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Dave Redfern 

Executive Director’s Corner 

Happy New Year to members and friends. 

We have an exciting year coming up! 

New Officers and Directors, some new faces to our 

Board. Welcome to all, I am looking forward to work-

ing with you. 

There are several Area Meetings already lined up. Be-

ginning with the CTDA/1-800EveryRim luncheon on 

January 12, 2017 at the Del Rae Restaurant in Pico Ri-

vera. 

Then on February 16, 2017 we will be meeting at Tires 

Warehouse Inc., at the Union City location. 

More meetings will follow in San Diego, Fresno and 

San Jose. 

Thanks to generous donations from our board members 

the CTDA 501[c][3] Scholarship program is  

becoming funded for this year. And a special thanks to 

George Pehanick, kicking off the fund raising cam-

paign and setting the bar for other Board of Directors 

who joined in. The scholarship program is a NO cost 

benefit for all members employee's families. Any em-

ployee or their children is eligible to further their edu-

cation in the tire/automotive industry at a Community 

College or an accredited Trade school. 

On another note, I need your help in growing our Asso-

ciation's membership. If you have another tire dealer in 

your area that is not a member, share with them the 

advantages of joining a group of like minded business-

men. Send contact information to me and I will mail 

them a copy of Tires and Treading along with sign up 

information. 

See you in the coming year.  

Dave Redfern 

California Tire Dealers Association 

(A non profit mutual benefit corporation)  

Executive Director: David Redfern 

803 Arlington Road 

Redwood City, CA 94062 

Phone: 650-357-0600 

E-Mail: exdirctda@gmail.com 

Web Site: www.CaTireDealers.com 

Association Officers: 

Chris Barry                             (310) 251 9528 

ITDG 

PRESIDENT 

Paul Arellano                         (562) 802 2752 

Lakin Tire 

VICE PRESIDENT 

Don Zavattero  

Tech Supply                           (510) 783 7085 

SECRETARY/TREASURER 

Directors  

Doug Andersen                     (510) 534 0575 

George Oren Tire Specialist 

Dave Coffman                       (209) 522 9081 

Larry’s Tire Mart 

Carol Dellabalma                  (707) 882-5191 

T.P. Tire Service 

Billy Eordekian                      (562) 692 0109  

1-800EveryRim.com 

Joe Findeis                             (310) 357 7293 

Wheel Consultants, Inc. 

Bill Fuqua                               (626) 856 1400 

Turbo Wholesale Tire 

Jay Goldberg                         (310) 614 1976 

Jewel Tire 

Hub Gurnari                           (408) 971 3900 

South Valley Wholesale 

Joe Hanlon                               (510) 247 0971 

Mission Tire Service 

Richard Howard                    (510) 580 1441 

Bruce’s Tire 

Robert Huebert                    (559) 638 3535 

Lee’s Service 

Al Martinez                                    (559)498-7700 

NTW 

Vahe' Michaelian                        (562)692-0109 

1-800EveryRim-OEM Wheels 

George Pehanick                        (707)437-4700 

East Bay Tire 
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Leininger & Short 

Scott Shubin                          (559) 498 7705 

Goodguys 

Terry Leveille, Legistative Advocate 

TL & Associates 
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Chris Barry 

President’s Message 

My name is Chris Barry and I work for the Independent 

Tire Dealers Group and I have been elected to be the 

President of the California Tire Dealers Association. I am 

very honored to be elected for this position. I have been 

attending CTDA Functions for over 20 years and have 

enjoyed each and every meeting. I even dressed up in a 

Sumo wrestling outfit and got the opportunity to wrestle 

with my then boss Mike Diestel from my TDW days at 

the CTDA Christmas extravaganza and dinner a decade or 

two ago. 

 This is going to be a fantastic time to be part of the 

CTDA as we already have meeting planned in Los Ange-

les and Union City as well as San Diego, These CTDA 

meetings will all be held before April, We also will be 

holding a CTDA meeting in San Jose in April or May. 

 Being an active member in the CTDA is a must for any 

and all tire retailers, The CTDA will stand up and discuss 

and do what needs to be done in Sacramento to get auto-

motive laws passed or we also will do what we need to do 

with our lobbyist to get the bills stopped from passing, 

Weather it’s the “Tire Fund Bill” or discussing the 

“Rubberized Pavement Grant Program” the CTDA is ex-

tremely active in Sacramento. 

