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Chris Barry 

President’s Message 

California Tire Dealers Association Members, 

We are 3 months in with our new CTDA Executive 
Director Marc Connerly of Connerly and Associates, 
and we have not missed a beat. The CTDA was in-
strumental in the defeat of the AB 509 bill.   

It takes a village or a strong union like we have with 
the CTDA to fight the bills in Sacramento, so thank 
you to Terry Leville for his hard and dedicated work 
for the CTDA and the retail tire and automotive 
shops across California. 

I certainly hope the summer treated you all well, 
and now we can focus on the fall tire selling season 
with many tire manufacturers offering promotions 
on their light truck lines. So, please stay on top of 
the offerings from your current suppliers.  

It might be time to look at snow chain and wiper 
blade offerings as well.  We don’t know what the 

winter months will bring, but it’s nice to have prod-
uct in stock rather than be in search of product 
when the demand is high. 

The CTDA has meeting planned on September 19th 
in San Diego and December 12 in La Mirada.  We 
hope to see you all there, and please be on the look-
out for the FootGolf tournament that we are organ-
izing for the end of the year (soccer meets golf!). 

Have a great day, 

 

  Chris Barry  

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

http://www.ctdascholarships.net/ 
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Marc Connerly 

Executive Director’s Corner 

As I prepared to write this issue’s Executive Direc-

tor’s Corner, my plan was to focus on our recent 

legislative victory on AB 509, as well as the direc-

tion of CTDA, including mention of an upcoming 

Board of Directors Strategic Planning meeting that 

will help chart the organization’s future. 

However, as I assembled the articles, and read 

Paul Arellano’s piece about relationships, then 

Billy Eordekian’s item about “people,” Hub 

Gurnari’s very moving article about his mom, and 

Chris Barry mentioning “a village and a strong un-

ion,” it caused me to pause and rethink my contri-

bution to this edition of Tires & Treading. 

I am writing this report very early on the morning 

of September 11, 2017, precisely 16 years re-

moved from that horrific day; two weeks re-

moved from the devastating hurricane and tropi-

cal storm that assaulted Texas; and while Irma is 

currently wreaking havoc on the southeastern 

states. 

The gravity of those events that are taking place 

in our country, or have already left their mark on 

our nation, combined with the poignant words of 

those who have contributed to this issue of T & T, 

led me to change course on my writing plans.  

I couldn’t help but take some time to think about 

the heroic stories that came about during and 

after 9/11, and the way our country united, or the 

stories that are emerging now about the bravery  
            (Continued on page 5) 
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Executive Director’s Corner 

 
(Continued from page 4) 

and generosity occurring in the wake of Hurricanes 

Harvey and Irma.            

Long after the tragic natural disasters are gone from 

the headlines, millions will still be putting their lives 

back together, rebuilding and trying to regain nor-

malcy, but its of some reassurance to know that as a 

country we have the resources to provide billions of 

dollars of assistance.  Those billions represent a 

small fraction of the damage caused, but infinitely 

more than the amount that many third-world gov-

ernments can offer in support when faced with simi-

lar natural disasters. 

I am touched by the stories of pro athletes who have 

helped with the costs of finding homes for hundreds 

of pets displaced by recent storms, and the citizens 

who have waded through waist-deep water in search 

of people in need of rescue or assistance. 

All of this is to say that I am feeling a strong sense of 

appreciation and humility for all that we have, and 

for the supportive and generous spirit of America. 

We have been so divided for far too long, yet times 

like these are vivid reminders that at our core we are 

one, we are inherently good, and we share far more 

in common than not. 

We are all just people attempting to provide for and 

protect our loved ones, trying to do the right thing, 

and standing up for what we believe in. 

At the end of the day, what matters most is how we 

treat each other and take care of one another, re-

membering that relationships are more important 

than material goods, and leaving things better than 

we found them. 

What’s interesting is that Paul, Billy, Hub and Chris 

did not get together and decide to give us a lesson in 

humanity (or at least I don’t think they did), but their 

articles in this issue were eerily similar in their 

themes of kindness, respect, caring, compassion, and 

unity. 

