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Jody Anderson - Hogan Tire Inc., Houlton, ME
Gene Bova - Motostar Tire & Auto Products, Merrimack, NH
Spencer Carruthers - Kenwood Tire Co., Inc., W. Bridgewater, MA
Tony DeSimone - Englewood Tire, East Hartford, CT
Tom Ferguson - Wells Fargo Special Risks, Inc., Portsmoutn, NH
Dale Franklin - Partner Tire & Service, Inc, Colchester, VT
Ray Hamel - Hamel’s Tire Center, Cumberland, RI
Robert Katz - Nu-Tread Tire & Auto Service, Inc., Boston, MA
Jack Kelley - Tom Lyons Tire, Waltham, MA
Anthony Koles - Montvale Tire Co., Inc., Melrose, MA
Pam LaFleur - Summit Tire Northeast, Taunton, MA
Larry Lesieur - Maynard & Lesieur, Inc., Nashua, NH
Shawn McKenzie - American Tire Distributors, Franklin, MA
Brian McGeoghegan - Mohawk Rubber Sales, Hingham, MA
Steve McGrath - Tire Warehouse, Keene, NH
Jim Melvin Jr. - Tire Pros, Inc., Johnston, RI
Stan Morin - New England Tire, Attleboro, MA
Frank Pascale - Toce Brothers, Torrington, CT
Mark Rochefort - Vermont Tire, Montpelier, VT
Alan Saks - Dorchester Tire Service, Inc., Boston, MA
Shaughn Shea - TCI Tire Centers LLC., Exeter, NH
Sid Tinson - Sullivan Tire & Auto Service, Norwell, MA
Shawn Young - Reliable Tire,  East Hartford, CT

Board Members

Officers
President:
    Steve Dupoise, County Tire Center, Inc. Middlebury, VT
Vice President:
    Rich Tuttle, Nokian Tyres, Colchester, VT
Treasurer:
    Matt Lewis, Max Finkelstein, Inc., Windsor, CT
Secretary:
    Blaise Pascale, Toce Brothers, Bloomfield, CT
Executive Director:
    Dick Cole, NETSA, Yarmouth, ME

Please send your letters to: NETSA
P.O. Box 1012
Yarmouth, ME 04096
Phone: 207-846-0986
Fax: 207-846-0987
or netsapros@aol.com

Mail Room - We’d love to hear from You!

The NETSA Trade Show Committee has put together another 
spectacular Trade Show & Convention April 12-13, 2013 at the 
Mohegan Sun in Uncasville, CT that will be action packed & 
exciting. Rich Tuttle (Chair) and his Committee have worked 
extremely hard to make this a MUST ATTEND for all people in 
the Tire & Service business in New England and beyond.

Todd Pickens (left) - Good-
year North America Senior 
Director of Consumer Sales 
–  will present the Keynote 
Address during the Annual 
Meeting & Luncheon Sat-
urday Noon. In our continu-
ing desire to have NETSA 
members hear from speakers 
that are on the leading edge 
of our Industry, we welcome 
Todd to New England and 
look forward to hearing him. 

Many Seminars will be pre-
sented on Friday & Saturday:

•  Game Changer- Selling Tires & Service to Women – Presented 
by Jody DeVere, “Ask Patty” Certified Female Friendly (R) 
•  The 2020 Tire Store, The Retail Reality - Panel Discussion 
moderated by Spencer Carruthers owner of Kenwood Tire
•  Generation Y Landslide, Are You Ready for the NEW Consum-
ers?” -  Presented by Shawn McKenzie, ATD

2013 Trade Show At Mohegan 
Sun Promises to be.... NEW & 
Informative.

“No one has to tell you that the business 
paradigm is changing and this years trade 

show is evolving right along with it.”



The Road Runner
Spring 2013

�

2013 Hall of Fame Inductee - Anne S. Evans

 Anne Salemi Evans often remarks that she was the 
only 8 year old in Middletown, Connecticut who knew the 
difference between a savings bank and a commercial bank 
and that the secret to success in business was your relation-
ship with your customers, suppliers and staff.   She credits her 
grandfather, Anthony DiGiandomenico, the founder of City 
Tire for her early taught business skills.  “My grandfather was 
continually tasked with after school babysitting” Anne said. 
“He always took advantage of this time to do errands and shop 
training.  We would do the company and personal banking, 
visit customers, talk with suppliers, and often I would be 
seated on boxes of rubber in the retread shop while he trained 
an employee.  He and my father reminded me regularly that if 
I wanted to be successful I needed to treat everyone the way 
I would like to be treated. Always 
start conversations with ‘What can 
I do to help you’.”  Now, nearly 
50 years later, Anne can look back 
and see how both her father and 
grandfather’s influence positioned 
her to be an international business 
leader, and how the tire industry 
brought her around the world and 
now back to Middletown as a senior 
US Government official.
 Like others in the tire 
industry, in her youth Anne was al-
ways part of the family business, of-
ten working in and around the shop 
when extra hands were needed.  Her 
first “real jobs” or as she says “a 
paycheck not signed by her father” 
were in government.  She worked 
for a congressional member in Con-
necticut, the Connecticut General 
Assembly and for a Congressional 
Committee in Washington. In 1978 
when her father became ill, Anne 
left Washington to become the man-
ager for City Tire. It was the same 
week as the Firestone 500 recall.  
“As the largest Firestone dealer in 
central Connecticut I learned humil-
ity very fast, it was a real trial by fire.  That recall brought us 
many new customers because we handled every car owner that 
came to us in a timely manner and with a smile, a cup of cof-
fee and donuts.”
 Over her 30 year tire industry career Anne has worked 
in the retreading, retailing, distribution, export and import sec-
tors.  In 1982 she joined Import Tire Company in Glastonbury 
where she credits Frank and Linda Bernstein for teaching her 
the fundamentals of international trade.  “It was at Import Tire 
that I was bitten by the global bug that changed the direction 
of my life.” This interest in the global market would play an 

important role in the future of Anne’s career.
 Anne, always a believer in “a single voice for many” 
being necessary to promote industry, joined the CTDRA board 
in 1979 to be just that voice. She was one of the youngest 
members of the National Tire Dealers and Retreaders Associa-
tion (NTDRA) board from 1982-1986.  Anne also became ac-
tive in the New England Association and served as  president 
from 1985- 1986 and 1988-1989. More recently, Anne was 
elected to the board of the Tire Industry Association in 2002, 
and remained a part of it until 2006.
 In the early 80’s the tire industry, and retreading 
industry in particular faced the significant and costly problem 
of just what to do regarding scrap tire disposal.   This problem 
was international, and was seriously impacting the industry in 

industrialized countries.  Landfills 
were becoming full, and scrap tire 
piles where increasing, which were 
both environmental and health haz-
ards for the surrounding communi-
ties.   Conquering the thorny scrap 
tire problem would require coop-
eration between the state, regional 
and national tire associations. Anne 
recognized that solving this prob-
lem was an opportunity for both tire 
companies and industry associations 
to lead the way in solving the scrap 
tire issue.
 In 1986 Anne formed a 
company that focused on the inter-
national trade of tires and waste tire 
recycling.  Her company partnered 
with Oxford Energy to develop the 
Exeter Energy plant in Sterling, 
Connecticut.  That plant now has 
a 22 year track record of recycling 
over 10 million tires per year.
 Anne’s successes in the 
waste tire industry did not go un-
noticed by the multinational tire 
manufacturers’ community and 
government’s overseas.  In 1989 she 
was asked by the Government of 

the United Kingdom to take the lead in solving their national 
waste tire problem.  With the support of Goodyear, Michelin, 
Pirelli and Continental, Anne founded Elm Energy and Recy-
cling (UK) Limited in Wolverhampton, UK to help alleviate 
Britain’s problem of waste tires.  Elm Energy & Recycling 
(UK) Limited’s power station was the single largest electric 
generator fueled with waste or renewable fuels, which was 
part of Britain’s Non-Fossil Fuel Obligation Renewal Energy 
Order, brought about by the privatization of the electricity 
industry and market.
 Development and construction of the Elm Energy 

Continued on page 12
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2013 Hall of Fame Inductee - James P. Melvin Sr.

