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WELCOME
NEW MEMBERS

EMERGENCY
SPILL KIT

$39.95
Kit contains:

RACK PRICES 8/30/18
Brand
BP b*
Citgo b*
Exxon b*
Gulf b*
Shell b*
Sunoco

Reg.
2.1896
2.1052
2.1951
2.1035
2.1199
2.1830

Mid.
2.3356
2.2732
2.3407
2.2520
2.3230

5lb. Lite Dry

Prem.
2.6366
2.5324
2.6296
2.5340
2.5958
2.5987

2 48” socks
8 absorbent pads
2 pair gloves
2 hazardous waste bags

* 10% ethanol

Tax of .760 cents per gallon and .011 cent
indemnification fund & .001 cent Oil Spill Tax are not
included in rack price.
Superfund tax eliminated

PRARA ADVERTISERS
Convenience Store Wholesalers
Turner Dairy………………….…………………….16

Insurance
Bulava & Associates....................................................8

Cleaning Chemicals
APTAR Industries Garage ......................................... 5
APTAR Industries Gas .............................................. 9

Jobbers / Distributors
Bradigan’s..................................................................17
Reed Oil……………………………………………...7

Environmental Service
Flynn Environmental, Inc...........................................3
Groundwater Environmental Service Inc…………..12

General Contracting
Bolger Brothers, Inc………………………………..13

Full page

$900

1/2 page

$600

1/4 page

$450

1/8 page

$330

Insert (one mailing)

$100
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PRESIDENT’S PAGE
BY: JEFF DECKER
Well, it is September which means Autumn is right around the corner and will
be bringing those beautiful colored leaves. Please enjoy natures fall palette
of colors. Autumn also brings our annual General Membership Meeting.
Our guest speaker will be Wayne Ratesic from APTER Industries. He will be speaking on
forecourt cleaning and heavy duty degreasing. Our general membership meeting will be
October 9th held at the Grand View Golf Club and the view will be grand for all that fall
foliage. For more information go to page 10.
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Andrew B. Klaber, Esquire