Thank you to each of those men for their inspiration-

al words, and for their contributions to this organiza-

tion and this industry. 

Thank you for reminding us what is important, and 

reinforcing that we are all in this together. 

I hope you will read their articles carefully, and take 

a moment to absorb fully the meaning behind their 

words. 

Respectfully, 

 Marc Connerly  
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2017 Area Meetings 

CTDA Calendar 

September 19, 2017 

San Diego Area Meeting 

Marie Callender’s Restaurant 

6950 Alvarado Rd., San Diego, CA  

5:30 PM 

December 12, 2017 

Los Angeles Area Meeting 

Vogue Tyre & Rubber 

14101 Rosecrans Ave # I, La Mirada, CA 

5:30 PM 

 

 

Co-sponsored by: 
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CTDA Instrumental in Defeat of AB 509 

Bill included potential for additional $1 tire recycling fee 

 

EDITOR’S NOTE: The following article was written subsequent to 
Terry Leveille’s Legislative Report. Terry’s information provides in-
sights into the history of AB 509, which was ultimately defeated after 
his article was completed. 

We learned recently that AB 509, a bill proposing an additional 
tire recycling fee of $1.00 per tire (in addition to the current 
$1.75 per tire), effectively died in the state legislature, due in 
great part to the opposition from the California Tire Dealers 
Association (CTDA) and its effective advocate, Terry Leveille. 

CTDA was the only tire dealer association or group that formal-
ly opposed the bill, and the result represents a significant legis-
lative victory for CTDA, underscoring the value and importance 
of the association and its aggressive and engaged advocacy 
efforts. 

“One of the most important reasons to join CTDA is to have a 
collective voice on legislation that impacts our industry and our 
customers,” proclaimed Robert Huebert of Lee’s Service, a tire 
shop with locations in Reedley and Fresno, CA upon learning 
the news about AB 509. 

In its letter of opposition to the bill, CTDA pointed out that the 
Tire Recycling Fund balance currently stands at $75 million, 
with another $34 million annually flowing into the Fund.  Not 
only is the additional fee unjustified, but it would have posed a 
hardship to low-income auto owners, motivating them to drive 
longer on old, balding, dangerous tires. 

“In addition to being a resource and problem-solver for its 
members, the chief role of a trade association is to serve as a 
unified and loud voice on critical public policy issues,” stated 

CTDA Executive Director Marc Connerly.  “This victory shows 
how important it is to stay vigilant and engaged in the process, 
and that success or failure can hinge on the level of participa-
tion.  Terry Leveille was actively involved in monitoring AB 509 
and representing the interests of tire dealers, and there is no 
doubt that his involvement played a huge role in the outcome.” 

Connerly cited the letters of opposition, an op-ed article the 
association released prior to a Senate Appropriations hearing 
on AB 509 last week, and tireless communications between its 
advocate and the other stakeholders in the process as the activ-
ities that were influential in the eventual outcome of the bill. 

“No one likes their pocket picked,” said Bill Eordekian of 1-800-
EveryRim.  “The only way that tire dealers can defend them-
selves against unreasonable taxes and regulations is through a 
strong state association like the California Tire Dealers Associa-
tion. In September 2017, CTDA successfully defended our deal- 

ers against still another tire fee.” 

Putting it succinctly, Jay Goldberg of Jewel Tire in Gardena, CA 
stated, “That is what we (CTDA) are here for,” upon learning 
the fate of AB 509. 

 

CTDA Board of Directors Strategic Planning 

The CTDA Board of Directors will convene in Sacra-

mento on October 16 to chart a plan for the future 

of the association. 

Up for discussion will be such topics as revenue gen-

eration, membership development, member bene-

fits and programs, events, CTDA social media pres-

ence, and more. 

While all of the topics figure to be engaging, certain-

ly one important focus will be developing ways to 

promote CTDA members and drive more business to 

their doorsteps. 

If you have any ideas or suggestions of ways that 

CTDA can better serve you, or provide increased val-

ue or benefits, please contact Executive Director 

Marc Connerly at (916) 214-6495 or by email at 

mconnerly@connerlyandassociates.com. 