Born in 1945 in Darby ,Pa. a suburb of Philadelphia. Gradu-
ated St Joseph’s College in 1967 with a BS degree in Market-
ing. I took a job with Firestone Tire & Rubber Co. in their 
management training program. I started as a retail salesman in 
the Firestone store in Wilmington, Delaware on June 6,1967. 
That’s when my 46 year(and counting) career in the tire busi-
ness started.
 In Firestone’s training program, I went through dif-
ferent jobs, including Office and Credit Manager and As-
sistant Manager as well as constant training courses. I also 
attended training courses in Akron(which in those days was 
the big time!). After 3 years I was promoted to store mgr in 
Camden, NJ.  This was a store which was primarily a whole-
sale and commercial store. 2 years later I was promoted to a 
shopping center store in 
Cherry Hill, NJ. 
 In October 1972, I 
was promoted to the posi-
tion of Store Supervisor in 
the Hartford District. I was 
responsible for 14 stores 
between New London, Ct 
and Boston, Mass.  This 
is where my real educa-
tion began in the business. 
I found that it was much 
more difficult to manage a 
store where your physical 
presence was not always 
there. It was a great educa-
tion for me dealing with 
the different levels of 
store managers and their 
abilities and experience. 
I learned that there were 
many ways to “skin a cat” 
and still be successful. 
These two and a half years were a great learning experience!
 During these years, I met my future business partner 
Joe Apicella. Joe and I started out as good friends and we 
each respected each other’s abilities in business. In 1975, 
Texaco(in those days oil companies were a big factor in 
tire distribution) came to Joe and me looking for advice in 
starting a tire store in one of their low gas volume stations 
in Framingham, Ma. They had a 3 bay gas station that they 
were going to add a fourth bay and a warehouse to the build-
ing. They were looking at a 3 yr lease for the princely sum 
of $258 a month rent. Now at the time the tire business was 
reeling from the first oil crisis when the price of gas virtu-
ally doubled overnight. Inflation was rampant like I’ve never 
seen before or since. Firestone was struggling and they were 
having cutbacks in all areas. Naturally Joe and I decided this 
was a good time to leave and start a business. We each bor-

rowed money from our parents and started with the total sum 
of $18,000. We gave up our paid vacations, our careers, our 
retirement benefits and job stability for the chance to work 
7 days a week and up to 13 hours a day. We were successful 
right from the start. We met and exceeded most of our own 
and suppliers expectations and goals. In fact we were so suc-
cessful, that after 9 months we had no money. This is when 
Joe and I learned the one lesson that Firestone never taught 
us-CASH FLOW! Thank God for Framingham Trust Bank! 
Now we knew we were really successful because we owed 
the bank money.
 Our really big break for expansion came in 1980 
when Firestone had a poorly performing store in Woonsocket, 
RI that they were closing and they offered it to us. It was a 

downtown store that 
we thought we could 
make work and we 
took the chance. This 
store worked well 
for us and was very 
profitable. In 1991, 
my son was graduat-
ing from college and 
he expressed a desire 
to come into business 
with us. Now Jim Jr 
had worked for me 
when he was in high 
school, and when he 
went away to college 
in South Carolina he 
worked for a tire deal-
er there. So we built 
our first building from 
scratch in Johnston, 
RI. This store was 
very successful from 

the start and then we were off and running in our expansion 
mode. Today we have 5 stores.
 In 1997, my partner wanted to retire so I bought him 
out. Today, my son Jim Jr. is president of the company and 
takes most of the day to day management responsibilities. My 
daughter Sandra works for us in the office. My son-in-law 
Chris Cameron manages our biggest store in N Kingston,RI. 
So I guess we truly are a Family business built from the 
ground up. I’ve been blessed with 5 grandchildren. I usually 
spend most of January thru April in my second home of North 
Port, Florida. I spend the time working on my other 50 year 
project - fixing my golf game.
 Over the years, I have met literally hundreds of 
people, many of which have become friends. I really love the 

Continued on page 12Continued on page 12
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2013 Hall of Fame Inductee - Timothy F. Haley

Heaven gained a courageous hero when Timothy Frederick 
Haley passed away on Feb. 27, 2012, following a three year 
battle with cancer. Devoted father, husband, son, brother, 
nephew, cousin, and friend, Tim was born on Sept. 20, 1967, 
in Portland. He immediately demonstrated a fearless and im-
passioned zeal for life as a toddler, flashing his infectious grin 
accompanied with a knowing twinkle in his eyes, traits that 
continued throughout his life.
 His deep love of family and friends, his work ethic, 
and his love for all things in Maine developed at an early age 
and became a cornerstone of his character. As a youth, he 
enjoyed lobstering in Casco Bay, Sunday trips to ‘the Dump,’ 
trips to Sebago Lake and Hampton Beach, sports of all sorts, 
looking out for his sisters, and family cookouts.
 His Catholic faith was fostered as a youth, having 
served as an altar boy at Holy 
Martyrs Church in Falmouth. 
Tim went on to graduate from 
Cheverus High School in 
1986, where he helped Ch-
everus win the State Football 
Championship in 1985. He 
also played varsity baseball 
and basketball.
 While a student at 
the University of Maine, 
Timmy played rugby and was 
a member of Delta Tau Delta 
fraternity where he earned his 
other nickname, ‘Chilidog’ 
from the scores of fraternity 
brothers who remained close 
to him for the rest of his life. 
He graduated with a BS in 
Business Administration.
 Upon graduation, 
Tim continued to hone his 
business skills and soon became the third generation of ‘Haley 
Tire.’ Tim learned and worked side by side with his beloved 
father, taking ownership of the four business locations. He 
was a long-time member of the New England Tire and Service 
Association, was on their Board of Directors, and went to 
Augusta to testify before the Maine Legislation on many tire 
related Bills. 
 Tim was also very active in many charitable endeav-
ors, which included serving on the Portland Salvation Army 
Advisor Board. His personal and business donations set the 
bar high for others to emulate. 
 Timmy first fell in love with Kimberly Burke after 
watching her ski as fast as he did down a mountain at Sugar-
loaf. She was finally the woman who fit the description of a 
wife that a priest had once given to Timmy. ‘It’s easy to find 

women to stroll in the sun with, but find a wife who can put 
on her raincoat and walk in the rain with you.’ They married 
on July 1, 2006, at the Audubon Society in Falmouth. Their 
daughter, Mia Rose Haley, was born on Jan. 15, 2008. 
 He took great pride in his home. Often toting Mia 
around in a back pack while he mowed, raked and shoveled 
their family’s yards and gardens. Timmy was a yard fanatic 
and never met a weed he could not kill. His backyard was also 
home to his collection of barbecue grills and smokers that he 
loved to man in the summer for all carnivores, including his 
formerly vegetarian wife, who would join him. He enjoyed 
many happy times on his boat, ‘Tireless’ fishing or simply 
meeting up with friends.
 Tim’s courage was put to the test in May of 2009 
when he was diagnosed with stage four colon cancer. In typi-

cal Tim fashion, despite 
a dim prognosis, Tim 
embraced his challenges 
with defiant optimism. He 
learned all that he could 
about his disease while at 
the same time maintain-
ing a rigorous health regi-
men to keep the deadly 
disease at bay for as 
long as he could. Rather 
than turning inward, 
Tim stepped out and 
got involved in numer-
ous fund-raising events 
for cancer research. Tim 
founded ‘Team Head-
strong,’ a group family 
and friends who became 
cyclists in support of can-
cer research. Their largest 
annual event was the Pan-

