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ULTRA-80
HEAVY WEIGHT MICROFIBER TOWELS


12 PER PACK • 16”x27” $19.50 DJMF8000-BL
MICROFIBER TOWEL


$22.50 DJMF8500-BK


12 PER PACK • 16”x27”


DIXMOR DX1000


WEEP MIZER
Prevent line-freezing!
Cycles your weep system for maximum savings. 
Includes battery backup.


TI0100


KLEEN-RITE 
ANTI-FREEZE 
DETERGENTS


KR5AF Cherry 5 Gal.
KR30AF Cherry 30 Gal.
KR55AF Cherry 55 Gal.


KR5AF-W White 5 Gal. 
KR30AF-W White 30 Gal.
KR55AF-W White 55 Gal.


SIMONIZ
DESALT
The Ultimate Road 
Salt Fighter
Low pH Formulation


PA5568 5 Gallon
DR30568 30 Gallon
DR55568 55 Gallon


WINTER SIGNAGE
28” X 44” WINDMASTER SIGN INSERTS


WMS120 WMS122 WMS190


**SIGNS ARE SINGLE SIDED. STANDS SOLD SEPARATELY. 


WMS2000 Snap-in sign holder w/ wheels & fillable base
CH2002 Snap-in spring-loaded sign holder


CH2002W Metal sign holder with wheels


KLEEN-RITE 
NON-CORROSIVE


WHEEL CLEANER


KR5402 5 Gallon
KR55402 55 Gallon


Safe, biodegrable and affordable!
Noncorrosive salt solution formula. 


Safe to apply by hand spray at self-serves!


Towels By Doctor Joe®
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 Since 2017 the Me Too movement has brought sexual harassment and sexual 
assault in the workplace to the forefront. Hardly a week has gone by without another high 
profile man being accused of sexual misconduct from film producer Harvey Weinstein to 
NBC news anchor Matt Lauer to USA Gymnastics national team doctor Larry Nassar. 
Although the phrase was first used by social activist Tarana Burke in 2006, and later popu-
larized by actress Alyssa Milano on Twitter in 2017, it has become a tagline in which too 
many women can relate and not just women in the spotlight, but also those who are not. 
 In the 30 years that I have been in this industry, I didn’t think I could say 
#MeToo, but about a year ago I started thinking differently. Although I have never 
been sexually assaulted, I have experienced sexual harassment. Inappropriate 
remarks constitutes sexual harassment. Offensive remarks about a person’s sex con-
stitutes harassment and even when you know the person who is delivering the words 
is “harmless,” it’s still harassment, and should not be tolerated.  
 The carwash industry is predominantly male. We all know that. Most own-
ers are men, most managers are men, most suppliers/distributors are men and really, 
most employees are men; but not all. A harasser can be a victim’s manager, boss, co-
worker, or someone who is not an employee of the employer such as a customer. Both 
the victim and the harasser can be either a woman or a man, and the victim and 
harasser can be the same sex.
 As a result, owners need to adopt a sexual harassment policy as well as a 
sexual harassment training program at the wash.
 In New York State, legislation was recently enacted requiring both. The man-
date applies without regard to the number of employees and it does not matter whether 
an employer has one or 100 employees. It’s also not limited to full-time employees. All 
part-time, seasonal and temporary workers are required to be trained as well.
 As of October 9, 2018, the New York State Department of Labor (DOL) 
required operators to distribute their anti-sexual harassment policy to all employees 
and by October 9, 2019, they must all have received “interactive” training. This train-
ing will then be annual. 
 Obviously, this new legislation is a big deal, and it should be. You can 
read more about it on page 77 in Lobbyist Bill Crowell’s column. If your state hasn’t 
implemented a similar policy – it will, so be prepared and ready to roll out your own 
program. Your state DOL’s website may even have a model policy and training recom-
mendations. Make sure you take a look.
 Operating in today’s culture is becoming more challenging. There seems to be 
more regulations and requirements thrown at you, as owners, on a daily basis, however, 
making sure your employees, women and men, feel safe and have the ability to voice 
concerns if they have them is critical to creating the right kind of work environment.
 My eyes have been opened since the #MeToo movement started. I am 
more aware. I am more sensitive to gestures and words. I don’t think I’ ll so easily 
brush off an inappropriate remark or gesture moving forward. And neither will 


your employees – so be prepared.


Suzanne Stansbury
Editor/Publisher


Have a story idea 
and/or photo 
opportunity?
Contact the Northeast Carwasher
at 518•280•4767 or  
email: mediasolutions@nycap.rr.com 


Advertising space reservations and 
materials for the Spring 2019 issue  
are due February 4, 2019.
Call 518•280•4767.


Please direct advertising and
editorial inquiries to:
Media Solutions
2214 Budd Terrace
Niskayuna, NY 12309
ph/f: 518•280•4767
email: mediasolutions@nycap.rr.com
www.northeastcarwasher.com


The Northeast Carwasher is produced by 
Media Solutions, 2214 Budd Terrace, Nis-
kayuna, NY 12309, in conjunction with the 
design firm Media Magic, for the New York 
State Car Wash Association, New England 
Carwash Association, the Car Wash Opera-
tors of New Jersey, Inc., Connecticut Car-
wash Association, Mid-Atlantic Carwash 
Association and Carwash Association of 
Pennsylvania. Neither Media Solutions nor 
Media Magic assumes any responsibility for 
claims made in advertisements, classified or 
otherwise, listed in this magazine. All con-
tents property of Media Solutions. Re-
production in whole or in part without 
express written permission is prohibited.
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WASH VOLUME INDEX
 We have taken the pulse of four Northeast operators to see 
where their volumes are compared to last year (YTD). As you all 
know, it’s been VERY wet the last few months, but for Mid-Atlan-
tic operator Dave DuGoff, that hasn’t been a problem. He is up 10 
percent while Boston operator, Ron Bousquet, is down the most 
at 3.17 percent. 
 Here’s hoping that the winter is a “perfect storm” for our op-
erators from Maine to Virginia! 


Thanks to Doug Rieck on the Jersey Shore, Dave DuGoff in the Mid-
Atlantic, Ron Bousquet in Boston and Stephen Weekes in upstate 
New York for giving us a picture of volumes in their markets. n


Industry Loses an Icon
 The carwashing industry has lost an 
icon and patriot, Herman Alton Deal, 94, 
who died on August 18. The longtime resi-
dent of Ann Arbor, MI, was born on Octo-
ber 8, 1923, in Statesboro, GA, where he 
grew up on his family’s farm. After he grad-
uated from South Georgia’s Teacher’s High 
School in 1941, he enrolled in the Georgia 
Military Academy Junior College in Atlan-


ta. After Pearl Harbor, he completed his school year and then 
went to work in the shipyards building ships for the Navy.
 In 1942, he enlisted in the Army Air Corps at the age of 
18 and was trained as a flight engineer. During his training 
he was sent to Willow Run in Ypsilanti, MI, to train on the 
B-24 bomber and it was in Michigan that he met his future 
wife, Helen Ellis, to whom he was married for 62 years.
 During his active duty in World War II as a member of 
the 15th Air Force, 450th Bomb Group, 722nd Squadron, he 
was shot down over Toulon, France, captured and impris-
oned at Stalag XVII B near Krems, Austria. He was liberated 
in May 1945 after nearly four months of marching through 
Austria. Seventy years later he was awarded the Military Or-
der of the Purple Heart. 
 After discharge from the Army, Deal managed a Coca 
Cola bottling plant while attending Georgia Southern Uni-
versity in Statesboro. He then moved to Michigan, mar-
ried Helen Ellis and began working for the Michigan Con-
solidated Gas Company in Ypsilanti and Ann Arbor from 
1950-1964. In 1964 he bought Huron Valley Sales from 
Harlan Bird. He became a leader in the carwash industry, 
pioneering such applications as ice prevention and snow 
melting systems, radiant floor heat, recycling water and 
reverse osmosis. 
 Deal served on the International Carwash Association 
(ICA) board and was inducted into their Hall of Fame in 1995.
 Deal and his wife raised eight children in Ann Arbor. He 
was an active member of Westminster Presbyterian Church 
of Ann Arbor, and was involved with Junior Achievement 
and the Boy Scouts. He loved fishing and organized an an-
nual trip with family, friends and business associates. He was 
an avid gardener, and also loved traveling with his wife and 
friends and was part of the Forty Diners for 41 years. But a 
strong devotion to his family was most important to him. 
Herman Deal is preceded by his wife Helen but is survived by 
his eight children: Howard (Susan) Deal; Mitzi Espinosa; Jef-
frey (Diana) Deal; James Deal; Alan (Suzanne) Deal; Douglas 
(Alona) Deal; Alice (Dominic) Ahern; Robert Deal; 24 grand-
children and four great grandchildren. He is also survived by 
two sisters and one brother. He was preceded in death by his 
brother Morgan Deal and his grandson James Ahern. n


Memorial tributes may be made to the Yankee Air Museum, 47884 D 
St., Belleville, MI 48111 and the Larry Harrell Scholarship Memorial 


Fund of the ICA, 230 East Ohio St., Ste. 603, Chicago, IL 60611. 


Despite Historic Hurricane, Panama 
City Carwasher Stays #PCSTRONG
 After Hurricane Mi-
chael hit Florida’s Panhan-
dle in October, Panama City 
carwasher Jimmy Branch 
showed us all what a huge 
heart and love for his com-
munity he has by giving 
away free washes. Accord-
ing to Jimmy, the first seven 
days were “apocalyptic” 
with the “most massive de-
struction I’ve ever seen or 
heard of in my life,” he told 
me through a Facebook 
message. “Those of us who stayed and suffered through the 
first seven days gave and shared freely based on need, not 
wealth or ownership. It was a spiritual experience for me. I’m 
exhausted to the bone, but everybody is now a little better.”
 Branch, who owns Speedy Beach Express and Callaway 
Speedy Car Wash in Panama City said he only has one un-
insured complete loss and considers himself lucky. His give 
back – 2,500 free washes in eight days to his community. He 
said when his second location opens back up he will give that 
part of town free washes as well.
 On the wash’s Facebook page one of his customers 
thanked him for his generosity and kindness stating that the 
family car was the only possession they did not lose and they 
were feeding their children and basically storing what few pos-
sessions they have left in their car. Being able to have it cleaned 
for free was a blessing. As Jimmy’s sign reads, #PCSTRONG! n


Hurricane Michael was the third-most intense Atlantic hurricane to make 
landfall in the contiguous United States in terms of pressure, behind the 
1935 Labor Day hurricane and Hurricane Camille of 1969. It was a Category 
4 Hurricane causing more than $8 million in damage.


+10%


-3.17%
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PALLADIN, SPLASH FORM  
CARWASH PLATFORM


 Palladin Consumer Retail Part-
ners, LLC, Boston, MA, has acquired 
Splash Car Wash, Greenwich, CT, in 
partnership with Mark Curtis, Chris 
Fisher, Dan Petrelle and the Splash 
management team, according to a 
company press release.
 Splash was founded in 1981 and 
is a leading regional operator of car-
washes with 18 locations in New York 
and Connecticut. Palladin, founded in 
1998, has helped build numerous con-
sumer and retail platforms, according 
to the release. The portfolio team led 
by Anders Peterson, managing direc-
tor and Mark Schwartz, CEO, will work 
closely with their operating partners 
providing marketing, financial, real 
estate, systems and other expertise to 
help management expand the Splash 
platform.
 According to Mark Curtis, Splash 
CEO, “The Palladin team brings a 
wealth of experience growing con-
sumer brands. Being able to work 
with them marks a critical next step 
in our growth strategy. Their expertise, 
support and leadership will provide 
creative insights and operational im-
provements that will be instrumental 
in becoming a major regional and na-
tional platform.”
 Mark Schwartz added, “We are ex-
cited to partner with Mark and the en-
tire Splash team. They have built an ex-
cellent company and are well respected 
in the industry. We are confident that, 
with additional capital and resources, 
we can work together to significantly 
expand the Splash organization.
 Added Anders Petersen, “We have 
spent over a year researching the car 
wash industry and identified Splash as 
a leading regional car wash operator 
and the perfect anchor acquisition. 
 “The experience of the manage-
ment team, familiarity managing 
different car wash models, and com-
mitment to employees and customer 
service provide an excellent partner-
ship for growth and development We 
look forward to working with mark and 


vice savvy to the Customer Service 
Department to deliver best-in-class 
customer care,” said Jeff Tulk, Plant 
Operations Manager. “This is a key 
role in the partnership we have with 
our distributors and owner-opera-
tors, and I’m looking forward to hav-
ing Wendy lead significant growth on 
our key objectives in this area.”  n


For more information  
visit macneilwash.com


KLEEN-RITE ACQUIRES  
TOWEL BY DOCTOR JOE®


 Kleen-Rite Corp., Columbia, PA, 
has acquired Towels by Doctor Joe®, 
according to a company press release. 
Towels by Doctor Joe® is now available 
exclusively through Kleen-Rite. “The 
Towels by Doctor Joe® line is not just a 
towel as a product, it’s a towel as a so-
lution,” said Kleen-Rite Vice President 
Keith Lutz. “The Towels by Doctor Joe® 
line is a quality product at a fair price. 
We want to bring value to our custom-
ers and we think that the products in 
this line will deliver that value.”
 Towels by Doctor Joe® was found-
ed by Joe Gartland in 1995. He will 
remain a part of the Kleen-Rite Corp. 
and Towels by Doctor Joe® family, ac-
cording to Lutz.  n


For more information visit kleenrite.com


DRB ACQUIRES  
SAGE MICROSYSTEMS


 DRB Holdings, LLC, DBA DRB 
Systems (DRB), a leading provider of 
technology-enabled devices and soft-
ware solutions to the carwash industry, 
has acquired the assets and intellectu-
al property of Sage Microsystems, Inc. 
Sage’s flagship QuickTouch and Nex-
Gen product lines offer point-of-sale 
and workflow-enabling software to the 
quick lube industry, said a company 
press release.
 Dan Pittman, CEO of DRB, said, 
“Bob and Joan Sampson have built a 
great team and an amazing product. 
We are truly excited to welcome the 
team into the DRB Systems family.”


his team growing Splash both organi-
cally and through acquisitions.” n


For more information visit splashcarwash-
es.com or pcrp.com


MCNEIL & CO. HELPS LAUNCH 
RISK MGT. MAJOR


 McNeil & Co., Cortland, NY, re-
cently made a $7 million donation to 
Le Moyne College, a private Jesuit col-
lege in Syracuse, NY, which will be used 
to launch a new undergraduate major 
in risk management and insurance, ac-
cording to a company press release.
 The donation will allow the 
school to establish endowed profes-
sorships to support the major and 
will provide new opportunities for 
new graduates to work in the indus-
try, said the release. n


For more information visit  
mcneilandcompany.com 


MACNEIL PROMOTES MISSEN 


 MacNeil Wash Systems, Barrie, 
Ontario, Canada, a national carwash 
solutions company and supplier to 
the tunnel carwash industry, has 
named Wendy Missen as its new Cus-
tomer Service and Inside Sales Man-
ager, according to a company press 
release. In her new role, Missen will 
be responsible for guiding customer 
service, inside sales and order pro-
cessing, as well as working with the 
48 members of MacNeil’s interna-
tional distributor network and four 
North American Sales Managers to 
process and track customer orders. 
“Wendy joined us as our Equipment 
Order Coordinator and has brought 
a tremendous amount of organiza-
tional experience and customer ser-


NEWSWORTHY


Continued …







Water Treatment System
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NO COSTLY FILTERS 


                  ONLY CLEAN CLEAR WATER
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the acquisition will provide mutual 
benefit to both parties. “We’ve estab-
lished ourselves as thought leaders in 
specialized risk management and in-
surance with a suite of policies that are 
never off the shelf, with service that’s 
always a step ahead and with train-
ing and risk management programs 
designed to prevent loss before it oc-
curs,” said Daniel F. McNeil, founder 
and president of McNeil & Company. 
“Becoming part of Arch won’t change 
any of that, but will give us an unpar-
alleled opportunity to build on that 
leadership and take it even further 
with additional resources. 
 “We will continue to offer excep-
tional products based on genuine in-
dustry knowledge and a consultative 
approach to mitigating risk.” n


For more information visit  
mcneilandcompany.com 


CAMPBELL JOINS PDQ


 OPW, Hamilton, OH, part of Dover, 
a global leader in fluid handling solu-
tions, has named Gary Campbell gen-
eral manager for its PDQ Vehicle Wash 
Systems, DePere, WI, business, accord-
ing to a company press release.
 Prior to joining PDQ, Campbell 
was Dover’s vice president of integra-
tion for global mergers and acquisi-
tions. He has held a variety of roles at 
GE Capital, United Technologies and 
Deloitte, focused on developing and 
leading strategy, as well as merger and 
acquisitions activities, according to 
the release.
 “OPW’s objective is to continue 
to grow the PDQ business, and Gary’s 
extensive background in strategy and 
business development makes him a 
great fit to lead the PDQ team,” said 
Kevin Long, president of OPW. n


For more information  
visit opwglobal.com or pdqinc.com


Arch Capital Group Ltd, a leading global 
insurer, will acquire the company, ac-
cording to a company press release.
 The transaction was expected to be 
complete by the end of the fourth quarter 
of 2018. According to the release, McNeil 
will retain its identity and remain head-
quartered in Cortland, as a stand-alone 
affiliate of Arch Insurance Group.
 According to the release, building 
on a successful 17-year partnership, 


 Added Sampson, “The car wash 
and quick lube industries are a natural 
combination. A unified solution with 
our two top brands will be powerful.”  n
For more information visit drbsystems.com


ARCH TO PURCHASE  
MCNEIL & CO.


 McNeil & Co., Cortland, NY, has en-
tered into an agreement under which 


Newsworthy … continued


"It's simple, I can clean wheels equal to, 
if not better, with Wheel-eez® than


any acid based cleaner I have tried."


"I was tired, truthfully, of chain breaks... 
It was the acid that was corroding and 


deteriorating all the steel on my conveyor."


Contact Bob Kuczik
bobk@wheel-eez.com


(800) 355-2675
®


From Car Wash Operators: A SOLID HF REPLACEMENT


Highly Concentrated • Use Straight or Make 55 Gallons
Use Straight - 64:1 to 120:1 and higher • Mix into 55 gallon drum - then use 8:1 to 17:1 and higher.


This biodegradable wheel cleaner is great for all car washes 
Use it just like a traditional wheel cleaner - spray on by hand or with automatic applicator and rinse off!  
This product may be diluted to meet speciic Tunnel and In-Bay needs. 
Replacing corrosive wheel cleaners with our noncorrosive formula is better for the environment, 
And it’s also better for your bays - it's easier on car wash  oors, conveyors, and ixtures. 


Wheel-eez® is a Division of Cork Industries, Inc.


