 

 

 



CABA Education Calendar Page  6 

The CABA Education Calendar is intended to present a comprehensive list of skills, management and technical classes of value to owners, managers, 
counter/sales professionals and technicians in Maryland, Delaware and Washington, DC. Any education provider including parts jobbers, manufactur-
ers, associations, community colleges, education professionals and more are invited to submit their listing information (see below for format needed). 
Submit class information to CABA via email pat@caba.biz at least one month in advance of the scheduled beginning date of each class. 

CABA is online at www.caba.biz & www.facebook.com/cababiz1 
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4 THINGS TO CONSIDER BEFORE CHOOSING  

A CREDIT CARD PROCESSING COMPANY 

 
If you are like many other members, you have probably heard misleading promises of low rates and ex-
cellent customer service that are never fulfilled. As a member of the Chesapeake Automotive Business 
Association (CABA), Superior Financial Systems (SFS) and CABA understand your needs and are here to 
help. Most people choose a credit card processing company based on the lowest advertised rates, with-
out checking important facts like:  

 

1. What are the rates that your company will see? 
Many of our competitors quote rates that your business will never see and will hide fees in disclaimers. 
CABA’s program partner Superior Financial Systems provides individually tailored programs that are 
more realistic to your industry/company, instead of providing you a cookie cutter program. Your busi-
ness should see a reduction of 25%-30% off your fees - our average savings per merchant. 

 

2. Is the company proactive about security and upcoming technology? 
Most credit card processors neglect to discuss PCI compliance or any new technology with their mer-
chants. Superior Financial Systems partners with the leading PCI compliance provider, Trustwave to en-
sure our merchants’ PCI compliance needs are met and exceeded. You’ll be kept aware of new infor-
mation on technology upgrades and industry changes. 

 

3. What is the estimated hold time when you need any type of assistance? 
SFS does not believe in call queues and 100 percent of all calls are answered by a live person. 

 

4. What is the company’s merchant retention rate? 
Superior Financial Systems’ merchants are continuously pleased with their service and rates. They pride 
themselves on their 98% merchant retention rate.  

 

CABA’s program partner Superior Financial Systems (SFS) provides custom, competitive credit card 
processing rates to CABA members. SFS conducts free, no obligation fee analysis, provides in-depth ex-
planations of how your existing program works and ways that it can be improved upon. To receive a 
free analysis, simply email a copy of your merchant statement to Todd Lazar at Superior Financial Sys-
tems, todd@sfsprocessing.com. For further information, call Todd Lazar at 888-737-7762. 

 

Start saving money when you switch to CABA’s Credit Card program. When you enroll, SFS will waive all 
credit card processing fees for your first month (UP TO $1,000)! 
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FAX: 410-544-8130 
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 The Automotive Aftermarket Charitable Foundation                                                                                        Page 11 

We all know or have heard of individuals who have had a tragedy in their family and places them in a non-recoverable 
financial situation. For years, the automotive aftermarket has had a charity that helped such families, but it has been 
little publicized.  Now, the Foundation is in the hands of industry professionals and truly wants to help individuals and 
families in need. The employee must be in the automotive aftermarket. The Foundation will examine each individual 
case and make a determination of what funds are needed. Here is the information and contact points. Save this page. 
We hope you never have to use it. 

The AACF, or Automotive Aftermarket Charitable Foundation, was founded in 1959 to assist automotive aftermarket 
members and their families who, due to catastrophic illness or terrible accident, have exhausted all other available re-
sources in maintaining a reasonable existence. 

Our Mission - to provide sustainable solutions for those in great need - is what drives us every single day. To 
make good on our mission, we're staffed by a dedicated team of experienced industry executives who donate their time 
to this worthy cause. 

But we can't do it alone. 

The AACF depends on the generous assistance of companies and individuals within our industry to provide the financial 
support to fund the foundation. Together, we can assist those within our industry who desperately need help. 

If tragedy strikes, it usually does so without warning. And when it does, the AACF is here to help find a solution. 

Whether it's you, a loved one, co-worker, or someone you know in the industry that has fallen on hard times due to a 
catastrophic event or condition, you can turn to the AACF as an advocate and ally in this time of need. With professional 
experts and resources from across the Automotive Aftermarket, we provide advice and support - quickly and confidently. 

If you need help or know someone in need... 
You may contact us to discuss the particulars of the situation to see how the AACF can assist the individual or family.  

ALL CALLS AND CORRESPONDENCE ARE IN THE STRICTEST OF CONFIDENCE. 

