


Accessing  
the Health 
Screening  
Tests Form 
We have created a 

form you can use with your 
health care provider to 
verify that you have re-
ceived health screening 
tests during this plan year.  
This form can be accessed 
from any computer with 
internet access (even your 
doctor’s).  You simply print 
it out and have the health 
care provider fill it out.  
Then get the form to Dar-
lene by July 12.  Access is 
through the Hedahls web 
site at www.hedahls.com .  
Just click on Employees, 
then Screening Tests 
Sheets, as indicated by the 
screen shot at right.   

Year-End Flex Notes 
Proof of health screening tests for the 2009-2010 

Flex Plan year must be submitted to Darlene at 
Headquarters by July 12.  Eligible employees can 
earn $25 for each test they have during a plan year 
(cholesterol, blood pressure, cancer, and blood 
sugar). That goes for spouses too.  The benefit 
money will be added to the employee’s July 23 
paycheck. To qualify for this plan year, tests must be 
completed by June 30. Part-timers, you are eligible 
for the screening test bonuses too. 

But remember, if you participated in one of our 
health fairs last fall, you may have completed 
health screening tests for blood pressure, blood 
sugar, or cholesterol.  Darlene Birney of Headquar-
ters has that list of participants, so you are good to 
go.  Just get a cancer screening to complete your 
set. 

We don’t need to see your results. We just need 
to know that you’ve had the screening tests. If you 
haven’t had any health screening tests, maybe you 
need to set something up before the end of June. 

When you have any tests, just ask for written confir-
mation.  In fact, check out the sidebar story below 
for how to access the health screening tests form. 

Any money still in your reimbursement accounts 
must be used this plan year or you lose it.  This 
means you must incur the expense by June 30.  But 
you have until August 24 to claim your reimburse-
ment from the 2009-2010 plan year.  To “Incur” a 
reimbursable expense, you must have had the ser-
vice or procedure performed, or have received the 
medication or product from your healthcare pro-
vider. You may not prepay an expense to beat the 
deadline. All claims must be submitted after the 
date of the service or procedure or the date the 
medication or product is received.  Also, you go by 
the date of the service, procedure, medication or 
product, not the date you are billed or the date 
you pay.  In other words, if you incur an expense 
before July 1, but are not billed until after July 1, 
that expense is reimbursable with funds from this 
year’s plan. 
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Flex Plan Packets 
New employees, when you become eligible to enroll in our 

benefits plan, you will be mailed a packet of information from Asset 
Management, the consultant for our benefits plan.  Hang on to this 
packet. You’ll need it to enroll in our benefits program.  Stash it 
away in a safe place so you’ll know where to find it when you need 
it later for reference or for any questions you might have. 

All current employees who are eligible on July 1, 2010, have al-
ready received these packets. Any future new employees will re-
ceive their packets when they are eligible.  When you get updates 
to your plan or new insurance booklets, cards, etc., we recom-
mend that you keep this new 
information with your packet so 
you’ll know where to find that 
too. 

ESOP/401(k)  
Investments 

You should have discussed your 
ESOP/401(k) investments during your 
recent sign-up session for the Flex 
Plan.  Eligible employees can invest 
up to 15% of their income in the 
ESOP. For eligible employees, every-
thing you invest up to 6% of your 
income will be matched by 
Hedahls, fifty cents to the dollar.  
This investment is tax-deferred until 
you take it out.  All eligible employ-
ees are encouraged to take advan-
tage of this opportunity to plan for 
the future. 

If you’ve changed your mind 
about your investments, you have 
until July 1 to make a change.  After 
that, you’ll have to wait until De-
cember.  Just contact Darlene Bir-
ney at Headquarters if you have 
any changes. 

Safety First:  
Drive Safely 

A publication of the 
South Dakota Department 
of Health cites an article in 
Forbes Magazine that says 
that being an over-the-
road sales professional is 
the ninth most dangerous 
career, just behind logging 
workers and electrical 
power line workers.  One of 
the main dangers is driving, 
and driving is only getting 
more dangerous for all of 
us because of the distrac-
tions of technology. 

