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Dear Members, 
 

As spring has 
sprung, I hope that 
this letter finds you 
all well.  The 
flowers are 
blooming and 
everything is 
covered in the 
yellow of pollen.  
Those of us with allergies are finding it hard to 
breathe, but boy is it pretty.   
 Our membership drive is going wonderfully well.  
New companies are joining and finding the great 
benefits of this Association.  Not only the benefits that 
we get in the form of discounts, but I think the best 
benefit, the people and companies of the ATDA.  
Being around great individuals in the same field, and 
exchanging ideas, or just telling stories, can be the 
most rewarding.  
 The spring golf tournament at Limestone Springs 
went off again this year without a hitch.  What a 
beautiful golf course.  I know that everyone that 
participated in the tournament had a great time.  And, 
because of your participation we were able to raise 
more money for the scholarship fund.  
 The convention in Huntsville is fast approaching.  
June will be here before you know it.  Steve Breland 
and crew have really been working hard to make this 
a fantastic convention.  Be on the lookout for the 
packets that will be coming soon with more details 
about the meeting.  So make plans now to be at this 
year’s convention! 
  Until next time, I look forward to seeing everyone 
at the convention in Huntsville.  As always, if you 
should have any questions, please do not hesitate in 
calling me at 334-347-0946 or e-mail at 
goodsontire@ala.net.  
 
Rhett Marques 
President 
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7 Keys to Having a POSITIVE MENTAL ATTITUDE  
or  

Everyone Doesn’t like Broccoli  
By Nancy Friedman, Telephone Doctor 

 

There’s an old joke about a little girl who always had such a great attitude. She was always so 
happy and upbeat. Her brother was just the opposite. One holiday, just to aggravate her and 
test her, her mean brother gave her a box filled with horse manure. He was tired of his sister 
always having such a positive attitude. He thought surely this would ‘fix’ her. Christmas day, 
when she opened the box and saw the manure she exclaimed, "Whoopee...where’s the pony?"  
 

Ok, Ok... maybe you had to be there; but what a great attitude! The topic of our monthly email for May is ATTITUDE. 
Taken from our new Telephone Doctor video program "The 7 Keys to a Positive Mental Attitude." We’ll list some of the 
ways you can have a positive mental attitude despite the challenges life may bring you.  
 

Why do some people have such a great attitude and others a negative one? Well, we wondered the same thing; and 
through our research, we found 7 ‘keys’ that those with a positive mental attitude all share. See how you rate.  

 

KEY #1: Choose your attitude in advance - When you wake up...you have a choice. You can be in a 
good mood or a bad mood. You also choose your attitude. You can wake up and mutter to yourself "this is gonna be 
a cruddy day" or you can tell yourself "this is gonna be a great day!" That immediate choice is the start of a great 
attitude. You’ve already decided it’s going to be a good one.  
 

KEY #2: Visualize success - What this means is picture yourself having a successful day. Runners in the 
Boston Marathon picture themselves crossing the finish line. Maybe not in first place, but still finishing the 26-mile 
race. Self-visualization is a key factor in having a positive mental attitude. Will it work 100% of the time? I wish it 
would. However, by visualizing your success, you’ll be able to have a better handle on what does happen. And a 
better chance of making it happen.  

 

 

Pro-Cut of Alabama 
On The Car Brake Lathe 

Parts & Service 
 

Call for Free Demo 
Dennis Kinard – 205.613.4867 

 

 

Key #3: Demonstrate humor, energy and enthusiasm - We call these three items the MAGIC 
ingredients. Because without each one, creating a positive mental attitude will be very difficult. First, HUMOR. There 
is normally humor in every situation. Finding it is 
the KEY. Sometimes you’ll need to stretch and dig 
a little deeper to find the humor in a situation. But 
once you do, you’ll feel so much better. The 
ENERGY we talk about is important because 
without some ‘energy’ in your attitude, you’ll be 
dragging along behind everyone. Energy is closely 
related to the third ingredient...and that is 
ENTHUSIASM. My father used to tell me "Nancy, 
enthusiasm is contagious; let’s start an epidemic."  

 

KEY #4: Resist negative influences - It’s 
a fact. When we have a negative experience with 
a company, we’ll tell more people about it than if 
we have a good experience with the same 
company. And many times, when you hear that 
someplace wasn’t very good, you’ll believe the 
person who told you and choose not to do 
business with that company. However, you may 
only be hearing HALF the story. Check things out 
for yourself. Especially if the negativity involves a 
person you work with or know. I bet we’ve all 
heard negative things about someone we didn’t 
know and then when we had the opportunity to 
meet them ourselves, we find that they’re not as 
bad as someone had alluded to. In fact they might 
be nice. But you need to be the judge. Take 
negativity out of your life. Steer clear of those who 
drag you down and say negative things all the 
time. Being around other positive people is a good 
start.  
 

