
FALL 2019  |  VOL. 24 NO. 4





FACEBOOK.COM/KLEENRITECORP

@KLEENRITECORP

FOLLOW US ON SOCIAL MEDIA

Club

SHOP. EARN. SAVE. 
Join the Kleen-Rite Rewards Club now!

KLEENRITE.COM 
800.233.38731 DAY 2 DAY 3 DAY

SHIPPING FROM NEVADA, TEXAS, MISSOURI & PENNSYLVANIA
GET YOUR ORDER FAST!

$11.99 WE2032 32 oz. 
$34.99 WE2001 1 Gal.

WHEEL-EEZ® 
DETAIL PRO

• Water-based
• Safe for all wheel types
• Nonflammable   
• Noncorrosive          
• Biodegradable   
• Industrial Strength       
• Ready to Use      
• No long soaking required

$20.50 GUK600W WEEP
$20.50 GUK600NW NON-WEEP

• 10.5 GPM  
• 4000 PSI
• 300°F        
• 3/8” INLET/1/4” OUTLET

GUNS OUR 
MOST 

POPULAR 
GUN

KLEEN-RITE

$374.99 CPS3000 Coordinator
$399.99 CPS3005 Swiper

$6.50 CPS3010 CAT5 Cable
$53.50 CPS3025 Stainless Steel Box

CREDIT CARD ACCEPTORS, 
COORDINATORS, SWIPERS & BOXES

CPS3005CPS3025

CRYPTOPAY 

13,000 LUMENS • 84 WATTS
LIGX1212-13

$306.40

20,000 LUMENS • 130 WATTS
LIGX1212-20

$391.01

LED SURFACE MOUNT
2” LOW 
PROFILE
FIXTURE

$18.23 FO1808G

UNIVERSAL BRUSH XL FEATHER TIP 
TRIPLE SURFACE 
BRUSH WITH SIDES
• 8” head                          
• Fits in a 5 gallon bucket 
• Triple surface                
• Uses foamy brush handle F0204A



4 |  Northeast Carwasher, Fall 2019

FEATURES

 14 The $15 Minimum Wage is Turning 
  Hard Workers into Black Market 
  Lawbreakers

 22 The Reality of EMV, PCI Compliance

 24 The Car Wash Show™ Takes Over Nashville

 26 2019 NRCC Seminar Lineup

IN EVERY ISSUE

 6 As I See It

 10 Op-Ed

 12 Newsworthy

 30 JoAnna's Gems

 32 Venus & Mars

 34 Doug’s Perspective

 36 Gary’s Tech Tips

 38 Towel Tips

 40 CAP News

 42 CCA News

 54 CWONJ News

 66 MCA News

 72 NECA News

 80 NYSCWA News

 100 Advertising Directory

… and more!

Fall 2019 Vol. 24 No. 4

 

Editor and Publisher
Suzanne L. Stansbury

Contributing Editor
Alan M. Petrillo

  

Art Director
Katherine Watson

Please direct advertising and editorial inquiries to:  
Media Solutions, 2214 Budd Terrace, Niskayuna, NY 12309 

ph/f: 518.280.4767 • mediasolutions@nycap.rr.com
www.northeastcarwasher.com

Space reservations and materials for the Winter 2020 issue are due October 28, 2019.

Photo courtesy of Jim Epstein with Reason.com and Reason magazine.

O
N

 T
H

E 
CO

VE
R

O
N

 T
H

E 
CO

VE
R



Peco Regional 2017 MRCC 8.5x11.indd   1 1/7/19   2:24 PM



6 |  Northeast Carwasher, Fall 2019

 I believe a carwash can have a soul. 
 And, I know that many of you believe that too. It’s just something that you can feel 
when you walk into the building or pass through the tunnel. I also believe that washes with a 
story to tell should be acknowledged and honored.
 One such grande dame recently washed its last car after 72 years.
 You’ve read about this wash in the magazine over the years. It’s one of my favorites. 
I’ve tried to share its soul with you and convey the energy and history it contained. To say I 
was saddened by its closing is an understatement. But on June 2, the Westside Highway Car 
Wash sent its last customer away in a clean, shiny car.
 The iconic full serve at 12th and West 46th Streets, across from the Intrepid Sea, Air 
& Space Museum in New York, was a 24-hour facility owned by Moshe Winer and Martin Taub 
for more than 43 years. A combination of things contributed to its closure including real estate 
developers with their own plans about how the block should function, but washing cars in New 
York City is not easy given pressure from union organizers, the increasing minimum wage, the 
likely repeal of the tip credit and other factors you can read about in our cover story on page 14. 
 But none of that can overshadow the color and soul of the Westside Highway Car 
Wash. For those of you of a certain age, you might recall an episode of Sesame Street that fea-
tured the wash when it was literally under the West Side Highway. You can Google “Sesame 
Street Car Wash” and take a ride through the tunnel with a bunch of kids who were capti-
vated by the motion, sounds and smell of the wash. The year was 1978.
 Later in its history the wash added food to its services ultimately launching Under 
West Donuts in 2015 on the second floor of the wash. The cake-like creations were the brainchild 
of Winer’s son in law, Scott Levine, an accomplished sous chef, who even developed a “car wash” 
donut complete with tri foam coloring. The donuts, which now have their own following, have 
become a successful entity and will be wholesaled until another site opens up. The employees 
have found other work and were helped by the owners in doing so. And Moshe and Martin will 
continue on with their existing sites, but not without feeling the loss of their flagship wash.
 For them, as well as for me, there’s been a death in the family as I noted on page 10. 
I’m just thankful, however, that I got to experience the Westside Highway Car Wash’s great-
ness and catch a glimpse into its soul.

Congrats, Mikey!

 And speaking of greatness, many of you 
know Mike Benmoschè of Carwash Insurance 
Program by McNeil. I can’t believe I’m typing 
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Continued …

Whether he's running the annual 
Mets event, documenting a carwash 
tour, attending a membership meet-
ing, creating e-learning or trying to 
play golf, Mike Benmoschè has been a 
true carwasher over the last 24 years. 
But I will hazard a guess that the 
most significant event over this span 
of time was when his brother, the late 
Bob Benmosche, presented him with 
the NRCC’s Hall of Fame Award.

AS I SEE IT
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to know how passionate he is about this 
industry and I have been able to see the 
kind of character he possesses. And believe 
it or not, Mikey, I will miss spending time 
with you and bouncing life off of you. I know 
you won’t be far away (he lives 15 minutes 
from me!!!) and I hope you will also stay 
close to the industry you have grown to love. 
I thank you for your tireless years of service 
to carwashing and to me as a friend and 
mentor. Swing, swing, Mikey! Enjoy the next 

chapter of your story.

Suzanne L Stansbury
Editor/Publisher

As I See It … continued

these words, but Mike says he is retiring 
after the 30th Northeast Regional Carwash 
Convention this fall (you see, he has teased 
this in the past), but I actually think he 
means it this time! 
 To call Mike a friend is also an un-
derstatement. He is my comrade in carwash-
ing. I have known this great man for 24 years 
he keeps telling me. In fact, the first time I 
met him I was eight months pregnant with 

my son Alex and after climbing five flights 
of stairs to meet with him about association 
insurance, he will never let me forget that I 
really didn’t listen much to his spiel as Alex 
was kicking throughout the appointment! 
(And honestly, some things never change!)
 We have spent more time in a 
car traveling from one carwash event to 
another than I have spent in a car with my 
own husband, but in doing so I have gotten 
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 There’s been a death in the family.
 Seventy-two years ago the Westside Highway Car Wash 
opened its doors to wash countless cars, trucks and livery ve-
hicles and on June 2, 2019, it washed its last car.
 The second oldest carwash in the five boroughs of New York, 
located at 12th and West 46th Streets across from the Intrepid 
Sea, Air & Space Museum, had a personality all its own. From its 
second floor equipment room, to its exit-end stacking literally 
on the street, to the Underwest donuts also made on the wash’s 
second floor and sold to its full-service customers complete with 
a “carwash” donut option, this iconic 24-hour wash will forever 
hold its rightful place in carwash history.
 “My partner and I bought the wash in 1976,” said Moshe 
Winer. “It had quite a run, more than 43 years for us, but it’s get-
ting harder and harder to make money in this business. This city 
is very expensive and the unskilled labor is being priced out.” 
 It’s definitely getting harder and harder to operate a car-
wash in New York City for the reasons Winer mentioned, and 
thanks to some operators who have not been running legitimate 
businesses nor paying their help appropriately. “It’s a nice busi-
ness but it’s overregulated and too labor intensive,” said Winer. 
“I always had the fantacy that robotics would save the industry. 
If we could only get robots to do the inside windows and vacuum 
a car; it would be the best industry to be in.”
 In fact, Winer said he and his partner Martin Taub tried to 
hold onto the wash despite the growing difficulties in operating 
a full serve, but when an Argentinan group started buying up 
properties around them the writing was on the wall. “I love this 
place,” said Winer. “There is a lot of history here; my kids grew up 
with it, but it is time for me to secure my family, and I was able to 
do that, but it is definitely bitter sweet.”
 An office building will soon swallow up the block leaving only 
four washes in Manhattan, according to Winer. The employees at 
Westside Highway Car Wash, some of whom have worked for Winer 
at this site for more than 20 years, were told in March about the sale. 
“We offered to help them find other jobs and provide them with sev-

WASH VOLUME INDEX
 We have taken the pulse of four Northeast operators to see 
where their volumes are compared to last year (YTD). Our New 
England operator, Ron Bousquet, took the biggest hit and is down 
-12 percent while Upstate New York carwasher Steve Weekes was 
only down -1.1 percent.
 May your fall be filled with dry, sunny days and the chill of a 
lucrative winter ahead!

erance pay,” he said. “Some 
left and found jobs. We had 
a lot of loyal employees.”
 Winer and his partner 
still operate a wash on At-
lantic Avenue in Brooklyn 
and Bruckner Boulevard 
in the Bronx, as well as 
five washes in New Jer-
sey. A sixth site in Newark 
they sold but still own the 
land. “We took some of 
the money and reinvested 
in our New Jersey sites,” 
he said. “It doesn’t make 
sense to spend so much 
money in New York because it’s so expensive, but you know 
whatever happens in New York will come to New Jersey.”
- Suzanne L Stansbury

Tell us what you think at  
mediasolutions@nycap.rr.com!

The End of an Era

-1.1%

-12%
Thanks to Doug Rieck on the Jersey Shore, Dave DuGoff in the Mid-Atlan-
tic, Ron Bousquet in Boston and Stephen Weekes in upstate New York for 
giving us a picture of volumes in their markets. n

This iconic full-service wash was the length of a city block adjacent to the Westside Highway.

An iconic wash would certainly have its own iconic “car wash” donut.

The landmark wash at 46th St. was featured in 
many articles over the years and even in a seg-
ment of Sesame Street. You can learn more just 
Google “Classic Sesame Street Car Wash.’ The 
segment aired in 1978.”
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first Quality Car Wash location in 1969, 
then called South Shore Car Wash, after 
which the business expanded to seven 
locations in Michigan with an eighth cur-
rently slated to open in Hudsonville, ac-
cording to an article in the Holland Sen-
tinel. The brothers continued working 
together in property ventures through 
Sonny’s last days.
 He is survived by his brother Jacob 
( Jun) and Beth Essenburg, Jr., his sis-
ter Mae Rose Essenburg, his children, 
Carol and Randy Bowerman of Holland, 
Gail and Don Richter, and Jim Essen-
burg both of Wyoming, MI, and many 
grandchildren, great grandchildren, 
nieces and nephews. He is preceded by 
his son Jack Essenburg, his grandson 
Jake Naber, by his parents, as well as his 
sisters Elberdene Essenburg and Lillian 
Essenburg.
 In his memory the family asks all to 
consider a gift, or gift of service that will 
bless another with the message of Christ.
 This year marks Quality Car Wash’s 
50th anniversary.  n

DRB ACQUIRES SUDS
 DRB Holdings, LLC, Akron, OH, a 
provider of technology-enabled devices 
and software solutions to the carwash in-
dustry, is acquiring Suds Creative (Suds), 
a full-service marketing agency for car-
wash owners and industry vendors, ac-
cording to a company press release. “Our 
mission is to help carwash operators 
drive growth as a trusted partner,” said 
Dan Pittman, DRB CEO. “Traditionally, 
we’ve done that with enterprise technol-
ogy solutions, industry know-how and 
best-in-class support. With Suds, we can 
take that to the next level by providing 
strategic marketing solutions that truly 
drive customers to the carwash.”
 According to Jason Baumgartner, co-
founder and CEO of Suds, “We’ve been 
working with DRB Systems for years, and 
this is just a natural fit. We’re looking for-
ward to combining the strengths of our 
two organizations to help carwash opera-
tors achieve greater levels of success.”
 DRB brands now include Suds, 
Unitec, NoPileUps by DRB Systems and 
Sage Microsystems. n

For more information visit drbsystems.com

plane-hangar-themed express carwash 
will feature 20 vacuum stations, a dedi-
cated Unlimited Wash Club Member ex-
press lane, a retail office, and it will re-
main fully staffed during operating hours, 
the release noted. “We are excited to have 
in 2019 more than doubled our Greater 
Dayton Flying Ace Express Car Wash lo-
cations,” said Dan Eisenhauer, Flying Ace 
partner and Express Wash Concepts vice 
president of operations. “We look forward 
to being able to provide our customers 
with an ever-increasing choice of conve-
nient locations to wash at, in addition to 
enhancing our Unlimited Membership 
Club experience through the offering of a 
dedicated express lane at our upcoming 
Moraine location.” 
 One of Eisenhauer’s partners in Fly-
ing Ace and Express Wash Concepts, 
which also operates Moo Moo Express 
washes, is John Roush. Roush is the 2019 
Northeast Regional Carwash Conven-
tion’s (NRCC) Keynote Speaker, Septem-
ber 24, 2019, at the Atlantic City Conven-
tion Center.  n

For more information visit nrccshow.com

QUALITY CAR WASH  
COFOUNDER DIES AT 90

 Julius “Sonny” Charles Essenburg, 
cofounder of Quality Car Wash, Hol-
land, MI, and owner of other longtime 
area businesses, died on June 1, just shy 
of his 91st birthday. He was born on 
June 21, 1928.
 A natural entrepreneur, Essenburg 
began his career working closely with 
his family and side by side his brother 
Jacob ( Jun) Essenburg. Together they 
owned and operated a produce store 
in the late 1940’s with produce delivery 
to area restaurants and hotels. In 1956, 
they built a bowling center and oper-
ated it with their three sisters until 1986 
when the sisters retired.
 The Essenburg brothers opened their 

WASHWORLD ADDS  
COASTAL CAR WASH SERVICES  
TO DISTRIBUTOR NETWORK

 Washworld, Inc., DePere, WI, has 
added Coastal Car Wash Services, Trea-
sure Island, FL, to its growing distributor 
network, according to a company press 
release. According to the release, Coast-
al shares the integrity, professionalism, 
knowledge, dependability, commitment 
and respect affiliated with a Washworld 
partner. n

For more information  
visit washworldinc.com

STONE SOAP LOSES LONG-TIME 
SALES MANAGER MUSKAT

 With much sadness, Stone Soap Co. 
Inc., Sylvan Lake, MI, has announced the 
passing of its longtime national sales 
manager, Patricia (Patty) Muskat, at age 
65. She passed on June 26, 2019, accord-
ing to a company press release.  
 For over three decades, Muskat 
was the voice and heart of Stone Soap’s 
national carwash products line, the re-
lease noted. “Her cheerful demeanor 
and extensive knowledge of the car-
wash industry was in much demand by 
the company’s customers and distribu-
tors, and she will be missed dearly by 
everyone,” said company owners Ken-
neth and Steven Stone. n

For more information visit stonesoap.com

FLYING ACE OPENS SIXTH SITE

 Express Wash Concepts, Dayton, 
OH, the parent company of Flying Ace Ex-
press Car Wash, has begun construction 
on its seventh Greater Dayton location, 
according to a company press release. 
The newest Flying Ace Express is sched-
uled to open this fall and will be located 
in Moraine.
 Once completed, the company’s 
4,260 square-foot, signature retro-air-

NEWSWORTHY
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The $15 Minimum Wage Is Turning Hard 
Workers Into Black Market Lawbreakers

An in-depth look at New York’s carwash industry, and the real world consequences 
of politicians interfering with a complex industry they don’t understand.

