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We were so pleased when we obtained a copy of the 
email, below, because he tells a lot about our Director 
Paul Arellano. 
 

“Good Morning Paul, 
I finished reading the March/April edi on of Tires 
& Treading. 
 

Believe it or not...I always look forward to reading your 
column.  You always bring up some good points. You 
could give some  ps to the “professsional journalists” in 
our area. 
 

Keep up the good work Paul! 
 

One of your loyal readers,  Randy 
 
Randy Sanks, Reliable Tire San Diego 
(619)232-0780     Randy@ReliableTireSanDiego.com  

 
• Team Jerseys 
• Catered Lunch 
• Trophys 

SPONSORED BY: 

PIRELLI 

See complete article about Paul on Page 8 

 

CTDA  ANNUAL  
SOCCER TOURNAMENT 

HE WILL BE THERE. 
WILL YOU? 

BOB LEE’S TIRES 
AND 

TURBO WHOLESALE TIRE 
WERE CO-WINNERS OF THE 

CTDA 2nd ANNUAL SOCCER TOURNAMENT 
 

WHO WILL WIN THIS YEAR? 

  SUNDAY JULY 13, 2014 



Myers Tire Supply is a registered trademark of Myers Tire Supply Distribution Inc.

Oakland
15003 Wicks Blvd. • San Leandro, CA  94577

 510-632-3404 • 800-292-4687 (CA) • Fax: 510-632-8679

Los Angeles
107 Exchange Place • Pomona, CA  91768

 626-968-0671 • 909-595-6797 • Fax: 909-595-7453

The Green Machine combines high output, up to 12 cfm, and 
complete automation. Attach the quick connect tire service hoses 
select the final inflation pressure, turn the fill valve to “Fill”, press 
the start button and walk away. The Green Machine equalizes and 
balances the pressure to within .3 psi and emits an audible signal 
the service is complete. 
Limited 5 year warranty. 

59540: NCS 8 Unit Specs.: power req. 100 - 120 v, oper. temp. 
-4° F to 158° F; air input range 100 to 200 psi; N2 purity 95 
99+% (adjustable); N2 output 12 cfm @ 160 psi / 80°; oper. 
range 5 - 160 psi; accuracy +/- 0.5 psi.
59539: NCS 6 Unit Specs.: power req. 100 - 120 v, oper. temp. 
-4° F to 158° F; air input range 125 to 150 psi; N2 purity 95 
99+% (adjustable); N2 output 4 cfm @ 116 psi / 80°; oper. range 
5 - 90 psi; accuracy +/- 0.5 psi.

BESSER  Green Machine
•  Compact size & portability 

provides a single nitrogen 
solution for almost any application

59545

Auto club membership includes:
 - Tire repair or replacement coverage

 - 24-Hour roadside assistance

 - 24-Hour battery service

 - Theft & Hit & Run Protection

 - Trip Routing Service

 - 24-Hour towing 

 - 24-Hour Emergency Fluid Delivery

 - Lost Key & Lockout Service

 - Travel Benefits

 - Trip Interruption Service 

• Keep in touch with your customers & increase sales

• Valve Cap program includes Auto club membership

• Sign up customers using your existing nitrogen equipment

• Monthly personalized emails & text messages to your customers

Order 
No.

Mfr. 
No. Description

 59540 NCS 8 Green Machine
 59539 NCS 6 Green Machine

Go Green Tire Inflation Maintenance 
& Customer Retention Program



California Tire Dealers Association 
(A non profit trade association)  
Executive Director: Ejnar Fink‐Jensen 
780 Sea Spray Lane, Suite 309 
Foster City, CA 94404‐2423 
Phone: (650) 357‐0600 
Fax:     (650) 357 0601 
E‐mail: Ejnar@CaTireDealers.com 
Web Site: www.CaTireDealers.com 
 

Association Officers: 
 

George Pehanick                  (707) 437 4700 
East Bay Tire Co.  
PRESIDENT 
 

Chris Barry                             (310) 251 9527 
ITDG 
VICE PRESIDENT 
 

Don Zavattero  
Tech Supply                           (510) 783 7085 
SECRETARY/TREASURER 
 
Directors  
 

Doug Andersen                     (510) 534 0575 
George Oren Tire Specialist 
 

Paul Arellano                         (562) 802 2752 
Lakin Tire 
 

Dave Coffman                       (209) 522 9081 
Larry’s Tire Mart 
 

Carol Dellabalma                  (707)  822 5191 
T.P. Tire Service 
 

Billy Eordekian                      (562) 692 0109  
1‐800EveryRim.com 
  

Joe Findeis                             (310) 357 7293 
Wheel Consultants, Inc. 
 

