T HE VOICE AND RESOU R CE F O R I OWA’ S F U E L IN DU S TRY

Biofuels
Continue to
Grow in Iowa
pg. 4

UMCS Show:

Networking and
Knowledge
pg. 10

FUELIowa Weighs
in on Federal
Policy pg. 16
New Industry
Player Finds
Growth Possible
pg. 18

VOLUME 73, NO.3
2 0 1 9 M AY / J U N E

F U E L I O WA // w w w. F U E L I o w a . c o m

1

FEAT U RES

ON THE
COVER

3

PRESIDENT’S PERSPECTIVE

4

BIOFUEL GROWTH IN IOWA

10

UMCS SUCCESS

Aisle width and shelf height are
all considerations in designing
your convenience store. What
is the right width and height?
Industry sources vary.

10430 New York Ave Suite F
Urbandale IA 50322
p (515) 224-7545
f (515) 224-0502
info@FUELIowa.com
2

www.FUELIowa.com

IN THIS ISSUE
8

PAC CONTRIBUTORS

15

CALENDAR OF EVENTS

16

FEDERAL ADVOCACY

18

MEMBER SPOTLIGHT

22

INDUSTRY INSIGHTS

28

MEMBER HAPPENINGS

30

BUSINESS SERVICES

32

RISK IMPROVEMENT

34

WANTED OR FOR SALE

P R E SIDENT ’S PE R S PE CT I V E
When the Board of Directors set the strategic plan for the next three
years, they defined four strategic areas of focus: advocacy, growth,

Dawn Carlson, CAE
President & CEO
FUELIowa
515-224-7545

communication and education. These four areas encompass what
FUELIowa does best. They leverage the prime opportunities for advancing the association and the industry itself.
In this issue, we focus on areas of GROWTH. The association’s goal is
to capitalize on growth strategies driven by member needs, critical
issues and our professional and technical expertise. This includes
growth in membership, partnerships, and member services utilization.
Articles in this issue touch on growth in member services, growth in
fuel diversity, allied organization coalition building to elevate your
voice and a member spotlight on Otter Creek Country Store, a company that just opened in 2016 and is seeing positive sales growth.
We are just getting started on this focus area and are excited about
the value it will bring to the association and you, our members. We
appreciate your support and involvement in these efforts.
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BIOFUELS
CONTINUE
TO GROW
IN IOWA

By John Maynes,
Regulatory Affairs Manager

According to the Iowa Department
of Revenue’s Retailers Fuel Gallons
Annual Report, state biofuel sales
in 2018 reached 13.4% of total fuel
sales, bringing the state closer to
the target of displacing 25% of all
petroleum used in the formulation
of gasoline by 2020. This target was
set by the state legislature in 2006
(House File 2754), with the goal of
making Iowa a leader in biofuels.
The state achieved its success by
pairing the goal of HF2754 with
income tax credits for biofuel sales
and grant dollars to aid in infrastructure investment necessary to
store and dispense higher blends of
biofuels. Fuel marketer investment
has been followed by consumer
acceptance and the two paired
together have led to higher blends
of biofuels being offered at the
pump.
While the state will not reach its
2020 target, the legislation has
moved the needle significantly in
achieving the state’s goal. Direct
incentives for the sale of B11 have
made B11 the most popular onroad diesel fuel consumed in Iowa,
surpassing unblended diesel fuel
sales for the first time in 2018. With
E15 enjoying a similar direct incentive, it’s conceivable that in the future we may see E15 take a similar
position relative to gasoline sales.

4 4

201 8 SUM M A RY: R E TA I LE R S FU EL GAL LO N S AN N UAL REP O RT
For 2018, the Department identified 2,429 potential retail motor fuel locations using various state issues licenses
as its basis. The Department received data back from 2,133 Iowa retail locations. 93 percent of the reporting
locations indicated sales of one type of ethanol blend and 37 percent reported selling one or more blends of
clear or dyed biodiesel.

2018 GASOLINE
FUEL SALES
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2018 DIESEL FUEL SALES
1,435 Iowa retail fuel locations responded to the department
request indicating sales of clear diesel fuel. 771 of 1,435 reported selling clear biodiesel during calendar year 2018. 348
retail locations cited sales of dyed diesel fuel at their retail
locations, with 126 of the 348 locations selling some blend of
dyed biodiesel fuel.
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OVERVIEW: RENEWABLE FUEL
INFRASTRUCTURE GRANT PROGRAM

To this day, infrastructure investment remains the primary barrier to the growth of biofuel sales. Since the inception of Iowa’s
Renewable Fuel Infrastructure Grant Program, $32 million dollars in
state grants have been awarded to Iowa fuel marketers investing
in the infrastructure required to sell biofuels. The same fuel marketers have committed over $140 million dollars through private
investments in the same projects. Continued support for infrastructure investment will determine how quickly the next wave of
growth will affect biofuel sales.
*The biofuel distribution percentage is used by
the state to measure Iowa’s progress toward
the goal of replacing 25 percent of all petroleum used in the formulation of gasoline. The
formula used by state is E100 gallons sold +
B100 gallons sold divided by the total gasoline
gallons sold in the state.
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In total, the state infrastructure grant program has funded 782
biofuels related projects. Broken down further, the program has
funded 352 projects involving E85 or E15 and 430 projects relating
to biodiesel. 2018 saw 32 ethanol related projects funded and 28
biodiesel related projects funded by the grant program.

PROVIDING
“THE COMPLETE SOLUTION”
TO IOWA PETROLEUM
MARKETERS
S I N C E

POINT OF
SALE SYSTEMS

EMV COMPLIANCE

CHECK OUT OUR ONLINE PARTS STORE

>> store.senecaco.com
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FUEL SYSTEMS

UST/AST
REMOVAL

FUEL RESTORATION
& TANK CLEANING

800-369-5500 | www.senecaco.com
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2019 PAC
C O N TRIB UTO RS
CONTRIBUTIONS RECEIVED AS OF MAY 15, 2019

FUELIOWA PAC/PEF CONTRIBUTION CARD
VISIONARY ($1,500+)

 Personal Contribution
(PAC)

 Corporate Contribution
(PEF)

CONTRIBUTOR INFORMATION
Name____________________________________________

$1,500
$1,500
$1,500
$1,500
$1,500
$1,500

Don Burd
Dawn Carlson
Mark Cobb
Scott Cornish
Todd Kanne
Jason McDermott

Address___________________________________________
City_______________________________________________
State ____________________

Zip_________________

E-mail_____________________________________________

LEADER ($1,000-$1,499)
$1,100 Robert Mast
$1,000 John McNamara

ADVOCATE ($750-$999)
$750

CONTRIBUTION/PLEDGE LEVELS

 Visionary ($1,500+)  Partner ($500-$749)
 Leader ($1,000-$1,499)  Contributor ($250-$499)
 Advocate ($750-$999)  Friend (<$250)
$_________________

CONTRIBUTION AMOUNT

 Credit Card* one-time contribution $
 Check* enclosed for contribution $
$
 Bill Me* 		
*Contributions not drawn on personal funds will automatically be contributed to the FUELIowa Political Education Fund (PEF).

