THE VINES
GROW
WITH
SPECIALTIES

‘ ‘ I f you took away the profits

we make on lube oils and
greases, our business
would be crippled.”

Dick Vine is known for his warm
sense of humor, but he doesn’t kid
around when it comes to his special-
ties business. After all, it’s kept E. R.
Vine and Sons of Ceres, Cal., healthy
ever since his dad started operations
in 1932.

“My dad always told me, ‘Keep a
good balance,’ ” says Vine. “We've
tried to follow his advice. We feel
pretty strong financially because
we’ve grown in all directions.”

When Dick and his brother, Don,
became Exxon distributors in 1968,
their company was moving 36,000
gallons of lubricants a year with
total petroleum sales of almost two
million gallons. Today, five bobtails
deliver more than 150,000 gallons of
packaged specialty products to area
customers. Four transports deliver
14 million gallons of diesel fuel and
gasoline to 41 retailers.

Even though the bulk of their vol-
ume is in fuels, specialty products
bring in the biggest chunk of profit.
“Oh my, yes!” Dick exclaims. “The
percentage of profit on lubes is much
better than fuel. Where you work
with a 1-2-3% margin on gasoline,
we work with 25% as a general tar-

15-year Exxon veteran Dick Vine never
underestimates the financial
importance of his growing specialties
business.