So whether your job 
takes you over the road or 
just on a commute to work, 
follow these safe driving 
tips to reduce your risk of 
being in an accident: 

• Buckle your seat belt 
• Follow the speed limit 
• Avoid ALL distractions 

while driving 
• Maintain a safe fol-

lowing distance 
• Do not drink and 

drive 
• Plan your route 
• Pull over when using 

technology 
• Drive defensively 

Have a Safe 
& Restful  
July 4th 

July 4 is a Sunday this year. We will 
be closed Sunday, July 4, at all 
locations.  In order to give every-
one a proper holiday break, 
Hedahls will add one extra holi-
day day to every fulltime em-
ployee’s record. This extra day is 
to be used before January 1, 2011 
as your “Fourth of July” holiday 
day.  Since July 4 is a Sunday, our 
Friday, Saturday, and Monday 
might be lighter in some locations 
than normal summer days, so if 
you want to take Friday or Mon-
day off as your holiday, check 
with your manager to arrange it.  
Each location needs to be 
staffed accordingly on Friday, 
Saturday, and Monday.  Check 
with your manager about work or 
vacation during that time.  
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IDEAS FOR BETTER SELLING: 

Commodity Pricing 
What exactly is a commodity? There are actually a few defi-

nitions depending on how you use the word, but the definition 
that seems to fit our business is “Goods that are normally high use 
items and for which the price can greatly fluctuate based on the 
daily supply and demand of that product.” When people think of 
commodities they think of things like copper and other precious 
metals, coffee, wheat, soybeans and even electricity and heat-
ing oil.  

In our business the three biggest commodities we deal with 
are oil, Freon and antifreeze, and when we buy them determines 
our competitiveness. Remember, the price of a commodity is de-
termined by supply and demand—that’s why sometimes we 
seem very competitive and other times not so much. But I never 
worry too much about it because our competitors are in the 
same situation and have the same high and low spots we do. So 
when it comes to commodities if you don’t like the price today 
wait till next week or the week after that. You will also notice that 
whenever we send out price sheets on commodity items like 
Freon, we have a notation at the bottom that says “Prices may 
change without notice.” Thanks, Dale 

Hedahls Training 
on YouTube 

If you have ever taken a look at 
YouTube, you know that you can find 
almost anything you want to look at 
from old clips of Danny Thomas (Right 
now everyone under 50 is thinking 
Danny WHO?) or how to hang metal 
siding on your house.  

Well, now there’s even more. 
Goodyear now offers Gatorback 
training on YouTube, and Hedahls has 
linked that training to E-Part. While 
these videos seem more geared to-
ward the do-it-yourselfer than the 
professional installer, they are infor-
mative, and I think you’ll find them 
useful. 

Just get into E-part, click the 
menu bar on the right hand side that 
says Goodyear Training and you can 
watch seven different videos ranging 
from a minute and a half to three 
minutes in length. The topics are:  

• Inspection Getting Started 
• Identify the Belt Need 
• Identify the Tensioner Need 
• Selling the Need 
• Remove the Belt & Tensioner 
• Replace the Belt and Tensioner 
• Tips Working with the Belt & Ten-

sioner 
Also remember the two other 

training links on E-Part.  They are 3M 
Training and Dorman Installation 
Video’s.  Thanks, Dale  

Tri Star Engines & Transmissions 
Have you ever heard the saying, When one 

door closes another opens? Well, I think that’s ex-
actly what has happened with remanufactured 
engines and transmissions. 

And in the case of Tri Star engines and transmis-
sions, we will now be able to offer not only re-
manufactured engines but transmissions as well, 
plus diesel engines and Allison transmissions.  

That’s just for starters.  They also have marine 
applications, performance, and fleet applications. 
And freight is included in the price of the engine 
(both ways) in Minnesota, and both North and 
South Dakota (Sorry, Montana).  

The Bismarck and Watertown stores have or-
dered three different engines, and they tell us they 
look good and have been running for over a week 
now.  That’s usually a good sign. Each store is re-
ceiving a Tri Star brochure, explaining about the 
company, or go to www.tristarengine.com .  They 
have an online catalog, and you can also look 
engines up by vehicle VIN code.  

Hedahls has an account at Tri Star, so if you 
need an engine or transmission, call Brett Stinar, 
Product Support Rep at 1-800-322-5859.  Any other 
comments, concerns or questions, call me.   
Thanks, Dale  
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VSI Freight Policy 
Recently store managers received a memo 

from Bob Hampshire outlining an update to the 
freight policy on VSI products for Free Freight Mon-
days.  Now the cut off time is noon on Saturday 
for orders to be shipped on Monday with no 
freight fee.  These orders will be packaged by 
stores and shipped to NEMAC in Bismarck on 
Mondays.  NEMAC should have the orders broken 
down and shipped out to the stores on Wednes-
day or Thursday at the latest, so the stores will 
have the order on Thursday or Friday.   