We will include your input in the Strategic Planning 

process. 
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Terry Leveille 

Legislative Report 

As my family and I were taking our annual vacation 

while the state Legislature was on its “Summer Re-

cess,” little did I know when I returned to Sacramen-

to a significant number of California tire stakehold-

ers had organized to oppose AB 509 (Frazier, D-

Discovery Bay).  

Prior to Summer Recess, the CTDA and old RMA 

(now USTMA) were the only interests to have prob-

lems with the bill. Representing the CTDA at a num-

ber of meetings at the Capitol, I continued to raise 

the issue that AB 509 should not allow CalRecycle to 

hold in its “back pocket” the ability to levy a fee of 

up to $1 per new tire sold (on top of the current 

$1.75 tire fee), and despite the department’s Tire 

Fund balance of some $75 million.  

The large Tire Fund balance is money that remains 

in the Tire Fund outside of its annual budget that 

CalRecycle sends to the Governor’s office at the end 

of every October. It also may include money that 

gets budgeted, but for whatever reason, doesn’t get 

used.  

After several meetings, CTDA and USTMA agreed to 

allow CalRecycle to initiate the tire fee only after the 

department reduced its Tire Fund balance to $25 

million or less.  

While USTMA changed its opposition to “support” 

of AB 509, I never felt comfortable with the bill and 

suggested that CTDA just keep a “neutral” position 

on the legislation.  

Enter the dragon . . . By the time the state Legisla-

ture reconvened on August 21, several California 

and national tire recycling enterprises—CRM Com-

pany, Lakin Tire West, BAS Recycling, Manhole Ad-

justing, Inc., the Rubber Pavements Association, 

ISRI, and others—had indicated that they would op-

pose AB 509.  

It was only after USTMA started considering a 

change from support to oppose AB 509 that I sug-

gested to your new Executive Director, Marc Con-

nerly, that CTDA might want to consider changing 

their neutral position to “oppose.”  

Even though CTDA had bargained in good faith with 

CalRecycle and AB 509’s sponsor, Californians 

Against Waste, on the issue of the proposed regula-

tory tire fee, I figured that a change in CTDA’s direc-

torship warranted a new look at the bill. After draw-

ing up a draft letter prior to an August 24 confer-

ence call with Marc and CTDA’s Board of Directors, I 

received a resounding response to oppose AB 509.  

As far as I was concerned, the bill was probably go-

ing to pass and be signed into law. If by this last mi-

nute opposition, we could kill the bill or make it a 

two-year bill, it would be better than simply watch-

ing it become law with its infernal regulatory tire 

fee.  

So, let’s see what happens. By the time you read 

this article in Tires and Treading, we will know what 

happened. Let’s keep our fingers crossed . . .  

 

(Continued on page 9) 
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In other legislative news that may affect tire dealers, 
among others, I received the following update:  

1) AB 168 (Eggman): This bill would prohibit an em-

ployer from seeking salary history information about 

an applicant for employment and would require an 

employer, upon reasonable request, to provide the 

pay scale for a position to an applicant for employ-

ment. The bill would specify that a violation of its 

provisions would not be subject to the misdemean-

or provision.  

Status: On Senate Floor 

 

2) AB 450 (Chiu): This bill would impose various re-

quirements on public and private employers with 

regard to federal immigration agency immigration 

worksite enforcement actions. Except as otherwise 

required by federal law, the bill would prohibit an 

employer from providing a federal immigration en-

forcement agent access to nonpublic areas of a 

place of labor without a warrant, except as speci-

fied, and, except as otherwise provided by federal 

law, would prohibit an employer from providing vol-

untary access to a federal government immigration 

enforcement agent to the employer’s employee rec-

ords without a subpoena.  

The bill, except as prohibited by federal law, would 

require an employer to provide a current employee, 

and the employee’s authorized representative a 

written notice containing specified information in 

the language the employer normally uses to com-

municate employment information, of an inspection 

of I-9 Employment Eligibility Verification forms or 

other employment records conducted by a federal 

immigration agency within 72 hours of receiving the 

federal notice of inspection. The bill would require 

the Labor Commissioner, by July 1, 2018, to create a 

form for these purposes and make it available, as 

specified.  

