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From the President, Chet Simpson

It has been a few short months since I have last written to you, but many things have changed in this short time. Phrases such as
“economic stimulus” and “bailout” have become a part of everyday conversations.  With all of this talk of recession, where do we as 
members of the Louisiana Independent Tire Dealers Association stand?  Contrary to popular belief, we are in great shape to prosper. 

According to Lang Marketing Resources, there is an estimated 3,100 auto dealerships that could close by the end of 2009.  Literally, 
their doors closing, opens the door for us to gain these customers and grow our business.  The loss of these dealerships could 
potentially mean 3 billion dollars worth of service work would be available to us, but it also means the former employees of these
dealerships will be looking for new employment opportunities. 

Speaking of opportunities, the LITDA annual meeting, convention and tradeshow  was March 19 through March 22, 2009 at the 
Beau Rivage in Biloxi, MS.  This was a great chance to meet with other LITDA members to exchange ideas and strategies that can 
make all of our business stronger.  The trade show was Saturday, March 21, 2009 at the Beau Rivage, venders offered the latest 
equipment and special pricing for all 
LITDA members.  If you have never 
been to a LITDA convention, please 
make this as a personal invitation to 
attend next year. 

While 2009 is still in its infancy, I 
feel it could grow to be one of the 
best years ever for the LITDA.  With 
smart planning and a willingness to 
attract new customers, I think we can 
survive these tough economic times.  
Please feel free to contact me, Chet 
Simpson, at (225) 344-9586 with any 
questions regarding the LITDA. 

 Respectfully, 

         
 Chet Simpson 
 Simpson’s Service Center 
 1334 Florida Blvd 
 Baton Rouge, LA  70802 

THE BAYOU STATE TIRE DEALER NEWS 

CTO 

Nokian Tire 

TCI 

Valvoline 

Colt Incorporated 
Grand Equipment Sales & Service 
Lawson Equipment Services, LLC 

O’Reilly Auto Parts 
Twin Tire & Auto Service 

Thank you to our 2009 Sponsors! 

Miscellaneous

Bronze Level $500 

Silver Level -$1000 

Platinum Level -  $5,000  

Gold Level -  $2,500  

Save The Date!!!! 

2010 LITDA

Convention

&

Tradeshow

March 11-13, 2010 

Hall of Fame

Banquet 

March 13, 2010 

Beau Rivage 

Biloxi, MS 
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LITDA 2009 SCHOLARSHIP RECIPIENTS 
We wish you the best of luck with your college career! 

Rachel Alexander 
Prairieville, Louisiana 
St. Joseph’s Academy 

Plans to attend  
Washington and Lee  

University

Alex M. Lambert 
Baton Rouge, Louisiana 

Baton Rouge High 

Plans to attend  
Louisiana State University 

Elise A. Prete 
Mandeville, Louisiana 

St. Scholastica Academy 

Plans to attend  
Fruman University 

Claire Marie Perret 
Lafayette, Louisiana 
St. Thomas Moore  

Catholic High School 

Plans to attend  
Louisiana State University 



LITDA Industry Briefs
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WASHINGTON, D.C., June 8, 2009 - Tens of millions of U.S. motorists continue to ignore a simple step that can save money, 
save gas and save lives: checking tire pressure. 

A project sponsored by the Rubber Manufacturers Association (RMA) found that about half of surveyed passenger vehicles had 
at least one under inflated tire. More alarming is that nearly one in five vehicles had at least one significantly under inflated tire 
that can compromise safety and waste gas. 

RMA is spearheading its eighth annual National Tire Safety Week June 7-13 to help educate motorists about the importance of 
proper tire care. To drive home the point of Americans’ lack of tire smarts, RMA worked with several tire retailers to collect ac-
tual tire pressure measurements from more than 5,400 vehicles. 

“Few actions that are so simple and quick to do have such striking benefits,” said Charles A. Cannon, RMA president and CEO. 
“Taking five minutes every month to check tire pressure will put money in consumers’ pockets, reduce national fuel consump-
tion, help tires last longer and save lives.” 

Properly inflated tires can improve fuel efficiency by 3.3 percent and save $.06 a gallon at the pump, according to the U.S. De-
partment of Energy. Approximately 1.2 billion gallons of fuel are wasted each year by U.S. motorists driving on under inflated 
tires.

