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Dear Members, 
 

Aw Yes!  Fall 
is in the air.  There 
is nothing like 
football in the 
south on a cool fall 
day.  I hope this 
letter finds all of 
you well. 

Since the last time I wrote this letter times 
have gotten a little tougher for all of us.  Prices 
are higher on just about everything we need and 
sell.   I hope everyone is hanging in there the best 
they can until this financial situation starts to 
calm down.  Everything is cyclical, and this too 
shall pass. 
 For all those who came out to the fall golf 
tournament in Dothan earlier this month, we 
thank you for your support.  We had a great turn 
out, and had a lot of fun.  Eddie Hardwick and 
Jim Whaley have always done a great job putting 
on the Dothan tournament.  Look for the next 
tournament in the spring up in the northern 
region.  When we firm up the dates we will let 
everyone know so you can plan on joining us.  
We hope to see you there.   
 Go ahead and plan to attend the Alabama Tire 
Dealers convention next summer in Huntsville, 
AL at the wonderful Embassy Suites.  Steve 
Breland has been working very hard to get 
everything together for us to have a great time in 
Huntsville.   
 The next time we send out a Spare Tire 
newsletter it will be after the holidays.  So, I 
would like to take this time to wish you and your 
family a safe and blessed holiday season.   
 
Rhett W. Marques 
President 
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October 9, 2008 
Scholarship Fundraiser 

Regional Golf Tournament 
 

   
 

   
 

   
 

 
 
 
 
 
 
 

A Special Thank-You to our  
Hole Sponsors: 

Interstate Battery 
Jim Whaley’s Tires 

Southside Davis Tire 
Federated Insurance 
Windward Petroleum 

Road-Mart 
Parts & Services 

Mighty Auto Parts 
Goodson Tire 
Robison Tire 

Kauffman Tire 

Winners: 
 

1st Place Team:  Jim Whaley’s Tire – Jim Whaley, John Eiland, Scott Hall, Kevin Weeks 
2nd Place Team:  Interstate Battery – Bill Rotherham, Luke Scott, Steve Scott, Stan Scott 
3rd Place Team:  Gipson/Durbin – Danny Durbin, Jimmy Durbin, Hootie Gipson, Bob Gipson 

Longest Drive:  David Trent 
Closest to the Pin:  John Eiland 
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Jones Tire 
Selma, Alabama 

800-447-7101 
Fax: 334-874-2290 

 

Columbus Wholesale Tire 
Columbus, Mississippi 

800-239-6640 
 

Interstate Tire 
Pensacola, Florida 

800-239-6825 
 

 
 

  
 

  
 

 Lawn Mower  Boat Trailer   
 Farm Tires  

 

Honesty and Dependability 

 
Our Way of Doing Business 
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Jim Short is Re-elected to  
TIA Board of Directors 

 
 Jim Short, owner and President of Radial Tire & 

Bandag, has been re-elected to serve a three-year term 

on the Board of Directors of the Tire Industry Association 

(TIA).  Jim has been in the tire business for over 40 years.  

He has served in the National Association for over 30 years 

and in the Alabama Tire Dealers Association (ATDA) for 

over 35 years, serving as President from 1983 to 1984.  

Receiving the most votes to the TIA Board, Jim hopes to improve awareness of 

the Association and its benefits.   

  
 

 
 

 Goodyear   Kelly   Dunlop   Cooper   Michelin 
 

 Albertville Gadsden 
 256-878-0211 256-546-6395 
 

Decatur Truck Center 
256-350-0031 

 

 Decatur Retail  Florence 
 256-301-5444 256-764-8551 
 

Serving North Alabama Since 1952 
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From Curt to Courteous:  
The Seven Touch Points of Communications 

By: Nancy Freidman, the Telephone Doctor 
 

Oddly enough, there are 7 touch points of communications that can have you fouling up enhancing a business (or 
personal) relationship.  Do you know what they are? 
 

Let’s go over each one; because throughout the day, both in business and our personal life, we all have the ability 
to “touch” people in 7 varied methods of communication.  And as with most things, there are pros and cons.  Here 
we go. 
 

Touch Point #1 – The telephone. And not just your business or home phone.  Your cell phone too.  
Telephone Doctor surveys show that more than 80% of all business transactions involve a phone 

call at some point.  The telephone is what’s known as a ‘synchronous’ method of communication.  
And what that means is – you’re in “sync” with the person you’re talking with.  At the same time.  

You can have a simultaneous two-way exchange of information.  Immediately.  No waiting. 
 