 I would like to thank Carol Dellabalma for the wonderful 

job that she has done for her 2 year presidency, Carol 

went over and beyond her duties as she took time away 

from her family and business to make sure that the CTDA 

did not miss a beat, Carol worked extremely hard for the 

CTDA, So if you ever see Carol please thank her for her 

terrific work that she did. 

 So thank you and I am looking forward to my 2 year 

presidency term. Please feel free to call me at  

310-251-9528 cell or email me at cbarry@itdgusa.com if 

you have any questions or concerns. 

Thank You and I hope to see all of you at our regional 

meetings. 

 Chris Barry  

Make sure you don’t miss any of the news from your Association! 
Let us know if your contact information has changed.  

Ours has!  
You can now reach the Association and  

our new Executive Director, Dave Redfern at: 

exdirctda@gmail.com, or 650-357-0600 

803 Arlington Road, Redwood City, California 94062 

mailto:cbarry@itdgusa.com
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A Buy/Sell Agreement helps a business owner “lock 

in” a value for the business. The Agreement does this 

by using a “valuation formula.” The formula you use 

could mean the difference between receiving liquida-

tion value or fair market value. Does your valuation 

formula lock in fair market value? 

 

Common Valuation Formulas for Buy/Sell Agree-

ments 

Option 1 – Book Value 

The book value method (also known as net worth or 

owner’s equity) is simply the total assets minus the to-

tal liabilities as shown on your financial statement. 

This method is sometimes referred to as the 

“liquidation” method. This method usually understates 

the true fair market value of your business, as it does 

not account for goodwill, profitability, or recapture of 

accelerated depreciation. 

 

Fair Market value of ABC Inc. = $1.4 million  

Book Value = $450,000 

Loss in value = $950,000 

 

Option 2 – Agreed Value Method 

With this method, owners periodically meet and set the 

value of the business in writing. This new value is then 

amended in the Buy/Sell Agreement. If you utilize this 

type, how long has it been since you documented a new 

value? If you have not adjusted the value to reflect to-

day’s current value, you can lose. 

 

Fair Marketing Value of ABC Inc. = $1.4 mil-

lion  

Last Documented Value (2003) = $800,000 

Loss in Value = $600,000 

 

Option 3 – Appraised Fair Market Value Method 

This method has a stated process to formally or infor-

mally appraise the business. To arrive at fair market 

value, it factors in several things, such as the current 

value of assets, liabilities, goodwill, and profitability. 

This method ensures all interested parties receive the 

full value they deserve. 

 

Appraised Fair Market Value of ABC Inc. = 

$1.4 million  

Loss in Value = $0 

 

Make sure your valuation method locks in the fair mar-

ket value of your business. Take advantage of Federat-

ed’s Agreement EvaluatorSM to receive an informal 

review on the strengths and weaknesses of your valua-

tion formula along with the other terms of your Buy/

Sell Agreement. 0 

It’s Your Life 

Don’t Take a Chance – Valuation 

Methods for Buy-Sell Agreements 
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“To improve is to change. To seek perfection is to change 

often.”     Author Unknown 

SALES CLINIC – VOLUME 19 

Growing up, we became accustomed to hearing from our 

parents and our teachers, “do this….don’t do that…” 

Some of us dreaded report card day, when our teacher(s) 

graded our work for the previous semester. Despite what 

seemed to us, like great efforts, might have earned us an 

“average” or even…”needs improvement”! 

Shocking Revelation #20:  Our lives are always under 

construction – we ALWAYS need improvement!  That 

time of liberty came for us, whether it was at the age of 

18, 21 or whatever age we became independent of our 

parents and finished school.  We thought that threshold 

marked the end of “don’t do this or that” and being grad-

ed by our teachers.  In short order, most of us learned 

some new terminology, namely, employee evaluations. 

Here we go again, we might have thought! 

How does this relate to sales?   

All of the scolding from our parents, report cards and now 

employee evaluations are all aimed at improving us.  I 

will introduce another idea here: continuous, self-

evaluation. As much experience as we may have, there is 

ALWAYS room to grow and to improve.  Do we really 

need to wait for our bosses or the marketplace for that 

matter, to let us know that we need to do a better job?  