Under inflated tires also pose a safety risk. The National Highway Traffic Safety Administration (NHTSA) estimates that under 
inflated tires contribute to more than 600 fatalities and 33,000 injuries each year. 

Among the RMA tire pressure survey findings: 

• Only 9% of vehicles had four properly inflated tires. 
• 50% of vehicles had at least one under inflated tire. 
• 19% of vehicles had at least one tire under inflated by 8 pounds per square inch (psi.) 
• 26% of vehicles had at least one tire under inflated by 6 psi. 
• 38% of vehicles had at least one tire under inflated by 4 psi. 

Although all new vehicles are now equipped with tire pressure monitoring systems, these systems issue a low pressure warning 
only after tire pressure drops 25 percent below the vehicle manufacturer’s recommended pressure. In many cases, an 8 psi loss 
of pressure would not trigger a warning light and would cause a loss of fuel economy and could lead to a vehicle safety issue. 

In addition to the tire pressure survey, RMA commissioned a poll of registered drivers to gauge their knowledge of proper tire 
maintenance.  

(Continued on page 15) 

Millions of Drivers Wasting Gas, Risking Safety 
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LITDA Industry Briefs How Do You Mount and Balance Tires Safely? 

Never remove the hood on a wheel 
balancer. “The hood is there to retain the 
tire should it come loose and to keep 
things from flying off,” says Hunter’s 
Meyer.  

Volumes have been written about how 
following proper mounting and balancing 
procedures will ensure optimal tire and 
wheel performance. 

Ensuring operator safety during the 
mounting and balancing process is equally 
important — not just for your employees’ 
well-being but for the bottom line of your 
business, as well. 

 “As you move through the operational 
steps of mounting, there’s a ton of things 
(you can do) to maximize safety,” says 
Kevin Keefe, vice president of marketing 
for Hennessy Industries Inc. 

The key is awareness. Here are 10 tips 
and concepts to keep in mind while 
mounting and balancing passenger and 
light truck tire and wheel assemblies. 
Adhering to these principles will keep your 
techs safe and healthy — and keep your 
workers’ comp claims down. 

1. Inspect your machines. Inspect 
your mounting and balancing machines 
on a regular basis “and make sure you’re 
performing all the maintenance that’s 
required,” says Keefe. “You should be 
looking for any obvious air leaks and that 
all the operating parts are working 
correctly, from the bead loosening system 
to the tool arms.” The goal is to prevent 
surprises during operation. “We tell our 
customers to keep all the instructions with 
the unit. Make sure all the decals, labels 
and notices are clean and visible to the 
operator, especially around potential 
pinch points.” Operators should never 
attempt to over-ride a machine’s built-in 
safety features. 

2. Use protective equipment. Make 
sure operators wear safety glasses, 
durable clothing, steel-toed shoes and 
other safety gear. “Anything hanging or 
loose-fitting should be avoided. You don’t 

want to get caught up in the moving parts 
of the equipment.” Keefe recommends 
wearing mechanics’ gloves, “especially if 
you’re handling worn tires or wheels.” Ear 
protection is important, as well. Getting 
into the habit of using protective 
equipment “is a function of the shop 
owner’s policies.” 

3. Match tires to rims correctly.
“Make it part of your standard operating 
procedure on every tire you service to 
look at the size of the new tire before 
mounting it. Make sure it’s the proper size 
for the wheel.” Mismatching tires and 
wheels can lead to injury during inflation. 
“With enough oomph, you can get a 16-
inch tire on a 16.5-inch wheel and 
certainly a 16.5-inch tire will slide pretty 
easily onto a 16-inch rim.” Always verify 
tire and wheel sizing. “In a lot of shops, 
the tire tech is not the guy who’s pulling 
the tire from inventory.” 

4. Examine the wheel closely.
“Inspect it for cracks, rust or any other 
damage from curbing or a pothole, which 
can deform the rim.” Because seating can 
become difficult when working with a 
structurally compromised rim, operators 
may be tempted to use more air than is 
recommended, which can result in injury, 
according to Keefe. (He says most 
manufacturers recommend 40 psi). 

5. Body positioning. When mounting, 
techs should keep their fingers away from 
the bead seat area to avoid injury. “The 
finger can be caught between the bead 
and the rim.” Furthermore, operators 
should avoid positioning any part of their 
bodies over the tire and rim assembly 
during the inflation process. Keefe says 
Hennessy offers a device called an 
Inflation Guard that’s an option on all of 
its rim clamp machines. “It’s almost like a 
little fence that the operator stands 
behind.”