FREE
SHIPP


ING!
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MCWW CONTINUES TO  
RAISE MONEY FOR ST. JUDE


 Motor City Wash Works’ (MCWW), Wixom, MI, annual 
Open House and Charity Auction to benefit St. Jude Chil-
dren’s Research Hospital collected a record $252,000 dona-
tions in 2018, according to a company press release. St. Jude 
Children’s Research Hospital is a leading children’s hospital 
pioneering research and treatments for children with cancer 
and other life-threatening diseases. 
 MCWW started the Open House a decade ago as a literal 
“open house” to welcome carwash professionals to its factory 
and to meet its team, but in 2013, the Live Charity Auction 
was added and to date, $470,000 has been raised for the char-
ity. In 2018, the company welcomed more than 230 attendees 
to the event at the historic Gem Theater in downtown De-
troit, MI, under the leadership of Auctioneer Letitia Frye.  n


For more information visit  
motorcitywashworks.com or stjude.org


PC/D Names 2018 Top 50 
 Professional Carwashing & Detailing magazine’s 2018 Top 
50 List of Conveyor Carwashes is out and several Northeast 
operators made the list. Congratulations to the following:


#6 Wash Depot Holdings, Inc., Malden, MA – 49 locations
#9 Golden Nozzle Car Wash, Springfield, MA – 34 locations
#11 Delta Sonic, Buffalo, NY – 29 locations
#13 Russell Speeders Car Wash, Norwalk, CT – 23 locations
#17 ScrubaDub Auto Wash Centers, Natick, MA –  


18 locations
#17 Splash Car Wash, Greenwich, CT – 18 locations
#19 Hoffman Car Wash, Albany, NY – 16 locations
#23 Shammy Shine, Milford, NJ – 12 locations
#25 Mr. Sparkle Car Wash, South Windsor, CT –  


10 locations
#25 Super Shine Auto Wash Centers, Braintree, MA –  


10 locations
 The annual list is an account of the nation’s largest 
conveyor carwash chains based on the number of loca-
tions under the operator’s umbrella. n


For more information and a complete list of the Top 50 visit carwash.com 
or email Editorial Director Rich DiPaolo at rdipaolo@carwash.com.


SAVE THE DATE  
30th ANNIVERSARY NRCC!!


SEPT. 23-25, 2019 
 ATLANTIC CITY CONVENTION CENTER


NRCCSHOW.COM


IT TAKES MORE THAN POLICIES
TO KNOW


We know car washes are di�erent from other businesses;
but we also know that car washes are di�erent from each other. 


The same insurance policies don’t work for every car wash. That’s 
why, at NBT Insurance Agency, our advisors work with you to help 
manage risk and select the best coverages for you. Count on us 
to focus on securing insurance that meets your unique needs and 
budget, so you can focus on your business. 


Insurance Products Are: Not FDIC Insured | Not Bank Guaranteed | May Lose Value
Not Insured by any Federal Government Agency | Not a Bank Deposit


800.965.6264
nbtinsurance.com/#/carWash


Peter Beames
Account Executive
O�ce: 518.742.2318
Fax: 607.334.4162


peter.beames@nbtinsurance.com
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Third Generation Drives K & S Expansion
By Alan M. Petrillo & Suzanne L. Stansbury


will be Washworld Razor touch free machines with DRB pay 
stations, while the new self-service equipment will be Caro-
line Pride units.
 “The building is laid out in the form of a T,” Kubarek not-
ed. “The tunnel is in the middle, and the self-service and in-
bays are in the cross of the T. The whole location sits on two 
acres and cost us $155,000.”
 At the Sennett location, which is east of K & S’s locations 
in Auburn and Weedsport, there is one in-bay automatic and 
four self-service bays.
 “Sennett’s washes are housed in two buildings, and the 
in-bay automatic was an old Razor,” Kubarek pointed out. 
“We are removing that and putting in two Washworld Ra-
zors and replacing the pay station with DRB so that we have 
continuity across all four of our locations. In the self-service 
bays, we’re putting in Carolina Pride equipment, and the 
same coin boxes as we’re using at the Genesee Street loca-
tion. Fortunately, we won’t have to do anything to the struc-
tures in Sennett.”
 The Sennett location, which is on one of the busiest 
thoroughfares that runs through the city of Auburn from the 
town of Sennett, cost K & S $445,000, Kubarek said.


Help from the County
 Tracy Verrier, executive director of the Cayuga County 
Economic Development Agency, said K & S Car Wash was 
provided incentives to purchase the two carwashes.
 “K & S carwash applied for and received a total of 
$206,500 in financial assistance from the Cayuga County 


T he Kubarek family of  Auburn ,  NY, ha s 
never shied away from a challenge 
or hard work.  In the la st  si x month s 


they have doubled the si z e of  their operation 
through initiative and blood , sweat and I ’m 
guessing,  a few tears,  to now run four wa shes 
in C entral New York.  T he close-knit  family 
of  four,  who have frequent family dinners, 
work together a s a color ful  unit  never afraid 
to share their thoughts or idea s to help grow 
their family-run operation that father,  Mark, 
f irst  got into in 1980 when he b ought out hi s 
father -in-law and hi s partner,  and took over 
K & S (Ka stick & Smith) in Auburn .


 Expanding a business is never an easy task, especially 
when you are doubling the size of your company. But that 
hasn’t stopped Mark Kubarek and his family from purchas-
ing two run-down and somewhat failed carwashes and re-
juvenating them to bring K & S Car Wash to a total of four 
locations in Cayuga County in central New York.
 Kubarek, the owner of K&S Car Wash along with his wife 
Terri and son Christopher and daughter Amanda, cites the 
involvement of his children as the impetus for buying the two 
carwashes.
 “Having Christopher and Amanda in business with me is 
great,” Kubarek said, “and that’s what has driven this expan-
sion. The opportunity to purchase the two washes came up, 
one to the east of our current locations and one to the west, 
so it seemed like a good thing to do.”
 K & S Car Wash purchased the former Suds & Buds Auto 
Wash at 351 Genesee St. in Auburn, and the former Apple 
Auto Wash at 323 Grant Avenue in Sennett. K & S also has 
locations at 108 North St. in Auburn and at 2677 Erie Dr. in 
Weedsport. All are now branded as K & S Car Wash.
 K & S’s North Street location has a 90-foot exterior 
tunnel with two in-bay automatics and four self-service 
wash bays, while the Weedsport location has one friction-
less in-bay automatic with four self-service bays. Kubarek 
is totally renovating the Genesee Street location, which 
consists of a 120-foot tunnel, two in-bay automatics, and 
six self-service bays.
 “The tunnel equipment has been in there since 1988,” 
Kubarek says. “It’s the original equipment, so it needs to be 
replaced. But the bones of the building are phenomenal. It’s 
built like a fortress of brick and block, so we don’t have to 
change that.”
 Kubarek is putting in two DRB pay stations and a 120-
foot Sonny’s tunnel with Extrutech Plastics throughout and 
epoxy coating on the tunnel’s floor. The in-bay automatics 


Terri, Mark, Amanda and Christopher Kubarek.


Continued …







- Adjustable speeds up to 34” per sec.
- Complete weather seal
- Many colors available
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These photos show the K & S Car Wash site, 
formerly Suds & Buds, in Auburn during its 
total transformation. This new acquisition 
consists of a 120-foot tunnel, two inbays 
and six self-service bays.


K & S … continued
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Economic Development Agency,” Verrier said. “This was in 
the form of a sales and use tax exemption on the renovation 
and purchase of equipment. That’s a savings of eight percent 
and the maximum sales tax exemption is $184,000.”
 The second type of incentive was a mortgage recording 
tax exemption, according to Verrier.
 “Cayuga County has a one percent mortgage recording 
tax, and the exemption is for 75 percent, which is a savings of 
$22,500,” she said.
 Verrier noted that her agency’s mission is to incentivize 
projects that will increase the county’s tax revenue over time 
and develop jobs for local citizens.
 “K & S Car Wash has been very good about local labor 
policy on the renovations,” she said. “Construction labor is 
being sourced locally, and K & S has gone above and beyond 
our policy in that regard.”
 Kubarek said he expects to add four new positions at the 
carwashes to begin operations, and up to a dozen positions 
in total in less than two years. Terri Kubarek is now oversee-
ing the growing staff in addition to her marketing role, and 
daughter Amanda is mechanically inclined and trouble-
shooting equipment issues, while also helping out in the 
office. Son Christopher is hands-on with the renovation as  
well as daily operations and Mark oversees the team while 
working with local contractors and the towns in which the 
washes operate.
 “The community has been very good to us since we first 
opened in 1977 (when Mark started working with Terri’s fa-
ther and partner),” Kubarek observed. “We’re investing (a lot 
of money) in the two locations, and think that having four K 
& S Car Washes in the area will increase our customer base. 
We’ve set things up so our unlimited program works at both 
tunnels, and gift cards will work in both tunnels, all the in-
bays and all the self-service bays.”


A True Family Affair
 But as Mark Kubarek mentioned earlier, none of this 
would have happened without the drive and input from his 
two children. Son Christopher isn’t shy about stating the 
undertaking was enormous. “One way or another, we’ll get 
there,” said Christopher Kubarek. “That’s what I kept saying, 
but I don’t think I’d ever take on two purchases and renova-
tions at the same time again. It was a lot of juggling, planning 
and hands-on work on our part. At times you feel like you’re 
spread too thin.”
 The challenges of keeping a family-run business in 
harmony is constant. But Christopher Kuberek said it’s 
the nature of the beast and something his family has fig-
ured out. “You’re in a family-run business and that’s the 
biggest challenge. I tell people that I’m extremely fortu-
nate to be in business with my family, and to be able to 
spend every day with them,” said Kubarek. “Most people 
don’t get a quarter of the time I get with my family. We’re 


Third generation carwashers, Amanda and Christopher 
Kubarek, were the driving reason for doubling the K & S foot-
print. Each play an integral role in the success of their family 
business and are its future.


The finished product at the family’s Genesse St. location in Auburn demonstrates 
the hard work and effort the family put into the site’s renovation.


all very passionate about this business and we love it. Our 
family dinners are never boring!”
 Anyone who knows the Kubarek family will tell you that 
they are hard working, straight shooters who will give you 
the shirt off their backs. “It’s been a lot for us,” said Christo-
pher Kubarek. “The four of us have worked really hard and 
relied on a couple of great employees who stepped up to run 
a few of our sites.” 
 But I’m pretty impressed that we were able to gut two 
sites in four months, and now I can say that out of sheer per-
sistence, we got there.” n


Alan M. Petrillo is a Tucson, AZ-based journalist, a former upstate 
New Yorker, and contributing editor of Northeast Carwasher. He’s the 
author of the historical mysteries, Full Moon and Asylum Lane, and 
his latest historical thriller, A Case of Dom Perignon, all available at 
www.amazon.com


Suzanne L. Stansbury is the Editor/Publisher of the Northeast 
Carwasher magazine.
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With four locations now under their belt the family is gearing 
up for a busy winter washing season and possible additional 
acquisitions down the road.


The Kubarek’s took the former Apple Auto Wash on Grant 
Avenue in Sennett and breathed new life into its bones. 


Continued …


K & S … continued







TRUSTED BY MORE 


TOP 50 CAR WASH CHAINS
THAN ALL OTHER TECHNOLOGY PROVIDERS COMBINED.


Powerful Car Wash  
Point-of-Sale and Tunnel 


Technology Solutions


•  Years of experience to help unlock 
your hidden growth potential 


•  Proven, industry-leading solutions 
to match your business needs


•  Robust support staff to help you 
along the way


Contact our knowledgeable sales team or  
visit our website for more information


800.336.6338 | www.DRBSystems.com


Now offering 
NoPileups™  


Tunnel Collision  
Prevention Service


•  Increase throughput up 
to 20 more cars/hour


• Reduce damage costs


•  Improve reputation 
and customer loyalty
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This location in Sennett is east of the Auburn and Weedsport 
locations and features one inbay and four self-serve bays. The 
two wash types are housed in different buildings. Lucikly with 
this purchase the bones of the wash were sound.


K & S … continued


THINKING OF SELLING? 
Let us bring YOU an offer. 


Put our decades of Car Wash and Quick Lube Industry and Brokering  
experience to work for you as your specialized Business Broker. 


3	Confidential	process


3 NO FEE for real estate, only on business value


3 Active Buyers currently seeking single and multi-unit sites 


3 Free business valuation for clients


3 Over 30 years experience with network  
of Buyers and Sellers in Northeast and  
across the US


We'll bring you offers from Qualified Buyers. 
Jim O'Leary, President, CciJim@aol.com
518.469.0983 (mobile/text)  •  518.392.7377 (office)  Call today! Call today! 







TO


For more information on our ClearView® Doors, visit gallopbrush.com
 or call us at 1-866-242-5567.


MAXIMUM ENERGY SAVER 


ALL STAINLESS STEEL CONSTRUCTION


2X THICKER VINYL


EASY TO INSTALL & MAINTAIN


BREAKAWAY DESIGN







22 |  Northeast Carwasher, Winter 2019


ille, NJ. The new sites featured were 
College Park Car Wash, College Park, 
MD; The Great American Car Wash, 
Severna Park, MD; Wash Co., Middle-
town, NY, and Wiggy Wash, Orem, UT.
 On Tuesday, October 2, seminars 
kicked off with a traditional Early 
Bird where no carwash topic went un-
turned. Led by Turnpike Car Wash’s 
Bob Katseff, this seminar hopes to an-
swer questions in a panel format, un-
scripted and honestly. It also includes 
a full breakfast spread.
 The next seminar, Dissecting the 
Club Plan, led by College Park’s Dave 
DuGoff, exposed the many ways to cre-
ate a profitable wash club program. A 
seasoned panel of operators shared 
their knowledge in running their own 


ATLANTIC CITY, NJ – The Northeast Regional Carwash 
Convention (NRCC), October 1-3, at the Atlantic City Con-
vention Center boasted nearly 300 walk-ins on the first day 


of show hours demonstrating the need for the annual event and 
its mission, according to 2018 Chairman Doug Rieck. “Despite the 
fact that it’s been a wet few months, we had a great turnout with 
more than 1500 attendees and a record 320 exhibitors. Our semi-
nars were standing room only and our vendors were very happy 
with the traffic they saw,” said Rieck. “Our attendees want to learn 
and grow their businesses and that is great.”


 The three-day event kicked off on 
Monday, October 1, with the event’s 
second “Virtual Tour” spearheaded 
by Hoffman Car Wash’s Tom Hoffman, 
Jr. “This seminar gives our attendees a 
“virtual” look at a number of innova-
tive facilities,” he said. “This year we 
added in a site from Utah to give at-
tendees a sense of what operators out 
of our market are doing. It’s a really 
great way to showcase a lot of washes 
and washing concepts at once.”
 Featured in the “Virtual Tour” 
were the sites featured last year to get 
a feel for what has changed in the last 
12 months before adding in four new 
sites to the mix. Last year’s partici-
pants were Foam & Wash, Wappingers 
Falls, NY; Hoffman Car Wash, Saratoga 
Springs, NY; Sparkle Car Wash, Easton, 
PA, and Valet Auto Wash, Lawrencev-


29th NRCC Innovates,  
Educates, Inspires


programs. It was a great format in 
which to learn what works, and what 
might not, in your market.
 Next up was Hoffman Car Wash’s 
Director of IT, AJ Davison, who spoke 
from first-hand experience on how to 
protect a wash from cyber attacks. 
His honest story of how his company 
experienced a breech was insightful 
and helpful to attendees to instruct 
them on how to better secure their 
customer data.
 Keynote speaker, Jay Rifenbary, 
a former West Point grad, shared his 
life experiences in a lively presentation 
that focused on interpersonal skills 
necessary in establishing core values, 
accountability and balance in everyday 
life and business. 
 Following Rifenbary’s Keynote, 
Chairman Rieck led the annual award’s 
program by presenting Jule Gapp of 
Hoffman Car Wash with the NRCC’s 
newest award, the Emerging Leader. 
This award was created to recognize 
up-and-coming managers who have 
demonstrated exceptional leadership 
and customer service skills. Gapp is a 
manager who has worked her way up 
the ranks to run one of the company’s 
most innovative and high-volume sites 
in Saratoga Springs, NY.
 Mike Conte, the Car Wash Opera-
tors of New Jersey’s immediate past 
president, then awarded Doug Rieck 
with the Most Distinguished Person Sonny’s Robert Andre presents during 


“Inside Looks” on the show floor. 2018 NRCC Chairman Doug Rieck did a great job!
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 After a long day of education and exhibition, the annual 
Welcome Reception sponsored by Innovative Control Sys-
tems of Wind Gap, PA, was a great way to relax, unwind and 
catch up with fellow attendees at the Water Club’s pool. The 
event includes an exceptional spread of food and drink com-
pliments of the sponsor.  
 The show’s final seminar, Wednesday, October 3, was 
presented by Paul Fazio of SonnysOneWash who did a state 
of the industry. His history in the industry and unique take 
on its evolution provided attendees with a broad prospective 
of where we are and where we are headed. He stressed, how-
ever, that despite growing consolidation in the industry it is 
still comprised of family-run operations and that will con-
tinue in his opinion.
 Show hours ran on Tuesday afternoon and Wednesday 
morning and also featured vendor-run seminars called “In-
side Looks.” This is an opportunity for vendors to hold their 
own half-hour programs to educate attendees.
 The 2019 NRCC, the 30th year of the show, is slated for 
September 23-25, at the Atlantic City Convention Center 
with the Borgata as the host hotel. “Look for some new edu-
cation formats and a few other surprises to acknowledge our 
30th year as the East Coast’s largest and best attended show,” 
said Rieck. “The board works tirelessly to make this show 
bigger and better every year so stay tuned!” n


The NRCC is an annual event and the combined efforts of the Car 
Wash Operators of New Jersey (CWONJ), Connecticut Carwash Associ-
ation (CCA), New England Carwash Association (NECA), Mid-Atlantic 
Car Wash Association (MCA) and the New York State Car Wash Asso-
ciation (NYSCWA). Each association takes a turn hosting the annual 
event. For more information on the NRCC visit nrccshow.com or call 
800/868-8590.


Award for his tireless efforts serving on the NRCC board and 
as Chairman for the second time.
 Rieck then asked Randy’s Car Wash’s Ron Bousquet to 
introduce the Hall of Fame recipient, Bob Katseff of Turnpike 
Car Wash. Katseff, who has been involved in the NRCC seem-
ingly since its inception 29 years ago, has demonstrated un-
yielding service to the show and its mission. This award is the 
NRCC’s highest honor. His long-time friend, Bousquet, was 
honored to bestow the accolade.


Ver-Tech Labs got a chance to showcase its company during “Inside 
Looks” during Tuesday’s show hours.


One of this year’s seminars 
showcased how to protect 


your wash against  
cyber attacks.


More Photos on Pages 24-30!
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College Park’s  
Dave DuGoff leads  


a discussion on  
the Club Plan  


to a standing-room only crowd.


Keynote Speaker 
Jay Rifenbary en-
ergized attendees 


with a riveting 
presentation on 


core values.


NECA’s Bob Katseff led the traditional Early Bird 
discussion on Tuesday morning.


More than 300 walk-ins 
registered at the open-
ing of the show.


Team NRCC: Molly Bibisi, Heather Courtney and Donna Connors.


More Photos on Pages 26-30!


NRCC … continued







ELEVATING THE 
CUSTOMER 
EXPERIENCE


For information on our full range of high performance 
products & services, visit us at hamiltonmfg.com


HTK & CTK 
Pay Stations


PUREWASH® 
Custom Mobile App Program


EXPRESSPASS
RFID System


HOSTED SOLUTIONS
Management Console


Custom cabinet and touch 
screen graphics


•
Sell individual washes, 


RFID packages, and wash 
bundles


•
Seamless integration with 


PUREWASH® Custom 
Mobile App program


•
Unbeatable security and 


durability


Branded and named after 
your car wash business


•
Lets customers buy & 


gift washes, earn loyalty 
points, join a monthly wash 
club, and pay for services 
directly from their phone


 •
Track customer activity and 


spending habits
 •


Android and iOS versions 


Monthly wash clubs ensure 
continuous, recurring 


revenue
•


Small windshield tag 
initiates the wash 


service for the customer, 
simplifying the transaction 


process
•


Supports faster throughput 
so you can wash more cars


Your one-stop resource 
for PUREWASH® and 


ExpressPass management
•


Also offers comprehensive 
reporting, single use codes, 


receipt code marketing, 
and equipment status 


checks
•


Supports multiple users, 
with custom access levels


Hamilton’s comprehensive range of entry systems and marketing products help increase 
revenue and set your car wash apart from the competition.


