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Spirit® Petroleum is delighted to announce 
the opening of the Oklahoma’s newest Spirit® 
location. The site, owned and supplied by 
Littlefield Oil (see Licensee Profile story 
below) is located on a rural crossroads off 
Highway 64 between Roland and Moffett, OK, 
and is perfectly situated to attract motorists 
preparing to cross the Arkansas River to 
neighboring Fort Smith.

Known locally as Freddy’s One-Stop, the station 
is leased to and operated by a husband-and-
wife pair of longstanding community members. 

“We’ve made significant repairs to the site’s 
drainage situation in the course of converting 
to the Spirit® brand, and also upgraded to 
accommodate large trucks,” said Jason Fouts, 
Littlefield Oil’s director of retail sales and 
development. “The diesel volume had fallen off 
quite a bit, and we plan to attract more farm 
and diesel customers to the improved station.”

“We were ready to move away from our 
relationship with the site’s former brand,” Fouts 
continued, “and so we were very glad to have 
the Spirit® brand available as an option. It’s a 
spectacular image—eye-catching and attractive, 
and radiating confidence and patriotism. We 
love that we get that big-brand image without 
having to sign a long-term contract, pay high 

branding fees and agree to a lot of requirements 
like you have to with a lot of major brands.”

Fouts also highlighted the flexibility to supply 
the station with unbranded product as a major 
part of Spirit®’s appeal. “We did the math, and 
figured that we were wasting about five cents 
a gallon with the previous brand. Thanks to 
the option Spirit® gives us of supplying the 
station with less expensive, unbranded fuel, we 
expect to recoup the cost of branding in a very 
reasonable time frame.  And if we need to be 

more competitive with our pricing, the option 
is there. That wasn’t the case when we were 
obligated to purchase branded product. It’s a 
win-win for us.”

“We’re so glad to welcome Littlefield Oil and 
Freddy’s One Stop to the Spirit family,” said 
Spirit® president Vera Haskins. “Helping 
marketers succeed is our sole purpose, and 
we anticipate bringing Spirit®’s unique 
combination of business solutions to petroleum 
marketers in the great state of Oklahoma.”

The Eagle Lands in Oklahoma

State Executive Profile
Roger Lane — Georgia Oilmen’s 
Association

It’s a long way from 
shining shoes for ten cents 
a pair at a barbershop 
in tiny Jesup, Georgia 
to leading the jobber 
and associate members 
of the Georgia Oilmen’s 
Association, but for 
Roger Lane, association 
president, the journey 

has made sense. “I wasn’t hired on here for 
my knowledge of the oil business, that’s for 
sure,” he quips. “But I did have a good working 
understanding and knowledge of the political 
process, and pretty much every job I’ve ever 
had, including shining shoes, has involved 
working with the public.”

Lane was always interested in politics, even as 
a youngster.  He grew up in rural south Georgia, 
and as a teenager got a job working in a Jesup 
drugstore where the sheriff, the clerk of court, 
the probate judge and other local elected officials 
would sit around and talk politics. “I would listen 
in while I worked, and learned early how to talk 

to people, how to get along with the public, and 
how important the political process is. I was 
getting involved and putting out yard signs way 
before I was old enough to vote.”

After starting his career as a Medicaid auditor, 
Lane headed the Georgia Pharmaceutical 
Association for ten years. In 1982 he took the 
reins at the Georgia Oilmen’s Association, 
which operates out of offices in suburban 
Atlanta and represents 200 distributor 
members and approximately 400 associate 
members throughout the state. Now marking 
44 years as a lobbyist, Lane proudly points to 
the need for, and the merits of, his profession.

“When asked, I tell people ‘A lobbyist is a person 
you hire to protect you from the person you 
elected,’ ” he says. “Truly, life is politics and 
politics is life, and anyone who has to live life 
with other people is going to have to learn how 
to be a politician to some degree.””

Lane has seen profound changes in the 
structure of the petroleum marketing industry 
since he started with the Georgia Oilmen’s 
Association. “We’ve gone from service 
stations to convenience stores and now to big 
super convenience stores with food, which 
is becoming more important than gasoline 
since it’s a better profit.” And mergers 

and acquisitions have radically shifted the 
landscape as well, he observes. “Consolidation 
has probably brought about the biggest 
changes. The number of members we serve 
has decreased more than 50% in the last thirty 
years, even though right now our membership 
includes probably almost every eligible 
organization in the state. And I would say that 
our association’s 200 distributors probably sell 
more product than 400 did in 1982. There are 
just fewer distributors out there. Petroleum 
marketing is a much harder business to get into 
as a start up than it used to be, harder to get the 
initial capital and harder to get a contract with 
a supplier. Owners who are ready to retire and 
get out of the business are either acquired by 
competitors or simply liquidating since there 
isn’t anyone willing to get in,” he says. “What 
that means is that some of our rural areas that 
used to have five or six distributors serving 
them locally now don’t have any; they’re now 
being supplied by fewer companies with bigger 
territories, located farther away.”