Continued on page 17 … 
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How to Handle the Current Economic Tumult 
 

 Multibillion-dollar institutions have failed in recent months and your little business is still 
standing. So is mine. Keep this in mind when you start to worry. Consider the following as you 
think about what this all means for your survival. 
 

 Let them fall. Darwin was right. It’s survival of the fittest. It’s the law of 
nature. The strong and adaptable will survive. The weak and unfit will perish. 
Let the weak fall. Don’t let it rattle you. Stay focused on your own survival, on 

becoming stronger, faster and more essential to your customers. 
 

 Diversify.  Lack of diversification (and high debt loads) brought down 
Bear Stearns, AIG, Washington Mutual and others.  Too many assets invested in nonconforming 
residential mortgages and/or too much borrowing of auction-rate paper.  You never know which 
investments, assets, financial sources, markets and relationships will implode.  All you can do is 
stay diversified in all aspects of your business. 
 

 Stay Light on Leverage.  High leverage (i.e., debt) also contributed to the recent bank 
and financial institution failures.  Almost all bankruptcies are the result of too much debt.  Debt 
adds financial risk.  It makes you more vulnerable to downturns.  To be sure, debt capital is 
needed at times to expand and get higher rates of return on equity.  But use it with caution and 
moderation. 
 

 Count on Change.  Things never stay the same.  The pendulum is always swinging.  Keep 
this in mind.  These poor economic times will not last forever, so don’t panic.  Similarly, when 
times are good, avoid making decisions that assume the good times will always grace you and 
your business.  They will not.  Stay cautious and maintain a margin of safety.  This is one of the 
core maxims of the greatest investors of all time – Warren Buffett. 
 

 Don’t Make Decisions Under Pressure.  Financial turmoil causes stress 
and confusion.  Scammers and persuasive, cunning salesmen and dealmakers 
will try to use the stress and confusion to get you to agree to things that 
will line their pockets and empty yours.  Don’t make decisions during these 
times.  Don’t let someone “get in your head” and use scare tactics.  When 
you feel the pressure, step back.  Take some time and seek advice. 
 

 Be a Low-Cost Provider.  Businesses fail when they run out of money.  Businesses that 
last for generations are frugal.  They spend money only on necessities that provide a return.  
Flaunt your wealth on the bottom line, not on shiny things that don’t add value to your business 
or your customers.  Seek to reduce your cost of doing business and expand your gross and net 
margins. 
  
This article originally appeared in The Business Owner Journal (www.TheBusinessOwner.com), the periodical of choice 

for owners of small and mid-size private businesses.  All rights reserved, D.L. Perkins LLC.  Copyright 2008. 
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Telecheck Check  
Guarantee Service 

 

 TeleCheck provides our members with a low cost 
check guarantee service.  TeleCheck is a leading provider 
of paper and electronic check services. With over 40 years 
of experience, TeleCheck’s commitment to continuous 
innovation helps business safely and efficiently accept 
check payments at the point-of-sale. TeleCheck helps more 
than 350,000 retail, financial institutions, grocery and 
other industry outlets increase profitability, 
reduce risk and streamline operations.  For 
more information on how TeleCheck can 
tailor a program to your needs, contact 
Virginia Lovoy at 205-527-3407. 
 

 

Cintas Uniforms 
 

 When it comes to uniforms for mechanics and more, 
Cintas has you covered. Cintas' products and services are 
the fuel that keeps your automotive business running fast 
and efficient.  Cintas offers discounted rates on uniforms, 
mats, mops, restroom supplies, safety 
equipment and much more to our members.  
Contact your local Cintas distributor for more 
information and be sure to mention you want the 
ATDA pricing. 

Sample Pricing 
 5 Changes of Cintas Shirts & Pants $5.25 per person per week 
  Inventory of 11 Reflective Shirts & Comfort Pants 
 

 5 Changes of Cintas Shirts & Pants $4.75 per person per week 
  Inventory of 11 Comfort Shirts & Comfort Pants 
 

 5 Changes of Cintas Shirts & Pants $6.70 per person per week 
  Inventory of 11 Comfort Shirts & Jeans 
 

 5 Changes of Cintas Shirts & Pants $5.85 per person per week 
  Inventory of 11 Comfort Shirts & Cargo Pants 
 

 5 Changes of Cintas Shirts & Pants $8.10 per person per week 
  Inventory of 11 Golf Shirts & Cargo Pants 
 

 Jacket $0.45 per person per week 
 

 Coveralls $1.00 per person per week 
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Welcome New Members! 
 

Our ATDA Membership is growing by leaps and bounds thanks to the efforts of our hard working 
Board Members.  We are very appreciative to all of you who are Members during this tough 

economy.  Our Board of Directors is continually striving to ensure your value in being an ATDA 
Member.  We have recently added 2 new membership benefits (see page 7 for more details).  If 
you know of a dealer in your area who is not a Member, encourage them to join the ATDA and 

contact the ATDA office with the dealer’s contact information.  Added a new location? – Contact 
the Association office about adding the location as an Associate member.  Remember, we will grow 

stronger as an industry by working together. 
 