AACF 

5716 Folsom Blvd #149  Sacramento, CA 95819 

Phone: 916-628-0271     Email: info@aacfi.org       http://www.aacfi.org/ 

 

 

mailto:info@aacfi.org


             Message from Your CABA Board Member 

It pays to advertise in your monthly CABA newsletter!  Call 410-647-0505 to reserve your Ad space. 
1/2 page: $185 or 1/4 page $150 (Big discounts for full year or half-year) 

Contact CABA—Phone (410) 647-0505, email pat@caba.biz, www.caba.biz, www.facebook.com/cababiz1 

Little Known Facts… 

 

Greetings CABA Members! 

 

If you are anything like me, you probably wish you had a better han-

dle on marketing your business. You probably wish you knew exactly 

where and how you should spend your money that would bring the 

greatest return. If you knew the answer to this question you could 

totally do away with what I often refer to as “MSM marketing”, or mud

-slinging marketing. This is where you sling enough mud on the wall 

hoping something will stick. MSM marketing most often involves buy-

ing the “random deals” when they come along. You know, buying the 

radio stations no one listens to anyway because you can get a phe-

nomenal deal right now on 30 second spots to be aired between 

12:00AM and 6:00AM, or buying that full page ad in the local bargain 

booster for half off right now with only six of your competitors in it 

because they only have one spot remaining to sell and they’re at 

deadline before print. To tell you the truth trying to figure out what 

works and what doesn’t drives me a bit crazy, not to mention that 

something working well for you now might not in 6 months or a year 

from now, and vice-versa something that isn’t working now may take 

off like gang busters down the road.  

Case and point, I don’t have as good a handle on my business mar-

keting as I would like to have, and I have a hunch many of you are 

probably in the same boat. With all the above said, there is one area 

of marketing  you absolutely better have a handle on that is most 

certain to have an overwhelming impact on your business, and that is 

your “online reputation.”  As the experts say, your business’s online 

reputation can make you or it can break you. The positive thing about 

having a great online reputation is that it will generate a lot of new 

business at very minimal cost to you as opposed to other forms of 

traditional marketing efforts that can be so much more expensive. 

I am not on the front line in our stores that often,  but I can tell you  

 

 

when I am and when I ask a new customer what 

brought them to us, I cannot tell you how often they tell me it is be-

cause of what they read about us on our website reviews, Yelp, 

Google, and a whole hosts of other online review sites. More so now 

than ever before people are using the internet to find information 

about a business before they shop there. If small-business has nega-

tive online feedback it can prevent potential customers from using 

the organization. 

While it can be difficult to monitor all the online feedback ones busi-

ness gets, many small-business owners are certainly aware that neg-

ativity said about their business can be most detrimental to their 

bottom line. So, if you are going to make this online marketing/

reviews work to your advantage you better have a manager monitor-

ing it daily and responding timely back to any negative feedback so 

that the negative feedback does not detract from the company’s 

reputation.  When a business responds back timely and professional-

ly to a dissatisfied client, it can actually generate more customer 

loyalty by showing potential customers that you care and you are 

engaged with their audience. 

Last but not least, I would highly recommend to any small-business 

owner if you do not have the time or talent in house to properly man-

age your business’s online reputation, you seriously consider hiring 

an outside vendor to do it for you. This could be the very best market-

ing decision you’ll ever make. 
 

 

Doug Meekins 

CABA Board Member                          
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308 Crain Highway N. 

Glen Burnie, MD 21061 

Event Calendar 
 

 

AAPEX/SEMA 
Las Vegas, NV 
November 1st-4th, 2016 

Smart splinter remover: Just pour a drop of Elmer's Glue-All over 

the splinter, let dry, and peel the dried glue off the skin. The 

splinter sticks to the dried glue. 

By recycling just one glass bottle, the amount of energy that is 

being saved is enough to light a 100 watt bulb for four hours. 

In a lifetime, the average driver will honk 15,250 times. 

All the Krispy Kreme donut stores collectively could make a 

doughnut stack as high as the Empire State Building in 2 

minutes. 

The average driving/car-bus riding a person spends about 3 

months of their life at a red light. 

On an American one dollar bill, there is an owl in the upper left-

hand corner of the “1” encased in the shield and a spider hid-

den in the front upper right-hand corner. 

The average person falls asleep in seven minutes. 

There are 293 ways to make change for a dollar. 

There are more chickens than there are people in the world. 


