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PRESIDENT’S PAGE      BY: DENNIS BUDZYNSKI 

Hello fellow members, 

 I am writing this on October 26, 2020. By the time you are reading this we should know 

who will lead this country for the next 4 years (or maybe not). Either way we should at the 

very least will a new set of decisions on what we can do better and hopefully have a better idea 

on how to tailor our businesses moving forward. 

 Looking back over the last 6 months, we have all done a great job keeping our employ-

ees working and how to comply with every rule directive from our local, state, and federal 

leaders which seem to change weekly. We were classified as essential businesses and we deliv-

ered! I know how hard this has been, most of the businesses received the PPI money and hope-

fully the government will follow through with forgiving the pay back; we will have to wait and 

see how that goes. 

 When we look at things like minimum wage and heath care, likely the new changes that 

we will encounter will help us make decisions according to what is best for your business. 

With the help of our attorneys and accountants, we will try to get you the information as it be-

comes available. Please make sure the office has your current e-mail address; this will make 

the process easier to get the current information out to our member on a timely basis.  

 Our General Membership meeting is scheduled for Thursday, November 12th. The topic 

is about beer and wine sales in c-stores. PRARA is trying to make this change to benefit your 

business. So, we need your support at this year’s general membership meeting. Please mark 

your calendars and attend. See more information on pages 8&9. 

 I look forward to seeing all of you at our membership meeting. 
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Andrew B. Klaber, Esquire          The Chartwell Law Offices 

Andy Klaber is presenting a three hour program entitled  “Small Businesses During Covid” He will be 

addressing a number of issues that businesses face due to Covid-19. Segments will include: 

  
·Introduction, COVID-19 by the numbers 

 ·COVID-19, a view from the state. Guidelines, regulations, and statutes 

·Employment Law and Covid-19 (ADA, FMLA, Title VII) 

·Employee issues. New concerns during the pandemic. ·Small business obligations to customers 

and other shareholders. Negligence, premises liability, and other potential liability. 
·Loans and leases 

·Insurance survey and high level review of coverage issues 

·Status of COVID-19 lawsuits in Pennsylvania nationally 

·Q&A 

  

Interested members should contact PBI (Pennsylvania Bar Institute) directly to register. 

See the flier below for more information  

Small Businesses During COVID 
 

Mon., Nov. 2, 2020, Webcast 

3 substantive CLE credits/2:00 pm to 5:15 pm 

 

Your job as counsel to small businesses just got harder. 
 

Your clients are coming to you with tough questions spurred on by the uncertainty of  the impact of Covid-19 

to their businesses. 

 

Do any of these questions sound familiar? 
 

“What are my obligations as a business operator?” 

“Will the pandemic void my contracts?” 

“Are my business losses covered?” 

“What are my duties to my employees?” 

 

Join PBI as we explore the practical realities of counseling business clients in the time of 

pandemic. 
 

A multi-disciplinary faculty will—- 

    identify potential exposure associated with Covid-19 

    discuss legal theories around the public health crisis 

    Summarize current cases based upon Covid-19 issues 

    analyze the impact of the Covid-19 pandemic across multiple areas of the law including: 

    contacts 

    premises liability 

    negligence 

    employment 

    banking real estate 
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Pennsylvania Petroleum Association 

October 5, 2020 

 On October 2, Department of Labor & Industry Secretary 

Jerry Oleksiak announced Pennsylvania’s new overtime rule became 

effective when the final, approved regulation is published in the PA 

Bulletin on Saturday, October 3, 2020. 

 “Tomorrow marks the first update to the commonwealth’s 

overtime regulations in more than four  decades,” said Secretary 

Oleksiak. “The modernized regulation will expand eligibility for 

overtime to 143,000 people and strengthen overtime protections for 

up to 251,000 or more. This final rule ensures that employees who 

work overtime are fairly and fully compensated for their labor in 

accordance with the original intent of the Pennsylvania Minimum 

Wage Act.” 

 L&I updates the Minimum Wage Act’s regulations to ex-

pand eligibility for overtime and strengthen protections for Pennsyl-

vanians. The final rule updates the salary threshold to reflect current 

wages paid to Pennsylvanians working in executive, administrative, 

and professional occupations. 

 It also ensures that the duties tests for executive, adminis-

trative and professional workers more closely align to those in the 

Fair Labor Standards Act’s (FLSA) federal overtime regulations. 

