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Owner of Crawford Oil and Propane in Portage, 
Wisconsin, Jon Crawford is a third generation 
petroleum marketer. “Our company was started 
in 1935, and I’ve worked every position in the 
company from cashier and field delivery driver 
plus every position in the office,” says Crawford, 
who joined the company after a stint at teaching.

“My dad and I were adamant that I understand 
and work in every position so I would also 
understand any possible effects of changes that 
I make to the operation,” he adds.

Crawford’s company started a propane delivery 
service due to the shrinking fuel oil business 

about 10 years ago and says it’s gained back 
more customers than they ever had before.  
After that the company changed their name 
from Crawford Oil to Crawford Oil and Propane.

He says industry-wide there have been changes 
in the Mid-West, particularly in Wisconsin. “In 
Wisconsin there’s a huge push – even mom and 
pop companies are changing the brand of their 
stores from majors to unbranded.”

“It’s a ripe market for Spirit®, which is why I 
jumped on with Spirit® over five years ago,” 
says Crawford.

“In the Mid-West major brands are losing some 
of their luster to dealers due to the rise in 
unbranded competition. Dealers are looking 
at the potential savings in sourcing product 
independently as well as lower credit card costs.  
Also, the customers on the street are looking for 
lower prices at clean locations instead of just a 
major brand flag flying on the property. In or-
der for dealers to stay competitive on the street  
they are switching to independent, already 
developed brands such as Spirit®, or they are 
even starting their own in-house brand for their 
network of stores.”

Crawford, 35, says he’s excited to be involved in 
the organization as a younger member and says 
he’s looking forward to learning more about the 
industry and technology changes.

“I’m excited for this opportunity with Spirit®, 
says Crawford.” I live and breathe this business 
and as a small jobber and a young guy from 
Wisconsin I think I’ll make a good impact.”

“We still have a lot of small jobberships across 
the country so it was refreshing to get that call 
from the board of directors and to know all job-
berships from small to large are represented,” 
Crawford added.

“As a smaller marketer I really feel like the 
Spirit® brand is needed and is a great tool for 
the right market.”

He says he is looking forward to the next board 
meeting in D.C. and is looking forward to col-
laborating with everyone. “Gerry Ramm has 
a great vision and together we’re going to do 
great things,” says Crawford.

Crawford received a degree in sociology from 
Augsburg College in Minneapolis and was work-
ing on his Master of Education degree at the 
University of St. Thomas in Minneapolis when 
the state of Minnesota made major budget cuts 
to public education and Crawford left school to 
work with his father.

Crawford, his wife Tasha and son Jakobi just 
welcomed a baby girl, Darla, into their family. 
They live in Deforest, Wisconsin.

Petroleum Marketers Oil Co. recently welcomed Jon Crawford 
to their Board of Directors.

State Executive Profile

Tom Palace – Petroleum Marketers 
and Convenience Store Association 
of Kansas

Tom Palace moved to Kansas from Long Island 
in 1974 to attend college and has lived in the 
Midwestern state ever since.

Palace has been with the Petroleum Marketers 
and Convenience Store Association of Kansas 
since January 1, 1996.

“The PMCA approached me with an offer to be 
executive director and it was a great opportunity 
then and continues to be one,” says Palace.

Palace oversees the statewide trade association, 
offering products and services to independent 
fuel distributors and retailers.

“We serve our members in a variety of ways 
from advocacy to compliance and regulations,” 
says Palace.

“PMCA is a supporter of efforts for jobbers options 
when it comes to what brand they want to be 
affiliated with,” Palace explains. He added that to-
day, more and more jobbers are considering being 
unbranded and Spirit® offers such an opportunity.

In his role as head of the association Palace 
says he’s seen many changes.

“The big box stores getting involved in the gaso-
line business was a big change,” says Palace. He 
says Walgreens and Dollar Generals, for examples, 

are easy stores to stop at for a drink or a snack, 
and they also compete with our businesses.

He also sees the convenience industry going to 
fresh food and offering bread, milk, pre-made 
sandwiches and specialty coffees.

“Our industry changes on a weekly basis,” says 
Palace. “Our customers want good food, clean 
establishments, quick service and good prices,” 
Palace added.

He expressed concern about skimming and the 
way the criminals keep staying ahead of the law.

“Our industry people are really busy inside the 
stores and it’s hard to continually monitor 
what’s going on outside,” added Palace. “But 
our people are resilient and will always figure 
out a way to answer customer needs.”

“Our industry is fluid and fortunately or unfortunate-
ly we have a lot of people who can participate in our 
business from large corporations to small ones.”

Palace says the mom and pop companies of the 
nineties and early 2000s have had to change. 
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Licensee Profile

Reisner Distributor, Inc. 
Anacortes, Washington

Dan Averill serves as vice president of Reisner 
Distributor, Inc., a petroleum delivery company in 
the coastal community of Anacortes, Washington, 
located 80 miles north of Seattle. A family-owned 
business started by Del Reisner in 1968, Averill has 
been with the company for 37 years.

Brother-in-law Ted Reisner started in the 
beginning of the business when he was 16 and 
sister-in-law Kim Higgins joined the company 
in 1984. “Our business is truly family oriented,” 
Averill says.