6. Don’t loosen beads before the tire 
has been fully deflated. “This causes a 
lot of movement against the bumper and 
excessive wear on the machine. You can 
have a blast of air that the tech isn’t 

expecting and that can certainly cause the 
wheel to jump.” Don’t smoke while 
loosening beads either. Tires can contain 
flammable substances. “You don’t know 
what will come out of that tire,” says 
Keefe.

7. Don’t force the issue when 
mounting. “If you can’t seat a bead, 
something’s wrong. Deflate the tire 
completely, inspect the tire and the 
wheel, and re-lubricate both beads. If you 
take it apart and don’t find any problems 
and still can’t get it to seat, you need to 
think about contacting the 
manufacturers.” 

8. Never remove the hood on a 
wheel balancer. “The hood is there to 
retain the tire should it come loose and 
keep things from flying off as the 
assembly is spinning,” says Greg Meyer, 
product manager for balancers, Hunter 
Engineering Co. Also make sure the 
assembly doesn’t fly off the shaft. “We 
have a wing nut that tightens the 
assembly on the balancer shaft,” Meyer 
explains. “We also have an auto-clamp 
option.” 

9. Use the right weights and apply 
them correctly. It may seem like a 
minor point, but an inattentive operator 
can run the risk of injuring himself by 
pounding on incorrectly sized wheel 
weights. Make sure you use the 
appropriate weights, says Meyer. 

10. Slow down. Don’t let your machine 
operators skip steps in an effort to speed 
up the mounting and balancing process. 
No matter how busy your shop is, make 
sure they take the time to do the job 
correctly. “ 

When you look at the benefits of cutting 
corners to go faster, the saving are very 
minimal,” says Meyer. 

“These machines are designed to run 
properly — whatever second or two you 
gain, it just isn’t worth it.” 

(Continued on page 8) 

By Mike Manges, Modern Tire Dealer  



“Your One Stop Supplier!” We Carry Everything from Wheel Weights to Large OTR! 
                                                                Call us for all your tire needs today!       

                

                   

                    

We proudly support the Louisiana Independent Tire Dealer Association 

             
phone: 800-824-8225            fax: 888-242-0637  

How to protect your investment in equipment 
For best results in both safety and performance, mounting and 
balancing machines — especially state-of-the-art models — must 
be kept in good working condition. Here are some mounting 
machine maintenance tips from Hennessy’s Keefe: 

“All the tool arms — and anywhere there’s metal-to-metal joints or 
movement — should be cleaned with a vaporizing solvent and then 
lubricated with chassis grease. The table top, the clamps and all of 
your work surfaces should be wiped off with a vaporizing solvent 
once a month. 

“You should inspect the clamps, looking for any worn or damaged 
grips. 

“Check the tire pressure gauge function daily and check its 
accuracy monthly. The gauges in our machines are adjustable. We 
recommend checking the function of the pressure limiter on a 
weekly basis. You also want to check your oil level weekly. 

“And on a daily basis, before you get going, inspect and make sure 
all of your systems are operating normally.” 

There’s less to check for on balancers thanks to fewer moving parts, according to Keefe. 

“Keep the display clean and clear. Wipe the display down with a damp cloth. You want to keep your adaptors and cones clean.” 

In a high volume shop, a good mounting machine, if maintained properly, can last up to five years, while a balancer can last up to seven 
years, says Keefe. “What we normally see is more like seven years for a changer and 10 years for a balancer. 
“Maintenance is inextricably tied to safety. It’s almost a precursor to safety. If you don’t maintain your equipment, any safety initiative 
you undertake will most likely be for naught.”    

(Continued from page 7) 

LITDA Industry Briefs

(Aftermarketnews.com) Last week, President Obama signed into 
law the "Cash for Clunkers" program, now known as the Car 
Allowance Rebate System (CARS), which is expected to begin 
later this month.  

While the CARS Act makes transactions on and after July 1, 2009 
potentially eligible for credits under the CARS program, interested 
dealers and consumers may want to wait until all of the detailed 
issues that must be addressed in the implementing regulations 
are resolved and the final rule is issued, according to the National 
Highway Traffic Safety Administration (NHTSA), administrator of 
the program. Issuance will occur around July 23, 2009. 