PAYMENT INFORMATION

 Personal* Check
 Company* Check
 Personal* Credit Card  Company* Credit Card
 MasterCard

VISA

 Discover

AMEX

Number__________________________________________
Expiration Date _______________

CCV____________

Billing Address_____________________________________
( I f d i f f e r e n t f ro m a b o v e a d d r e s s)

Signature_________________________________________
Date______________________________________________

PARTNER ($500-$749)
$700
$600
$550
$500
$500
$500
$500

Paul Johannes
Dave Reif
Matthew Scheetz
John Derichs
Steven Kimmes
Richard Weiner
Joe Zietlow

CONTRIBUTOR ($250-$499)
$475
$300

Lisa Abens
Thomas Brooke

$300

Don Montgomery

FRIEND ($250)
$250
$250
$250
$200
$200
$200
$150
$125
$100
$100
$100
$100
$100
$100
$100
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Bev Jessen

James Greer
Ronald McGuavran
Carrie Tedore
Doug Coziahr
Keith Crandall
John Gilroy
Mark Nelson
Ace Ettleman
Alan Boeckman
Ron Burmeister
BW Gas & Convenience
Holdings, LLE-PAC
Chad Dejoode
Tia Eischeid
Jennifer Likes
David Scheetz

$100
$75
$50
$50
$50
$50
$50
$50
$50
$50
$50
$50
$50
$35
$25
$25
$25
$25
$20
$20

Delone Wilson
Mavis Hutt
Jim Bocken
Rod Gittins
Shawn Groen
Jerry Holt
Alex Kringen
Alan Levine
John Meehan
Dick Metzger
Jim Pauk
Shawn Phelps
Bruce Urman
Mark Olson
John Cress
Matt Lippincott
Ron Lutovsky
Dan Toale
Tom Pearson
Darin Schlapia

POWERFUL BRAND.
HOMETOWN FEEL.

RUNNING YOUR BUSINESS YOUR WAY.
POWERED LOCALLY.

We know that the true power behind the Cenex® brand comes from our
locally-owned retailers – valued partners who are invested in their customers
and community. That’s why we’re committed to your success and helping
you build your business from the moment you become a Cenex® retailer.
From flexible brand conversion and marketing, to convenient payment
processing and training programs, we can provide your business with the
support it needs to help you grow.

© 2017 CHS Inc.
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A name your customers trust, a brand you can count on –
visit cenex.com/businessopportunities to learn more.
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B y G a r y K o e r n e r,
Executive Vice President

The 2019 Upper Midwest Convenience Store & Energy Convention
(UMCS) took place April 8-10 in
St. Paul, gaining rave reviews and
achieving growth in a time of rapid
consolidation.

UMCS
CONTINUES
TO GROW
WITH MINNESOTA AND
IOWA PARTNERSHIP

Since Minnesota and
Iowa formed their partnership, UMCS has been
able to grow. In fact, this
year, the show floor sold
out, hospitality tents sold
out, attendance was up,
and we set a record for
sponsorship support.
G a r y Ko e r n e r, E x e c u t i v e
Vice President, FUELIowa

The ability to grow has allowed
FUELIowa and MPMA to invest back
into the show, adding prominent
speakers, a new website, and more
marketing to help drive traffic for
UMCS exhibitors.
1010

technology, equipment, services,
trucks, food and more. Many exhibitors reported a significant increase
in traffic. Lunch on the show floor
and later that day, Happy Hour, kept
customers fueled up and allowed
exhibitors to continue to make those
important connections.

“This year, we added a Happy Hour
on the exhibit hall floor, broadcasted
the NCAA championship basketball
game and kept the ever-popular
casino night, further enhancing the
experience for our members,” added Koerner, FUELIowa.
It appears to be working. Customer
satisfaction with UMCS is growing,
something that the planning committee takes very seriously. Among
UMCS exhibitors, 92% said they will or
are very likely to exhibit again next
year, and 96% of attendees rated the
show as “Very Good” or “Excellent.”
Both ratings represent the top two
categories on the five-point scale.
The percentage of attendees who
gave the show a score of “Excellent”
was a record 30%.
The most-valued attribute of UMCS
continues to be the opportunity to
connect and network with customers and industry peers. “It’s great to
see such positive reviews and that
motivates our planning committee
to beat the scores next year,” said
Werner.

UMCS RECAP
M O N D A Y, A P R I L 8 – UMCS
kicked off with brand meetings
followed by the Welcome Reception
and Silent Auction. With the NCAA
Championship Game on the big
screen at the reception, attendees caught up with old friends and
customers while bidding on auction
items. The NCAA game was an overtime nail bitter -- the crowd was going crazy as Virginia and Texas Tech
traded 3 pointers as the clock wound
down. After Virginia secured the
championship, the bidding became
fast and furious with the Tom Brady
jersey taking top prize at $1,350. In
all, FUELIowa raised $6,000 to support
our political agenda through the
PAC, which benefits all members.
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T U E S D A Y, A P R I L 9 – Keynote
Speaker John Eichberger from the
Fuels Institute kicked off the day
focusing on the future of fuels. He
believes the focus of any fuels should
be on reducing emissions while
providing a benefit to the consumer.
Electric cars may reduce emissions
but they have yet to become a big
enough benefit to consumers to
be disruptive in the marketplace.
Advances to internal combustion
engines continue to improve fuel efficiency so they cannot be ruled out
for the future. In Eichberger’s opinion,
a hybrid engine may be the ultimate
solution -- combining the ever-growing efficiencies of both technologies.
Eichberger’s unique perspective
gave the crowd a glimpse of the
future and challenged them to embrace trends to help drive growth in
their respective businesses.

Attendees then headed for the soldout exhibit floor with over 250 booths
featuring the latest innovations in fuel

Afternoon speaker Terry McKenna
discussed “Driving Change in the
Evolving Fuel Industry”. McKenna
challenged the attendees on their
own plans for managing change.

One question McKenna raised that
resonated with the group, was
“Who is in charge of change at your
company”? The crowd responded
with answers ranging from the CEO
to Sales. McKenna was quick to say,
“if you don’t know, or if you give that
responsibility to someone with other
primary responsibilities – prepare to
be disrupted.” McKenna recommended having someone whose
singular or primary purpose is to see
the trends and prepare for the future.
It must be a daily and weekly exercise. Someone must own it.
Workshop speaker Doug Milner of
Energy Exists provided his perspective
on how to manage your operation in
a climate of massive consolidation.
Simply put, businesses have three
paths forward: (1) plan to grow, (2)
plan to sell, (3) plan to shrink. Business owners must know where they
11

stand, develop a plan or expect to
shrink. Businesses that aren’t properly
staffed, funded to grow, and don’t
have a strong CFO should be planning to sell. And by the way, be a
S Corp, not a C Corp. Lastly, if you
are too busy to plan, you will shrink.
This was a no-holds barred discussion
complete with tips on how to staff,
how to organize, and what it takes to
be a consolidator.
John Maynes, of FUELIowa, led a
workshop on upcoming UST regulatory changes and how to prepare.
This was an eye-opener for folks who
were unaware of the impact of these
changes. “Significant investment will
be required in testing and upgrading
equipment in the near future,” said
Maynes. “We strongly encourage all
FUELIowa members to get prepared
and lean on the expertise of
FUELIowa staff to ensure you are
ready.”
The third workshop was “Strategies
for Workplace Success” by Angele
Hartell from the Minnesota Department of Economic Development.
Hartell informed participants on how
to recruit, train, and retain talent and
the importance of engagement on
your team in a time of low unemployment.