 The FLSA regulations update that took effect on January 

1, 2020, raised the federal overtime salary threshold to $35,568. 

 While Pennsylvania’s overtime rule aligns more closely 

with the FLSA, L&I has set the minimum salary threshold at 

$45,500 and the increase will be phased in three steps: 

— $684 per week, $35,568 annually (per federal rule), on January 1, 

2020; 

— $780 per week, $40,560 annually on October 3, 2021; and 

— $875 per week, $45,500 annually on October 3, 2022. 

 Starting in 2023, the salary threshold will adjust automati-

cally every three years. 

 Pennsylvania’s new overtime rules also allow up to 10 

percent of the salary threshold to be satisfied by nondiscretionary 

bonuses, incentives, and commissions that are paid annually, quar-

terly or more frequently. 

Eligible for Overtime 

— With a few exceptions, all hourly employees who work more 

than 40 hours per week 

— Most salaried employees who work more than 40 hours per week 

and earn less than the salary threshold regardless of their job duties 

— Most salaried employees who do NOT perform executive, ad-

ministrative, or professional duties, regardless of how much they are 

paid 

Not Eligible for Overtime 

— Salaried employees who perform executive, administrative, or 

professional duties and make more than the salary threshold per year 

— Other occupations exempted by the Minimum Wage Act 

Exemptions 

 The Pennsylvania Minimum Wage Act Exemp-

tion requires employers to pay their employees at a rate of not less 

than $7.25 an hour for all hours worked and an overtime rate of 1.5 

times the employee’s regular rate of pay for all hours worked above 

40 in a workweek. 

 However, the Minimum Wage Act provides an exemption 

from both minimum wage and overtime pay for employees em-

ployed in a bona fide executive, administrative, or professional ca-

pacity. 

 To qualify for the exemption, employees must meet certain 

tests regarding their salary and their job duties. 

New Pennsylvania Overtime Rule Went Into Effect October 3 

http://www.pacodeandbulletin.gov/Display/pabull?file=/secure/pabulletin/data/vol50/50-40/1343.html
http://www.pacodeandbulletin.gov/Display/pabull?file=/secure/pabulletin/data/vol50/50-40/1343.html
https://www.dol.gov/agencies/whd/overtime/2019/index
https://www.dli.pa.gov/Individuals/Labor-Management-Relations/llc/minimum-wage/Pages/Minimum-Wage-Act-Exemption.aspx
https://www.dli.pa.gov/Individuals/Labor-Management-Relations/llc/minimum-wage/Pages/Minimum-Wage-Act-Exemption.aspx
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PMAA Urges State And Local Governments To Help Resolve IRS UV Claim Backlogs 
Pennsylvania Petroleum Association 

October 12, 2020 

PMAA sent a letter recently asking the National Governors Association, National Association of 

Counties, National League of Cities and the National Association of Towns and Townships, to 

express their concern to the IRS Commissioner over the lengthy delays in processing ultimate 

vendor refund claims for the tax free sale of motor fuel to state and local government entities. 

 

“Many small business petroleum marketers have not received payment from the IRS on ulti-

mate vendor claims since April. Consequently, these marketers are in grave financial peril due 

to loss of essential operating capital which places severe cash flow problems on their busi-

nesses. If the IRS delays continue much longer, state and local governments may be required to 

pay the FET, thus placing on them the burden of making reimbursement claims and suffering 

the resultant financial and budgetary consequences,” said PMAA President Rob Underwood. 

https://www.pmaa.org/weeklyreview/attachments/PMAA_IRS_UV_Claims_100220.pdf
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Mandated Zero-Emissions Vehicle Standard Legislation Introduced In Congress 