The Chartwell Law Offices

Succession Planning - Just Do It!
Of all the things that a business owner considers in any given day, succession planning is often pushed to the
bottom of the priority list. Your business is likely a largest part of your personal assets but you have avoided
thinking about it, let alone put a pen to paper. Put simply, now is the time to begin your succession planning.
Step one: What do you want to do with the business?
Options include;
 Selling the business
 Selling the business to a partner
 Selling the business to manager
 Selling the business to a son/daughter
 Giving the business to a son/daughter
 Setting up a trust to run the business on behalf of family
 Shutting the business down
At the risk of stating the obvious, succession planning is important in that it clarifies your wishes for the business after your death or retirement. It can be an important element of tax planning and may protect your hard
earned resources. Most importantly, it can be very helpful in avoiding challenges and complications after your
death.
The most important part of succession planning is a simple recognition that you must do something. All of the
above options will require a great deal of planning most will require significant lead time to accomplish.
Step two: Begin the Plan
Many business owners have a clear sense of what they want to do with the business but few have made specific plans to accomplish their goal. Now is the time to sit down with partners or managers, or heirs to discuss
the transfer of the business. The transfer itself may not take place for years but the process is complex. The
business elements alone are significant but it is often the emotional elements that require careful time and consideration.
Step Three: Document your wishes
The obvious first step in documentation is a simple will. If you die without a will, the assets in your estate, including the business will pass pursuant to the intestacy laws of Pennsylvania. In summary, this statute sets
forth the order in which your assets are distributed. For example, it will first go to your wife and then to your
children. If there are no direct relatives, they will go to distant relatives. If there are no relatives, the assets may
actually go back to the state.
A simple will allows you to direct the distribution of your property as you see fit. It avoids uncertainty after
your death and allows you to plan for the care of your family. A will is also the cornerstone of tax planning
and will undoubtedly assist in reducing the tax bite. Finally, a simple will serves as the blueprint for your succession plan. Even if the plan itself is not complete, your wishes are now documented.
Step Four: Get Some Help
For reasons which are not entirely clear, succession planning turns even the most collaborative business owner
into a lone wolf. Succession planning can be exceptionally complex but even if it is not, a second opinion is a
good idea. Discuss your plans with family or colleagues and ask for their input. If family is too deeply involved, seek outside assistance from financial planners, accountants, or attorneys.
Planning for your succession is neither simple nor quick but the stakes are simply too high to ignore it any
longer. Just do it.
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U.S. Senator Inhofe Introduces Natural Gas Vehicle Legislation
Pennsylvania Petroleum Association
August 27, 2018
Last month, U.S. Senator Jim Inhofe (R-OK) introduced S. 3226, the “Light-Duty Natural Gas Vehicle
Parity Act of 2018,” which aims to ensure federal agencies give the same regulatory treatment to natural gas
vehicles (NGVs) that is provided to electric vehicles (EVs).
Sen. Inhofe believes that although Congress granted regulatory incentives for dual-fuel NVGs, EPA
regulations have made it extremely difficult to receive the benefits.
Sen. Inhofe’s legislation would also remove eligibility-based design restrictions, such as those imposed
on dual-fuel NGVs.
In a statement, Sen. Inhofe said, “Natural gas vehicles have great potential for widespread adoption because of their use of reliable, low-cost, American-made energy. This bill addresses one of the biggest hurdles to
the production of more natural gas vehicles: regulation. By providing regulatory parity between natural gas and
electric vehicles, natural gas vehicles can have a level playing field in the marketplace.”
Additionally, Sen. Inhofe sent a letter to Acting EPA Administrator Andrew Wheeler urging him to provide regulatory relief as Congress considers his legislation.
A week after Sen. Inhofe introduced his legislation, Rep. Bill Johnson (R-OH) introduced companion
legislation, H.R. 6476.
In a statement, Rep. Johnson said that his legislation “will help encourage federal regulatory parity for
natural gas vehicles. Our federal policies must encourage an all of the above approach to our energy production
and consumption, and this bill helps achieve that goal by requiring federal agencies to provide the same regulatory treatment currently provided to electric vehicles.”
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PMAA Calls On EPA To Limit Ethanol Blending Mandates To 9.7% Of Gasoline Demand
Pennsylvania Petroleum Association
August 27, 2018
PMAA submitted written comments last week on the U.S. Environmental Protection Agency’s proposed calendar year 2019 volumetric blending mandates for cellulosic biofuels, advanced biofuel and total renewable fuels
required under the RFS.
Citing UST system compatibility concerns, PMAA urged the EPA to set the blending mandate for corn ethanol
at no more than 9.7 percent of projected gasoline demand as determined by the Energy Information Administration (EIA). PMAA said adopting arbitrary volumetric blending mandates chosen by Congress over 10 years ago
produces more ethanol blended gasoline than the marketplace demands, and which RIN credits can no longer
offset.
PMAA warned that if the EPA continues to set blending mandates in this arbitrary manner, the E10 blend wall
would be breached and E15 forced onto the marketplace, setting off a UST system compatibility crisis that
threatens to disrupt the petroleum distribution chain.
PMAA also said setting arbitrary blending volumes that surpass actual demand has created a market where too
many obligated blenders are chasing too few RINS credits. As a result, RIN values have risen which in turn has
caused market chaos at the pump. PMAA concluded that an ethanol blending mandate set at 9.7 percent of actual gasoline demand is the only feasible way to move forward given E15 equipment compatibility issues and
the current disruption of the RINS market.
PMAA said it had no concerns with the EPA’s blending standard for biodiesel since significantly more biodiesel is produced each year than is required under the RFS due to consumer demand.
EPA is proposing to increase total renewable fuel volume by 590 million gallons from 19.29 billion gallons in
2018 to 19.88 billion gallons for 2019. The renewable fuel volume for biomass-based diesel (biodiesel) was set
in a 2017 rulemaking at 2.1 billion gallons, the same as required in calendar year 2018.
Renewable fuel volumes for cellulosic biofuel will increase by 93 million gallons from 288 million gallons in
2018 to a proposed 381 million gallons in 2019.
Under the proposed rule, advanced biofuels will increase from 4.29 billion gallons in 2018 to 4.88 billion gallons in 2019, an increase of 590 million gallons. Conventional biofuels, including corn ethanol, will remain at
the 15 billion-gallon statutory maximum set by Congress under the RFS.
The rulemaking also proposes to set the 2020 renewable fuel volume for biomass-based diesel at 2.43 billion
gallons, up 330 million gallons when compared with the 2019 and 2018 2.1 billion gallons requirement. The
2019 obligated volume for bio-massed based biofuel (biodiesel) was previously set in a 2017 rulemaking.
Meanwhile, thirty-nine U.S. senators urged the EPA to boost quotas for biodiesel and advanced biofuels, arguing that proposed requirements underestimate potential production. The senators also urged Wheeler to redistribute waived quotas, effectively requiring larger refineries to use more biofuel to make up for smaller refineries’ exemptions.
The proposed rule does not force large refiners to make up for the lost 1.5 billion gallons of obligated blending
volume lost in 2018 due to blending waivers issued by the EPA to small refineries based on financial hardship.
PMAA believes carrying those gallons over to large refiner obligated blending volumes for 2019 would have
caused an unlevel playing field in the marketplace.
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CCAC WEST HILLS CENTER
1000 MCKEE ROAD
OAKDALE, PA 15071
412-241-2380