The bill would require an employer to provide to an 

affected current employee and to the employee’s 

authorized representative, if any, a copy of the 

written federal immigration agency notice that pro-

vides for the inspection results and written notice of 

the obligations of the employer and the affected 

employee arising from the action, as specified. The 

bill would define affected employee for these pur-

poses.  

The bill would prescribe penalties for failure to satis-

fy requirements and prohibitions of not less than 

$2,000 or more than $5,000 for a first violation and 

not less than $5,000 or more than $10,000 for each 

subsequent violation, to be recoverable by the La-

bor Commissioner. The bill would authorize the La-

bor Commissioner to waive or lower the fine for 

permitting access to nonpublic areas of a place of 

labor without a judicial warrant, as specified.  

Status: In Senate Appropriations Committee 

 

3) AB 1008 (McCarty): This bill would repeal the 

prohibition on a state or local agency from asking an 

applicant for employment to disclose information 

regarding a criminal conviction, as described above. 

The bill would, instead, provide it is an unlawful em-

ployment practice under FEHA for an employer with 

5 or more employees to include on any application 

for employment any question that seeks the  

                    (Continued on page 10) 

(Continued from page 8) 

Legislative Report 
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Legislative Report 

(Continued from page 9) 

 

disclosure of an applicant’s criminal history, to in-

quire into or consider the conviction history of an 

applicant until that applicant has received a condi-

tional offer, and, when conducting a conviction his-

tory background check, to consider, distribute, or 

disseminate information related to specified arrests, 

diversions, and convictions.  

This bill would also require an employer who intends 

to deny an applicant a position of employment solely 

or in part because of the applicant’s prior conviction 

of a crime to make an individualized assessment of 

whether the applicant’s conviction history has a di-

rect and adverse relationship with the specific duties 

of the job, and to consider certain topics when mak-

ing that assessment.  

The bill would require an employer who makes a 

preliminary decision to deny employment based on 

that individualized assessment to provide the appli-

cant written notification of the decision. The bill 

would require the notification to contain specified 

information.  

The bill would grant an applicant 5 business days to 

respond to that notification before the employer 

may make a final decision. If the applicant notifies 

the employer in writing that he or she disputes the 

accuracy of the conviction history and is obtaining 

evidence to support that assertion, the bill would 

grant the applicant an additional 5 business days to 

respond to the notice.  

The bill would require an employer to consider infor-

mation submitted by the applicant before making a 

final decision. The bill would require an employer 

who has made a final decision to deny employment 

to the applicant to notify the applicant in writing of 

specified topics.  

The bill would exempt specified positions of employ-

ment from the provisions of the bill. 

  

4) AB 1565 (Thurmond): This bill would exempt from 

overtime compensation an executive, administrative, 

or professional employee, if the employee earns a 

monthly salary equivalent to either $3,956 or an 

amount no less than twice the state minimum wage 

for full-time employment, as defined, whichever 

amount is higher.  

Status: On Senate Floor 

 

Terry Leveille, President of TL & Associates, is a Sacramento consultant 

who formerly lobbied on behalf of CTDA between 1994 and 2016. If 

you have any questions about bills, new laws, waste tire regulations or 

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

reached at 916-709-7566 or by e-mail at tleveille@aol.com. 
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It’s no secret that major brands benefit from having an online 
presence. They are able to display products, provide infor-
mation, and market to a worldwide audience. 

What good is a website, though, if you’re a small, local auto 
repair shop or tire dealer? Why should you invest in something 
that has a global impact? 

The answer may be simpler than you think. While the internet 
gives us information beyond our local communities, it can also 
reach local audiences much more efficiently than traditional 
marketing efforts.  

A website can provide the right information and tools to draw 
in the leads that matter to your business: customers in your 
local community.  

Let’s take a look at the benefits of owning a website when 
you’re a locally-owned, independent business.  

 

Provides Information for Your Customers 

When was the last time you used a search engine just to find 
the phone number, store hours, or location of a business?  