The best part of the telephone touch point is the ability to hear the tone of voice.  That brings in the listener’s 
imagination.  Almost like the radio.  We have no sight.  Just sound.  And how we perceive those sounds makes a 
whole lot of difference.  So tone of voice is critical with the first touch point.  Two people can say the same thing to 
one person; and yet the listener can hear it differently from each.  All that being said, the telephone is a very 
effective and popular method of communication (providing you’ve reached your called party).  It gets answers 
quickly.  Responds rapidly.  As you might imagine, this ‘touch point’ is one of the Telephone Doctor’s personal 
favorites.  
 

Touch Point #2 – Email.  Ah yes, the beloved email.  Email is ‘asynchronous’  Meaning you 
communicate one at a time and you may not get immediate communication back.  You will 
normally WAIT for an answer.  And with email you have relinquished interpretation of the tone 
of voice to the other person.  What you write can be ‘heard’ whatever way the reader wants to 
hear it.  This can be dangerous.  Email etiquette, while fairly new, will be around for a long time.  
However, suffice to say when we email something, it needs to be short, sweet and to the point.  
Plus it needs to be obviously friendly.  It’s a delivery method that has the ability to ‘sit’ for hours, sometimes days, 
without an answer.  A client of ours told us once, “When there are more than 2 emails on the same subject back 
and forth, it’s time for a face-to-face meeting.”  That’s easy to say for those of us who work in the same area; 
however if your emails are international or even regional, a face-to-face meeting becomes another ‘touch point’. 
 

Be careful in your emails.  Many hurt feelings have come about due to insensitive writing.  That’s a good place to 
practice all your ‘please and thank you’s.’  Short, terse, one-word answers are perceived as ‘rude.’  (In any touch 
point.)  And as they say: “Don’t put anything in an email you wouldn’t want in the daily newspaper.” 

 

Touch Point #3 – Voice mail.  Again, ‘asynchronous’.  You can leave a voice mail for someone and 
when you get an answer, if ever, it is up to him or her; not you.  And it’s not instantaneous, as is 
speaking with someone on the telephone.  So here again, your voice mail needs to be special.  As we’ve 
said many times, there are 3 types of voice mails.  Poor – average – and great.  When you leave a voice 
mail, make it a great one.  Remember, you get to use your tone of voice.  That’s a real plus.  The caller 

can hear the laughter, the smile and the tone.  Use it to your advantage.  Remember, too, voice mail was not made 
to hold conversations.  Ask a question; get an answer.  Smooth.  In and out. 
 

Touch Point #4 – Good old U.S. mail.  That’s probably one of the very first methods of communication.  
And we’ve used it and continue using it as a great method of communication.  It goes with emails 
though, because the written word can be miscommunicated very easily.  So email, voice mail and the 
US Postal Service, are very similar when communicating.  All are ‘asynchronous.’  You will wait for an 
answer. 

 

Touch Point #5 – The fax machine.  Remember when that method of communicating came on the 
scene?  Seems we didn’t know how we operated without it.  And today, it trails sadly behind the 
other touch points.  Yet, it’s still there and being used.  Just not as much or as often.  And a 

reminder, again, it is ‘asynchronous.’  One-way information; waiting for an answer.  And again, a 
reminder to watch what you put on paper!  It could come back to haunt you. 

 

contined on page 10… 
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Join Us for The 
2009 ATDA Convention 

 

June 12-13, 2009 
 

at the  
Embassy Suites  

Huntsville, 
Alabama 

 
 

  Food Catered by: 
 

 
 

 
Agenda coming soon! 

 
 

 Golf Tournament   
 US Space & Rocket Center   
 Huntsville Stars Baseball   

 Jack Daniels Distillery Tours   
 and Much More!   
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The Late George Carlin’s Views on Aging 
 
Do you realize that the only time in our lives when we like to get old is when we’re kids?  
If you’re less than 10 years old, you’re so excited about aging that you think in 
fractions. 
 
 “How old are you?’  ‘I’m four and a half!’  You’re never thirty-six and a half.  You’re 
four and a half, going on five!  That’s the key. 
 
You get into your teens, now they can’t hold you back.  You jump to the next number, or 
even a few ahead. 
 
‘How old are you?’  ‘I’m gonna be 16!’  You could be 13, but hey, you’re gonna be 16!  And 
then the greatest day of your life . . . You become 21.  Even the words sound like a 
ceremony.  YOU BECOME 21, YESSSS!!!! 
 
But then you turn 30.  Oooohh, what happened there?  Makes you sound like bad milk!  
He TURNED; we had to throw him out.  There’s no fun now, you’re just a sour-dumpling.  
What’s wrong?  What’s changed?  
 