Bill Fuqua                               (626) 856 1400 
Turbo Wholesale Tire 
 

Jay Goldberg                         (310) 614 1976 
Jewel Tire 
 

Hub Gurnari               (408) 971 3900 
South Valley Wholesale 
 

Joe Hanlon               (510) 247 0971 
Mission Tire Service 
 

Richard Howard               (510) 580 1441 
Bruce’s Tire 
 
 

Robert Huebert                    (559) 638 3535 
Lee’s Service 
 

Ed King                                   (520) 219 3643 
Honorary Member 
 
 

John Sanford                         (650) 355 1154 
Sanford Firestone 
 

Bill Short                 (909) 986 2793 
Leininger & Short 
 
 

Scott Shubin                          (559) 498 7705 
Goodguys 
 

John A Solon                         (925) 241 5579 
Myers Tire Supply 
 

EXECUTIVE DIRECTOR’S CORNER 
EJNAR FINK‐JENSEN 

 
 

You will see the ad on page 17  about the 3rd Annual CTDA Soccer 

Tournament.  CTDA wants to thank Billy Eordekian, Chris Barry and Bill 

Fuqua for the many hours of effort in making the Soccer Tournament a 

success.  They had others helping them, but they were the main force 

over the past three years.  If you are in the area, make sure to stop by 

and enjoy this event. 

 

Graduation is here and it is a perfect time to remind you to watch for 

the information mailing from CTDA 501 (c)(3).  This is the separate 

nonprofit corporation setup exclusively to provide Scholarship Fund 

Grants to eligible people with CTDA Member Firms. 

 

Page 5 has an interesting introduction to a new entity for one of our 

long time Member Firms.  You could say, quite a change. 

 
June 5, 2014 will be the next Conference Call Board Meeting for your 
Board.  If you have an important item you would like to present to the 
Board, contact the Board Member in your area.  The complete list of 
Board Members is to the left of this section. 
 
SEMA.  Yes, it is that time of year again.  This year’s SEMA Show will be 
in Las Vegas on  November 4   through November 7, 2014. Major             
Brands and other vendors fill the hall with special decorated booths and 
products.  Many tire dealers find this the perfect opportunity to obtain 
information on new products and get good prices on some of that 
equipment. 
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George Pehanick           The President’s Message    
 

Hello Ladies and Gentlemen, 

 Finally resurfacing. Sorry it took me so long.  

  

Just returned to the States a er three weeks on the road seeing customers, 
suppliers and friends in Singapore, Perth, Melbourne, Sydney, Brisbane and 
Auckland. The  re business down under is much different from what we 
experience here. There seems to be a much more ra onal (read profitable) 

approach to the business there. One very large wholesaler there told me they don’t even consider selling 
for less than 25% gross profit margins! That is of course unheard of (and impossible)  here. In fact one of 
my good friends who works for the largest wholesaler in North America told me confiden ally that they 
work on 5-6% gross profit. No surprise they lose money virtually every year. I o en wonder, how do they 
stay in business. We all could sell a lot more  res and wheels if we were willing lose money doing so.  

 There seems to be more government regula on and accountability down under as well. We all see the 
fly by night  re shops that open and close around us here in California. That doesn’t happen in Singapore, 
Australia and New Zealand. Everyone in the business is properly licensed and regulated by the local gov-
ernment. Those of you that read my column regularly know I’m not much for more government regula-
 on but in this case, it seems to make sense. 

 In Australia and New Zealand I was told and it seemed all the Bridgestone Commercial outlets were com-
pany owned. Everything I see and hear indicates they are slowly but surely headed in that direc on here. 
Bridgestone dealers in the USA should take no ce. Another key element to the commercial business 
there is the near absence of ‘Na onal Accounts’. If you sell truck  res in any significant volume here in 
the states, you know it’s all about Na onal Account business. If you take the big four Michelin, Bridge-
stone, Goodyear and Con nental, I es mate 80-90% of the replacement units they sell are delivered to 
their Na onal Accounts and or through their programs. To some extent, we dealers are at best, inden-
tured servants. They may let us in the house by invi ng us to a nice Dealer Mee ng at some exo c local 
and reward us with free food and drinks for a week. But at the end of the day, we do their bidding. And if 
we don’t, it’s their way or the highway.  