Mass Challenge, a 192 mile bicycle race in Massachusetts. 
Tim and Team Headstrong raised over $70,000 for this worthy 
cause. Tim was fond of saying to his doctor at the Dana Farber 
Cancer Research Institute, “You keep giving me birthdays, 
and I will keep participating in the Pan-Mass Challenge.” Tim 
is hopeful that Team Headstrong will continue their efforts in 
support of cancer research. 
 Tim once said “As I continue to learn from this expe-
rience, I would like to serve as an inspiration to others fighting 
the same battle. Cancer has made me realize what it means to 
give 100% to something. Before cancer I was only participat-
ing in life, now I have a better understanding of what it means 
to live it. When God chooses his time for me, I will be satis-
fied that no rock was left unturned in my quest to preserve my 
life and help others with theirs.”
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Terry’s Tire Town/Englewood/Summit

Nashua, NH
E. Hartford, CT
E. Taunton, MA
Westbrook, ME

Our FOCUS is to bring 
increased value 
through the many 
services we can provide!

EnglewoodTIRE
WHOLESALE INC.

Print/Ad Layout & Design

Radio & TV Scripts & Spots

Coupon Book Advertising

Service Reminders

Custom Imprinted Calendars

Custom Dealer Website

Database Marketing

Co-op Marketing Management

Direct Mail Postcards

Web Presence 101

Customer Care Club

Social Media Service

800-834-8084

Expect more from 
     your Business Partner!

email: sales@summittire.com

®
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A Word from our President

Steve Dupoise

The Roadrunner 
is a publication 
of New England 
Tire & Service 
Association. The 
Road Runner 
is published 4 
times a year as a 

source of information for NETSA Members 
and supporters. NETSA 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 Road Runner content for support 
of any legal position. On matters involving 
legal interpretation, the reader is advised 
and encouraged to relay solely upon the 
advice of his or her own hired legal council. 
The road Runner invites and encourages 
comments from its readers.

  Things at NETSA 
are busy. Putting to-
gether the details of the 
trade show at Mohe-
gan Sun on April 12th 
and 13th is in the final 
stages, only six weeks 
away as I write this let-
ter to you our member-
ship.

  This years trade 
show is highlighted at 
the annual luncheon by 
our keynote speaker, 
Todd Pickins,  Senior 

Director of Consumer Sales for Goodyear North America. 
He will be able to give us good insight to the coming trends 
of the tire industry. His background with not only Goodyear 
but also two auto manufactures, he will be very enlighten-
ing and able to share with us his knowledge and experiences 
relating to our businesses.
 Friday, on the showroom floor, will be many mini 
seminars with our benefits providers showing you how to 
save using their services Take your time and talk to them, 
there is huge money to be saved by using these providers. 
Our benefits committee interviews each potential provider 
before we accept them into our program to make sure they 
can provide services at a discount for our membership.
 This years seminars will also give you the oppor-
tunity to get some in depth information you’ll need to look 
ahead to the year 2020. Spencer Carruthers will be MC ing 

a panel discussion about the “2020 Tire Store, the Retail 
Reality”. Make sure you come, listen and participate with 
retailers like yourself.
 Next will be Shawn McKenzie with “Generation Y 
Landslide, Are You Ready For The New Consumers?” For 
any of us that have kids (or grandkids like me) we know 
they research and interact differently than we do. Come and 
listen to Shawn’s outlook.
 And last Jody DeVere, owner of “Ask Patty.com” 
will have a game changing seminar on how to become Certi-
fied Female Friendly. With a majority of female purchasers 
in todays market, this is a must attend seminar for everyone. 
DON”T MISS THIS ONE.
 In a final note, this will be my last letter as president 
of NETSA. My term ends at the annual luncheon. It has 
been a exciting two years. It’s hard to believe, it’s gone by 
very fast. I will tell you that because of the wonderful Board 
of Directors and our Executive Director my job has been in-
credibly easy. They say that the sign of a great leader is one 
who surrounds himself with great people. I take no credit 
for the people on the BOD’s or the Executive Director but 
the people before me did such a fantastic job of seeking out 
these people, they made my job easy and fun.I thank them 
for giving me the opportunity to be president of this associa-
tion. It’s one I’ll never forget.

Come and enjoy the show.

800-426-7754
www.ghberlin.com

866-946-3927
www.windwardpetroleum.com
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IMI Equal

Square deal? 

Do you prefer balanced brake drums?  
Do you request that all wheel positions be balanced? 

A balanced brake drum with an unbalanced wheel assembly  
makes as much sense as running a square tire. Increase profits.  

Install EQUAL in all wheel positions.  

No excuSeS. Pure reSultS. 

1-800-233-7086 • www.imiproducts.com • 
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News From Massachusetts -Spencer Carruthers: 
Kenwood Tire Co., W. Bridgewater, MA

Spencer
Until next time...

Welcome New Members

I am a small independent 
family owned tire dealer: 
Locally owned and oper-
ated. I don’t know where my 
love for writing about my 
small and insignificant busi-
ness comes from, but I have 
a passion for it. Writing for 
me, is like thinking on pa-
per. NETSA has helped me 
share my life of tires with 
you, through this article and 
I appreciate the opportunity. 

As the CEO, CFO, CTO, 
CMO & CPO at Kenwood Tire, I suppose I write about my 
business instead of talking to the wall! I owe my limited suc-
cess to having listened respectfully to the very best advice, 
and then going away and doing the exact opposite. Sorry Ben!

In business, I use social media, to show off my store and ser-
vice. To create a community and putting our name out there, 
as often and as cheaply as possible, so someone might think 
of us when they need tires. So far, so good, but it’s getting 
interesting.

Welcome Gen-Y (Born 1977 to 1995) as the new genera-
tion tire customers. Love them or hate them... while they’re 
texting and talking to you about tires at the same time, they’re 
going to be the biggest buyers of tires soon. They’ll do it with 
their phones and tablets, on their time. They’ll buy based on 

reviews of friends and total strangers, then share their experi-
ences with the world. 
For Gen-Y, time is money and I think that owner operated, 
locally owned tire and auto businesses will benefit if they’re 
committed to transparency, standards and genuine customer 
service.

Let’s go get them! We have 3 seminars on Saturday at the 
NETSA Trade Show, that will open your eyes to the future. 
How will your store look in 2020? Are you ready for the Gen-
Y Landslide? Do you sell tires and service to women? 

For 3 1/2 short hours on a Saturday morning at the Mohegan 
Sun, you’ll be able to see into the future. Can you handle that?

So after a good start to the year, February reigned us in as 
usual. A new technician in the shop has taken a lot of weight 
off my shoulders, it’s allowed me to work on the business and 
the front counter more, and take a fabulous trip with the fam-
ily to Costa Rica (Which I booked on TripAdvisor, based on 
the recommendations of friends and total strangers!).

The Chinese tire situation has calmed a little. For a while it 
was out of control: Especially if you had fleet accounts. Where 
did the tariff money go? I thought the whole exercise was 
fruitless and hurt the low income, budget minded customers, 
who switched to used tire shopping.

