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In their ongoing efforts to help licensees 
succeed in the petroleum industry the 
professionals at Spirit® Petroleum are ever 
on the lookout for products, services and 
organizations that can help marketers address 
the challenges of doing business. Texas-based 
Meridian Associates, Inc., is a good example.

Founded in 1991 by Betsi Bixby, a former 
banking professional and vice president of 
commercial lending, Meridian’s team of 
experienced industry analysts has developed 
a broad menu of educational, consulting, 
business valuation and financial analysis 
products that help petroleum marketers tackle 
some of the tougher aspects of their businesses. 
The goal? To help marketers increase cash flow 
and improve the bottom line.

Bixby founded Meridian in response to a 
clear need among marketers for greater 
understanding of the financial aspects of their 
businesses. “In researching the petroleum 
marketing industry as a lender, I discovered 
that while marketers thoroughly understand 
the marketing business, they often need help 
grasping the financial side,” she observes. 
“Our specialized expertise allows us to look at 
a client’s financial statement, pinpoint areas 
for improvement and determine effective 
solutions.”

“Just as an example,” she goes on, “we find that 
the petroleum marketing industry is marked 
by alternating cycles of poor cash flow and 

good cash flow, and that many businesses have 
a lot of cash tied up in credit processes and 
receivables. We teach our clients new ways to 
tighten and improve their credit departments; 
to determine who they want to sell to and how 
they want to sell; to manage inventory and get 
rid of bad debt. This evens out the cycles and 
creates more profit.”

“We’re also particularly good at business 
valuation and analysis,” Bixby states. “Meridian 
possesses an enormous database of financial 
information, and can provide clients with all 
the industry benchmarks to allow them to see 
where they’re excelling and where they can 
do better. Then we offer proprietary solutions 
that we’ve developed using our extensive 
financial expertise. There’s always a blind spot, 
something to consider, some way to improve.”

Meridian’s seminars, webinars, individual 
counseling and ongoing coaching programs 
can be tailored to suit clients’ individual needs, 
and its popular annual Focus on Competitive 
Advantage education event brings in top 
speakers from outside the petroleum industry 
to share wisdom and experience on topics 
such as leadership, communication and 
conflict resolution. Bixby stresses that absolute 
confidentiality is a hallmark of every product, 
even those carried out in group settings. 

Bixby is confident that Meridian’s programs 
are an excellent match for the needs of Spirit® 
licensees. “We can help Spirit® marketers 

implement programs that help dealers and 
locations make more money, so that they 
(Spirit® licensees) in turn can make more 
money,” she states. “If stations and convenience 
stores are run well, volume goes up, and 
that increases profitability and flexibility for 
marketers.”

“One of the things I really like about Spirit® is 
that it’s such an amazingly good alternative,“ 
Bixby goes on, “especially at a time when 
major refiner brands are requiring so much 
of licensees in terms of image and volume. 
The Spirit® brand is a wonderful service that 
complements, rather than competes with, a 
marketers’ lineup of licensed brands, and more 
marketers should be taking advantage of it.”

Meridian serves a wide variety of clients, but 
Bixby especially enjoys working with private 
family companies. “They’re fun, and very 
rewarding to work with. We find that when we 
can do a good job for a family company, then 
we’ve blessed a family as well, and strong family 
values are a core part of our mission.”

“We’ve been most fortunate to have had 
Meridian working with us recently in an 
advisory capacity in the area of strategic 
planning for Spirit® Petroleum,” says Vera 
Haskins, Spirit® president. “Meridian’s mission 
reflects Spirit®’s mission: helping marketers 
succeed.” 

Focused on the Bottom Line – Meridian Associates, Inc.

Spirit®‘s Test-Drive program is a simple, effective tool that 
licensees can use to help dealers visualize how a location will look 
once it’s branded Spirit®. If you’re considering converting a site 
to Spirit®, all you need to do is forward digital images of pumps, 
canopies, signs, buildings and other elements over to Spirit. The 
graphics group then creates new images replacing the various 
elements with the Spirit® logo and color scheme to show how the 
site would appear when converted to Spirit®.

Several licensees make regular use of the program, and are quick 
to praise its effectiveness in closing a contract with a dealer. 
Being able to visualize a location outfitted in Spirit®’s patriotic 
color scheme and logo goes a long way toward helping dealers 
understand the benefits of going with Spirit®. The program is 
also useful for showing installation professionals how a site is 
supposed to look once installation is complete, thus helping avoid 
imaging mistakes that can be costly and time-consuming to fix. 
And it’s a great way to help Spirit® staff and dealers figure out the 
best imaging solutions for a site, particularly in cases involving 
nonstandard elements like multilevel canopies or odd-shaped 
buildings.

Spirit’s Test-Drive Program

Test Drive image of badge sign converted to Spirit
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RSI Petroleum – Mojave, CA

Ramos/Strong, Inc. operates primarily in south 
and eastern California, along the long corridor 
of desert east of the Sierra Nevada mountains. 
“I like to say we cover the third of California’s 
landmass that is occupied by one percent of the 
state’s population “ quips Larry Mitchell, RSI’s 
Vice President and General Manager.

The Spirit® licensee is a full-line wholesale 
and retail fuel and petroleum jobber currently 
supplying some 60 branded stations stretching 
from the northeastern California border with 
Nevada all the way all the way south to the 
Mexican border, and as far west as the central 
California coast. 

The company that is today RSI Petroleum 
was founded in the early 1900s as a Standard 
Oil bulk plant (its Mojave headquarters today 
occupy a renovated building that once served 
as a garage for the company’s horse-drawn 
tank wagons).  The business was family-
owned throughout most of the 20th century 
and changed hands several times before being 
acquired by Ramos/Strong, Inc. in 1989.

RSI is primarily a Chevron Texaco marketer, 
but Mitchell found it made good sense to 
license the Spirit® brand as a complement.  
“We were getting frustrated by the fact that 
we had several opportunities to supply retail 
stations, but had to pass them up because 
those stations would have been in conflict with 
our flagship brand,” he says. “When PMAA 
came out with the Spirit® brand, with that 
bright, attractive image and color scheme, 
we saw it as a great alternative to access that 
business without undermining our Chevron 
and Texaco stations. For us, it has been a good 
way to develop a niche brand.”

Partner Spotlight

WorldPay

Spirit® Petroleum is delighted to count WorldPay among its select group 
of preferred service providers for Spirit® licensees. With operations in 40 
countries, WorldPay has built an impressive reputation over its 25 years 
in the industry. The company is the fourth-largest payment processor in 
the US, as well as the fastest-growing top-ten US acquirer. 

Spirit® licensees benefit enormously from Spirit® Petroleum’s 
relationship with WorldPay. The per-transaction rate 
negotiated with Spirit® licensees and PMAA marketers is among 
the lowest in the industry, which directly benefits a marketer’s 
bottom line, especially given the growing percentage of credit-card 
purchases. Also, WorldPay is the only payment processor in the US 
to process transaction data in-house on company-owned networks, 
which results in increased security, fast transaction speeds, quick 
deposits (usually on the day of settlement) and efficient customer 
service. WorldPay offers its clients a proprietary host-velocity system 
that allows licensees to set their own security parameters, thus bringing 
their own knowledge of local security threats to bear in controlling 
cardholder access.

For more information, contact WorldPay Customer Service  
at 877-862-9195.
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(l-r): RSI’s Larry Mitchell, Scott Strong and Kent Ramos.
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