Please add these companies to your membership directory. 
 

BELL ROAD TIRE PROS 
 2700 Bell Road Phone: 334-270-9825 
 Montgomery, AL 36117 Fax: 334-270-0768 
 Key Contacts: 
  David Epperly – eppone@knology.net 
  Steve Floyd – tpi1864@knology.net  

 
CINTAS Corp. 
 15201 Alabama Highway 20 Phone: 256-355-6431 
 Madison, AL 35756 Fax: 256-355-6470 
 www.cintas.com 
 Key Contacts: 
  Craig Casey – Sales Rep. – caseyc@cintas.com 
  John Wynn – GM – wynnj@cintas.com 

 
J & S TIRE SUPPLY 
 23387 Cornerstone Drive Phone: 251-554-8001 
 Loxley, AL 36551 
 Key Contacts: 
  Jeff Smelley 
 
LOGAN’S ALL PRO 
 171 North Union Avenue Phone: 334-774-0059 
 Ozark, AL 36360 Fax: 334-774-8074 
 Key Contacts: 
  Eddie & Phyllis Logan – loganallpro@yahoo.com  
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McCLARY TIRE Co. 
 P.O. Box 1106 Phone: 256-232-2630 
 611 East Hobbs Street 
 Athens, AL 35612 
 Key Contacts: 
  Jim McClary – jimmymc1948@yahoo.com  
 
S & S DISCOUNT TIRE 
 857 Cherokee Road Phone: 256-215-8822 
 Alexander City, AL 35010 Fax: 256-215-3740 
 Key Contacts: 
  Warry Sexton – sandsdiscount@bellsouth.net 

 
SWEAT TIRE Co. 
 22594 Highway 59 South Phone: 251-947-7345 
 P.O. Box 1199 Fax: 251-947-2491 
 Robertsdale, AL 36567 
 Key Contacts: 
  Dewane Haynes – sweattire@gulftel.com  

 
TOP LINE TIRES, Inc. 
 4830 University Drive Phone: 256-895-3715 
 Huntsville, AL 35816  
 P.O. Box 18276 
 Huntsville, AL 35804 
 Key Contacts: 
  Matt Veitch 

 
TRAX TIRES, Inc. 
 5654 Highway 90 West Phone: 251-653-1051 
 Theodore, AL 36582 Fax: 251-653-1051 
 www.traxtires.com  
 Key Contacts: 
  Richard Greene – traxtires103@yahoo.com  
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March 12, 2009 
Scholarship Fundraiser 

Regional Golf Tournament 
A Special Thank-You to our  

Hole Sponsors: 
Southside Davis Tire 
Federated Insurance 

Carroll Tire 
American Tire Distributors 

Wilks Tire & Battery 
 

Winners: 
 

1st Place Team:  Top Line Tires – Steve Breland, Doug 
Schram, Scott Weaver, Gerald Priest 

 

2nd Place Team:  Yokohama/McGriff – Mark 
Sanderson, Joe Black, Barry McGriff, Pat House 

 

3rd Place Team:  Carroll Tire – Jason Shirley, Bill 
Burdette, Adam Scott, Cecil Bowden 

 

Closest to the Pin:  Chris Clements 
Longest Drive:  Scott Weaver 
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ASA Tire Systems 
Announces $1,000,000  

Tire Dealer Bailout Package 
 

 
NASHUA, NH (March 9, 2009) - ASA Tire Systems is offering a $1,000,000 economic bailout 
package to qualifying tire dealers who invest in technology solutions with them. 
 
 ASA Tire Systems recognizes that the economic conditions in the world are reaching 
levels never experienced in our lifetime. ASA believes now is the time to take drastic steps to 
pull our industry out of today's economic tailspin. There is no question that governments 
throughout the world are doing what they can, but they can't solve this crisis alone. ASA is 
launching a grass roots tire dealer bailout campaign, similar to the US government making 
funds available through various government "bail out" or stimulus packages.  
 
 It is ASA's belief that the majority of independent tire dealers have neglected their 
technology infrastructures for many years. They have not invested in replacing things like 
business software, business servers, wide area networks, local area networks, firewalls, 
desktop PC's, websites, intranets and eCommerce. It is ASA Tire Systems' belief that there 
are many reasons why it's smart to upgrade technology during a weak economy. When "times 
are tough" dealers can get outstanding deals, modernize for less, and prove to customers that 
they are progressive enough to prosper in what many see as hard economic times. Now more 
than ever, dealers have to earn their customer's business. More importantly, they need to 
make sure they keep that business. Technology gives dealer's employees the necessary 
tools to deliver information to customers when they need it, assuring both the sale and a 
satisfied customer. Satisfaction has to be at an all time high, otherwise dealers will lose 
business.  
 