Why wait for New Year’s to roll around so that we can 

make some dramatic resolutions, when we can take a look 

inside, on a regular basis, and make small steps towards 

improvement?  I once ready a quote that said, “You don’t 

have to be better than anyone else, you just have to be 

better than you used to be.”  Now you have 2 quotes for 

the price of 1, this time around! 

Improving your sales, individually or for your company, 

you must certainly track your “numbers”, and evaluate 

where you are numerically up or down.  Whether you 

have specialized software or just keep manual records, it 

is a pretty straightforward process to delve into any par-

ticular account or section of your program to see what is 

selling, and what isn’t, and who’s buying and who isn’t.  

Though this information can help you to hone your focus 

and improve, there are other tools and ideas out there that 

can just might help you as well.  One of our industry trade 

publications publishes a regular section highlighting 

young professionals in the tire business, giving brief bio’s 

and short stories as to what makes these folks so special.  

Try reading a bit further into these stories, and seek out 

some hidden inspiration.  Oftentimes, details of out-of-the

-ordinary routines or manners in which these folks con-

duct business are mentioned.  You might ask yourself, 

“How can I apply this to what I do?” Soon, you might 

find yourself seeking takeaways from general news sto-

ries or people that you encounter on a daily basis.  That 

story recently published about an entrepreneur that found 

success after being turned down by 27 banks before final-

ly obtaining funding on the surface doesn’t apply to you, 

but the takeaway could be resilience that you can apply to 

that account playing hard to get.   

Are you going to follow your New Year’s resolution for a 

short period of time, or are YOU going to take small 

steps, day by day, month by month, to realize longer last-

ing, self improvement? 

HAPPY NEW YEAR! 

Paul Arellano is the Marketing Manager at Lakin Tire in 

Santa Fe Springs, California. He can be reached at (562) 

802 2752. 

Paul Arellano 

San Gabriel Valley Report 
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2017 Area Meetings 

CTDA Calendar 

January 12, 2017  

CTDA/1-800EveryRim-OEM Wheels Luncheon 

Del Rae Restaurant  

9023 E. Washington Blvd, Pico Rivera CA 

12:00 PM 

February 16, 2017  

Tires Warehouse Inc. 

33375 Central Ave  

Union City, CA 

5:30 PM. 

March 14, 2017 

San Diego Area Meeting  

Marie Callenders 

6950 Alvarado Rd. San Diego 

5:30 PM 

April/May 

TBA 

South Valley Wholesale 

1742 Stone Ave. 

San Jose CA. 
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Terry Leveille 

Legislative Report 

 As I write this report for Tires & Treading, I just finished 

two meetings—one with Fielding Greaves, Chief of Staff 

to Assembly Member Jim Frazier (D-Oakley); and the 

other with Nick Lapis, Legislative Director for Californi-

ans Against Waste (CAW). Both involved discussions 

over the possibility of new legislation in 2017 that would 

revive a proposal CTDA and the Rubber Manufacturers 

Association defeated in the waning minutes of the 2016 

legislative session.  

The legislation in question was AB 1239 (Gordon, D-

Menlo Park), sponsored by CAW, which would have re-

quired all California tire retailers to pay a new tire 

“regulatory fee” of up to $1 in addition to the $1.75 fee 

that is already charged to customers purchasing a new 

tire. The fee would have been used to help pay for what 

we felt was a costly new Tire Incentive Payment program 

that was”supposed” to increase the California waste tire 

recycling rate to 75%. It would have canceled the popular 

tire grant programs, and repealed the Rubberized Pave-

ment Market Development Act—AB 513 (Frazier), Stat-

utes of 2013—both of which provided grant money to 

local governments to offset the costs of tire-rubber prod-

ucts, such as rubberized asphalt overlay.  

In several states, such incentive programs have met with 

mixed success. In Canada, most recently in Ontario, the 

program has been highly criticized.  

My meeting with Mr. Greaves was informative. Although 

his boss, Assembly Member Frazier, helped us defeat AB 

1239, CAW had approached him and asked him to carry a 

similar bill next year. Ostensibly, the bill would include 

the concerns I raised on behalf of CTDA during several 

legislative hearings this past year.  