Emission Inspection
September 4,6,11,13
October 23,25,30, Nov. 1
December 11,13,18,20
State Inspection
October 8,10,15,17
November 27,29, Dec. 4,6

Quality GASOLINE and TRANSPORT Service Since 1972

Celebrating 25 Years of Dependable Service to Independent
Gasoline Retailers in Western PA
Great Reputation, Competitive Pricing
Branded/Unbranded Gasoline, E85, Bio Diesel, On Road/Off Road, Kerosene
Contact Ron Rotolo 724-333-5964
Email: ronr@reedoil.com
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How C-stores Can Rival the Amazon Customer Experience
Convenience Store News Daily
By Melissa Kress
August 15, 2018
NEWARK, N.J. — Convenience store operators are faced with the very real
threat that Amazon has become. In a case of you can run, but you can't hide, the
channel needs to step up its game before it falls victim to the threat, like other
retailers before.
"Between the launch of its convenience store concept Amazon Go, its
push for same-day delivery and its acquisition of Whole Foods Market last year,
Amazon has been generating enormous buzz about its growing domination of the
general retail and grocery channels," Convenience Store News Editorial Director
Don Longo said during a recent webcast entitled "The Amazon Effect:
How to Compete in the New World of Convenience," held in partnership with loyalty provider Paytronix.
Amazon's industry disruption, though, goes way beyond traditional
retail, according to Longo. "Many in the convenience store industry are also
looking at the tech giant and scrambling to find ways to overcome Amazon's
growing impact on 'convenience,'" he explained.
It is the convenience store industry's responsibility to take back convenience before Amazon overcomes it, Kim Otocki, marketing specialist at Paytronix, explained during the Aug. 9 webcast.
One only has to look at what Amazon's growth has done to other
retailers. Barnes & Noble and Borders Books were once the leading names in the
bookselling business. Enter Amazon and now, Borders no longer exists and Barnes & Noble continues to struggle.
"Today, 64 percent of all printed book sales online belong to Amazon.
They are masters of the book industry," Otocki pointed out, adding that 67 percent of all e-book sales also belong to Amazon.
"Amazon really can take over an entire industry and make sure it is
their industry and nobody else can break through," she said.
Amazon's latest concept, Amazon Go, takes aim at c-stores. "They are
coming after us and trying to take our share of the market away. We need to fight
back," Otocki urged.
So, what does Seattle-based Amazon do well?
They know everything about their customers. The core benefit Ama-

zon provides is convenience — served with targeted messaging driven by the
guest data it collects, according to the Paytronix executive.
The ecommerce giant also provides a one-stop, frictionless shopping
experience.
"They really have a big hold on this convenience factor, especially
that couch/sofa surfing and one-stop shop, and that's what they are hitting us
with. They are coming in and taking over, and showing us what convenience can
be when we take it to the next level," she said.
HOW TO FIGHT BACK
How does Amazon master customer experience, and what can the convenience
channel do to match it?
According to Otocki, there are three key areas to tackle:
1. Amazon Knows What Customers Want
"They know what you like and don't like; they know what you are probably
going to want based on your order history and what your friends and like-minded
people are purchasing," she said.
Looking at the next wave of consumers, the younger generation has
been served this highly targeted content since early on and are demanding it from
all brands.
To get to know its customers as well as Amazon does, c-stores
must develop loyal customers. Loyalty programs enable c-store retailers to collect information on their customers and "really slice and dice, and get to the core
of what is motivating our customers to come into the store," Otocki said.
However, they can't stop at just having a loyalty program. According
to the marketing specialist, they also need to:





Drive engagement through the loyalty program;
Get customer feedback; and

Use the data collected.
2. Amazon Knows When Customers Want It
Amazon's Prime Now offers a two-hour delivery window. "That is a convenience
they are providing to their customers and it's one of the things that is starting to
eat away at convenience stores," she said.

