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The Petroleum Marketers Association of 
America, which owns and manages the 
Spirit® brand, is proud to name William 
J. “Bill” Herdrich as the 2012 recipient of 
PMAA’s Distinguished Service Award. DSA 
Selection Committee chairman Vern Kelley 
and PMAA Chairman Stanley Roberts will 
formally present the award to Herdrich on 
October 7th at a luncheon during PMAA’s 
annual meeting in Las Vegas, NV. 

PMAA’s highest honor, the Distinguished 
Service Award is granted annually to an 
individual who has furthered the interests of 
the organization and the petroleum marketing 
industry through outstanding voluntary service 
and leadership. Honorees are required to have 

made significant contributions to the industry 
atthe local, state and national level.

Herdrich currently chairs the Management 
Committee of the Petroleum Marketers Oil 
Company, the PMAA-controlled for-profit LLC 
that owns and manages the Spirit® brand. He 
was one of the company’s founding members, 
and was instrumental in bringing to fruition 
this PMAA effort to establish a national brand, 
the Spirit® brand, whose mission and purpose 
is to serve marketers.

Herdrich’s PMAA resumé includes stints as 
a board member, committee member and 
association North Central Vice President. 
He served on the board of the Petroleum 
Marketers Education Foundation, and is a 
former president of the Indiana Oil Marketers 
Association. He is a current member of the 
Shell Oil Products US Regional Council; at 
one point he held the longest-running jobber 
council position on the Shell Wholesale 
Council during the Texaco/Shell transition. 
He has also served on the board of directors 
for Federated Insurance.

Herdrich’s long list of charitable endeavors 
includes board positions on three different 
philanthropic foundations addressing issues 
in health, human services, education and the 
environment in and around his hometown 

of Rushville, Indiana. His long list of local 
involvements includes leadership and 
committee service to the local Chamber of 
Commerce, Boy Scouts, St. Paul’s United 
Methodist Church and numerous service 
organizations.  He also founded and manages a 
family charitable gift fund that regularly grants 
money to local projects.

Herdrich is President of Rushville-based Herdrich 
Petroleum Corporation, which he founded in 
1970. The company, which owns and supplies 
more than 100 fuel stations and convenience 
stores throughout Indiana, carries branded and 
unbranded fuels including Shell, Phillips, BP, 
Marathon, Spirit® and Countrymark.

“Everyone on our committee knew that Bill had 
done great things for our industry, but when 
you total them all up, it is very impressive,” 
said Vern Kelley, DSA Committee Chairman. “I 
think the committee did a great job in selecting 
Bill Herdrich as this year’s recipient,” said 
PMAA Chairman, Stanley Roberts. “He has 
done so much to help PMAA and the Indiana 
Petroleum Marketers and Convenience Store 
Association,” added Roberts.

“I’m extremely humbled to receive this award 
from PMAA. In fact, shocked might be a better 
word,” said Herdrich.  “It’s a wonderful and 
unexpected honor.”

State Executive Profile

Mark Griffin – Michigan Petroleum 
Association/Michigan Association 
of Convenience Stores

President of the Michigan Petroleum 
Association/Michigan Association of 
Convenience Stores since 1995, Mark Griffin 
began as the organization’s vice president in 
1993 after beginning his career in banking 

and association management. The 
organization itself was founded in 
1934 to serve petroleum marketers; 
in 1986 convenience stores were 
added to its member ranks, reflecting 
that era’s changes in the fuel retail 
business. Today MPA/MACS serves 
some 500 member companies 
representing 1800 retail locations 
in all of Michigan’s 83 counties.

Griffin is a believer in the benefits of 
the Spirit® brand as a way of giving 
marketers options to help them 
weather challenges particular to the 
industry. “I think first and foremost 
we have to remember what the 
Spirit® brand was created to do,” he 
says. “It gave marketers options at a 
time when the number of major oil 
brands was shrinking. If nothing else, 
going with Spirit® may have given 

some business owners much-needed time, may 
have allowed them to delay having to make 
a decision that they may not have wanted to 
make—that is, investing money in a location 
they maybe weren’t sure about keeping, just to 
keep the major brand happy.”