Enough about tires; have a good March. #CU@theshow 

Name Street City State Zip Telephone Contact

Ascentium Capital 1141 Main Street, Ste 2B Concord MA 01742 978-835-3983 Jason Durgin

Don Stevens Tire Co, Inc 60 Curtis Street Southington CT 06489 860-621-3256 Jarod Stevens

Medway Imports 2 Main Street Medway MA 02053 508-533-3555 Barry Rpth

Pete’s Tire Barns, Inc 92 Hunt Road New Haven VT 05472 802-453-2106

Pete’s Tire Barns, Inc 62 Randbury Road Rutland VT 05701 802-747-0752 Matt Nadeau

Sullivan Tire 690 Bridge Street North Weymouth MA 02191 781-803-7200

TCI Tire Centers, LLC 100 Domain Drive Exeter NH 03833 603-772-1383 Shaughn Shea

TCI Tire Centers, LLC 8 Belden Road, Unit F Bloomfield CT 06002 860-243-3742 Mike Ogilvie

TCI Tire Centers, LLC 685 Marshall Ave, Suite 40 Williston VT 05495 802-682-9100 Josh Blais

TCI Tire Centers, LLC 69 Terminal Street Albany NY 12204 518-459-8473 Andy LaPorta

TPMS Solutions/ITM Auto Parts 7577 Central Parke Blvd, #313 Mason OH 45040 877-877-1543 Greg Iorfida

Vermont Tire & Service 1877 Williston Road South Burlington VT 05403 802-658-1333

Vredestein Tyres North America 13 Bridge Street Metuchen NJ 08840 800-221-3422 Emil Herbak
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Max Finkelstein, Inc.

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

  

SETTING THE STANDARD IN THE 
NORTHEAST FOR OVER 90 YEARS 

  

9 GENDRON DRIVE 
LEWISTON, ME 

2281B ROUTE 66 
RANDOLPH CENTER VT 

555 NUTMEG ROAD NORTH 
SOUTH WINDSOR CT 

On the web at:   www.maxfinkelstein.com 

 Quality Products 
 

Multi-Branded 
 

Competitive Prices 
 

Extensive Inventory 
 

High Fill-Rates 

Dependable Service 
 

Flexible Terms 
 

Professional Staff 
 

9 Distribution Centers 
 

Commitment 

MAX Drive Dealer Rewards Program 

Max Finkelstein will set the standard as a Preferred Distributor.  
Suppliers will desire to be represented by our company  
and customers will choose us as a business partner. 

Quarterly MAX Cash Rewards 
MAX Volume Bonus 
MAX Growth Bonus 

Business Development Fund 

 
To learn more about our exciting new MAX Drive Dealer Rewards Program,  

contact your Max Finkelstein Professional or call 1-877-360-5959  
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The Reporting of Insurance Claims
Tom Ferguson, Wells Fargo Special Risks, Inc.

This is going to be 
an exciting article!  
Did you know that 
if you delay long 
enough in report-
ing a claim that the 
insurance company 
technically has the 
right to walk away 
from it?  So, report 
things right away.  
There you go, end of 
article.

However, for those 
of you that are asking, “How can this be,” and others that 
are just looking for more bathroom reading enjoyment, I’ll 
continue.  But, be warned, the exciting part is over.  

Let’s start with property claims.  These are easy because 
most of you will want to get the insurance adjusters out to 
see you ASAP.   However, sometimes you just have to fix 
things and deal with the insurance afterward.  When you 
do, make sure that you notify your agent first.  Let them 
know what happened and what you plan to do.  As long as 
they know and you save the damaged property, you should 
be fine.  Always keep in mind that you have to prove your 
loss to the insurance company.  

Workers Compensation is pretty straight forward, too.  If 
you know about it, report it immediately.   Failure to do so 
can get you in hot water with your state department of labor 
and possibly OSHA.  By hot water, I mean fines, etc.  Make 
sure that your employees know that they have to report 
injuries to you no matter how small.   Small cuts can turn 
into infections, especially these days.   It is much better to 
report a little nothing injury than have to explain a blow up 
later on.  

Now let’s talk about liability claims.  We begin with a basic 
concept.  Generally speaking, once you buy liability insur-
ance you have transferred the risk to the insurance com-
pany.  It is now their liability (up to the limits of the policy) 
and they can handle it any way they want.  Naturally, they 
want to know everything just as soon as possible so that 
they can mitigate it as much as possible.  They are the 
professionals.   A delay on your part may compromise their 

case and that can mean big problems for you.  They can 
decline to accept the claim and then you are on your own.   
It hardly ever happens but you get my point.  When you are 
made aware of an incident, document it with an incident 
report.  Gather all the necessary information regarding who 
was injured, where, doing what, witnesses, conditions at the 
time, etc.  You want a record that you can refer to should 
things go south.  “Goes to credibility, Your Honor”.  Send 
the incident report to your agent to be recorded and filed 
with the insurance company, if necessary.  If and when you 
receive a phone call or letter indicating that the injured 
party is going to pursue matters, notify your agent immedi-
ately.

I hope that this helps to clarify what can sometimes be a 
confusing situation at a stressful time.  Don’t panic as it is 
never as bad as it seems, usually.

(Tom Ferguson is  with Wells Fargo Special Risks, Inc and 
is a member of the NETSA Board of Directors.  He has 
been in the insurance industry since 1976, providing cover-
age for tire dealers since 1993.)
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Call: 1- 800-368-8473 or 1-203-932-5801
or email: eastsales@lakintire.com

to find out more about Lakin Tire’s special offer for 
new customers and be sure to ask about our 

large selection of used tires

GET THE WINNING COMBINATION OF
OUTSTANDING PRICING AND EXCEPTIONAL

RECYCLING SERVICES WITH LAKIN TIRE
Work with the leading tire recycling company in the United States and take advantage of:

 with your choice of pick-up frequency including winter and summer schedules 

 by courteous and professional drivers. This ensures your   
facilities stay environmentally clean and compliant

 with state of the art routing and scheduling

www.lakintire.com

Lakin Tire, Inc.
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plant cost about $80 million. In addition to the original con-
cept, and design Anne was the key negotiator dealing with all 
environmental permits, overseeing all aspects of construction, 
finance, while attracting equity from a major US utility com-
pany along with managing debt from both UK and Japanese 
banks. Though never easy, Anne succeeded in bringing the 
Elm Energy plant online, and having it officially commis-
sioned. 
 When commissioned, Elm Energy was the cleanest 
electricity generator in Britain (using a carbon-based fuel), 
and the plant received the prestigious Automobile Association 
of Britain award for environmental achievement. Because of 
her success in commissioning the plant, Anne was also named 
“Foreign Investor of the Year (1994)” by Corporate Relocation 
Magazine. Elm Energy & Recycling (UK) Limited was able to 
convert about 10 million waste tires per year or about 20 per-
cent of Britain’s annual production of waste tires to electricity, 
thus making great strides towards reducing the total number 
of scrap tires in the UK overall.  Anne left Elm Energy as its 
Managing Director in 1994 to develop similar facilities in Eu-
rope and retained a minority share in Elm, until 1999 when the 
Elm Energy plant was sold to a French owned waste process-
ing company. 
 Anne was also the Chief Executive of EER Limited, 
an international waste tire management company specializing 
in the processing of both the US military and government 
waste tires.  From 1992- 2008 EER maintained offices (and 
partner offices) in the UK, Italy, Australia, New Zealand, Bra-
zil, Belgium and South Africa.  Anne also became president of 
TYRES 2000 Limited, an international tire trader and reseller.  
 Anne‘s passion has always lay in leadership, in 
both industry and community.  In 2008 Anne was appointed 
the District Director (of the Connecticut district) for the US 
Department of Commerce International Trade Administration.  
Anne’s many years spent bringing her own companies to in-
ternational markets made her the prime candidate to lead other 

