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May ASA Houston Meeting
Tuesday May, 14, 2013

May Meeting Location:
Fratelli’sRistorante

                          1330 Wirt Road, D  
Houston, TX 77055

713-263-0022
We have been relocated to Fratelli’s Ristorante due to scheduling 

confl ict with the Crowne Plaza Hotel. Don’t worry there is more than 
just pasta on the menu!

7:00-10:00 PM 
Our speaker is:

RED & BLACK … A PASSENGER & A DRIVER 
A cookie-baking mom and her Ferrari-racing sister will discuss their inter-
esting detour when their book, which was launched by Neiman Marcus and 
intended to be the basis of a sitcom, became a Texas State Board of Educa-
tion approved personal fi nance textbook.   Life never seems to go as planned 
- either in business or in our personal lives.  But the secret is making the most 
of these unexpected detours, which may explain how Black turned her sister’s 
crisis into a book, a brand and a business.  Join Red & Black on May 14 (and 
consider inviting your spouse, too) and hear Black’s explanation of how life is 
like a race track… using the track map of Indianapolis Motor Speedway!

                       SPONSORED BY:
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Follow The ASA on Social Media

PRESIDENT’S CORNER
Is NASTF the answer? 

The other day a friend of mine called me and was concerned about a letter posted on “Taking the Hill’s” web 
site. It was a letter asking people to write the Honorable Mike Fitzpatrick, co-sponsor of the “Right to Repair” leg-
islation of the 112th Congress asking him to reconsider his position on this type of legislation. Not knowing much 
about the ASA Nationals stance on right to repair I called Bob Redding, our representative in Washington and asked 
him some questions about the letter. We spoke for a while and I was still confused about the issue. I asked him to 
put ASA National position into a nut shell and here is what he said.

John,
I have included below two important links related to Service Information and Right to Repair (R2R) legislation.
Per our discussion, ASA, prior to the Fall of 2002, supported R2R.  ASA had placed language in the 1990 Clean 

Air Act Amendments assuring independent repairers the same emissions service information as the franchised new 
car dealers but our ASA leaders were concerned about non-emissions information.  After conferring with members 
of the U.S. Senate Commerce Committee, we worked out an agreement with the automakers in the Fall of 2002.  
(see below).

ASA has been an active board member of the National Automotive Service Task Force (NASTF) since its incep-
tion.  NASTF is a voluntary organization comprised of ASA, automakers, new car dealers and other members of 
the aftermarket.  It works to resolve service information issues that arise for independents.  We have less than 100 a 
year as we discussed.  I suggest fi rst that your friend submit his service information issues via NASTF and copy me.  
I have alerted our Mechanical Operations Committee to his concerns and we can follow-up with NASTF.  See the 
NASTF link below.

ASA sees the government’s involvement as a last resort on this issue.  The only state that has passed the legisla-
tion is Massachusetts.  There is much confusion in the Mass. marketplace relative to service information.   If ASA 
determines that automakers are withholding information from independent repairers and NASTF cannot resolve 
our concerns, ASA will use whatever means at our disposal, including legislation, to obtain the service information 
necessary to repair our customers’ vehicles.

I am available, if necessary, to discuss with you and your friend further.

Regards,
Bob Redding
Washington, D.C. Representative
Automotive Service Association
313 Massachusetts Avenue, N.E.
Washington, D.C.  20002
Ph. 202-543-1440
Fax 202-543-4575

http://takingthehill.com/IA_agreement.htm
http://www.nastf.org/i4a/pages/index.cfm?pageid=3296

(continued on page 3)
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2012-2013 ASA Houston Offi cers

President
John Ferrata
Nline Automotive
president@asahoustontexas.com
713-862-5544

President-Elect
Karolena Serratos
Professional Auto Care
preselect@asahoustontexas.com
713-270-0474

Secretary 
John Miller 
Freedom Automitive 
sec@asahoustontexas.com
281-499-4797

Treasurer
Jay Meir
Excel Auto
treas@asahoustontexas.com
713-864-6868

Past President 
Kevin Spencer 
A&B Auto Electric 
pastpres@asahoustontexas.
com 
713-928-3286

Education Liaison  
Mark Deschner and John P. Goins
281-476-1865
San Jacinto Jr. College                            

Shop Talk Editor 
John Miller 
Freedom Automitive  
johnmiller@thecaracounselor.com
281-499-4797

Board Members

Chuck Stasny - AAMCO of Houston
Mario Rodriquez - Mario’s Automotive
Sybren van der Pol - Adolf Hoepfl  
Garage
Ray White - S & S Auto Service

    

(President’s Corner - continued from Page 2)

I then discussed this issue again with my friend, he said he writes about 
40 complaints a year to NASTF and receives answers to about ten percent 
of them. This seems a little on the low side and not very customer friendly 
to me. 