 Australia’s economy is very dependent on the mining business, coal, gold, copper, iron ore, uranium etc. 
At the moment, mining is slow, therefore their economy is as well. It’s been a bit of boom and bust these 
past 10-12 years. While on my trip I met with a number of heavy hi ers in the mining business. Those in 
the know, seem confident it will turn around in 2015. New Zealand conversely is heavily dependent upon 
agriculture. Therefore less glamorous and less vola le. New Zealand’s economy is really pre y steady. 
They also have a wonderful wine business in New Zealand. Both countries are wonderful places to visit 
but a long way away.  

 Hope your business is good.                                            Kind Regards George Pehanick, CEO East Bay Tire Co.  
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EAST BAY TIRE CO. OPENS OLIVER RETREADING PLANT IN HAWAII 

 
Commercial and wholesale  re dealer, East Bay Tire Co, is expanding into retreading following its April 1, acquisi on 
of Oahu , Hawaii based retreader, Rainbow Tire. Coinciding with the buyout, Rainbow Tire celebrated its 
30th anniversary in April, according to former co-owner Alan Ba y who joined Rainbow Tire founders Mike 
Aoki and Rodney Furoyama as the firm’s third party in 2003. 
 
East Bay Tire Co. has renamed the venture EBT ECO and will employ Michelin North America Inc”s Oliver 
Rubber retreading system at the the 7,500 sq.  . plant.  John Hulsey, wholesale general manager for East 
Bay Tire Co. puts the plant’s annual produc on at about 10,000 units.  He added that the Fairfield based 
dealership is hoping to double that output over the next few years. 
 
“We will, at some point, look at addi onal capacity and expanding the retread shop.” Mr. Hulsey said.  He 
explained that East Bay Tire Co.’s decision to open a retread plant stems from its 2013 acquisi on of Ha-
waii’s R&G Tire Center, Inc., which operated a retread shop that was not included in the buyout deal.  With 
the acquisi on, R&G shut down its retreading business. 
 
“Really, when we took over R&G Tire, they previously were a Bandag Retreader and we knew at some point 
we would have to open up a retread shop to support what they were previously doing with Bandag.” Mr. 
Hulsey told Tire Business. “With that, along with the pressure from our exis ng customers in Oahu to get 
into retreading, it just made sense.  We felt we had enough customers behind us to maximize the produc-
 on at a retread plant.” So far the company has brought in a new buffer and is installing a monorail and 
new enveloper, according to Mr. Hulsey.  And, in another year, East Bay Tire Co. will be looking to add an-
other chamber. 
 
In addi on to Rainbow Tire, Mr. Ba y has owned and operated Honolulu based commercial and retail  re 
business American Tire Co. since 1992.  He said he plans to con nue to focus on that business.  “We need 
to concentrate on what we do best, and we do commercial and fleet repair work the best.” He said. “And, 
we make the best margins at it compared to recapping  res.”  Mr. Ba y said Mr. Aoki has re red  and Mr. 
Furoyama will con nue to work under East Bay Tire Co. as the manager for EBT ECO. 
 
In addi on to being East Bay Tire Co.’s first foray into retreading, the partnership also marks Oliver Rubber’s 
return to Hawaii a er a long absence, at least 20 years, said Mr. Steve Phillips, director of sales for Oliver.  
“From our standpoint, East Bay Tire Co. is a very important commercial partner for our organiza on, and we  
are very pleased to have them represen ng the Oliver brand in Hawaii,” Mr. Phillips told Tire Business. 
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We are a proud supporter of the
California Tire
Dealers Association

OUR BRAND IS
A PROMISE

When you are looking for quality wheel balance solutions, look no 
further than Perfect Equipment. Our brand has stood for quality and 
value for the past 75 years and we aim to continue that success.

Make the perfect choice.  Choose Perfect Equipment.
Learn more at www.perfectequipment.com

Perfect Equipment is a brand of
© contents copyright. All rights reserved.