The day wrapped up with an industry dinner, live comedy and casino
night. Comedian Tommy Ryman had
the crowd rolling over dinner with
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his hilarious routine, engaging everyone with one-liners and laughter. A
UMCS tradition, casino night featured
over 30 gaming tables ranging from
blackjack, to 3 card poker, to Texas
Hold-em. The hospitality tent sponsors strengthened relationships over
cocktails while taking in the energy
from the casino floor.

W E D N E S D A Y, A P R I L 1 0 - A
record crowd filled the banquet hall
for the annual prayer breakfast with
speaker Rick Hartzell, former NCAA
basketball referee. Hartzell shared
stories of his interactions and friendships with the greatest college
basketball coaches of all time,
including Bobby Knight, Mike Krzyzewski, and Bill Self among others.
Between hilarious stories about
the coaches, there were heartfelt
learnings on how to treat people
and lessons in leadership that each
attendee took away to incorporate
into their own lives.
After breakfast, it was time to hit the
show floor to wrap-up deals and
finalize details with the vendors. As
attendees and exhibitors exchanged
contact information, everyone had
their eye on the weather as a big
blizzard made its way into Minnesota.
Everyone shook hands, packed up,
and hit the road, with promises to
see everyone next year for this great
event.

T H A N K Y O U to everyone who
exhibited, attended, and sponsored
this event. We couldn’t do it without
you.
All State Peterbilt Group
Cenex
Chevron
Clark Core Mark
Dehn Oil Company
Dooley’s Petroleum Inc.
EMC Insurance
Enbridge
Farner-Bocken Company
Federated Insurance
Flint Hills Resources
Kelley Fuels, Inc.
Marathon
Molo Petroleum
NACS
Phillips 66
RAI Trade Marketing Services
Company
Renewable Energy Group
Sinclair
Seneca Companies
Taragray Biodiesel Marketing
& Trading
Wayne Transports, Inc.
Werts Welding & Tank Service, Inc.
Westmor
Winthrop & Weinstine
World Fuel Services

GROW YOUR BOTTOM LINE
The Grill Cylinder Exchange Company

FA M I LY O W N E D
AN D O P E R ATE D

Cylinder Express makes it easy. Just unlock, exchange, collect! Call 888-365-1241
Quality - Each cylinder tank that

Service - A friendly team member

Value - Offering your

arrives at our state-of-the-art

will assist you right away, not

customers grill cylinder cages

facilities is carefully inspected,

an automated system.

provides your business with an

scrapped, cleaned and painted to

Run ads with confidence. We

excellent additional source of

ensure it’s like new for your customer.

deliver weekly or bi-weekly, based

income and increased traffic flow.

on your need for product.
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The preferred payment processor for FUELIowa.
Heartland has been processing credit and fleet cards for over 30 years in the
Petro/C-Store marketplace. We are known for transparent pricing, outstanding
customer support, and an ethical and customer-focused approach to business.
Our innovative and leading-edge technology:
• Seeks out the lowest possible Interchange categories for each transaction
• Assures you low PIN debit rates available through our least-cost debit routing
• Provides EMV chip card acceptance through most popular POS systems
•

Supported by world class customer service based in Indiana – fast call-to-answer times

•

Integrates reporting capabilities, including DTN reporting, into your existing accounting systems

To Learn more, contact:
Steve Heuton: 913-481-9461 . Steven.Heuton@heartland.us
Alan Levine: 727-543-5503 . Alan.Levine@heartland.us

S2.8117_FUELIowa and Heartland Partner_7.75x5.indd 1

1/14/19 2:49 PM

YOUR SOURCE FOR PETROLEUM

EQUIPMENT AND SERVICES
Field Services
• Equipment Installation
• Fueling Dispensers
• Point of Sale Systems
• Fleet Fueling Systems
• 24/7 Phone and Technical Support
• Preventative Maintenance
• Bulk Storage Tanks
• Tank Monitoring Equipment

1-800-992-8981
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Delivery Equipment
• Refined Fuel Trucks
• Lube Vans
• Service and Repair
• Replacement Parts

westmor-ind.com

info@westmor-ind.com

CA L E NDA R O F E V E N T S

JUNE 10, 20 1 9
GOLF BENEFIT FOR
CA M P C O U R AG E O U S
Dubuque, Iowa

Come and join FUELIowa members
for a fun filled day of golf among
your peers for a great cause - Camp
Courageous of Iowa. This year, we
will play Lacoma Golf Club, East
Dubuque. After golf, we will head
down the street to Timmerman’s Supper Club for drinks, a prime rib feast,
and presentation of the awards. This
is an annual tradition and a true,
can’t miss event.

JU LY 2 5 -2 6 , 2 0 1 9

N OVEMB ER 2 1, 2019

SUMMERFEST

C E N T- A - GA L L O N

Okoboji, Iowa

Your Local Retailers

Enjoy two days at beautiful Lake
Okoboji! Have a drink lake side at
Bridges Bay Resort, tour the lake,
enjoy 18 holes of golf, hang at the
resort or get out and explore all that
Lake Okoboji has to offer.

Mark the Wednesday before Thanksgiving on your calendar and tell your
friends! Participating Cent-A-Gallon
merchants will donate one penny for
every gallon of gas purchased that
day to Camp Courageous of Iowa.

Visit www.fueliowa.com and select “Training and Events” to register.
To sponsor an event, call FUELIowa at 515-224-7545 or email jim@fueliowa.com
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L EV ERAG I N G
NAT IO NA L
PART NERS H I P S
TO INF L U E N C E
F ED ERA L
P O L ICY
Each year, FUELIowa participates in
the PMAA Day on the Hill and related meetings. PMAA is one of several
national association partners that help
FUELIowa advance our federal policy
agenda. While our positions don’t
always align perfectly, we have many
issues in common with this national
association representing independent
fuel marketers. Glenn Hasken of Molo
Oil is FUELIowa’s designated representative on the PMAA Board.

By Reo Menning,
Executive Vice
President
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This year, as a part of the PMAA
meeting, Glenn Hasken of Molo Oil,
and Reo Menning and John Maynes
of FUELIowa met with Iowa’s Congressional leadership to advocate
for policies and funding critical to the
fuels industry. Topping the list were (1)
reinstating and extending the biodiesel tax credit, (2) federal funding for
E15 fueling infrastructure, and (3) policies to help increase CDL drivers with
hazmat certification in the workforce.
In discussing the biodiesel tax credit,
Congresswoman Finkenauer was confident it would be reinstated for 2018
and 2019, stating she would not have
introduced her bill in the House if she
did not think it would have support. All
the elected leaders were supportive
of policies to grow renewable fuels,
and were very aware of the need to
address the CDL driver shortage issue
that affected all parts of the nation.