Our solutions are designed for maximum performance in tunnel washes, in-bay automatics, 
and self-serve bays.
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NRCC … continued


Yes, that’s CAR Products’ John Millerick ready to buff that car!


Team Bell with Jeff Bell, Wayne Media, Dan Bell 
and Jorge Ramirez.


Dave Snyder and Mike Benmoschè of Car Wash 
Insurance Program by McNeil & Co., Cortland, NY.


The 29th NRCC, October 1-3, didn’t disappoint!


National Ticket’s 
Tom Tessitore works 


with a customer on 
the floor.Innovative Control Systems always brings a team and unconditionally supports the NRCC 


by sponsoring its annual Welcome Reception at the Water Club Pool.







Northeast Carwasher, Winter 2019  | 27


The 29th NRCC broke a show floor record with 320 exhibits and more than 1500 attendees.


Attendees had a wealth of information and products to view on 
the busy show floor.


Jeff Gheysens and Ofer Tal catch up!


The latest and greatest industry products were on 
display at the Atlantic City Convention Center.


Tom Hoffman, Jr., 
Cory Baright, Brad 
Levie, Scott Freund 
and John Agosta 
strike a handsome 
pose.


Terri Kubarek, Mark and Michelle Landers and Chip 
Whiting from western New York always make the trip to 
Atlantic City.


Del Burkholder and Ryan Wilson of Shore Corporation.


Hoffman Car Wash’s Ron Slone and 
Golden Nozzle’s Richard Smith.


More Photos on Pages 28-30!
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Scott Freund and Mario Mendoza take a moment to catch up at the 
Welcome Reception Tuesday night.


The setting for the annual Welcome Reception is inviting and relaxing.


NRCC Media Sponsor Professional Carwashing & Detailing magazine’s 
Scott Shriber, Sandy Murphy and Rich Dipaolo.


Heather and Mike Ashley take a stroll to the outdoor pool at the Water 
Club during the event’s Welcome Reception.


Benchmark Payment’s Michael Della Terza and Marc Freeman.


Simoniz USA’s Jim Dorsey interacts with customers.


NRCC … continued
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The annual Welcome Reception, sponsored by Innovative 
Control Systems, is a great opportunity to mix, mingle  
and make new friends!


The team from Carwash Insurance Program by McNeil.


More Photos on Page 30!
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Turnpike Car Wash’s Bob Katseff was honored with the 2018 NRCC 
Hall of Fame Award by good friend Ron Bousquet.


Bob Katseff is flanked by wash manager Paul Silva and his son Jeffrey.


NRCC Chairman, Doug Rieck, presents Jule Gapp with Hoffman Car 
Wash with the first Emerging Leader Award.


CWONJ Past President Mike Conte presents Chairman Rieck with the 2018 NRCC 
Most Distinguished Person Award.


And the Winners Are….


NRCC … continued


Graphic design solutions that are engaging and inspired.


Award-winning 
logos, branding, 
advertising, 
marketing 
materials, print 
publications, 
photography 
and more.


portfolio at auroradesignonline.com







At Atlantic City Convention Center and Borgata Hotel Casino & Spa.  
Host Association: New York State Car Wash Association.


Visit us online at nrccshow.com


20
19 Northeast Regional 


Carwash Convention
September 23-25, 2019


Save the dates: September 23-25, 2019!


NRCC2027_2019_NECarwasher_110118.indd   1 11/1/18   1:28 PM
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Dissecting the Club Plan Q & A
DP: In our case, we have full service unlimited wash 


packages and exterior unlimited wash packages.  


Q: Do you have a membership on all levels of washes, 
or do you exclude the lowest wash? Is it ok to offer an un-
limited plan for only select washes? 


JM: We do have it for all levels. In the past we left out 
the basic wash but have changed to include it so we can go 
to market with a low price point. I think it is perfectly fine 
to offer it on a few select wash packages, just make sure the 
customer has at least a couple options.


DP: I have seen that work successfully and I have seen that 
not work well. I have an unlimited price for each wash package 
from base all the way up. So on our signs there will be the wash 
price for each package and the unlimited monthly price.


Q: We have a monthly club, but it’s not auto deducted. 
Is it worthwhile to switch over?


JM: Yes. It is guaranteed daily income and the customer’s 
card will charge the same day every month. Without auto de-
ductions it will stretch out the days between payment.


DP: Yes, we did the same thing early on and there was 
way too much churn. People completely forget they are in the 
program. We reach out after they fall below a certain amount 
of washes monthly so they don’t drop the program.


Q: What are the key elements of a credit card monthly 
renewal unlimited contract? 


JM: We don’t have a contract for our customers. Basical-
ly, we hand them a pamphlet with some rules and away they 
go. The rules just state we will charge them on the same day 
each month, no refunds for partial months and they need to 
cancel five days prior to billing.


DP: 
1. Email address so you can reach them. No valid email 


address, no club plan.
2. Explain what they are getting simply and let them 


know what the cut off time is before their card will 
get charged.  Usually at least 5 days before it is due 
to charge.


3. Credit card information.
4. Customer name.
5. How they cancel, we do in person only.
6. Where they complain or get help if something goes 


wrong.
7. Let them know you will be putting something on 


their car.
8. If there are any limitations on the program like no 


Uber or you can only wash once per day.
9. Tell them how the system charges and that you re-


serve the right to change the program at any time. 
Let them know how you will notify them if you do 
change the program.


 At the recent Northeast Regional Carwash Convention 
at the Atlantic City Convention Center, October 2, one of the 
seminars that drew a standing-room only crowd focused on 
“Dissecting The Club Plan.”
 There were so many questions that time did not allow for 
all of them to be answered. Here are the questions that were 
sent to the NRCC APP that were not answered. Two of the semi-
nar’s panelists, John Mellen (JM) of Hoffman Car Wash and Dan 
Petrelle (DP) of Splash, took a shot at them for our readers.
 These responses will also be available on the NRCC web-
site, nrccshow.com


Q: What is the most cost-effective program to handle 
monthly plans? POS, third party apps or software?


DP: We prefer to use a POS because there are many ben-
efits to having one. Our POS’s are management tools that we 
use to trend our business, as well as manage inventory, etc. 
The database can be searched to create virtually any report 
necessary to slice data when it comes to Unlimiteds. That be-
ing said, there are other options that work just fine. It’s just a 
question of how much control you want over the data when 
it comes to use rates, drop out rates; the list is endless.


Q: What is the best way to advertise your club pro-
gram?


JM: We use billboards, direct mail, website and emails.
DP: We have had a lot of success with billboards and 


mass email. Your number one “must have” is signage all over 
the location. If you are not using gates then your greeter can 
really make a big difference in how well the program does so 
incentivize them very well.  


Q: What is the best multiplier to determine your un-
limited price?


JM: We look for 2-1/2.
DP: I have had my best response at 2.2 to 2.4 times the 


base price and as you move up the more expensive packages 
get closer to 2 times. So our top package is called the Works 
and is 2 times the price.


Q: Club plan, unlimited or both?
JM: Currently, we offer both at the same site, but at times 


I wonder if it is hindering my monthly sales?
DP: Focus on Unlimiteds. Have one message at the loca-


tion. Get all the staff involved and change your mindset from 
selling and washing cars to selling memberships and being a 
company that manages and sells memberships.


Q: Do your club memberships include add-ons or flex 
services or just the tunnel wash?


JM: We offer both. You can upgrade your exterior 
wash to receive the interior during that visit, or you can 
purchase the interior unlimited package and get the in-
side done each visit.
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er the price of the package the higher the commission amount.
DP: We struggled in the beginning. We were the first in 


the market testing this for years before our competition. It 
didn’t improve until we really made the contract simple and 
gave a large incentive to the managers and greeters. We give 
up to 50% of the first month’s sale to the location for all new 
customers less any drops. Its tiered from 25% to 50% based 
on targets for the month.  


Q: Do you offer family plans and if so, how do they 
work?


JM: We do not. The reason we don’t is we feel the cus-
tomer will be in the plan because it is a great program and 
will pay for it, why discount it?


DP: Yes, we do. The 2nd through the 4th car is 50% (use 
a $ amount not a %) off the original program price. Same 
package so if the first family member bought the Works than 
everyone buys the Works. We only allow up to four cars on a 
family program to avoid people from bringing in friends, etc.  
Must use the same credit card to sign up.   n


10. Customer Signature.


Q: What are the pitfalls to having no contract?
DP: If there is a charge back for a bunch of months from a 


credit card company you can’t dispute it. If you want to raise 
the price you will have to grandfather people in if you don’t 
reserve the right to change the program. Other than that, it 
makes the program much easier to sell with no contract.


Q: I have no wash plan but we are also not staffed. Can 
you do this with just an automatic wash?


JM: You can but you risk theft, meaning a customer can 
move the barcode from car to car.


DP: Yes, though I would recommend having at least one 
person because they can answer questions and greatly in-
crease the amount of Unlimiteds sold.


Q: How do you deal with Uber, Lyft and limo cus-
tomers?


JM: We choose to not distinguish between Uber, Lyft and 
a regular customer. We do not allow any livery plates in the 
program which kicks out limos and taxis.


DP: We have a special program with its own pricing, but 
it is meant to discourage them from joining the program. 
They cannot join the regular program.


Q: How many club members at each location do you 
have on average? What is the sweet spot of club to retail? 


DP: 10% of your customer base. So if a site washes 80,000 
cars and the average customer washes four times a year 
without the unlimited you’re looking at a 20,000 car base.  So 
2k would be a good number for that location. We range be-
tween 7 and 14% of our customer base at each location.


Q: What is the average use of unlimited washes per 
person?


JM: It varies between sites. We have seen a high of 8 
washes per member in a more urban area and as low as 2.3 
in more suburban areas. We average about 3.5 per member.


DP: In our full serves it’s 2.2 times. In our exteriors 2.4 
to 2.6 times. After they have been in the program for a few 
months it drops significantly.  


Q: On a full-serve wash converting to unlimited ex-
press, any thoughts on labor reduction and savings?


DP: Automate, efficient equipment and lots of cost con-
trol measures for chemicals etc. Did I mention automate?


You can effectively get your crew to one or two people in 
an express exterior and be washing a lot of cars if you put the 
money into the location.


Q: How do you motivate your employees to sell un-
limited plans? Are financial incentives the only way? If so, 
how are financial incentives structured?


JM: We commission the greeters to sell the program. The 
commission amount is based off the package they sell. The high-
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 I’m sure that for the rest of my life I will work at how to 
give feedback that is useful, and have the difficult but neces-


sary conversations with skill, ease and 
some degree of grace.
 And, as I learn more and integrate 
that learning into a knowledge base 
that’s been building since I started 
working in a supermarket at age 14, I 
get more and more insight into people 
and process and profit.
 Try to learn more about becom-
ing a more Positive Leader – one who 
energizes, elevates and inspires them-


selves and others to do great things.
 In-spire. Bring the spirit in. Uplift 
your team and change the quality of your 
conversations.  n


JoAnna Brandi is the author of “54 Ways to Stay 
Positive in a Changing, Challenging and Some-
times Negative World.” You can learn more from 
JoAnna at Joanna@returnonhappiness.com or 
visit www.ReturnOnHappiness.com


 I was talking to a friend of mine recently. It was an awk-
ward conversation. He was giving me some feedback about 
how the last time we spoke I made 
him feel self-conscious.
 I heard him. I walked away think-
ing, “Perhaps he’s right, perhaps I did 
just that.” While I didn’t intend to hurt 
his feelings, I do tend to think that be-
ing conscious of self can be very use-
ful and a very informative tool.
 If we don’t seek to understand 
what motivates us, and what keeps 
us from getting the life we want, 
chances are we won’t get it. There’s an old saying in my pro-
fession, “We teach what we most need to learn.”
 So it’s no secret what I’m trying to learn  – how to be 
a more positive leader, how to energize others and how to 
choose happiness more often than unhappiness.
 I happen to think that’s a tough job, one that seems to 
get harder and harder as external forces continue to put 
pressure on our lives.
 Which is why I keep studying and practicing and sharing.


Are You Conscious of Self?
By JoAnna Brandi


JOANNA’S GEMS


We teach what  
we most need to learn.


JoAnna Brandi


”
“


Happy customers become loyal customers – they come back, buy more and bring 
friends.  Happy employees are more productive, more engaged and healthier than   
unhappy ones.  According to Gallup, the 70% of unhappy and disengaged employees in 
this country cause the American economy about $600 billion a year in direct costs alone. 


A successful ‘Customer Experience’ is all about emotions.  If a customer feels good 
about the value you provide - if they are happy doing business with you - they are more likely to 
return.  If you are looking to create consistently positive customer experiences that 
differentiate you from the competition - look to your people first.   


Happy, engaged employees and a motivated, inspired leadership team are what 
you need to stand out today. 


Looking to increase your customer and employee engagement and loyalty?  Look to 
JoAnna Brandi, she’s spent 26 years helping create positive and profitable customer-caring com-
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one we all need to be on top of. What made this program 
better is that one of us, the carwasher presenting the pro-
gram, lived through it.
 The final event for the day was the Welcome Reception 
at the Water Club Pool sponsored by Innovative Control 
Systems (ICS). The Borgata outdid itself on the food, per 
usual, and I will point out that ICS has been the sponsor of 
this opening reception for more than 15 years. We’d like to 
thank them for their huge financial commitment and belief 
in our mission and continued support! 
 The only session on Wednesday was Paul Fazio’s State 
of the Industry, but it spoke for itself. Paul, who is an indus-
try leader and eloquant speaker, hit many nails on the head 
and shared his insight into our direction as an industry. If 
you missed it; you really missed out! 
 The reward for the morning’s attendance at the Edu-
cational sessions was the opening of the Show Floor. This 
year I had an agenda with four items on it: a new reverse 
osmosis system for a location; self-service coin boxes; a 
self-service credit card system and the biggest item, a new 
inbay to replace a geriatric machine that is ailing. It’s a ba-
sic fact of carwash life that an inbay does not age as well as 
a conveyor wash, as you all know. The norm seems to be a 
replacement cycle somewhere around eight to 12 years. In 
2017, I had replaced another older machine and had met 
with tremendous success from my decision. I loved the new 
machine and so do my customers. A home run would have 
seemed to be repeating my prior choice. I love the machine. 
I really like the distributor who is local and has given me 
great service. I will gladly buy this machine again, when the 
right choice for the location is frictionless. My fixation at 
the start of the show was on buying a touch-free machine.


In Search Of …
 I started looking on the carwash show floor and talk-
ing with friends, new friends and suppliers. My existing ma-
chine is a friction 5 brush unit. It used to deliver a good wash, 
but the past year it has been down for maintenance, with 
several big issues, for over a month combined. If I wanted to 
keep the machine it needed more expensive work prior to 
the season. I was ready to replace it with a touch-free unit. 
I needed something simpler, easier and with fewer moving 
parts. Instead, reality and talking to people at the carwash 
show changed my mind. First point: friction cleans cars. 
Second point: different, newer machines are much more re-
liable. Third point: lower operating cost per car, enough to 
help with the lease payment. And my customers are used to 
friction and my competition is frictionless.


 Yes, that most wonderful time of year is upon us and 
happening by the time you read this column. No, not 
Christmas, but close. We are Northeast carwashers, and 
winter cold, snow, slush and salty cars is who we are. A dai-
ly fight with the cold and getting salt off cars and keeping 
customers flowing through the washes and happy is upon 
us all – hopefully! After the past few months of rain it’s a 
welcome change. Please, give me the cold of winter rather 
than the wet fall we experienced in 2018. But as with every 
winter season there are no guarantees, only the possibility 
and even the overall probability that we will end up with at 
least a few high-volume days that make it all worthwhile 
emotionally and financially. Other areas of the country may 
wash cars more consistently than we do, but we have the 
sugar rush of winter peaks and valleys. Life would be way 
too boring with a steady cash flow, right? That is why we live 
in the Northeast.
 Another great reason to live in the Northeast is the 
yearly Northeast Regional Carwash Convention (NRCC) in 
the fall in Atlantic City. This year was another good year for 
the NRCC. The start was Monday, October 1, with  a “Virtu-
al” Carwash Tour. It was hosted by Tom Hoffman, Jr. of the 
Hoffman Car Wash family in Albany, NY. It included a recap 
of the previous years’ washes and he then he introduced 
four more washes to the mix. It was an awesome presenta-
tion. The timing was perfect, you could come down for the 
Virtual Tour, go check in at your hotel, have dinner then 
be ready for the Early Bird seminar and other educational 
programming on Tuesday morning.
 I really like the Atlantic City Convention Center, where 
the trade show has been for the last three years. My two fa-
vorite carwash show venues are this one and the new Music 
City Center in Nashville where The Carwash Show will be 
in May. The Atlantic City Convention Center is beautiful, 
state-of-the-art and has a great show floor with plenty of 
space for all. 
 Tuesday had most of the Educational sessions that in-
cluded a breakfast Early Bird panel discussion run by Bob 
Katseff of Turnpike Car Wash. A lively panel discussion on 
Club Plans led by College Park’s Dave DuGoff followed. At 
10 am head of IT at Hoffman Car Wash, AJ Davison, spoke 
firsthand about the perils of a security breach before Key-
note speaker Jay Rifenbary took the floor. Awards then took 
place at our Award’s Luncheon and I’ll let Suzanne talk 
about that on page 22.
 My personal favorite presentation was “How to Pro-
tect Your Wash from Cyber Attacks. The subject of PCI 
compliance and Cybersecurity is a scary  essential and 
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wash within two hours and I was up and running within an 
hour after I got the part. This is a big deal. I’m a wash at the 
Jersey shore and would have lost a major holiday weekend 
without that part. Thanks to a regional distributor with a sev-
en-day-a-week service department my weekend was saved. 
 The past five years has seen a tremendous growth in 
the reliability and capability of new carwash equipment. 
Our computer POS suppliers also deserve much credit. We 
are not the same industry that we were 10 years ago. Our 
industry suppliers, on all levels, have been dragging us kick-
ing and screaming into the 21st Century. The marketing 
capability and most importantly the customer satisfaction 
and “WOW” level with newer stuff is great.
 Have a great winter wash season. Enjoy the snow. It is 
part of the charm of living and operating 
a wash in the Northeast. n


Doug Rieck operates Magic Wash in Ma-
nahawkin, NJ, and is the President of the Car 
Wash Operators of New Jersey. He was the re-
cipient of the 2018 Northeast Regional Car-
wash Convention’s Most Distinguished Person 
Award. You can reach him at 609/597-SUDS or 
dougrieck@gmail.com 