By Jim Epstein

 For David Mertz, the New York City director and a vice 
president at the Retail, Wholesale and Department Store Union 
(RWDSU), it was an inspirational moment in an ambitious six-
year campaign to unionize the city’s carwash industry.
 “These workers were willing to stand out there during one of 
the coldest winters…literally in decades to fight for their rights 
and for basic human dignity,” says Mertz, who was also arrested 
that day. “You have the ability to make change by coming to-
gether, and when you do that sometimes you find that you’ve got 
some friends on your side.”
 In the past six years, the carwash industry, which employs 
low-skilled, mostly immigrant workers, has also been the tar-
get of lawsuits for alleged underpayment of wages, including a 
handful of cases spearheaded by the New York State Attorney 
General’s office. Working conditions in the industry were also 
cited as a raison d’être in the successful campaign to raise the 

state minimum wage to $15 per hour, which took full effect at 
New York City carwashes in January of 2019.
 As Reason chronicled in a feature story in our July 2016 is-
sue, the real world impact of the unionization drive, the lawsuits, 
and the $15 minimum wage has been mainly to push carwashes 
to automate and to close down.
 Two years later, there are more unintended consequences. 
The $15 minimum wage is fostering a growing black market – 
workers increasingly have no choice but to ply their trade out of 
illegal vans parked on the street, because the minimum wage has 
made it illegal for anyone to hire them at the market rate.
 The minimum wage is also cartelizing the industry: Busi-
nesses that have chosen to automate are benefiting from the $15 
wage floor because outlawing cheap labor makes it harder for 
new competitors to undercut them on price and service.

O n March 4, 2015, a group of union leaders, activists, and 

elected officials were arrested for blocking traffic during 

a protest in front of  Vegas Auto Spa, a small carwash 

in Park Slope, Brooklyn. Chanting “No contract, no peace!” and 

“Si se puede!,” they had come in support of striking workers, who 

had walked out demanding a union contract after allegedly being 

subjected to dismal working conditions.

Continued …

Impacted by the $15 minimum wage 
operators in the boroughs of New York 
are being forced to automate, reduce 
labor and in several cases shut down.

The Retail Wholesale and Department 
Store Union's (RWDSU) efforts to union-
ize the city’s carwash industry resulted 
in 11 union shops, but to date, five of 
them are either closed or no longer 
unionized workplaces.
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 As a sequel to the 2016 article, the video you can watch at 
https://www.youtube.com/watch?v=0fsVI3EmUnQ takes an in-
depth look at the real world consequences that result when poli-
ticians interfere with a complex industry they don’t understand, 
enabled by media coverage that rarely questions the overly sim-
plistic tale of exploited workers in need of protection.

A Failed Unionization Drive
 “The carwash campaign serves as a model for what might 
be possible,” RWDSU President Stuart Applebaum shouted from 
the podium during a December 2014 speech at the UNI Global 
Union in Cape Town, South Africa.
 “The genesis of this campaign came out of a realization that 
you had an industry which was just a breeding ground for ter-
rible conditions for workers,” says RWDSU’s Mertz. “We heard 
reports of workers working 60 or 70 hours a week.”
 The truth is that from the very beginning, nothing about 
the carwash campaign has gone as planned. After six years, or-
ganizers have unionized 11 businesses, or about four percent of 
the city’s registered carwashes. Two of them have since closed 
down, and the union withdrew at three more because of a lack of 
support from the workers. There are just six unionized shops re-
maining, or about two percent of the city’s registered carwashes.
 And that number may continue falling.
 “They just come and collect their fees, but I don’t see an 
economic benefit from the union,” says Ervin Par, a 37-year-old 
immigrant from Guatemala, who was speaking in Spanish. Par 
has been cleaning cars professionally for 10 years. He currently 
works at Main Street Car Wash in Queens, one of the city’s six 
remaining unionized shops. Organizers have held two strikes 
at this location in the past few years, and in 2013 The New York 
Times covered allegations of worker mistreatment here.
 Now, with the union contract expiring, Main Street could 
become the fourth carwash where the workers pressure RWDSU 
to withdraw, which would bring the total of unionized shops 
down to just five. “Among my colleagues, there’s a majority that 
doesn’t want the union,” says Par.
 Par shrugs off the idea that the workers at Main Street need 
union protection. “Protection from whom? If I don’t like working 
here, I’ll go find a job at a different place. There are many places 
to work where they pay the same. They don’t pay more. They pay 
the same.”
 RWDSU’s Mertz told Reason that he “doesn’t have all the 
facts” on Main Street Car Wash “at this particular moment,” add-
ing that “we represent the workers there and we certainly hope 
that we’ll be able to continue to do that.”

The $15 Minimum Drives Automation
 With the unionization drive floundering, RWDSU and 
its partners in the carwash campaign – the non-profit labor 
groups Make the Road New York and New York Communities 
for Change – shifted their focus to getting the city and state to 
mandate change. The union wrote and passed a local licens-
ing bill known as the “Car Wash Accountability Act,” including 
a provision designed to incentivize unionization, which was 
later struck down in federal court.
 The most significant intervention championed by the 

union was an increase in the minimum wage to $15 per 
hour. This is upending the industry, but not in the way ac-
tivists intended.
 “We’ve heard over the years from employers repeatedly 
that anytime that we’ve made changes within the indus-
try,” says Mertz, “either they’d all automate, or the industry 
would suffer massive shutdowns. We haven’t seen that hap-
pen to date.”
 Yet that’s exactly what’s happening.
 Reason captured footage at a carwash in Queens that re-
cently installed a new arch for hosing down vehicles, which will 
replace about four workers. (The owner granted us access on 
the grounds that we conceal the name and location of the busi-
ness because he’s worried about political repercussions.)
 Typical of New York’s older carwashes, this one was de-
signed at a time when manual labor cost less than installing 
and maintaining machinery.
 “Labor was cheap – real cheap,” says Amir Malki, a second-
generation carwash builder. When he started in the industry in 
the 1980s, operators all over the city were actually dismantling 
machinery because rag, hose, and brush-wielding men did a 
better job for less.
 New fully automated carwashes are also opening up, such 
as a state-of-the-art facility near at 147th Avenue Plaza near 
JFK airport, with electronic gates, a self-serve vacuum, and 
a single manager on site making sure everything is running 
smoothly.
 Carwash owners are choosing to automate even though 
it entails substantial risk. Take Best Auto Spa, located at 810 
Pennsylvania Avenue in Brooklyn. Known as one of the city’s 
premier hand washes, it draws clients who care deeply about 
the appearance of their cars and are willing to pay more for the 
human touch.
 The $15 minimum wage means that this business model is 
no longer viable. So the owner of Best Auto Spa, who asked not 
to be named because he’s worried about the political repercus-
sions, is transforming his business from the equivalent of an ar-
tisanal bistro to just another fast food joint. Two years ago, he 
installed $200,000 worth of equipment, which allowed him to lay 
off eight workers.
 Now he’s facing another policy change that would further 
increase his labor costs. Employers are currently allowed to attri-
bute a portion of the tips earned by their workers toward meet-
ing the minimum wage requirement. New York State is seriously 
considering a proposal to eliminate the so-called tip credit. If 
that happens, come January, the owner says he’ll have no choice 
but to give all these employees a pink slip and go fully automat-
ed. *At the time of publication the New York Senate and Assem-
bly had passed a bill to eliminate the tip credit. The Governor 
had not yet signed the bill into law. 

Labor Lawsuits Lead to Closures
 Not every carwash owner is willing to take on the risk and 
expense of automation, and there’s another option: Exit the busi-
ness and relinquish their land for more profitable uses. That’s 

$15 Minimum Wage … continued

Continued …
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A Trusted Partner to 
Help You Sell Your 
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With 30 years of specialized Business Broker experience 
in the Car Wash & Quick Lube industries (and NO FEE  
for real estate, only on business value) work with us to 
confidentially sell your business for the best price.

We sell ALL car wash models, as these clients show: 
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 “We used to do the same thing with 25 people, and now I’m 
doing it with two,” says Belinsky.
 By making cheap labor illegal, the $15 minimum wage 
made it possible for Belinsky to downgrade his service. “Before, 
if I go exterior, my competition would say, ‘ah, he went exterior 
and I’m still full-service so I’ll take all his customers,’” Belinsky 
says. “That never gave me a chance to go exterior. Now every-
body is forced to go exterior because of this crazy law and the 
minimum wage $15 per hour. It evened out the field.”

The Industry Moves Underground
 “These workers have few options and little power, RWDSU 
President Stuart Applebaum said in his December 2014 speech. 
“They live in the shadows.”
 The irony is that progressives have pushed the carwash 
workers further into the shadows.
 The $15 minimum wage amounts to government prohibi-
tion of low-wage work. And yet just making something illegal 
won’t stop able-bodied men with few alternatives from meeting 
a market demand for their services.
 Since many legitimate carwashes can no longer hire 
them, workers are going to the streets, where it’s all cash, no 
tax, no unions, no workers comp, no insurance, and certainly 
no wage floors.
 “The economy has led us to this situation to have to work 
washing cars in the street,” says Fausto, an illegal carwash 

$15 Minimum Wage … continued

Continued …

also happening at many New York carwashes, such as Woodside 
Car Wash at 69-02 Queens Blvd., and Cambria Car Wash at 208-
15 Linden Blvd., also in Queens. A couple years ago, Cambria 
converted to a pharmacy and a Dunkin’ Donuts because, the 
owner says, labor costs were rising.
 Several carwashes have closed after their owners were sued 
for paying off the books, such as Harlem Hand Wash at 2600 
Adam Clayton Powell Jr. Blvd, J.V. Car Wash at 4778 Broadway, 
and NYC Auto Spa at 70-65 Queens Blvd. At each of these loca-
tions, dozens of low-wage jobs disappeared.

The Minimum Wage Protects Incumbent Businesses
 Another unintended consequences is that for business own-
ers who choose to stick it out and automate, the $15 minimum 
wage actually protects them from competition by making it 
harder for new carwashes to open up.
 “Solely from being a businessman, the increase in the mini-
mum wage makes my business so much easier – the best thing that 
could manager of a new carwash in Queens. (Belinsky is also the 
vice president of the Association of Car Wash Owners that repre-
sents operators in the boroughs of New York City, nyccarwash.org.)
 The carwash that Belinsky manages – the owner asked that 
we not publish the name or address of the business because he’s 
concerned about political repercussions – opened last year at 
the site of yet another labor-heavy operation that closed follow-
ing a wage and hour lawsuit. The new owner converted it to a 
fully automated exterior-only carwash.
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$15 Minimum Wage … continued

worker who asked that we only use his 
first name. He’s part of a three-man op-
eration washing cars on the curb out of a 
van for about $15 a pop.
 “The customers prefer us,” he says, 
“because when they come with bird drop-
pings, or whatever, we clean it up. The 
machine can’t do that.
 Fausto has lived in the U.S. for 19 
years, and still sends a portion of his earn-
ings back to the Dominican Republic to 
help support his wife and children. “Every 
week or 15 days, I send $100 for food and 

other expenses,” he says. “I cover their ne-
cessities from here.”