companies on the same path.  As Director she leads a Trade 
Center team made up of Commerce Department employees 
and Military Veteran “trainee trade specialists” who assist over 
2,500 Connecticut companies both export, and attract overseas 
customers.  Utilizing one-on-one business counseling and in-
ternational business to business matchmaking, the Middletown 
Trade Center organizes dozens of export training sessions 
each year.  Over the past five years Anne has lead state, and 
national Congressional members along with the CT Governor, 
Daniel Malloy, during numerous trade missions to Europe, the 
Middle East and Asia,   Last year her office was instrumental 
in enabling Connecticut companies to  export nearly a billion 
dollars in products and services, and supporting the over 5,000 
jobs it took to do so.  She jokes that she spent many years be-
ing called the “junk tire lady” yet now she is referred to as the 
“Friendly Fed who really is here to help”.  It’s true, and she is. 
 She is back in Middletown.  “I started my career as 
the most junior employee in a government office in Middle-
town Connecticut on the corner of Court and Broad Streets. 
35 years later I am back in Middletown on the same corner in 
high rise building as a Federal Executive.  I suppose one can 
say I haven’t gone far, but it has been an incredible ride”
 Active in the business community, Anne has also 
served in leadership positions in the Connecticut Small Busi-
ness Federation (secretary and member-president 1986-2001), 
UK’s Association of Independent Electricity Producers (direc-
tor), the Birmingham (UK) Chamber of Commerce & Indus-
try (Council Member), the USA’s Metro Hartford Chamber 
of Commerce (International Business Council) and Junior 
Achievement of South Western New England (board mem-
ber).  She is a member of the State of Connecticut  Council 
of Probate Judicial Conduct  (Judging judge’s ethics) and a 
Corporator of Saint Francis Hospital and Medical Center of 
Hartford.  
 Additionally, Anne has been featured in articles in 
the Wall Street Journal, The New Yorker; Dun & Bradstreet 
Reports (“One-Women Multinational”), Forbes, London’s 
The Financial Times, Fortune, Scrap Tire News, The Hartford 
(Connecticut) Courant, The New York Times, the Birmingham 
(UK) Post and Modern Tire Dealer. In 2000, she was honored 
by the MetroHartford (Connecticut) Chamber of Commerce 
which bestowed its International Business Leader of the Year 
title upon her. Then in 2003 Anne was awarded the Tire Indus-
try Association “Industry Pioneer Award” for her leadership 
and achievements in the waste tire industry. In an incredibly 
rare honor for a government official, in 2012 Anne was named 
by the Hartford Business Journal as the “Remarkable Business 
Woman of the Year”.  Most recently, in December of 2012, 
she was recognized in Washington, D.C. by the U.S. Depart-
ment of Commerce for her work in creating and sustaining her 
Veterans Workforce Development Program at the Middletown 
Export Center, impressively without any federal funding.  
Through it all, Anne continues to apply the principles learned 
through her years of success and hard work to the challenges 
of the day, all while asking the most important question: What 
can I do to help you?

2013 Hall of Fame Inductees

tire dealers that I have met. I have so much respect for what 
each of them has achieved. I was on the National Tire Dealers 
& Retreaders Association then TANA and now TIA Board, 
from 1992 to 2004, and the NETSA Board from 1988 to 2004 
- becoming President of NETSA in 1997. I have had so many 
experiences ,some funny, some sad and some that would 
make you mad. But just when I think I’ve seen it all, some 
new experience arises. There are many things that I would 
have done differently, but overall I have few regrets. I have 
been blessed with the fact that I’ve spent most of my adult 
life in my own business working for myself. I still go to work 
excited at the prospect of a new day. When I no longer feel 
this way, I’ll retire.

James P. Melvin Sr. Conti from pg. 3

Anne S. Evans Conti from pg. 2
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Trade Show Promises Conti from pg. 1

2013 NETSA Trade Show

Featured
Seminar
Featured
Seminar

April 12th & 13th, 2013

The NETSA Trade show is an unparalleled chance to cultivate new 
relationships, make important connections, and most importantly 

discuss some great business options first hand.
Tell me...How will you thrive in this less than perfect economy!

Annual
Trade

Show &
Convention

NETSA
20132013

Annual
Trade

Show &
Convention

NETSA

Presented By:  Jody 
DeVere - “Ask Patty”

“Game Changer -
Selling Tires & Service
to Women”

Jody DeVere works with tire dealers, car dealers and other 
aftermarket retail locations to become Certified Female 
Friendly®, learning how to create a culture and experience that 
attracts and retains loyal women customers. The AskPatty.com 
Certified Female Friendly® program includes marketing and 
advertising programs that resonate with women.

For more information visit www.netsa.org

Special Appearances    Drawings    Hall of Fame    Guest Speakers    Seminars    Networking    Show Specials    On-site Demonstrations

NETSA Luncheon &
Annual Meeting

Keynote Speaker:
Todd Pickens, Senior Director of
Consumer Sales - Goodyear NA

TicketedEvent

Open
Seating

Federated Mutual Insurance Company
Federated Service Insurance Company*
Federated Life Insurance Company
Owatonna, Minnesota 55060
Phone: (507) 455-5200
www.federatedinsurance.com

*Not licensed in the states of NH, NJ, RI, and VT.
© 2013 Federated Mutual Insurance Company

Call your local Federated 
representative for help 

developing a risk management 
culture at your business.

13.01_PostitLogoAd_3.5x4.5_BW.indd   1 1/24/13   12:38 PM

•  Live Presentations on the Tradeshow Floor –  participa-
tion encouraged
     Saving Money Using NETSA’s Benefits Providers
     There’s Only One Way to Fix a Flat.
     Dealing with TPMS: The New Technology
     Social Media & E-marketing

Trade Show Exhibitors include:
Tires, Wheels, Auto Parts, Oils & Lubricants, Tire & Align-
ment Equipment, Lifts, Computer Software Providers, 
Insurance Providers, Credit Card Service Providers, TIA, 
Payroll Provider, Tire Recyclers, Custom Vehicles, and 
more
     Saturday Evening features a  Wine & Cheese Reception 
followed by our Hall of Fame Dinner honoring this year’s 
Inductees, Anne Evans, Jim Melvin Sr and Tim Haley. This 
will also include a Scholarship Auction with Red Sox Tick-
ets and many other sought after items.
      And of course, the wonderful experience of Mohegan 
Sun. Please visit our Website at www.netsa.org  for more 
attendee information.
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Apply for One of
NETSA’s Annual Scholarships!

New England Tire & Service Association
is Awarding Ten $2,000.00 Scholarships

This Year!

If you have been an employee of a NETSA member at
their member location for at least two years, then you, your spouse,

or your dependents are eligible to receive one of these contributions
toward tuition at an accredited 2-year or 4-year college,

university, or post-graduate technical school.

To receive an application,
Contact NETSA at (207) 846-0986

NETSA
P.O. Box 1012   Yarmouth, ME 04096

Phone: (207) 846-0986   Fax: (207) 846-0987
email: netsapros@aol.com

Need Money for College
or Technical School?