 So, my search widened and changed. I ended up look-
ing seriously at three machines in a quest that took the rest 
of the month. My point in this discussion is that my pres-
ence at the NRCC made a huge difference and enabled me 
to make a better decision, the right one that changed my 
personal bias.  
 A few observations from the show floor is that all the 
equipment manufacturers are offering pressurized chemi-
cal induction and dispensing systems. You have the original 
Hydroflex and now there are many similar units. They are 
even available for self serves. I know CSI/Lustra has a mizer 
for bays, in addition to their conveyor product. Tom Hoff-
man is building one that is available through Simoniz for 
conveyors. All the inbays I looked at were using a similar 
system. Advantages are more consistency, better control 
and economy, better foam, greater reliability and easier me-
tering. The day of the Flow jet pump, hydrominder combo 
has passed. The question is whether or not it is worthwhile 
to retrofit an existing tunnel? Most likely it is.
 LED lights and tunnel displays are continuing their 
takeover of the carwash world. You have our local supplier 
G & G LED with their cool LED tubes in all colors. Obvious-
ly, you have TSS and Mr. Foamer with their array of prod-
ucts as well. 
 There are many good reasons to use LED lights to mar-
ket services and no reason not to other than inertia. Several 
months ago I saw and heard of the concept of a Dark tun-
nel. The primary lighting is from the marketing LED’s. In 
fact, outside lighting is blacked out. It is awesome but a bit 
extreme for my taste, but very effective.
 Many of us have seen the trend in our industry toward 
consolidation. That trend is continuing on three levels. The 
first being that of carwashes being bought and combined 
into regional and larger units. That is logical, obvious and 
inevitable. On a second level, several years ago we saw some 
of the manufacturer’s combine and form larger entity’s and 
now that has continued  with several becoming one-stop 
shopping for all of your carwash needs. Again, I can see the 
logic of this from a business standpoint. 
 On a third and more interesting level, at the show I 
became aware that our distributors are combining. Now 
there are several almost-national or national service and 
sales distributors. That is perhaps the most surprising to 
me. I entered into the carwash industry in the mid ‘80s and 
New Jersey always had an ever-changing diverse group of 
independent distributors. That group has diminished and 
changed, and now we can choose from much larger organi-
zations based out of state. I believe this is driven by many 
factors but the increased reliability, sophistication and in-
tegration of our carwashes certainly is a big contributor. 
 This summer at my newer inbay I had a shut down re-
quiring a part on a July 4 Saturday. I called the 800 number 
tech support line. A tech called me back within 15 minuts. He 
knew the problem, had the part on his truck and was at my 


Doug Rieck
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 The first course of action to take is to be sure the delivery 
system is producing consistent coverage and does not loose 
pressure when multiple bays are in use or when there is a fluc-
tuation in the incoming water pressure. Once verifying the de-
livery system is reliable, it is off to the attic (or trough) to see 
if your overhead manifolds containing the inter connections 
have the key components to keep reliable pressure and spray 
coverage for all the low-pressure systems. This is done with the 
use of low-pressure check valves on ALL of the low-pressure 
lines (including the air line) from the pump station. 
 Many manufacturers and installers rely on the solenoid 
valves on the pump station to keep products in check. This has 
been done for years and will work for a period of time, but will 
leave most locations with intermittent problems. The reason 
for installing low-pressure check valves in the overhead man-
ifold (as close to the boom as possible) is to keep either the 
product or air pressure from over powering the other. There 
have been multiple cases with various manufacturers that can 
be sited where the simple installation of check valves on the 
overhead manifolds have corrected problems and then deliv-
ered years of trouble-free operation. What happens over time 


 Making a simple process even simpler makes sense to 
most of us. In the chemical delivery systems of your wash this 
could not be more accurate. Whether you have a self service, 
in-bay automatic or a tunnel the inter connections in the low 
pressure system is critical for a proper operation. Almost any set 
up will work when it’s first installed, and most will work when 
adjusted properly over time, but the key is having the correct 
checks valves to ensure accurate and dependable chemical de-
livery for the life of the equipment. It is an easy area to identify 
and inexpensive to correct if problems do exist. 


Self Serves
 The self-serve set up is one of the easiest to understand, 
yet one of the most overlooked. This often leaves operators 
at their wit’s end trying to figure out the age-old question, “It 
was just working, now what happened?” The most common 
problem is intermittent coverage by any or all of the low-
pressure functions in a bay or multiple bays. This is some-
times complicated by one function being more noticeable 
when it isn’t working correctly than another depending on 
the products strength, scent and coloring. 


Checks and Valves
By Gary Sokoloski


GARY’S TECH TIPS
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Tunnels
 Tunnel Systems are the least affected by the issues of mi-
grating pressure. Typically, it appears on functions that need 
to be balanced between the drivers and passengers side of 
the tunnel. CTA’s (chemical tire applicators) and Triple Foam 
systems are the most common areas where adding check 
valves will help balance out a system. The side of the tunnel 
closest to the equipment room has the shortest distance to 
travel and will cause the opposite side to seem weak or have 
inconsistent pressure. In some tunnels this issue is also am-
plified due to the use of city water pressure for the delivery 
system instead of a pressure pump with constant pressure.
 Installing the correct check valves and balancing out your 
low-pressure systems is crucial for proper application. Taking 
the time to analyze your system’s particular set up and opera-
tion will lead to better application and ap-
pearance of products for your customers. 
It will also reduce the intermittent prob-
lems and unhappy customers you might 
have now.    n


Gary Sokoloski owns Centerline Carwash Sales 
and Service in Wales, ME. He can be reached at 
207/375-4593 Office, 774/248-0171 Cell, or at gs-
carwash@gmail.com


when these check valves are not installed is the air or fluid 
pressure varies and causes one or the other to have a higher 
pressure and only one of the two makes it to the customer. 
This is evident by seeing bursts of air and then a little water 
or product. It becomes more noticeable with multiple bays at 
a site in use at once. Testing one bay at a time the functions 
may work correctly. When multiple or all the bays are running 
at once the problem becomes more evident and the functions 
start to vary and work intermittently.


In-Bay Automatics
 These issues are also apparent in the in-bay automat-
ics. On most systems the appropriate check valves are in-
cluded in the manufacturers original set-up. Over time, 
though, they may fail and need to be replaced. This prob-
lem is a little easier to identify since there is one pump sta-
tion feeding one bay instead of the self-serve issues where 
one pump station could be feeding 10 bays. Following the 
proper troubleshooting directions with your particular 
brand of equipment should lead you easily to a faulty check 
valve and make repairing or replacing it a simple task. In 
most cases proper periodic maintenance should include 
replacing all of the check valves on a machine in the recom-
mended time frame or vehicles washed. Gary Sokoloski
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Next Popular
 The next most popular window towel is either a slightly 
smaller Microfiber, like 14" x 14", or a lighter-weight Micro-
fiber. When you switch to a lighter weight or a smaller size, 
you can typically save money from your vendor.  These Mi-
crofibers will still be effective, and are great for those looking 
for even further cost savings. Like their larger, thicker coun-
terparts, Microfibers of all kinds will still provide a great lint-
free, streak-free option. The downside is that you will have to 
switch out your towels more frequently, since they will get 
saturated quicker.


Still Popular
 Huck/surgical towels are still used by the car care in-
dustry, especially here in the Northeast. Huck towels are 100 
percent cotton, lint-free, extremely durable, and thin enough 
to clean tight spaces. Hucks are easy to maintain, and can 
withstand many washes. Before Microfibers were introduced 
to the car care industry, Huck towels were the most popular 
window towel.


 At the recent show this past year, the most frequently 
asked question to the guys in our booth, was, “What towel 
works best on the windows?” It seems like some carwash 
owners and managers are still trying to find the best towel 
that works for them. While towel choice can be a personal 
preference, there are definitely some towels that are more 
popular than others when cleaning windows.


Most Popular 
 The most popular window towel is a 16" x 16" traditional 
Microfiber towel.  Some people refer to this variation of Mi-
crofiber as a “terry style.” The carwash industry tends to favor 
the towels that have a substantial thickness (between 300-
350 gsm). The cloth is thick enough that it will absorb and 
clean well, but still light weight enough to fit in tight corners. 
Microfiber, when used properly, produces lint-free, streak-
free windows. A thicker Microfiber can be used for a longer 
time before having to change it out for a new one. When it’s 
time to wash the Microfibers, you can fit many in the washer 
at one time, saving on time and energy costs. Microfibers air 
dry very quickly as well.


What Towel Works Best on the Windows?
By Valerie Sweeney


TOWEL TIPS


W PX  S E R I E S  |  WAT E R P R O O F  C A R  WA S H  L I G H T I N G


Plug-and-Play LED Lighting.  Made in USA.
800-285-6780 | www.ggled.net | sales@ggled.net
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Gaining Popularity
 Waffle weave style Microfibers are gaining market share 
of the window towel line. Once again, the type of towel used is 
personal preference, but many carwash operators like the tex-
ture of the waffle weave style. They feel that it provides them 
with more traction, and also makes it easier to clean some 
tougher windows that might have tree sap or bird droppings. 
 Waffle weave performs like traditional Microfibers, but 
have square “waffle-like” raised pattern. The waffle weave 
can sometimes feel a bit bulkier in the hand, which some 
people like.  


Mainstay
 Rounding out the list of most popular window towels are 
traditional cotton terry towels. For those still using Terry tow-
els on the windows, they typically will pick either a light weight 
15" x 25" towel, that weighs between 2.5-3 
lbs. per dozen, or a lightweight 16" x 27" 
towel, that weighs 3 lbs. per dozen. Cotton 
terry is very absorbent, is easy to wash and 
maintain. Terry towels are great for those 
that like the bulkiness and absorbency. n


Valerie Sweeney is a towel consultant with ERC 
Wiping Products. You can reach her at 800/225-
9473 or erc@ercwipe.com Valerie Sweeney
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Dear Venus and Mars, 
 If money were no object, what im-
provement would you make to your wash?


 So, I thought this was an 
easy question at first. After 
thinking about it for a while 
though there are so many 
things I’d like to do if money 
were no object. It’s kind of 
hard to pinpoint just one 
thing.  When it comes down to it, though, I think 
I would choose to remodel and extend my entire 
tunnel on the exterior and interior. 
 My locations are not that old or run down 
at all. However, carwashes take a lot of abuse 
inside and out between the chemicals, recy-
cled water and dirt coming off customers’ cars. 
Curb appeal is extremely important so building 
something that makes a statement from the 
road is sure to drive in more traffic. I’d remodel 
with ornamental landscaping and top-of-the-
line building materials that can withstand the 
harsh carwash environment for many years. I’d 
also look to extend the length of my tunnel for 
faster processing.  
 On the interior of the tunnel I’d make it as 
bright as possible. I’d add a new cement floor, 
bright new walls and ceiling and of course all 
new LED lights. To top it off I’d install a dozen 
LED colored light bars for the coolest wash ex-
perience ever.  
 So, when it comes down to it, if I had an 
endless bank account I’d just want to build the 
greatest overall customer experience possible in 
a carwash to include a building that can with-
stand the harsh carwash environment and a 
tunnel second to none.   n


Venus and Mars, aka Heather Ashley and Paul Vallario, are carwash industry veterans. Heather Ashley is the President of the Mid-Atlantic 
Carwash Association. She is also co-owner of Virginia Car Wash Industries, Inc. and Shenandoah Valley Coin Laundries, and Ashley's 
Shenandoah Valley Rental Properties in Toms Brook, VA. You can reach Heather at mhashley@gmail.com, as well as Linkedin and Twitter 
@hrashley or www.thecarwashblog.com. Paul Vallario operates Westbury Personal Touch Car Wash in East Northport, NY, and is the Presi-
dent of Urban Avenue Carwash Distributors and Consulting. You can reach Paul at iwashcars@optonline.net.


If you have a question for Venus & Mars please send it to: Media Solutions,  
2214 Budd Terrace, Niskayuna, NY 12309 •  mediasolutions@nycap.rr.com


 If I had plenty of money I would revive our wash 
locations physically, in terms of equipment, as well 
as give them a well-deserved facelift.
 Our inbay automatics would be replaced with 
frictionless wash systems, lots of lighting and a Lava 
arch that would deliver a show style performance.  
 Our self-serve bays would get a few bells and 


whistles added on such as the hand-held dryer. 
 Our detail bay would get a tire and wheel cleaner dispenser.  All of 
the vacs would be updated with a shampooer joining them on the isle.  
Our payment system would go mobile and cashless, as much as pos-
sible, to eliminate theft. I would also definitely want Paypal and Apple 
Pay acceptance as well as card reloading via QR Code scanning.
 I love the idea of free vacs as well as the “one price for all” approach.  
Because of our entrance and exits we have been limited with what we 
can do. A large chunk of money would go into restructuring traffic flow.
 I would install a dog wash at one location to see if it would work 
in our area. We like the small exterior building some are putting at 
their washes, but if we had the money we would use our detail bay 
and enclose half of it for the wash, add some through the wall vend-
ing for all supplies, but keep it to where you could still detail your 
car out of the sun.
 We would then follow those changes with a facelift. We love the 
paint and natural stone foundation look; maybe a little landscaping 
and fresh paint. Pole covers would be installed and a roof system that 
eliminates birds in the self-serve bays would be added.
 Finally, we’d find a small truck and hire someone to flow be-
tween our self-serve locations daily. They would pick up trash, wash 
bays, alert us to theft and if we had the right system – there would 
be few quarters to collect.
 All of this and Mike adds that if we do win a lottery, we will not sell 
our washes – we will just upgrade them and keep some cash flowing for 
when the money runs out. That being said, I think we are in the carwash 
business for life.  n


VENUS & MARS


Venus Says Mars Says


Heather Ashley Paul Vallario
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 I hope 2018 was a prosperous and productive year for your busi-


ness. The Carwash Association of Pennsylvania (CAP) had one of its most 


active years yet, adding new events and new members along the way.


 In August, CAP hosted its first baseball outing for our carwash com-


munity. We had a great group of operators and business owners join us on 


Tuesday, August 21, to see the Pittsburgh Pirates take on the Atlanta Braves. 


With seats located on the third base side in the Pittsburgh Baseball Club, 


everyone who came got to enjoy a fun night, exciting game and some quality 


networking. We plan to make this an annual event, so stay tuned for our 


2019 summer baseball outing date!


 The following month, on September 20, CAP hosted its annual 


golf outing and member picnic at the Cumberland Valley Golf Course in 


Carlisle. We nearly doubled the amount of golfers who joined us compared 


to just one year prior! The great weather may have helped a bit with this! 


Thanks to the generous support of our sponsors and in-kind donors, CAP’s 


biggest fundraising event of the year was a success and just about every 


golfer left with a prize. 


 CAP was also proud to exhibit at the 2018 Northeast Regional 


Carwash Convention (NRCC) in Atlantic City, October 1-3. CAP’s Treasurer, 


Dave Edwards, along with his wife Barbara Winsko, tirelessly manned the 


booth to meet and greet attendees. If you missed us this year, be sure to keep 


an eye out for the CAP booth next year. We welcome all of you to stop by and 


see what your association is up to!


 As our busy year has recently closed, I want to again thank each 


and every member of CAP – and our carwash community as a whole. You 


are a part of what makes this industry special. I would be remiss if I didn’t 


welcome you to learn more about CAP and our membership benefits by visit-


ing www.pacarwash.org. We would love to have you be a part of our contin-


ued growth in 2019.


Keith Lutz


President, Carwash Association of Pennsylvania
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CAP BOARD OF DIRECTORS
PRESIDENT  •  Keith Lutz 
Kleen Rite Corp., Columbia, PA
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Shore Corporation, Pittsburgh, PA


TREASURER  •  Dave Edwards 
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SECRETARY  •  Kingsley Blasco 
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2019 
MEMBERSHIP APPLICATION


Carwash Association of Pennsylvania 
430 Franklin Church Road, Dillsburg, PA 17019 


Ph: 717/648-0159  •  F: 717/502-1909 
To join, please complete this application and mail it 


with your check made payable to:  
Carwash Association of Pennsylvania.


Name ������������������������������������


Co. Name ����������������������������������


Mailing Address ������������������������������


City �������������������������������������


State/Zip ����������������������������������


Telephone ���������������������������������


Fax �������������������������������������


Email ������������������������������������


Member Category (please circle one)


 $195  Single location operator


 $395  Multiple location operator 
  (two or more) or vendor
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 In August, the Carwash Association of Pennsylvania (CAP) hosted its 
first baseball event at PNC Park where the Pittsburgh Pirates took on the 
Atlanta Braves. Pictured are attendees who had a great day at the ballpark.
 Next the association hosted is annual golf outing on September 20 at 
Cumberland Valley Golf Course in Carlisle where it doubled it attendee 
numbers from the previous year.
 And finally, CAP had a booth at the Northeast Regional Carwash 


Convention (NRCC) where CAP Treasurer Dave Edwards and 
Barbara Winsko, his wife, worked the booth greeting Pennsyl-
vania operators. n


Snapshots from CAP’s 2018 Events
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 It’s always a good idea to try new things. I try to do that at my carwash 
and in my life. Recently, we tried something new at our Connecticut Carwash 
Association board meeting and I hope it was well received.
 Every association out there struggles with getting good board members. 
Every association out there struggles with providing great member benefits. The 
CCA board decided to invite several prospective board members to a meeting 
and at that meeting we had Dave Snyder and Mike Benmosche, with Carwash 
Insurance Program by McNeil, show us how their e-learning program works and 
what benefits it has for our members.
 We held the meeting at the Simoniz warehouse in Rocky Hill and had 
the meeting catered by a local restaurant. The group got a quick tour of the 
facility and was able to enjoy a nice meal and share our history and thoughts 
about the association with four prospective board members. After all, you 
really don’t know what we work on, what we are passionate about, unless you 
get a taste of it. From strategizing with our Lobbyist P.J. Cimini about the sales 
tax issue to a variety of other issues, the board works tirelessly for Connecticut 
carwashers. We wanted to share that and hopefully attract some new, younger 
blood to our board. Stay tuned!


FOUR!!!!!


 A huge “thank you” to everyone who participated in our rescheduled 
golf outing at Fairview Farm on October 16. I’d also like to thank our many ven-
dor sponsors (listed on page 50) for their financial support. We could not have 
our golf outing and carwash tours without their support and participation!
 And lastly, if you missed the 29th Northeast Regional Carwash Conven-
tion (NRCC) you missed out! The show had its largest show floor with 320 ven-
dors and more than 1500 attendees. This show is a great opportunity to learn, 
grow, network and see the latest and greatest equipment through regional and 
national vendors. Make sure you put the 30th NRCC on your calendar – Septem-
ber 23-25, 2019!
 See you there!