The next day, your Executive Director, Dave Redfern, 

Hub Gurnari, and I met with the Legislative Director of 

CAW to have him answer questions about the next itera-

tion of legislation dealing with a tire incentive program. 

Mr. Lapis also wanted to hear from the very tire dealers 

who were responsible for killing CAW’s bill. Ideally, we 

hoped that we could get CAW to explain the so-called 

“benefits” of the tire incentive program and receive assur-

ance that he would remove a tire fee in any new bill. Af-

ter an hour or so explaining CTDA’s concerns—

particularly over a complicated new program (the tire in-

centive program) that really needed more detail, we never 

were able to get Mr. Lapis to promise to drop the pro-

posed fee. However, he suggested that he meet with a 

small group of tire dealers and outline the program, the 

proposed fee, and see if he could answer any questions.  

Personally, I would prefer that CalRecycle, the state de-

partment that controls the Tire Fund (the $30 million or 

more that comes from the $1.75 tire fee every year), have 

a series of workshops or meetings with all tire stakehold-

ers—dealers, haulers, processors, product manufacturers, 

contractors, and buyers of tire-derived products—and ex-

plain how the program would work better than the current 

tire grant programs, why it would require an additional 

tire fee, and what would happen when the state of Califor-

(Continued on page 10) 
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nia reaches its 75% tire recycling rate. Previously, and 

despite my protestations, CalRecycle planned to continue 

the tire incentive subsidies in perpetuity.  

On another, more personal matter, after 22 years working 

on behalf of CTDA as your advocate, I have decided not 

to register as a California lobbyist in 2017. However, I 

still plan to conduct business as a “consultant,” meaning I 

can help the Association with legislative strategy, set up 

meetings and participate as an information source on 

bills, write pro or con bill statements on your behalf (for 

either an Association member or another lobbyist to de-

liver), and monitor and report on legislation and state reg-

ulations that affect California tire retailers. As always, I 

can assist CTDA members with state agency issues from 

CalRecycle, Bureau of Automotive Repair, California Air 

Resources Board, California Energy Commission, etc. 

These might include state enforcement actions against 

retailers, tire hauler issues, waste tire facility permits, etc.  

If CTDA needs an active lobbyist, there are several I can 

recommend that I have worked with during my tenure 

with the Association.  

When I started lobbying in 1994, my first client was the 

California Tire Dealers Association-South (formerly, the 

Southern California Tire, Automotive & Retread Services 

Association) with Ed Cohn as Executive Director. In 

2001, the South and North entities merged and selected 

me to represent the California Tire Dealers Association.  

Since then, TL & Associates and CTDA have had a good 

ride together, keeping a close eye on CalRecycle 

(formerly the California Integrated Waste Management 

Board) and the state legislature for anything affecting tire 

retailers. I will miss the direct lobbying activities, but not 

the lengthy and especially trying legislative sessions and, 

since term limits was introduced, the annual effort to meet 

and greet all 120 legislators and their staff.  

Rest assured, some of the Association’s concerns in Sac-

ramento can be handled by a consultant, but there may be 

times when CTDA will need a registered lobbyist to ad-

vocate on the Association’s behalf. I will do my best to 

work with your Executive Director and Legislative Com-

mittee to find someone to fill that role.  

Finally, I want to thank the Association, its current Exec-

utive Director, Dave Redfern, and former Executive Di-

rector, Ejnar Fink-Jensen, for their support and expertise 

as links between me and the Association members. At the 

same time, I will always miss Eddie Cohn and, more re-

cently, Ed King. Both were longtime friends and mentors 

to me and both served the Association well. Overall, it 

has been a wonderful experience working with CTDA 

and one that I will never forget.  

 

Terry Leveille, President of TL & Associates, is your rep-

resentative in Sacramento. If you have any questions 

about bills, new laws, waste tire regulations or programs, 

or need copies of bills, please give him a call. He can be 

reached at 916-709-7566 or by e-mail at tleveil-

le@aol.com  

(Continued from page 8) 

Legislative Report 
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Billy Eordekian  

Some Sad News  

And Some Happy News…. 