 ASA Tire Systems is committed to helping tire dealers further their tire business, no 
matter what the state of the economy, by offering this unparalleled $1,000,000 bailout 
package. "I am very excited about this program," states Wayne Croswell, President of ASA 
Tire Systems. "We have been committed to the independent tire dealer spanning three 
decades and this is one way we can help make a difference in the market we are dedicated 
to. It's about giving and helping, like our tag line states, 'technically speaking, we are family'." 
 
 Dealers can apply for the funds via the ASA Tire Systems website 
http://www.asatire.com/bailout by filling out a form, or by contacting an ASA representative. 
 

 
About ASA Tire Systems:  Headquartered in Nashua, New Hampshire, ASA Tire Systems develops 
and builds enterprise-wide software solutions, delivers support and services, and enables leading 
independent tire dealers to achieve a maximum return on their information technology investment. 
ASA’s software tools help tire dealers and retreaders manage all facets of their businesses and can 
be tailored to suit the ecommerce, order processing, accounting and business management needs of 
any size retail, wholesale, or retread tire operation. You can find them on the Internet at 
www.asatire.com.  
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TIA Lists Top Four Common Commercial Tire Service Myths 
 

Bowie, MD – Over the last 12 years, the Tire Industry Association (TIA) has become one of the leading 
authorities on commercial tires and tire service training. In that time, TIA has trained over 32,000 commercial 
tire service technicians on how to properly and safely handle and service commercial tires. 
 

There are many common myths out there concerning commercial tire service. And some of these myths have 
the potential to cause fatal accidents like wheel-offs, blowouts, and more. 
 

According to TIA Director of Tire Service Jeff Faubion, “It never ceases to amaze me how some of the smartest 
technicians out there still have incorrect information on commercial tire service.” To combat this information, 
Faubion lists some of the most common commercial tire service myths, and the facts to correct them: 
 

MYTH #1: A U.S. Department of Transportation (DOT) law states that three threads must be showing through 
a lug nut. 
FACT: This is false. The lug nut must be flush with the end of stud so that all of the threads on the nut are 
engaged. This is because any threads past the lug nut do nothing to increase the clamping force, they just 
gather debris and rust. 
 

MYTH #2: Curbed wheels can be bent back into shape if the driver requests. 
FACT: This can be dangerous, because once the wheel is bent, reworking or applying heat 
simply weakens the steel. It’s also a direct violation of OHSA Standard 29 CFR 1910..177. 
 

MYTH #3: Putting a coin under a patch will reinforce a repair. 
FACT: This “coin” myth has been passed down from older generations; nevertheless, it’s wrong. Tire repair 
materials are specifically designed to operate as a system so changing the process or adding a foreign body 
(like a coin) will result in reduced adhesion which can lead to gradual or rapid air loss. Mixing repair materials 
from different manufacturers may have the same result. There is only one way to properly repair a tire and it 
includes removing the damage with a carbide cutter, filling the injury with rubber, and then sealing the 
innerliner with a repair unit. 
 

MYTH #4: Retreaded tires cannot be used on the steer axles. 
FACT: Retreaded tires can be used on steer axles, EXCEPT on passenger buses. In some applications, retreaded 
tires are a substantial cost – and energy-saving alternative to new tire steer tires without any loss of 
performance or safety. 
 

Technicians who work on commercial vehicles can combat these and other myths by attending one of TIA’s 
upcoming Commercial Tire Service (CTS) training classes. Fall/Winter 2009 CTS class dates will be announced 
shortly. For more information, or to register, visit www.tireindustry.org and click on the “Training” tab, or call 
800-876-8372, ext. 106. 
 

TIA is an international association representing all segments of the tire industry, including those that manufacture, repair, recycle, sell, service or 
use new or retreaded tires, and also those suppliers or individuals who furnish equipment, material or services to the industry. TIA has a history 
that spans more than 80 years and include several name changes. Originally known as the National Tire Dealers & Retreaders Association 
(NTDRA), the organization gave birth over the years to the American Retreaders Association (ARA) and the Tire Association of North America 
(TANA). ARA changed its name to the International Tire & Rubber Association (ITRA) and merged with TANA in 2002 to form the current Tire 
Industry Association (TIA), which now represents every interest in the tire industry. 
 

TIA Accepting Nominations for Board of Directors 

 

Bowie, MD – The Tire Industry Association (TIA) is accepting nominations for service on the 2009-2010 Board 
of Directors. TIA Directors serve for three-year terms and may be re-elected to serve two additional, three-year 
terms. 
 

“Any TIA member in good standing or an official representative of an industry association may recommend 
candidates to the Nominating Committee in accordance with the TIA Bylaws,” explained Peggy Fisher, TIA 
Nominating Committee Chairman and Immediate Past President. “Self-nominations are also welcome.” 
 