My questions to you (ASA Houston) are:

Do we have a problem with information, software, equipment or a com-
bination of any of those that need attention? 

Have you ever written NASTF and not received a satisfactory answer?   
Do we want to invite Bob Redding to Houston to educate us on the situa-

tion? 
All of you know having the correct information when diagnosing or re-

pairing a vehicle is about half the battle. Are we satisfi ed with the status quo 
or is there room for improvement? If you have any comments or questions 
please call or shoot me e-mail.

Regards,
John

TIAA Convention

TIAA is hosting the Texas Automotive Convention 2013 in 
San Antonio on Saturday, May 25th, 2013 at the La Mansion Del 
Rio Hotel on the Riverwalk.  This training event is designed for 
Shop Owners, Service Writers, Managers, Shop foremen and 
anyone in the business involved in selling or management! There 
are a lot of technical classes offered to shops but very few man-
agement classes. The few management classes offered in this area 
usually involve a pushy sales pitch regarding some type of con-
sulting program.

 Registration Information: 
• Price: $100 per person for the fi rst two people. 
• $50/person after two (Ex. 3 people can attend for $250). 
• Includes breakfast and lunch for the event. 
• Hotel room reservations can be made through La Mansion 
• Date/Time: Saturday, May 25th, 2013. From 8 a.m. to 4 p.m. 

        (end time approximate) 
• Deadline: After April 26th prices increase $25 per person.
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Sometimes the system works
It looks as if we are going to get some real Margin Tax relief this year
The Chairman of the Ways and Means Committee, Harvey Hildebrand, tells us that the changes we want are in-

corporated in House Bill 500 which was passed out of their committee a couple of weeks ago.  He says the bill has 
a very good chance of passing the House, the Senate is working on a companion bill and the Governor has already 
agreed to sign the reform package. 

The bill will cut our tax rate in half, from the one percent we now have to pay to the one half of a percent that 
dealership shop pay. This will give us tax equality! 

There is still a way to go before the bill actually becomes the law, and a lot can go wrong so it is important that 
we do not let up on the pressure yet. Remember to call your representatives, and now more than ever o include your 
State Senator in the calls. 

If and when the law passes our Chapter, and every independent shop owner in Texas owes a debt of gratitude 
to the few men and women who spent hours working on this, who made repeated trips to Austin and who invested 
their own money in the project. 

This is what ASA is all about, standing up for the good of the industry, for the future of our businesses. ASA 
works to provide training, insure independents get all the information we need to fi x cars, protect us from the legis-
lature and provide a peer group unmatched by any other automotive association. Thank you for being part of it

Stand with your local ASA Chapter
The Houston ASA Chapter is looking for a few good men and women. Our Board of Directors invites YOU to 

join them. If you have ideas about how the association can better serve the membership, if there are changes you 
would like to see made, if there are speakers that you would like to bring to the meetings then we want you to step 
up and be a bigger part of the Chapter. 

There will be important issues coming in the next year as we deal with the City of Houston, the new health care 
act. Be a part of the leadership. It doesn’t pay much but the rewards are great. 

Dodge Diesel Pickup
Dodge will be the only manufacturer to offer a diesel 

powertrain in the half-ton segment with the 2014 Ram 1500 
EcoDiesel,said Fred Diaz, President and CEO - Ram Truck 
Brand and Chrysler de Mexico, Chrysler Group LLC. 

The 2013 Ram 1500 won Motor Trend’s Truck of the Year, 
The North American Truck of the Year and Truck of Texas. 
The 2014 Ram 1500 EcoDiesel will further stretch its best-in-
class fuel economy title lead and continue to raise the innova-

tion bar in one of the automotive industry’s most customer-loyal segments. 