An old friend and legend in the OEM wheel business 

was David Deberry who passed away unexpectedly 

in October. Most recently a partner at Factory Repro-

ductions along with Doug Heideman, David’s 

companies were known nationwide and even world-

wide. When I first considered going into the stock 

wheel business, I heard about Wheels, Etc in Pomo-

na so my Father and I went to take a look. We were 

amazed. David, his Dad Bob (A legend in his own 

right) and Cousin Junior had acres of take-off wheels 

with semis and pickups rolling all over the yard! The 

first three sets of wheels I purchased when I started 

USED RIM, INC in 1987 were from Wheels, Etc. 

Later David started Factory Reproductions and be-

came one of the best at supplying upsize OEM 

wheels while designing his own styles. David was a 

good man and good on a hand shake. I will miss him.  

And on the happy note, our annual New Year Lunch-

eon takes place on January 12. Although you can 

read the details here in this issue, we will be back at 

The Dal Rae Restaurant in Pico Rivera. Those of you 

who are not near us here in the Los Angeles area just 

may want to make a trip of it while taking care of 

other business…or while taking care of monkey 

business! Please do let me know if you wish to at-

tend or have questions.  

Your humble used rim peddler,  

Billy Eordekian 

Billy is the president of 1-800EveryRim – OEM Wheels. 

He can be reached at 1-800 383 7974 / Billy@1-

800EveryRim.com 

If you're an owner, employee or dependent of a CTDA member, you now have the oppor-
tunity to apply for a scholarship that will help finance your future. Earn assistance in your 
higher education endeavors and open new possibilities. Take the first steps now by filling 
out the application.  

http://www.ctdascholarships.net/ 
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Al Martinez 

Al started his career in 

the tire and wheel 

world in the summer 

of 1985. As a junior 

high student getting 

ready to enter high 

school, he spent the 

summer cleaning out 

silicon from leaking 

wire wheels, and 

working the McLean Wire Wheel booth at various hot 

rod shows with his uncle. Something about the whole-

sale wheel business must’ve stuck, because five years 

later in 1990, he would take a warehouse worker posi-

tion with American Racing Equipment Custom Wheels. 

And yes again, it was with his uncle. He worked his 

way to an inside sales job within six months. The rest, 

as they say, is history.  

Over the last 26 years, Al has worked as either an out-

side, or inside sales representative for the following 

companies; 

American Racing Equipment 

Dapper Tire 

Greenball Tire 

Competition Parts Warehouse/Hefner Tire 

GTI Wholesale 

NTW – National Tire Warehouse 

He’s also been the Branch manager of the following 

companies; 

American Racing Equipment  

Prime Wheel 

He’s currently the Branch Manager at NTW – National 

Tire Warehouse in Fresno California. Working with 

customers, and solving their tire needs, all while smil-

ing, are his favorite things to do.  

CTDA Board of Directors 

Meet Your Board 

John Sanford 

John started working 

for his father, Jack 

Sanford, at Sanford 

Firestone at 16.  

He worked in the out-

side shop until going 

away to college in 

1977.  

In 1980, John graduat-

ed from Brooks  

Institute of Photography in Santa Barbara with a Bach-

elor of Arts in Industrial/Scientific Photography.  

In 1984, after working for the Military Civil Service, 

John returned home to run Sanford Firestone #2 in  

Colma, CA. He managed that store until 1992 when 

they lost their lease to Target Stores.  

John then moved up to the original store in Pacifica 

which he managed with his father, Jack, until he passed 

in 1999.  

He purchased the business from his mother and today 

runs Sanford Firestone with his son Christopher.  

The business has been in the family since 1971. His son 

Chris, now 27, is the third generation in the Sanford 

Firestone building.   
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Dear RTA Members and Industry Associates, 

As many of you already know, I was involved in a serious 

accident followed by a failed back surgery that left me dis-

abled from walking well and in intractable pain.   At the 

time I was certain that I would fully recover with treatment 

and that I would be able to resume my full time activities 

(including travel) as the Managing Director of the Retread 

Tire Association (RTA). 

Unfortunately, that has not been the case.  After much soul 

searching, I realized that after 40 years of knowledge and 

experience serving as the voice and Representative of our 

Retread Tire Industry, the time has come for me to turn 

over to my very able assistant Jeffrey Parks the full time 

day-to-day role of RTA Managing Director.   