PMAA meetings covered topics of
concern to the industry, including tax
credits, infrastructure funding, CDL
driver shortages, unfair EV charging
infrastructure initiatives, CAFÉ standards, UST compliance costs, diesel
fuel quality and credit card swipe
fees and litigation. During the Motor Fuels Committee meeting, Mark
Borolo, Deputy Director of EPA’s
Office of Underground Storage Tanks
(OUST) reviewed national progress in
adopting the new UST system testing procedures. California is a state
where the testing is in place. They
are having high spill bucket failure
rates, but that was not unexpected
in Borolo’s mind where he concluded
that spill buckets don’t have as long
of a life as the industry might think.
Borolo also reviewed the agency’s
progress in doing lab testing to determine what might be causing corrosion inside diesel fuel tanks.
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GR OW TH IS
P OS SIB L E
ME MB E R S POTLIGHT

By Reo Menning, Executive Vice President

E NTERIN G T HE C O N V E N I E NCE S TOR E I NDUS TRY :
An I n t e r v i e w W it h D o n B u rd , Ot t er Creek Count ry S t ore
When the Burd family purchased
land around a newly completed
Interstate intersection in 1986, a convenience store was only a passing
thought as to what they might do
with that land. In all honesty, the
family thought they’d sell the land
in future years. After all, they were
in the pre-cast concrete business
and had had much success in this
industry. But with the retirement of
the family patriarch in 2003, which
included the sale of the concrete
business, Don and his wife Shawnee
began researching the idea. Fast
forward to 2016, the family-owned
convenience store Otter Creek
Country Store opened at exit 28 on
I-380 just north of Cedar Rapids. Don
and his brother Joe are partners in
the business.
“The challenge of being in this industry was very appealing,” explained
Don. “The more I researched the
competition and what made convenience stores successful, the more
excited and confident I became
that we could offer a unique proposition.”
18

Don took his background in civil
engineering and the knowledge
he had from being in the concrete
business and put it to work. The
competition in the convenience
store industry didn’t daunt him.
There was strong competition in the
concrete business and his family was
able to thrive in it. He knew it was
about being nimble and staying at
the forefront of the trends.

“We researched what made convenience stores the best. We made a
list of what we didn’t like and what
we wanted to avoid and or fix. Our
goal was to set ourselves apart,” says
Don. Trade associations and trade
press were the best
resources for their
research, networking
and business knowhow – they leveraged NACS, Convenience Store News,
and FUELIowa.
In their research,
safety was one of the
more important factors, which included
traffic flow, keeping
the store close to the
road, being able to
look inside the store
and having good
curb appeal. The
whole front of Otter
Creek Country Store
is windows and there
are no displays blocking the view into the

store. With respect to traffic flow, the
store received the Iowa Ready Mixed
Concrete Association’s first place
award for its parking lot design.
Other design considerations included
locating the fuel storage tanks off to
the side so that vehicles were unlikely
to drive over the spill buckets; heated sidewalks to reduce slips and falls
and the tracking of salt and dirt into
the store in the winter; wide aisles
with bright, energy efficient lighting,
an open kitchen so that customers
can see how employees handle the
food. All of these were incorporated
into the new build.
“We were fortunate to be able to
design our store from scratch,” said
Don. “A new build allows you to
learn from and avoid many of the
challenges being faced by today’s
older stores.”
What fuel to offer and whether to
co-brand with a food franchise were
other factors the family considered.
When it came to fuel, they ultimately decided to go branded. Being
along the interstate, the research
showed that people tended to seek
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“We were fortunate to be able to design our store from
scratch,” said Don. “A new build allows you to learn
from and avoid many of the challenges being faced
by today’s older stores.”
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out branded locations when they were traveling. Don
went with BP – a decision he questioned after signing
the agreement. It was then that BP had the oil spill in the
Gulf and the brand received negative press about it. But
looking at the big picture, branding with BP was the right
decision.
Liquid fuel wasn’t the only fuel Don considered. With the
growing presence of electric cars traveling across the
state, he decided to provide an electric charging station.
With it in place, the store would become a “destination” for
travelers who needed to use it.

Taking the decision to offer
food seriously, Don and
Shawnee were certified by Serve
Safe and were founding
members of Linn County’s Food
Safety Advisory Council.

On the co-branding with a food franchise, the family
ultimately decided to forego it. The agreements were too
hard to pin down plus Shawnee has 25 years in the food
service industry. Taking the decision to offer food themselves seriously, Don and Shawnee were certified by Serve
Safe and were founding members of Linn County’s Food
Safety Advisory Council. This Council focuses on resolving
relationship issues and provides education between the
County and businesses. Over the years, the Council has
provided a great network of advisors, with representatives
from hospitals, schools and national QSRs.
Otter Creek Country Store has been open three years now,
and Don has been loving every minute of it. “The people in
this industry are fantastic. We came from a great industry
but have found that this one is even better,” he said. “This
is a fun, unique experience.”
Business is growing for the store. The decade of research
and strategic planning put into designing and operating
the store have paid off. Traffic counts have increased
from 9,500 to 12,500, and traffic in the store is reflecting the
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growth. In June, the store is up for the Fastest
Growing Business Award given by the Corridor Business Journal. He will learn on June 5
whether they are the winner.
“What they say about location is true,” said
Don. “Location is everything, and we have
property with an A- rating.” He has had offers
to buy his store but he’s having too much fun
with it to even consider the offers.
Don is very enthusiastic about the industry
and the people in it. Part of his edge, he
believes, is how he treats his employees,
ensuring they have competitive pay and
good benefits. As a result, he has lower than
industry turnover rates and top-notch local
people as employees. “Invest in people who
can read other people,” Don stresses. “That’s
what makes great customer service representatives.”
Giving back to the community is another
business value of Otter Creek Country Store.
They donate all the fuel to the local volunteer
fire department and contribute to select local events and organizations. “What is hard is
choosing who you will support. We get many
requests but focus on the ones that align with
our values,” Don said.

Don continues to look for opportunities to improve his store. It might be new but it is never
done. He has an ongoing list for what is next.
And he is very involved – in the business, in
the community and the industry. “You have
to be involved,” he stressed. “You can’t be all
hat and no cattle.”
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I N DU S T RY IN S IGHT

STATE G A S O L I NE E XCISE TA X RAT E SE T T O
D ECREA S E J U LY 1 ,
2019
On July 1, 2019, the Iowa motor fuel
excise tax rate attributable to gasoline will decrease from $.307 cpg
to $.305 cpg. The excise tax rate
change is exclusive to gasoline that
contains no ethanol. All other motor
fuel excise tax rates, including the
excise tax rate applied to ethanol
blended gasoline, will remain unchanged on July 1.
The Iowa Department of Revenue
adjusts the excise tax rate differential between gasoline and ethanol
blended gasoline using a formula
drafted into the Iowa Code. As
ethanol blended gasoline gains
market share in Iowa’s total gasoline
pool, the $.02 cpg excise tax advantage available for ethanol blended
gasoline is slated to decline. When
ethanol blended gasoline’s market
share reaches 95 percent the rates
for gasoline and ethanol blended
gasoline even out at $.30 cpg. Using
data from the Iowa monthly motor
fuel tax reports, the Iowa Department of Revenue estimates that
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ethanol blended gasoline’s market
share sits between 60-65 percent.
The data contained in Iowa’s monthly motor fuel tax reports is provided
by suppliers, blenders, importers,
and restrictive suppliers. In contrast
with the data accumulated through
the monthly motor fuel tax reports,
Iowa’s Annual Retail Motor Fuel
Gallons Report shows ethanol blended gasoline’s market share to be 87
percent.