New England Tire & Service Association
Annual Scholarship Fund

Pay to the
Order of:

ANNUAL SCHOLARSHIP FUND

2,000.00$

Next School Year

NE Tire & Service Association
Tuition at an accredited 2 or 4 year
college, university or Voc/Tech School

You, Your Spouse, or Your Dependents
Two Thousand Dollar Academic Scholarship

01252011_RC_pal

2013 NETSA Scholarships Being Accepted
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Martin’s 

TIRE RACKING  |  TIRE CONVEYOR  |  AUTOMATIC WHEEL WASHER
TIRE & WHEEL DISPLAY  |  INFLATION SAFETY CAGE 

TIRE HANDLING EQUIPMENT |  TIRE INFLATION TOOLS

Montreal, Canada  |  1-866-409-7225 Sydney, Australia  |  0418 255 745Memphis, USA  |  1-866-409-7225

1.866.409.RACK
WWW.MARTINSINDUSTRIES.COM |  info@martinsindustries.com

TIRE EQUIPMENT 
MANUFACTURER
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News From New Hampshire -
Roland & Larry Lesieur: Maynard & Lesieur, Nashua, NH

Roland Lesieur.   

I often wonder how 
long I will continue to 
write this column as it 
seems more difficult 
to gather informa-
tion to write about. I 
normally talk about 
items that interest me. 
Former New Hamp-
shire Senator Warren 
Rudman died recently 
and he was a customer 
of ours for years and I 

knew him personally. It seems like he was well liked by both 
parties of congress. Articles about Stan Musial are always 
interesting as he was one of the leading baseball players of 
my time and the fact that he never got thrown out of a base-
ball game is exceedingly interesting. 
 Everybody seems to have a cell phone but it ap-
pears I’ll never own one. I suppose having a phone was very 
important in my life as a good percentage of our tire sales 
started with a phone call. The new phones do everything and 
the youngsters pick it up fast but it’s tough for us old timers.  
 We have a fireplace in our house but we seldom use 
it while my father used to use his all the time. I don’t know 
how many people still use fireplaces in their homes but there  
must be some. 
 A lot of old time businesses seem to be closing up 
notably Nashua Motor Express which started near our shop 
before we even opened back on June 1st, 1928. We are 
approaching Maynard and Lesieur’s 85th birthday and my 
84th in March. The big storm in February was one of the 
few days in my life I didn’t come to work since it was in the 
slowest month of the year and my kids told me to stay home. 
My age is not an asset at this point. I do very little shoveling 
now, something we have to worry about at my age.  
The pope didn’t get my okay about resigning and didn’t 
offer me the job but visiting the Vatican was one of the best 
trips I ever went on in my lifetime. If you get an opportunity 
to go don’t pass it up. 

Addition: Occasionally when Roland has a short column 
I write if I have something to say about the tire business. 
As I look at the new programs for this year it is good to see 
some tire companies making changes that give the dealers 
more back end money, which we should all try to put to our 
bottom line. There was virtually no price separation between 
stocking dealers like ourselves and non stocking dealers on 

many of these programs. We 
have tried to cut down our 
stocking levels the past few 
years, but the price increases 
offset any money we saved 
by cutting inventory. The 
trend has accelerated to a 
few large distributors doing 
most of the wholesaling. The 
good news is that they give 
great service at least twice a 
day or more. The bad news 
is that they also deliver to 
the largest discounter down 

the street from me and the chains and clubs in town at the 
same time. Our biggest asset was having the tires in stock 
and giving the best tire service in the Nashua area. Now, 
our toughest competitors own them at our cost or better and 
get timely delivery at a great price without having to stock. 
I don’t know what their overhead is, but I know what I 
need to make just to break even today. While our retail and 
commercial businesses have not been hurt as badly as our 
wholesale business, there is no question that the business 
model for selling tires continues to evolve in a bad way. It 
seems everybody wants a “friends and family” discount on 
tires today.
  I should be at the NETSA show at Mohegan Sun 
in April, but I think I am retiring from my position on the 
cold, damp, windy hill getting the trucks in and out after this 
year as there is a strong possibility we will be moving the 
show from April to mid or late March next year. Because of 
blood clots in my leg I’m in the Coumadin club for life now 
so with my thinner blood it seems to be much colder than 
when I was a kid. I’m hoping Dick Cole will relegate me to 
just changing the signs at the show but at 51 I think he still 
believes I’m a youngster. Being in the tire business all my 
life has aged me well beyond my years, trust me on that one. 
I hope to see you all at the upcoming NETSA show. Please 
make an effort to come as our suppliers really want to see 
you there. They make a big investment to be at the show and 
we as tire dealers should try to get there and talk with old 
friends, see the latest and greatest tires and equipment, and 
attend some great seminars. We also have some very deserv-
ing people being inducted into the NETSA Hall of Fame to 
finish up on Saturday night. So there should be lots of rea-
sons to come to the show, unless of course you are already 
making more money than you want to in your business. In 
that case, contact Spencer Carruthers and we’ll have you do 
a seminar for us! Or better yet, call me and tell me how to do 
it and I’ll keep it a secret. I promise! 

Larry Lesieur.   
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WELLS FARGO

Wells Fargo Special Risks

Local service, national resources, and a comprehensive risk management 
program specifically for tire dealers are what set Wells Fargo Special Risks apart 
from the competition. 

We know the people and the business. We work closely with you to assess your 
risks and identify ways to minimize it, every day. Our personalized approach 
helps you build the level of protection needed for your specific situation, and 
works with you to ensure your coverage remains the right fit over time.

Team up with us today.
Call today or visit us at wfsr.wellsfargo.com.

603-742-1616

© 2010 Wells Fargo Insurance Services.  
All rights reserved.  

Tire dealers program

Protecting your business is our business
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“No Problem” is a Big Problem!
By Nancy Friedman, the Telephone Doctor

We hear what 
bugs people a lot 
- and often. One 
of the most com-
mon comments 
we’ve heard 
recently is when 
we are told “no 
problem” from 

those serving us on the phone or in person. Instead of 
a genuine “thank you” or something else that might be 
more appropriate, there are those who insist on saying 
“no problem.”

When a customer is asking for something, we are hear-
ing that the general public would rather hear, “I’ll be 
happy to get that for you” instead of “no problem.”

Did you ever wonder where the expression “no prob-
lem” came from? 

Ever been on a cruise? Well if you have, you know that 
if you wanted 6 more desserts, the waiter will tell you, 
“No problem.” In fact, everyone seems to be saying “no 
problem” everywhere on the ship for just about every-
thing.

And when you come down to it, it’s not a terrible thing 
to say to someone. And there are those that don’t find it 
offensive; however, it seems as though there are many 
more who do! It’s not a dirty word. It’s not a swear 
word. It is, however, shall we say, an inappropriate 
word. It started in the islands and made its way to our 
country. 

So today we’re concentrating on eliminating “no prob-
lem” and share a few other phrases that are more “cus-
tomer friendly.” Let’s try using words that turn people 
on instead of turning them off. 
Example: The other day in a restaurant I asked for some 
water without ice. And I got the old, “No problem.” 

The person with me said, “Why would getting you water 
without ice be a problem?” I was used to the expression so 
I hadn’t given it too much thought. 

Yes, I thought a more appropriate answer to my request for 
water with no ice might have been, “Certainly. I will get 
that for you.” Or even mirroring my request like, “Water 
no ice? My pleasure.” 

In our recent Friendly Voice newsletter, we asked for our 
readers random thoughts. We received hundreds of emails 
offering their random thoughts and “no problem” really 
bugged them. 

So when you are tempted to offer up a “no problem,” it’s 
best you remember the public would like a genuine and 
simple “thank you.”

Now why is that a problem? LOL! 

You can reach Nancy by calling (314) 291-1012 or email 
to nancy@telephonedoctor.com
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NETSA Membership Benefits
Collection Service
Transworld Systems: 
Joel Velasquez   (866) 378-2866
Recover your delinquent receivables.
• 23% - Companies still in business &
date of last invoice within 12 months.