I have known Jeffrey Parks for more than 30 years.  For the 

last 5 years, he has become RTA's right hand man.  With 

training, experience, knowledge, full familiarity with and 

passion for the Retreading Industry,  I can say with full as-

surance that Jeffrey is fully ready to take over the responsi-

bility of leading.  Many of you already know him from 

your very positive interactions with Jeffrey during RTA 

related calls, responsive emails and office work, his skill-

fully written well informed articles, and/or have had the 

pleasure of meeting him in person during one or more of 

his many industry related business trips representing 

RTA.   

On the bright side I have no plans to exit our Industry or to 

leave RTA.  Both Jeffrey and I are excited about working 

together through RTA on your behalf for many years to 

come. 

 While I may not be available to you on a day to day basis, 

Jeffrey and I will be in touch daily. You can depend on our 

joint dedication to making your continued membership and 

annual investment in RTA more than worthwhile! 

Again, I want you to know that Jeffrey and I promise that 

you can depend on us for many years to come! We both 

will continue to write and send the RTA NEWS YOU CAN 

USE memos from our computers.  Please continue to send 

your e-mails regarding memos you wish us to post 

to info@retreadtire.org. 

In closing I want all of you to know I deeply appreciate 

your support and will welcome your e-mails and telephone 

calls for years to come.  I can personally be reached by e-

mail to harvey@retreadtire.org and by telephone to (831) 

646-5269. 

With all best wishes, 

Harvey 

An Important and Heartfelt Message from Harvey Brodsky 

mailto:info@retreadtire.org
mailto:harvey@retreadtire.org
http://sptr.retreadtire.org/f/a/fzpeZeBkm-O24BMZwXX0NQ~~/AAB02QA~/RgRaJMK4P0EIAmwgN5CLxoxXA3NwY1gEAAAAAFkGc2hhcmVkYQlnZW5lcmFsXzFgDDUyLjM1LjE5MS43NUgPbWFpbGJsYXN0XzQ2ODYxQgoACcs9QljyUCCQUhNleGRpcmN0ZGFAZ21haWwuY29tCVEEAAAAAEQbaHR0cDovL3d3dy5yZXRyZWFkdGly
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This writing didn’t come out of any deep thought or 

plan.  I was sitting at my desk the other day and our 

resident happy person in our office started in as she 

does every day.  She makes fun of all of us in the of-

fice. 

Now you’d think it’d anger her coworkers, that they 

would resent her picking on everybody all the 

time….but you’d be wrong.  You’d feel left out.  You’d 

think you were left out of all the fun.  The reason?  Our 

resident clown who’s doing all this is a master at keep-

ing the office upbeat with her constant jabbing insults 

directed at anyone in her sights; a talent for making you 

laugh at yourself because of what she threw at you.  

She also giggles a lot and it is the most annoyingly 

charming giggle you can imagine.  We all pause when-

ever she starts to deliver one of her darts at one of us.  

There’s always a little hidden jealousy when you find 

out the dart wasn’t directed at you!  She’s that good. 

No one is immune to her barbs, not even the boss. 

She also has a nickname for everyone, sooner or later.  

Usually it’s a screwed up version of their name.  Her 

secret is, there’s no one safe from this. You can’t regis-

ter any complaint; nor do you want to.  It’s always di-

rected with, how should I say this?  With affection.  

Yes, that’s it.  She harpoons you with affection.  AND 

WE LOVE IT.  Everyone should have a person like 

that in the workplace.  I don’t know how you’d go 

about creating one though.  They are very unique and 

very hard to find.  She’s the only one I’ve ever seen 

and I’ve been around our place 17 years.   

I pity all the people who have to go to work every day 

not having one of these resident happy people.  I get the 

feeling attendance is so good because no one wants to 

miss one of her special performances.  You’d think we 

couldn’t get anything done, but all she does is energize 

the room.  Work still gets done.  What she does only 

takes a moment and it’s entirely painless…Unless 

you’re left out. 

Thanks Joanne. Is it my turn tomorrow? 

Hub 

Hub Gunari is a long time fixture at South Valley Whole-

sale in San Jose. He has a second home in the mountains 

and plays golf with the SIRS. He can be reached at (408) 

971 3900. 

Hub Gunari 

SF South Bay Report 
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