ANNUAL HAZ M AT
R E G I S TR ATI ONS
F O R 2 01 9-2 02 0
R E G I S TR ATI ON YEAR
D U E J ULY 1
The U.S. DOT’s Pipeline and Hazardous Material Safety Administration
(PHMSA) requires hazardous material
transporters to register and pay a fee
each year in return for a certificate
of operation. PHMSA began mailing
the 2019-2020 registration information
to HAZMAT transporters earlier this
month. Only those with expiring DOT
PHMSA HAZMAT registration certificates must re-register before July 1,
2019 or risk losing authority to operate and pay substantial civil penalty.
FUELIowa members should check

their HAZMAT certificate for the expiration date as multiple year reservations are offered and 2019 may not
be your expiration date. The validity
of HAZMAT registration certificates is
checked at roadside inspections.

I R S CAN I S S UE HEF TY
FI NES FOR FAI LU RE
TO DI S PL AY
NONTAXABLE U SE
DI S PENS ER L ABEL S
During the spring, FUELIowa members
often see an increase in regulators
inspecting their business, including
agents with the IRS. Specifically,
the IRS requires all dyed diesel and
dyed kerosene dispensers to have a
specific label indicating that the fuel
is for nontaxable use only. Dispensers
supplying undyed, untaxed kerosene
sold from a blocked pump must also
display an IRS nontaxable use warning label. FUELIowa members with
questions about their existing labels
should contact the FUELIowa office.
The labeling requirement has been in
place for diesel dyed diesel dispensers since 1993 and for dyed and
clear kerosene dispensers since 1998.
Under IRS regulations, marketers who
fail to post the required labels on applicable dispensers are presumed to
know that the fuel will not be used for
a nontaxable use and will be responsible for paying the 24.4 cpg federal
excise tax on the fuel (the back-up
tax) and assessed a $10 penalty for
every gallon of fuel in the tank at the
time of the violation.

The following IRS labels must be posted on any retail dispenser or other
delivery facility (skid tank, consumer
dispensers at bulk plants or card
locks) where dyed diesel fuel and/or
dyed kerosene are dispensed for use
by a purchaser/consumer:
“DYED DIESEL FUEL, NONTAXABLE USE
ONLY, PENALTY FOR TAXABLE USE” or
“DYED KEROSENE, NONTAXABLE USE
ONLY, PENALTY FOR TAXABLE USE”
In addition, the following label must
be posted on all blocked pumps that
sell clear, untaxed kerosene:
“UNDYED UNTAXED KEROSENE, NONTAXABLE USE ONLY”

FM CS A T O A D D
NO- FAULT C R AS H
CATEG O RY
T O MO T O R
CAR RIER S AF E T Y
RATI N G S CO R E S
BY PM A A

The U.S. DOT’s Federal Motor Carrier Safety Administration (FMCSA)
is taking action to change the way
no-fault accidents are recorded in
its carrier safety rating program. The
new regulatory action is important to
petroleum marketers because it will
remove a key data point that can
significantly lower safety scores under
the Compliance Safety Accountability (CSA) scores metric. Low safety
scores can lead to loss of operating
authority.
The CSA program, which monitors
and records carrier safety data,
replaced the former and less obtuse
motor carrier safety rating system
F U E L I O WA // w w w. F U E L I o w a . c o m

about 10 years ago. The single biggest complaint against the CSA program since its inception is its failure to
consider fault when scoring commercial motor vehicle crashes. No-fault
crashes have been counted against
motor carriers regardless of whether
the carrier was to blame. This has led
to artificially low CSA scores, which
can affect everything from carriers’
operating authority and enhanced
safety monitoring to their legal defenses and insurance rates.
FMCSA now says it will make permanent the current no-fault data
demonstration project that allows
truck crashes in which the driver
was not at fault to be listed as “not
preventable” in CSA program scores.
FMCSA first launched the Crash
Preventability Demonstration Project
in 2017 as a two-year pilot program.
The program currently classifies a
crash as “not preventable” on a CSA
profile when the carrier is not at fault.
However, before that determination
can be made, a carrier must submit
a request for data review through
the agency’s DataQs system, attaching documentation that establishes
no fault. Currently, there are eight
crash categories that can be challenged under the new program.
Prior to no-fault designation on CSA
scores, fatal crashes listed on a carrier’s safety profile did not contain information on whether the carrier was
at fault in the crash. Under the new
program, if a crash is found to be
not preventable, a carrier’s private
Crash Indicator Behavioral Analysis
Safety Improvement Category, or
BASIC, score would be recalculated
with the crash omitted. BASIC scores
underpin carrier ratings in the CSA
program. FMCSA says that the new
no-fault program can be implemented without a formal rulemaking.

FM CS A ONLI N E DRU G
AND ALCOHOL DATABAS E R EQUI R E MENTS
S ET TO S TAR T ON
J ANUARY 1, 2 020
B Y P MA A

The Federal Motor Carrier Administration (FMCSA) is establishing the
Commercial Driver’s License (CDL)
Drug and Alcohol Clearinghouse
(Clearinghouse). This new database
will contain information pertaining to
violations of the U.S. Department of
Transportation (DOT) controlled substances (drug) and alcohol testing
program for CDL drivers. Congress
required the FMCSA to create the
Clearinghouse in Section 32402 of
the Moving Ahead for Progress in the
21st Century Act (MAP-21).
The Clearinghouse will provide
FMCSA and employers with the tools
necessary to identify drivers who are
prohibited from operating a CMV
based on DOT drug and alcohol
program violations, and to ensure
that such drivers receive the required
evaluation and treatment before
operating a CMV on public roads.
Specifically, information maintained
in the Clearinghouse will enable
employers to identify drivers who
commit a drug or alcohol program
violation while working for one employer, but who fail to subsequently
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inform another employer (as required
by current regulations). Records of
drug and alcohol program violations
will remain in the Clearinghouse for
five years, or until the driver has completed the return-to-duty process,
whichever is later. FMCSA’s Clearinghouse is scheduled to be implemented later this Fall.

State Driver Licensing Agencies will
be required to query the Clearinghouse whenever a CDL is issued,
renewed, transferred or upgraded.

