
 
 
ceocfointerviews.com 
All rights reserved!  
Issue: February 10, 2014 
The Most Powerful Name in Corporate News 

 

Full Service Licensed Motor Fuel Dealer for Commercial Fleets  
 

Hightowers Petroleum Co (HPC) is a full service Licensed Motor Fuel Dealer 
throughout the United States, Mexico and Canada providing Gasoline and Diesel 
fuel to Commercial fleets. Targeting Corporate America, HPC serves such 
customers on a national basis like Duke Energy, AK Steel, Kroger’s, Caesars 
Entertainment, General Motors, Ford Motor Company, FedEx and many more. 
 
We welcome you to find out how our fuel management programs can provide 
alternative fueling solutions along with tank monitoring and installation programs, as 
well as Emergency Generator and Emergency response programs. 
 
Hightowers Petroleum Co (HPC) distributes fueling petroleum needs for businesses, 
public entities and industries across the nation. We specialize in delivering creative 
solutions to meet the diverse fueling needs of our customers such as General 
Motors, The Ford Motor Company, Duke Energy & Waste Management, just to 
name a few. Welcome to our site where you will learn about how our complete line of 
fluid management services can add value to your business. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 
CEOCFO: Mr. Hightower, what is the concept for Hightowers Petroleum? 
Mr. Hightower: We are a nimble and innovative wholesale fuel dealer providing 
comprehensive programs to our customers across the country. With a national 

reach, customers such as United Rentals with locations throughout the country and GM plants within North America 
depend on our ability to deliver in the most complex environments managing their requirements throughout their 
enterprise.  
 
CEOCFO: How does it work, day to day? 
Mr. Hightower: We actually monitor terminals throughout the US that actually hold refined products such as gasoline and 
diesel, in cities throughout the United States and we track pricing and manage the logistics from the terminal to the end 
users tanks. In many cases we are the back office for our customers fueling department. We are the experts in this 
industry and we allow our customers to be auditors of our performance instead of having to learn and execute on the 
Petroleum Business 
 
CEO CFO: Are there many choices for you when purchasing? Does it vary much each day as to whom you are 
purchasing from? 
Mr. Hightower: It does, and because we are purchasing in so many geographic locations throughout the country, there 
are certain suppliers that provide product in California and Wyoming that are not in Maine or New York, and likewise there 
are totally different suppliers in Ohio and in Florida. We have many suppliers, which require industry relationships. So 
keeping customers happy is only on part of the equation, Managing supplier relationships and appreciating the value of 
your team that cares enough to work consistently hard at making the company better every day which translates to happy 
customers is very key in our success. 
 
CEOCFO: Is it strictly price or are there other considerations when you are purchasing? 
Mr. Hightower: From a procurement standpoint, you are always procuring based off of a price. From a company service 
standpoint, you are selling value, which means that there are other services that go to a customer that they are willing to 
pay for, i.e. monitoring services where we actually look at their tanks on a daily basis and actually deliver proactively 
instead of them watching their levels for us to fill them. Reliability is one of the biggest intangibles in the whole equation. 
Anyone can have the best price but can the customer depend on you to handle all aspects of their organization, including 
safety accounting and senior management’s sense of security of supply. In some cases we proactively take our 
customers out of the ordering process, we actually do that for them. Through our telemetry systems and technology we 
have insight to their tanks remotely from our offices. Other factors may be different additives depending on the problem. 
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When you look at the cold weather that we are experiencing today, being proactive and getting additional additives to the 
customer regardless of whether they are asking for it or not. When you are looking at -5°F, a customer may not know what 
is getting ready to hit him, but as a field supplier, we want to let him know prior to that condition arriving alerting them of 
potential problems and proactively preparing prior to the cold actually arriving. 
 
CEOCFO: What is the competitive landscape? Are there many companies that do what you do? 
Mr. Hightower: There are others, “Many” may not be an accurate statement, but there are probably about five to ten at 
the most national wholesale distributors that would sell in the same manner in which we would. However, if you look at the 
entire country and the number of customers throughout the country, there is not many suppliers that would offer a service 
that would be able to handle them nationwide. 
 