A Devil’s Bargain
 Legitimate car washes – left with no 
choice but to lay off workers who provide 
hand washes prized by customers, to install 
expensive machines, and to plaster their 
walls with operating licenses – are clamor-
ing for the government to enforce the law 
and shut down the illegal operators.
 “How can I compete with these guys 
when they’re paying cash,” carwash owner 

Stuart Markowitz said in 2015 testimony 
at City Hall, imploring Mayor Bill de Blasio 
(D), who was in attendance, to work with 
him to shut down the “bad operators.”
 “’We worry for the workers, look at 
the laws we made,’ says Belinsky, mimick-
ing a politician. “But if those rules are not 
enforced, those laws are toothless – they 
only hurt the good guys.”
 David Mertz concurs, telling Reason 
that the legitimate owners have a right 
“to be furious.”
 “You can also make the argument 
that you should allow some people to 
skirt the law, to skirt the regulations that 
are meant to protect workers in an effort 
to give people work opportunities,” Mertz 
said. “That’s a devil’s bargain.”
 Or maybe the real devil’s bargain 
is championing a set of policies that 
sound good at a rally, but that in the 
real world jeopardize the livelihoods of 
the working poor.
 Which brings us back to Vegas Auto 
Spa, the Brooklyn carwash that progres-
sive activists made an example of back in 
2015. Shortly after the carwash unionized, 
the owner started planning his exit strat-
egy. Two years later, he found a buyer, who 
kept it running for one more year. Today 
Vegas Auto Spa is shuttered, and the ripple 
effects of the entire movement have been 
to destabilize an industry, pushing the 
men and women who worked in it even 
deeper into the shadows. n

Jim Epstein is a reporter with Reason.com and 
Reason magazine. Reprint permission courtesy 
of Reason.com and Reason magazine. Photo 
credit, Jim Epstein.
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 An interview with ICS’ Kevin Detrick

The Reality of EMV, PCI Compliance
 Europay, MasterCard and Visa, 
otherwise known as EMV, is a global 
standard for credit cards equipped 
with computer chips and the technol-
ogy used to authenticate chip-card 
transactions. EMV, also known as chip 
and pin, has been a requirement of all 
carwash merchants since 2016. To re-
duce fraud and limit credit card and 
bank issuers’ liability for fraudulent 
credit card transactions, the US began 
migrating to EMV in 2014-2015. Today, 
according to Gemalto, an international 
digital security company headquartered in the Netherlands, more 
than 600 million EMV cards have been issued to US consumers.
 The PCI Security Standards Council (Payment Card Industry 
Council) sees adoption of the EMV standard as another necessary 
layer of protection in the payment process.
 But the move to EMV in the US has been a long, painful one. 
Innovative Control Systems’ Kevin Detrick, whose company also 
processes credit cards for its customers, will tell us why and what 
operators need to know to be in compliance.

Q. Why has the journey to EMV been so arduous?
A. We have successfully implemented EMV in Europe and 

Canada, but the US market has been another story. Prior pro-
cessor and gateway solutions for the US market had issues from 
improper error handling, slow processing times, months to years 
to address fixes and inadequate hardware. 

Q. Why has the implementation been easier in Europe 
and Canada?

A. Europe and Canada adopted EMV much earlier. The US 
market did not support EMV at any level of the processing net-
work from card readers to the card issuers. All the infrastructure 
had to be created.  While the infrastructure was being created, 
EMV kept changing. PCI compliance was also introduced in the 
same time period. Everyone touching cardholder data had to re-
invent all their policies, procedures and infrastructure.

Q. Did EMV in an auto cashier create additional problems?
A. Without a cashier to assist with the transaction, consum-

ers would use the reader incorrectly by swiping instead of dip-
ping (leaving the card in the reader), inserting the card too early 
or removing the card too early. If any of these actions occurred, 
the reader would time out resulting in an extremely frustrated 
customer and ultimately, a loss of business.

Q. How did your company overcome these obstacles?
A. We had to develop and certify four US EMV solutions to 

mitigate the risk of potential hardware limitations in the cur-
rent card readers in the marketplace. We offer two different chip 
readers with and without a pin pad, requiring four separate cer-
tifications. We felt the additional development and testing was 
essential since the pin pad takes up too much space, is expen-
sive, and adds complexity to the sales process. Integrating pin-
less debit allows for debit cards to be processed at rates lower 

than credit cards without the use of a pin pad.
Q. But doesn’t adding the pin add an additional layer of 

security?
A.  The Pin Pad added more security but its use on credit 

card transactions is not required. That was a major change to 
the standard midway through the development process. Secure 
end to end encryption was added to most readers enhancing 
security to where the pin pad was not required. 

Q. According to Visa, 59 percent of US Point-of-Sale loca-
tions now accept the chip, which is a 578 percent growth since 
2015. All businesses need to upgrade their POS systems to ac-
commodate EMV chip cards in order to avoid chargeback li-
ability. Is this a big issue in the industry or are the majority of 
operators in compliance?

A. Carwashes with cashiers are fine. It is easy to purchase a 
pin pad.  It is much more difficult to comply in the Unattended 
Payment space where the necessary hardware and software had 
been unavailable. If the card brands start allowing chargebacks 
and other fees for non-compliance, there are not enough card 
readers available to meet the demand. The vast majority of self-
service, inbays and express carwashes are not EMV compliant.

Q. With the growing number of express washes in the in-
dustry, how have you been able to address unattended issues 
at pay stations?

A. Since express washing offers the most demanding unat-
tended transaction and there is not an attendant to help, we de-
veloped an EMV solution to send all error codes from the reader 
to our payment application. ICS manages the customer and the 
reader through the transaction. If the customer makes an im-
proper action, we issue commands to the reader to successfully 
continue the transaction.

Q. Through a video on your auto cashier?
A. When necessary, we’ll play video and audio clips to 

prompt the customer to take a specific action such as inserting 
the card and leaving it in the reader. Through the use of error 
codes and actions from the reader integrated with corrective 
commands to the reader and instructions to the customer, we 
created a solution that reduces failed transactions and creates a 
better overall customer experience.

Q. The speed of an EMV transaction has improved signifi-
cantly. Can you explain why?

A. Initially EMV had more than 20 commands that could 
be sent between the chip and the card issuer. This is why some 
EMV transactions took longer than others. Due to the complex-
ity and length of time transactions were taking, EMV developed 
a new standard called Quick Chip. The Quick Chip can complete 
a transaction in 3-4 seconds from insertion of the card to the 
prompt to remove it. We are certified using this new standard.

Q. In addition to the EMV solution in credit card accep-
tance, operators are required to be Payment Card Industry 
Data Security Standard or (PCI) compliant. Are most opera-
tors compliant in your guesstimation?

A. Most carwash operators are not PCI Compliant due to a 

Kevin Detrick

Continued on page 25 …
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T he Car Wash Show™, May 13-15, moved to 
Nashville’s Music City Center to what organiz-
ers are calling the largest gathering of carwash 

owners, operators, manufacturers and suppliers from 
the carwash, quick lube and detailing industries in 
recent years. The three-day event covered more than 
170,000 square feet of exhibition space and included 
educational programming for all industry segments.

 This year’s Hall of Fame recipient, Tom Essenburg of Tommy 
Car Wash Systems, was honored at the event’s Annual Member-
ship Meeting. ICA President, Richard Enning of Mr. Wash in Ger-
many, the association’s first European president, spoke to the 
group about sharing and partnering to strengthen the industry.
 The Car Wash Show™ in 2020 will cover four continents in-
cluding North America, Europe, Australia and Asia. The 2020 
North American event is slated for April 6-8 in San Antonio, TX. n

The Car Wash Show™  
Takes Over Nashville

Lynne and Timm Baldauf of Advanced Car Wash in Voorheesville met up with Dr. Huggs’ 
Paul Christian early on the first day of the show.

John Laspada with KarKleen Selfwash in NJ and Doug and 
Anne Kleeschulte with Scrub-A-Dub Car Wash in NY took a 
break from the expansive show floor for a quick pic.

Many of you may have found this exceptional space-looking massage chair on the show 
floor. Hoffman Car Wash’s Tom Hoffman, Jr. kind of liked it!

Two generations of 
the three-generation 
ScrubADub chain 
based in Natick, MA, 
Ian and Bobby Paisner.



Northeast Carwasher, Fall 2019  | 25

Motor City Wash Works and ICS teamed up to raise money for St. Jude 
Children’s Research Hospital in Memphis, TN. ICS will work with any 
operator, at no charge, to develop customized on-screen graphics and 
a video to help your wash contribute to this worthy cause. For more 
information email or call Michael Hull with St. Jude’s at michael.hull@
stjude.org or 248/744-1300 to sign up. Once signed up operators can 
contact ICS at 800/642-9396. You can also find more information on 
the ICS website  at www.icscarwashsystems.com/DocumentationCen-
ter/Downloads/St-Jude-Information.pdf

Past ICA President Tom Hoffman, Sr. and Simoniz 
USA’s Jake Collison catch up on the show floor.

The industry’s #1 Car Wash Fan, Brian Campbell, 
made the trip to Nashville from his home in Tulsa, 
OK, to work the show floor and greet his fans!

solution that makes PCI compliance very difficult. We designed 
the credit card solution around making PCI Compliance easier 
for our merchants. ICS has been on the PCI council for the last 
six years and we have worked extensively with Trustwave to 
develop a compliance program for ICS merchants. We secured 
the merchants’ network to make PCI compliance easy and have 
been pushing them to be PCI Compliant since 2016.

Q. I am guessing that took a lot of time and resources. 
A. Securing the network was hard. Security starts with 

SRED or Secure Reading and Exchange of Data in the reader, 
PTS, which is an approved Pin Transaction Security device, end 
to end encryption to keep credit card data out of your comput-
ers and network, Firewalls and routers that segregate credit card 
data from PC’s that surf the web, and protecting your network 
from outside intruders.

Q. Most credit card breaches happen on computers in-
fected with Malware, correct? And there have been many in 
our industry.

A. Right. Malware scans computer memory for credit card 
data and intercepts the data before it is encrypted and sent to 
the processor. Our encryption happens in the secure, tamper-
proof credit card reader eliminating the possibility of malware 
reading cardholder data.

Q. And how has the process gotten easier for the mer-
chant to complete?

A. Trustwave has worked with us to develop a modified Self-As-
sessment Questionnaire to make merchant PCI compliance easier.

There are only 66 questions that a merchant must attest to 
and we have Qualified Integrators and Resellers (QIR) certified 
technicians ready to help merchants become compliant.

Q. Is PCI Compliance the key to protecting your wash 
from a data breach?

A. Yes! We have been helping our customers for four years 
become compliant. It’s been an enormous effort to create the 
credit card processing software, receive all the necessary certi-
fications, create a secure network, and develop the PCI Compli-
ance Program, but if it means our customers who are compliant 
do not have a data breach, that’s the good news! n

For information on PCI Compliance contact pcisecuritystandards.org or 
Nicholas Tylenda at tylendan@icscarwashsystems.com or 610/881-8089.

Kevin Detrick, founder and president of Innovative Control Systems (ICS), 
Inc., began his career in carwashing in 1981 when he purchased his first 
wash. In 1988, he founded ICS to better streamline operations and improve 
profitability through process control, software development and equip-
ment automation. ICS is headquartered in Wind Gap, PA. Its subsidiary, 
PSD Codax, is based in the U.K.

To learn more visit icscarwashsystems.com

The Reality of EMV, PCI Compliance … continued from page 22. 

For more information  
visit carwash.org 
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Keynote Speaker John Roush
Tuesday, September 24, 11:00-11:45 am

Atlantic City Convention Center

Don’t Miss The Welcome Reception!

 The NRCC’s Annual Welcome Reception, September 24, 
from 7:00-9:00 pm at The Water Club in the Borgata, has been a 
highlight of the three-day event. The  gathering , which features 
food and drink, is sponsored by Innovative Control Systems.

You can register for the event at nrccshow.com

TUESDAY, SEPTEMBER 24
7:30-8:45am
*Program starts at 7:45

Early Bird Panel/Breakfast 
Moderator: Patrick Mosesso
This show favorite is a candid, unscripted panel discussion with 
seasoned operators who will answer any and all questions re-
lating to carwashing in an informal panel discussion. You will 
have the option of texting questions during the event that will 
be moderated by Patrick Mosesso. Questions are also welcome 
prior to the event at info@nrccshow.com
Penelists: Mike Ashley, Virginia Car Wash Industries Inc., Toms 
River, VA, Dominic Previte, Somerville Car Wash and Detailing, 
Somerville, MA, Dan Saidel, Premier Car Wash, Metuchen, NJ 
and Glen Sheeley, Wash Co., Middletown, NY.

The New England Carwash Association is this seminar’s host.

MONDAY, SEPTEMBER 23
2:00-5:00pm

Registration

3:30-6:00pm

Virtual Carwash Tour 
Moderator: Tom Hoffman, Jr.
Join Tom Hoffman, Jr. while we expand our horizons for a “vir-
tual” tour of four of the most innovative and forward-thinking 
washes we could find from the comfort of the Atlantic City 
Convention Center. This standing-room only seminar of wash-
es, in and out of the Northeast market, is a must-see!

The New York State Car Wash Association is this seminar’s host.

Continued …



XRS
XRS Product Catalog | Airlift Doors, Inc.



28 |  Northeast Carwasher, Fall 2019

9:00-9:45am

Breakout Session 
Using Your Carwash Branding to Build a 
Safety Culture
You have taken the time and expense to 
build a brand and a look for your carwash 
operations, but it takes a lot of energy 
and creativity to draw in your intended 
audience. If you have not taken the time 
to brand safety into the daily operations, 
you could be washing money right down 
the drain. Use the energy you have brand-
ing the wash, to brand your staff. An en-
gaged and energized staff will help reduce 
claims, headaches and save you money.
Speakers: Dave Snyder and Mike Ben-
moschè, Carwash Insurance Program by 
McNeil & Co.

The Connecticut Carwash Association  
is this seminar’s host.

10:00-10:45am

Breakout Session 
5 Ways to Upgrade Your Business’ Content 
Strategy
In this program, Geoffrey Brown, a social 
media expert with GoDaddy®, will show 
you how to use social media strategically. 
First, how do you refine the type of mes-

sage you want people to understand? 
What is it you want to say? Then, how do 
you use words and images to convey that 
message to your current, and prospec-
tive, customers?
Speaker: Geoffrey Brown, GoDaddy®

The Mid-Atlantic Carwash Association  
is this seminar’s host.

11:00-11:45am

2019 NRCC Keynote Speaker 
Moo Moo Car Wash’s John Roush
Ohio operator John Roush didn’t expect 
to become a carwasher, but when his fa-
vorite wash closed down he started inves-
tigating the industry and realized that he 
could make an impact. Eleven years later, 
he has established a recognizable and re-
spected brand and grown his company to 
16 locations. Let’s find out how he did it.

The New York State Car Wash Association 
is this seminar’s host.

12:00-1:00pm

Awards Luncheon
• Most Distinguished Person
• Hall of Fame
• Emerging Leader

1:00-6:30pm

Exhibits

7:00-9:00pm

Welcome Reception
Water Club Pool, Sponsored by ICS

WEDNESDAY, SEPTEMBER 25
8:00-9:30am

Breakout & Breakfast 
Avoiding Employee Lawsuits & Surviving 
Audits: A Practical Approach to Navigat-
ing Employment Legal Issues Common in 
the Carwash Industry
Employee rights (and potential claims 
for violations of those rights) continue 
to multiply, but employers can take spe-
cific steps to prevent such claims from 
occurring. This presentation, conducted 
by labor and employment law attorney, 
Alvaro Hasani, Esq., with Fisher Phillips, 
will address some of the most significant 
employment issues facing carwashers 
including hiring & firing the right way, 
complying with wage and hour laws and 
surviving government audits.
Speaker: Alvaro Hasani, Esq.