All nominations should be submitted by April 3, 2009, by completing and returning the TIA Board of Directors 
Nomination Form to the TIA office in Bowie, Maryland. Nominations must be received no later than 5:00 pm, 
EDT, on April 3, 2009 to be considered. The nomination form is located on the home page of TIA’s website, 
www.tireindustry.org under “Hot News”. If you do not have access to the Internet, please call the TIA office at 
800-876-8372, ext. 109 or send an email to sgoblet@tireindustry.org to request a Board Nomination Form. 
 

“TIA is looking for members with a passion for the tire industry,” said TIA Executive Vice President Roy 
Littlefield. “Becoming a volunteer member requires a time commitment with conference calls and meetings 
throughout the year. We believe the investment of time is definitely worth the experience members receive that 
are elected to the Board.” 
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C. W. Owens Enterprises 
Scrap Tire Management 

 

We Spot Trailers for Businesses and 1 Time Clean-ups 
 

Scrap Tire 
Remediation 

 

ADEM Permitted 
Class 4 Processor 

& Transporter 
Also Approved in Georgia 

 

1-866-869-1372                      256-892-7692 
 
Controlling Insurance Costs –  

DUMP SITE BEFORE DUMP SITE AFTER

 What Can Businesses Do? 
 All things being equal, two businesses with virtually the same operation may pay the same 
premium for property, liability, and workers compensation insurance – until one makes an insurance 
claim. That claim could result in higher insurance premiums. 
 SEVEN WAYS TO KEEP INSURANCE COSTS UNDER CONTROL 
These guidelines can help you keep your insurance costs under control: 

1. Find a trusted insurance advisor. Select an insurance advisor who really understands your 
industry and your business, and takes the time to properly design an insurance program. 

2. Align yourself with an insurance company that specializes in your industry. Insurance carriers may enter into 
a market for short-term financial gain. What happens if their venture falters and they pull out? Can you easily find 
another carrier? At what cost? Insurance companies with a history of commitment to your industry and your 
association typically are in it for the long haul. Loyalty to your industry does matter! 

3. Get serious about safety! Implement appropriate risk management policies and practices. Introduce an effective 
safety program to help prevent losses. Look for an insurance provider that makes safety and loss prevention 
resources available and is able to help with implementation.  

4. Review claims. Review your claims at least annually. Confirm accuracy and discuss any open claims or reserves. 
Implement practices that help prevent those claims from reoccurring. 

5. Be prepared. Review coverages and services with your insurance representative at least two to three months 
before renewal to see if they still meet your needs. 

6. Don’t buy on price alone! While price is a component, other features – coverages, safety assistance, claims 
services – can help contribute to significant savings over time. Lower “front-end” premiums may result in more 
“back-end” costs with claims that are either not covered or have limitations. 

7. Consider self-insuring or partially self-insuring some risks. To save costs and improve your loss record, 
consider increasing deductibles on your policies, implementing a well-designed self-insurance program, or 
installing a Workers Compensation Retrospective plan. 

Reproduced with permission from The Shield, a risk management newsletter from Federated Insurance.  
 © 2008 by Federated Mutual Insurance Company.  All rights reserved. 
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New Vehicle Sales (1999-2009) Positive For Aftermarket 
 
 “New car and light truck annual sales in the U.S. averaged approximately 17 million units in a strong nine-year run 
between 1999 and 2007. This unprecedented new vehicle high-sales plateau was followed by a dramatic plunge in 2008 
volume, down nearly 20%, to 13.2 million units.” 
 
 “Prospects for 2009 are even more bleak, with a strong likelihood volume will fall below 11 million, the weakest new 
vehicle market in more than a quarter century. However, this strong sales plateau followed by a rapid plunge in new vehicle 
volume will create a strong sales environment for the aftermarket.”  Jim Lang 
 

SPECIAL UPDATE: 
December Mileage Falls 1.6%, Capping a Record-Smashing 3.6% Annual 2008 Mileage Decline. 

 
High Sales Plateau Then Plunge 

 
 The unprecedented nine-year run of new car and light truck sales averaging 17 million units between 1999 and 
2007 will ensure a steady flow of vehicles into high aftermarket product-use age categories through 2013. 
 In addition, the sharp drop in new vehicle sales last year and during 2009 (and perhaps longer) 
means more consumers will opt to have vehicles repaired rather than buy new models. This also is 
positive for the aftermarket. 
 
Growth of Key Vehicle Age Groups 
 
 Record numbers of vehicles will occupy age groups six-to-twelve years through 2013. 
Vehicles average the highest rate of aftermarket product-use in these age categories. This is 
positive for aftermarket product growth, particularly Replacement Parts (parts necessary for vehicle 
operation). 
 