 

 

Paul was born and raised in Southern California and currently resides in Whi er, California 

 His sales career began at the age of 12, when he delivered and sold subscrip ons to The Los Angeles Herald 
Examiner.  He reports winning several contests, including the 4th of July Fireworks contest (when it was legal 
to give fire crackers to kids!).  He later spent 15 years selling furniture components for a small manufacturing 
company in Gardena, CA.  Paul believes that it was this period that “prepared” him for the opportunity that 
he came across at Lakin Tire.  Paul has worked for Lakin Tire for almost 11 years, and he even considers 
9/3/2003, his first day at Lakin Tire to be his “second birthday”!  

 

 Paul has a degree in business administra on from Loyola Marymount University in Los Angeles, as well as for-
mal sales training from the Dale Carnegie Ins tute.  He con nues to study “the masters of sales”, including  
Ziegler, among others.  He reports being fascinated with the sales process, and he o en mes will ask field 
sales people (even those selling products at Costco!) to share with him how they follow up with leads, etc.  Of 
course, Paul’s ar cles in our magazine serve as sales clinic’s, of sorts, and he said that if his ideas helps just 1 
member, they were worth the effort. Paul believes that he found his calling in sales, and he says “there is 
more to sales than just smooth talking”.  His latest mission is to take his own performance to another level, by 
focusing on what he calls “the science of sales”.  Talk about “shocking revela ons”! (see his ar cles for more 
of these!). 

Paul has 2 sons, 1 a junior at Cal State Dominguez Hills and the other, a sophomore at Rio Hondo College. Paul 
has a pure bred, Maine Coons hun ng cat, “Misty” that though just a ki en, reportedly is very adept at play-
a acking toys, and Paul said that she is a joy to watch.  Paul is, in his own words, a “car nut”!  He follows the 
road less travelled, in more ways than one  (I  - Ejnar - the publisher of the magazine, can a est to that. I first 
met Paul at the SEMA show a few years ago. He drove to Las Vegas in one of his specially equipped cars. Im-
mediately a er arrival he had it cleaned and detailed. A er that he drove it to a garage where it stood un l 
his departure, He drove it home and had it cleaned and detailed again. - I was most impressed.) 
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 Paul is, in his own words, a “car nut”!  He follows the road less travelled, in more ways than one.  His interest 
is not in mainstream hot rods; rather, he 
has built several custom Volvos 
(really?).  He owns a 1982 Volvo 244, a car 
that has won a few awards in local car 
shows and rallies, right next to classic 
Fords and Plymouths, and “holding its 
own” according to Paul. He has built a few 
1990’s Volvos that Paul said, have “turbo 
chargers that are the size of small babies”, 
and are “definitely NOT your grandpa’s 
Volvos!”.  

Paul’s favorite car is his V8 powered M3, a 
car that Paul said “feels like a robot suit 
when driven!”  Paul merges his 2 main in-
terests, cars and road trips, disappearing 
with family and friends o en, to his favor-
ite hangout, Julian, California, and other 
des na ons.  He vaca ons strictly in Cali-
fornia, as he said that this beau ful state 
has some back roads so nice that “you feel 
like you’re in France or Italy, yet you’re 
only 3-4 hours away from home”.      
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GARAGEKEEPERS LIABILITY INSURANCE? 

If you operate a tire store or automotive repair shop, Garagekeepers Liability is something you should defi-
nitely consider.  Many think the Comprehensive Garage Liability provides all the coverage they need.  But, 
the Garagekeeers Liability is an optional form of insurance designed specifically for those who offer tire re-

vehicle while you are keeping it at a covered location to perform vehicle service or, alternately parking or 
storing a given vehicle.  It covers vehicles in case of fire damage, theft, collision or vandalism. 

As the insured, you have some choices to make regarding the coverage you want.  The first is the maximum 
amount of coverage available to you before an accident occurs.  Whether an entire garage of cars or a single 
vehicle is damaged under your watch, the complete amount of damage covered by your insurance is based 
on the limit you choose.  So, if someone broke into your shop at night and damaged a customer’s vehicle, 
the Garagekeepers Liability Insurance would be able to pay for the repair of that vehicle up to your selected 
limit of cost coverage. 