“Our goals are to provide 
quality service to our 
customers,” says Averill.

Reisner’s website 
says they are proud to 

continually offer on-time delivery for all of their 
customers’ petroleum needs. Whether they in-
clude diesel, gasoline, heating fuel or lubricant 
products, they have proudly offered supplies 
and industry expertise for almost 50 years.

Averill says Reisner Distributor has 32 employ-
ees. “We started out as a Texaco consignee/

wholesaler and now we have several Pacific 
Prides we own and operate with Spirit® in ad-
dition to the numerous branded retail locations 
we own or supply,” Averill says.

Averill is very excited to have Gerry Ramm 
take over at Spirit®. “Now that Gerry is in place 
we’re really looking good,” he noted.

Averill says with the right stations and the right 
locations it just makes a lot of sense to go with the 
Spirit® brand. “It gives us a lot more flexibility in 
the way we operate our business,” he added.

Averill says Reisner Distributor’s area of service 
is predominantly Northwest Washington up to 
the Canadian border.

Averill says the biggest changes he’s seen are 
the electronic requirements involving credit 
cards, dispensers, and Point of Sale equipment. 

“We started out as a fuel and lubricants distributor, 
but now it seems we’re more IT focused,” he added.

“I see for us new opportunities and I’m excited 
about the people who work for us,” says Averill. 
He went on to add that Reisner Distributor, Inc., 
is trying to grow younger and that the younger 
perspective these employees bring is really ben-
eficial to the company and their customers.

Company founder, Del Reisner, has children, 
and grandchildren working for him so it ap-
pears the business is safe in family hands.

Averill and his wife, Tracy, live in Anacortes, 
Washington, less than two minutes from the 
office and enjoy boating in the San Juan and 
Gulf Islands, playing golf and spending time 
with their family and friends. The couple has 
four children between the ages of 36 and 25 
and eight grandchildren.
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Vendor Spotlight: 

Jerry Leemkuil —  
Federated Insurance

“Jerry has worked with 
our industry for many 
years. We at Spirit are 
fortunate to have him 
as our contact with 
Federated Insurance. 
His attention to details 
and speedy service has 
been a benefit to us 
and to PMAA.” 

For 11 years, Jerry Leemkuil has worked with 
associations and buying groups on behalf of 
Federated Insurance. “Working with our association 
partners is perhaps one of the best jobs at Federated,” 
says Leemkuil.

“I get the opportunity to work with some of the best 
association executives throughout the country and 
with some very successful business people,” he added.

Leemkuil went on to say it amazes him how much 
these volunteer leaders are willing to do to give back 

to their industries. “They have businesses to run, but 
yet are so generous with their time,” says Leemkuil.

“It has been a privilege for me to work with Spirit® 
these last few years,” he says. “Vera Haskins was 
a gem to work with. I have also known Gerry 
Ramm for quite a few years, so it is exciting to see 
what he is doing with Spirit® as well.

“The Spirit® concept is a great idea for those 
petroleum marketers that want to have a brand 
image, but also want to be unbranded with the 
major oil companies. It provides the consumer 
with a recognizable name brand and yet allows 
that marketer to keep his/her independence.”

“Jerry has worked with our industry for many 
years. We at Spirit are fortunate to have him 
as our contact with Federated Insurance. His 
attention to details and speedy service has been 
a benefit to us and to PMAA,” says Gerry Ramm, 
President PMOCO.

Leemkuil has been with Federated Insurance 
for 26 years. He’s held positions in field 
marketing, Federated’s group health department, 
commercial underwriting, and in the Association 
Risk Management Services (ARMS) department.

“I also work with four national associations 
in addition to Spirit®. In my role, I am 
responsible for building the relationships 
Federated has with these organizations and 
helping them promote our products and 
services to their members,” Leemkuil added.

Leemkuil said Federated has achieved 
incredible growth these last 5-6 years, and says 
much of this growth is attributable to their 
leadership group and the direction they provide 
to all Federated employees. 

When he’s not working with Federated’s 
association partners, Leemkuil spends time 
with his wife Lisa and his two daughters.

Leemkuil also serves as a board member for 
the Owatonna Gymnastics Club, and is an 
outdoorsman who enjoys spending time turkey 
hunting, deer hunting, and pheasant hunting.

Leemkuil grew up on a farm in northwest Iowa. 
He attended Augustana College in Sioux Falls, 
South Dakota earning degrees in accounting 
and business management.

“They really have to hustle to remain in the 
business and continue to compete with their 
competitors,” he added.

As executive director of the Petroleum Market-
ing Association, Palace leads the oldest petro-
leum marketing association in the country. The 
PMCA started in 1914.

“In our industry people care a lot. There are lots 
of third and fourth generation families involved 
which is important,” he added.

Palace and his wife, Leslie, live in Topeka where 
they brought up two sons and have three grand-
children, ages 14, 9 and 6.

A graduate of Washburn University in Topeka, 
Palace played basketball and golf, and received 

a degree in education. Palace is an avid out-
doorsman and enjoys playing golf, hunting, 
swimming and watching their grandchildren 
grow and play sports.
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Ted Reisner (left), Kim Higgins (center), and Dan Averill (right)