The Car Wash Operators of New Jersey  
is this seminar’s host.

9:30am-2:30pm

Exhibits Open

2019 NRCC Seminar Lineup … continued

Show Floor Hours: 
Tuesday, September 24, 1:00-6:30 pm

Wednesday, September 25, 9:30-2:30 pm

Vendor/Attendee  
Information

You can quickly  
and easily register at: 

nrccshow.com  
or by contacting  

Heather Courtney at 
 800/868-8590 or  

info@nrccshow.com
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Has the Balance of Ignorance and  
Ineptitude Shifted? 
By JoAnna Brandi

dozens of ways to treat them if you do.
 So, the big problem we face now – in the medical system as 
well as in the business world (and perhaps in our own lives) – is 
no longer ignorance but ineptitude.
 Since most people know  what needs to be done  – to stay 
healthy, to create loyal relationships, to make businesses func-
tion better – that doesn’t mean they apply the knowledge they 
have consistently, correctly or compassionately.
 As I teach  Positive Leadership Skills  around the country 
and through the Internet, and phone, I routinely discover that 
people enthusiastically nod their heads, and often say things 
like, “I knew that,” when I talk about appreciation, recognition 
and working from strengths.
 Of course you do.  Most human beings understand at the 
deepest level what other human beings want from a relation-
ship – business or otherwise. But here’s the rub – just because 
we know, doesn’t mean we do, and do it well. According to Dr. 
Gawande, the balance of ignorance and ineptitude has shifted 
in the 21st Century.
 For the most part, we know what we have to do.

 Think back to when you were “PG” – Pre-Google. Back then, 
most people lived just fine happily not knowing what they didn’t 
know. But it’s a different world today.
 With a world of information at your fingertips, whether 
you’re wondering how to make a flawless soufflé, manage your 
blood pressure without drugs or create the kind of experiences 
at work that keep both employees and customers happy, you can 
easily learn what works and what doesn’t.
 Atul Gawande, in his marvelous book, “The Checklist Mani-
festo,” tells us that for nearly all of history, our lives have been 
governed primarily by ignorance. He uses examples out of his 
own life as a surgeon. 
 For instance, he speaks of how the treatment of heart 
attacks has evolved in the last 50 years. That means that 
around the time my Dad had his first heart attack, there re-
ally was very little known about what caused them and how 
to prevent them from happening again. Dad got lucky back 
then – he survived it.
 Today, there are more than a dozen different ways to ef-
fectively reduce the likelihood of having a heart attack, and 

JOANNA’S GEMS

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-
panies that thrive – where the employees are motivated, the customers are loyal and the 
competitors are nervous. 

Get your free special report “12 Ways to Make Your Work Place a Happy Place” 

www.ReturnOnHappiness.com/happyplace/ 

© 2016 JoAnna Brandi & Company, Inc.   Boca Raton, FL (561) 279-0027 

There’s a big  
“Return on Happiness”  

in business. 
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 But are you doing it? Are you creating value – tangible and 
intangible – for what really matters to your customers and 
your employees (who are your other customers)? Are you mak-
ing sure your customers’ needs for value haven’t changed since 
last you checked? 
 Are you sharpening your leadership skills regularly so your 
employees aren’t sharpening their resume writing skills?
 According to  Gallup’s latest study  51 percent of currently 
employed adults are looking for new jobs or watching for new 
job opportunities. That’s one big fat scary number.
 Could ineptitude on the part of leaders be part of the prob-
lem? Perhaps they know what but maybe don’t know how.  n

JoAnna Brandi is the author of “54 Ways to Stay 
Positive in a Changing, Challenging and Sometimes 
Negative World.” You can learn more from JoAnna 
at Joanna@returnonhappiness.com or visit www.
returnonhappiness.com to learn more about her 
powerful programs. JoAnna Brandi

CAR WASH TOWELS

800-225-9473
ERCWIPE.COM

BODY    WINDOW    DETAIL
WE HAVE THE TOWEL YOU WANT!  
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Venus and Mars, aka Heather Ashley and Paul Vallario, are carwash industry veterans. Heather Ashley is a past 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.the-
carwashblog.com. Paul Vallario operates Westbury Personal Touch Car Wash in East Northport, NY, and is the President 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 was asked a few years back I would’ve 
told you that social media is not an effective 
form of marketing for carwashers. Although 
over the years many of the social media out-
lets have advanced in ways that make it much 
easier to market services for businesses. But 
you have to know what you’re doing and how 
to do it to really benefit from social media. 
 If I asked how many of you have a Facebook, Instagram or 
a Twitter page I bet most of you would say “yes” to at least one 
of them. But if I asked the same people if that page is a business 
page, probably a good number of you would either say “no” or “I 
don’t know.” 
 The mistake many people make when setting up their social 
media pages is that they don’t create it as a business page. If it is 
not a business page you lose out on a lot of the features that can 
benefit your business.  
 The main benefits of social media come through sponsoring 
and advertising posts. Just simply having a page and posting on 
it really does not do too much unless you have a very large fan or 
follower base. It can take a very long time to build a page if just 
done organically. 
 It is great to get your existing customers to follow your 
social media pages and you should definitely strive to get as 
many as you can, but if you want to reach outside of your ex-
isting customer base than you will have to pay for sponsoring 
or advertising.  
 With Facebook and Instagram you can create a post to your 
liking. Then you can go ahead and boost that post and target it to 
specific areas and people. I use Facebook and Instagram, mainly, 
and create boosted posts usually twice a month. In between the 
boosted posts I fill in non-boosted posts with informative infor-
mation about my business and try to create a brand.  
 When you boost or sponsor a post it will be seen by people 
in the demographics that you choose. You can create a budget 

 As a technology instructor, I have seen and 
use social media in a variety of ways. Sev-
eral of them we use now, some of them we 
plan to use in the future, and then there are a 
few ways I dream of being able to use it. The 
dream is the fun part because the possibili-
ties are unlimited.
 Right now we have what I would call a sim-

ple presence on Facebook. With being a rural wash and having 
an older clientele, we just don’t push social media as much. Just 
a presence where they can “check in” for their location and write 
the occasional comment has worked for us.
 However, we just purchased four wash locations in the col-
lege town of Harrisonburg, VA, home of James Madison Univer-
sity. As the new owners of Miracle Car Wash, we are going to use 
social media like never before! We are going to use a lot of the 
things we have seen others doing as well as adding to it.
 It is easy to imagine using a Facebook page to make an-
nouncements and share changes at our seven wash locations! 
However, you will also be able to find us on: Instagram (personal 
account-mhashley), Youtube (Video is big right now), Twitter 
( find me there now hrashley), Yelp and other review sites, Linke-
dIn (also on there) and also Pinterest.
 Part of social media that is rarely mentioned are “push noti-
fications.” The one I am researching the most is “Geofence” which 
is a virtual fence placed around your real life lot/wash. You could 
give out messages/push notifications to everyone that enters or 
exits this Geofence location via app to their smartphone. 
 There are many dynamics to this but I imagine using it also 
when customers get near our wash locations. We have found that 
Facebook, Google, and Snapchat have this as a tie-in to their posts. 
Another term for this is “local awareness ads” which ties into 
Facebook ads that are relevant to the target audience by location.
 Facebook groups are also of great interest from an owner 
perspective. I joined several carwash groups not long ago and 

Dear Venus and Mars, 
  How a re you us ing so c ia l  media to
market your services? 

VENUS & MARS

Venus Says Mars Says

Heather Ashley Paul Vallario
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Have a burning question for  
Venus & Mars? 

You can email them at  
mediasolutions@nycap.rr.com

as small or as large as you want. Obviously, the more you spend 
the more exposure your page is going to get. 
 I do a lot of boosts to push my unlimited wash club. Usu-
ally, I will spend about $10 a day and that allows the post to be 
seen by close to 1,000 people a day. The way it works is your 
boosted post will come up on people’s newsfeeds eventhough 
they don’t currently follow your page. Even if they don’t do any-
thing they will see the post and whatever content you’ve pro-
vided. They can choose to engage, “like” your page or just pass 
it by.  But either way it will be right there in their face which in 
my mind is great advertising.  
 You can also choose to just boost your page and not a spe-
cific post. This helps to create followers and get a large fan base. 
When you do this instead of a post popping up on people’s 
newsfeeds just a link to your page with a catchy photo will ap-
pear. It will also have the thumbs up emogi for people to click 
to follow your page.  
 If you are a LinkedIn user there are all kinds of lead genera-
tion software that can be used for business. I don’t use LinkedIn, 
but I do know others who use the lead generation to reach out 
to higher ups for fleet and wholesale business. For example, you 
can target sales managers at car dealerships in your area or the 
fleet auto manager at other large businesses.  
 All in all, social media is a great way to promote your busi-
ness if done properly. If you’re not sure on how to do it there are 
plenty of great companies for hire that can do it for you. Just do 
your research on these companies and ask for references be-
cause there are plenty of not so great ones also.   n

have enjoyed reading the posts from owners and operators. It 
is the only place where I can find folks like us talking about ev-
erything from pricing to how to fix specific problems.  We also 
are Laundromat owners and there are several groups for that 
industry. In addition, I have several personal groups that I am in 
LOVE with and you could search for any hobby, famous person, 
the name of your town, breed of dog, or product that you own. 
Caution: You have a business to run. 
 My “dream” is to use all of these things as much as possible. 
We are hoping that when you drive by our locations you will be 
“pinged” with a special ad.  I also have in mind an app that will 
allow more payment options beyond credit cards. We are talking 
a QR code that will lead you to options like Samsung Pay, Google 
Pay, Apple Pay and please let it also offer Paypal!  What is working 
for you? Have more ideas?  Email me at mhashley@gmail.com n

Venus … continued

Mars … continued
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 July 1st is an interesting day for 
many reasons. It marks the start of  
summer, it means the July 4th holiday is 
here and it also means that we have had 
the first six months of carwash busi-
ness. Car counts for one or two months 
can be pretty or ugly; but don’t say 
much because of our weather volatility. 
It does not matter whether it’s express, 

full service or self service, customers do 
not like washing their car in the rain. 
It’s just not much of a value proposition 
for them. You have to look quarterly 
at car counts, better yet, try every six 
months to get any idea of a trend.   
 No discussion of weather and car 
counts is complete without a passing 
mention of wash clubs. They are essen-

tial and help moderate carwash owner 
rain anxiety, but are palliative; the an-
swer is sunny days and washing cars.
 Looking at the first half of the year, 
I’m not a happy carwasher. The busi-
est part of the year is behind us and the 
most likely way to salvage the year is 
with dry weather the rest of the way or 
some December snow. In south Jersey, 
the weather drying out is more likely 
than the early snow. The good news is 
that I have watched labor hours closely 
and tucked in some price increases to 
help cover rising labor expenses. My 
home market, the Jersey shore, is “spe-
cial” regarding weather because we are 
next door to the Atlantic Ocean. Two 
of my washes are within a quarter mile 
of the bay and definitely receive strong 
ocean influences. That means more 
precipitation and more weather days.  
 It is easier to look at where we have 
been than foresee the future, though. 
Forecasters are starting to state that the 
current weak El Nino is ending by the 
end of summer. This may be the change 
we need to start drying out. On a good 
note, the National Oceanic and Atmo-
spheric Administration (NOAA) had a 
major upgrade in June to its GFS weath-
er model which powers most US fore-
casts. Supposedly, this will help improve 
accuracy, and if not, the fallback will be, 
as always, looking out the window.   
 In checking the NOAA 12-month 
precip chart ending June 30, the US in 
the past 12 months has received more 
rain than in any 12-month period since 
the start of record keeping in 1896. The 
norm is 30.10 inches and the past 12 
months it has spiked to 38 inches. This 
is on a national basis, not just for us 
East Coasters. 
 Of greater immediate relevance to 
us are the maps showing the Year-to-
Date Precip anomalies. These show the 
precip in inches from January until July. 
As stated previously, the forecasters are 
saying this has been the wettest year to 
date since 1896. Looking at the map I 
see that New Jersey has had between 4 
and 12 inches more precip, YTD,  than 

In The Middle 
By Doug Rieck

DOUG’S PERSPECTIVE
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normal averages. A note of caution 
in interpreting these stats, however. 
NOAA only has precip measurements 
back to 1896. This is just 123 years of 
records. What is a 500-year norm? Wet-
ter or dryer? Nobody knows as no data 
was measured.
 Now, I’ll relate this all back to car-
washing. Since last summer, many of 
us in the Northeast have washed fewer 
cars, primarily because it has been rain-
ing, not because of our lack of effort. 
Last summer my car counts started fad-
ing after a great start. In other words, 
we have had a very wet 12-month pe-
riod. As a carwash operator, my anxiety 
level rises as car counts fade. The first 
question is, what am I doing wrong? 
What can I do better? How can I wash 
more cars? Sometimes, the answer is 
simple – the weather. Primary law of 
carwashing: Customers almost always 
act in their own perceived self interest. 
Washing a car in the rain is not smart. 
 The carwashing event of the spring 
was The Carwash Show in Nashville. 
This year’s show was the second at the 
new Music City Convention Center.   
This venue is superb and much nicer 
than the Las Vegas Convention Cen-
ter. The city of Nashville has great en-
ergy and it was impossible to not have a 
wonderful time. Since the last visit, the 
city has added more hotels within easy 
walking distance, and across the street 
from the convention center you can see 
another hotel under construction. The 
airport is 15 minutes from downtown 
and the Music City “experience” is great, 
with many Honkey Tonks and eateries 
within walking distance. The Interna-
tional Carwash Association (ICA) is to 
be commended for its educational ses-
sions at this show. I felt they were their 
best ever with many relevant and dif-
ferent tracks, knowledgeable speakers, 
and, “Yes,” you had to pay for the educa-
tion, but we got quality programming. 
The opening reception was held at the 
convention center on a beautiful night. 
For those of us from the Northeast, the 
absence of rain and warmer tempera-
tures helped brighten our moods.   
 The show floor was big. The size of 
the floor is a good indicator of the in-
dustry’s’ health. The two biggest players 
were Sonny’s and National Carwash So-

lutions. Belanger has been taken over by 
OPW, which also owns PDQ. The trend 
in our suppliers, both the manufactur-
ers and our service support, is toward 
consolidation. Is this good or bad? That 
depends. It does make sense with the 
tremendous technical evolution of the 
past years, which has demanded big 
financial commitments by our suppli-
ers. Did I buy anything at the show, no. 
I did that at the NRCC. And speaking of, 
I’m looking forward to this year’s 30th 
NRCC, September23-25, at the Atlantic 