Con’t. on page 9

Consultants / Insurance Brokers

Join the growing number of PRARA members

who insure with Bulava & Associates.
Bulava & Associates values our professional affiliation with the Petroleum Retailers and Auto Repair
Association -- and the opportunity to provide business insurance protection to members like you.
If your business is already insured through our agency, we thank you and pledge to continue working
hard to earn your trust!
If you’re not currently insured with us, why not join the growing number of your PRARA associates
who place their confidence in Bulava & Associates to protect their hard-earned assets?
For more Information, contact us today
www.bulavainsurance.com (724)-836-7610 Fax (724)-836-7626
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Con’t. from page 8
C-stores can get to the point of knowing when their customers want something through: digital and mobile messaging; SMS and text messages; vocal
interactions with other devices like Amazon's Alexa or Google Home; and geofencing.
"Geofencing can be a real game changer for convenience," Otocki said. "It is a really effective strategy to be able to pull your customers in when they are
right by your store. That offers another level of convenience. They don't have to wait for that two-hour delivery window. They don't have to wait until they get home
to get their products."
In fact, Paytronix data shows geofence messaging provides a 30-percent lift in visits and spend.
3. Amazon Closes the Deal
Amazon Prime members convert 74 percent of the time.
"It's because they are very loyal to Amazon and they have a great customer experience based on how relevant the content is, and how tailored their entire
customer experience and buying journey is," said Otocki.
The proliferation of services, and devices to access those services, is pushing the evolution of convenience. For example, retailers are integrating their
social media platforms with mobile ordering. Domino's Pizza Inc., for one, allows customers to order via Twitter, while 7-Eleven Inc. interacts with customers
through Facebook Messaging.
"It is blurring the lines between traditional services and making sure you are providing convenience across all the platforms that we know our customers
are using," Otocki explained.
And it goes beyond that to Apple's Siri and Google Assistant. "Consumers are attracted to the ease of use and they don't have to download anything else," she added.
"They have it all within a click of their finger."
Convenience store retailers have been good at communicating with customers through smartphones, but they may need to shift part of their focus to other
devices like Google Home and smartwatches, according to Otocki.
Overall, she offered three tools convenience store retailers should have in their toolbox to not only join the shift in convenience, but also fight the Amazon
effect:



Implement online ordering or ordering ahead. "We have the ability, but need to think about what products and services you want to offer. Made-to-order
food or everything available in the store?" she posed.



Embrace mobile payments. "Convenience stores have been embracing mobile payments and it provides a quicker way for their customers to get in and get out,
provides frictionless shopping, and provides a way to collect data. It can be integrated with the loyalty program," she explained.



Home delivery. "We've seen a couple of players in the convenience store industry play around with home delivery, like 7-Eleven testing drone delivery," she
noted. "Home delivery is going to be a big thing for convenience stores to be able to compete with Amazon Prime Now and its two-hour delivery window. Convenience stores can do the same thing."
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PETROLEUM RETAILERS & AUTO REPAIR ASSOCIATION

81st Anniversary
General Membership Meeting
Tuesday, October 9, 2018
7:00 pm
Grand View Golf Club
1000 Club House Drive
North Braddock, PA 15104
RSVP required by October 3, 2018

Speaker:
Wayne Ratesic
APTER Industries
TOPIC: Forecourt Cleaning & Heavy Duty Degreasing
Buffet dinner is $30.00 per person, which can be made payable to PRARA

and mailed 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!!!
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PETROLEUM RETAILERS
AND AUTO REPAIR
ASSOCIATION, INC.

Brinton Executive Center
1051 Brinton Road Suite 304
Pittsburgh Pa 15221
Phone: (412) 241-2380
Fax: (412) 241-2815

Pennsylvania Approved class A & B Operator Training
Registration Form
Class Dates:

September 26, 2018

Time:

Registration 8:30 am
Class
9:00 am to 3:00 pm

Location:

PRARA office

Price:

$275 per person (see member discount)

Name________________________________________________________
Email address:_________________________________________________
Address:______________________________________________________
Phone Number_________________________________________________
Number Attending______________________________________________
Member Discount $50.
Early Registration Discount $25
(3) or more $50 each Discount
Price Includes Operator A & B Training Binder, CD, Certificate of Completion
Amount______@____________
Make Check or Money order payable to:

PRARA
1051 Brinton Road
Suite 304
Pittsburgh , PA 15221
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Three Ways Digital Driver’s Licenses Could Revolutionize Retail
cessible anytime through a simple app. Conversely, if
a customer’s phone battery dies, they can always revert back to their physical ID card or license. Options
create convenience and will all but eliminate those
awkward standoffs at checkout.
PREMIUM PRIVACY
Some people are (understandably) uncomfortable giving away too much of their personal information, whether that be their exact age, their address or
even their driver’s license status. With DDL-powered
transactions, the only information seen, scanned and
verified by the merchant is that which is pertinent to
the sale.
If you’re selling alcohol, for example, the only
digital notification presented to you is a photo to
make a visual comparison and confirmation of
whether the customer is over 21 years of age — no
superfluous details necessary.
Bottom line: DDL users will be more in control of their personal data and with whom they choose
to share it.