Any product available from VSI can be 
shipped on the truck to NEMAC, including per-
formance parts and chrome accessories for vehi-
cles, plus wheels and tires.  VSI specializes in gear 
and parts for high performance vehicles and 
show vehicles, and now if you have the flexibility 
of time, you can receive the merchandise without 
the cost of freight. 

If you need something faster, you always have 
the option of having your order shipped UPS, but 
then freight costs will be included in the order. We 
can order either from the VSIHP website, or you 
can call 1-800-424-8741 (press 2 for sales).  No ac-
count numbers are needed for VSI.  All you have 

to tell Ray is 
that you are 
with Hedahls 
and give him 
your store 
number.  Call 
Bob Hamp-
shire at Head-
quarters with 
questions (ext. 
235).  

4th Annual Hedahls Fun Run 
Saturday, July 17 

Cars – Motorcycles – Street Rods – Etc. 
Bismarck Hedahls Store 

West Parking Lot 
 

Registration begins at 11:00 am 
Run leaves at noon 

 
 

 
$5 donation per person (high-low & more – 100% payback) 
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Main Street Tire  
Wheel & Tire Program 

Keep in mind too that we have a source for tires 
and wheels through our very own Main Street Tire.   

The Main Street Tire Company has been a big 
marketer of custom wheels for more than 25 years, 
using such sources as Grand Prix, Ultra, SenDel, and 
a host of other big names brokered from sources 
out of the Midwest and the West Coast. 

Dan Schreck, the manager of Main Street Tire, is 
the first to admit that it is not a simple sideline busi-
ness to be in, with hundreds of styles, scores of bolt-
circle patterns on vehicles to contend with and 
styles that seem to fade in and out of popularity at 
a moment’s notice, or no notice. 

That’s why he has designated a “wheel expert” 
on the staff at Main Street Tire, Shop Foreman Cody 
Berger. Cody is a hands-on problem-solver who be-
gins with the fitment guides but knows from experi-
ence what to do when what the “book” said would 
work, won’t. 

But don’t worry if you or your customers have 
an urge to customize a vehicle with nicer tires and 
wheels, Main Street Tire wants to help. They can 
walk you through the process, narrow down the 
options, and for employees, if it all seems like it 
could be too pricey, a pre-approved payroll de-
duction plan can be put into place. 

And if you think that a 20-inch package could-
n’t possibly be made to work on your vehicle, think 
again. Plus-sizing is a lot of what Main Street Tire al-
ready does on a regular basis. 

They are just a phone call, FAX, or e-mail away.   

First Stop: Wet Spot Bar in Glen Ullin for 
food and hospitality 
Second Stop: Saddle Sore Saloon in 
Golden Valley with tours of the John Lin-
demann Car and Motorcycle Museum 
Last Stop: Captain’s Cabin in Washburn 
for food and door prizes 
Participants will receive a detailed road 
map at registration. 
 
All traffic laws apply.  Hedahls is not re-
sponsible for accidents or injury.  A chase 
vehicle and trailer will be provided. 

 



Pictured above (back row, left to right):  Scott Stevenson of Wiz-
ards, J. VanErem of Hastings Filters, Joe Champion of Tenneco, A. 
Halverson of Goodyear, D. Feeley of Ace Tool, Doug Froelich of 
STD Ignition, Al Skarpohl of DuPont, and Eric Glatt of DuPont.  
(Front row):  Larry Lysengen, COO of Hedahls, Inc.; Dale Helfrich, 

Sales Manager of Hedahls, Inc.; Nick Meysembourg of Orrin Sales; 
Jason Johnson, Sisseton counterman; Wes Herniman, Sisseton 
store manager; and Aaron McCleerey, Sisseton counterman.  Photo 
from The Sisseton Courier, used with permission.  

Above left: Customer 
Doug Karst. Above 

right: Customer Allen 
Peterson, Carol Peter-
son, Joan Waletich, & 

Camielle Moshier.  
Right: that friendly little 

dog.  Far right: Custom-
ers Georgia Streier and 

her husband.    
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