CEOCFO: What do you understand at Hightowers about the process that allows you to provide a superior level of 
service? 
Mr. Hightower: Early on, we were an early adopter of technology. When I say “early adopter”, prior to the industry itself 
going into e-commerce in the 80s, Hightowers was kind of there in a very early stages. That gave us a competitive 
advantage, a long time ago. Dealing electronically and being online and providing those types of services. Today, if you 
are not electronically savvy, then you are really being left behind and you are not in business at all. What we have been 
able to do is build on that and continue to add on more services that basically take the cost out of the process. 
Technology is a neutralizer for cost and market penetration. The other thing is, if you call our office, we are proud to be 
able to say that we answer our phones. We believe in customer service. We have been a family-owned business since 
1957 even though we actually started petroleum in 1981. We always, in my lifetime as a family, have been in business; I 
grew up in a business which my father started in 1957. We still react as a family business and I am the sole stockholder. 
You can be a privately held family business and function as a corporation that is the balance that we bring to our 
companies that we work for. Our slogan is “Fueling Americas Petroleum Needs, One Customer at a time!  

 
CEOCFO: Why did your son decide to go into the business with you? 
Mr. Hightower: I have three children: two sons and a daughter, a nephew, a brother, and my father who are still involved 
with the business. We have always been a family business. My daughter, who is a mother of three and lives in 
Middletown, has probably had the longest non-stop tenure with our company; besides my father and me. Since she was a 
teenager she has worked full time for our company and that has been almost 16 years now. My two sons both worked as 
teenagers but left and found employment elsewhere and have subsequently returned over the past five years. One of my 
sons, Quincy, who is the oldest, actually works for the construction side of the business, and in doing that, some of the 
services that we provide to our customers, i.e. putting tanks in the ground, doing other types of construction, facilities, 
those types of things are managed by our construction company which Quincy is the CEO and Dawn Lindsey is the COO 
of that particular company. Stephen II is CEO of Hightowers Petroleum Company. His passion was politics and had gotten 
heavily involved in politics but came back into the company and over the last five years has made a significant impact 
towards wanting to be a part of the ownership, management and secession of Hightowers Petroleum Co. 
 
CEOCFO: Do many of your clients take advantage of the additional services? 
Mr. Hightower: Absolutely. Gasoline is gasoline, and the difference is the services we provide to make it easier for our 
customer so they are not required to monitor their fuel on a daily basis. Similar to electricity, you just want it there when 
you need it and hope that you never run out. You do not really talk about your fuel provider unless the fuel runs out. The 
least that we can have a company ordering, worrying about construction or maintenance or the pricing structure, 
considering the changing of prices on a daily basis three times a day, the least the customer has to worry about, with no 
errors relative to safety, delivery, or cross-contamination issues, then you become an extremely high-valued provider to 
that particular person because you are doing the job and it is worry free. 
 
CEOCFO: Does the long history of Hightowers have meaning for your clients today, or is it really what you are 
doing for them now that is most important? 
Mr. Hightower: In our philosophy, we know that we are only as good as our last delivery. Each and every time that we 
show up to a customer we have to be doing our best for that customer. They really do not care about what you did twenty 
years ago. It is not relevant to what is going on with their organization today. I think the fact that we do have many years in 
the business with a history of success gives them a level of comfort knowing that if they do go with our company, they are 
not going with a company that is just brand new or has never had the opportunity that might make mistakes. 
Environmentally a mistake could be very costly not only to the environment but to the vehicles if the wrong product is 
delivered. . I think experience helps a lot in terms of getting the opportunity because it takes away a lot of the skepticism 

“I had more desire than I had money. I had more desire than I had knowledge. I had more 
desire than I had access, but that desire won. That’s what got the rest of it.”  

                 - Stephen Hightower 
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in terms of “Can you do it, have you done it before?” At the end of the day, if I go in and I cross-contaminate their tanks or 
I have accidents and a poor safety record or I do not get the product there and they run out, none of the history matters. 
 