Convenience Store News Daily
By Tiffany Conway
August 1, 2018

If you think about it, we’re at a real inflection
point when it comes to technology used at checkout in
brick-and-mortar businesses — convenience stores or
otherwise.
Some merchants have opted for flashy, compact tablet systems at the point-of-sale, while others
have decided to stick with their trusty registers. EMV
card terminals have cropped up widely, and acceptable forms of payment have begun to include contactless and mobile options. Receipts can be delivered via
email, good ole’ fashioned paper, or not at all.
There are a few common factors at the heart of
these updates whenever they’re made. Chief among
them: delivering consumer convenience, enhanced
security and privacy for both parties.
Why, then, is there one part of the process that
has noticeably lacked a similar digital overhaul? I’m
referring to ID verification, whether for buying alcohol and tobacco products, renting a car, or picking up
a pharmacy prescription.
If the progress being made in Colorado, Idaho,
Maryland, Wyoming and Washington, D.C. is any
indication, that glaring omission could be about to
change. Digital driver’s licenses (or DDLs) are currently being piloted in those states and have been met
with a warm reception by all stakeholders involved:
state government agencies, retailers and owners of
age-restricted establishments (like bars and casinos),
law enforcement and citizens.
At its core, a DDL is a highly secure digital
credential that contains the information typically
found on a traditional driver’s license, making it accessible on a smartphone.
Knowing that DDLs are coming down the
pike, it’s worth taking a look at the main ways DDLs
will impact your customers’ in-store experience, once
they find their way into the mainstream.
COPIOUS CONVENIENCE
It’s a well-known fact that consumers now carry their
mobile phones pretty much everywhere they go. Their
wallets and purses, not as much. I’m sure you’ve encountered a situation where a customer needs to pull
out their ID for an age-restricted purchase, only to
realize they forgot it at home, leaving them high and
dry without proof of age or identity.
That has a significantly lower chance of happening when there’s a backup ID on their phone, ac-

Con’t. on page 13

12

PRARA NEWS

September 2018

Con’t. from page 12

PRICELESS TRUST
Consumers place a significant amount of trust in retailers, both in terms of upholding the law on age-restricted
sales and in verifying the identity of the person to whom they are selling. The problem is that the traditional
process of a store employee looking at an ID — which may be an unfamiliar or out-of-state credential — and
making a judgment call about its authenticity is inherently flawed.
Even for merchants that honor customers’ wishes to "SEE ID" as handwritten on the back of their
credit cards, few are expert enough to know for sure whether or not the presented ID is a forgery.
Through an encrypted process that incorporates unique verification codes and digital signatures, DDLs
are nearly impossible to alter or fake, and their authenticity can be confirmed with trusted verification technology rather than a merchant making a best-guess assessment on the spot. Having that added layer of security in
the verification process builds the trusted relationship between you and your customer, which is increasingly
vital in today’s world of fraud and data breaches.
Retailers who have tested DDLs point to a more streamlined, efficient checkout process, reduced human error, and increased reliability of information as major benefits of the technology.
The coming shift to digital IDs might require some simple education and getting used to for you and
your customers alike, but upgrading to a secure solution for ID verification will pay off, as DDLs stand to
vastly improve consumers’ in-store experience and peace of mind.
Editor's note: The opinions expressed in this column are the author’s and do not necessarily reflect the views
of Convenience Store News.