The government has established the CARS.gov Web site to help 
keep consumers informed on the project. The site features basic 
FAQs as well as information about what NHSTA is doing to 
prevent fraud. 
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“Cash For Clunkers” Begins July 23, 2009



The Louisiana Independent Tire Dealers Association’s2009 Tradeshow kicked off on Saturday, March 21, 2009 
We would like to thank all of our Exhibitors; ASA Tire Systems, Autozone, Bumper to Bumber Auto Parts, CARQUEST, Colt Inc., Equipment Service & Installation, Federal-Mogul, Grand Equipment Sales and Service, Hunter Engineering, Michelin, Mitchell 1, Napa Auto Parts, O’Reilly Auto Parts, Pro-Cut, St. Martin Oil and Gas, TCI, Tech Inc., Tire Power Software - TCS and United Fuels and Lubricants.  
LITDA is thankful for all the support of our Sponsors; Bridgestone/Firestone, Bumper to Bumper Auto Parts, Chabill's Tire, Colt Inc., CTO, Delta World Tire Co., Grand Equipment Sales & Service, Lawson Equipment Service, LLC, Michelin Americas Small Tires, Troy Matherne, Moore & Patron Tire Co., Moore's Retread & Tire, Napa Auto Parts, Nokian Tire, O'Reilly Auto Parts, Robinson Tire Co., Service Tire & Auto Inc., Simpson's Service Center, TCI Tire Centers LLC, The Valvoline Company, Twin City Auto Equipment & Supply, Twin Tire & Auto Service and Wild's Car Care & Tire.
MARK YOUR CALENDARS!!! THE LITDA CONVENTION & TRADESHOW WILL BE MARCH 11-13, 2010.  

LITDA 2009 Tradeshow & Hall of Fame
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LITDA 2009 HALL OF FAME RECIPIENTS 
Ken Conner started in the tire industry on August 1st, 1970 at the age of 18.  He worked as a tire 

tech, auto mechanic, salesperson, and by 1974 he had moved up to service manager and was honored as the 

top sales performer in the 12 store district for 1972-73 year. 

 He began managing his first store in 1974 in Lafayette, LA., and ultimately moved to Lake 

Charles, La in 1975 to manage the Uniroyal store from 1975-80.  In 1976 he and his store were honored as 

the recipients of the Uniroyal’s President’s Cup, which is presented to the top profit performer in the 12 

store district of Louisiana and Mississippi. 

 In 1981 he joined Manuel Tire and became the service trainer. There, he opened 4 retail centers and 1 truck tire center.  Then, on 

Oct. 13 1987 with the help of his wife Mary Beth, they opened Ken Conner’s Service Tire and Auto in Lake Charles, La.  It began as a 3 bay 

service station and eventually expanded in 1990 to a 12 bay full service center, including tire sales and service, alignments, and mechanic 

service.  In 1992, he was honored with the Carquest Excellence Award as one of the top ten Carquest auto service centers in the nation and in 

2000 he achieved ASE Blue Seal Recognition, one of only 3 stores in the state of Louisiana to receive this honor.  For the last 9 years 

running, he has been voted by the readers of local area magazines The Lagniappe and The Times as the best in customer service, tire sales and 

the best automotive service centers in Lake Charles.  In 2001, he opened his second store in Moss Bluff, La and in 2008 opened his third 

store, Service Tire and Auto in Sulphur, LA.   

 He has been a devoted member of LITDA since 1987 when membership was only 18 members.  It eventually grew to 224 members 

across the state.  Over the years, he has served as board member, scholarship chairman, scrap tire rules committee and served as convention 

chairman twice.  He has also served as Vice President in from 1992-94 and served as President the following year in 1994-95 and still remains 

an active member of the board to this day. 

Charley Gowland started Chabill’s in 

1968. By 2005 he had thirteen 

locations and a hundred employees. 

He has been in the tire business for 

over forty years. He has been a 

member of LITDA for ten years and 

has served as Vice President and President. He currently serves on the 

LITDA Board as a Director. Charley has attended numerous National 

meetings and has served on multiple advisory boards during his tenure. 