CEOCFO: What is the key to instilling that integrity in all of your people, not just your family? 
Mr. Hightower: With our rapid growth and the significant amount of people that we continue to employ, that is definitely a 
challenge in keeping that philosophy in the right mindset... I think that you have to continue to manage A-type people, and 
when I say “A-type” people, I mean that you begin to hire more quality people, and I say “more quality” people, I mean 
more people who have skill sets that may be beyond what my skill sets are. They come to the table with their own mindset 
and history as to how they like to do business and you have to manage that in a way that lets them know that they are 
part of a greater picture and that it is not about them, it is about “we” and you become a part of rather than being that 
outstanding star player on your own, and how do you integrate that into a culture that is already established. We have 
quality people that put many years into our organization that care and watched it grow, and they feel a part of the 
organization as if it’s theirs. And I want them to feel as if it’s there’s. We know that we cannot be a three or four man 
operation where everyone is dependent on each other and everybody is family. We have to, as a company, becomes 
more skilled in the industry, identify what we do great and what we need to do to get better. So we recognize that we have 
talent and that respect for new talent and the respect of the new talent for the old is the organizational challenge of a 
growing privately held business. The bright spot is that it’s been done before and we know we can do it again. That is the 
biggest challenge of the day!  
 
CEOCFO: Do you have any concerns about the energy, oil, and gas industry? What is ahead for your company? 
Mr. Hightower: While oil and gas have been somewhat demonized publicly, it is still the cheapest, most efficient fuel that 
is out there today. What many of the consumers who talk about the pollution or the carbon elements of gasoline and 
diesel, they fail to realize that in the plastics that they sit on, the makeup that they wear, the chemicals that they put into 
their hair, and you can go on and on and on, it is all byproducts of crude oil, (fossil fuels). While some would love to see oil 
go away, there are a lot of things that like every day that they do not want to see go away. If they really looked at the vast 
byproducts of oil beyond gasoline, then you will understand why this will be a product that will outlast human life, not just 
because the abundance in the ground throughout the world, but most likely it will outlast the desire of the population to 
want to decrease the use of fossil fuels. It is not a product that is going to go away anytime soon or at least in my lifetime. 
And while we feel that we do a good and safe job of making sure that our products are delivered in a safe manner, and 
then it is used properly, we also look for energy efficiency opportunities. We have a company called HP Energy that looks 
at technologies to reduce carbon and overall emissions for vehicle fuels as well as commercial buildings. We call this the 
“5th fuel”. That’s the fuel we eliminate with technology “Nega Watts” or “Negative Emissions” and in the long run this will 
become our legacy and more important than anything we have ever done. When an Oil man can bring such value to the 
world with uncompromising ethics and convection that there don’t have to be a choice between the abundant fuels and 
natural resources of today’s world, We just have to contribute in a significant way, the solutions for reducing the burn, and 
ultimately the reduced need for this energy. This is being done by finding the technologies that are synergistic to human 
life and our behaviors contributing in our way an opportunity for my kid’s kids, to breathe fresh air in America and the 
world. . 
 
CEOCFO: What makes it exciting for you personally every day? 
Mr. Hightower: You can teach a lot of things product knowledge, skill sets relative to sales, and even you can sometimes 
teach behavior, but what you cannot teach is desire. Desire is something that one has within them and it is not that 
everyone does not have it but everyone doesn’t know how to find it within themselves. Once you desire to succeed in 
whatever that happens to be and the energy comes along with it then you are on your way to a great but unique journey in 
life. What you see in me is the desire to succeed at a level that is compensated by the exceptional energy that it takes 
naturally for me to get there. It is not on purpose, it is not good fortune, and it is just pure desire to succeed!  
 
CEOCFO: What should our readers remember about Hightowers Petroleum? 
Mr. Hightower: As long as Steve Hightowers is the president and CEO, we are going to be an honest provider. We are 
going to always show up and give our best game. We care about our customers and we know that our customers are 
what provide us the opportunity to get up and go to work every day. Without the customer, we have no business. If 
nothing else, we say thank you to the many customers that have put their confidence and faith in Hightowers Petroleum, 
and for the employees, suppliers, and alliances built over the years of consistent dedicated work. 
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BIO: Since 1957 the Hightower Family has continued to operate as a privately held corporation in various business 
endeavors. In 1984 Steve Hightower started Hightowers Petroleum Co. (HPC) as a licensed Motor Fuel Dealer. With 
foresight and continuing innovation, HPC developed a “Virtual Market Place” throughout the United States with the ability 
to provide gasoline, diesel, biodiesel, ethanol, lubricants, oils and greases nationally. 
 