In a recent study, three online marketing agencies (comScore, 
Neustar Localeze, & 15 Miles) found that a business's hours of 
operation, driving directions, and phone number are some of 
the most sought-after items by customers. 

It’s important to provide this information to consumers. The 
more information you give them, the more action they can 
take to reach your business.  

 

Presents Products and Services for Online 
Browsing 

The best part of owning a digital device -- especially if it’s mo-
bile -- is the ability to shop on your own time.  

In a study based on consumer behavior in the last year, 
BigCommerce found that 43% of consumers are shopping 
online from the comfort of their beds, 23% while at work, and, 

yes, 20% in the bathroom.  

It’s clear that nothing is stopping consumers from researching 
the products they want to buy. When you provide information 
about your products and services online, consumers are able 
to access it and make decisions much faster.  

 

Local Marketing for Your Community 

Earning the trust of customers who live near your business is 
essential. These customers can easily make a purchase and 
keep returning.  

With a survey of 800 U.S. consumers, BrightLocal found that 
nearly 70% of customers see a local business as more credible 
when that business has a website.  

Also, websites are highly optimized for search engines. Yes, 
you can see some business Facebook or Twitter pages in search 
results, but a website is more likely to rank higher because of 
its SEO quality.  

When 78% of local searches (through a mobile device) result in 
an offline purchase (Search Engine Land, 2014), an effective 
SEO strategy is essential to the success of any online marketing 
campaign. 

Learn more about Net Driven’s SEO process here. 

So, are you willing to forfeit many potential customers just 
because you don’t have an online presence?  

Build a website today and provide the right information to lo-
cal consumers so they can become your loyal customers.  

Lindsey Matylewicz, Net Driven 

Why Do I Need a Website? 

http://searchengineland.com/study-78-percent-local-mobile-searches-result-offline-purchases-188660
https://www.bigcommerce.com/blog/consumer-behavior-infographic/
https://www.brightlocal.com/2014/02/06/what-local-consumers-want-most-from-local-business-websites/#statements
http://www.netdriven.com/internet-marketing/seo.aspx
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CTDA has partnered with commercial fuel distributor Flyers Energy (www.flyersenergy.com) to 
offer a full service commercial fuel discount program to members. This innovative program offers 
discounts of 5 cents per gallon at CFN and Pacific Pride cardlock sites throughout the western 
states.  

Curious about locations near you? Your local rep would be happy to provide a list for you. The dis-
count is just one component of this program, which works best for companies using about 1,000 
gallons or more of fuel each month. The Flyers fuel program helps members control costs by setting 
limits on fuel services, increasing security, and streamlining reporting. 

“We would like to extend an invitation to all CTDA members to join the thousands of successful 
companies who have made the choice to better manage their fuel program with Flyers Energy,” 
said Christina Day, Flyers Fuel and Lubricants Consultant. “We pride ourselves on helping our cus-
tomers achieve the best combination of security, convenience and value for their fleets. Please ac-
cept our offer of a complimentary, no obligation fuel cost analysis, regardless of who may be your 
current fuel provider,” Christina added. 

Flyers Cardlock – On the CFN and Pacific Pride Networks: Depending on the locations you need for 
fueling, we can match you with the best network and security configurations.  We can alert you 
every time a driver fuels, or only when they try to fuel outside of parameters you determine.  For 
instance, drivers can be restricted to access at only unattended fueling locations with high-flow 
pumps and a distraction-free environment and maximum fuel security. 

To get started, please call Christina Day direct at (530) 863-4558 or send an email 
to christina.day@flyersenergy.com for more information about the fuel discount pro-
gram. CTDA members are encouraged to start saving money by taking advantage of this members-
only program right away.  

Don't forget to ask Christina how you can earn a free $25 Starbucks card. 

http://www.4flyers.com/
http://www.4flyers.com/
http://www.4flyers.com/




 

CTDA Newsletter  16 

It’s nearly impossible these days for businesses to 
operate without the help of Internet-connected de-
vices, which exposes them to cybercrime. It’s the 
small- to medium-sized businesses, however, that 
are especially vulnerable: half are victims of cyber-
crime and nearly two-thirds of those victims go out 
of business.1 Hackers increasingly target small busi-
nesses because there is a low risk they will be 
caught and a high probability they will be successful.  