The Ram 1500 with 3.0-liter V-6 turbo EcoDiesel and TorqueFlite eight-speed transmission deliver on the de-
mands of truckers by providing best-in-class torque, fuel economy and range. There’s no doubt that being the only 
truck manufacturer to offer this game changing technology will provide Ram with a competitive advantage, added 
Diaz.  

From; Sinister Diesel, Diesel Driver’s Newsletter, April 2013
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Chastang Ford Diesel Engine Training
Mario Rodriquez has made contact with Ismael Sanchez of Chastang Ford who has committed to put on a diesel 
training class and tailor it to our specifi c needs. Our obligation is to have at least 10 people and a place to have 
the training. The training will be conducted by a certifi ed Ford trainer on our subject of choice. If you want to be 
involved in this training please contact: Mario Rodriquez at 713-926-1605 or John Ferrata at 713-862-5544. This 
is a chance to get some good training cheap! I want to thank Ismael for attending our meeting last month and thank 
Chastang Ford for its commitment to the aftermarket industry. 

Snap-on Training Class
Remember that Snap-On-Tools will be at the May meeting, they will be conducting a mini survey as to the type of 
classes that we want for training. 

POWERSTROKE 
SEMINAR DFW
QUESTIONS:
John Firm at Firm Automotive

REGISTRATION: 
Firm Automotive
3501 NE 28th Street; 
Ft. Worth, TX 76111
Phone: (817) 834-1300    
Fax: (817) 834-2824

LOCATION:  
Comfort Suites
411 West Road to 6 Flags Street
Arlington, TX 76011
Phone: (817) 460-8700

6.7L PSD CLASS: 6:30 PM to 9:30 
PM; Friday, May 31, 2013; Price: 
$250.00
6.4L PSD CLASS: 8 AM to 5 PM; 
Saturday, June 1, 2013; Price: 
$250.00

BONUS: Register for both classes 
and pay only $340.00!
SHOP RATE: Send 4 techs to both 
classes for only $1,200.00!



Page  6

ASA Houston - Shop Talk May 2013
Health Reform: A Reference Guide for Automotive Repair & Collision 
Professionals
By Kathryn van der Pol, Adolf Hoepfl  Garage

First of all, let’s realize that we are living at the end of the good old days of medical care.  When the Patient Care & Af-
fordable Healthcare Act (PPACA) goes into full force on January 1, 2014, we will be entering a brave new world.

Even now, not everything about the new healthcare law is in place nor is it fully understood by insurance brokers, agents, 
or health care professionals. Anyone claiming to be such an expert and know it all is just plain wrong. 

This will be a series of articles about health care tailored to small business owners. In this fi rst article, I will summarize the 
talk given by Mr. Frederic Warner, an attorney who represents public policy and government relations for the entire Memorial 
Hermann Healthcare system.  He spoke at our last ASA meeting to a great group of around 70 people. Many business owners 
brought their spouses, bookkeepers, and human resource teams in to hear what Mr. Warner had to say.

A lot of what Mr. Warner focused on was how the politics of our day infl uenced the Obamacare legislation.  In a nutshell, 
our government is asking our healthcare system, especially our hospitals, to do more for less money.  

One law that many of us need to know about is called EMTALA.  EMTALA stands for Emergency Medical Treatment & 
Active Labor Act. This law:

- EMTALA was enacted by Democratic House and Republican Senate, and signed into law by President Ronald Reagan 
in 1986.

- Guarantees access to health care. No one can be turned away from an emergency room unless they lack the space. The 
ER has a legal responsibility to stabilize the patients.

- The challenge of EMTALA is that  a funding mechanism was never established by Congress to pay for it resulting in 
high increases in hospital costs which are passed on to patients who have insurance. (Editor’s note: that may be why we’re 
charged $8.00 for one  aspirin when we’re in the hospital.)

-  EMTALA requirements demand more than hospitals can give without signifi cant cost-shifting to patients with insur-
ance or some private means to pay. 