You may also select the deductibles you want to apply to your coverage.  This is usually $500 or more.  So, 
in the event of damage to vehicles in your care, custody and control, you would be responsible for the first 
$500 per vehicle towards repairs.  Your insurance provider would then cover the balance of the repair costs. 

Another choice for you with Garagekeepers Liability is whether you choose the Legal or Primary form.  The 
Garagekeepers Legal Liability would cover damage, for which you were legally liable, to a given vehicle .  
The Garagekeepers Primary Liability provides you with the option of submitting a claim for a damaged ve-
hicle, in your care, custody and control, whether you were legally liable or not.  We actually had an incident 
with one of our insureds in Fresno, Ca which provided benefits because the tire dealer had the Primary Lia-
bility form.  A customer’s car was parked in the front of the store facing Blackstone.  A person drove by in a 
pickup with a load of plywood in the back.  It was a windy day and the wind caught a half sheet of plywood 
and carried it into the windshield of the customer’s car.  The tire dealer was not legally liable.  Yet, because 
it was an important customer, he could submit the claim and have the car repaired under his Garagekeepers 
Liability. 

It is important to understand there is no one Garagekeepers Liability policy which is right for everyone.  
Your Broker should be involved in helping you make the correct decisions concerning maximum coverage 
limit, deductibles and whether you need Legal or Primary Liability coverage. 

CSTDA Insurance has been assisting CTDA Members since 1974.  We have the experience and knowledge 
to help you with decisions concerning your Garagekeepers Liability and other important insurance matters. 

If you have questions, or need assistance, feel free to contact my office: 

WILL DAVI 
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(510) 440-9400 
(866)440-9144 



 
*Not licensed in the states of NH, NJ, RI, and VT.    © 2014 Federated Mutual Insurance Company

Every employer, no matter what size, has to 
deal with human resource issues, regulations, 
and employment law changes. Contact your 
local marketing representative to learn how 
Federated Insurance can help you surround 
compliance issues related to state, federal, 
I-9, and other regulations. 

Visit www.federatedinsurance.com to find a 
representative near you.

Could Compliance Issues  
Derail Your Fortune?



 

 
Legislative Report 
 

By Terry Leveille 
President of T.L. & Associates 

 
This year, the California Tire Dealers Associa on, Les Schwab Tire Centers, and the California 
New Car Dealers Associa on are suppor ng AB 1665 (Jones, R-Santee), which would, among 
other things, require that all those who change or sell  res be regulated by the Bureau of Auto-
mo ve Repair (BAR).   
 
Currently, a number of businesses that directly compete with CTDA members are exempt from 
BAR inspec ons and regula ons, giving them a compe  ve advantage in  re pricing and the 
consumer protec on that BAR oversight provides. 
 
Technically, AB 1665 requires  re dealers and automo ve repair shops to be capable of ac -
va ng and calibra ng  re pressure monitoring systems (TPMS).  Since 2008, federal law re-
quires TPMS on all passenger vehicles and light trucks, and it goes to reason that the Na onal 
Highway and Traffic Safety Administra on (NHTSA) would require that all service operators ei-
ther ensure that new  res and rims they mount are compa ble with exis ng TPMS sensors or 
that customers purchase new TPMS sensors that are correctly installed and calibrated by the 
 re shop. 
 
Aside from bringing exempt  re shops under the auspices of BAR—and leveling the playing field 
with CTDA members—our bill’s TPMS requirements will also provide customers added safety 
through properly inflated  res and improved fuel economy. 
 
On April 22, on behalf of CTDA, I provided the lead tes mony at the Assembly Business, Profes-
sions and Consumer Protec on Commi ee.  I told the Commi ee that many of CTDA's  re re-
tailers were "mom and pop" businesses and, because of increased compe  on from car dealers 
who are selling more and more  res, and  re sales only shops, our members must keep their 
customers happy with extra service.  I men oned that having the equipment and know– how 
 to install and calibrate TPMS equipment is important for safety reasons and fuel conserva on 
(which are the by-products of properly inflated  res).  I also said that a small group of  re sales 
only shops need to be regulated by BAR with the requirement that they have the equipment 
and cer fied personnel to service TPMS when they mount  res on customers’ vehicles. 
 
With bi-par san support, I was pleased to see AB 1665 sail through the Commi ee on a 14-0 
vote. 
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The Original USED RIM crew! 
 