Plunging New Vehicle Sales 
 
 The rapid drop in new vehicle volume during 2008 (13.2 million units) and the continued 2009 decline (below 11 
million units) will lead to a drop in vehicle scrapage and an increase in the number of older vehicles on U.S. roads. 
 
 More Americans will opt to have vehicles repaired rather than buying new vehicles, a positive factor for 
Replacement Product volume. 

 
Increasing Vehicle Age 
 
 Cars and light trucks on U.S. roads are at record-high average age levels. Since 2000, the 
average age of light vehicles in the U.S. soared 11%. 
 
 Falling light truck volume means the average age of light truck, which had increased at a 
slower pace from passenger cars, will rise sharply. Domestic car average age, reflecting the 
significant drop in domestic car sales, will continue moving into record-high territory. 
 
Higher Age Counterbalancing Mileage Slump 

 
 Low Consumer Confidence (measured by the Conference Board) and high unemployment rates, extending over the 
next several years, will combine to dampen annual miles on U.S. roads. 
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 While the average car and light truck will be driven a decreasing number of annual miles over the next several 
years, this negative factor for aftermarket use will be counterbalanced by the growing average age of vehicles in operation. 
 
Volume Growth Differences by Product Type 
 
 There are four major groups of aftermarket products: Replacement Parts (parts necessary for vehicle operation), 
Chemicals, Accessories, and Tools and Equipment. 
 
 As reported in previous issues of Aftermarket Insight™   the rapid decline in 2008 new vehicle sales (particularly 
light trucks) has been very negative for certain categories of Accessories, particularly light truck Accessories. 
 
 On the other hand, high vehicle sales between 1999 and 2007, coupled with dramatically lower vehicle volume 
during 2008 and 2009, will be positive for Replacement Parts volume in the U.S. 
 
 Chemicals related to vehicle operation (as opposed to Appearance Chemicals) will generally be positively affected 
by these same factors, while Tools and Equipment (aside from the closing of dealerships) will also generally be positively 
influenced by market factors over the next several years. 
 
 For historical analysis of the changing average age of vehicles on U.S. roads see the 2010 AAIA Aftermarket 
Factbook & Lang Annual. 
 

From Aftermarket Insight™ by Jim Lang, President of Lang Marketing Resources, Inc., www.langmarketing.com 

 
 
 

J. Scott Enterprises, Inc. 
DBA Metro Tire 

Birmingham, AL 
 

Quality Used Tires. 
ADEM Licensed Scrap Tire  

Transporter & Processor. 
 

We will collect your scrap tires at your store  
or we will spot a trailer at your location. 

 

For pricing call Micah Hart at 205-841-1930 
Fax: 205-841-1970 
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Have to Let an Employee Go? Read This First! 
 
It is true that your defense against a wrongful termination suit is almost entirely developed when 
the employee is hired and during employment. But handling the termination itself in a professional 
manner will also help reduce the incidence of problems. So, here’s what smart companies do: 
 
Pause Before You Terminate: Avoid spur-of-the-moment terminations. Don’t terminate when 
tempers are high and don’t let your managers do it either. Use suspensions (provided for in a pre-
established disciplinary procedure) to provide time for investigation, documentation and careful 
analysis. This process can provide an objective review of the documentation and steps leading to 
termination and can help assure that the process is being administered fairly and consistently and 
that the termination action fits the circumstances. 
 
Conduct the Termination Notification Privately but with a Witness: The witness should be another 
company manager or your attorney. Make sure any termination is discussed only with persons on a 
need-to-know basis to limit the potential for claims of defamation, invasion of privacy or emotional 
distress. 
 
Have a Written Termination Statement: Make sure it is carefully and accurately written to 
minimize allegations of defamation or intentional infliction of emotional distress. Give the 
employee the opportunity to review, comment on, and sign the statement, and if the employee 
refuses to sign it, make a note of that fact. 
 
Conduct an Exit Interview: In addition to letting the employee know the business reason for the 
termination, give the employee ample opportunity to share his or her feelings. Better than that, 
ask for them in private and listen to the answer. Take the opportunity to correct misperceptions 
about the termination and uncover and defuse a potentially litigious situation. If the results lead 
you to want to talk to your legal counsel, do so. 
 
If You Have Special Concerns, Talk to Legal Counsel Before Termination: If you suspect that a legal 
problem has developed or could develop, talk to your lawyer before you terminate the employee. 
For example, it might be smart to try to negotiate with the employee a general release of claims. 
There also may be certain circumstances where such agreements are not appropriate. 
 
Protect the Employees’ Interests as Well as Your Own: Your employees will want and need to know 
what the reason was for the termination. They have a right to know, but you don’t want to open 
yourself up to a defamation or disparagement suit. Be professional and respectful. Focus on the 
questioning employees’ relationship with the company, the future of the company, and how 
employees can gain and retain employment security with the firm. 
 