Pennsylvania Petroleum Association 

October 26, 2020 

On Tuesday, U.S. Senator Jeff Merkley (D-OR) and Rep. 
Mike Levin (D-CA) introduced legislation to terminate the 
sale of new U.S. gasoline-powered vehicles in 15 years. 
 The Zero-Emission Vehicles Act of 2020 would 
require that 50 percent of new passenger vehicles sales are 
zero-emissions vehicles (ZEV) by 2025. That federal stan-
dard would increase 5 percent each year to reach 100 per-
cent by 2035. 
 The legislation has zero chance of becoming law 
this year but serves as a messaging piece for Democrats to 
take to the November elections. 
 Even if Democrats take back the White House and 
Senate, the legislation is still likely to face an uphill battle 
to become law. 
 The EPA raised concerns early this month over 
California’s plan to ban the sales of new gasoline and die-
sel-powered passenger cars by 2035, arguing that the man-
date is unworkable and likely illegal. 
 The California ban is an ambitious step to bolster 
electric vehicles and slash greenhouse-gas emissions. The 
ban is aimed at new-car sales and will not prohibit Califor-
nians from owning or selling existing gas-powered cars. 
 In a letter to California Governor Gavin Newsome, 
EPA Administrator Andrew Wheeler expressed concern 
that the electric vehicle mandate would strain California’s 
already overloaded electric grid. 
 Wheeler questioned how California plans to han-

dle the unprecedented increase in electricity demand that 
will result from the ban when the state is already experi-
encing rolling blackouts and seeking additional power 
from neighboring states. 
 Wheeler also said the ban is likely illegal in the 
wake of the Trump Administration’s recent revocation of 
California’s Clean Air Act waiver that allowed the state to 
set its own air pollution standards. 
 California is currently suing the Administration 
over the revocation. If successful, California would be the 
first U.S. state to ban gas- and diesel-powered vehicles. 
However, some states could soon follow California’s lead. 
 Twelve states already adopt California clean air 
standards (NJ, CT, WA, VT, NY, ME, RI, MA, OR, PA, 
MD, and DC). 
 The federal Zero-Emission Vehicles Act of 2020 
which would boost the market for battery electric vehicles 
and hydrogen fuel cell vehicles is cosponsored by Senators 
Sheldon Whitehouse (D-RI), Elizabeth Warren (D-MA), 
Bernie Sanders (I-VT), and Cory Booker (D-NJ) in the 
Senate, and Representatives Joe Neguse (D-CO), Earl Blu-
menauer (D-OR), Lisa Blunt Rochester (D-DE), Suzanne 
Bonamici (D-OR), Julia Brownley (D-CA), Judy Chu (D-
CA), Emanuel Cleaver, II (D-MO), Mark DeSaulnier (D-
CA), Anna G. Eshoo (D-CA), Jared Huffman (D-CA) 
Pramila Jayapal (D-WA), Barbara Lee (D-CA), Alan 
Lowenthal (D-CA), Jerry Nadler (D-NY), and Chellie Pin-
gree (D-ME). 
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PETROLEUM RETAILERS & AUTO REPAIR ASSOCIATION 

83rd Anniversary 

General Membership Meeting 
  

Thursday, November 12, 2020 
  

7:00 pm 

Shannopin Country Club 
1 Windmere Road 

Pittsburgh, PA 15202 

RSVP required by November 3, 2020 

 

 

 

 
 

 
Buffet dinner is $40.00 per person, 

Herb Crusted Cod, Roasted Almandine Chicken, Penne Alfredo or Marinara, Roasted Red Skinned Potatoes, 
Seasonal Vegetable Medley, Caesar Salad, Fruit Salad, Rolls & Butter, Cakes and Pies, 

Coffee, Hot Tea, Ice Tea, Lemonade & Water 

Cash Bar 
Make check payable to PRARA 

and mail with your reservation to: 
1051 Brinton Rd., Suite 304, Pittsburgh PA  15221 

  

Name _________________________________ Phone _________________________ 
  

Business Name _________________________________________________________ 
  

Address _______________________________________________________________ 

City _____________________________ State_________ Zip ____________________ 
  

Telephone _________________________ Fax________________________________ 
  

Names of people attending ________________________________________________ 
  

                 ________________________________________________ 

Enclosed is a check in the amount of $______________________ 
  

If you have any questions or need more information, 
Please call the PRARA office at (412) 241-2380 

You will not want to miss this year’s General Membership Meeting!!! 