  
 
Bob Rossini
President, CCA


PRESIDENT’S COLUMN


Connecticut Carwash Association
PO Box 230, Rexford, NY 12148 


800/287-6604  •  Ph/F: 518/280-4767 


E-mail: mediasolutions@nycap.rr.com 


Contact: Suzanne L. Stansbury, Executive Director


Officers
President • Bob Rossini 
Blendco, 543 Winsted Rd. 
Torrington, CT 06790, 860/866-7350


Vice-President • Noah Levine 
Rapid Car Wash, 422 Coleman St. 
New London, CT 06320, 860/442-1283


Treasurer • Allison Shackett 


Car Washing Systems, Inc., PO Box 380, 
Higganum, CT 06441, 860/554-5127


Directors
Jim Dorsey, Simoniz USA 


201 Boston Tpk., Bolton, CT 06043, 603/321-7286


Eric Sehl, Mighty Auto Parts 
202 New Britain Rd., Kensington, CT 06037, 860/490-4413


Mike Benmoschè, McNeil & Co., Inc. 
120 Broadway, Menands, NY 12204, 607/220-6344


Peter LaRoe, Personal Touch Car Wash 
95 Berlin Tpk., Cromwell, CT 06416, 203/878-8113


Steve Sause, AutoShine of NE 
15 Sheldon Rd., #1A, Manchester, CT 06042, 860/528-3519


Immediate Past President • Todd Whitehouse 
Connecticut Car Wash, 160 Oak St., Unit 406 


Glastonbury, CT 06033, 860/652-8888 x114


Past Presidents
*Ken Gustafson Sr. Fred O’Neill
*James Rossini Mark Curtis
*Bruce Sands Doug Newman
J.J. Listro Paul Ferruolo
– Tracy Tom Mathes
Dwight T. Winter Daniel Petrelle
 Anthony Setaro
*Deceased Joe Tracy  


CCA Mission Statement
The Connecticut Carwash Association (CCA) is a member-driven associa-
tion: it exists solely to serve members’ needs, protect members’ best inter-
ests, and to be responsive to members’ requests. The list of tangible CCA 
membership benefits is long (and growing), but the list of intangible bene-
fits is even longer. How can you put a price tag on the camaraderie you enjoy 
with your industry peers? How can you place a value on having the ability 
to make connections on a regular basis with other carwash operators who 
can help you through tough times? What price would you be willing to pay 
to have the chance to learn from our industry’s most successful operators? 
Stay active in your local industry trade association.


WEWASHCTCARS.COM


CCA NEWS


Save the Date!!!!
22nd Golf Classic


Wednesday, August 28
Fairview Farm Golf Course 


Harwinton, CT
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race for state Attorney General. Hatfield led by a percentage 
point or two over a prolonged vote count last night. But late 
vote counts from Democratic cities gave Tong a slight lead 
and the victory.


Treasurer 
Winner: (Democrat) Shawn Wooden (www.shawnwooden.com) 
 Thad Gray, Republican candidate for treasurer conceded 
to Democrat Shawn Wooden, former Hartford City Council 
President, who won with 52 percent to 46 percent of the vote. 


Comptroller 
Winner: (Democrat) Kevin Lembo (www.lemboforct.com) 
 Incumbent Comptroller Kevin Lembo, a Democrat, beat 
back a challenge from Republican first selectman Kurt Miller 
of Seymour, leading 54 percent to 45 percent. Miller called 
Lembo a rubber stamp for outgoing Gov. Dannel P. Malloy 
and the Democratic Legislature. 


Secretary of the State 
Winner: (Democrat) Denise Merrill (www.denisemerrill.net) 
 Two-term Democratic Secretary of the State Denise 
Merrill ran away from challenger Susan Chapman, a 
former Republican first selectman in New Fairfield, 54 
percent to 44 percent. 


General Assembly
 Going into the mid-term election, the senate was evenly 
split 18-18, with Democrats holding the majority in the House 
with 80 seats, compared to Republicans’ 71 seats. In what is a 
major night for Democrats in the General Assembly, the party 
recaptured the majority in the state Senate and has increased 
its lead in the state House of Representatives.  Democrats 
made their first state legislative gains in 10 years.


CT State Senate 
• Democrats took full control of the State Senate 


breaking an 18-18 tie in the Senate by picking up at 
least three Republican seats and defending vulner-
able Democratic lawmakers who were targeted by 
the GOP. 


• With the election of Lamont as Governor, there could 
be some changes within the caucus that could lead to 
leadership changes for the Chamber. 


• We anticipate many potential committee leadership 
changes to many key legislative committees and a 
much more progressive Democratic caucus. 


 With seven senators retiring – four Democrats and three 
Republicans – the two sides spent considerable time battling 
to defend “open’’ seats with no incumbents.


 The 2019 Connecticut elections are completed and Con-
necticut has a new Governor and a new General Assembly. 
The new session will convene on Wednesday, January 9, 2019, 
for the two-year session.
 Here’s a quick overview of the election results:


• Democrat Ned Lamont won the Governor’s race 48.1 
percent to 47.4 percent for Bob Stefanowski and 3.9 
percent for Oz Griebel.


• Democrats made their first state Legislative gains in 
10 years, picking up seats in both chambers.


• The Senate now has a 24-12 super majority Democrat 
control with one potential recount still to be settled.


• Democrats expanded their lead in the House with 12 
additional seats in the 151-seat state House, giving 
them a commanding 92-to-59 majority.  


Election Results 
Governor 
 Democrat Ned Lamont is the winner of the race to lead 
Connecticut and will become Connecticut’s 89th Governor. 
Lamont won 48.1 percent to 47.4 percent with 3.9 percent 
for Oz Griebel. The election was mainly influenced by the 
state’s inability to address its significant budgetary challeng-
es. Those challenges were cited as the reason for the state’s 
sluggish economy and anemic economic growth by both 
candidates for Governor. It was clear that the energy against 
President Trump overcame the linger unpopularity Gover-
nor Malloy and the economic struggles of the State. 
 Ned Lamont won a very close race based on support 
from the state’s urban centers, increased energy and turn-
out from suburban female voters and an underlying anti-
Trump sentiment. He overcame lingering anger and animos-
ity against the current Democratic Governor Dan Malloy to 
weave together a winning coalition. Lamont has campaigned 
on encouraging new businesses to come to Connecticut and 
running government in a more innovative manner. 


Lt. Governor 
Winner: (Democrat) Susan Bysiewicz (www.susanforct.com) 
 The former long-time Secretary of the State completed a 
political comeback being elected Lt. Governor on the line with 
incoming Governor-elect Ned Lamont. She will bring inside the 
Capitol knowledge and experience and will likely play a critical-
ly-important role in the formation of the administration. 


Attorney General 
Winner: (Democrat) William Tong (www.williamtong.com) 
 Democratic St. Sen. William Tong won victory over Re-
publican newcomer Sue Hatfield in an unexpectedly tight 


New Governor, New General Assembly
By P.J. Cimini


LOBBYIST UPDATE
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dynamic within the Majority Caucus of the House. 
 Democrats defeated first-term incumbent Republican 
Scott Storms in the 60th district in Windsor and Windsor 
Locks to regain the seat that had been held in the past by 
conservative Democrat Peggy Sayers.
 Democrats also won an open seat in the 13th district 
in Glastonbury and Manchester that had been left vacant 
by Republican Mark Tweedie, who ran for state Senate. Ja-
son Doucette, a 41-year-old Democratic lawyer, emerged 
victorious.
 In the 147th House district, Democrat Matt Blumenthal, 
lawyer and son of U.S. Sen. Richard Blumenthal, won his first 
race for office in the seat vacated by Attorney General candi-
date William Tong.
 Anne Hughes will be the new representative for the 
state House 135th after defeating Republican incumbent 
Adam Dunsby in the district which covers Redding, Easton 
and Weston.
 Democratic challenger Ken Gucker defeated Republican 
incumbent Michael Ferguson to represent the State House’s 
138th District.  
 Greenwich St. Rep. Mike Bocchino, the first Greenwich 
Republican to lose a House race since 1912, losing to Demo-
crat Stephen Meskers.
 Kara Rochelle, Founder and President of the Naugatuck 
Valley Young Democrats, won the 104th District open seat in 
Ansonia/Derby held for many years by St. Rep. Linda Gentile, 
over local attorney Joseph Jaumann, a Republican.
 Republican incumbents Robert Siegrist III of Higganum 
in the 36th district, Rep. Fred Wilms of Norwalk in the 142nd 
district and St. Rep. Greg Stokes of Enfield were all upset in 
their races. 
 Republicans failed in efforts to unseat several Demo-
cratic incumbents they targeted including Michelle Cook 
of Torrington, Catherine Abercrombie of Meriden, Pat Boyd 
and Ronald Napoli Jr.


Constitutional Amendment Questions
 Voters overwhelmingly ratified two amendments to 
the state Constitution including a new legal “lockbox” to 
safeguard funds earmarked for Connecticut’s transporta-
tion program.
 Voters also ratified a second amendment that would 
prohibit the legislature from selling, conveying, or swap-
ping state land or buildings without first holding a pub-
lic hearing. n


P.J. Cimini, Esq. is the CCA’s Lobbyist and a 
partner in Capital Strategies Group, LLC, in 
Hartford. You can reach him at 860/983-2581 or 
pj@csgct.com


• Three Republican veterans of the state senate lost 
their seats to Democratic newcomers Tuesday night, 
including: 


• St. Sen. Michael McLachlan, who has represented 
the Danbury area since 2009, was unseated by Julie 
Kushner, a retired UAW union organizer.


• St. Sen. Len Suzio, one of the state Senate’s most 
conservative members, was unseated by Mary 
Daugherty Abrams, a former teacher and wife of 
former St. Rep. Jim Abrams (now a Superior Court 
Judge).


• St. Sen. Toni Boucher was defeated by 22-year-old 
Will Haskell, a recent Georgetown University grad-
uate, making the seat Democratic for the first time 
since 1973.


 Democrats retained the Senate seat held by incumbent 
Democrat St. Sen. Steve Cassano who won a tight contest 
against St. Rep. Mark Tweedie of Manchester. Cassano had 
won the closest victory of any Democratic incumbent in 
2016, and he was targeted once again this year.
 In the open 12th State Senate District seat, held by Ted 
Kennedy, newcomer Democrat Christine Cohen, a school 
board member in Guilford, ousted first-time Republican 
candidate Adam Greenberg, who gained something of a 
celebrity following after being hit by a pitch and gravely 
injured in 2005 during his first plate appearance with the 
Chicago Cubs. 
 Current Republican St. Rep. Rob Sampson won the 16th 
State Senate District seat vacated by Republican Lt. Gov. 
candidate Joe Markley, over Democratic former State Rep. 
Vickie Nardello, who served nine terms in the House before a 
surprise loss in 2012.
 Essex First Selectman Norm Needleman, who had lost 
2 years ago to St. Sen. Art Linares, came back and looks to 
have defeated three-term state Rep. Melissa Ziobron to rep-
resent the 33rd District. With only a 19 vote lead, that race 
will likely be headed toward a recount.


CT State House of Representatives 
 Democrats expanded their lead in the House and could 
pick up as many as 12 additional seats in the 151-seat state 
House, giving them a commanding 92-to-59 majority.  There 
are still one or two of the races that may face recounts, in-
cluding in the 30th House District where incumbent Demo-
crat Joe Aresimowicz, the Speaker of the House, is separated 
from his Republican challenger by just 37 votes. 
 With the election of Lamont as Governor, there could be 
some changes within the caucus as some members consider 
potential positions within the administration. There will be 
some new Chairs of Committees, but we anticipate a number 
of current Chairpersons continuing in their positions. 
 Like the Senate we anticipate a much more progressive P.J. Cimini
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 The Connecticut Carwash Association (CCA) enjoyed a 
rescheduled day of golf on Tuesday, October 16, at Fairview 
Farm Golf Club in Harwinton. And despite a rather frigid 
day, there was not a drop of rain! “It was a great day for a 
golf outing,” said CCA President Bob Rossini. “You can’t ask 
for more than that.”
 The association’s 21st Annual Golf Classic kicked off 
with an 11am shot gun start. After a lunch on the course and 
some challenging holes, the group played 18 holes before 
partaking in some hors d’oeuvres and a cash bar and then a 
succulent buffet dinner.
 After dinner the membership meeting was called to order 
by President Rossini. He then awarded second place finishers, 
Tony Setaro, Jerry Albino, Todd Boclair and Todd Whitehouse 
with gift certificates to the Pro Shop. First place winners, Mark 
Curtis, Bill Trabusly, Dan Petrelle and Brett Robinson, took 
home handsome golf trophies, as well as a gift certificate to the 
Pro Shop. Also awarded for their prowess on the course were 
Todd Whitehouse, who took home the Closest to the Pin award 
and Barry Smith who took home the Longest Drive award.
 Special thanks to the event’s generous sponsors: Plati-
num Sponsor/Dinner Reception, Micrologic Associates; 
Gold Sponsors/Lunch, Capitol Strategies, Harrell’s Car Wash 
Systems, ICS, Kleen-Rite Corp.; Silver Sponsors/Prizes, Car 
Washing Systems, Northeast Carwasher, Stoner; Bronze 
Sponsors/Beverage Cart, G & G LED, National Ticket, Ameri-
can Car Wash Supply; Breakfast Sponsor DRB Systems, Inc.; 
Beat the Pro Sponsors, Mr. Sparkle Car Wash, Torrington Car 
Wash, True Blue; Driving Range Sponsors Fred’s Car Wash; 
Cart Sponsor, Simoniz USA; Towel Sponsor ERC Wiping 
Products; Water Sponsor, Mantz Automotive Distributors, 
LLC/Ardex; Raffle Prize Sponsor Blendco/CAR Products; 
and Hole Sponsors Carwash Insurance Program by McNeil 
& Co., Golden Nozzle Car Wash, and In Memory of Joseph 
Kwak/Team Sparkle and Wheel-eez. n


 
 


A Chilly 21st Annual Golf Classic 
Was a Hole in One!


Fairview Farm 
Golf Course in 
picturesque 
Harwinton, CT.


Unfortunately, no 
one won the hole in 
one car sponsored 
by Hoffman Auto!


Team Tony Setaro tore up the course.


It was a great day for golf !


Always having a good time is this crew: Bob Rossini, Jad Harb and Lou Longo.


More photos on pages 52!
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The event, that was rescheduled due to rain, was a 
frigid, blustery fall day in Harwinton, CT


This Splash team played 
a great round!


Splash’s 
Mark Curtis.


Bundling up was the key to a great day of golf !


CCA Treasurer Allison Shackett 
bundles up!


I think there’s a few Red Sox fans in this foursome!


FRIGID!!!!!!!


CCA Golf … continued


Thinking of Buying or Selling?


ROSS BROTHERS INC
CAR WASH BROKERS


Jeff Bell


Rockville Centre, NY Office: 516.766.7977
Woodbridge, NJ Cell: 201.522.0157
Stamford, CT www.mycarwashbroker.com


v23n3-ross.indd   1 4/17/18   6:28 AM
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A special thanks to our event sponsors who sent us their company banners for display!


This foursome strikes a handsome pose.


More photos on next page!
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2018 Kenneth M. Gustafson, Sr. 
Scholarship Award Winner!
 Congratulations to Eliza Frey, a student at Marymount 
Manhattan College, who is the CCA’s 2018 Kenneth M. Gus-
tafson, Sr. Scholarship Award winner. Eliza is majoring in 
public relations and is the President of the Gay Straight Al-
liance and the Feminist Activism Club. She is also an active 
debate team member and was Homecoming Queen. She said 
she is majoring in PR so she can influence the press. n


Bob Rossini presented Second Place Winners Todd Whitehouse, Jerry Albino and 
Tony Setaro with pro shop gift cards. Not pictured: Todd Boclair.


Three of the four winning foursome: Brett Robinson, Mark Curtis 
and Bill Trabulsy from Splash.


CCA Past President 
Tony Setaro stepped 
in as acting Golf 
Chairman and drew 
a few raffle prizes. 
“Shake ‘em up!”


After dinner the group headed to the putting green 
to have some fun and raise some money for the 
Rossini Kids’ Scholarship Fund.


Former CCA Golf Chair, 
Todd Whitehouse, has 


been working on his game!


CCA Golf … continued
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Welcome Back to the CCA Board, 
Splash’s Dan Petrelle


Q. What are your biggest con-
cerns as an operator trying to be prof-
itable in today’s marketplace? What 
challenges do you face?


We currently face an ever-chang-
ing competitive market place. Keeping up with technology, 
both in the washes and with the automobiles, is challenging 
as is labor from both a cost perspective and the ability to find 
good employees.   n


Q. Name of new member and company/wash name(s):
Daniel Petrelle / Splash Car Wash, Greenwich


Q. Number of years in business?
33 years in the industry.


Q. Give us a little history of your background in the 
industry and with the CCA as you were once its president.


I started in the industry at age 15, in Connecticut, at an 
express exterior with self-service bays. I moved from exterior 
to full service and then chemical sales. I started at Splash in 
2000, around the same time I started on the CCA board. I 
became president of the CCA and have sat on the Northeast 
Regional Carwash Convention (NRCC) board since 2002. 


Q. Why do you want to be a CCA board member 
again?


The industry is consolidating, and Connecticut is no ex-
ception.  Taking the current economic situation into account 
in our state the single site operators and the larger consoli-
dators are going to need a board to help keep a link between 
the state Legislature and the industry. I believe I can help 
maintain that relationship and be a good representative of 
our industry given my experience.


Q. Why is it important to participate in a state car-
wash association?


There are many reasons, but the most important to me 
is the possibility of state regulations that could make it far 
more difficult for us to run our businesses. Without some-
one to make sure we have a voice in these decisions that are 
being made about our industry then the only ones talking 
would be the Legislators, and they don’t always have our best 
interests at heart.


Q. What is the main goal you hope to accomplish 
while serving on the board?


To help keep the operators informed of possible things 
that threaten our business. I also want to help keep the as-
sociation healthy, so it can be of assistance for years to come 
and/or in times of need.


Q. How was business in 2017-18?
Business was good for everyone, I hope. The weather cer-


tainly cooperated for the most part.  So, I would say “good.”


Q.  Are you planning any major operating chang-
es/renovations to your wash in 2018-19. If so, tell us 
about them?


We are constantly renovating washes. It is our mission 
to do at least 15k to 20k a year per location in capital im-
provements to keep them looking fresh and operating well.


CCA Board Hosts Meeting  
At Simoniz USA
 At a recent Connecticut Carwash Association (CCA) 
board meeting at the Simoniz USA facility in Rocky Hill, the 
board and some prospective board members enjoyed a ca-


tered dinner and presenta-
tion by Car Wash Insurance 
Program by McNeil’s Dave 
Snyder and Mike Benmos-
chè. Past President Tony 
Setaro of Jet Spray in Water-
bury led the meeting.


 The presentation focused on the company’s e-learning 
program, which is available to all CCA members. You can learn 
more at www.macneilandcompany.com or carwashins.com n


Car Wash Insurance Program by 
McNeil’s Dave Snyder (top) and Mike 
Benmoschè spoke to the Connecticut 
Carwash Association (CCA) at a 
recent board meeting.







Experience the 
Micrologic Difference


Tired of your Technology 
company not listening


to you ?


Whether you are a Full Service, Flex Service,


Express Exterior or Self Service Car Wash, 


Micrologic Associates has a solution that can


help control your operations


and increase your revenue.


To learn more call us at


(973) 598-0808


or check us out at


www.micrologic.net
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 Our carwash industry is changing on many levels. The new equipment is 
fantastic. The new computer and control systems are amazing. The marketing capa-
bilities are impressive. And wash clubs have helped to soften the blow of rain. These 
changes have brought about other changes, as well. Just as we spend more money for 
equipment, our suppliers are spending more on R & D to develop the new capabili-
ties. Our suppliers on a distributor as well as manufacturer level are consolidating. 
 On our level, carwashes are consolidating for many reasons. I believe 
that surviving and prospering as an independent single carwash is becoming 
harder. Many factors are involved in that statement and do include the regulato-
ry and tax environment.  We need to work smarter, not harder and that requires 
information which we may not get just staying at our washes and running them. 
Doing what we have done in the past may not suffice in today’s environment. 
 The Car Wash Operators of New Jersey (CWONJ), as your state carwash 
association, is here for carwash operators. The catch is that you need to par-
ticipate and come out for events. In late spring we had our annual bus tour of 
carwashes. In the summer we had our annual golf outing that raises money for 
The Children’s Specialized Hospital. In October, as part of the NRCC,  we had the 
carwash show in Atlantic City and served as the host association. In November, 
we had a general membership meeting with a speaker on NJ’s New Paid Sick 
Leave. Our board is setting up our 2019 schedules now.  
 I encourage everyone to also look at events in neighboring states. You 
may find answers to questions you have that you may not feel comfortable talk-
ing about with your competitors.