You BECOME 21, you TURN 30, then you’re PUSHING 40.  Whoa!  Put on the brakes, 
it’s all slipping away.  Before you know it, you REACH 50 and your dreams are gone. 
 
But wait!!!  You MAKE IT to 60.  You didn’t think you would!! 
 
So you BECOME 21, TURN 30, PUSH 40, REACH 50, and MAKE IT to 60. 
 
You’ve built up so much speed that you HIT 70!  After that it’s a day-by-day thing; you 
HIT Wednesday! 
 
You get into your 80’s and every day is a complete cycle; you HIT lunch; you TURN 
4:30; you REACH bedtime. And it doesn’t end there.  Into the 90s, you start going 
backwards; ‘I Was JUST 92.’ 
 
Then a strange thing happens.  If you make it over 100, you become a little kid again. 
‘I’m 100 and a half!’ 
 
May you all make it to a healthy 100 and a half!!!! 
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Credit Card / Bad Check Scam Hits  
Tire Dealers Across the State 

Alabama tire dealers across the state have been hit by a group of persons with stolen 
credit cards and worthless checks.  The Alabama Tire Dealers Association has been 
instrumental in getting the message out to our members via e-mails and newsletter articles about this crime 
spree.  At least three of the alleged participants have been caught throughout the state.  Being a member of the 
ATDA can help you stay informed on breaking news events directly affecting our industry.  If you have any 
information concerning this case, please contact the ATDA office at 256-616-3587. 

The scam scenario is as follows:  A phone call will be received in a tire dealer's office (often asking for a 
salesperson by name).  The person calling says he has been stopped by DOT and has a truck sitting on the side 
of the road needing 8 to 16 tires, or he has a fleet of trucks that need new tires.  He will give a credit card 
number (complete with security code on the back).  When the salesperson calls in the credit card number they 
are given an authorization number and assume everything is ok to complete the sale.  (It is later determined 
that the credit card has been stolen and the credit card company will not honor the sale.)  The scam artist then 
uses a U-Haul truck to take possession of the tires.  In some cases the scammer has used a check that is written 
on a non-existent account.  There are other situations where the salesperson is told the driver will have a 
certified check only to be given a company check (also worthless).  

Keep watching our website (www.alatiredealers.com) for updates…they will be coming as we hear more. 

continued from page 5… 
Touch Point #6 – Face-to-face communications.  This obviously needs very little explanation.  When 
we communicate face-to-face we have it all.  Sight, sound, tone of voice, facial expressions, body 
language – the entire package. it is the ultimate ‘synchronous’ touch point.  And yet, still, with all 
those helpful items, we still continue to ‘miscommunicate.’ 
 

Touch Point #7 – Instant Messaging (IM).  While this method of communication isn’t quite yet in the 
mainstream, it is being used.  However, 90% of all IM’s end up in a phone call.  Instant messages may not 
be read right away.  The person may be away from their computer.  Again, we can’t remind you enough. 
Be careful what you put into emails.  They can turn into an embarrassment for some. 
 

So in this wonderful world of communications, you can see how it’s so easy to miscommunicate.  In our workplace, 
we probably use all 7 touch points many times a day. 
 

A few simple guidelines can help us focus on which touch point to use when. 
 Telephone – If you reach your called party; GREAT.  That’s immediate.  It’s also good for leaving messages – 

that don’t need an immediate answer.  If you need immediate action, try to reach another person.  The 
telephone is only ‘synchronous’ when you have reached the called party. 

 Voice Mail – That would be ‘asynchronous.’  Leaving messages that will be returned when the called party 
decides to return it (if ever). 

 Email – Again, one-way communication.  Keep it short, sweet and to the point.  Use your manners.  
Remember, one word answers are perceived as rude. 

 US Mail – Still a great way to communicate.  But be careful with the written word.  Keep in mind how 
possible miscommunication might occur.  Sometimes letters have come back to haunt us. 

 Fax – For those that still use this method of communication, one pagers are appreciated.  And again, the 
written word needs to be checked and double-checked to be sure it won’t be miscommunicated. 

 Face-to-face – The ultimate method of communication.  Immediate reaction, tone, sight, sound; body 
language.  Total ‘SYNCHRONOUS’ communication.  And that hug or handshake makes it all worthwhile! 

 Instant Messaging (IM) – A fairly new form of communication and while not quite in the mainstream yet, it 
bears watching. 