Bolger Brothers, Inc
1028 Burns Ave.
Altoona , PA 16601
Phone: 814-944-4059
Fax: 814-944-8766

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
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Withdrawal of direct final rule.
Approval and Promulgation of Air Quality Implementation Plans; Pennsylvania; Removal of Department of
Environmental Protection Gasoline Volatility Requirements for the Pittsburgh-Beaver Valley Area; Withdrawal of Direct Final Rule
A Rule by the Environmental Protection Agency on 08/06/2018
Environmental Protection Agency (EPA).
Due to receipt of adverse comment, the Environmental Protection Agency (EPA) is withdrawing the direct final rule published on June 15, 2018, to approve a revision to the Commonwealth of Pennsylvania state implementation plan (SIP) requesting removal of Pennsylvania requirements limiting summertime gasoline volatility
to 7.8 pounds per square inch (psi) Reid Vapor Pressure (RVP) to address nonattainment under the 1-hour
ozone national ambient air quality standard (NAAQS) in the Pittsburgh-Beaver Valley ozone nonattainment
area (hereafter Pittsburgh-Beaver Valley Area).
The direct final rule published at 83 FR 27901 on June 15, 2018, is withdrawn effective August 6, 2018.
FOR FURTHER INFORMATION CONTACT:
Brian Rehn, Office of Air Program Planning, Air Protection Division, U.S. Environmental Protection Agency,
Region 3, 1650 Arch Street, Philadelphia, PA 19103. Brian Rehn can be reached via telephone at (215) 8142176 or via electronic mail at rehn.brian@epa.gov.
SUPPLEMENTARY INFORMATION:
Please see the information provided in the direct final action published in the Federal Register on June 15,
2018 (83 FR 27901) and in the companion proposed rule which was also published on June 15, 2018 (83 FR
27910).
In those actions, EPA proposed to approve a May 2, 2018 SIP revision from Pennsylvania to remove Pennsylvania Department of Environmental Protection (PADEP) requirements for summertime low volatility gasoline
(as codified at 25 Pa. Code Chapter 126, Subchapter C) from the Pennsylvania SIP. EPA's June 15, 2018 direct
final action served to approve the Commonwealth's supporting analysis, submitted to EPA on May 2, 2018,
which demonstrates that removal of the Pittsburgh-Beaver Valley Area low RVP gasoline program does not
interfere with the Commonwealth's ability to attain or maintain any NAAQS in the Pittsburgh-Beaver Valley
Area. Removal of PADEP volatility requirements would leave in place federal gasoline volatility requirements, as well as separate Allegheny County low-RVP requirements adopted by the Allegheny County Health
Department (ACHD) and approved by EPA as a separate part of the Pennsylvania SIP.
In the direct final rule published on June 15, 2018 (83 FR 27901), EPA stated that if we received adverse comments on our action the rule would be withdrawn and would not take effect. EPA subsequently received adverse comments. EPA will address the comments received on our proposed action to remove the PADEP low
RVP gasoline requirements from the Pennsylvania SIP in a subsequent final action based upon the proposed
action also published on June 15, 2018 (83 FR 27910). EPA will not institute a second comment period on this
action.
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Motor Fuel & Convenience Store Conference
September 21 at PNC Park, Pittsburgh
Conference Registration September 21,2018 8:00 am - 9:00 pm

Please join us for our Motor Fuel & Convenience Store Conference September 21st at PNC Park in Pittsburgh.
The event will feature business seminars and networking opportunities for petroleum marketers. A tentative
schedule of events can be found below.

Conference Registration: $150 Per Person
Includes breakfast, lunch, and access to educational seminars during the Conference. Please note any company who markets retail petroleum products is eligible to attend the Conference. Any vendor/supplier must
be a PPA member and current on their 2018 membership dues in order to attend the event.

Breakfast Buffet & Event Registration
Time: 8:00 am – 9:00 am
Registration: PNC Park, Room TBD

Business Seminars
Time: 9:00 am – 12:00 pm
Location: PNC Park, Room TBD

Lunch
Time: 12:00 pm – 1:00 pm
Location: PNC Park, Room TBD

Keynote Speaker: Ieva Grimm
Ieva Grimm, owner and president of SYNERGE is a “recovering convenience operator”. Her core focus is
convenience retail turnaround and innovation which comes from more than 15 years of hands-on experience
from board room, product and process development to store operations.
Ieva spends most of her time working side-by-side with convenience retail and foodservice operators around
the country to find innovative ways to grow the business, drive profitability and sales.
Time: 1:00 pm – 2:00 pm
Location: PNC Park, Room TBD