(continued on page 7)
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(Health Reform - continued from age 6)

EMTALA is a huge cost driver for hospitals.  Another driver that increases cost is Medicare and Medicaid.
Medicare is a program for those 65 and over and the disabled.  It is a federal program and it is implemented uniformly 
throughout all 50 states. Every day 8,000 U.S. citizens become eligible for Medicare (thanks to us baby boomers).  On the 
other hand, Medicaid is funded through a partnership between the states and the Federal government. The benefi ts that are of-
fered vary from state to state depending on how the people of that state choose to implement it. In Texas, Medicaid eligibility 
does not go to healthy Texas residents unless they are blind or pregnant. The program pays for children living in poverty and 
seniors who live state-supported nursing homes.  So, the bottom line, because of the aging population, there will be increased 
demands placed on these two programs.
The goal of the PPACA  is to give U.S. citizens access of healthcare. (FYI:  the legislation is completely silent on the issue 
of undocumented workers.) Between 33% and 35% of Texas residents are uninsured, one of the highest percentages in the 
country. 
The good news of PPACA is that beginning in 2014, all plans will be guaranteed issue in all markets with no pre-existing 
condition limitations or exclusions. This means that, for the fi rst time ever, anyone who wants health insurance can buy health 
insurance. 
In order to make the guaranteed issue provision work, most Americans and legal residents will also be required to purchase 
health insurance or pay a penalty.

The penalty in 2014 will be $95.00. 
This will be paid in 2015 probably with 
the tax return, but no one is quite certain 
about this yet.  In 2016 the individual 
penalty increases to 2.5% of family 
income. There is a capped amount per 
family and there are exemptions on 
religious grounds, for native Americans, 
for prisoners, and for people for whom 
insurance is “unaffordable.” Mr. Warner 
pointed out that putting aside the con-
troversy over the Supreme Court’s deci-
sion that the individual “mandate” i.e., 
penalty was a legitimate tax, the prob-
lem with this penalty is that it doesn’t 
charge people enough to  motivate them 
to buy insurance.  

To help people with the cost of 
insurance which will increase, the 
federal law has put in place tax credits 
for individuals and small businesses, a 
SHOP exchange for small businesses 
(that won’t take effect until 2015), and 
placed stiff penalties on large compa-
nies (in Texas that is an employer with 
more than 50 Full time workers or Full-
time equivalents) for failing to offer an 
affordable, high value plan.  

An exchange is an internet based 
program that provides the ability to 
shop for the best priced product. Think 
of going to a website like Expedia.com 
for trip planning, only this time you will 
be shopping for health insurance. There 
are three basic types of exchanges.

(continued on page 9)
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Top Five Reasons Service Writers Fail in a Nutshell
By: Karolena Serratos

I recently read an online article by Beth with a nameless shop. After reading the top fi ve reasons service advisors 
fail. I felt my stomach turn. We all have or have had people with these characteristics working in our shops. They 
represent our name with each customer interaction and, at times, with their less than professional attitudes. I real-
ized her article did not have a call to action, however, I refuse for this to be just the way it is, because it ain’t gonna 
be for me… Below I have included Beth Doe’s original list along with my interpretations and personal takeaways 
of each.

5. Does not take money seriously
“Oops, I accidently sold the part at cost” or “Eh, they don’t seem like the maintenance type” These statements 

are not acceptable from professional service advisors. Our advisors need to value our services, and recognize the 
value of them for our clients.  Our customers come to us for our professional opinions and services, by doing so 
they are giving their permission for us to point out needed work or make recommendations for service. If you have 
an employee who is not asking, you need to ask yourself if they need more training or need to go elsewhere.

  
4. Does not take the customer seriously
Every customer deserves to be taken seriously and treated with courtesy and respect. Our advisors need to pay 

attention to the customer’ concerns and description of the problem and respond with empathy and professionalism. 
The advisor has to be inspired by the idea that each customer is our best customer.   

3. Does not take time seriously
If our advisor does not take the customer’s time, the shop’s time and their own time seriously they are costing 

the shop money. Slackers are constantly looking for excuses to simply stand around and do nothing. It is our job to 
insure that our advisors know that their job is to understand the customer’s expectations and help them set reason-
able time goals for each job. They have to communicate with the techs, monitor the parts deliveries and update the 
customer periodically.  It is up to us, as managers to set the performance expectations for the advisor. Tasks other 
than actual service writing need to be outlined and detailed for them. 

2. Does not respect customer’s property
Disparaging comments about the car the client drove into the shop, failure to use fl oor mats, leaving greasy 

handprints on a car, or old parts in the seat are all indicators that we do not value the customers car, and by asso-
ciation, the customer. Our advisors job includes conveying to the customer our absolute respect for them and their 
property.  Generalized comments about what a problem certain lines of cars are or how dumb some systems are 
only indicate our inability to understand them in the customers mind. 