City Convention Center and hope to see 
everyone there.  n
Doug Rieck operates Magic Wash in Mana-
hawkin, NJ, and is the 
President of the Car 
Wash Operators of New 
Jersey. He was the recip-
ient of the 2018 North-
east Regional Carwash 
C o n v e n t i o n’ s  M o s t 
Distinguished Person 
Award. You can reach 
him at 609/597-SUDS or 
dougrieck@gmail.com Doug Rieck
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Keeping Up With The Cold
By Gary Sokoloski

disk thermostat that turns on at a preset temperature, or it may 
have a computer-controlled temperature probe, which cycles 
the power on and off to the heater. The heaters themselves are 
typically electric and will run on varying voltages from 24 to 240 
volts, depending on the amount of heat that is required for the 
equipment. Additionally, you should be sure of what voltage the 
heaters are before testing them.
 Once you have identified your equipment with heaters, it is 
imperative to make sure it is still in proper working condition 
and is located in the optimal location to accurately sense the 
temperature. This applies especially with any remote tempera-
ture probes that may be installed in eves or attics. Depending on 
your wash location and prevailing fall/winter elements, it is best 
to have the probes in the coldest, darkest and windiest location 
of your building, out of direct sunlight. Typically, this would be 
north, however, it does and will depend on the surroundings of 
your particular location. 
 What is the best thing to use to check a heater when it’s 
not cold out? If you answered an ice cube, you’re wrong. While 
they will work it isn’t a good idea to mix water and electric-
ity. I’ve always found that a freezer pack works the best and 
won’t run the risk of shorting anything out while testing the 

 Moving toward another winter washing season, assuring 
your wash is ready for the cold weather is of the utmost impor-
tance. Although each year varies with the timing of cold and 
snow, Mother Nature has a way of keeping things interesting. 
Last year it was mid November when the winter weather arrived 
with a bang. Consequently, many people were taken by surprise 
running washes that were not quite ready for the elements, hop-
ing that nothing would freeze or break.
 Most outdoor and bay equipment contain heaters, which 
are sensitive to temperature changes. For instance, there are 
heaters available for bill changers, auto cashiers, self-serve meter 
box doors, shampoo machines, fragrance machines, photo eyes, 
and sonic sensors. Accordingly, any money handling equipment 
will have a heater installed in it, which prevents it from jamming 
when it gets wet and the temperature drops below freezing. 
 The first thing to do is to identify all of the equipment at 
the wash that has heating equipment installed on it. If you’re 
not sure which equipment you have that has a heater installed, 
contact the equipment manufacturer or distributor and they 
can give you a list and recommend any additional heating equip-
ment that would benefit your wash. At that point, you should 
determine what controls the heaters. It may be as simple as a 

GARY’S TECH TIPS
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steps and things that can be done to maximize the ability of 
your wash to uphold and remain in good working condition 
throughout the coldest season. Assuring 
and maintaining your outdoor and inbay 
equipment heaters are ready and working to 
full capacity will get you off to a good start 
for the upcoming season and thus, contrib-
ute to happy winter washing! n

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

thermostat and heater. Simply find the thermostat or sensor 
and hold the freezer pack on it until it is activated, then verify 
the heater turns on when it gets cold and then turns back off 
when it warms back up. 
 Through using heating detectors connected to a computer 
or mobile device, it is possible to simply change the setting the 
heater will turn on at. You can confirm what the outside temper-
ature is and then set the turn-on temperature above the actual 
temperature. Then accordingly, verify the heaters turn on then 
reset the temperature and make sure the heaters turn off. 
 Finally, always be sure to keep a couple of spare heaters and 
thermostats in stock while gearing up for the approaching cold 
season. Unfortunately, there is no reliable way to determine if a 
heater or thermostat will fail or not. Therefore, as it gets colder 
and the equipment is used more often, most likely something 
may fail. With Murphy’s Law always in effect, you’ll need to re-
place one on the coldest, busiest day of the year. 
 Taking the time to weatherproof your wash, as much as 
possible, and maintain the items that will provide you with the 
best possible scenario for a great winter washing season will 
minimize the potential of down time. Although some things 
are beyond our control, hence the weather, there are many 

Gary Sokoloski

Have a question for Gary?  
Email him at 

gscarwash@gmail.com!
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the most part, carwashers are looking for the standard body 
towel size which is 16" x 27" (hand towel). This size might vary 
by an inch or two, but it’s the most popular size. If you don’t like 
that size, then you will need to describe what size you want. 
For example, if you need larger towels because you wash trucks 
and other larger vehicles, then you might want a small bath 
towel (20" x 40"). If your towels are square, then they are prob-
ably ½ bath towels, around 22" x 22" or 24" x 24".

Thickness
 Do you like the thickness of your current towel or do you 
want something thinner/thicker, etc. Most towel vendors 
measure thickness by the weight per dozen. Body towels that 
are 16" x 27" usually range in weight between 2.5 pounds per 
dozen and 4.5 pounds per dozen. The most common weights 
are 3 pounds and 4 pounds per dozen. If you know the weight 
per dozen, then you can tell your vendor, “I currently use a 3 
lb. towel, but I want something thicker.” If you don’t know the 

 Some products are easy to order over the phone, especially 
when you know exactly what you want. But what if you don’t 
know? People usually call around to other vendors because 
they are either price shopping or they are not happy with the 
product they received. What if you don’t like your towels? May-
be it’s the feel, maybe it’s the quality. How can you be sure to get 
the towel you really want?  
 If you’re lucky enough to head to the Northeast Regional 
Carwash Convention, September 23-25, or to The Carwash 
Show in San Antonio in the spring, then picking out towels can 
be very easy just by visiting the different booths of the towel 
vendors. For those who can’t go to either show, or if you are 
looking to make a change in between shows, then you will have 
to pick up the phone and talk to your towel vendor. Here are 
some tips on how to get the towel you want:

Size
 It’s important to know the size of the towel you need. For 

How To Pick the Right Towel 
Over the Phone or Online
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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Price
 Price is important to everyone, but for some carwashes the 
lowest price prevails over the quality. If you are set on spending 
a certain amount of money on your towels, let your towel vendor 
know your range, and they can try and help you find the best towel 
in your price range. Sometimes towels go on clearance, or perhaps 
they are looking to move a certain color. If you know what you 
want, and can vocalize your preferences to your vendor, then you 
should be able to get the towel that works for you. Once you find 
a towel you like, stick with it. If you get a batch 
of towels that don’t work for you, then articu-
late over the phone to your vendor the factors 
that made it not the right towel fit. The more 
specific you are, the easier it will be to guide 
you to the best towel for you. n

Valerie Sweeney is a towel consultant with ERC 
Wiping Products. You can reach her at 800/225-
9473 or erc@ercwipe.com

weight, then it can be a little harder to describe on the phone 
since thickness can be relative.

Pile
 Is the pile on the towel important? If so, you need to vocal-
ize that to your vendor. Most towel vendors carry several dif-
ferent styles of towels, so they may have one that matches what 
you are looking for. Some carwashers like a low pile or sheared 
look because they tend to be less linty, while most carwashers 
choose a standard nap.

Color
 Are you picky about color? Blue, green, red, and white are 
the most popular color towels in the industry. However, if you 
only like particular shades of blue, you need to let your vendor 
know. For example, some carwashes will only use navy or dark 
blue. If that is important to you, then tell your vendor you are 
looking for “dark blue,” not just “blue.” Valerie Sweeney

Call us today to schedule an  
appointment with our design team!
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 Though we are only halfway through the year at the time of this writing, 2019 has 

already proven to be filled with change and growth! We continue to welcome new mem-

bers who are joining the Carwash Association of Pennsylvania (CAP) to benefit from our 

organization’s network, support and industry knowledge. 

 Additionally, CAP has been busy hosting and planning several events to bring 

our members together. In April, our annual CAP Baseball Outing brought together a great 

group of carwash professionals to see the Scranton/Wilkes-Barre RailRiders take on the 

Syracuse Mets. It was a real treat to throw out the first pitch.

 Then in June, we hosted our annual dinner and table top show at the Hol-

lywood Casino in Grantville. Carwash operators and vendors from across the Com-

monwealth showed up for a great evening of networking and education. Our featured 

speaker, Pamela Piro, Vice President of Industry and Customer Relations for DRB 

Systems, spoke about the emerging trends in the carwash industry and how carwash 

professionals can capitalize on these trends to grow their businesses.

 Even if your missed our baseball outing or dinner, the good news is that we have 

one more event coming up this year! On Thursday, September 19, we will again host our 

annual CAP Golf Outing in Carlisle, PA, at the Cumberland Golf Club. The day includes 

golf, lunch and some really nice prizes this year, including a raffle for a Yeti cooler! It’s also 

a great way to spend some quality time with other carwash professionals. For more infor-

mation about any of our upcoming events or membership, visit us at www.pacarwash.org 

or email executivedirector@pacarwash.org 

 Most importantly, I want to say how grateful I am to be a part of the community 

of carwash professionals, in Pennsylvania and beyond. Let’s continue to work together to 

support each other, grow our businesses and make 2019 one of our best years yet!

Keith Lutz

Carwash Association of Pennsylvania President

PRESIDENT’S COLUMN
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Kingsley Blasco & Associates, Newville, PA

ASSOCIATION MANAGEMENT
Stephanie Shirley 

430 Franklin Church Rd. 

Dillsburg, PA 17019 

stephanie@bennisinc.com 

Ph: 717/648-0159

PACARWASH.ORG

DIRECTORS
Alex Hedman, Simoniz USA, Pittsburgh, PA

Cliff Reed, Hydro-Spray Wash Systems, Inc., Clearfield, PA

PAST PRESIDENT 
Keith Woolam, Car Wash Management

CAP NEWS

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



HONORING OUR
MILITARY

OVER 2,546,386
FREE WASHES GIVEN SINCE 2003

Grace For Vets thanks those  

that honored ALL military service 

personnel with a FREE wash on 

November 11!

2018
RESULTS

312,409 Free Car Washes
• 1504 Companies
• 3987 Locations
• 4 Countries

JOIN 
TODAY For more information & to register  

your wash, visit www.graceforvets.org
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 The Connecticut Carwash Association’s (CCA) Annual Golf Classic is a great way 

to reconnect with fellow operators and take a break from your hectic lives and just rewind 

a bit. For me, it’s a fantastic way to do just that while spending time with the people I re-

ally like spending time with – fellow operators and suppliers. Taking a breather from your 

day-to-day crazy, hectic lives is not easy, but it’s necessary to better face what lies ahead 

with more clarity and conviction. 

 And we are all hoping what lies ahead is a cold, snowy winter with just the right 

mix to jumpstart our 2020 volumes. As I write this column, it’s July and the temperatures 

are sweltering. All the rain we have gotten is becoming a distant memory as we see the 

lawns start to brown. But, this too will pass and right around the corner is fall and the 

time you need to be preparing your washes for winter. Will you be ready? 

 There’s nothing worse than a break down on a busy day, but you can do a lot to 

ensure that your wash doesn’t experience many of them. Take a close look at your equip-

ment and replace what you think might not make it through the winter. Check your spare 

parts inventory and make sure you have more than one of everything. Inspect all your 

equipment thoroughly and make any needed adjustments. Take a look at your landscap-

ing, your lighting, your pavement, your signage. Make a list of what needs to be done and 

when, and what your budget can accommodate. Remember, we are in the business of 

“clean” so every aspect of your wash needs to reflect that word.

 Once the list is done, make sure you jump on the Northeast Regional Carwash 

Convention (NRCC) website, nrccshow.com, and take a look at the more than 300 

vendors who can help you with that list. This year’s show is our 30th anniversary! Yes, 

hard to believe, but for 30 years this show has been providing education and equipment 

displays to help you be better operators. Take advantage of all the NRCC has to offer 

and book your room and registration today. You can learn more at nrccshow.com or by 

calling 800/868-8590.

 I plan on making the most of every opportunity I have there to ensure that my 

winter volume is the highest it can be. You should too!

 

Bob Rossini

CCA President

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

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, 1852 Capital Management LCC 
28 Thorndal Cir., Darien, CT 06820, 860/942-8102

Dan Patrelle, Splash 
625 West Putnam Ave., Greenwich, CT 06830, 203/246-4127

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
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Sell club memberships, gii cards and wash books faster - No tags or plassc cards.
Everything is validated from the license plate.

Verify Member Accounts - Use automated license plate recognison to accurately 
and quickly idensfy club members, fleet vehicles, and new customers.

Market Beeer From The Kiosk - One screen flow does not work for every customer. 
With PlWith Plate ID and X Target, you can create tailored pay stason screen flows based on their 
transacson history

Understand your audience - Now you can know your total addressable market

Retrieve wash books and gii cards based on the plate - No plassc card from the wallet,
our system can aaach the washes or GC to a plate and present those as payment opsons
on the kiosk

WASHIFY’S NEW MARKETING FEATURES CAN INTEGRATE
WITH PLATEID TO CREATE EVEN MORE BENEFITS.

 

Stop Guessing, Start Marketing

 

WASHIFY PLATEID

C A L L  1 - 8 5 5 -W A S H I F Y  O R  V I S I T  W W W. W A S H I F Y. C O M
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deceased by her daughter Patricia G. Meehan in addition to her 
three brothers, James Haddad, Lt. Colonel Frederick Haddad 
and Theodore Haddad and her sister Eleanor Nassiff. n

Memorial contributions in her name may be made to  
Operation Smile, www.operationsmile.org.