Time: 7:05 pm
Location: PNC Park

Pittsburgh Pirates Baseball Game

Baseball Tickets: $59 Per Person
Tickets are located in Row C – Row H in Section 227. Price include access to private indoor level with food/
beverage options and deluxe seating. Tickets will be sold on a first come first serve basis and will distributed
along with your conference registration on the morning of September 21.
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How C-stores Can Win Top Talent in Today's Competitive Job Market
 Companies need to be strategic about where they
are posting their job ads. Think about what your ideal
employee looks like and where you would find them.
This could include social media, online community
message boards, a local newspaper or networking
groups.
 During the interview process, highlight benefits
such as performance-based pay, supportive leadership, control over their own schedule, learning opportunities and a team culture — all of which are top priorities for many employees today.
 Be selective in who actually gets hired. During the
interview process, present all the positive points, but
then try and scare the person away by telling them all
the downsides. See who is left.
 To retain top employees, talent management is
important. High performers are often looking to advance within a company. Providing the employee
with a path to improve their skills, which can lead to
more opportunities, lets them know the company is
invested in them.
"The workforce has changed greatly in the last
10 or so years and companies need to keep evolving,
too. Doing the same thing you did in the past is not
going to attract or retain top talent," said Henson.

Convenience Store News Daily
By Tammy Mastr5oberte
August 21, 2018

NATIONAL REPORT — Finding and retaining top
talent has always been a challenge for the convenience store industry, but with the U.S. unemployment
rate the lowest it’s been in 17 years, the competition
today is greater than ever.
In this market, it’s more important to stand out
amongst competitors, and there are some key factors
for convenience store retailers to consider, including
career development, growth, wages, benefits, flexible
schedules and the overall working environment.
Today’s employees at all levels are looking for
growth and development. Having a strong and dedicated program to accomplish this can help a company
stand out to potential employees, Sam Neff, manager
of the Human Resources Center of Expertise at TriNet, a consulting company based in Dublin, Calif.,
told Convenience Store News.
Today’s workers are also looking for a mission or purpose they can get behind. This should be
used as a way to draw in the right candidates — from
the job post to the interview process to starting the
job.
Neff also recommends setting clear goals from
the first day and making sure they align with the organization’s strategic objectives.
A company should connect the dots for employees so they see how their daily tasks connect to
the strategic goals of the organization and how they
are helping contribute to the overall mission.
"Competitive benefits and wages are always
important, but we also find most employees want to
feel like they are part of something. We create a
strong team environment and show we care about our
employees and their families," said Maureen Henson,
director of human resources at Jacksonville, Fla.based Gate Petroleum, which operates approximately
100 Gate-branded convenience stores, while providing fuel for an additional 200 operators.
Other tips for winning top talent are:
 When it comes to wages, it may be difficult to
break out of the basic wage structure, but c-stores can
offer performance-based compensation with clear
benchmarks and rewards for going the extra mile.
 A job post should paint an accurate picture of the
organization. It’s a place for a company to start telling
their story.
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IRS, Treasury Issue Proposed Regulations On Pass-Through Deductions
Pennsylvania Petroleum Association
August 13, 2018

On Wednesday, the IRS and the Department of Treasury released their eagerly awaitedproposed regulations implementing the 20 percent deduction on “qualified business income” that pass-through businesses, including sole proprietorships, partnerships, trusts, and S corporations, can take under the 2017 tax reform law, known as the “Tax
Cuts and Jobs Act.”
The majority of small businesses are organized as pass-throughs meaning that profits are passed on to the
owner and reported on his/her individual tax return. The Section 199A deduction, commonly referred to as the passthrough deduction, will be available for tax years beginning after December 31, 2017.
The proposed regulations are intended to ensure that business owners receive the full pass-through deduction
on business income up to a $315,000 threshold for married couples and $157,500 for single filers. However, the deduction is more limited for higher income businesses.
Importantly for marketers, under the proposed regulations, companies will now be allowed to aggregate passthrough income from multiple sources as single business income. In addition to the proposed regulations, the IRS
also released frequently asked questions about the deduction.
Last year, the White House invited PMAA to an energy tax reform discussion. PMAA argued for a lower,
more competitive pass-through tax rate for businesses. Additionally, PMAA sent a letter to U.S. Senate Finance
Committee Chairman Orrin Hatch (R-UT) and other committee members expressing support for a lower passthrough rate.
In the letter, PMAA states, “Reducing taxes on pass-through businesses would make them more competitive,
and ensure that all businesses, large and small alike, compete on a level playing field going forward.”
PMAA sits on the Small Business Leadership Council’s (SBLC) Board of Directors and provides input on
tax related issues facing petroleum marketers such as the pass-through deduction.
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MEMBER TO MEMBER SERVICES
ACCOUNTANTS

J.E. Robinson
Murrysville, PA
412-423-1093
ATM

ATM Cash World
Tom Ranallo
Pittsburgh
800-937-3169
ATTORNEY

Andrew Klaber
Chartwell Law Offices
Sewickley, PA
412-741-0600
CLEANING CHEMICALS