Paid Sick Leave


 In NJ, we have a new paid sick leave law that mandates paid sick leave 
for all employees. A reminder to check with your attorney or accountant to find out 
how this will affect you. According to my preliminary estimates, this will cost my 
washes several thousand dollars a year. Also, be aware that inflation is starting to 
creep in a little. Depending in which state you look, the CPI seems around 2.3 per-
cent. Some articles are saying much more. When you combine this with the paid 
sick leave and the higher wages we are paying, expenses are going up.
 I would like to remind all that with the cold and ice we need to become 
aware of winter ice and slip hazards on our properties. The first week of cold 
and ice always seems the most dangerous  because our customers have forgotten 
about the concept of slipping on ice. Our insurance carrier recommends keeping 
daily salt logs. If nothing else, the discipline of logging salt, makes our manager 


and myself more aware of winter ice hazzards.
 Have a great winter, wash cars, enjoy the season.


Doug Rieck
President, CWONJ


    


PRESIDENT’S COLUMN


Officers


Doug Rieck, president
Magic Wash


578 Mill Creek Rd.


Manahawkin, NJ 08050


(609) 597-SUDS


Dino Nicoletta, vice president
Ashbury Circle Car Wash


707 Highway 35


Neptune, NJ 07753


(731) 455-3618


Mike Prudente, treasurer
Summit Car Wash & Detail Center


100 Springfield Ave.


Summit, NJ 07901


(908) 273-0830


Suzanne Stansbury, executive director
PO Box 230


Rexford, NY 12148


(800) 287-6604


Ph/F (518) 280-4767


mediasolutions@nycap.rr.com


Board Members
Rich Boudakian


Scott Freund


Andrew Gurin


Mario Mendoza


Lou Rendemonti


George Ribeiro


Ori Cohen


Dan Seidel


Thad Santos


Past Presidents
Ernest Beattie*  David Bell


Richard Boudakian  Ron Rollins


Clyde Butcher*  Frank A. Dinapoli


Marcel Dutiven  Sam Kuvins*


Robert Laird  Gerald E. Muscio


Harry O’Kronick  Burt Russell


Jerry Salzer  Dick Zodikoff


Charlie Scatiero*  Lenny Wachs


Doug Rieck  Stuart Markowitz


Jeff Gheysens  Doug Karvelas


Mike Prudente  Gerry Barton


 Al Villani  Mike Conte


*deceased


CWONJ.COM


CWONJ NEWS







Etowah Valley Equipment
Designer, Manufacturer and Distributor of Professional Car Wash Equipment


SILVER
EnduraJET


GOLD
EnduraJET


Platinum
EnduraJET


Professional Grade Self Serve 
 Systems for EVERY Budget !


All the bells & whistles.
   sticker shock.ZERO


     Compact Modular Construction
Prewired - Preplumbed - Ready to GO


Round Pattern Inline Pattern


Buttons can be replaced , if needed !INDIVIDUALLY


Choice of , , or  LightsRED BLUE YELLOW GREEN


We Build
 Quality


ETOWAH VALLEY
We Know Bill Acceptors !


Always in STOCK


NEW FEATURES


 Etowah, NC
Made in


Vending  Machines
Ready to SHIP !


Stainless  Steel  BOOMS


180° - 360° - Z Type - Straight


Custom Lengths Available


Special - SS “Z” Boom - $ 339$ 2695 And
Up


ETOWAH VALLEY EQUIPMENT, INC
47 Etowah Center Dr.    -     PO Box 1265


Etowah, NC  28729


888 920 2646     Etowahmfg.com     Sales@Etowahmfg.com


Complete Systems from 1 to 12 Bays 
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CWONJ Has Raised Nearly $70,000 for  
The Children’s Specialized Hospital


Special thanks to the following 
generous vendor sponsors!


Buffet Dinner Reception
Innovative Control Systems


Lunch on the Course
Simoniz USA


Lunch Beverage
Circle Lubricants


Old Granddad


Dinner Beverage
Washtech


Cocktail Hour
Micrologic Associates


Beverage Cart on the Course
Prime Lube


Optisure Risk Partners/The Alliance Group


Goodie Bags
Service Champ


Hole In One
Birchwood


Northeast Carwasher magazine


Sponsor the Pro
Qual Chem, LLC


Longest Drive
Advantage Contractors


Closest to the Pin
Eastern Funding


Fowler


Holes
Broad Street Car Wash
Conte’s Express Wash


DRB Systems
ERC Wiping
G & G LED


Kirikian
Kleen-Rite
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 The Car Wash Operators of New Jersey (CWONJ) were 
able to present Children’s Specialized Hospital’s Community 
Engagement Manager, Billy Cardone, with a check for $7,000 
after their August 6 outing. The Children’s Specialized Hospi-
tal 18th Annual Golf Outing at famed Suburban Golf Club in 
Union attracted 60 golfers to the exclusive A. W. Tillinghast 
course, designed in 1922, on a sunny, warm summer day. “It 
was a perfect day and a terrific opportunity for our mem-
bership to give back to the hospital,” said CWONJ President 
Doug Rieck. “We have now raised $69,000 for The Children’s 
Specialized Hospital! This is a gratifying event and one that 
we should all take great pride in. In our own small way, we 
are making an impact.”
 The hospital has long been the recipient of much of the 
event’s profits. Children’s is the country’s largest pediatric re-
habilitation hospital and leading provider of inpatient and 
outpatient care for children from birth to 21 years of age fac-
ing special health challenges – from chronic illnesses and 
complex physical disabilities like brain and spinal cord in-
juries, to developmental and behavioral issues like autism. 
Children’s has 12 New Jersey locations and treats more than 
16,000 children annually from all over the country. n


The assocation’s 2019 event is slated for Monday, August 5, 
again at Suburban Golf Club.


For more information on The Children’s Specialized 
Hospital visit childrens-specialized.org


Mike Drab and team-
mate Andrew Gurin.


ICS’s Brad Metcalf 
and Ryan Molinelli.
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The two cutest 
helpers of all! 
Thanks, Leslie 
and Thad 
Santos!


Towne Car Wash, Prime Lube and Wheel-eez all in the house!


The Hole in One Car was provided by Ray Catena.


This foursome tore up the course!


More photos on next page!
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Team Broad Street Car Wash is looking sharp!


Team Prudente is a force to be reckoned with!


He doesn’t golf, but Mike 
Conte always helps  
out at the outing.


Chris Reilly, Kenny Young and Mike Benmoschè.


Car Wash Insurance Program by McNeil’s Mike Bènmoschè sinks a putt.


Awe, cute pose!


CWONJ Golf … continued
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To access information from our  
November 12 Membership Meeting 
on the NJ New Paid Sick Leave Law 


visit cwonj.com


More happy, albeit hot, foursomes!


washcard.com
651-439-5740


WE HAVE YOU
COVERED


LOYALTY


CREDIT CARDS


UNLIMITED


MARKETING
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 Six years ago, the Mid-Atlantic Carwash Association (MCA) launched 


“Wash to Save the Bay.” We wanted to do something positive for the community 


about something vital to our industry. And, we wanted a way to tell our custom-


ers that we cared about the environment. No one envisioned that the program 


would catch on and grow as it has. In 2018, we raised $10,515 for the Chesa-


peake Bay Foundation, that’s more than $60,000 over six years!


 There has been a steady and growing group of carwashes that par-


ticipate, but there’s room for more. There has also been important participation 


from our suppliers. Thanks to all!!!


 Wash to Save the Bay Chairman Matt Bascom made a very interesting 


suggestion, why not make it the whole month of June instead of a day with a rain 


date. And in fact, both dates were overcast and yucky this year. June is a good 


month to let our customers know how much we care about a precious resource. 


It would be a much more effective use of banners if we can put them up and 


leave them up for a month. Maybe we can think of some other ways of putting 


this front and center every day.


 On October 17, MCA met at the national headquarters of the Chesa-


peake Bay Foundation, near Annapolis, Maryland. We toured the building, 


which is a very interesting “green” building. It was the first LEED certified Plati-


num building in the world. There are recycled and renewable materials every-


where; pickle barrels collect rainwater, the flooring is bamboo and cork. Really 


neat. The lighting and HVAC make use of the southern exposure (out onto the 


water) to maximize heat in the winter and deflection of the heat in the summer. 


The entire office is open seating, even the president’s desk.


 CBF Director of Giving, John Rodenhausen, give us an update on how 


well the Bay is recovering, and how far we still have to go. It will never be like 


it was when Europeans first explored the Bay, but it can be a healthy place for 


crabs and oysters. Back then, you could see 30 feet through the clear water.  Now, 


not so much. There are fewer “dead zones” and there is a restoration of underwa-


ter grasses. But there is a danger in getting complacent. We are only at a C-level 


of recovery. It wouldn’t take much to fall backward. We need to keep our foot on 


the pedal and continue the restoration process.


 John also talked about the Conowingo Dam fiasco this year. The Dam 


is a hydroelectric facility, with very little tolerance for excessive water. When ex-


traordinary rains fell this past summer and fall, they had no choice but to open the 


gates and let the water through. The problem is that Pennsylvania dumps so much 


stuff, including trees into the Susquehanna River, it all just flows through – into the 


Bay. CBF is embarking on a major effort to stabilize the shores of the Susquehanna 


River and prevent this kind of tragedy. This is a reminder that the Chesapeake Bay 
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watershed extends up through Pennsylvania and quite a ways into 


New York State.


 I will report on our November 28 meeting in Charlottes-


ville at the famous Boar’s Head Resort in the spring issue where 


we tour four washes. Our speakers for that meeting are from 


the Chester County utilities department and the US Geological 


Survey – “What happens to the water once it leaves the wash.” 


Register at www.mcacarwash.org


 In the spring, we will return to Dominion Raceway 


and then to College Park. Details will be 


announced on the MCA website at a later 


date. 


Dave DuGoff


President, Mid-Atlantic Carwash Association


UPCOMING EVENTS
Sept. 23-25, 2019


30TH Anniversary NRCC 


Atlantic City Convention Center 


Atlantic City, NJ


nrccshow.com


800/868-8590


For more information  
visit mcacarwash.org


Ashley’s Use Fair as Promotional Tool 
While Supporting their Community
 MCA Past President, Mike Ashley, certainly knows how 
to have fun AND promote Ashley’s Car Wash and Laundro-
mat! He even got Virginia Senator Mark D’Obenshain to join 
in on the fun at the 2018 Shenandoah County Fair in Wood-
stock, VA! The first fair was held here in October of 1917. Sin-
gle admission pricing that year was 50 cents a person with 
season tickets going for $1. Back then, just as it is today, the 
fair’s main promotional tool was to promote area agriculture 
and business. What a great way to showcase your wash, Mike 
and Heather Ashley!  n


What a great way to promote 
Ashley’s Car Wash!


President's Column … continued
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A Photo Recap of MCA’s  
Fall Membership Meeting
 The Mid-Atlantic Carwash Association’s (MCA) Fall Mem-
bership Meeting, October 17, at the Chesapeake Bay Founda-
tion in Annapolis, MD, saw great accomplishments by the as-
sociation in support of the Chesapeake Bay Foundation (CBF).
 MCA President Dave DuGoff (left) and MCA member 
Matt Bascom (right) presented CBF Director of Major Giv-
ing, John Rodehausen, with a check for $10,515. To date, the 
MCA has donated more than $60,000 to the CBF! 


 Jonathan Rosner of Liberty 24/7 Carwash and Sean 
Larkin of Westminster Carwashing & Detailing stopped to 
pose for the camera. 


 Also in attendance was MCA Deputy Executive Director, 
Sandy Travis-Bildhal, who proudly stands next to her Wash-
Trends cover art exhibit.  n


The Car Wash Industry’s
Best and Brightest 


Are Talking!


Are “YOU” Listening?


Ed Dahm


Martin
Geller


Marshall
Paisner


Talk Internet for Car Washers 
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 It has been a short two years as my presidency comes to the end. The 


New England Carwash Association’s (NECA’s) leadership team continues to make 


great strides in helping, informing and educating our members, and the carwash-


ing public. The NECA Board is committed to a long-term online campaign to 


fulfill our mission, “We connect car wash professional to promote and protect our 


industry,” and our vision, “Drive more consumers to use professional car washes.” 


To build positive PR around the car washing industry, and to disprove some of 


the negative stereotypes, the NECA retained Kure Creative to produce a series of 


short videos covering topics such as “Common Car Washing Myths” and “Envi-


ronmental Benefits of the Professional Car Wash.” These videos will be available 


to NECA members for use on their social media platforms. 


 With a powerful message, video is a compelling medium for informing 


consumers about the positive aspects of the carwash industry. In recent years, the 


industry has fallen behind a wave of bloggers and influencers who have spread 


stereotypes not backed by the facts. Fortunately, science and research support us, 


and by using a professional production team we can rebalance the information 


available to consumers.


 The NECA Board has reviewed the first script and storyboard, and we 


have begun shooting. We are confident these videos will be used by the carwash-


ing community to build consumer awareness surrounding the use of professional 


carwashes, and to dispel some negative myths. 


 As I become the immediate Past President, I am not only proud to have 


worked with such a dedicated group but I’m also extremely proud of the quantity 


and quality of the work the Board has accomplished in such a short period of 


time. We truly have the best all-volunteer Board, committed to the best interests 


of our industry and members.


 None of this happens without volunteers and that includes a group of 


past presidents who never stop giving and working: Patti Kaplan, Bob Katseff, 


Ron Bousquet, Bob Paisner, Danny Paisner and Paul Vercollone. I would like to 


give special thanks to board members Tony DeBarros, Darold Evans and Dave 


Ellard, who are completing their Board service, for all their hard work and dedi-


cation. I also would like to thank current board members, Brandon Berriault, Mi-


cah Smith and Jeff Arimento, who will be moving into new leadership positions, 


continuing their commitment, and to welcome our new board members, John 


Shalbey Jr., David Blackman and Jeffrey Katseff, who are ready to serve. Last but 
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Vice President/Operators - Patrick Mosesso
Auto Bright Car Care
105 Hollis St., Framingham, MA 01702
508/879-3585 fax: 781/762-1465 pfmosesso@gmail.com


Vice President/Suppliers - Brandon Berriault
Tapco LLC
58 Shangri La Boulevard, East Wareham, MA 02538
800/977-8562, fax: 508/295-4101 tapco.bb@gmail.com


Treasurer/Secretary - Micah Smith
Global Partners LLC
800 South St., Ste 500, 4th Flr. Marketing, Waltham, MA 02453
781/697-8438  msmith@globalp.com


Immediate Past President - Dom Previte III
Somerville Car Wash and Detailing
680 Somerville Ave., Somerville, MA 02143
617-625-9027 fax: 617/625-3309 dom@seeyoushine.com


OPERATOR DIRECTORS
Jeff Arimento - Glacier Car Wash
607 Amherst St., Amherst, NH 03063
603/417-7992, 978/268-0513 fax: 978/278-9292 jarimento@@hcws.com


David Blackman - Blue Wave Car Wash
683 Metacom Ave., Bristol, RI 02809
401/849-8824 davidblackman442@comcast.net


Ken Calabro - Haffner’s Car Care Corporation
2 International Way, Lawrence, MA 01843
978/640-1100 kcalabro@haffnersoil.com


Mark Delaney - Allston Car Wash
434 Cambridge St., Allston, MA 02134
617/783-4308 fax: 617/783-3915 mark@allstoncarwash.com


Kevin McLoughlin - White Water Car Wash  
& Detail Center
525 Central Ave., Dover, NH 03820
603/749-1990 fax: 603/742-4338 kjmcloughlinjr@gmail.com


John Shalbey Jr. - RoJo
69 Providence Highway, Norwood, MA 02062
781/762-8280 fax: 781/762-1465 john@rojocarwash.com


SUPPLIER DIRECTORS
Jeffrey Katseff - ZEP
203 D St., #2 Boston, MA 02127
978/808-4188  jeffrey.katseff@zep.com


Matthew Unger - Aquas-Group
830 Waterman Ave., East Providence, RI 02914
617/678-8881 mattunger@aquas-group.com


ASSOCIATION OFFICES
NECA c/o The Association Advantage LLC
591 North Ave., Suite 3-2, Wakefield, MA 01880-1617  
781/245-7400 Fax 781/245-6487 
info@newenglandcarwash.org  •  www.newenglandcarwash.org


Executive Director: Sherri L. Oken,
CAE Management Company: The Association Advantage LLC 
solutions@TheAssociationAdvantage.net  •  TheAssociationAdvantage.net


NECA NEWS


Continued on next page … 







Northeast Carwasher, Winter 2019  | 69


An Update on NECA’S  
NEADs pups
 The New England Carwash 
Association (NECA) sponsored 
the training of two puppies as 
a result of our 2017 Golf Outing 
donation to NEADS, a nation-
wide American nonprofit pro-
gram that provides trained ser-
vicer dogs to deaf and disabled 
Americans. 
 Sandy is six months old!   
She entered the NEADS Prison 
PUP program at MCI-Concord. Her inmate handler is teach-
ing Sandy obedience cues/commands, under the guidance of 
a NEADS trainer. Sandy knows the basics, such as sit, sit/stay, 
shake, come, stand, stand/stay, and settle (calm). Her inmate 
handler is introducing the next level of cues, some of which 
are back (pup takes a step backward), under (pup goes under 
a desk, table or bench), right (pup moves to the right side of 
the person’s body or apparatus), and left (pup moves to the left 
side of the person’s body or apparatus).
 Sandy and her weekend raiser are taking field trips to lo-
cal parks, shopping malls, coffee shops, fast food restaurants 
and libraries.
 Dusty is seven months old! Dusty has been placed with a 
Full-Time Raiser in Massachusetts as part of the NEADS Phoe-
nix Pilot program. This training model is grounded in the best 
practices of the Prison PUP program and our Full-Time Raiser 


methods. Pups remain in 
this program until the age 
of 12 months, give or take 
a month. This program 
focuses on socialization, 
and basic obedience cues. 
Socialization is a major 
component in our Service 
Dog training curriculum, 
helping to make our dogs 
confident and comfort-


able to work in a variety of environments, and easily adjust to 
novel situations. This program will help to build that solid base 
necessary to be a successful NEADS Service Dog. At 12 months 
old, pups that successfully complete this phase of training are 
placed in our Prison PUP program. In the Prison PUP program 
the dogs are taught Service Dog task work and advanced obe-
dience cues/commands by inmate handlers. This training is 
done under the guidance of NEADS Senior trainers.
 Dusty and her Full-Time Raiser will take field trips to 
nursing homes, shopping malls, grocery stores, parks, mu-
seums, fast food restaurants and small towns. As Dusty ma-
tures, they will visit busier locations. n


To learn more visit www.NEADS.org


not least, the Board will be in the capable hands of Mat Paisner 


as President and Patrick Mosesso as our VP of Operators, and I 


will be on hand as the Immediate Past President. 