Syndet Co-Founder Jennie Gorra 
Passes at 91

 Jennie Mae (Haddad) Gorra, 
91, of Manchester, beloved wife 
of the late George Gorra passed 
away peacefully on May 21, 2019, 
with her family by her side.
 Born in Willimantic on Janu-
ary 15, 1928, to the late William 
and Nellie (Birbarie) Haddad, she 
grew up in Willimantic on a city 
block filled with cousins, aunts 
and uncles and her extended fam-
ily. Gorra was a graduate of Wind-
ham High School in 1944. She and 
her husband co-founded Syndet 

Products Inc., now known as Simoniz USA.
 Known for her deep appreciation of others and her fam-
ily, Gorra loved spending time in Florida and working on her 
famous preserves. She was also an avid knitter and cross 
stitcher. She was also a huge fan of the UConn women’s bas-
ketball team.
 Gorra is survived by her two children, Michele G. O’Neil 
(Timothy) of Manchester and William M. Gorra (Christina) of 
West Hartford as well as her many grandchildren. She was pre-

Jennie Mae (Haddad) Gorra

Jeanne Zuclick Ferruolo  
Publishes First  
Children’s Book 

Jeanne Zulick Ferruolo

 Congratulations to published author 
Jeanne Zulick Ferruolo, wife of Mr. Sparkle’s 
Paul Ferruolo, on being named one of eight 
authors on The Washington Post’s recom-
mended summer reading list for children.
 We will sit down with the lawyer turned 
author in our winter issue to learn more 
about her journey.
 In the meantime, grab a copy of “Ruby 
in the Sky” on amazon.com, barnsandnoble.
com or target.com   n

Tell us About your Operation! 
email mediasolutions@nycap.rr.com
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 The Connecticut Carwash Association (CCA) has awarded 
three Kenneth M. Gustafson, Sr., Scholarship Awards to deserving 
college students. With the 2019 awards the CCA has contributed 
$31,000 in scholarship money. “It is a great member benefit,” said 
CCA President Bob Rossini. “Everyone should take advantage of it 
and let their employees know it is available to them.”
 This year’s winners include Tommi Bonomo who will be at-
tending Southern Connecticut State University in New Haven in 
the fall. She hopes to complete a degree in psychology and nutri-
tion so she can help people achieve a healthy lifestyle. Her moth-
er, Rose Bonomo, is an AutoShine of New England employee.
 The next recipient is Cole Kilgore who will be attending Asnun-
tuck Community College in Enfield in the fall where he will major in 
criminal justice. His ultimate goal is to become a police officer and 
serve his community. He is employed by Mr. Sparkle.
 Our final award recipient is Alexis Bigelow who will major 

in business at Manchester Community College in Manchester in 
the fall. She enjoys accounting and business and in addition to 
her work at Mr. Sparkle, she works at a karate school where she 
is being groomed to possibly take over the business one day.
 This scholarship is named after the association’s first presi-
dent, Kenneth M. Gustafson, Sr. and has been spearheaded by 
Scholarship Chairman Paul Ferruolo. Recipients are evaluated 
and chosen based on their high school standing, leadership ca-
pabilities, community involvement, strength of character, per-
sonal achievement, plan of study and future goals. n

Look for photos from 
our 22nd Golf Classic in 

the winter 2020 issue!!!

Total Awards hit $31,000 Mark

CCA Awards Three Scholarships

Tommi Bonomo

To receive a 2020 scholarship application visit  
wewashctcars.com or call 800/287-6604.

Cole Kilgore Alexis Bigelow

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 2/18/19   12:34 PM



CARWASH SYSTEMS & SOLUTIONS

®

®®®
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Legislators Get Budget Done, Pass  
Minimum Wage Bill, Create Paid FML Program 
By P.J. Cimini

 The 2019 Connecticut General Assembly adjourned “sine 
die” on June 5 signifying the end of the legislative session. The 
words are Latin for “without day,” in this case meaning the Gen-
eral Assembly headed home without a scheduled day to return 
for a special session. Lawmakers got a budget done, passed a 
minimum wage bill and crafted a paid family and medical leave 
program. They took no action on issues including recreational 
marijuana and sports betting. Electronic highway tolls, a major 
priority for Governor Ned Lamont, are expected to be debated in 
the special session this summer. 
 Below is an update on some of the issues we’ve been work-
ing and following in the session. 

State Water Plan Adopted
 After nearly five years and spending more than $1 million, 
Connecticut finally has a 600-plus page State Water Plan. It is 
designed to “…help planners, regulators, and lawmakers make 
decisions about managing Connecticut’s water in a manner that 
is consistent throughout the state with stakeholder-defined 
principles and available scientific data.”
 Legislators approved the plan in the final hours of the 2019 
General Assembly session. The draft plan failed to get legislative 
approval last year due to the controversial last-minute insertion 
of language declaring that there is a public trust in the waters 
of the state. The impact of this language was never made clear, 
nor was a definition ever offered by proponents. Instead, they 
declared that the public trust doctrine has been around for cen-
turies and that it should apply to all waters of Connecticut.
 The controversy arose when the legal community and oth-
ers pointed out that the centuries-old public trust doctrine de-
fines the boundary between private water rights and public water 
rights – the mean high tide mark for tidal waters. Opponents of 
the language are concerned that the declaration that all Connecti-
cut waters are held in public trust could be interpreted to essen-
tially eliminate private rights to water anywhere in the state.
 That is an unprecedented concept and one that conflicts 
with existing state statutes requiring a balancing of interests 
among private and public uses when it comes to water manage-
ment, including economic development interests. In the end, the 
legislature addressed the controversy by clarifying that to the 
extent the state water plan or management decisions based on 
the state water plan conflict with state statutes, state law takes 
precedence.

Paid Family Medical Leave Passed
 The old saying is, “The devil is in the details,” and that certainly 
appears to be the case with the state’s new paid family and medical 
leave law, which passed this session. While many details still need to 
be worked out, the major framework of this new paid leave program 
was adopted by the General Assembly this session. The new law in-

cludes a number of changes that are summarized below.
 Employee payroll deductions at the designated rate of 0.5 
percent will be assessed starting on January 1, 2021. That means 
that an employee earning a weekly wage of $1,000 will pay $5 
per week ($260/yr.) to the new Connecticut Family and Medical 
Leave Insurance Trust Fund. That fund will be administered by 
the Connecticut Paid Family and Medical Leave Insurance Au-
thority, a political and corporate entity consisting of a 13-mem-
ber board of directors responsible for managing the program.

Requirements
 ❖ Businesses with one or more employees must participate 

in the program. If you are self-employed or a sole propri-
etor, you may opt in. 

 ❖ Family and medical leave compensation will first be 
available to covered employees on Jan. 1, 2022, at the rate 
of 95 percent of weekly earnings, but no more than 60 
times the applicable state minimum wage. 

 ❖ The new state minimum wage, as increased by the legis-
lature this year, will be:
• $11 on Oct. 1, 2019
• $12 on Sept. 1, 2020
• $13 on Aug. 1, 2021
• $14 on Sept. 1, 2022
• $15 on June 1, 2023.

 ❖ The maximum weekly benefit will be $780, eventually ris-
ing to $900 when the hourly minimum wage reaches $15. 

 ❖ When compensation is first provided as of Jan. 1, 2022, 
the maximum amount will be $780 (60 x $13), eventually 
rising to $900 when the minimum wage increases to $15. 

 ❖ Covered employees will be eligible for FMLA compensa-
tion after three months of employment, while self-em-
ployed or sole proprietors are eligible after a three-year 
period of enrollment.

 ❖ Compensation shall be available for up to 12 weeks in a 
12-month period, with an additional two weeks to a cov-
ered employee incapacitated by pregnancy.

Qualifying Reasons
 Current law provides protected time off for the specific 
qualifying reasons, which, until now, have been unpaid unless 
the employee is eligible for other paid time-off benefits.
 Effective January 1, 2022, such time off will be compensated:

 ❖ Upon the employee’s own serious health condition
 ❖ In preparation for or upon the birth, adoption or foster 

placement of an employee’s child
 ❖ To care for a family member (spouse, child or parent) 

with a serious health condition

LOBBYIST UPDATE
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Governor Signs Minimum Wage Hike Legislation
 Governor Ned Lamont signed legislation May 28 raising 
Connecticut’s hourly minimum wage to $15 in a stepped-up for-
mat. The move increases the wage by almost 50 percent in just 
four years. The hourly wage was last raised in 2017. It goes from 
$10.10 to $11 in October, $12 in September 2020, $13 in August 
2021, $14 in September 2022, and $15 in June 2023.
 Any increases after Jan. 1, 2024, will be tied to the employ-
ment cost index, a quarterly metric created by the U.S. Bureau of 
Labor that details changes in labor costs across the country. The 
State Senate approved HB 5004 May 17 after seven hours of de-
bate which followed an overnight, 14-hour debate in the House 
of Representatives.
 Connecticut is already one of the costliest states in the 
country to do business and there are concerns that the increase 
will actually result in fewer jobs for low-wage workers. The law 
retains the $6.38 minimum wage for tipped workers, which in-
cludes restaurant waiters, and the $8.23 minimum for bartend-
ers. It also includes a 90-day, $10.10 hourly training wage for 16- 
and 17-year-old workers.

DEEP Chief Promises Streamlined Permitting, 
Regulatory Process
 The state Department of Energy and Environmental Pro-
tection (DEEP) is taking steps to streamline its permitting and 
regulatory processes to better drive economic growth. DEEP 
Commissioner Katie Dykes unveiled the new steps June 13 at a 
conference in Cromwell.
 She said DEEP is doing its part to help turn the state’s econ-
omy around, which she described as “Job No. 1 – and 2, and 3, 
and 4, and 5 – for this administration.” Dykes introduced a new 
program called 20 by 20 that contains 16 goals her department 
wants to accomplish by the end of 2020 to improve efficiency 
and permitting. “We see this as not just business friendly, but en-
vironmentally friendly, because we need to make our processes 
easier for people to comply with so that businesses can do the 
right thing, so that complying with our regulations sets busi-
nesses at an economic advantage,” Dykes said.
 She asked the public, including businesses, to email their 
ideas to help develop the last four goals for the program. Dykes 
said the first goal is to make the permitting time frame more 
transparent. “We know that businesses need more certainty 
about when decisions are likely to be issued,” she said. DEEP will 
establish an average expected timeframe for each permit appli-
cation and share results with the public.
 The second goal is to enhance the pre-application assis-
tance DEEP provides. Dykes said she received positive feedback 
from manufacturers who told her they were pleased with the 
pre-application process. “We know it works better for us, and it 
works better for you,” she said.  
 Another goal is to reduce the time for Transfer Act audits, 
which a recently passed bill, SB 1030, helps address by shorten-
ing the timeframe for DEEP to commence a final verification un-
der the act from three years to one year.  “This new time frame is 
going to provide parties with certainty more quickly on whether 

 ❖ To serve as an organ or bone marrow donor
 ❖ Because of a qualifying exigency or impending call to ac-

tive military duty.
 A significant change expands the definition of fam-
ily members with health conditions for whom the employee 
might take leave.
 A significant change expands the definition of family mem-
bers with serious health conditions for whom the employee 
might take leave and receive compensation when needed to pro-
vide care.
 In addition to spouse, child, and parent, the new law ex-
tends to:

 ❖ Siblings

 ❖ Grandparents

 ❖ Grandchildren, or

 ❖ Any individual related to the employee by blood or affin-
ity whose close association the employee shows to be the 
equivalent of those family relationships.

Opting Out

 By Jan. 1, 2022, the state labor commissioner must adopt 
regulations to determine when an individual’s close association 
with an employee is the equivalent of a family member. 
 Starting Jan. 1, 2020, the authority is charged with informing 
individuals and employers about the program through a public 
campaign.
 Employers will have to provide written notice of informa-
tion about program entitlements and claims procedures.
 Employers who prefer to opt out of this entire scheme may 
apply to the authority for approval of a private plan, subject to 
state Insurance Department oversight, if the alternate plan pro-
vides the same rights, protections, and benefits as the state’s 
program.
 It is likely that the private insurance sector will step in and 
develop a comparable program for employers’ consideration. It 
is also possible that the state may look to such an alternative 
private sector benefit platform to partner with, if it can mesh 
with the obligation to provide the due process elements that a 
government-mandated benefit program entails.

Notice:

 Starting July 1, 2022, employers will have to provide writ-
ten notice to new hires and annually thereafter to all employees 
with information about program entitlements and claims proce-
dures, most likely via a new workplace poster. 
 And finally, the state’s current job-protected leave time of 16 
weeks in a 24-month period will end Jan. 1, 2022, replaced by 12 
weeks leave in a 12-month period, consistent with federal law.

On-Site Training
 Employers who have administrative experience under the fed-
eral FMLA (50 or more employees), or Connecticut FMLA (75 or 
more employees), should have an easier time with the transition.
 For employers with one to 49 employees, there will be time 
to learn and adjust. Continued …
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the final verification will be audited by DEEP, and we know that’s 
what property owners need is that certainty that remediation is 
complete,” Dykes said. “What I’ve heard a lot is that there’s so 
much progress that we have made in improving the predictabil-
ity, the efficiency, and the transparency of our regulatory pro-
cesses,” she said. “That’s what’s really driving our efforts today.”

Workers’ Compensation Measures Approved
 Several bills affecting workers’ compensation passed during 
the 2019 Connecticut General Assembly session and await the 
Governor’s signature.  
 First responder benefits: SB 164 was amended before 
passage. It extends workers’ compensation benefits to police 
and firefighters suffering from post-traumatic stress disorder. 
It provides up to one year of benefits while the affected person 
seeks treatment after witnessing a tragic event. A compromise 
will have the Labor and Public Employee Committee in the next 
session study the feasibility of including EMS and corrections of-
ficers. The events that trigger eligibility include witnessing the 
death or disfigurement of a person, viewing a deceased child, 
and treating or caring for a person who dies shortly afterward. 
Employees must seek treatment to receive benefits and be 
cleared by a licensed professional to return to work.
 Commissioners: HB 7241 makes minor changes to the stat-
ute, replacing workers’ compensation commissioners with an 
administrative law judge title, and has the advisory board meet 
once a year instead of twice.
 Delayed, contested claims: As originally drafted, HB 6916 
allowed a claimant to bring a cause of action for “unreasonably 
delayed or contested” cla ims under the Connecticut Unfair In-
surance Practices Act in a civil court, outside the realm of the 
workers’ compensation system. The claimant could bring a 
cause of action before all workers’ compensation remedies are 
exhausted. This was amended to establish a task force to identify 
the extent of unreasonably contested or delayed workers’ com-
pensation claims.  
 The task force is also charged with studying methods to 
expand remedies regarding potential liability for unreasonably 
contested or delayed claims and clarify the law regarding bad 
faith handling of claims. 
 Detoxification treatment. HB 5883 requires workers’ com-
pensation benefits to include detoxification treatments for 
prescription drugs used to treat an injured employee. The treat-
ments must be deemed reasonable or necessary by the treating 
physician or surgeon.