OEM Alloy & Steel Wheels/Center Caps   
Used, Reconditioned, Replicas 

We Buy Take-Offs 
 

1 800 383 7974 
 

Next Day Noon  Delivery 
to Most of California 

 

sales@1800EveryRim.com 
 
 
 

 
 

The next step was the Assembly Appropria ons Commi ee.  AB 1655 was heard on May 7.  How-
ever, because the bill had an ini al cost of several thousand dollars, it was sent to the so-called 
Suspense File.  When that file is dealt with in late May, we expect that the Commi ee will approve 
it because any costs for new BAR oversight will be more than offset by increased revenue from 
fees to the newly-added  re shops.  It won’t cost CTDA  re dealers  who are currently regulated 
by BAR a cent. 
 
 In other news the big issue in Sacramento now is this coming year’s state budget. The Legislature must 
adopt a budget by June 15 and the Governor must sign it before California’s new fiscal year starts July 1.  
 
The good news is that this year’s tax revenues are $2.4 billion higher than an cipated and Go-
venor Jerry Brown has submi ed what is generally referred to as a “frugal” spending plan.  The 
independent Legisla ve Analyst es mates that the revenues are even higher, some $5 billion 
more than an cipated. 

 He and the Legislature have 
agreed on a “rainy-day” plan, 
which if approved by the vot-
ers in November would set 
aside 1.5% of every year’s 
General Fund plus a por on 
of any capital gains windfall.  
That would provide a mone-
tary cushion when an eventu-
al downturn in the economy 
occurs and would lessen the 
likelihood of tax increases or 
cutbacks to schools and other 
priority programs.  More Cali-
fornia money is spent on edu-
ca on than any other pro-
gram. 
 

Interes ngly, while every pro-
gram has its supporters, most 
polling indicates that Califor-
nians in general want to keep 
spending  ght, much along 
the lines of the Governor’s 
budget.   
 
A month from now we will 
know the fate of AB 1665  
(I expect it to pass). 
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Fresno  Area                                                                  Sco  Shubin, Goodguys Tire 

                                                                           (559) 498 7705  sco @good-guys re.com 

38 years………man that’s a long  me!  Goodguys Tires & Auto Repair is celebra ng our 38th 
year in business this June.  I’ve grown up around the business since I was six years old.  I did 
everything I could do when I was younger to make sure I didn’t end up in the busi-
ness…….yet here I am “officially” for the last 22 years.  

 
 The business has been good to my dad who founded it in June of 1976.  It is has been good to my family as 
well.  Over the last thirty eight years there have been a number of people that have been instrumental in the 
success of our company and I would like to give them a men on in my ar cle this month.  Don Wagner, Techni-
cian, 34 years.  George Navarro, Store Manager, 34 years.  Gus Jauregui, Technician 33 years.  Joe Ingalls, Gen-
eral Manager, 33 years.  Ruben Flores, Technician, 26 years.  Bob Edgbert, Online Sales Manager, 25 years.  Paul 
Seta, Store Manager, 23 years.  Patrick Murray, Computer Opera ons Manager, 21 years.  Jose Mercado, Tech-
nician, 21 years.  John Cuevas, 20 years.  Tom Roman, Service Manager, 20 years.  Tia Vang, Accoun ng Manag-
er, 17 years.  Harrison Mills, HR/Payroll Specialist, 17 years.  Chris Marshall, Store Manager, 14 years.  Jamal 
Salam, Retail Support, 13 years.  Dana Dubois, Assistant Store Manager, 10 years.  There are many more that 
have been around 5-9 years that it would be difficult to men on everyone, but they are no less important.  I am 
thankful for our company’s team, I am looking forward to the next 38 years and maybe my daughter or son’s is 
wri ng about the great group that is s ll here and helping this organiza on grow.  Thank you for all of your 
hard work, it is appreciated  
 

S.F. East Bay                                                           John A solon  Myers Tire Supply 
                                                                   (510) 632 3403    jsolon@myers resupply.com 
                                                                                
As we move into summer, there is Baseball in the air! Both the A’s and Giants have 
had strong starts this season, and we look for their con nued success as we move 
towards the All-Star Break. 
 