Speaker: Andrew Klaber, Esquire 
TOPIC: Beer & Wine Sales in C-Stores in PA-Call to Action 
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Quality GASOLINE and TRANSPORT Service Since 1972

Great Reputation, Competitive Pricing

Celebrating 25 Years of Dependable Service to Independent 

Gasoline Retailers in Western PA

Contact Ron Rotolo 724-333-5964

Branded/Unbranded Gasoline, E85, Bio Diesel, On Road/Off Road, Kerosene

Email:  ronr@reedoil.com

Beer and Wine Sales in Convenience Stores in Pennsylvania 

– Call to Action 

 Beginning in 2005, several large fuel retailers and su-

permarkets began applying to the PLCB and receiving 

“Restaurant” or “Eating Place” liquor licenses. Each license 

type required that the retailer to have food preparation facilities 

and have at least 30 seats available for its patrons. As a result of 

their investment in their facility, these retailers were able to sat-

isfy PLCB requirements and access a profitable market involv-

ing the retail sale of six packs and twelve packs of beer. 

 The sale of beer in convenience stores was challenged 

on multiple occasions by the Malt Beverage Distributors Asso-

ciation. In short, this trade group sought to protect its market. 

Sales in convenience stores were a threat the sales made by tra-

ditional beer distributors. The Pennsylvania Supreme Court sup-

ported the PLCB (and Sheetz) in multiple cases and ultimately 

ruled that the PLCB was indeed empowered to grant liquor li-

censes to C-Stores, assuming that all other PLCB licensing re-

quirements were met. 

 All remaining legal impediments to C-Store beer sales 

were seemingly resolved with the passage of Act 39 in 2016. In 

addition to several other changes, Act 39 removed any statutory 

barriers to selling beer in the same location that sold gasoline, a 

situation that was prohibited under the prior law. 

 The changes to long standing Pennsylvania law did not 

occur by accident. Sheetz invested significant capital in its fa-

cilities in order to comply with the PLCB regulations in place in 

2005. Thereafter, it invested time, money, and political capital 

in educating the public and lobbying their legislators. As a re-

sult, Sheetz, Wegman’s, and similar retailers are rapidly acquir-

ing liquor licenses to permit sales across the Commonwealth. 

This has also led to significant inflation in prices for the pur-

chase of a liquor license. 

 Even with the opportunities presented by Act 39 

smaller C-Stores may not be positioned to set up a dining area 

for 30-40 people or purchase a liquor license. The opportunity 

for beer and wine sales at smaller C-Stores will require further 

changes to the statute. 

The Opportunity 

 The Board of PRARA believes the time is right to right 

to explore the issue in greater detail. COVID-19 presented 

unique challenges across Pennsylvania’s economy, including in 

the retail fuel industry. Based upon Governor Wolf‘s proclama-

tion, gasoline retailers were deemed to be essential businesses. 

Despite the uncertainty around the virus, these small businesses 

remained open and continued to serve the general public. 

 PRARA believes that the small gasoline retailer and C-

store  operators have been denied the opportunity to sell beer 

and wine for far too long. Based upon the recent changes in the 

law and the petroleum retailers’ contributions during the time of 

Covid-19 it is time to revisit the issue of beer sales and gauge 

the overall interest in pushing for further changes to the statute. 

 PRARA members are encouraged to attend the gen-

eral membership meeting currently scheduled to take place 

on November 12, 2020 at the Shannopin Country Club, be-

ginning at 7pm 

 Members will be briefed on the process for changing 

the statute and provided with information relative to the path 

forward. Participants at the meeting include Board members, 

Andy Klaber of the Chartwell officers and John Kulik, a lobby-

ist previously associated with PRARA. 

 WE look forward to seeing you. 
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Convenience Store News 

By Roy Strasburger 

October 23, 2020 

I have a secret. 

 It’s something that will help you, but it’s not new informa-

tion. In fact, it might be right under your nose. I am often asked if 

there is a way for small operators to compete against their larger 

competitors. The question has taken on even more significance dur-

ing this time of pandemic and the accompanying economic turmoil 

that has come with it. Not only do we have to worry about other 

convenience stores, but the competition with grocery stores and 

online delivery programs has also become even more intense. 

 Over the last few months, fuel gallons are down, people 

are making fewer trips outside the house, unemployment has risen, 

and consumers have less money to spend. All of these factors work 

against the small retailer. And, unlike our larger competitors, we 

don’t have the marketing budget, the brand recognition or, frankly, 

the support of our suppliers to help us win and attract new custom-

ers. As small retailers, we are on our own. 

 Now, for the secret. As I said, it is right under your nose. 

The way to stay in business and to stay relevant during these times 

is to become part of your neighborhood. You need to be very aware 

of the people who live around you. 