Several Negative Business Bills Blocked
 A few anti-business bills and related legislation were 
blocked in the 2019 legislative session that negatively impacted 
Connecticut employers. Among the bills that were opposed by 
the business community that failed to make it through the legis-
lative process:
 Disclosure of sexual assault, harassment: SB 761 left an 
employer to determine whether sexual assault or harassment 
occurred in the workplace. In addition, the bill’s original lan-
guage regarding prohibition of nondisclosure terms presented 

a problem for employers who settle claims with employees 
through confidentiality clauses. The bill, requiring disclosure of 
sexual assault and harassment allegations when a positive em-
ployment reference is given, was amended in the Senate to say 
that an employee must disclose only sexual assaults or harass-
ment incidents of which they have “actual knowledge.” The defi-
nition of actual knowledge was vague and forced the person giv-
ing the recommendation to determine the status of the lawsuit 
or charge, which they might not know.
 Marijuana in the workplace: SB 1089 said no employer 
would have to accommodate marijuana in the workplace should 
legalization of marijuana occur. It died on the Senate calendar 
and the issue of legalizing recreational marijuana also died.
 Debt collection restrictions: HB 6994 restricted a credi-
tor’s right to collect overdue debt unduly burdening legitimate 
and last resort collection efforts and adding to a long list of state 
and federal exemptions. 
 Attorney general’s authority: As originally drafted, HB 
7222, Attorney General William Tong’s civil rights bill con-
ferred broad authority on the office with respect to alleged 
violations of state and federal constitutional rights. Origi-
nally, the Attorney General would have overly broad powers 
to investigate any federal or state law viewed as establishing 
any right. And the Attorney General could intrude into areas 
already overseen by regulatory agencies, even those regularly 
resolved through private litigation, and allow imposition of 
a civil penalty without any prior notice or regard to whether 
the violation was intentional. The bill was amended to cut the 
penalty to $2,500 for each hate crime or civil rights violation 
that is established by clear and convincing evidence, down 
from the original $10,000. It also prohibits the attorney gen-
eral from bringing action concurrent with a case before the 
state Commission on Human Rights and Opportunity that in-
volves the same parties and alleged facts and circumstances. 
The amended bill also establishes a standard of proof for vio-
lations and removes provisions that would allow the court to 
award reasonable attorney’s fees and costs, unlike the origi-
nal bill. This bill died in the Senate.

$43 Billion State Budget Raises Costs for  
Businesses, Consumers
 Governor Ned Lamont and Democratic legislative leaders 
passed on a $43.4 billion, two-year budget that resolves a multi-
billion-dollar deficit largely through tax and revenue hikes. The 
budget bill, HB 7424, approved by the state House and Senate 
in the final days of the 2019 legislative session, was signed by 
the Governor.  
 The state House passed the budget on a 86-65 vote June 3 
with Democratic representatives Buddy Altobello (D-Meriden), 
Jill Barry (D-Glastonbury), Pat Boyd (D-Pomfret), John Hampton 
(D-Simsbury), and Stephen Meskers (D-Greenwich) joining all 
Republicans in voting against it.
 The Senate approved it on a 20-16 vote June 4 with Demo-
crats Alex Bergstein of Greenwich and Joan Hartley of Waterbury 
joining all Republicans in opposition.
 While the budget deal resolves the state’s projected two-

Lobbyist Update … continued
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measures, including the public-private Partnership for Connect-
icut and funding for the state’s workforce investment boards.
 It also includes economic development measures such as 
the Municipal Redevelopment Authority and a manufacturing 
champion within the Department of Economic and Commu-
nity Development.

Democrats Hold Bridgeport House Seat
 Democrat Antonio Felipe of Bridgeport won a May 7 spe-
cial election to fill the 130th State House seat left vacant with 
the unexpected passing of Democratic Rep. Ezequiel Santiago in 
March.  Felpe, 23, the party nominee, was the top finisher among 
a field of four Democrats and one Republican.  With Felipe’s vic-
tory, Democrats increase their control of the House to 91-60.  
 He defeated three Democrats who filed as petitioning candi-
dates – former state representatives Christina Ayala, Hector Diaz, 
and Kate Rivera – as well as Republican Joshua Parrow. The 130th 
District includes Bridgeport’s west and south 
ends and its downtown. Unofficially, Rivera 
won the machine vote, 290-240, but Felipe 
overwhelmingly won mail-in ballots by 226-
53. He took roughly 47 percent of the overall 
vote to Rivera’s 35 percent. 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

year, $3.7 billion deficit, it increases spending by 1.7 percent in 
fiscal 2020 and by 3.4 percent the following year.

Tax, Revenue Hikes
 The budget features more than $2 billion in tax and revenue 
increases, although a significant portion of that comes from a 
negotiated agreement with hospitals. It raises about $340 mil-
lion in the first year and $365 million in the second through hikes 
in taxes and fees and canceling approved tax breaks that have 
yet to take place.
 While the income tax and capital gains tax rates are un-
changed, an expanded sales tax will hit nearly all consumers by 
increasing the cost of liquor, prepared meals, parking, dry clean-
ing, digital downloads, and interior design services. It includes 
a 10-cent tax on plastic bags that’s expected to raise $54 million 
over the biennium, and a new conveyance tax on homes that 
cost $2.5 million or more. It also levies the 6.35 percent state 
sales tax on safety items and apparel, meaning it will cost com-
panies more to comply with workplace safety laws.
 The budget also shifts billions of dollars in teacher pension 
debt and interest onto future taxpayers after 2032. It assumes 
$363 million in savings through refinancing state employee 
pensions, although lawmakers have yet to approve a resolution 
amending the state’s contract with unions.

Small Business Tax Hike
 A year after lawmakers adopted a pass-through entity tax 
and corresponding credit designed to help small businesses, 
the budget reduces that credit to 87.5 percent. That will cost 
small businesses another $53 million. In all, the budget seeks 
to squeeze roughly $150 million from Connecticut businesses 
through the pass-through tax hike and other restrictions on busi-
ness tax credits. That does not include the impact of paid family 
and medical leave and a minimum wage hike, both of which are 
expected to be massive financial burdens for businesses.
 Temporary’ Surcharge Remains: The budget also cancels a 
previously approved plan to eliminate the “temporary” 10 per-
cent surcharge on the corporation tax. It does eliminate the busi-
ness entity tax, a $250 fee businesses pay every two years and 
long regarded as a nuisance tax.  However, the end of the busi-
ness entity tax is largely offset by an increase in annual business 
filing fees from $20 to $80. Also, beginning in 2021, increased fil-
ing fees will cost limited liability partnerships and limited liabil-
ity corporations another $12 million a year.

Other Items in the Budget
 The budget did not adopt Lamont’s proposal to shift a por-
tion of teacher pension costs onto cities and towns, nor did law-
makers adopt a potentially costly proposal to mandate real-time 
sales tax collections.  
 The approved budget avoids many of the tax initiatives 
pushed by legislative progressives, including higher personal in-
come tax rates and a new tax on capital gains. 
It also gradually phases out the capital base tax, which may ben-
efit businesses with long product development cycles, and ex-
tends the angel investor tax credit program.
 The budget features a number of workforce development 

P.J. Cimini
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 This year’s Northeast Regional Carwash Convention (NRCC) in Atlantic City is 
Monday, September 23 and runs through Wednesday, September 25. That means you have 
to start planning NOW! 
 We in New Jersey have it easy as Atlantic City is at the center of our state and 
can be reached with a reasonable drive from any direction. Just pretend it is still summer 
and you are going to the beach! The best kept secret of the shore is that September is the 
month to go to the beach with great weather and the kids being back in school. 
 The host hotel for the show is the Borgata, and don’t forget to book early or you 
may have to stay in another venue. The Borgata has special NRCC show pricing and is still 
the place to stay in Atlantic City. Giving you one more reason to stay over is the Virtual 
Carwash Tour on Monday afternoon. This seminar is Monday, September 23, and runs 
from 3:30-6:00 pm and is hosted by Hoffman Car Wash’s Tom Hoffman, Jr . Every year this 
event has a packed room of enthusiastic and interested carwashers. Where else can you 
tour exceptional carwashes without getting on a bus? After the virtual tour, you get a quiet 
night to check in, get dinner, perhaps gamble and get ready for the Tuesday educational 
sessions at the Atlantic City Convention Center before tackling the expansive show floor. 

CWONJ Meetings

 In August, the CWONJ had its Children’s Specialized Hospital 19th Annual 
Golf Outing at Suburban Golf Club in Union where we donate much of our proceeds to 
the hospital and the good work done there. We are also finishing up plans for our Fall 
Membership Meeting, November 12, now. Our state has had a lot of changes in the past 
year with minimum wage increasing and the Earned Sick Leave Law coming to fruition. 
It is essential that we as small business owners and operators stay involved with coming 
changes and the consequences of past changes. At our spring meeting we brought the 
Human Resource Directors of Hoffman Car Washes (upstate New York) and Splash Car 
Washes (Connecticut) to talk with us about best hiring practices. I came away with a lot of 
information and my two biggest take away points were: 1.) Recruiting and hiring is not as 
simple as a “Help Wanted” ad, b) Everyone is having issues recruiting good people. 

Veterans Day!

 Every year I always end up getting behind the curve and forgetting about  Vet-
eran’s Day, November 11, until the week before. Then it is a mad rush to dig out signage 
and get ready. This year, I’m planning ahead for new signage and an upgraded promo-
tion. One of the good things that we as an industry do is participate in the Grace for Vets 
program. Last year we as an industry gave away 312,409 carwashes as our small “thank 
you” and mark of respect to our military. If you haven’t gotten involved with this effort, you 
can learn more and get your own signage at graceforvets.org

See you all in Atlantic City in a few weeks!

Doug Rieck
CWONJ Presidentgra
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 On February 21, Prudente went through usher orientation, 
and the next day, the first spring training home game in Tampa, 
he showed up a half hour before he was scheduled to begin work, 
along with 59 other ushers.

 “I wasn’t told what position I was to have, 
but was told to follow a guy named Bob,” Pru-
dente pointed out. “I ended up working in a 
luxury box at the top level of the stadium, a 
box that fits 80 people. It’s a covered box, and 
provides all you want to eat and drink. My 
job was to be sure that people had the proper 
wristbands and were supposed to be there. 
There were five ushers working the box, and 
that was my first day on the job.”

 Prudente said that he was “the new guy on the block because 
the people I was working with had been working with the Yankees 
between 10 and 15 years. But everyone was very gracious to me.”
 Some heavy hitters rented the luxury box while Prudente 
was working there, including the front office for the Tampa Bay 
Buccaneers, the Tampa Bay Lightning, Bank of America, and 
Citizen’s Bank, Prudente noted.
 “For one game, Brian Cashman, the general manager of the 
Yankees came up to the box with his family,” Prudente said. “Re-
tired players who were in the box during spring training were 
Mickey Rivers, Ron Guidry, Andy Pettitte, and Tino Martinez.”
 Prudente said that when friends and acquaintances from 
the New York/New Jersey area found out that he was working for 
the Yankees, they would text him and set up a time to come into 
the luxury box and be part of the group.
 “I had people from New Jersey in the box for almost every 
game,” he observed.
 Prudente said he has a cousin who had two sons drafted by 
the Yankees, but they never made the team. Both of them became 
cops in Tampa, and when Prudente first got to the stadium, he 
asked a cop if he knew Danny and Dusty Rhodes. It turned out 
that Dusty was in charge of stadium security and visited Pruden-
te in the luxury box.

 Mike Prudente may be a New Jersey resident and carwash own-
er, but he’s also a rabid New York Yankees fan, strong enough to secure 
a position as a spring training usher this year at the Yankees’ George 
M. Steinbrenner Field, a 31-acre complex located in Tampa, FL.

 Prudente, the co-owner of Madison Car Wash in Madison 
and Summit Car Wash in Summit said he has been a Yankees 
and New York Giants fan for many years, and likes all New York 
sports teams, but has always had a fascination with baseball.
 “One of my goals when I was young was to go to every major 
league baseball stadium in the country,” Prudente said. “I have 
not been to all of them, yet, but have been to most of them. And 
as a big Yankees fan, I have only missed about three World Series 
home games that the Yankees have played.”
 Prudente is good friends with Tom Dardino, who runs Tom 
and Jerry Sports Trips out of Binghamton, NY. Dardino’s trips 
typically involve New York sports teams, although he runs trips 
to Philadelphia and Boston as well. 
 “When the Chicago Cubs and Cleveland Indians were in the 
World Series in 2016, he and I went to three games in Chicago,” 
Prudente said. “He has a friend who works for the New York Yan-
kees, and we and our wives go out to dinner with that couple too. 
The friend asked if I’d be interested in working for the Yankees in 
Tampa, and I said I would give it a try.”
 In December of 2018, Prudente received an email from the 
Yankee organization asking for his resume and an application.
 “I emailed them back that I’ve been working as a carwasher 
for 50 years and was not going to start filling out a resume now,” 
Prudente said. “I never had to before, and the lady came back 
to me and said that, okay, we could take care of it when I came 
down to Florida.”
 In January of this year, Prudente was notified he got the ush-
er job and had to get down to Tampa by February 15, because the 
first spring training game was going to be played on February 22. 

Prudente, Staunch NY Yankee Fan, 
Spends Month As Spring Training Usher
By Alan M. Petrillo

Tom Darpino and Mike Prudente have been friends for years and both enjoy their time in 
Tampa. Prudente intends to return in 2020.

CWONJ Treasurer Mike Prudente strikes a 
handsome pose with his new friend, 100-year-
old Vinnie Castonza, who has worked for the 
Yankees for the last 50 years.