1. Does not take the customer’s request seriously
We need to ensure we understand what exactly is being asked of us. We are expected to interpret what the cus-

tomer really wants with their visit. Does time, money or safety matter the most to them for this particular visit? 
Determine what their priority is in detail and write it down in front of them to build their confi dence in your ability.

 
The good news is that all of these are teachable skills and in many cases only need to be pointed out to an advi-

sor who has never been introduced to them. The bad news is that it does take a person with an attitude of respect 
and empathy to master them. Take a look at your advisors; do they simply lack a learnable skill, or the service heart. 

 



Page   9

May 2013ASA Houston - Shop Talk

DEDICATED TO  
THE PROFESSIONAL

PRO PRICE
ASSURANCE

$
SERVICE 
CENTER

PROGRAMS
ONLINE

STOCK
MANAGER

• Professional  
on-line ordering

• Receive earnbacks

• See our inventory  
and pricing

• Shop management available  

• Consistent discounts

• Overall savings commitment

• No minimum purchase  
to qualify

• Nationwide warranty

• Roadside assistance

• Shop management training

  
 *See your sales representative  

 for qualifications.

ADV 511

REPAIR & 
DIAGNOSTICS

FCO.FIRSTCALLONLINE.COM PRO PRICE ASSURANCE SERVICE CENTER PROGRAMS*

• Eliminate obsolete inventory from sitting  
on your shelves

• Monthly discount for online stock orders

• Electronic tracking of your inventory

• Training is an investment in your future!

• Offering the latest repair and  
diagnostic topics

• Shop management training

STOCK MANAGER REAL WORLD TRAINING

(Health Reform - continued from age 7)
The SHOP exchange is designed for companies like ours. Small businesses who can leverage the cost of health insurance 

by banding together. The SHOP exchange was supposed to be in place by January 1, 2014 but the government announced last 
month that it will be greatly delayed, probably until January 2015.

There are also State Exchanges and Federal Exchanges. Texas, along with about 32 other states, decided it would not set up 
a state exchange and opted to allow the feds to manage it. These exchanges will be designed for individuals to shop for health 
insurance who may not want to buy health insurance through their employer or if they work for a company that doesn’t offer 
health insurance.

How will the costs of PPACA be recovered?  
In addition to the penalties on individuals and large employers (Employers with fewer than 50 employees do not pay penal-

ties), PPACA cuts Medicaid and Medicare reimbursements to healthcare professionals and hospitals. 
It also implements new fees and taxes on:
 Medical devices;  Insurance industries; Pharmaceutical companies; Tanning salons
3.8% tax on all passive income (stocks, rentals, oil & gas leases) for households with more than $250,000 of income.
Memorial Hermann Healthcare System is the largest not for profi t health system in the South. In 2012, they covered $900 

million dollars in health care costs for charity cases and bad debt. This was a $148 million dollar increase from the previous 
year.

Mr. Warner emphasized that one of the main issues is to reduce the cost of health care. We have a fee for service model 
that drives costs up, such as ordering medical tests that may not be necessary.  He says we need a better model where costs are 
controlled. One way to reduce costs is to reduce the duplication of expensive equipment in multiple facilities. Memorial Her-
mann has saved money without government intrusion just by consolidating some of its facilities.   Another way to save costs is 
to allow doctors to be employees of the hospital, but that is currently illegal in the state of Texas.

Most importantly, the focus should be providing better outcomes for the patient.  If Americans took better care of them-
selves and doctors focused more on preventive medicine (like preventive maintenance on cars), we would greatly reduce 
disease and save money. 
PPACA is not needed in Mr. Warner’s opinion, but it is the reality so it must be dealt with.
Mr. Warner was a passionate knowledgeable speaker on this very complicated topic. The bottom line is all of us are going to 
pay more for health care, especially healthy young men. And, it’s going to be complicated. 
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A Business Partner
I can trust

My customers rely on me for quality repairs, so I need an auto parts supplier that I can count 
on for premium parts at a reasonable price. As Houston’s largest wholesale-only domestic and 
import parts distributor, XL Parts is a business partner I can trust. Their quality brand 
name replacement parts and experienced personnel allow me to provide my clients with superior 
customer service. 