 In today’s world, when someone talks about “local” retail-

ing, they are usually talking about artisan foods, farm-to-table prod-

ucts, and handcrafted organic consumables made by flannel-clad 

millennials who live in a forest. That’s not what I’m talking about 

here. With this strategy, everything you sell can come off a truck or 

from Sam’s. This isn’t about having special products; it is about 

having the right products. 

 Part of this idea is very basic — discover the ethnic 

groups, economic levels and age demographics of the people who 

are your future customers. More importantly, you need to find out 

how your neighborhood lives. What are the rhythms and the cadence 

of the people who live around your store? What motivates them, 

what worries them, how do they relax, and what do they need to get 

through the day, the week or the month? 

 I have spoken to many retailers who are very hands-on in 

their shops. They have their regular customers who come in every 

day and buy the same items. The operator knows the products the 

regular customers want and, often, already has them out when they 

arrive — showing the customers they are valued, and making the 

transaction as easy as possible. That is excellent! However, I pro-

pose that this level of customer service is merely the baseline for 

staying in business throughout the rest of the 2020s. 

 Typically, this type of customer loyalty has been devel-

oped by the store operator through the process of waiting for the 

customer to come into the store, recognizing the repeat customer, 

learning that customer’s preferences, and anticipating their arrival. 

Today, that level of care and attention needs to be taken to the next 

level. You cannot wait for your customer to come to you; you need 

to go out and find your customer. 

 In my experience, most independent owners of small stores 

don’t live in the neighborhood where their store is located. They 

may live a couple of miles away or more. While they are familiar 

with the area where they do business, they don’t know their market 

area. The operator needs to take the next step —they need to truly 

understand what makes their market area tick. 

 Gaining this information can be done simply and very in-

expensively. All you really need to do is slowly drive, or preferably 

walk, through the community that surrounds your store. 

 Pretend you are a visitor on a walking tour around the area 

and that it is your job to observe and make notes about what you see 

in a four- to six-block radius around your store. Walk up and down 

every street and go through some of the alleys. 

 Notice the different types and styles of housing and the 

make and number of cars in front of each house. Do you see chil-

dren? How old are they? Are there families living together or single 

people hanging out in the neighborhood? Are there a lot of people 

around during the day? Do you see them outside? If you go by at 

night, are they outside with friends or inside watching TV?  If you 

look into a garbage can, do you see bottles or cans of products you 

don’t sell? What other types of shops and restaurants are in the area 

and what do they sell? Are they busy? 

 All of these things will give you a better understanding and 

a more defined image of who your customers will be. You may have 

to make several trips before you see enough to come to a conclu-

sion. Once you feel you have a deeper understanding of your com-

munity, you need to go back into your store and take another look at 

the products you’re selling and how you’re presenting them. 

 Once you get past your top 20 sellers, does the remainder 

of your products reflect the neighborhood and the lifestyle around 

your store? Is the pricing in line with your understanding of your 

community — are your prices too high or too low? Are there oppor-

tunities or needs you have noticed from your tour that can be met by 

your store? These could be items for special holidays, types of food, 

toys, products you saw in the garbage can, or other products inspired 

by what you have seen. This is about selling the things your custom-

ers want to buy; it is not about what you want to sell. 

 One of the most important things to remember is that your 

community is not one monolithic entity. There are different types of 

people, genders, ages and ethnicities living around your store. The 

products in your store should reflect the mixture you have seen in 

your neighborhood. Your product selection should be as diverse as 

the community around you so that you can attract the greatest num-

ber of customers. The goal is not about becoming a specialist com-

pany. It is about understanding your community and providing them 

with the products they need and want. The more you reflect the 

makeup of your community, the deeper ingrained in the community 

your business will become. 

 So, congratulations on now getting to Stage Four. (Stage 

One: treating the customer right; Stage Two: getting to know your 

neighborhood; Stage Three: carrying the right products and ser-

vices.) Once you have an understanding of your community, walk 

through it again. Look for the places of worship, community centers, 

hospitals, nursing homes and senior care facilities. 

 All of these places and organizations will have some type 

of community outreach program or constituents who need help and 

support. Get involved. Provide services, products and programs that 

help make your community a better place. What you do in the com-

munity will come back to you tenfold and people will remember you 

and your store. They will support you in difficult times the same 

way you supported them when they were having troubles. 