Driver Requirements
Under the FMCSA program, every
CDL driver who applies for a driving
job must register in the online Drug
& Alcohol Clearinghouse beginning
January 1, 2020. FMCSA’s Clearinghouse will require every driver who
applies for a CDL driving job to:
• Register with the Clearinghouse
• Log on to the Clearinghouse to
provide an electronic “consent” to
a prospective employer to search
the Clearinghouse for the full details
of any prior drug or alcohol program
violations.
According to FMCSA, the Clearinghouse website is the only valid method for drivers to provide consent for
employers to access their drug and
alcohol history. Failing to provide
timely consent may result in a driver
being prohibited from performing
safety-sensitive functions (hauling
HAZMAT) for that employer.
Employer Requirements
The Clearinghouse will require employers to do the following:
• Query the Clearinghouse for current and prospective employees’
drug and alcohol violations before
permitting those employees to operate a commercial motor vehicle
(CMV) on public roads.
• Annually query the Clearinghouse
for each driver they currently employ.
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NE W S TUDY
C O NCLUDES FEDER AL
MA N DATE R EQUI R ED
F O R S WI TCH TO A
S I N GLE HI GH-OCTANE
F U E L NATI ONWI DE
The Fuels Institute released reports in
March about the feasibility of a nationwide transition to a high-octane
fuel to improve mileage and reduce
greenhouse gas emissions. Founded
by NACS in 2013, the Fuels Institute is
a nonprofit tax-exempt organization
which is dedicated to evaluating
issues affecting the vehicles and fuels
market. The report is based on a hypothetical 98 octane rating for E10,
E20 and E30 gasoline blends which
noted that a 98 octane E10 would
be the most viable of the three
blends due to its similarity with the
93 AKI E10 currently available. The
similarities between the two blends
would provide a cheaper and more
rapid transition to a single high-octane fuel than either the E20 or E30
blends because it would encounter
less consumer resistance and eliminate any compatibility concerns with
existing vehicles and UST systems.

Most of the transition costs would fall
on refiners rather than retail marketers because new refining processes
would be required to make the
switch rather than new infrastructure
upgrades downstream. However, the
reports note that 98 E10 would be
more expensive on a per gallon basis
than either the E20 or E30 alternatives.
Finally, the Fuel Institute concluded
that the complexities involved in the
transition to a single high-octane
gasoline would require a federal
mandate, similar to the one used in
the transition from leaded to unleaded gasoline. Such a mandate
would require Congressional action,
according to the Fuels Institute, since
EPA lacks the authority to implement
the transition nationwide. Even with
a federal mandate in place, the
transition to a single high-octane
fuel would likely take decades to
achieve given the need for both
Congressional and EPA action to
make it happen.
Last year, the American Fuel & Petrochemical Manufacturers argued that
a fuel-neutral, 95-RON octane performance standard could address the
needs of all stakeholders: the auto
industry, marketers, biofuel producers, refiners, and, most importantly,
consumers. 95 RON is like today’s
premium fuel that would lower emissions and preserve the liquid fuels
distribution network. Given ethanol’s
octane boost, E10 would likely be
used to meet the 95 RON standard.
A move to a 98 RON would more
than likely require E10 plus blends
which would impact underground
storage tank compatibility systems.

from the pump and inside the store,”
said NACS Vice President of Strategic
Industry Initiatives Jeff Lenard.
“Our latest research, based on
consumer surveys, reveals interesting
variations among younger and older
consumers across different regions,
which can ultimately help retailers
go beyond the gas price sign and
translate fuel purchases into in-store
sales.”

CO NSU M ERS
REVE A L G A S - B U YI N G
B EHAV IO RS
B Y N AC S

for raising the tobacco age to 21.
Meanwhile, PMAA continues to take
the FDA e-cig crackdown announcement seriously because it would
essentially ban flavored e-cigarette
sales in convenience stores. Although, convenience stores would
continue to be able to sell tobacco
and mint/menthol flavored e-cigarette products, they would not be
able to sell other flavored products
unless minors are prohibited from
entering the stores or those products
are sold in a separate section of the
store that minors are prohibited from
accessing.

NACS has released new research
on how convenience store customers buy gas, their driving habits and
opportunities for retailers to change
consumer behavior.
Key insights from the NACS report,
“Consumer Behavior at the Pump,”
reveal:
• Consumers who are driving more
are doing so because of a job or a
longer commute.
• Price dominates where consumers choose to purchase fuel: 59% of
those surveyed in 2019 cite lower
prices as the reason they prefer a
specific store or chain.
• Food quality and employees influence where consumers choose to
shop.
• 44% of gas customers also come
inside the store.
“Understanding how gas prices
affect consumer behavior and their
overall driving habits can help convenience retailers implement strategies for bringing more customers
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G O P L AWM AKER
I N T R ODUCES BI LL TO
R A I S E TOBACCO
PU R C HAS I NG AGE
B Y PMA A

In early April, Rep. Robert Aderholt
(R-AL) introduced legislation to raise
the age to purchase tobacco products from 18 to 21 across all states
and territories. The bill would also
tighten the age verification of online
sales of tobacco products.
The bill was introduced amid FDA’s
e-cigarette crackdown on the sale
of e-cigarettes and other tobacco
products by retailers. Aderholt cited
data that shows 15 to 17-year-olds
are getting access to tobacco
products from older friends who are
legally allowed to purchase them.
Meanwhile, Altria, which recently
purchased e-cigarette company
Juul, recently announced its support

M I NI M UM WAGE B IL L
WOULD COS T $48
BI LLI ON ANNUAL LY
In April, the Congressional Budget
Office (CBO) released an analysis
of Rep. Bobby Scott’s $15 minimum
wage “Raise the Wage Act,” which
shows the Act would cost private
businesses $48 billion a year and that
state and local governments would
have to pay an additional $3 billion
to workers each year.
In March, the House Education and
Labor Committee voted along party
lines to pass the Democratic bill, H.R.
582, that would phase in over five
years an increase to the hourly federal minimum wage to $15, up from the
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current $7.25, and would index future
hikes to inflation. The Act would also
eliminate existing lower minimums for
tipped workers, workers with disabilities and workers under the age of 20.
The bill is expected to be passed by
the Democratic-controlled House.
Speaker Nancy Pelosi (D-CA) and
Education and the Workforce
Committee Chairman Bobby Scott
list raising the minimum wage as a
top House priority for Democrats this
Congress. President Trump endorsed
a $10 hourly wage minimum near the
end of his presidential campaign, but
he has not shown interest since then,
and it’s doubtful that the Raise the
Wage Act would be approved by
the Republican Senate.
Many Republicans and business advocates have concerns that a high
wage hike could cause hardships for
some employers and that market or
state and local governments should
set wages, not the federal government. Twenty-nine states and Washington, D.C. have minimum wages

higher than the federal $7.25.

D E MOCR AT HOUS E
L AW MAKER S PUS H
F O R BI ODI ES EL
B L E N DER ’ S CR EDI T
R E N E WAL
In April, Reps. Rosa DeLauro (D-CT),
Cheri Bustos (D-IL), and Dave Loebsack (D-IA), are circulating a letter
in the House for signatures in an
effort to push for an extension of the
biodiesel blenders’ tax credit through
2019. The biodiesel credit expired
on December 31, 2017. They plan to
send the letter to House leadership
and the House Ways and Means
Committee leadership.
Meanwhile, Rep. Abby Finkenauer
(D-IA) introduced bipartisan legislation known as the “Biodiesel Tax
Credit Extension Act,” (H.R.2089)
which would extend the credit for
2018 and 2019.