In Griffin’s view, marketers facing such a 
situation stand to lose their independence. “But 
going with Spirit® is a cost-effective approach 
to giving yourself time to decide what to do 
with your property. It allows you to keep your 
independence while you’re trying to find the 
right solution.”

“Those of our members who have used it in 
this way really like the brand; it works well 
for them, “ Griffin affirms.  “Because we’re a 
member state of PMAA, all of our member 
jobbers are in fact owners of the Spirit® brand.  
I’d like to see more of them avail themselves of 
this great tool.”
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A&M Oil Company, Taylorsville, KY

Mark Stout, president of A&M Oil Company, 
has owned the Taylorsville-based company 
for 27 years, having purchased an existing 
petroleum distribution company that had 
operated there for decades. In addition to 
government contracts, A&M Oil serves retail 
locations in the northern and central counties 
of Kentucky, and carries Marathon brand 
products in addition to flying the Spirit® flag.

A&M Oil currently supplies three Spirit® locations, 
and Stout anticipates several more of his dealers 
going with the brand.

“We decided to license Spirit® when we 
experienced the exit of so many major oil brands 
from the marketplace—and the already-stringent 
requirements of the remaining brands got even 
tougher,” Stout remembers. In his view, the 
major refiner brands have had little inclination 
to reach out to low-volume sites, leaving smaller 
operations faced with a big dilemma.

“It seems that over time, what’s evolved is that 

the larger brands have added on even more 

qualifications and criteria that continue to 

burden store operators with extra expenses, 

which they’re obligated to meet regardless of 

their volume,” he goes on.

“With Spirit®, even smaller operations get a 

nice, uniform look, brand recognition at a low 

cost, and the ability to purchase product at their 

convenience,” he says.

Stout’s dealers like Spirit® because it has 

a great credit-card program, at much less 

expense than those of the major brands. 

“Plus,” he states, “they know we have the 

flexibility of getting product where it works 

out best for us. There are just fewer hassles 

with Spirit® than with the big brands, and 

along with all that they get the nice look of 

a major brand; it’s much better than going 

unbranded, being just ‘Joe’s Gas’ which is 

what often happens to lower-volume sites.”

Partner Spotlight

Wayne, A GE Energy Business

Known for more than a century as global 
innovator of fuel dispensers and technologies, 
Wayne offers quality retail fuel dispensing 
products to Spirit® marketers as a Spirit® 
partner.

Founded in 1891, even before the advent of the 
motor fuel industry, Wayne developed some of 
the earliest hand-cranked fuel pumps designed 
to dispense kerosene from barrels. The company 
introduced curbside fuel pumps in the early 
years of the automotive industry, as well the 
first “visible pump” which allowed the motorist 
to see the amount of gasoline purchased before 

dispensing it into the tank.  Wayne was also 
responsible for customer-focused innovations 
such as the first mechanical pumps (1933), the 
first electronic computing pumps (1975) and the 
first card-reader pumps (1986).

Wayne has long believed that efficiency, 
functionality and aesthetics play a crucial role 
in attracting motorists to any fuel station. In 
recent years, the company has collaborated 
with IDEO, a design and innovation 
consultancy firm, to gather extensive feedback 
about the fueling experience from distributors, 
retailers, service technicians and motorists 
worldwide. Wayne has used this information 
to design products uniquely tailored to the 
needs of marketers, dealers and motorists. In 
2003, the Wayne Ovation™ fuel dispenser set 

new industry standards for product design and 
customer experience by integrating ATM-
like technology. And the recently launched 
Wayne Helix™ fuel dispenser will continue a 
tradition of transforming the modern fueling 
experience with a single global platform which 
emphasizes intelligent design, transaction 
security, and advanced technology.

Certain Wayne dispensers can be pre-imaged 
with the Spirit® eagle logo and colors, 
eliminating the need for marketers to purchase 
pump decals. 

For more information about Wayne and its 
products, contact your local distributor through 
the company’s website.   
www.wayne.com
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