 The greatest advantage that a small retailer has is the op-

portunity to understand, be a part of, and meet the needs of their 

local neighborhood. Your store should reflect the values and the 

needs of the people who live around you. The critical part is going 

out to find out about your customer. Don’t wait for them to come to 

you. 

The Small Operator’s Secret Weapon 
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General Contracting:  C-Store Site work, New construction, Additions 
 

Petroleum Construction:  Complete New Installation, Tank top Upgrades, Dispenser Replacement. 

Canopy’s, Underground Tank Installation and Removals. 
 

Sales: With a long list of products to meet your every need.  Gilbarco, Passport, Veeder Root, OPW, 

Franklin Fueling, Husky just to name a few. 
 

Service:  Gilbarco, Passport, Veeder Root and Passport 
 

Site Inspections: 
 

For more information or a competitive free quote contact our Pittsburgh Office 724-602-7882 

Reggie Barnett 

rbarnett@bolgerbrothers.com  

Bolger Brothers, Inc 

1028 Burns Ave. 

Altoona , PA 16601 

Phone: 814-944-4059 

Fax: 814-944-8766 

SSDA-AT Legislative Updates 
Passenger Vehicle and Light Truck Tires From the 

Republic of Korea, Taiwan, Thailand, and the Social-

ist Republic of Vietnam: Postponement of Prelimi-

nary Determinations in the Less-Than-Fair-Value 

Investigations  
October 19, 2020 

Section 733(b)(1)(A) of the Tariff Act of 1930, as amended 

(the Act), requires Commerce to issue the preliminary deter-

mination in an LTFV investigation within 140 days of the 

date on which Commerce initiated the investigation. 

 However, section 733(c)(1) of the Act permits 

Commerce to postpone the preliminary determination until 

no later than 190 days after the date on which Commerce 

initiated the investigation if: (A) The petitioner makes a 

timely request for a postponement; or (B) Commerce con-

cludes that the parties concerned are cooperating, that the 

investigation is extraordinarily complicated, and that addi-

tional time is necessary to make a preliminary determina-

tion. Under 19 CFR 351.205(e), the petitioner must submit a 

request for postponement 25 days or more before the sched-

uled date of the preliminary determination and must state 

the reasons for the request. Commerce will grant the request 

unless it finds compelling reasons to deny the request. 

 On October 1, 2020, the United Steel, Paper and 

Forestry, Rubber, Manufacturing, Energy, Allied Industrial 

and Service Workers International Union, AFL–CIO, CLC 

(the petitioner) submitted a timely request that Commerce 

postpone the preliminary determinations in these LTFV in-

vestigations. The petitioner stated that it requests postpone-

ment due to the complexity of selecting the mandatory re-

spondents and obtaining initial and supplemental question-

naire responses. Under the current timeline, the petitioner 

believes that Commerce will not have complete responses 

and sufficient information to issue these preliminary deter-

minations. 

 For the reasons stated above, and because there are 

no compelling reasons to deny the request, Commerce, in 

accordance with section 733(c)(1)(A) of the Act and 19 

CFR 351.205(e), is postponing the deadline for the prelimi-

nary determinations by 50 days (i.e., 190 days after the date 

on which these investigations were initiated). 

 As a result, Commerce will issue its preliminary 

determinations no later than December 29, 2020. In accor-

dance with section 735(a)(1) of the Act and 19 CFR 

351.210(b)(1), the deadline for the final determinations in 

these investigations will continue to be 75 days after the 

date of the preliminary determinations, unless postponed at 

a later date. 
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ACCOUNTANTS 

ATM 

ATTORNEY 

INSURANCE 

PARTS/PETROLEUM EQUIP 

COMPUTERS 

CONSULTING 

ENVIRONMENTAL TANKS & 

UPGRADES 

Flynn Environmental, Inc.  

Michael Flynn-Pittsburgh, PA 

800-690-9409 

 

Groundwater & Environment Svc. Inc. 

Jon Agnew 

Cranberry Township, PA 

800-267-2549 ext. 3636 

 

McRo Construction Inc. 

Donald Rothey Jr. 

Elizabeth, PA  

412-384-6051 

 

S.I.S. 