Commercial Insurance
Wells Fargo Special Risks, Inc/Acadia 
Ins:
Tom Ferguson   (603) 559-1378
They’ve got you covered for your busi-
ness Insurance needs.
•  Property, Casualty, Vehicles &
      Workers Compensation

Communications  
Schooley Mitchell Telecom Consul-
tants:
Dennis Mannone Jr    (978) 870-0135
•  All work is provided on a contingency 
basis: Schooley Mitchell’s fees are self 
funded out of the savings generated 
from your reduced telecom expenses. 
Most clients reduce their telecom ex-
penses by 23-28%.    

Computer Software
ASA Tire Systems: 
 Cathy Thomas (603) 889-8700  
•  Complete Software for the Automo-
tive & Tire Business at a 10% Discount

Credit Card Service
Nationwide Payment Solutions:
Alison Cote   (603) 320-1221
•  Meet or Beat pricing for NETSA 
Members.
•  No Set Up Fees
•  Gift & Loyalty Card Marketing Pro-
grams

Merchant Partners
Sales  (866) 814-4083 
•  Meet or Beat pricing for NETSA 
Members
•  They also Process Industry & Fleet 
Cards
•  Check Guarantee Service

Dental  Insurance
Met Life Dental
Charlie Muise  (781) 431-1450

•  As few as Two Employees to be 
eligible 
•  - NEW - Met Life Dental is available 
to ALL NETSA members in ALL States in 
the US.

Fuel Discount          
Sunoco Inc :
Jeff Meserve  (860) 337-0122
•  Sunoco Sun Trak Card gives our 
members a minimum 2.25% off all 
Sunoco gas & diesel purchases (Up to a 
3% discount)
•  No Fees to join nor any monthly fee

Legislative Monitoring
NETSA and its members are constantly 
monitoring the State Legislative activi-
ties concerning the Tire &
Automotive Industry in all six New Eng-
land States. We have actively participat-
ed in representing our members views 
on many such Legislative issues

Payroll Service
Heartland Payroll Company:
Jennifer D’Angelo  (860) 659-8900
•  Complete Payroll Service 

Publications
Road Runner - Our Newsletter is pub-
lished four times a year with Informa-
tion & fun articles. Free to members.

Scholarships
As a member business, your employees 
& their dependents qualify for Academic 
Scholarships.
•  This year NETSA and our sponsors, 
will provide ten $ 2000 scholarships to  
member employees, their spouses, and  
their dependents

Scrap Tire Disposal
Casings, Inc:
Jim Fabrizio   (518) 943-9404
•  $400 per trailer load - non 
picked tires
•  $800 per trailer load - picked 
tires
•  Trailer provided at no charge 
with free drop off and pick-up 
(min 9 per year)

Trade Show & Annual Meeting
•  40-plus Exhibitors with over 110 
booths.
•  Free Training Seminars
•  Annual Luncheon Meeting with Key-
note Address by an Industry Expert.
•  See old friends and meet new ones at 
our Wine & Cheese Reception & Dinner 
•  Prizes & Fun for the entire family.

Training
•  During our Annual Trade Show, 
NETSA 
Offers valuable seminars for owners and 
managers. These are free for our mem-
bers.
•  We also participate in TIA’s Certified 
ATS Program for Tire Technicians, the 
TPMS Program, and the CTS Truck Tire  
Program. 

Uniforms
Aramark Uniform Services:
Paul Murphy  (206) 850-4186
•  Quality products & service to all States
•  Great Prices. Example: 11 shirts & 
Pants 
NETSA Member Price  $4.25 per person

Web Site
 Net Driven:
Ross McArthur 877-860-2005 x 229
Our website is www.netsa.org
Net Driven will build, host, & update 
your site at much reduced NETSA Mem-
ber rates. See them at: www.getnet-
driven.com
 

Workers Comp Insurance
Wells Fargo Special Risks, Inc:
Tom Ferguson  (603) 559-1378   Stan-
dard programs available in all six 
   New England states.

JOIN NETSA TODAY
Special Introductory 

rate of just $39.00
Start enjoying the

Benefits of Membership Today!
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How are our Car-side Manners?
Wayne Croswell, President & CEO of WECnology, Inc.

 Do you greet 
your customers by 
name in the parking 
lot as they drive into 
the dealership? Prob-
ably not, most deal-
ers don’t.
 Do you take a 
trip out to the vehicle 
to “inspect” it once 
the customer has 

come into the shop? Some dealers do.
 Are there some good business reasons why it 
might make sense to do these things? Yes, Yes, and 
Yes!
 Over the years, I have met with several dealers 
that actually do make it a practice to send someone 
out with the “inspection pad” to take a look at the 
vehicle. The main purpose is to look for things worth 
noting such as missing hub caps, dents, broken light 
caps, inoperable TPMS, unexpected tire sizes, cleanli-
ness of the interior of the vehicle, and vehicle mile-
age, etc.
 All of these things and others are worth not-
ing at the beginning of the sales process. But, when 
is the right time to perform these inspections? Surely 
you don’t want to ambush your prospective custom-
ers as they drive into your lot. After all, they haven’t 
even made a purchase commitment and there you go 
“writing them up” like a state trooper on a highway.
 In my opinion, and it has changed over the 
years, you should start the sales process inside the 
showroom or at the counter, not at the car side. 
What if it’s raining or snowing? Do you and your cus-
tomer want to engage in a conversation in inclement 
weather? I highly doubt it. However, after you have 
begun the sale inside, it’s a great practice for you to 
go out to the vehicle (with or without the customer; 
their choice) and to perform a vehicle inspection.
 This is where technology can help you tremen-
dously. There are several options that you can utilize 
to implement good “car-side” manners. Most of 
them require that you set up a wireless network; you 
more than likely already have this for your customers 
as a courtesy in the waiting room. If you don’t, what 

are you waiting for? Get with the program!
 You can use any of the standard tablets, such 
as an iPad® and software (freeware) that allows 
you to share a desktop from your network onto the 
device. With that, you can run your point-of-sale 
system and call up the order on the device. Then you 
can enter any of the notations that you wish into 
the order. Some POS systems have built-in abilities to 
capture this information specifically. Most of them at 
least have the ability to enter free-form comments. In 
either case, you can capture the necessary informa-
tion before you begin working on the vehicle. If there 
is a need to inform the customer about an issue, this 
is the time to do so. Not after you have performed 
the work.
 Some software companies have developed 
add-on applications (another word for “costs more 
money”) that will give you the ability to go out to the 
vehicle and perform these services. However, these 
add-on modules are not necessary. Technology has 
advanced to the point where purchasing an addition-
al application is not necessary, period. No matter how 
you slice it, you have to invest in a mobile/portable 
device. But with today’s technological advancements, 
these devices are capable of running your entire soft-
ware application on their own. So, by investing first 
in the right portable device and a wireless network, 
you will have everything you need to roam about the 
dealership. 
 You can take these portable devices with you 
and run your business software virtually anywhere. 
With a wireless network, you can roam about the 
entire dealership, editing orders, inspecting vehicles, 
reviewing orders with your customer, checking on ap-
pointments, searching the Internet, updating an or-
der status with your technician, and on and on—the 
possibilities are endless.-
 I highly recommend that you look into adding 
some out-of-the-box thinking to how you operate 
your business from the beginning of the sales process 
to the end. It will make your operation more efficient 
and improve your customer’s experience. Remember 
that doing the same thing over and over, no matter 
how well you it is done, will not produce different 
results. It’s time to stop the insanity and improve your 
car-side manner. 
	 For more information- give Wayne a call at 603-
249-5530 or email him at wcroswell@wecnology.com
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Message from the Executive Director

Cole’s
Column

Dick Cole

We’re excited that 
Spring is almost here. 
It must be - as the 
clocks are being set 
ahead on March 10th 
to give us an extra 
hour of daylight. 