 The NECA continues to do amazing things for the ben-


efit of all our members and our industry. I am proud to be a part 


of the Association and look forward to the future. The industry 


is going through some major changes, and I think it’s an exciting 


time to be living through them. I would like to wish everyone 


Happy Holidays and a prosperous New Year!


Dom Previte III


President,  


New England Car Wash Association


Sandy


Dusty


President's Column … continued
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Article IV, Sec. 1 ADMINISTRATION
 The Board agreed that the composition of the Board 
needed adjustment. The goal is to increase the pool of poten-
tial leaders in recognition of the talent and contributions of 
our supplier members, while affirming that the interests of 
our operator members is our primary concern. 
 We will increase the number of supplier directors to 
up to 4 but specified that at no time can the suppliers 
have a majority vote, and a quorum cannot be more than 
50% suppliers. 


Article VII, Sec. 3 REPRESENTATION & VOTING
 After extensive discussion, the leadership determined 
that the current requirements for a quorum were outdated 
and reflected a much earlier time in the Association’s history.  
 A quorum for a general membership vote is now 20% of 
our membership and the final vote for passage must be a ma-
jority of votes cast.
 Also, we increased the number that constitutes a Board 
quorum from 4 to a majority of the elected current Board 
members. In addition, a motion has to pass by majority vote 
of the quorum. 


Additions to the ByLaws
 After reviewing the Bylaws, the following articles, which 
were lacking and are considered “best practices” in asso-
ciation governance, were discussed and proposed. A formal 
conflicts of interest statement will affirm our commitment 
to impartiality and acting in the best interests of the Associa-
tion. We recognized that, in the unlikely event that the As-
sociation dissolved, we needed a plan for safeguarding and 
distributing its assets.


Article IX  CONFLICTS OF INTEREST/CONFIDENTIALITY
Sec. 1 All members of NECA shall act in good faith in the 


best interests of the Association.


Sec. 2 Members with a conflict of interest must excuse 
themselves from voting and from service on the 
Board of Directors if that conflict cannot be resolved.


Sec. 3 Information gathered about members is the con-
fidential property of NECA and shall not be used for 
individual gain or advancement.


Sec. 4 None of the income or assets of the Association 
may directly or indirectly unduly benefit an individu-
al or other person who has a close relationship to the 
organization.


Sec. 5 Violation of these basic tenets may constitute 
grounds for disciplinary action, censure or expulsion 
from the membership.


 During September and early October, the New England 
Carwash Association (NECA) leadership conducted an ex-
tensive Bylaws review and several intensive discussion ses-
sions including a special meeting of the Board of Directors. 
At the November 13 meeting of the membership, we voted 
and the following proposals passed. 


Article I, Sec. 3 
 During the 2016 Strategic Planning Sessions, a new mis-
sion statement was developed:  “We connect car wash pro-
fessionals to promote and protect our industry.” It will be 
incorporated into the Bylaws.


Article II, Sec. 2 MEMBERSHIP 
 We added wording for a Bylaw formalizing self-declara-
tion of membership category. 


Article III, Sec. 1 & 3 DUES
 After review of the Bylaws, it was noticed that the 
option to pay dues by establishing automatic, recurring 
quarterly payments by credit card was not reflected. It has 
been added.


Updates and Changes to the  
NECA Bylaws


WHAT’S YOUR 
GROWTH STRATEGY?  


Did you know ...
72% of operators plan to purchase or launch 
another carwash within the next 12 months? 


Carwash.com/industryreport
Visit Carwash.com today to purchase our Professional Carwashing Industry Report.


Industry Report_GROWTH STRATEGY_Quarter.indd   1 2/20/18   6:25 AM
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Article  X LIQUIDATION
 In the event of the liquidation and dissolution of the As-
sociation, any properties, funds or moneys, securities or oth-
er assets remaining in the Treasury of, or to the account of, 
or otherwise belonging to the Association shall be disposed 
of as follows:


Sec. 1 All liabilities and obligations of the Association 
shall be paid and discharged or adequate provision 
shall be made therefore;


Sec. 2 Assets held by the Association subject to legally 
valid requirements for their return, transfer or con-
veyance, upon dissolution and liquidation, shall be 
returned, transferred or conveyed in accordance with 
such requirements; and


Sec. 3 All remaining assets held by the Association shall 
be transferred or conveyed to the International Car-
wash Association to be held in trust for a period not 
to exceed 10 years from time of liquidation, pending 
reorganization of the Association. The Final Board of 
Directors prior to dissolution shall determine how the 
assets may be used after the expiration of the 10-year 
period if the Association is not reorganized. n


TREASURER’S REPORT 
New England Carwash Association, Inc.
January - September 2018


Income
Interest Income ............................................................  $1,832.96
Meetings.....................................................................  $41,180.00
Member Services ..........................................................  $3,081.51
Membership ...............................................................  $16,460.00
NRCC ..........................................................................  $30,023.98
Scholarship ..................................................................  $4,454.90


Total Income ...........................................................  $97,033.35
Expenses


Advertising and Promotions ................................................. $-
Board Expenses ............................................................  $2,935.11
Charitable Contribution* .............................................  $5,400.00 
Insurance .....................................................................  $1,817.00
Management Services ................................................  $29,398.20
Meetings.....................................................................  $17,967.38
Member Services .............................................................  $638.70
Membership ....................................................................  $260.89
Office Expense ..............................................................  $2,710.17
Professional Expense ....................................................  $1,975.00
Scholarship ..................................................................  $3,003.00
Tax ....................................................................................  $48.20


Total Expenses .........................................................  $66,153.65
Net Income .............................................................  $30,879.70
Cash Balances


Citizen’s Bank Savings ................................................. $89,642.37
Citizens Checking ........................................................ $98,682.38
TIAFF (EverBank) CDs ................................................. $104,473.99


Total Checking / Savings ...........................................$292,798.74
* $5400 donated to NEADS in early 2018 from NECA 2017 Golf  Outing


NECA’s Fall Meeting Addresses 
Your Digital Presence
 On Tuesday, November 13, New England Carwash Asso-
ciation (NECA) members gathered at the remodeled Crowne 
Plaza in Woburn, MA, to conduct some business (see Bylaws 
article, left), enjoy each other’s company and to learn how to 
build their digital presence and protect it.
 “Creating and Managing Your Online Identity,” featured 
a panel who live and breathe all that is digital. Damien Smith 
of Yelp provided guidance on how 
to respond to Yelp reviews. Jona-
than Greenberg of HubSpot of-
fered tools small businesses can 
use to manage their online repu-
tation and image. Chris Baker of 
Kure Creative discussed various 
ways to use advertising to build 
your online brand. Mat Paisner of 
ScrubaDub moderated the presen-
tations and Q & A. Kudos to Kevin 
McLouglin of White Water Car 
Wash & Detail Center in Dover, 
NH, for coordinating the develop-
ment of this excellent program. n
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NECA Golfers Take a  
Soggy Day in Stride
 NECA golfers are real troupers! Despite an incoming 
storm on the radar, on Tuesday, September 25, they answered 
the call to arrive on the course several hours early in order 
to get some holes in before the rain. After at least 9 holes of 
clear golf, some were thinking, maybe the weathermen were 
wrong again; however, around noon, the skies opened up. 
Most golfed at least 9 holes and some, the full 18. They were 
wet, but happy. 
 On the course, a couple golfers were able to grab some 
prizes for themselves. Longest drive went to Robert DeSorcy 
of ScrubaDub and Diane Shalbey of RoJo. Patrick Mosesso of 
Auto Bright Car Care Center was able to win closest to the 
pin by sticking one close on a Par 3.
 Since this is an outing for fun and charity, just about 
everyone purchased a “passport” entitling them to a Mulli-
gan, entry into the putting contest for a chance to win and 
awesome $500 Yeti cooler, and a raffle ticket for a basket of 
wine. Many people tried, but the putt seemed to be a little too 
difficult for most. Only three succeeded (Scott Baeton of JBS, 
Norm Veroneau of Simoniz, and Ian Paisner of ScrubaDub), 
and Ian ended up winning the Yeti. 
 At the reception and dinner, upon seeing the rich array 
of possible prizes, ticket sales for chances to win were brisk. 
Many went home happy with terrific prizes in hand. 
 The reception consisted of the presentation of the win-
ners, scholarships, introduction to NECA’s chosen charity 
(Lovin’ Spoonfuls), and an auction from our auctioneer ex-
traordinaire, Paul Vercollone.  
 First Place went to the Scrub It team of consisting of 
Tony Lombardo, Kevin Ashworth, Jeff Hill and Kris Malo-
ney. Second Place went to Team Simoniz consisting of Ryan 
Gough, Barry Smith, Norm Veroneau and Dennis Smith. 
While Third Place went to team Simoniz/RoJo consisting of 
Del Hodgkins, Dianne Shalby, Al West and Jon Shalbey. The 
auction was able to raise $2,150 from bids on Bruins tickets 
donated by Peter Silk of JP Car Wash, the ever popular sail-
ing cruise donated by Bob Paisner, red hot Red Sox tickets 
donated by Paul Vercollone, Cuban cigars donated by Bob 
Katseff, and a basket of wine donated by Paul Vercollone, 
enhanced with an extra golfer trophy. As a result of the 
generosity of sponsors and golfers, the NECA will donate 
$7,000 to Lovin’ Spoonfuls food rescue and $3,000 to the 
NECA Scholarship Program.


Third Place Win-
ners! Dianne Shalby, 
Del Hodgkins, 
Al West and Jon 
Shalbey.


Joel Simonson with 
Lovin’ Spoonfuls, the 


NECA’s chosen charity.


First Place Winners!  
Jeff Hill, Kevin Ashworth, 


Kris Maloney and  
Tony Lombardo


Continued  … 
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Again, we’d like to thank our 
generous sponsors:


 ❖ Presenting Sponsor: AutoShine of New England


 ❖ Golf Cart Sponsor:  Simoniz USA


 ❖ Golf Ball Cannon: Harrell’s Car Wash Services


 ❖ Putt for Prize: Autowash Maintenance Corporation


 ❖ NECA Passport Sponsor: Washify


 ❖ Prize Holes: JBS Industries


 ❖ Lunch Sponsor: Rhode Island Chemical Corporation


 ❖ Rules Sheet Sponsor: Innovative Control Systems


 ❖ Hole Sponsors:  Atlas High Purity Solution; Balise Car 
Wash(2); Car Wash Insurance Program by McNeil & 
Co., Inc.; DRB Systems; ERC Wiping Products, Inc.; 
National Ticket and Wheel-eez - Removes Ugly.


 ❖ In-Kind Donation of Towels: ERC Wiping Products n
Second Place Winners! Norm Veroneau, Barry Smith, Dom Previte and Ryan Gough.


Tony DeBarros, putting contest coordinator, makes the most of a really wet day!


NECA Golf … continued
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It’s a Girl!
Congratulations to Chris and Kerri Zona on the birth of their daughter Valenti-
na who was born on July 8. I think she is going to be a Red Sox fan! Valentina is 
snapped attending the Boston Red Sox’ World Series Victory Parade at Fenway 
Park with her biggest fan! Congrats, too, on your September wedding! n
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 It’s that time of the year when snowstorms create lines of salt covered cars 
waiting in line at your wash. You’ve probably spent time going through the tunnel, 
checking the conveyor, brushes, soap and wax applicators. You’re sure you have 
enough products on hand to handle that record weekend. These are the things that 
can make or break your month. You’re too good of an operator to miss the “Block 
and Tackle” issues.. right? 
 But what about the most important component to your success, your 
people, are they ready? If you are like most operators you will or have already hired 
a few extra staff members to help during the busy winter months, are they ready, 
do they know what to expect? The recent job market has tightened up with record 
low unemployment rates and at the time I am writing this column there are more 
open jobs then there are applicants to fill them. The bottom line – employees have 
choices and lots of them. We are competing with all types of retailers, many of 
whom have flexible hours, and inside work where it’s dry and warm. Employees 
want to be part of a team, they want to contribute to a goal, and they want direc-
tion and training. 
 We have all at one time or another handed a new hire a vacuum, towel 
or a prep gun and find that they last until lunch. Training has always been im-
portant but never has it been more important than right now. We have heard a 
lot about Millennial employees. These employees have choices. The days of being 
lucky to have a job are over, and employees want to be engaged not managed. 
This “employment cultural shift” once thought to only be part of the cultures of 
Google or Apple, with their “open work areas” and slides instead of stairs have 
taken a firm hold in small business.  
 Think about Bombas Socks or Toms (look them up if your not familiar with 
what they do and support). They have embraced the idea of engaging their employees 
and created a corporate culture that employees believe in and support. According to 
the Employee Engagement Group, highly engaged employees are 250 percent more 
likely to make recommendations for improvement and 370 percent more likely to 
recommend your company as a place to work. Employees who are not engaged are 
four times more likely to leave. At a time when there is record low unemployment can 
you really afford not to engage your employees? Employment engagement starts with 
a conversation, what do we do and more importantly, why? What is the employee’s 
place in the process and why is it important? Do you have a plan or do you show 
up and hope for the best? Employees want to be part of the plan, engage them in the 
preparation and the review process and you’ll be surprised at how much they have to 


offer. Give employees the same attention as you do your equip-
ment, maybe more. Here’s to a great season!


 
 
Walter Hartl
President, New York State Car Wash Association
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partment of Labor encourages the use of a live trainer as a best 
practice.  Employers are not able to show a video alone or pro-
vide employees with a document to meet the training require-
ment. Web-based training is allowed provided that participants 
are asked questions upon completion and provide correct an-
swers. Employees must also be able to submit a question online 
and receive an answer in a timely manner. Both web-based and 
in-person training is required to provide a survey to employees 
which would be returned after completion of the training.
 Employers are required to train newly-hired employees 
as soon as possible.  No minimum time frame is prescribed 
for the training.
 If an employee does not attend scheduled training that 
does not absolve the employer from the requirement to train 
the employee. Employers are authorized to pursue adminis-
trative remedies to ensure employee compliance.
 Trainers are not certified by the Department of Labor.  
 The employer is responsible for reviewing the third-par-
ty training to ensure it exceeds minimum standards.
 Carwash operators located in the New York City market 
have obligations under Local Law 96 of 2018. Employers in 
New York City were required to display a workplace poster 
in both Spanish and English by September 6, 2018, published 
by the New York City Commission on Human Rights. There 
is also a fact sheet provided by the Commission on Human 
Rights which is intended to be distributed to new employees. 
 The City law also includes a training requirement which 
takes effect on April 1, 2019. Employers with 15 or more employ-
ees are required to conduct an annual anti-sexual harassment 
training for all employees. The City Commission on Human 
Rights is developing an online training program for use by em-
ployers. Employers are required to provide a record of trainings, 
including a signed employee acknowledgment. Whether the 
New York City version of on-line training will satisfy New York 
State requirements and vice versa remains to be seen.  
 The New York State Department of Labor website con-
tains frequently asked questions and model sexual harass-
ment policy and training (www.ny.gov/programs/combating-
sexual-harassment-workplace). Carwash operators should 
definitely consult the website and seek professional assistance 
when establishing a program to conform 
with the statutory and guidance materi-
als. Employers with harassment policies 
and training in place are benefitted by 
their affirmative policies in the event of a 
discrimination claim. n


William Y. Crowell, III, is a partner with Cozen 
O’Connor. You can reach him at 202/883-4944 
or wcrowell@cozen.com  


 Legislation enacted with the 2018-19 New York State bud-
get requires all employers to adopt a sexual harassment policy 
in addition to a sexual harassment training program. This man-
date applies without regard to the number of employees. It does 
not matter whether an employer has one employee or 100 em-
ployees. It is not limited to full-time employees. An employer is 
responsible for all workers including part-time, seasonal and 
temporary workers. The carwash industry often uses part-time 
and temporary workers, so please be aware that the policy and 
training requirements apply to these workers.
 Labor Law 201-G contains the requirement that every 
employer must adopt a sexual harassment policy. In early 
October, the Department of Labor (DOL) issued a final guid-
ance on a model sexual harassment policy, and minimum 
standards for sexual harassment prevention and policies. An 
employer may adopt the state’s model policy. If an employer 
adopts their own policy, it must meet or exceed the mini-
mum standards provided for in the state’s policy
 Employers were required to have established and dis-
tributed the anti-sexual harassment policy by October 9, 
2018. The New York State Department of Labor also has 
a model complaint form for use by employees.  This form 
should be made available by employers for employees to use 
to file a complaint. The employer must make it clear where 
the form may be found by an employee. The anti-sexual ha-
rassment policy is required to be distributed to employees 
prior to commencing work.  
 The employer may make the anti-sexual harassment 
policy available in writing or electronically if it is available 
on a work computer, the employee must be able to print it 
for their own records. The DOL encourages the posting of 
the policy and also making it available to parties providing 
services in the workplace. The guidance issued by the DOL 
encourages employees to keep a signed acknowledgement 
by the employees of receipt of the policy.  
 The DOL provides a poster that notifies employees of 
the existence of the sexual harassment protection. Use of the 
poster is not mandated but is recommended by the DOL.
 If your carwash has not already complied with the re-
quirements for a sexual harassment policy, this should be 
your immediate focus. The next deadline to be met is Octo-
ber 9, 2019, for employers to provide sexual harassment pre-
vention training.  
 Every employer in New York State must provide employ-
ees with annual sexual harassment prevention training which 
is “interactive.” The New York State Department of Labor pro-
vides model training materials for employers.  The interactive 
requirement is the most difficult from an employer compliance 
perspective. The guidance provided by the New York State De-


N
EW


 YORK STATE


C
A


R W
ASH ASSOCIATION


Sexual Harassement Policy and Training 
Now Required for Full and Part-Timers
William Y. Crowell, III,


LEGISLATIVE UPDATE


William Y. Crowell, III







78 |  Northeast Carwasher, Winter 2019


Beware: Portable Heater Hazards
By Mike Benmoschè


cedures in place, I fear any safe use of 
this equipment will be based solely on 
luck — not a comforting thought. 
 The following are some points that 
should be considered as a part of own-
ership of these devices. These are cour-
tesy of Dave Snyder in McNeil’s Risk 
Management department.


• Management should determine 
where and how space heaters 
are to be placed.


• Under no circumstances should 
they be used within 10 feet 
of any combustible materials 
(mitter curtains, wraps or any 
piping that might be suscep-
tible to melting).


• If an extension cord is neces-
sary with this unit, be sure  
it conforms to manufacturer’s 
standards before use. (Not 
recommended). Again, if you 
must choose this option keep 
in mind the additional tripping 
hazard it would present.


• When considering using a fuel-
based unit, use caution during 
refueling operations. Also, they 
need to be in approved and 
properly labeled receptacles 
that are stored in cabinets de-
signed for flammable materials.


• Prior to any use, each heater 
must be inspected to ensure 
there is no damage, leaking fuel 
or frayed cords. They need to be 
kept clean and dust-free as well.


• Never leave the unit unattend-
ed while running.


• Only portable heaters approved 
by management are acceptable.


• Be certain that all smoke detec-
tors and carbon monoxide de-
tectors are checked and remem-
ber to document this inspection 
each time it is completed.


• All portable fire extinguishers 


a reminder that even the simplest things 
can escalate and get out of control fast. 
 I had the occasion recently to visit a 
number of washes where I observed sev-
eral portable heaters ready to be placed 
throughout the tunnel. While I’m cer-
tain they will keep employees warm, 
will they be safely used? If your business 
doesn’t have company policies and pro-


 As always, the cold season sneaks 
up on us quickly. Last year, one of our 
operators suffered a $151,000 loss as a 
result of their attempts to stay warm. 
A portable heater was left too close to 
a combustible surface and it burst into 
flames. It was overnight so fortunately 
nobody was injured but the damage was 
significant. Something like this serves as 
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must be properly mounted and checked to ensure 
they are in working order. Be certain that all appro-
priate placards are visible as well.