Don’t Withhold Compensation: Do not withhold for any reason any accrued and unpaid salary, 
benefits or reimbursable expense. Either pay them in full upon termination or when they would 
have otherwise been paid. 
 

Mike Lissau, an employment law expert with Hall Estill, and William O’Connor, an attorney  
with Norman Wohlgemuth, each provided his expertise for this article. 

 
This article originally appeared in The Business Owner Journal (www.TheBusinessOwner.com), the periodical of choice 

 for owners of small and mid-size private businesses.  All rights reserved, D.L. Perkins LLC.  Copyright 2009. 
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7 Keys to Having a POSITIVE MENTAL ATTITUDE 
Continued from page 3 … 
 

KEY #5: Be a WHATEVER-IT-TAKES person - This "KEY" means be a problem solver. Life is going to 
put obstacles in front of all of us. How we go around those obstacles is the KEY factor. There’s normally a good 
answer to every problem put in front of us. Dale Carnegie said it best. Ask yourself, "What is the worst thing that can 
happen here?" And move up from that.  
 

KEY #6: Embrace change...expect it and accept it - Some people are very good at handling 
change...and some resist it a lot. We had a fun saying at our house - I can still hear my father saying it: "Nancy, the 
next time you change your mind...get a good one." The major KEY to handling CHANGE is to accept it. Deal with it. 
In most cases there’s little we can do to stop it.  
 

Key #7: Be grateful for what you have - I’m not sure this KEY needs to be explained. So many people 
have so much. And yet those same people are often the ones that constantly complain. Why wait for some life 
altering experience to be grateful for all you have? Be grateful, NOW...before something bad happens and makes 
you aware.  
 

We know there are more KEYS to having a Positive Mental Attitude, but these are the first seven. Get these down ‘pat’ 
and you’ll find the rest falls into place.  
Good luck. And remember, as long as you’re going to do the job, you might as well do it with a smile!  
 
© Telephone Doctor, Inc.  Telephone Doctor ® is a twenty-year old training company which has helped over 20,000 organizations 
improve the way they communicate with customers.  For information on America’s favorite series of classroom training tools or on-site 
workshops, please visit www.telephonedoctor.com.  
 
 

17 

http://www.telephonedoctor.com/


CHAPLAIN’S CORNER   
 

“HE is not here, but is risen!” Luke 24:6 
 

No exclamation point has ever been as appropriate as the 
one found at the end of the above verse. We all need hope and we need 
it often. The patient receiving chemo treatments, the family grieving the 
death of a loved one, the parent praying the rebellious child will turn 
away from their destructive behavior, and even the tire dealer who 
worries that one more bad month may shut the store. The disciples of 
JESUS sure needed some hope after witnessing the horribleness of the 

Crucifixion, which had occurred three days earlier. 
Are not we glad for the exclamation point? We 
certainly should be. Because “HE … is risen” hope 
is alive forevermore!!!!!!!! 
 

Happy Easter and GOD bless you all! 
 

GOD Bless! 
Dolan Davis Jr. 
205-758-6624 dolanjr@bellsouth.net 
 

 
 
 
 
 

REMINDER: 
We gladly accept articles pertaining to our Industry, our 

Association, and especially our Members.  Share your news with 
us!!  Submissions should be sent to the ATDA office. 

Please send your letters and 
comments to: 

 

 Alabama Tire Dealers Association 
 6096 County Road 434 
 Trinity, AL 35673 
 

 Phone: 256-616-3587 
 E-mail: AlaTireDealers@cs.com 
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2009  Annual 
ATDA  Convention 

June 12 – 13, 2009 
Embassy Suites – Huntsville, Alabama 

 
 
 
 

 

 
Area Attractions: 

 

US Space & Rocket Center 
Huntsville Botanical Gardens 
Alabama Constitution Village 

Art District / Museums 
Sci-Quest / Early Works for kids 

Short Drive to:  
Point Mallard Water Park, Decatur, AL 
Jack Daniels Distillery, Lynchburg, TN 

Boaz Shopping Malls, Boaz, AL 
Unclaimed Baggage, Scottsboro, AL 

 Room Rates: 
 Single/Double Suites $119 
 Triple Rate $129 
 Quad Rate $139 
  
 Call Embassy Suites 
 for Reservations by May 12th. 
 256-539-7373 
 Registration Deadline: May 12, 2009.   

Watch your mail!  Registration packets to be mailed the first of April.  
 