Maintaining personally identifying information (PII) 
on a computer connected to the Internet creates a 
nearly unavoidable risk. More than likely, names, 
addresses, and employees’ employment infor-
mation are stored. If PII is acquired by someone 
without the authority to do so, in most states that is 
a security breach (data breach).  

Banking, credit, and vendor account information is 
also vulnerable. Even if that valuable information is 
not stored on an Internet-connected computer, em-
ployees who have access to it can be duped into 
handing it over to criminal actors.  

Best Practices and Security Tips 
Tip 1: Train Employees in Information Technology 
Security. Training should be offered especially to 
those who are responsible for accounts payable, hu-
man resources records, and wire transfers. Training 
for all employees should be reinforced periodically. 

Employees should be instructed to refrain from 
clicking links or attachments in e-mails, and not to 
pay an invoice until it’s confirmed that the sender 
actually sent it. Even if the e-mail appears to be 
from a trusted source, employees should learn to 
always copy and paste links or type URLs into a 
browser to see if the address is valid. 

Tip 2: Funds Transfers. Put a policy in place to have 
an in-person or telephone conversation to confirm e
-mail requests for funds or personal information. It 

can greatly reduce the likelihood of fraudulent 
transfers or information sharing.  

Tip 3: E-mail Authentication. Phishing can be sub-
stantially reduced by verifying that the e-mail origi-
nated from the domain it is associated with. If your 
domain is hosted, it’s worth taking some time to 
look at how your e-mail is set up to ensure proper 
authentication schemes are used.2 

Tip 4: Change default passwords on your router 
and other Internet-connected devices. 

Tip 5: Use a trusted VPN service when using WiFi. 

Tip 6: Back up your data regularly both to the 
Cloud and to a removable device.  

Tip 7: Update firmware and software regularly.  

Security professionals used to strive for perfect se-
curity, but today they accept that goal is unachieva-
ble. Instead, they strive for optimal security by com-
bining best practices with a risk management pro-
gram that considers purchasing data compromise 
and cyber coverage through a knowledgeable insur-
ance provider.  

Cyber ShieldSM from Federated Insurance is a two-
part coverage program designed to help provide es-
sential protection against many of the critical cyber 
and privacy exposures businesses face. Data Com-
promise Coverage and Cyber Coverage can help 
your company recover from intentional or acci-
dental breaches. Visit federatedinsurance.com for 
more information or to find your local Federated 
representative. 
1“The Impact of Cybercrime on Small Business,” Course 10, Tutorial 1, 
Quoting Dr. Jane LeClair, Chief Operating Officer National Cybersecu-
rity Institute. Online at https://www.sbir.gov/sites/all/themes/sbir/
dawnbreaker/img/documents/Course10-Tutorial1.pdf . 
2The leading e-mail authentication protocols are SPF (Sender Policy 

Framework), DKIM (Domain Keys Identified Mail) and DMARC 

(Domain-based Message Authentication, Reporting & Conformance); 

best practice is to utilize the three protocols together. 

Risk Management Corner 

Cybersecurity and Small Business 

https://www.federatedinsurance.com/ws/fi/index.htm
https://reps.federatedinsurance.com/
https://reps.federatedinsurance.com/
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“Value the relationship more than making the quota.” 

        Jeffrey Gitomer, Author: 21.5 Unbreakable Laws of Selling 

 

SALES CLINIC – VOLUME 23 

I just returned from my biannual trip to Texas, with 
stops in Dallas, Arlington and Houston.  Though I am 
based in Southern California, I serve the Western U.S., 
and more than 50% of my sales comes from Texas, 
alone! 

Shocking Revelation #24:  

While most sales professionals are focused on “making 
the quota,” and many sales trainers promote all kinds 
of catch phrases, ways to handle objections and steer 
conversations with the goal of closing deals, my focus 
is entirely different.  “WHAT,” you might say, “Mr. 
Sales himself isn’t chasing the quota 24/7?”  Correct. I 
call my approach “relationship-based selling.”   