• Employees should be properly trained on fire extin-
guisher operations accordingly.


• Remember that operating these units in enclosed 
environments can pose the potential added risk of 
carbon monoxide poisoning. The following are a 
few symptoms to learn in anticipation and recog-
nition of this danger:


• Headaches
• Dizziness
• Nausea


 Once again, my personal thanks to Dave Snyder and 
Risk Management at McNeil for contributing these very im-
portant facts. They are able to assist with designing a com-
pany policy for the safe use of portable heaters. Don’t put it 
off until something goes terribly wrong, 
start now!
 Remember, a safe wash helps protect 
people and profits! n


Mike Benmoschè is with Carwash Insurance 
Program by McNeil, Cortland, NY. You can 
reach him at mbenmosche@mcneilandcom-
pany.com or 607/220-6344. Mike Benmoschè


Homerun!


 Micrologic Associates owner, Miguel Gonzalez, and his 
family got a very special photo op and shot on the Jumbo-
tron at the New York State Car Wash Association’s Annual 
Mets event, May 31, as the event’s Field Photo Op Sponsor. 
Pictured are Antonio, Nicholas, Miguel, Victoria, Patrick and 
Sharon Gonzalez. n
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is on the practice range and often with his coach. The average 
weekend golfer does not do either very often, or at all.
 The message is that professionals, the best in their field, 
work to maintain and be even better with their skill.
 If you want to be the best you possible, coaching and 
practice can be for you.
 * Thought Coach Bonus: A 3-word slogan to remem-
ber is Practice, Practice, Practice. (* Several Thought Coach 
Bonuses are included. Their Intention is to be reminders, af-
firmations, suggestions and to ponder or stir your curiosity 
and wonder)
 Now back to self-coaching and why it is not just useful 
but very important.
 Here are a few questions to ask yourself to see if you are 
interested.


• Do you have a desire to improve?
• Are you reaching your full potential?
• Do you hesitate or struggle making good choices and 


decisions?
• Are you aware of the components of your day-to-day 


life that are a habit or a pattern?
• Are you aware that you have the ability to choose 


those thoughts and patterns that set the stage for 
what your life will be like?


• Would you like to increase your daily awareness, 
grow in self–confidence and master problem solving?


 Stop, pause and pay attention to what you were just 
thinking. You may be surprised how your thoughts are quite 
opposite of what you really want. We often are thinking 
about what we do not want or what we are afraid of. The fol-
lowing is an overview of steps you can take to increase your 
awareness and grow from that.


13 Steps and Suggestions for  
Serious Self–Coaching
 1. Establishing the Environment to Practice. To prepare 
for self-coaching awareness lessons the following are helpful 
preparations:


A. Have a quiet place where you will not be interrupted. 
B.  Sit still taking three slow breaths while focusing on 


your breathing as you do. This is to settle you down, 
calm your thinking and focusing on the present mo-
ment.


C. Have a journal and pen ready to be used. Handwrit-
ing seems to work the best as you are wishing to tap 
into your intuition and creative side. A tablet or com-


 Learn how to think differently and have more involve-
ment in your life choices. Start by noticing what you are 
saying, and suggesting, to yourself, with your thoughts. self–
coaching, getting to know yourself and how, as a human 
being, you can discover skills you never knew you had. It’s 
about personal power that will guide your life in the direc-
tions you choose. What you are good at? Where could you 
use help? What would you love to do or to be?
 For self–coaching to be successful you first must focus 
on your attitude, willingness and awareness. As my friend 
Jerry used to say, “You Hafta Gotta Wanna.” From that point 
on it is learning about the tools that are available and then 
practicing to develop your natural skills. 
 If, in the future, you decide to work with a professional 
coach, you will understand the basics of what is going on in-
side your thoughts.
 We as a culture, are used to following others’ decisions. 
This is about learning to use others’ advice as a “maybe” in-
stead of an “absolute.” How does that choice someone just 
made for you really feel? You will become more involved in 
the decisions that affect you and your life. We are referring to 
a personal coach as a teacher, trainer, Instructor and some-
times a mentor.  
 Today’s world is loaded with distractions, uncertainties, 
doubts and lack of trust. Knowing and understanding your-
self and the energies available to us as humans is a necessity, 
along with being a gift for personal growth.
 A coach can help guide you in the right direction set-
ting intentions and goals, for positive growth and changes 
in your life. 
 A coach needs to be a focused listener to help you re-
frame, or re–word, the situation you may be involved in. A 
professional who is trained in personal coaching and has ex-
perience, can often help by asking probing and eye-opening 
questions. Having someone qualified to talk to, that is not 
emotionally involved, is an important aspect.
 By mentioning the phrase “not emotionally involved” it 
means that we make mostly emotional decisions in life, but do 
not seem to be aware of that as we do. A coach can ask the right 
questions, at the right time, to create wonder about or, one of 
my favorite words, to ponder, your current thoughts, situations 
or beliefs. Do you have actual facts or are you working on pure 
emotion? Has your curiosity about self–coaching been aroused?
 Coaching is best known and well established in the field 
of sports. One of the best supporting statements I have heard, 
to back this up, is to understand that Tiger Woods has a regu-
lar professional coach, even as good as he is. He consistently 


“Imagine if you could control how you think. …
            and had the power to decide what you feel …  It turns out you can”


Self-Coaching: You Hafta Gotta Wanna
By Ray Justice
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What can you have others do that takes away from your cre-
ative time?    
 As my friend Lou taught me years ago, “Only do the things, 
that only you can do.” Where can you lighten your load?
 8. Exceed Expectations. A lesson from several training 
sessions at Walt Disney World business school is to Exceed 
Guest Expectations. Doing a “more than expected” always 
stands out. Don’t brag or sell an expectation that might be 
tough to deliver on, make sure you can exceed what is prom-
ised. You will be remembered and talked about. Most people 
do what is expected not more than what is.
 9. Accountability is needed by all of us. In today’s world 
there are distractions around every corner and with every 
mobile phone. Following up on action steps you have de-
cided on and helping to clarify intentions or goals is what a 
coach does. On your own, as a self coach
use your notifications, sticky notes or calendar as reminders
 * Thought Coach Bonus: Have a compassionately di-
rect approach, even with yourself, of being to the point, clear 
and direct but not with an attitude of impatience, blaming 
or intolerant. Being authentic and upfront instead of waiting 
until you are frustrated before acting on something.
 10. Visioning, Imagining, Creating. In a concept therapy 
workshop many years ago we learned to create our own Im-
age chart. We would describe or use a picture of our goal in 
the center of a circle. Lines were drawn out to smaller circles 
surrounding the center one, each small circle containing an 
item or task to support or make the mission happen. It is cre-
ating the steps or pieces for your vision.
 11. Celebrate: What brings you alive, feeds your energy? It 
is a good thing to really get a handle on. When you need to shift 
gears or bring yourself back to being centered or balanced. Ap-
plaud yourself; a standing ovation adds surprising energy.
 I took a writing class from SARK who adds a level of fun 
along with many tools to keep thing interesting as you write. 
She has a new book titled, “Juicy Pens, Thirsty Paper” that 
encourages creativity and fun in everything she does.
 My friend, Personal Growth Coach, Sandy Evenson 
teaches to Celebrate every small accomplishment followed 
by strongly saying, “Yes! Thank You! More Please!”
 12. Present Moment Awareness and Feelings of Apprecia-
tion. When feeling rattled or uncertain. Pause, Sit, Breathe, fo-
cus on your breath to be in the present moment, think of, and 
feel, something or some one you appreciate and feel grateful 
for. (Sitting is optional but you get the idea), By letting go of 
your current thoughts and feelings and allowing grateful feel-
ings you attract similar
 13. Self-coaching skills, a different approach. Plant your 
own seeds for what you want to grow. I grew up the son of 
a florist and grower with this concept ingrained from many 
years ago. Self-coaching skills are a different approach. Cre-
ating your own suggestion, to yourself, will create the seed 
you want to plant. I grew up the son of a florist and grower 
with this metaphor concept ingrained many years ago.
 * Thought Coach Bonus: Be aware of the Power of Sug-


puter can be used but if you are really after the deeper 
knowing it comes when there are no distractions and 
we all know how distracting our devices are.


D. Practice writing as often as you can and you will find 
it quite amazing. It is also good to know that it takes 
determination to start; just like exercise and that 
most will think about it and not follow through. I 
have an offer for you at the end of this if you are ready 
for positive change.


E. Have attitude of fun and a willingness to use your 
imagination, that is where it all starts.


 2. Learn to Journal, means writing your thoughts, ideas, 
reminders, insights and aha’s. Writing, or journaling, gives 
you the opportunity to be aware of how it allows your natural 
creative intuition to kick it. This is a big part of what we are 
calling self–coaching, using your inner guidance. It is always 
there for us if we silence our thoughts. Along the way, in your 
journal writing you will discover something that you want to 
experience or wanted to do but brushed off as not logical.
 * Thought Coach Bonus: Little pearls of wisdom reside, 
deep inside your innermost senses; to hear their whispers, 
you do need to be quiet and still.
    To take this to another level make sure to write about 
what comes up. 
 3. Setting your intention, means using your imagination 
to state your “Plan” as something that is already happening, 
not a wish or an ask. Designing your future knowing that it 
already is. 
 * Thought Coach Bonus: Those moments, when you set 
a clear intention something happens.
 4. Affirmations. Practice repeating affirmative words to 
yourself on a regular basis. It helps you replace the negative 
and self-doubting thoughts and words you are having on 
your own. Note that most of our thoughts, or our thinking 
patterns, have been taught to us by our history. That does not 
make them all bad, or all need changing, but it does suggest 
that we have quite a bit of work to do. A strong affirmative 
statement example is to use the words ”I am. .  .”
followed by what you want as if it already is. “I am impres-
sively creative and sought after”
 * Thought Coach Bonus: You can’t change your past. 
You can alter your future by adjusting your Now!
 5. Questions. Coaches ask them all the time. Self-Coach-
ing means your inner, quiet minded self, asks it for you and 
you write it down to Ponder. When in your quiet space
close your eyes and ask what question you could ask? Or 
write the same and see what shows up.
 6. Be prepared for Change and new possibilities. Most 
people automatically resist change and that goes back to 
the philosophy that so much of life is a habit and something 
different or new is a threat. The lesson to remember here is 
Change creates Possibility and Opportunity. Allowing cre-
ativity to flow is a valuable skill to learn.
 7. Letting Go. What do you need to let go of ? Finish this 
sentence “It’s time to  . . .   “                                                     
 What are you really good at? What do you love doing? Continued …
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My Mind and Heart
I worry about what  
 I am thinking
Responding from my heart 
 I sense my kindness
In my mind I am impatient, often blaming 
  In my heart I am gentle, fun & loving
In my mind I wonder what others think of me 
 In my heart I sense my compassion for everyone
In my mind I kind of mess things up 
 In my heart I smile at what is
In my mind are knots of Fear 
  In my heart is boundless Love
The energy in by body 
  swings both ways
My mind is untrusting and afraid 
  my heart is caring with a flame
And Duh!
 Guess where I spend the most time?
©2018 raymond justice


Connections … continued


gestion. Whose voice is in your head and what are you sug-
gesting to yourself.  This is what self-coaching is. 
 The question becomes “What are you suggesting to 
yourself ?  
 As a final note, if anyone is interested I will send out a 
6-step contemplating and writing exercise that is easy and 
insightful. I will guide you through it and you will see how 
accountability and creativity show up.
 It is a good kick off to find out how easy it is to tap into 
our inner coach if we take the time to practice. The rewards 
are huge. It is also like exercising, you have to show up and do 
the moving. Send me an email at Ray@Think2wice.com.
 * Thought Coach Bonus: The basics of healthy living 
are Rest, Sleep, Movement, Breath, Nutrition, Water, Love, 
Play and Peace of Mind. In life we need the basics down pat 
before we can play the complete game. This probably means 
changing a few habits.
 Quiet your mind. Listen to your body. Get enough sleep 
and exercise. eat and drink healthy. practice 
new thoughts, ones that are encouraging.
 Write, Write, Write, 
 Practice, Practice, Practice n


Ray Justice


Ray Justice is an entrepreneur, poet and creativ-
ity explorer. He is a former carwash operator 
and past president of the New York State Car 
Wash Association. Visit him at Think2wice.com


New York State Car Wash Association
Profit and Loss
January - October, 2018
Income


Meetings Income ..................................................................7,855.00  
Membership Dues ..............................................................17,001.00  
Northeast Convention Income ...........................................30,023.98  
PAC Contributions ...................................................................... 0.00  
Promotional Fees ....................................................................... 0.00  
Vendor Sponsorships ............................................................4,950.00  


Total Income .................................................................$59,829.98  
Gross Profit ...................................................................$59,829.98   
Expenses


Advertising/Promotional ........................................................ 178.20  
Bank Service Charges ............................................................... 20.00  
Board of Directors Expenses ................................................... 534.83  
Director Fees ......................................................................19,250.00  
Dues & Subscriptions ...........................................................2,525.00  
Insurance Expense ................................................................. 779.00  
Legislative Expense .................................................................. 50.00  
Legislative Fees ..................................................................18,750.00  
Meetings Expenses .............................................................10,303.08  
NRCC ...................................................................................... 137.50  
Office Expenses ....................................................................1,109.96  
Postage Expense ..................................................................... 501.99  
Printing/Graphics ................................................................... 271.50  
Professional Services fees ....................................................... 660.00  
QuickBooks Payments Fees .................................................... 671.98  
Telephone .............................................................................. 199.08  
Travel ..................................................................................... 320.90  


Total Expenses ...............................................................$56,263.02    
Net Operating Income ..................................................... $3,566.96  
Net Income .................................................................... $3,566.96  


Checking Account Balance .................................................49,098.06  
Money Market Balance .................................................................


Total Cash on Hand ........................................................$49,098.06  
Money Market ..................................................................$63,002.13  
PAC Money .......................................................................$13,081.75  


Total All Accounts ........................................................$125,181.94  
Wednesday, Oct 31, 2018 04:01:14 PM GMT-7 - Cash Basis


N
EW


 YORK STATE


C
A


R W
ASH ASSOCIATION


MORE GRACE FOR VETS  
PHOTOS  


AND A RECAP  
IN OUR SPRING ISSUE!







CARWASH SYSTEMS & SOLUTIONS


®


®®®







84 |  Northeast Carwasher, Winter 2019


J & M Car Wash Builders ................................................................. 38


Joyce Media .................................................................................... 63


JSA Car Wash Supply, LLC ................................................................ 83


Kirikian Industries LLC ................................................................... 61


Kleen-Rite Corp. ............................................................................... 3


Mang Insurance Agency (NBT-Mang) .............................................. 13


Micrologic Associates ............................................................... 56, 57


Motor City Wash Works ..................................................................... 7


My Car Wash Guy ............................................................................ 75


Myrrh Consulting ........................................................................... 69


NRCC .............................................................................................. 31


Peco Car Wash Systems .................................................................... 5


Perry Powell Consulting (washideas.com) ...................................... 67


Rendemonti Wealth Strategies ....................................................... 37


Professional Carwashing and Detailing magazine ........................... 70


Ross Brothers, Inc. ......................................................................... 52


Simoniz USA ..................................................................................... 2


SK Advertising & Design Small Business ......................................... 63


Sobrite Technologies ...................................................................... 78


Sonny’s The Car Wash Factory ........................................................ 87


Vacutech ........................................................................................ 85


WashCard Systems .......................................................................... 63


Washify .......................................................................................... 51


Washtech ....................................................................................... 66


Wheel-eez™ Wheel-Cleaner ............................................................ 12


Aerodry Systems ............................................................................... 9


Airlift Doors ................................................................................... 15


Arlen Company Construction ......................................................... 41


Autowash Maintenance Corporation .............................................. 86


Autowash Online ............................................................................ 47


Aurora Design  ............................................................................... 30


Blendco Systems ............................................................................ 11


JoAnna Brandi & Company, Inc. ..................................................... 34


Car Wash Systems, LLC. .................................................................. 53


CB Ventures .................................................................................... 74


Celtic Bank  .................................................................................... 43


Corporatte Consultants International Inc.  ..................................... 20


Coast Commercial Credit ................................................................ 33


CSI/Lustra ....................................................................................... 75


Custom Built Brush ........................................................................ 73


DRB Systems, Inc. ........................................................................... 19


ERC Wiping Products ...................................................................... 41


Erie Brush & Mfg. Corp. .................................................................. 35


Etowah Valley Equipment .............................................................. 59


Extrutech Plastics ........................................................................... 79


G & G LED ....................................................................................... 40


Gallop Brush Co. ............................................................................. 21


General Pump  ............................................................................... 45


Hamilton Manufacturing Corp. ...................................................... 25


Huron Valley Sales ......................................................................... 39


Innovative Control Systems ...............................................Back Cover


Advertising space reservations for the Spring 2019 issue are due February 4, 2019.
mediasolutions@nycap.rr.com


DIRECTORY OF ADVERTISERS


The Northeast Carwasher is produced by Media Solutions, 2214 Budd Terrace, Niskayuna, NY 12309, in conjunction with the design firm Media Magic for the 
New York State Car Wash Association, New England Carwash Association, the Car Wash Operators of New Jersey, Inc., Connecticut Carwash Association and 
the Mid-Atlantic Carwash Association. Neither Media Solutions nor Media Magic assumes any responsibility for claims made in advertisements, classified or 
otherwise, listed in this magazine. All contents property of Media Solutions. Reproduction in whole or in part without express written permission is prohibited. 







Powerful Systems That Perform - Absolutely. 
Customer Service That Excels - Always.


COME SEE US!


Southwest Car Wash Association Convention & Expo, Arlington, TX
Booth #204   |   February 24-26











Consulting


College


Equipment


Vacuums


Controls


Marketing


Chemistry


Parts


FREE Annual Audit of your Car 
Wash KPIs. Invitation to Annual 
‘State of the Industry’ Seminar.


FREE Unlimited  
College Course 
Registrations.


$5,000 Annual Credit
on any Equipment, Chemical 
or Controls Hardware Purchase.


FREE Annual Turbine Swap
or $2,000 Credit on a  
Vacuum System Purchase.


FREE Subscription
to Incident Tracking and 
Reporting Suite.


$1,000 Annual Credit
on any Mr. Foamer® Signage 
Purchase.


$3,000 Annual Credit
on any Diamond Shine® 
Chemical Purchase.


50% Off Ground Shipping and 
25% Off Expedited and LTL 
Shipping for Online Parts Orders.


 These are Your OneWash Choice Membership Benefits


Eight Powerful 
Solutions. 
All in One Place, 
Now Offers Benefits.


With your OneWash ChoiceTM membership, 
you’ll have unlimited access to the industry’s only 


complete suite of car wash business solutions. 


Join Now
www.sonnysdirect.com/onewash


or Call  800.327.8723


The Tunnel ExpertsTM


Introducing







At ICS we combine the industry’s most comprehensive technical support program with the specialized  
knowledge that can only come from years of experience operating a car wash to give our customers an advantage  
over their competitors…the ICS Advantage.


Advantage


so take advantage. the ics advantage.


ICSADVANTAGEthe
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