 
© Telephone Doctor, Inc.  Telephone Doctor® is a twenty-year old company which has helped over  

20,000 organizations improve the way they communicate with customers. 
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J. Scott Enterprises, Inc. 
DBA Metro Tire 

Birmingham, AL 
 

Quality Used Tires. 
ADEM Licensed Scrap Tire  

Transporter & Processor 
 

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

 

For pricing call Micah Hart at 205-841-1930 
Fax: 205-841-1970 
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WHY DO WE HAVE  
SAFETY MEETINGS? 

 Why do we have safety meetings? Safety meetings are an opportunity for management 
and your safety department to communicate to employees how they can do their jobs safer and 
better. Topics discussed in safety meetings may be topics that you are familiar with, or topics 
that you have limited knowledge about. If the topic is something that you are familiar with, it 
may be easy to tune-out and not listen to the safety information presented. Do yourself a big 
favor and listen to the information as if you have never heard it before. You may just learn 
something new, about the newest protective equipment, or a smarter way to do your job. 
Information passed on in a safety meeting has a purpose…..To stop you or your co-worker 
from being injured. Safety meetings also allow employees an opportunity to relay safety / 
health concerns or improvement ideas to their supervisors.  
 

 Accidents result from unsafe acts or unsafe conditions. For a variety of reasons, unsafe 
acts typically account for 90% of all accidents, according to some experts. Safety meetings 
serve as a preventative measure against unsafe acts by educating employees on how they can 
do their job safely.  
 

 If you're still not sold, let's look at the potential cost of accidents. More specifically, 
how can accidents directly affect you?!  
 

 DEATH – The ultimate unwanted result. Where does this leave your loved ones?  
 

 FINANCIAL COST - Lost pay or reduction in pay. Who pays the bills? Are you the 
sole income producer in your household?  

 

 PAIN & SUFFERING - An obvious detriment that no one desires.  
 

 DISABILITY- A life changing experience. Now you're not able to do what you use to 
do.  Maybe now you can't cast that fishing rod? Ride that bike, hug your wife, lift your 
child, or simply see? Or perhaps you're confined to a wheelchair. Good bye career. 

 

 COMPETITIVENESS ON BIDDING JOBS - Other than payroll and benefits, worker' 
compensation insurance and accident costs may represent the bulk of a company's 
operating expense. When a company's operating expense increases, they are then less 
competitive to bid jobs. If your company is not awarded jobs, where does that leave 
you?  

 

 YOUR CO-WORKERS SAFETY- Perhaps you and your co-worker have been working 
together for sometime now. Chances are you may spend as much time with your co-
workers as possibly your own family. Thus, you obviously do not want something bad 
to happen to them. Watch out for their safety too.  

 

 Safety meetings are a perfect opportunity for you to communicate any safety ideas or 
concerns that you may have. Participate in your safety meetings. If you don't participate then 
your ideas will not be heard. Who knows, the idea that you have may very well save your co-
worker's life or even your own!  
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CHAPLAIN’S CORNER   
 

“While the earth remains, seed time 
and harvest, cold and heat, winter and summer and day and night shall 
not cease.”  Genesis 8:22 
 

Happy fall, fellow tire dealers!  A new season is fast approaching.  For those who are 
avid hunters the first mornings bring hope for that trophy buck that did not appear last 
year.  For all of us, we hope fall brings us sales of off road tires that we all desperately 
need.  The verse above speaks of change but notice it also speaks of that which does 
not change.  I think maybe also the verse speaks to more than the weather or the 
particular seasons of nature.  Into our personal lives come times of cold and heat, 

darkness and daytime, winter and spring.  Whatever season you 
find yourself in today; remember that the GOD who says changes 
will continue to come also says HIS love for us will never change.  
That is a promise you can trust! 
 
 

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

 

 
Revised Scholarship 
Applications will be 

available, starting  
January 1, 2009, on the ATDA 

website: www.alatiredealers.com.  
The scholarship application 
deadline is March 31, 2009. 
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welcome  new  members: 
 

Please add these companies to your membership directory. 
 