With Spring, comes our Annual Trade Show & Conven-
tion at Mohegan Sun in Uncasville, CT from April 12-13th. 
Our Trade Show Committee, chaired by Rich Tuttle, has 
been very busy putting together the finishing touches on 
this year’s event. It truly is going to be an “Exciting” show. 
Don’t miss it.

Our Training & Seminar Committee, chaired by Spencer 
Carruthers,  has also put together a “must attend” week-
end of Seminars at the Trade Show. Friday and Saturday, 
April 12th & 13th, will be Free Seminars designed by our 
Training Committee to be informative for owners, manag-
ers. and technicians. Included is Jody DeVere, “Ask Patty”, 
who’ll be coming from California to present her special 90 
minute “Game Changer - Selling Tires & Service to Wom-
en”. Don’t miss it.

Our Hall of Fame Committee, chaired by Jim Melvin Jr, 
placed in nomination to the NETSA Board, eight people 
given to the committee in nomination by NETSA Mem-
bers. We are pleased to announce the three people being 
inducted into the Hall of Fame in 2013 are Anne Evans 
(EER Limited), James Melvin Sr. (Melvin’s Tire Pros) and Tim 
Haley - deceased (Haley’s Tire & Service Centers). Their 
official induction will take place at our Annual Trade Show 
& Convention on Saturday evening (4/13/13) at the Hall of 
Fame Dinner. We hope many of you will be able to attend 
and Honor these three exceptional members of NETSA and 
our Industry.

The Legislative Committee has been very active these 
last few months.
 Massachusetts – HB3016 “An Act to increase 
road safety” was filed on 1/15/2013 and calls for a vehicle 
to be rejected for an annual maintenance inspection if it 
has any tire (including the spare) greater than six years of 
age on the Tire Identification Number.
 
Maine – LD 21 “An Act To Amend the Motor Vehicle 

Laws Governing Requisite Tire Size....” was heard on Feb 
5, 2013 before the Transportation Committee. We pre-
sented written testimony in favor of the Bill stating “NET-
SA supports this legislation, LD 21, and the elimination of 
the tire size restriction as a requirement of Vehicle Safety 
Inspections. All the other tire requirements addressing tire 
safety on vehicles have not been changed and are still in 
place. The current State of Maine frame height restrictions 
adequately limit the height of the vehicle so that the cen-
ter of gravity of the vehicle remains safe.”  The Transpor-
tation Committee voted ought to pass. Thanks to NETSA 
Member Pam Cahill for helping with this bill.

LD 788 “An Act To Provide Owners and Repair Facili-
ties Access to Vehicle Diagnostic and Repair Information 
and Equipment” was just filed by Rep Bernard Ayotte of 
Caswell on 2/28/2013 and referred to the Committee on 
Transportation. We will follow it closely.                                                                                   

  Finally - Don’t forget to alert your em-
ployees about the ten NETSA Scholarships 
for $2000 each that will be awarded this July. 
We’ve already had over 50 requests for applica-
tions. Deadline is April 30,  2013.

GREAT NEWS

“STRENGTH IN NUMBERS”

THE NEW ENGLAND AUTO DEALERS INSURANCE TRUST 

(NEAD) IS PLEASED TO ANNOUNCE THAT IT HAS 

PARTNERED WITH NETSA TO OFFER A MET LIFE DENTAL 

PROGRAM WITH A LEVEL OF BENEFITS AND PREMIUMS 

THAT WOULD NORMALLY ONLY BE AVAILABLE TO THE 

LARGEST OF EMPLOYERS.

         

         ◊    ALL NETSA MEMBERS ARE ELIGIBLE, EVEN THOSE WITH 

   AS FEW AS TWO EMPLOYEES

         ◊    THE SAME LOW RATES FOR ALL MEMBERS IN ALL 50 STATES

         ◊    A TWO YEAR RATE GUARANTEE BEGINNING APRIL, 2013

         ◊   EASY ENROLLMENT AND ADMINISTRATION

For more information contact Charles Muise at

(800) 431-1450, email him cmuise@neadinsurancetrust.org,

or better yet

VISIT OUR BOOTH AT THE UPCOMING TRADE SHOW TO      

 LEARN MORE. WE LOOK FORWARD TO MEETING YOU
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Casings Inc.

CASINGS, INC.

SCRAP TIRE
DISPOSAL
IN BUSINESS SINCE 1973

The others make many
promises, but we deliver.

Call Around, Then Call Us!
Call Karen: (518) 943-9404

In New Jersey, Call Bill: (908) 851-7766

D.E.C. Licensed

JOHN 3:16

ASINGS, INC.
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News In Brief
Central Tire Company Announces the opening of their 
third Commercial Service Center, located on busy U.S. Route 
1 in Waldoboro, Maine.  They are offering Road Service for 
all tires including truck, farm and off road tire service. Cen-
tral Tire opened this facility the beginning of January and 
owner Rene Therrien reports they have had good success 
so far.  Store hours are Monday through Friday 8 a.m. to 5 
p.m., and Saturday  8 a.m. to 12 p.m.  They offer Hercu-
les, Galaxy, Continental, General, Aeolus and Solideal tires 
along their own custom Central Tire Retreads.
Tire Dealer Dom Lamantea Dies at 69 Longtime tire 

dealer Dominic “Dom” La-
mantea died the evening 
of Jan. 4, 2013. Lamantea, 
who had been battling 
cancer, worked for Engle-
wood Tire Wholesale Inc. 
He also served as second 
vice president and board 
member of the New York 
Tire Dealers Association 
Inc. (NYTDA). “Dom was 

very well respected in our industry,” says Chrissy Picarello, 
one of the principals of Middle Island Tire in Coram, N.Y., 
and former executive director of the NYTDA.

TIA’s Executive V.P., Roy Littlefield, Elected Secretary 
of the SBLC (Small Business Legislative Council) at their 
February 5, 2013 meeting. He will automatically become 
the Chair in 2016. The SBLC is a coalition of more than 
50 trade and professional associations whose purpose is to 
maximize the influence of business on legislative and Fed-
eral policy issues of importance to the entire small business 
community; and secondly, to disseminate information on 
the impact of public policy on small business. 

Is That Jim Melvin Jr. and Barry Steinberg 
at a New England Patriots Playoff Game?

More than 5,500 shops nationwide
made the right choice. Shouldn’t you?

Call: 860-429-3721 OR Visit: rowriter.com

auto service shop with:

Integrated email marketing

Tire quotes in seconds

Technician productivity tracking

Customizable invoice formats

On site support and assistance

Unlimited part pricing matrices

Mechanical estimates in 
60 seconds or less 

Parts sourcing from multiple 
parts suppliers

QuickBooks® integration

Data conversion from your 
existing software

RO_writer_ad_halfpage.indd   1 1/22/13   11:21 AM
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American Tire Distributors, Inc.
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For More information please contact: Dick Cole
New England Tire & Service Association

P.O. Box 1012
Yarmouth, ME 04096

Tel: (207) 846-0986
Fax: (207) 846-0987

email: netsapros@aol.com
website: www.netsa.org
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Mark your Calendars
2013 NETSA Trade Show & Convention

Mohegan Sun - Uncasville, CT

 April 12-13, 2013