W ELCOME NE W E MPL O YEE TO FUELI OWA
Holly Baumgartel joined the FUELIowa team
as Creative Director in May. Holly will work on
marketing and design materials for FUELIowa
reporting to Reo Menning, Executive Vice
President. Her responsibilities will include designing the bi-monthly FUELIowa Magazine, the
weekly Fuel Insider newsletter, event collateral,
photography and other marketing materials while continuing to implement the new
FUELIowa brand. Holly has worked in the areas
of marketing, branding and design for over 12
years for several non-profits in the Des Moines metro. She is looking forward to meeting our members
at upcoming events.
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Coverage
that counts
Fuel your business with an insurance company that makes the grade.
Whether you’re wholesaling or retailing, you can Count on EMC ® —
the only property/casualty insurance company endorsed by FUELIowa.
FUELIowa Insurance, powered by EMC, offers members the following
advantages:
• Comprehensive coverage
• Competitive rates
• Reliable loss control
• Financial stability
• Potential for annual dividend
• Program expertise since 1983

Contact your independent insurance agent
for more information.

EMC Insurance Companies
Des Moines Branch

www.emcins.com
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700 Walnut, Suite 900
Des Moines, IA 5030
800-362-2227
desmoines@emcins.com

©Copyright Employers Mutual Casualty Company 2019. All rights reserved.
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M E MB ER HA PPE N I N G S
W E LCOME NE W
FUELIOWA M E M B E R S

In 2018, we added 50+ new
members, a record! Please join
us in welcoming our most recent
new members to the FUELIowa
family. Together, we make a big
difference.
The Station II out of North Liberty and Cedar Rapids
Blackwell Gas out of Manilla,
Iowa

Kwik Trip Sets Up New Test Kitchen
to Explore Take-Home Meals (courtesy of C-Store News)
Kwik Trip plans to open a test kitchen
to develop new foodservice products in Onalaska, Wis.
Kwik Trip expects to at least double
the size of its current 60,000-squarefoot commissary, which is located
in north La Crosse and makes sandwiches, pizzas, salads and other fresh
food items. The start of construction is
approximately a year away and will
likely take 12 to 16 months to complete.
The chain is currently experimenting
with fried chicken at several stores,
as well as side dishes like beans,
mashed potatoes, and macaroni
and cheese.
“If that takes off, we’re hoping that
would evolve into take-home meals,”
said Carl Rick, leadership development specialist for Kwik Trip.
If such meals are successful, Kwik Trip
will need extra commissary space for
larger scale production. In the meantime, the test kitchen will be used to
test how the company can create
additional food offerings associated
with its fried chicken program.
La Crosse-based Kwik Trip operates
more than 560 convenience stores in
Minnesota, Iowa and Wisconsin.

Hy-Vee to Build Its Second Fast &
Fresh Store
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Hy-Vee Inc. plans to build a Fast &
Fresh store at Prairie Tower Business
Park, in Urbandale. Fast & Fresh
stores, which are smaller than a traditional Hy-Vee grocery, are designed
to cater to busy customers. Two of
the stores are scheduled to open
yet this year. A store at Merle Hay
and Hickman roads in Des Moines
will open this summer; one at Jordan
Creek and Mills Civic parkways in
West Des Moines will open in early
fall.
A construction timeline is not yet in
place for the Urbandale site, Hy-Vee
officials said. Other sites in the metro
area are being discussed, they said.
Fast & Fresh stores sell dairy, meat
and bakery items and fresh produce
as well as pantry staples and frozen
foods. The stores also feature online
pickup, wood-oven pizza, craft beer
and made-to-order meals

Land Mark Products and Orion
Food Systems Merge (courtesy of
Dickinson County News)
Two of the region’s biggest convenience store pizza suppliers are going
into the food business together.
Land Mark Products and Orion Food
Systems recently announced a merger that brings competing brands
under one umbrella. Milford-based
Land Mark’s signature product is Piccadilly Circus Pizza. Sioux Falls-based
Orion gives its convenience store
partners Hot Stuff Pizza as an offering.
“We are delighted to unite two
longstanding businesses with such

well-known brands in this strategic
partnership,” Orion Chairman of the
Board Frank Orfanello said. “As a
combined business, we will be able
to offer a tailored solution to meet
the needs of convenience store
operators, from turnkey foodservice
franchises that include equipment
and post-sale consulting, to custom-designed programs for distributors.”
The merger is backed by One Rock
Capital Partners, but financial terms
were not disclosed.
Land Mark owners Jason Farrell and
Randy Johnson will be investors in
the combined entity, alongside Land
Mark founder Rod Simonson and
One Rock. The companies said Farrell and Johnson will continue in their
leadership roles as president and
chief executive officer and executive
vice president of finance and distribution of Land Mark, respectively.
Both companies are nationwide
convenience store distributors that
specialize in pizza offerings.

Bruce Urman joins Barker Lemar in
Petroleum Sales Role
Barker Lemar Petroleum Services
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is proud to welcome Bruce Urman
to their Midwest sales team as a
Petroleum Sales Representative. In
this role, Urman will seek to grow
partnerships with fuel distributors,
fuel cooperatives and convenience
stores. “We are pleased to welcome
Bruce to the Barker Lemar family.”
said Glenn Norgart, Vice President of
Petroleum Services. “This provides us
an opportunity to elevate our reach
in the regions we serve, supporting
our goal to be a leading provider of
petroleum services across the Midwest.”
Urman joins Barker Lemar as a veteran in the Petroleum Equipment
Industry, with close to 35 years of experience. Past roles include the management of a large c-store chain
with 175 locations, service, sales and
installation of dispensing equipment:
Gilbarco, Wayne, Tokheim, Bennett,
Verifone, OPW, APT, and Franklin Fueling, as well as serving as Tank Supervisor for above and below ground
storage tanks.

Renewable Energy Group (REG)
and Broco Oil Company Announce
Partnership (courtesy of Business
Wire)
Renewable Energy Group (REG) and
Broco Oil Company announced today a partnership to provide cleaner
fuel options to heating oil dealers in
the Northeast. The companies are
working together to provide a stateof-the-art blending facility in Haverhill, MA.

businesses to deliver a high-quality,
cleaner fuel solution to the Commonwealth of Massachusetts”
“We are thrilled to be partnering
with a biofuels producer like REG to
continue to grow our business,” said
Robert Brown, owner of Broco Oil
Company. “We believe in the environmental and economic value that
blending biodiesel brings to our business and our customers and we are
passionate about providing a clean
and sustainable fuel option.”
The partnership between REG and
Broco is an agreement to provide
Bioheat®* from the Haverhill location. Terminal upgrades will include
rail improvements as well as infrastructure to allow for blending
opportunities at the loading rack.
The product at this location will be
distilled biodiesel shipped from one
of REG’s production facilities. REG
Marketing & Logistics Group, LLC is a
qualified supplier and wholesaler as
part of the Massachusetts’ Alternative Energy Portfolio Standard (APS).
“The partnership between REG and
Broco is a great opportunity for both
businesses to deliver a high-quality,
cleaner fuel solution to the Commonwealth of Massachusetts,” said
Barry Knox, Director of Blended Fuels
for REG. “This partnership is aligned
with our business goal of delivering
blended fuel options to our valued
customers.”