A-ONE TIRE SALES & SERVICE 
 4847 East US Highway 84 Phone: 334-792-2225 
 Dothan, AL 36301 Cell: 334-790-2254 
 Key Contacts: Fax: 334-673-7137 
  Joyce McKenzie – aonetire@graceba.net  
 
FEASTER OIL Corp. 
 P.O. Box 689 Phone: 251-743-3677 
 133 Ivey Street Fax: 251-575-3781 
 Monroeville, AL 36461  
 Key Contacts: 
  Butch Feaster – feaster@net1inc.net  
 
PRO-CUT OF ALABAMA 
 8120 Sharit Dairy Road Phone: 205-613-4867 
 Gardendale, AL 35071 Fax: 205-647-4252 
 Key Contacts: 
  Dennis Kinard – dkwina45@bellsouth.net  
 
PROFESSIONAL TIRE 
CONTRACTORS & 
COLLECTORS 

 

Pro-Cut of Alabama 
On The Car Brake Lathe 

Parts & Service 
 

Call for Free Demo 
Dennis Kinard – 205.613.4867 

 

 205 – 20TH Street N, Suite 1006 
 Birmingham, AL 35203 
 Key Contacts: 
  Chad W. Johnson –  205-283-1878 –  
   ptccr@bellsouth.net  
  Phone:  205-323-8436 
  Fax:  205-323-8438 
  
TIRE & WHEEL 
PROFESSIONALS 
 4381 Atlanta Highway 
 Montgomery, AL 36109 
 Key Contacts: 
  Jeffrey Dunn –  
  jdunn03@bellsouth.net 
 Phone:  334-244-0565 
   334-399-9377 
 Fax:  334-244-8610 
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Please Support Your  
Supplier Members: 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 

 

American Tire Distributors 
Barry McGirt 
800-950-3928 
 

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

ASA Tire Systems 
Tommy Dukes 
603-889-8700 
 

Ashberry Tire Landfill 
Ty Ashberry 
334-493-1250 
 

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

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

Bridgestone/Firestone –  
North American Tire, LLC 
Steve Summers 
615-347-5894 
 

Bridgestone/Firestone –  
North American Tire, LLC 
Scott Tarver 
800-681-6245 
Ext. 470955# 
 

Bridgestone/Firestone –  
North American Tire, LLC 
John Yordy 
800-681-6245 
Ext. 470387# 
 

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

CARQUEST Distribution 
Center 
Jerry Dickey 
334-280-5843 
 

Carroll Tire 
Cecil Bowden 
205-655-2182 
 

Carroll Tire 
Don Pylant 
800-446-0589 
 

 

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

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

David Tire 
John David / Bill David 
205-251-8473 
 

Federated Insurance 
Erin Richards 
404-497-8840 
 

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

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

Hesselbein Tire  
Lew Newlin 
601-974-5938 
 

Hornsby Tire Distributors 
Roger Hornsby 
334-762-2333 
 

Hunter Engineering 
Kenny Smith 
985-789-5211 
 

Jones Tire 
Bill Jones 
334-874-2265 
 

L.A. Equipment Service 
Jack Dale 
800-385-6644 
 

Mac’s Tire Recyclers, Inc. 
Kitty Black 
Harry McBride 
662-869-1860 
 

McGriff Industries 
Barry McGriff 
Bert McGriff 
256-739-0780 
 

McGriff Treading Company 
Randy Drake 
256-739-7080 
 

Metro Recycler 
Phillip Tidwell 
205-841-1930 
 
 

Tire Centers, LLC 
Ken Phillips 
Don Hunkeapillar 
205-252-3150 
 

Tire Centers, LLC 
Jim Ridlehoover 
334-262-1661 
 

Tire Centers, LLC 
Mark Shirley 
205-758-8363 
 

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

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

Tire Supplies of Alabama 
Frank Harcrow 
205-368-4130 
 

Valvoline Oil Company 
Chris England 
205-253-0339 
 

Westmoreland Tire 
Ed Westmoreland 
Steve Westmoreland 
256-845-5656 
 

Westmoreland Tire 
Tom Westmoreland 
256-878-5728 
 

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

Yokohama Tire Corp. – 
Medium Truck Division 
Leslie Wright, Jr. 
205-338-1623 
 

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

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

Mighty Auto Parts 
Mickey Johnson 
334-677-2672 
 

Mohawk Rubber 
Jeff Work 
800-242-1446 
 

Myers Tire Supply 
Barry Morgan 
800-328-5110 
 

Parrish Tire 
Gary Waters 
800-877-2431 
 

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

Robison Tire 
Joe Robison 
800-824-3225 
 

Robison Tire 
Mike Brown 
334-834-6138 
 

S & S Tire 
Jeff Hodgens 
877-777- 7411 
 

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

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

Snap-On Equipment 
George W. Gurley 
205-625-7488 
 

Snap-On Equipment 
Larry Wallace 
205-928-0034 
 

Tenneco Automotive 
Ed McArthur 
205-589-2781 
 

Tire Centers, LLC 
Don Anderson 
256-308-0360 
 

Tire Centers, LLC 
Jeff Davis 
256-722-0250 
 
 
 