  Charley is a member of the Morgan City Rotary Club and has 

served as President. He is active and a member of the St. Mary Chamber 

of Commerce and has served as a Board Member. He is an Annual 

Sponsor for the Morgan City Youth Baseball Organizatiion, as well as an 

Annual Contributor for the Shrimp and Petroleum Festival Art Show. He 

contributes annually to the local Catholic Schools.  He serves as a lecture 

at Sacred Heart Catholic Church.   

LITDA WOULD LIKE  TO  

CONGRATULATE YOU BOTH!
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ADVERTISE TODAY! 
If you would like to reach Louisiana’s Independent Tire Dealers and Wholesalers, place your ad today!  

Contact Jill Guillory for additional information and prices. 
Phone: (800) 877-9806 or (225) 767-7640

E-mail: jill@tatmangroup.com Website: www.litda.org

       Full Page       $300.00 each                   $275.00 each             10”x7.5” 

       1/2 Page      $200.00 each                  $175.00 each           4.5”x6.5” 

      1/4 Page                              $100.00 each                   $75.00 each                     5.0”x3.0” 

      1/8 Page                               $50.00 each                    $30.00 each         approx. 4 5/8”x 2 1/2” 

REGULAR RATES         1 AD            4 ADS          
         PER AD                         PER YEAR                   PER YEAR                 AD SIZE 

LITDA Advertising RatesLITDA Advertising Rates

Grand Equipment Sales and Service L.L.C. 
Your #1 equipment dealer in Louisiana  with two locations to better serve you! 

Pineville 
3913 Hwy 28 East  
(318) 443-8555 

Baton Rouge  
10735 Cherry Hill Ave 
(225) 292-9012 



Charlie Fewell
The automotive aftermarket is fishtailing. When a car starts 
spinning out of control you need to stand on the gas to get 
it back under control. We need to do the same thing with 
the automotive aftermarket. I have worked in the auto 
industry for over 30 years. My message to you is: it’s time 
to Revolt and Reinvent.

Some days do you feel like you just have a job and you are 
simply an employee in your own business? If you are the 
primary investor in your business; are you earning the 
return you want from your investment of time, energy and 
money? 

Have you ever said to yourself; “running a business 
shouldn’t be this difficult.”? 
If you find yourself thinking, “What do I need to know?” 
or “What do I need to change so that I can generate the 
results I've dreamed about?” then perhaps it is time for you 
to stage a revolt and reinvent your business model to 
succeed now and in the future. 

Are you wondering what this revolt and reinvention 
process includes? Here are the 5 things you must do to 
revolt and reinvent your business. 

Step #1: You must change your thinking. Begin with the 
current economic state and the future of the industry in 
mind. It’s time to stop the insane behaviors that are causing 
you to spend your cash reserves waiting on things to return 
to “normal.”  The first thing to do is let go of the past.  
Business will never return to normal:  now IS normal.  It’s 
time to create your Manifesto for change. 

Understand how vehicle technology changes affect 
your future 
Devise a strategy that allows quick adjustments to 
your business plan 

Step #2: Slow Down to Go Fast™ when communicating 
with customers. One important part of the selling process is 
the interview through which customer needs are revealed 
and understood by the sales and service professional. Many 
talented technicians mistakenly try to “sell the fix” rather 
than slowing the process down and understanding 
customer’s needs. It is not about how much you know; it is 
about how much you want to understand that matters.  

You must connect with customers like never 
before.
Communication is the key to trust and  rapport 
building.

Step #3: Develop a Selling Cadence. According to the Car 
Care Council, during 2007’s events, 8 of every 10 vehicles 
inspected had at least one component failure found, 24% of 
the vehicles inspected had dirty air filters and 12% had a 
Service Engine Soon light illuminated. Shop owners and 
service advisers need to become more consultative and help 
customers protect their investment.  Your cadence should 
include an inspection, a report of the findings, and then 
simply ask the customer if they wish to bring the vehicle 
back to normal operating conditions.  It is just a decision, 
one that the customer needs to make.  Insanity is making 
the decision for the customer.   

Set your blueprint for the future by defining your 
selling cadence. 
Managing all the steps of the Service Event and 
inspecting your way to success. 

Step #4: Stay Top of Mind through a well designed 

marketing plan. If you disappear for all practical purposes 
due to reducing or stopping your advertising and marketing, 
many consumers will determine that you have gone out of 
business. Prospects and customers don’t typically sit around 
at night and discuss all the potential vendors for automotive 
products and repair services—unless they are in need. The 
question is, if they are in need, are you on their list? 