 

 
 
 
 
 
 
 
 
 
 
 

 

Convention Agenda: 
 Friday, June 12 Saturday, June 13 
 12:00 Golf Tournament at 8:00 Past Presidents Breakfast 
  Hampton Cove   Featured Speaker: 
   or   Dr. Owen Garriott 
  Shopping Excursion at 10:00 Business Meeting 
  Bridge Street Town Centre   Guests: 
      Virginia Lovoy – TeleCheck 
 3:00 Registration   Phillip Davis – ADEM 
    FREE TIME 
 7:00 Opening Reception 6:00 Scholarship Reception 
   Heavy Hors d’oeuvres 7:00 Scholarship Banquet 
   Catered by Ruth’s Chris   Catered by Ruth’s Chris 
  Golf Tournament Awards  Scholarship Presentations 
      Hall of Fame Inductions 
      Comedian Mickey Dean 
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Please Support Your  
Supplier Members: 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
 
 
 

 

The Spare Tire is a publication of Alabama Tire Dealers Association.  The Spare Tire is 
published 4 times a year as a source of information for ATDA members and supporters.  ATDA 
directors, staff and members do not necessarily agree with all the contents or opinions 
appearing in this publication nor should its readers rely on any of the Spare Tire content for 
support of any legal position.  On matters involving legal interpretation, the reader is advised 
and encouraged to rely solely upon the advice of his or her own hired legal counsel. The Spare 
Tire invites and encourages comments from its readers. 

Mac’s Tire Recyclers, Inc. 
Harry Griede 
800-385-9844 
 

McGriff Industries 
Barry McGriff / Bert McGriff 
256-739-0780 
 

McGriff Treading Company 
Randy Drake 
256-739-7080 
 

Metro Recycler 
Phillip Tidwell 
205-841-1930 
 

Mighty Auto Parts 
Jason Huss 
334-677-2672 
 

Mohawk Rubber 
Jeff Work 
800-242-1446 
 

Myers Tire Supply 
Barry Morgan 
800-328-5110 
 

Parrish Tire 
Gary Waters 
800-877-2431 
 

Pro-Cut of Alabama 
Dennis Kinard 
205-613-4867 
 

Robison Tire 
Joe Robison 
800-824-3225 
 

Robison Tire 
Mike Brown 
334-834-6138 
 

S & S Tire 
Jeff Hodgens 
877-777- 7411 
 
 

 

SLK Tire Designs 
Sabrina Lentz Knop 
Cheryl Lentz 
256-566-5481 
 

Snag Equipment Brokers, Inc. 
Doug Gans 
205-664-1869 
 

Tire Centers, LLC – 
Distribution Center 
Vincent L. Hudson 
866-907-9463 
 

Tire Industry Association (TIA) 
Wilson Beach 
800-876-8372 
 

Tire Supplies of Alabama 
Frank Harcrow 
205-368-4130 
 

Westmoreland Tire 
Ed Westmoreland 
Steve Westmoreland 
256-845-5656 
 

Westmoreland Tire 
Tom Westmoreland 
256-878-5728 
 

Wheel & Rim, Inc. 
David Strickland 
205-324-4404 
 

Yokohama Tire Corp. –  
Passenger & Light Truck  
Jim Vickers 
404-401-8606 
 

Zurich American Insurance  
Susanne Pattillo 
800-840-8842 ext. 1616 
 

Cintas Corp. 
Craig Casey 
256-355-6431 
 

Cooper Tire & Rubber Co. 
Bobby Wickham 
251-455-2423 
 

Craft Tire, Inc. 
Mark Goodes  
724-438-4527 
 

David Tire Co., Inc. 
John David / Bill David 
205-251-8473 
 

Federated Insurance 
Erin Richards 
404-497-8840 
 

Harris Tire & Rubber Co. 
Mickey Taylor 
334-566-2691 
 

Harris Tire & Rubber Co. 
Jason Berry 
256-382-0797 
 

Hesselbein Tire  
Lew Newlin 
601-974-5938 
 

Hornsby Tire Distributors 
Roger Hornsby 
334-762-2333 
 

Hunter Engineering 
Sterling Yearber 
256-606-7691 
 

J & S Tire Supply 
Jeff Smelley 
251-554-8001 
 

Jones Tire 
Jimmy Jones / Bill Jones 
334-874-2265 
 
 

American Tire Distributors 
Barry McGirt 
800-950-3928 
 

ASA Tire Systems 
Tommy Dukes 
603-889-8700 
 

Ashberry Tire Landfill 
Ty Ashberry 
334-493-1250 
 

ATD / AmPac Tire 
Distributors 
John Abernethy 
Richard Abernethy 
205-322-4651 ext. 204 
 

Automotive Equipment 
Service 
Hardy & Jane Thompson 
888-664-5490 
 

B & B Tire Landfill 
Bud & Barbara Adams 
205-647-6736 
 

C.W. Owens Enterprises –  
Scrap Tire Management 
Wayne & Phyllis Owens 
800-869-1372 
 

CARQUEST Distribution 
Center 
Jerry Dickey 
334-280-5843 
 

Carroll Tire 
Cecil Bowden 
205-655-2182 
 

Carroll Tire 
Don Pylant 
800-446-0589 
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