“The partnership between REG and
Broco is a great opportunity for both
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G R OWING
S ERVIC E
P R OG R A M S
B y G a r y K o e r n e r, E x e c u t i v e V i c e P r e s i d e n t

As part of our overall growth strategy, FUELIowa is actively looking
for opportunities to expand the
service programs made available to our members. While we
currently have 10 major programs
offering a wide variety of solutions
(see column to the right), there is
always room for improvement and
expansion.
For example, FUELIowa launched
a new credit program with Heartland Payment Systems this spring
that provides more competitive
rates and strong customer service.
We also are in discussions with
partners on several potential new
programs this year. Some under
consideration include preferred
lending options, office technology
solutions, payroll processors, web
design services and social media
marketing. If it can help members,
we are interested.
The key to making these programs work is finding a common
need among our members and a
partner with great products and
customer service. These partners
also must appreciate both the
volume of business represented by
our members and the integrity and
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spirit of the partnership. FUELIowa
members are a pleasure to do
business with.
If there are specific products or
services where you feel FUELIowa
can help you and fellow members
develop a mutually beneficial
program, please do not hesitate
to give us a call. We are always
interested in ways to grow and
improve.

INSURANCE
Risk Management Insurance by
EMC

Health Insurance
by Wellmark and Delta Dental

COMPLIANCE
Leak Detection (SIR)
by TMS

Unattended Site Monitoring
by Infotrac

24-Hour Emergency Response
by Infotrac

Drug and Alcohol Testing
by DRS

RINAlliance – RIN Trading and
EPA Compliance
RETAIL SOLUTIONS
Credit Card Payment
Processing
Lastly, while adding new and
improved programs is an integral part of our growth strategy,
so is growing participation in our
current programs. If you haven’t reviewed our program offerings, we
strongly encourage you to look. A
quick phone call to our office at
515-224-7545 can get the ball rolling or learn more under Services at
FUELIowa.com.

by Heartland Payment Systems

Coupon Redemption Program
by American Coupon Services

CONSULTING
FUELIowa consults on a wide
variety of regulatory issues impacting your business. We have
experts on staff and the best
part…. It’s free to members!

RENEWABLE ENERGY GROUP

DON’T GET LEFT BEHIND.
Through a generation of relentless improvement,
Renewable Energy Group has pushed fuel forward in Iowa.
Join the evolution and learn how using our cleaner fuels
can benefit the environment and your bottom line.

Call REG to learn how you can
drive fuel forward.
(844) 405-0160 | regi.com
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RI SK
M A NAGE M E NT
Article courtesy of the Risk Improvement Department,
EMC Insurance Companies, D
 es Moines, Iowa
F o r m o r e i n f o r m a t i o n , g o t o w w w. e m c i n s . c o m a n d s e l e c t L o s s C o n t r o l .

P REV EN T T HE SHO C K
O F YO UR LI F E : S AF E
LOA D IN G O F
D ELI V ERY V E HI C L E S
Static electricity (or, scientifically
speaking, a difference in electrical
potential between two objects) is
a serious concern for anyone who
moves flammable liquids from one
container to another. Not sure why
you should be worried? Picture
that zap you get when you drag
your feet on a carpeted floor, then
touch a doorknob or another person. It’s not a big deal, but it sure
gets your attention.
That little jolt is actually a spark
that’s created when your electrical
charge (built up by your feet dragging on the carpet) equalizes with
the other object’s charge. Now,
picture that spark occurring while
you stand in a cloud of flammable
fuel vapor while filling a tanker.
That is a much bigger deal, and it’s
likely to get the attention of anyone within earshot.
STATIC ELECTRICITY
WHILE LOADING
It may seem like weird science, but
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static electricity is created by a
build-up of differently charged ions
that occurs naturally when objects
(including liquids and gases) move
against one another.
This type of build-up can take
place when liquid products are
top-loaded into tanks. The buildup can produce a static electrical
spark between the loading nozzle
and the tank opening or cover.

If flammable vapors are present
when the spark occurs, you might
have a front row seat to an explosion or a fire.
PREVENTING STATIC BUILD-UP
To minimize the risk of a
static-ignited incident, it’s important to use a static bonding
cable when transferring flammable
or combustible liquids between
containers (at temperatures above
the flash points of the liquids). The
static bonding/grounding cable
should be connected to the load
piping, tanks and a metal stake
installed at least 7 feet into the
earth.
Using the Cable Correctly
The bonding cable is designed
to equalize the static electrical
charge and prevent a static spark.
Before loading tank vehicles
through open dome covers, make
a bonding connection between
the loading tank and the vehicle/
tank before dome covers are
raised.
The connection should remain in
place until filling is complete and
all dome covers have been closed
and secured.

MORE FIRE PREVENTION TIPS
Hopefully your drivers are already
correctly bonding and grounding
their trucks every time they fill. For
extra credit, make sure you’re also
following these other fire prevention practices:

Remove (or strictly control)
ignition sources within 25 feet of
all areas where fuel transfer operations occur, and where vehicles are
driven or repaired.

800.362.2910

www.senecatank.com

Equip all bulk fuel plants and tank
trucks with fire extinguishers (minimum rating of 40 B:C).

Systems for Tank Truck Unloading
& Mobile Fluid Power
Post “no smoking” signs at the
loading rack, unloading risers,
tanks and at all access points
throughout the plant. Then enforce
this rule whenever you see it
being violated.

Est. 1973 | WE DELIVER SO YOU CAN®
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F OR SA LE O R WA N T E D
PHILLIPS 66 I TE M S AVAI L AB L E
This 1930’s original 300-gallon tank that
was used to deliver bulk quantities of gasoline or heating oil is available to anyone
interested. If you look hard you can see
the Phillips 66 barely. For the history buffs,
fuel oil and gasoline were delivered in
five-gallon buckets and a bucket counter
was used to keep track of it. We’ve honored industry leaders with the coveted
“Bucket Box Award” throughout the association’s years.
Also available are two Phillips 66 pump
globes, plaques showing the various oil
brands from 1912-1984 and brand logos
from 1930-1959, model transport and four
Eric Sadler model racing cars and even a
set of Phillips 66 salt and pepper shakers. If
you are interested in details of these items
for purchase, please contact Ron McGauvran via email mcgauvranron@yahoo.
com or phone 563-357-1093.
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THANK YO U SP O NSO RS
D I A M O N D

P L A T I N U M

G O L D

B R O N Z E
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Blending renewable fuels?
Interested in RINs?
RINAlliance helps blenders stay compliant with
U.S. EPA’s Renewable Fuel Standard (RFS) while maximizing profits.
Call us today to learn how you can benefit!

1-866-433-RINS (7467)
info@rinalliance.com
www.rinalliance.com
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