Staying top of mind is the key to creating loyal 
customers who refer their friends. 
What are your current customer retention & new 
customer acquisition strategies? 

Face it; you have no control over the state of the economy or 
the potential loss of revenue and profits that may occur when 
times are tough. You do in fact have total control over your 
behaviors during any economic slowdown. Many companies 
pull back and reduce overall spending in an attempt to 
preserve the bottom line. Call me insane, but I am convinced 
that in tough times, your outreach program needs to kick into 
high gear. If people are going to exercise more frugal 
spending practices, then you surely need to be top of mind 
when they decide to purchase.  

Step #5: Develop a Cultivational™ leadership style. 
Cultivational™ leaders are proficient at setting clear 
expectations with their employees, using a collaborative 
approach with their employees when setting performance 
goals and objectives, and providing sufficient feedback that 
causes the employee to become more engaged while at work. 

Successful business owners become Cultivational™ 
leaders 
Amplifying the talents and abilities of their 
employees 
Treating their employees like assets instead of 
liabilities 

Leaders have the ability to influence the opinions, thoughts 
and actions of others. I am convinced that most business 
owners and leaders spend too much time managing and trying 
to control their employees. Leaders understand that once 
minds are changed, appropriate behaviors follow. If an 
employee has no desire to follow your lead, engage in your 
mission and vision and work with passion to help you achieve 
your most important goals and objectives, it is time to help 
them find another place to enjoy gainful employment. 

Many customers I work with know they are capable of better 
results and are paralyzed by thinking that causes them to 
operate in an obsolete model fearing they might “mess up”
their current results by making any changes. 

“Change is the law of life, and those who look only to the 
past or the present are certain to miss the future.” John F. 

Kennedy

Are you paralyzed, waiting on the Silver Bullet? Here is the 
reality – THERE ISN’T ONE. 

Revolt against obsolete business practices that aren’t working 
for you and have the courage to make an extensive or even 
drastic change in your business that will produce new results. 

Begin now to create your manifesto for change; your official 
declaration of intentions, motives or principles of action that 
will bring about success now and in the future. 

© 2009 Charlie Fewell

Charlie Fewell, 
Charlie Fewell & Associates 

Charlie Fewell helps business 

leaders improve vital business 

outcomes through keynote 

presentations, on-site training, 

or multi-day consulting 

engagements.

He works with people in 

the automotive industry to build 

strong relationships inside and 

outside the company, create a 

sustainable financial model,and 

develop the potential that resides 

within the workforce. 

He has spent more than 30 

high-octane years in the 

automotive environment, having 

worked with business-to-business 

sales professionals, franchisees, 

and customer service employees 

in the wholesale distribution 

environment.  

He authors the Fill ’er Up with 

Fewell newsletter and series of 

training guides, and is a frequent 

speaker for national trade 

associations and corporate 

organizations.

His vision is to help people in 

business improve their 

performance by fueling change 

to transform business results. 

Call Charlie Fewell 
662.895.1171 
www.CharlieFewell.com

Revolt and Reinvent
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Phone: (225) 923 1131 

18221 E. Petroleum Drive, 
Baton Rouge, LA 70809-6129 

Website: http://www.firstli.com 

While a strong majority of drivers rate checking 
tire pressure as one of the top actions they can 
take to save fuel, 82 percent do not know how to 
properly check tires.  

44 percent of drivers wrongly believe that 
the correct inflation pressure is printed on 
the tire sidewall. Another 14 percent do not 
know where to find the correct pressure 

20 percent of drivers wrongly believe that 
the best time to check their tire is when they 
are warm after being driven for at least a 
few miles 

Nearly 2 out of 3 drivers do not know how to 
tell if their tires are bad  

To properly check tire pressure, motorists should 
check once each month; check tires when cold – 
before the vehicle is driven and; use the vehicle 
manufacturer’s recommended pressure found on 
a label located on the driver’s door or door post 
or check the owner’s manual. 

“In an Earth Day address this year, President 
Obama repeated his fuel-saving campaign advice 
to Americans to check tire pressure,” Cannon 
said. “We couldn’t agree more and hope more 
Americans will take five minutes every month 
and be tire smart.”  

(Continued from page 6) 
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