My trip to Texas is a perfect example of my approach.  
When planning my itinerary, the highlights had noth-
ing to do with how to squeeze more sales out of each 
customer. I’m referring to “upselling,” to use sales 
trainer language.  I was sending text messages letting 
my customers know how much I was looking forward 
to eating at Ali Baba, our favorite Mediterranean res-
taurant in Dallas; having late night tea at another pop-
ular lounge in Dallas, the fabulous lunch buffet at the 
Double Tree hotel near Hobby Airport in Houston; and 
more.   

My first stop in Dallas, with my largest customer, went 
like this:  I drove to his warehouse immediately after 
picking up my rental car, walked in and said, “Aren’t 
you hungry? Let’s go to Ali Baba; I’m starving!”.  He 
advised me that just returning from 5 weeks of travel, 
he had several errands to run, and I let him know that 
“I have all day, let’s go!” We proceeded to make sever-
al pit stops before ending up enjoying a great lunch 

together.  We returned to his office to talk about some 
concerns and new opportunities before breaking so I 
could go check into my hotel and get ready for our 
dinner appointment at 7pm.   

A fabulous dinner was followed by late night tea at his 
version of “Cheers,” where “everybody knows your 
name,” and I met some of his close friends.  That day 
ended with him increasing his orders for that week, as 
we uncovered some hidden needs amongst all the 
spicy food and laughter. 

The rest of my trip went pretty much the same way. It 
was a grueling schedule, visiting multiple locations in a 
4-day period and adjusting to the time zone differ-
ence, but not much different than visiting with “old 
friends.”  Though I wasn’t thinking about quotas or 
“upselling,” I certainly did sell some immediate trailer 
loads of product, more than the usual amounts, and 
more will follow as a result of all of those breakfasts, 
lunches and dinners….I mean, business meetings! 

I am not saying that quotas and “numbers” are unim-
portant, but I am saying that your approach to reach-
ing or exceeding those numbers might be better 
served if you got to know your customers on a more 
personal level and focused on building relationships.  
This is more than just sending birthday cards to them 
because you cleverly asked that question early on in 
your relationship. How many cards do YOU get, that 
you KNOW are “robo-cards,” not really a personal 
birthday wish?  That’s the “oldest trick in the book.”  

How many of YOUR customers can you truly say have 
become friends?  Please reread the quote above from 
Jeffrey Gitomer and give it some thought. You just 
might meet or exceed your “quota,” again and again. 

 

Paul Arellano is the Marketing Manager at Lakin Tire in Santa 

Fe Springs, California. He can be reached at (562) 802 2752. 

Paul Arellano 

San Gabriel Valley Report 
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Last week I visited 24 retail tire stores in the 

Coachella Valley, that is Palm Springs, Palm Desert, 

Indio, etc. I enjoy visiting with customers, of course, 

but I especially enjoy meeting new ones.  

My visits ranged from the long established to new, 

and busy to slow. Funny how the long, established 

aren’t necessarily the busiest, and the new are not 

necessarily the slowest.  

The biggest determining factor, and what I have al-

ways believed, is PEOPLE! Almost always, the store 

where you are greeted with a smile and warm hello 

is the busy one.  

One of the slowest stores I visited had one customer 

at the counter as I waited. I received no eye contact, 

and not only did I not get a greeting, but the guy 

went to the back room and did not return after I had 

waited 10 minutes.  

Finally, a tire tech saw me walking out front, and he 

greeted me before I got away. He should have been 

running that store!  

The busiest store I visited is one of the largest inde-

pendents in the nation. I have been to many of their 

stores, and you literally see tire techs running. Nor-

mally in retail you would not want to see anyone 

running. It sets off an alarm in customers as they 

think that something is wrong, but, everything is 

right here!  

Anyway, upon my arrival I was warmly welcomed by 

a tech, as is the custom at any of their stores if they 

catch you first. Every one of the four salesmen on 

duty made eye contact with me, as five people 

stood in line to buy tires.  

It’s PEOPLE, PEOPLE, PEOPLE! 