Tire Dealers throughout Northern and Central California tell us that business is 
spo y; with some very good billing days, coupled with very light days. They a ribute 

this to taxes (tax season), drought, and increased compe  on (more businesses selling both new and used 
 res). There is no doubt that the drought in Northern and Central California has had a nega ve effect on the 
economy of the Central Valley. In the East and South Bay (and throughout the Bay Area) housing prices, build-
ing, traffic, and job crea on are increasing. These increases, coupled with the summer driving season, should 
translate into predictable and increased business. 
 

We con nue to see building (roads, residen al, and commercial building) along the Hwy 580 corridor in the 
Dublin / Livermore areas, in the San Jose area, in San Francisco, and we con nue to see strong ac vity at the 
Port of Oakland. 

Among dealers there is con nued interest in tools and consumables for servicing Tire Pressure Monitoring Sys-
tems (scan/relearn tools, sensor programmers, service kit bin programs etc.), nitrogen, and among commercial 
 re dealers, torque applica ons. 
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S.F. South Bay                                                      Hub Gurnari, South Valley Wholesaale 

                                                                           (408) 971 3900   hubgurnari@sbcglobal.net 

A er Mark Jackson was fired as the Golden State Warriors coach, it gave me great food for 
thought. Here’s a man that helped turn a Franchise that was dismal into a contender in the 
toughest division in the NBA, and yet he was fired.  I don’t know whether he should have 
been fired or not.  That’s not the reason for this wri ng.  It does however create a discus-

sion.  What could have this man done so egregious that it got him fired a er the season they had?   was fired 
because he hadn’t gone deeper into the playoffs.  I think his rela onship with the owners was miserable.                

I won’t go into whose fault this was because I don’t know enough informa on about the issue.  That also 
goes back to the blame issue which I don’t want to address. As I said, it’s not the reason for this ar cle. What 
I want to address is rela onships within the workplace.   

I don’t know if we as an industry work hard enough to build a good founda on in the work place.  Our peo-
ple are the most valuable commodity we have.  Everything flows through them.  If they’re unhappy they 
can’t possibly func on at a high level.  It’s only a ma er of  me before they chase that greener grass.  Many 
that do this return and we think it’s because they found that the grass wasn’t greener so they crawled back.  
The problem is that they’re s ll unhappy.  I’ve been the boss and also had many bosses in my career.  I vacil-
lated between being too so  to being a tyrant.  I never found the great balance needed to be the boss.  I 
found with my years of experience and observa on that I’m a pre y good second banana.  I’ve mourned the 
loss of some bosses I thought were a good fit and celebrated some who le  or were let go that were not.  
One constant remained.  Change, good or bad, slows progress un l the new boss is up to speed on how he 
wants to put his stamp on the place.  I would like to suggest (as my second banana status dictates) that we 
all make an effort to sit down more with all your key people and share ideas.  A regular mid-level employee 
will work harder to make a new plan work if he was actually involved in the forma on of that plan.  A er all, 
He doesn’t want HIS idea to fail.  In my later years I’ve tried to always tell the people around me what a good 
job they’re doing.  Most of them are trying, you know.  If they don’t look like it maybe it’s because they’re 
not receiving the nourishment of an occasional compliment.  Create some fun contests at work that reward 
li le things that go beyond the job.  Maybe the guy who always tries to clean up something or dust your dis-
play when you’re slow without being asked gets an extra day off or a free lunch for him and his significant 
other at a nice place.   

Bosses:  Treat your people well.  When you do, even when you have to deny a request, they’ll understand it 
wasn’t just because you could. 

Employees:  Respect your bosses and give them the benefit of the doubt.  Don’t act like they know less than 
you.  You may think you could run things be er than him but someone gave him the job, not you. Cut them 
some slack you’d like them to cut you. They’re under pressure.  They are the Mark Jacksons of the Tire Indus-
try.   

I wonder what would have happened if the Warriors and Mark Jackson just looked across the table and de-
cided to do something to make the current situa on work, if it could have been salvaged.  One thing is sure, 
now that there is a change, the hill they have to climb just got taller and riskier.  
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CTDA SOCCER 
 

 FUN-UNIQUE-THE THIRD-SUCCESSFUL 
 

Yes, four important points about the 3rd Annual CTDA Soccer Tournament.  As adver sed, it will be held Sun-
day, July 13, 2014. 
 