Lane is a supporter of the Spirit® brand for 
Georgia marketers. “We’re lucky to have it as 
an option,” he asserts.  “Anything that allows 
marketers to have more independence in the 
running of their businesses is a big plus in 
my book.”

Roger Lane



Partner Spotlight 

Wayne Fueling Systems

Wayne Fueling Systems is one of the world’s 
largest suppliers of fuel dispensers, payment 
terminals, forecourt control devices, point-
of-sale and other measurement and control 
solutions to the retail and commercial 
fueling industry. At the forefront of industry 
innovation since it was founded in 1891, Wayne 
is responsible for many of the breakthrough 
technologies that have transformed fuel 
retailing, giving rise to products—like self-
service and pay-at-the-pump dispensers—that 
are an established part of the retail fueling 
experience today. Based in Austin, TX, the 
company distributes its products in over 140 
countries around the world.

Wayne proudly points to its latest innovation, 
Wayne Cloud Solutions, a suite of forecourt 

technologies and services that operate with 
the Wayne FusionTM site automation system 
to direct data into cloud-hosted servers. 
These cloud-based services simplify payment 
compliance (PCI, EMV®), provide integration 
with mobile payment and loyalty systems, 
deliver media content to enhance the customer 
experience and improve operational efficiencies.

Wayne’s latest point-of-sale system , created 
jointly with Wincor Nixdorf, allows complete 
integration from dispenser to back office in one 
solution. Monitoring and reporting of fuel retail 
sites are made easier with Wayne’s remote 
management and diagnostics solutions.

Wayne and Gas Station TV (GSTV), America’s 
premier video network at the pump, offer 
the in OvationTVTM media platform at no 
charge and with no hidden fees to gas retailers 
that purchase new Wayne OvationTM2 fuel 
dispensers. These state-of-the-art dispensers 

offer 25% more brandable space and feature 
slimmer, sleeker, more consumer-friendly 
styling along with increased privacy and 
payment security. In addition, the Ovation 2 
dispenser offers industry-leading metering, a 
variety of compliant payment options, and 
other customer interactive features that make it 
the most advanced dispenser on the market.

For more information about Wayne products or 
to place an order, contact your local distributor 
through the company’s website. www.wayne.com
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Licensee Profile

Littlefield Oil Company –  Fort 
Smith, AR

Grown up from its humble beginnings as a 
single gas station in Booneville, Arkansas, 
Littlefield Oil Company is today the 
centerpiece of multipronged Littlefield 
Companies, which operates from its busy 
headquarters in Fort Smith. The company was 
founded in 1946 by A.B. and W.C. Littlefield, 
brothers newly returned to Booneville at the 
end of World War II. “They did their duty, 
came home and opened a business to support 
their families,” reports A.B.’s grandson Aaron 
Littlefield, now the company’s president and 
CEO. “It really was the American Dream.”

In the beginning, the brothers supplied their 
station with product delivered by train, loading 
from the rail line that came through town. 
Eventually they bought a transport truck, which 
allowed them to carry product to other stations 
in town and in the surrounding areas. Before 
long, their wholesale supply business eclipsed 
the service station and they grew Littlefield 

Oil in that direction, adding more trucks and 
racks, acquiring some jobber companies and 
partnering with others. Today the company 
serves clients in Texas, Oklahoma, Kansas 
and Missouri as well as all over Arkansas with 
petroleum products, equipment and related 
services including oilfield and natural gas 
services, farm and commercial fuel supply and 
wireless tank monitoring. Littlefield Oil carries 
the Citgo, Valero, Shell and Phillips brands 
in addition to the Spirit® brand, and is also 
at work developing Littlefield Express, an in-
house convenience store brand.Aaron Littlefield 

recently joined the PMAA Executive Committee 
as South Central Region Chair, and is happy 
with the decision to fly the Spirit® flag over the 
company’s newly converted site in Oklahoma. 

“We went with Spirit® for our newest station 
because we were struggling to find the value 
in the major brands for this location,” says 
Aaron Littlefield. “The Spirit® brand gave 
us everything we were looking for—a good 
appearance and especially the flexibility 
to supply the station with less expensive, 
unbranded fuel. That was the big value in this 
brand for me.” 