XL Parts is dedicated to the professional automotive service installer, which is why I trust no 

a business partner you can rely on for convenient coverage of all your auto part needs.

We want to be more than just your auto parts 
supplier, we want to be your business partner.

15701 Northwest Freeway | Houston, Texas 77040
P: 713-983-1100 | F: 713-983-1195

www.xlparts.com

EXPERIENCE THE XL PARTS COMPETITIVE ADVANTAGE
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Houston ASA Associate Members
Contact your local ASA Houston Associate Members for products and services

Ask about ASA Member only discounts available from these Associate Members

A+ Transmissions Corp, Offi ce (*)
Dennis Bloching
6830 N. Eldridge Pkwy, #105
Houston, TX 77041
713-849-5800

AAA Texas
Steve van Winkle
8508 Hwy 6 North
Houston, TX 77095
713-284-6650

AGBS Safeguard
Mike Ratchford
301 Wells Fargo Drive, #11
Houston, TX 77090
281-537-8074  FAX: 281-866-0202

A-Line Auto Parts
Bobby Fulmer
7720 Blankenship 
Houston, TX 77055 
713-695-5355

Admiral Linen Uniform
Barry Kelley
713-630-0303

BG Products 
Lubrication Specialist
Dan Butler
713-686-2400

BAP-GEON
Tim Nuber
713-227-1544

CarQuest Auto Parts
David Lara  -  505 452-6798
David Birch -  210-410-9975

Certifi ed Business Brokers
Doug Ashby
832-239-9262

CNG America
Stuart Mayper
888-661-6063

Demandforce, Inc. (*)
Todd Westerlund
22 4th Street, 12th Floor
San Frncisco, CA 94107
415-904-8181

Driven Auto Service Insurance
23102 Seven Meadows Parkway
Katy, TX  77494
Alan Doyle
281-644-0768
aland@DrivenIns.com

Great American Business Products
Julie Byer
713-744-7823

HARCO Insurance
Tom Garcia
1077 NW Freeway, Ste. 800
Houston, TX 77092
713-560-7211

HCC - Automotive Technology
Carl Clark
713-718-8110
Hunter Equipment Service
Scott Tischhauser
40 FM 1960 W., #384
Houston, TX 77090
281-844-7540

High Tech Equipment
4828B North Shepherd
Houston, TX  77018
Millie Jones
713-694-2329
www.hightechequipment.com

J.A.M. Distributing
Myrl Artac
7010 Mykawa Road
Houston, TX 77033
713-844-7797  FAX: 281-596-7590

Jasper Engines & Transmissions (*)
Matt Miller 
6618 Petro Park Drive
Houston, TX 77041
800-827-7455  FAX: 812-634-1820

M&D (Magneto & Diesel)
Engine Parts-Fuel Injection-Turbochargers
Jim Garner
6931 Navigation Blvd.
Houston, TX 77011
713-923-2266

Main Auto Parts
Dale Heisler
2500 Center Street
Houston, TX 77007
713-869-7918

Meadowbrook Insurance (*)
Dan Tharp
800-449-1723

Mitchell 1
Monnie Fuentes
281-352-1323

MTF Equipment
Jim Keeny
713-225-3262

NAPA Auto Parts
Wayne Truax
281-999-8700
National Transmission
Rudy Ramkissoon
4420 Grigg Road
Houston, TX 77021
713-741-5344
rudynational@gmail.com

O’Reilly Auto Parts
Jaydee Garrison
Art Rodriguez
Ken Allison
713-991-9299

Performance Radiator (*)
Amie Alvarado, Joe Alamia
4555 Airline Dr., Ste. 135
Houston, TX 77022
713-694-3032

San Jacinto College
Mark Deschner and John P. Goins
281-476-1865

Shop Management RO Writer
Scooter Owens
281-377-3076

TransAct Merchant Solutions, Inc.
Joe Cherry
5819 Hwy 6 South, Ste 255
Missouri City, TX 77459
832-446-1807  
jcherry@transactms.com

Wahlberg-McCreary, Inc.
Al Lindell, Randy Harlan, Andy Luna
3810 Dacoma
Houston, TX 77092
713-686-9321

XL Parts
David Wofford
713-983-1116  FAX: 281-640-8499
Cell: 713-823-3879

Zurich Insurance (*)
Craig Smith
281-381-4793

(*) Denotes National Member
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