 

Your Humble Used Rim Peddler, 

    Billy  

Billy Eordekian, 1-800EveryRim–OEM Wheels 

Coachella Valley Tire Stores 
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As most of you know, I try to stay out of any issues that would 

not be the opinion of my employer. 

As a result, I try to entertain our readers with humorous 

(hopefully) articles about nothing in particular. 

This story is absolutely true.  Believe it or not as you wish, it’s 

not embellished in any way either, which I’m sure you’ll ques-

tion.  It’s true; believe me. 

When I was in high school in Napa, I threw a party on most Fri-

day nights at my home.  I was able to do this because of my 

mom, who loved to party.  When people showed up, they did-

n’t ask if my parents were home, thinking the party would be 

better if they weren’t.  Instead the question was, “Where’s 

Ma?”   

My mom was “Ma” to all the kids I knew.  Being originally from 

Vallejo, when I moved to Napa in 10th grade and started hosting 

these parties. I would invite friends from both cities, although 

invitations weren’t something to which anyone paid attention. 

Vallejo and Napa were bitter rivals, and one year when I was in 

7th grade there was a fight after a football game and a boy was 

killed.  Since then, the two cities and people held the other in 

disdain.  It’s no surprise that a fight broke out at my party once 

and my front lawn looked like an MMA event.   

My mom’s dad was a boxer and she was a good student.  Alt-

hough small in stature, she was truly tough.  When the fight 

started, she ran outside and started pulling people apart.  One 

guy, while being grabbed by her, spun around to hit her.  My 

mom got into a fighting stance.  The guy (his name is Joe) 

laughed at her, and she warned him to back off. Being drunk, 

he made a move towards her and she decked him.   

He was laying on the grass puking and my mom yelled at him, 

“Get in the house and sit, you!”  I said, “Mom, why’d you send 

him in the house?” She said he was too drunk to drive, and we 

had to look out for him. This created no fuss, as the event was 

NO surprise to the regulars there. 

With the fight broken up, the party continued with my mom (in 

the kitchen) receiving accolades all around. Meanwhile, Joe was 

in the living room sitting with his head down, no doubt embar-

rassed and not knowing what to do.  As I walked by him, he said 

to me, “Can I have a glass of water?” I told him I wasn’t his 

servant and he could go into the kitchen and get his own water.  

He then said “But, I can’t go in there!” I looked at him per-

plexed and asked him why not.  He replied “Because that MEAN 

LADY’S IN THERE!”  

Man, I lost it.  I ran into the kitchen and relayed his comments 

to my mom.  She roared with laughter and ran into the living 

room, leaped onto Joe’s lap and started hugging and kissing 

him.  Joe didn’t know whether to wind his butt or scratch his 

watch.  Anyway, the party went on as usual, going late into the 

night, and I confess, I lost track of Joe…..until the next day. 

I came home and discovered Joe’s pink Oldsmobile 

(distinguishably his), and I noticed it was run into the curb, half 

sticking out into the street, with the driver’s door wide open.  I 

panicked, thinking he’d returned to exact revenge.  I raced to 

the wide open front door, and just as I reached the entrance I 

saw this:  My mom sitting on the couch, Joe on his knees with 

his head in her lap crying.  She was comforting him and silently 

but strongly motioned me to go away not to embarrass him.   

I backed away, still not sure what I should do.  Joe had a reputa-

tion as rather a hoodlum type.  I walked around a little, and 

when I returned I saw his car was gone.  I went in and asked my 

mom what the hell that was.  She said his parents got into a 

violent fight, and his dad was beating his mom and he couldn’t 

stop it.  He ran to my mom because he had no place else to go.   

My mom was “Ma” to many.  She’d let me hold these wild par-

ties after taking the car keys from all who came.  She even 

called a few parents to let them know.  We had some memora-

ble times, of which this is but one.  She was truly a great lady, 

whom I lost at age 20.  She was 47 and died of a brain aneu-

rysm.  

This was, as I said, a true story. 

Hub Gunari is a long time fixture at South Valley Wholesale in San 

Jose. He has a second home in the mountains and plays golf with the 

SIRS. He can be reached at (408) 971 3900. 

Hub Gunari 

SF South Bay Report 
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