HPC’s customer base includes Ford Motor Company, Duke Energy, General Motors Corporation, Austin Railroad, Waste 
Management, Broward County- Florida, The Kroger Company, UPS, AK Steel Corporation, Ryder Corporation, Grand 
Victoria Casino & Resort, Progress Energy, Mashuda Corporation, Raven Transport, The State of Ohio, Greater Dayton 
RTA, Honda/TRC and many others. 
 
Steve has remained active in the international community since 1984, primarily in Nigeria. HPC maintains relationships 
with most of the major oil companies in the U.S. continuing to be a leader in the industry while providing value to their 
customers. 
 
Memberships are held in the following organizations:  

 Cincinnati Zoo & Botanical Garden – Board of Trustees 
 Board of Directors National Park Foundation 
 Board of Directors SIGMA (The Society of Independent Gasoline Marketers Association) 
 Cincinnati USA Regional Chamber of Commerce Board of Directors  
 The Corporate Council on Africa 
 National Petroleum Council, an appointment by the Secretary of Energy, Steven Che 
 Corporate Round Table Member for NBCSL (National Black Caucus of State Legislators) 
 Legislative Committee - NACS (National Association of Convenience Stores) 
 AABE (American Association of Blacks in Energy) 
 Governor appointed Board Member for the State of Ohio Petroleum Underground Storage Tank Release 

Compensation Board 
 Executive Board Member for ArtsWave 
 Advisory Board Feed the Hungry Program 
 Board of Directors for Junior Achievement of Middletown Area, Inc. 
 National Supplier Diversity Council Corporate Plus Member 
 Wright State University Foundation – Board of Trustees 
 Board Member of Wright State Universities-University College 
 Member of the United National Global Compact 

 
Awards received: 

 Men of Honor, For Your Extraordinary Accomplishments in Entrepreneurship (2013) 
 SCOMSDC “Supplier of the Year Class IV” (2013) 
 Deloitte Cincinnati USA 100 Privately Held Businesses Rank #34 (2013) 
 Dayton Business Journal Fastest Growing Company #5 (2013) 
 Black Enterprise Industrial / Service Company of the Year (2013) 
 The West Chester-Liberty Chamber Alliance Everest Award (2013) 
 Dayton Business Journal Forty Under 40 (2013) 
 Cincinnati Business Courier Largest Tri-State Minority-Owned Business #1 (2012 & 2013) 
 Cincinnati Business Courier Largest Tri-State Private Company #45 (2013) 
 Deloitte Cincinnati USA 100 Privately Held Businesses Rank #37 (2012) 
 Cincinnati USA Innovation Awards Community Innovation of the Year (2012) 
 Deloitte Cincinnati USA 100 Privately Held Businesses Rank #50 (2011) 
 Deloitte Cincinnati USA 100 Up and Coming Companies Rank #60 (2010) 
 Inc. 500/5000 “The Fastest Growing Private U.S. Company” (2009, 2011 & 2013) 
 NMSDC “Supplier of the Year Regional Award Winner - Class IV” (2010) 
 Dayton Business Journal “Minority Owned Business of the Year” Winner and “Executive of the Year” Finalist 

(2009) 
 SCOMSDC “MBE of the Year – Class IV” (2009) 
 Best of Black Business Awards “Best Energy Company” (2009) 
 AABE Entrepreneur of the Year (2009) 
 Edison Electric Institute Supplier Diversity Initiative (2009) 
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 Cincinnati Minority Contractors Business Assistance Program Minority Business Honoree “A Piece of the Action” 
Celebration (2009) 

 Deloitte Cincinnati USA “Rising Star” Award (2007) 
 Cincinnati Regional Chamber Minority Business of the Year Winner “Small Business Excellence Award” (2006) 

 
HPC, through the leadership of Steve Hightower, continues to provide its customers with unique processes and has built a 
supply chain that “Exceeds Expectations” while “Fueling America’s Petroleum Needs” one customer at a time! 

 
 
 
 
 
 

 
 
 

  
  
  
  
  

  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Hightowers 
Petroleum Company 

3577 Commerce Drive 
Franklin, OH 45005 

513-423-4272 
www.Hightowerspetroleum.com 