Apter Industries
Rick Gobel-McKeesport, PA
412-672-9628
COMPUTERS

Computer Solutions
Dick Norchi-Allison Park, PA
412-369-8896
CONSULTING

ENVIRONMENTAL TANKS &
UPGRADES

ENVIRONMENTAL TANKS &
UPGRADES

Flynn Environmental, Inc.
Michael Flynn-Pittsburgh, PA
800-690-9409

BJAAM Environmental, Inc.
Beaver, PA
724-544-7486

Groundwater & Environment Svc. Inc.
Jon Agnew
Cranberry Township, PA
800-267-2549 ext. 3636

S.I.S.
J.R. Bachor-Tarentum, PA
724-224-1220

Letterle & Associates, LLC
Lou Letterle-Allison Park, PA
412-486-0600

Environmental Compliance Svc, Inc.
Brian Pine-Export, PA
888-483-7310
INSURANCE

Shockey Excavating
George Shockey
724-282-3669

Bulava & Associates
Joe Bulava-Greensbug, PA
724-836-7610

George I. Reitz & Sons
Sandy Crawford
East Pittsburgh, PA
412-824-9976

Pinnacle Group LLC
Kirk Haldeman- Pittsburgh, PA
412-816-1000

McRo Construction Inc.
Donald Rothey Jr.
Elizabeth, PA
412-384-6051

Creek Run LLC
Dean Johnson-Canonsburg, PA
412-419-2981
Enviric, Inc.
Victor Unger-Bairdford, PA
724-265-5100
S.I.S.
J.R. Bachor-Tarentum, PA
724-224-1220

We have noticed some of the calls to the PRARA office from
landlines are not making
it to the office. The caller
is being told the phone
number is no longer in
service or being routed to
somewhere else and then
being disconnected. If
this happens, please use a
cell phone to call the
office. The problem isn’t
our line but some of the other landlines trying to reach the
PRARA office. This problem only happened a few times. Sorry
for any inconvenience this may cause.
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MEMBER TO MEMBER SERVICES
PARTS/PETROLEUM EGUIP

George I. Reitz & Sons, Inc.
Sandy Crawford
East Pittsburgh, PA
412-824-9976
Bolger Brothers
Reggie Barnett-Altoona, PA
724-602-7882
PARTS CLEANER

Kleen-line
412-466-6277
PETROLEUM

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

PETROLEUM

Kehm Oil Company
George Kehm-Oakdale, PA
412-921-5200
Oil Service, Inc.
Joe Schmidlin-Pittsburgh,PA
412-771-6950
Purvis Brothers Inc.
Mack Purvis-Mars, PA
724-625-1566
PPC Lubricants
Dave Ondik
412-719-0063

SITE INSPECTION &
TECHNICAL SERVICES

Enviric, Inc.
Victor Unger-Bairdford, PA
724-265-5100
George I. Reitz & Sons, Inc.
Sandy Crawford
East Pittsburgh, PA
412-824-9976
S.I.S.
J.R. Bachor-Tarentum, PA
724-224-1220
TAXES

R&W Oil Products
Richard Smith
McKeesport, PA
412-678-6121

Robinson Young & Associates
412-423-1093

Reed Oil Company
Ron Rotolo-New Castle, PA
800-922-5454

Penn Turf 814-696-7669
Dan’s 724-529-7621
Liberty 888-868-0097

REMODELING

Countywide Petroleum
Kevin Forsythe-Pittsburgh, PA
412-576-2601

McRo Construction Inc.
Donald Rothey Jr.
Elizabeth, PA
412-384-6051

Cross America Partners
Don Meade
412-780-5480

S.I.S.
J.R. Bachor-Tarentum, PA
724-279-3360

Glassmere Fuel Service
Dell Cromie-Tarantum, PA
724-265-4646

USED TIRE PICKUP

UNDERGROUND STORAGE TANK/
LINE TESTING

Enviric, Inc.
Victor Unger-Bairdford, PA
724-265-5100
George I. Reitz & Sons, Inc.
Sandy Crawford
East Pittsburgh, PA
412-824-9976

ATTENTION
PRARA Members
The board minutes will be made available upon the members request.
The board minutes will no longer be published in the monthly newsletter.
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Calendar of Events
Labor Day

September 3

Grandparent ’ s Day

September 9

Upcoming Events
General Membership Mtg

Patriot Day

September 11

U.S. Air Force Bday

September 18

Fall Begins

September 22

A&B Training

September 26

Business Hours:
Monday
8:30-3:30
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
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