Fun.  Many spectators enjoy the tournament and the opportunity to root on their team and friends.  Besides 
the enjoyment of the tournament, everyone enjoys a catered lunch.  The past two years this lunch has re-
ceived many compliments. 
 
Unique.  Why? The Tournament has succeeded in ge ng more and more teams to par cipate.  Therefore to 
provide an opportunity for all teams to be involved, play  me, rules and regula ons are different. 
 
Third.  Yes, the first CTDA Soccer Tournament was in 2012.  The number of players increased last year and it 
expected to increase again this year.  Last year compe  on was strong.  This resulted in us having two co-
winners. 
 
Successful.  Thanks to the hours donated by many CTDA members, the interest generated by this par cular 
tournament and Pirelli, each year has been more successful.  Pirelli was the Major Sponsor for 2012, 2013 
and will be again this year! 
 
Put this on your calendar and have a fun, unique and successful Soccer day. See complete details on flyer on  
opposite page. 
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Writer at Large                           Billy Eordekian, 1-800EveryRim-OEM Wheels 

                                                           1-800 383 7074  Billy@1-800EveryRim.com 

 

It’s All About Me! (and Dad) 
 
Starting in 1963 my dad would take me in his pick-up as we would travel Los 
Angeles peddling used tires, regroove tires, and even a few new tires. We 
were the tire industry version of Sanford and Son. At age 12, I began my ca-
reer at his tire store (Warner’s Tire House in Montebello) where I was in 
charge of the used wheel weight painting division and later I graduated to 
sorting used tires and recaps into matching height sets. At 17, I discovered 
what the word “party” meant while really not taking work seriously. My first 
full time job was with Gene Disano at Motor Rim & Wheel Service but soon 
after I was needed at the tire shop as Dad had hurt his knee. (Probably Gene 
didn’t miss me much and I’m sure Dick Gray didn’t.) After a couple of years 
and tasting what selling was all about, I curtailed the night life (a bit) in favor 
of the excitement of handling three lines at a time selling tires and wheels. 
We sold the shop in 1985 and my conservative yet supportive father loaned 

me $3000 to start a used wheel business which he had a lot of doubt about. I 
will close in saying that down the road, he really enjoyed our trade shows and I 
really enjoyed my dad. 
 

In Memory of Steve Eordekian and thanks to my mentors Jesse Baca, Dick Gray, Jay Goldberg, and the late Ed 
Cohn…Your Humble Used Rim Peddler, Billy Eordekian 
 
 
 

Interes ng News from Con  Regarding Tread Depth E-Sensors 
Most of us know the ‘penny test’ but in the years to come we’ll be able to spend our loose change rather than 
use it to gauge tread depth. Con nental AG says it intends to add an automa c tread depth reading feature to 
its ETIS (Electronic Tire Informa on System) and aims to make this available for fitment on new vehicle models 
by 2017.  

  According to Con nental, this new feature is made possible by “intelligent so ware” that deduces tread 
depth from gradual changes in  re rolling characteris cs. An in- re pressure sensor calculates running charac-
teris cs from the varia ons in  re deforma on.  

The system draws upon a  re’s gradually changing rolling characteris cs over a longer period of  me. Con -
nental’s  re and electronics developers conducted an intensive series of tests to collect basic data that will be 
fed into the electronics of future vehicles.  

 In use, the specifics of altered  re rolling characteris cs will be compared with accumulated empirical data, 
and if tread is run down to below a  re-specific threshold value, the on-board electrical system signals that a 
 re change is due. If so desired, the vehicle’s telema cs module will even be capable of informing a local auto 
service center.                                                         (Based on Tire Review’s Electronic News Informa on, May 8, 2014)                                                

Photography by Robert Doisneau)  
I had a good eye for the business at 
an early age! Oh Yeah, not really me 
in the picture but cool! 
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 780 Sea Spray Lane # 309, Foster City, CA 94404                                 

 

Your supplier since 1980 
for all  tools, supplies and equipment 
from the largest to the smallest i tems 

 

 
2 CENTRAL LOCATIONS TO SERVE YOU: 

 
   Hayward          Phone: 510 - 783 - 7085     (800) 245 8324 
                                                   Fax: 510 783 8741  
   Fresno:            Phone: 559 - 445 - 2673    ( 800) 872 2846 
                                                    Fax: 559 445 2676  
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