J.R. Bachor-Tarentum, PA 

724-224-1220 

 

Total Tank Works LLC 

Sean Tosadori-East Butler 

 

MEMBER TO MEMBER SERVICES 

 Bulava & Associates 

 Joe Bulava-Greensbug, PA 

 724-836-7610 

 

 Brenntag Lubricants Northeast 

Greg VanHoose, Youngwood, PA 

724-219-9266 

 

Oil Service, Inc. 

Joe Schmidlin-Pittsburgh, PA 

412-771-6950 

www.oilservice.com 

 

  

 J.E. Robinson 

 Murrysville, PA 

 412-423-1093 

 

 

 ATM Cash World 

 Tom Ranallo 

 Pittsburgh 

 800-937-5169 

 

 

Andrew Klaber 

Chartwell Law Offices 

Sewickley, PA 

412-741-0600 

Apter Industries 

Rick Gobel-McKeesport, PA 

412-672-9628 

Total Tank Works LLC 

Sean Tosadori-East Butler 

724-285-4258 

 

 

Computer Solutions 

Dick Norchi-Allison Park, PA 

412-369-8896 

 

 

Enviric, Inc. 

Victor Unger-Bairdford, PA 

724-265-5100 

 

S.I.S. 

J.R. Bachor-Tarentum, PA 

724-224-1220 

CCAC WEST HILLS CENTER 

1000 MCKEE ROAD 

OAKDALE, PA 15071 

412-241-2380  

Emission Inspection 

Dec. 1,3,8 

 

State Inspection 

Nov. 9,11,16,18 

CLEANING CHEMICALS 

LUBRICANTS AND ANTIFREEZE 

Bolger Brothers 

Reggie Barnett-Altoona, PA 

724-602-7882 

 

Total Tank Works LLC 

Sean Tosadori-East Butler 

724-285-4258 

COMPLIANCE TESTING 
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Bolea Oil Products 

Robert Bolea-Coraopolis, PA 

412-264-1130 

 

Bradigan’s Inc. 

Andy Bradigan-Kittanning, PA 

724-548-7654 

 

Center Independent 

Doug Friend 

724-622-4835 

 

Countywide Petroleum 

Tim Redshaw-Pittsburgh, PA 

317-750-8273 

 

Glassmere Fuel Service 

Dell Cromie-Tarantum, PA 

724-265-4646 

 

Global Partners LLC 

Raymond Schratz 

781-777-3588 

 

Graft Oil Company 

Kevin Forsythe 

724-628-9580 

PETROLEUM PETROLEUM 

REMODELING 

SITE INSPECTION &  

TECHNICAL SERVICES 

TAXES 

USED TIRE PICKUP 

UNDERGROUND STORAGE TANK/

LINE TESTING 

MEMBER TO MEMBER SERVICES 

Kehm Oil Company 

George Kehm-Oakdale, PA 

412-921-5200 

 

Reed Oil Company 

Skip Hazen-New Castle, PA 

724-944-4689 

 

 

Enviric, Inc. 

Victor Unger-Bairdford, PA 

724-265-5100 

 

S.I.S. 

J.R. Bachor-Tarentum, PA 

724-224-1220 

 

Total Tank Works LLC 

Sean Tosadori-East Butler 

 

 

 

J.E. Robinson 

Murrysville, PA 

412-423-1093 

 

 

 

 

Enviric, Inc. 

Victor Unger-Bairdford, PA 

724-265-5100 

 

Total Tank Works LLC 

Sean Tosadori-East Butler 

724-285-4258 

 

 

 

Penn Turf 814-696-7669 

Dan’s 724-529-7621 

Liberty 888-868-0097 

 

McRo Construction Inc. 

Donald Rothey Jr. 

Elizabeth, PA 

412-384-6051 

 

S.I.S. 

J.R. Bachor-Tarentum, PA 

724-279-3360 
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Business Hours: 

Monday Closed 

Tuesday 8:30-3:30 

Wednesday 8:30-3:30 

Thursday 8:30-3:30 

Friday  Closed 

Contact: 

Phone: 412-241-2380 

Fax:  412-241-2815 

www.prara.com 

 

 

  

Petroleum Retailers & Auto Repair Association 

1051 Brinton Road Suite 304 

Pittsburgh PA 15221 

Calendar of Events 

  Daylight Saving Time Ends         November 1 

  Election Day            November 3 

  U.S. Marine Corps Birthday         November 10 

  Veterans Day            November 11 

  General Membership Meeting         November 12 

  Thanksgiving Day           November 26 