This is the crew Prudente worked with 
over his five weeks as a Yankee usher 
in Tampa during training camp.
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The 2020  
NRCC  
date is:

October 5-7
Atlantic City Convention Center

nrccshow.com

 Another notable event during his time in Florida was a 
birthday party for Vinnie Costanza, a 100-year old usher who 
had been working for the Yankees for 50 years.
 “He had been an usher at Yankee Stadium in the Bronx, 
and for the last 30 years was working for them in Florida,” Pru-
dente said. “He is an awesome guy, and they threw a huge party 
for him.”
 Prudente was assigned to the luxury box for all five weeks of 
Yankee spring training, which comprised 18 home games.
 “In five weeks, we only had one day of rain,” he said. “It was a 
beautiful five weeks in Tampa.
 Prudente had rented a house in Safety Harbor, FL, for the 
five weeks, 13 miles from the ball field. 
 “Our rental was walking distance from Tampa Bay,” he said. 
“Every day we (his wife, Pat) would walk to the bay and watch 
the dolphins and the manatee. It was awesome.”
 Prudente plans on being a Yankees usher again for spring 
training in 2020. We look forward to more stories! n

Alan M. Petrillo is a Tucson, AZ-based journalist, a former upstate New York-
er, 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

Tuesday, November 12 
Holiday Inn, Clark

Fall Membership Meeting and 
Launch of Member Handbook!  

Also, pick up your sign promoting  
the association’s involvement  

with The Children’s Specialized Hospital! 
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Dick Boudakian Has Rich Industry History 
By Alan M. Petrillo

the first thing,” he said. “The former owner had higher pricing on 
Friday through Sunday and lower Monday through Thursday. We 
made the rates the same on every day of the week. Some custom-
ers complained, but I showed them that their utility company 

and the town didn’t give them 
breaks on utilities or taxes during 
the week, and then they under-
stood our pricing.”
 In addition, Boudakian 
pointed out, “We gave them 
more soap, had more help at 
the wash, and did a better job of 
washing their cars. I brought in a 
manager to help organize Robin 
Hood’s work, and I oversaw the 
operations, while still brokering 
carwashes for others.”
 Boudakian also bought the 
exterior-only Freeway Carwash 
in East Orange, in 1992, which he 
sold in 2012, and bought the full-
service Aberdeen Car Wash in 
Aberdeen, in 1994, owning it for 
11 years before turning it over.
 Boudakian noted that his 
carwash equipment company, 
Tameric, is named for his four 
children: Tonya, Melissa, Richard 
“Richie” and Candace.
 “I got into the equipment 
business when Ritchie got out 
of college,” Boudakian pointed 
out. “Ritchie had started dab-
bling in the business while he 
was still in college, but when he 

got out, he went full time. We are Belanger distribu-
tors, handle computers and chemicals, and sell, in-
stall and service equipment.”
 Robin Hood and Tameric operate out of side-by-
side facilities. 
 “In 1997, we bought a warehouse next to our car-
wash, where we now have our offices, detailing, and 
service trucks in the same complex,” Boudakian said. 
“It’s a 6,000 square foot building that was the site of a 
former moving business.”
 “I’ve had a love affair with carwashes,” Boudakian 

admitted. “They have been in my veins for 50 years, but they have 
been good to me. I’ve sent four kids through college, so that’s 
great, right. But if you’re looking for a headache-free business, 
there is no such thing.” n

Alan M. Petrillo is a Tucson, AZ-based journalist, a former upstate New York-
er, 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

 Dick Boudakian has been in the carwash industry for more 
years than he cares to think about, although he has many fond 
memories about most of those years, as well as some “cover your 
eyes” times that he’d prefer to not think about. 
 Boudakian is celebrating 50 years in the 
carwash business, starting back in 1969 when 
he bought his first carwash, Jet Car Wash in 
Cransford, NJ, a full-service wash that he oper-
ated for 10 years before selling it in 1979.
 “I started out in the photoengraving busi-
ness with my dad,” Boudakian said, “and after 
he died, I ran the business but it was quickly 
being replaced by technology, so accounts re-
ceivable were getting to be a problem. I was 
referred to Lou Conte Sr. in Long Branch as an 
advisor, and he helped me find Jet Car Wash.”
 In 1973, Boudakian had one of the first 
carwashes in Union County that converted 
from bristles to cloth, and a year later put in 
the only polish wash 
machine in the state. 
Along the way, he 
started a limo busi-
ness in 1971 that he 
operated out of the 
carwash location, 
selling the limo busi-
ness in 1978.
 “This was before 
cell phones,” Bou-
dakian pointed out. 
“The drivers would 
beep me all the time, 
day and night, on 
my beeper, telling 
me they couldn’t 
find the customer or 
some other thing. It 
drove me crazy.”
 Finding himself 
without a carwash, 
Boudakian started 
Tameric Realty, a 
company special-
izing in selling car-
washes. 
 “In 1980 we bought VIP Carwash, a full-service wash in Ir-
vington,” he said. “After a year there, a guy approached us and 
wanted to buy our carwash, so we came to an agreement and he 
bought the wash, and then I purchased Robin Hood Car Wash in 
1981, at that time an exterior-only wash.”
 Boudakian said he made a number of equipment changes to 
Robin Hood right away.
 “We put in some new equipment and made lighting changes 

Richard “Dick” Bouda-
kian of Tameric Realty 
and Robin Hood Car 
Wash in Bloomfield is 
celebrating 50 years in 
the carwash industry.
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 Broad Street Car Wash’s Doug Karve-
las corralled a foursome to play in the 
Children’s Specialized Hospital Founda-
tion’s Third Annual Open at Metedeconk 
National Golf Club on June 24. The four-
some included Karvelas, two Captains 
from the NJ State Police and the Mercer 
County Sheriff. The CWONJ Past Presi-
dent never passes up an opportunity to 
support The Children’s Specialized Hos-

pital, the country’s largest pediatric re-
habilitation hospital, that the association 
also supports every August 
at its annual tournament.
 Look for photos from the CWONJ 
tournament, August 5, in our winter 
issue.
 To learn more about The Children’s 
Specialized Hospital visit www.childrens-
specialized.org n

Broad Street’s Doug Karvelas 
Hits the Fairway for Children’s

FUN FACTS ABOUT  
CHILDREN’S SPECIALIZED HOSPITAL

• The hospital’s first name was Chil-
dren’s Country Home.

• Children’s admitted its first child in 
1895.

• The physical symbol at Children’s is 
a zinc statue of two children under an um-
brella.

• The famous theatrical family, the Bar-
rymores, used the original hospital building 
as its summer home.

• Children’s first started admitting pa-
tients year round in 1922.

• The first outpatient program opened 
in Mountainside in 1970.

• The hospital changed its name in 1962 
to reflect more diverse care. 

• In 1978 Children’s launched wheel-
chair athletics.

• In 1987 Children’s launched its major 
fundraising event, The Umbrella Ball Fund-
raising Gala.

• In 1984, Children’s launched the state’s 
first pediatric long-term care unit in Moun-
tainside.

• Children’s runs a week-long overnight 
camp for children who use technology to 
communicate called Camp Chatterbox.

• In 1998, Children’s joined the Robert 
Wood Johnson Health System and Robert 
Wood Johnson University Medical Center.

To learn more and support the hospital visit  
childrens-specialized.org

Doug Karvelas
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Wash Tour Headed to the Shore
 The Car Wash Operators of New Jersey (CWONJ) headed to 
Monmouth County for its 20th Annual Carwash Tour, June 4, on 
a picture-perfect day. After meeting in Clark, a full chartered bus 
headed south to Planet Wash & Express Lube in Neptune City. 
This site features a 90-foot express tunnel with Sonny’s and Mac-

Planet Wash & Express Lube 
in Neptune City

Planet Wash & Express Lube, built two years ago, also features a 90-foot express tunnel.

Neil equipment, as well as a two-bay Quaker State lube. The wash 
is owned by Greg Broselovsky.
 The next stop in Tinton Falls featured a newly-opened wash 
featuring a STI belt conveyor with a Belanger Spin Lite tunnel, 
Motor City Dry & Shine unit and Washify pay station and con-

There’s plenty of colorful signage on the site.

Continued …

Vacutech’s Fred Grauer 
and Planet Lube owner 
Greg Broselovsky. 
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The newly opened site sits in 
the corner of a warehouse in 
Tinton Falls.

The wash features an STI belt conveyor with a Belanger Spin 
Lite tunnel, Motor City Dry & Shine and a Washify pay sta-
tion and controller.

This sign spells out a customer’s responsibilities 
before entering the tunnel.Wash package options are easy to follow on this col-

orful signage.

You can’t miss your turn into the 
wash with this powerful signage.

The entrance stacking area is significant and will 
come in handy on busy winter washing days.

Splish Splash Car Wash 
in Tinton Falls
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troller. Splish Splash Car Wash, owned by Frank Lomangino, also 
sits on the site of an ice factory also owned by Lomangino called 
Ice King and Cold Storage. More than 250,000 pounds of ice is 
manufactured in this facility daily.
 After two impressive washes, the group broke for an oceans-
ide lunch at The Eventide Grille in Sea Bright before visiting the 
last wash on the tour, Jersey Auto Spa, the site of the former 
Conte’s Car Wash in Long Branch. This state-of-the-art full serve 
features a MacNeil rack of equipment, TSS arches, a 120-foot 
conveyor, Simoniz chemical and a Micrologic controller and 
vacuums. The wash also includes three bays of outside detailing 
and one inside detail bay. The wash is owned by DawnMarie and 
Sergio Lopes. n

SPECIAL THANKS TO  
THE FOLLOWING SPONSORS

The Eventide Grille in Sea 
Bright was the perfect lunch 
option for a hungry group  
of carwashers. 

BUS SPONSORS
Simoniz USA

Perfect Car Corp.

LUNCH SPONSORS
Micrologic Associates

Vacutech

EVENT SPONSORS
Birchwood Insurance Group LLC

Carwash World/Panaram International
TSS Inc.

Washify Services LLC

CWONJ Wash Tour … continued

Continue for more photos!



WWW.NEOGLIDE.COM

Kirikian Industries is in the forefront of foam washing material technology. With first 
hand knowledge and expertise as car wash operators, we have developed the Neoglide 

Technology specifically for the needs and demands of the industry. We are committed 
to customer service because we know and understand that customer service is the most 
important aspect for a car wash operator.

For more information, visit neoglide.com  
or call us at 609.586.8818

INNOVATORS OF FOAM CAR WASH BRUSHES

AMERICA’S MOST DURABLE CAR WASH MATERIAL

ESTABLISHED 1997

Made with Pride
in the USA

SINCE
1997
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CWONJ Wash Tour … continued

The wash promotes some of its key services with banner signage just before the customer enters the wash tunnel. Note the full-
service wash’s “Exterior Car Wash” option from 5-8pm.

Mike Conte (right), who sold the wash to its current owners, DawnMarie and Sergio 
Lopes, met up with an old high school friend during the tour.

Rick Esses touches base with Stu Markowitz and wash owner DawnMarie Lopes during 
the stop at Jersey Auto Spa.

Jersey Auto Spa in Long 
Branch was formerly  
Conte’s Car Wash.

The site includes Micrologic controls and vacs.

The Suds Blaster is a great enticement 
to get kids to ask their parents to come 
back to the wash. Spoiler: some adults 
like to use it too!

Jersey Auto Spa in Long Branch
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There are three outside and one inside detail bays at Jersey Auto Spa.

The wash features a 120-foot MacNeil rack and TSS arches.

The wash features a number of exit end stacking slots for towel drying.

An array of fragrance options line the impulse area of the wash.

Jersey Auto Spa encour-
ages its customers to 
support the Kortney 

Rose Foundation during 
the month of May. The 
foundation supports 

research efforts for kids 
with brain tumors.
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 Welcome from the Mid-Atlantic Carwash Association (MCA). A lot of you al-

ready know me, but I am Mike Ashley, your new President and a former Past President. I 

look forward to an exciting term.

 A little about me, since I was last President we have grown in the carwash indus-

try. Heather and I now have seven locations and are looking at an 8th in the near future. 

We also are in the coin laundry business. We have several commercial and residential 

rentals, as well as an investigation firm specializing in white collar crime. 

 For more than 32 years, I have been in business for myself. What I have not been 

into myself, I probably have a contact that may help if I can be of assistance to anyone of 

you, so please do not hesitate to contact me at the email below.

 I want to thank Dave DuGolf who held the President position for many years. 

We had a standing joke that now I needed to provide more pollen days and multiple small 

snow days so we can increase our numbers. I am not sure that I alone can accomplish 

this, but will do my best pollen and snow dance. 

 MCA has been busy and we had a wonderful last meeting (April 2019) at 

Dominion Raceway. We had Jim Salisbury who happens to run a carwash, speak about 

Leadership Worth Following. He has a great Facebook page if you want more information. 

We also had opportunities for speed karting and paced laps! A portion of the proceeds 

from that evening were donated to Wash to Save the Bay by Dominion Raceway.

 We have a lot of exciting things for the rest of the year planned as well. Our next 

meeting is on October 16, and the topic is Strategic Training.  We will be at Harrington on 

the Bay in Maryland with a farm to table style dinner overlooking the scenic Chesapeake 

Bay. This is fitting since we work so hard to contribute donations through Wash to Save 

the Bay. It will be followed by a board retreat the next day to help strategically plan the 

upcoming year. The last meeting of the year is November 16 when we will be headed to 

Shepherdstown, WV.

 We have FRESH new members on our board who will hopefully bring new ideas 

and energy to the table. Our new and existing members are veterans to this industry and 

run very successful wash locations. With their help,  I am really hoping to re-energize the 

MCA and attract some new faces to our meetings. 

 As always, if you will be in our area and want to join us, all are welcome.  More 

information can be found about our meetings at mcacarwash.org. You can also email me 

directly at mhashleyjr@gmail.com

Mike Ashley 

MCA President
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MCA Board Of Directors

President
Mike Ashley
Virginia Carwash Industries, Inc., Toms Brook, VA
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If you have an MCA story idea or  
wash you think we should feature,  
drop us an email at: 
mediasolutions@nycap.rr.com

MCA NEWS





68 |  Northeast Carwasher, Fall 2019

WLR Automotive Group’s Growth 
Reflects Market Needs
By Alan M. Petrillo

 WLR Automotive Group’s Auto Spa and Auto 
Spa Express are celebrating 32 years in the car-
washing business with locations spread through-
out Maryland and into Pennsylvania.
 WLR recently opened an Auto Wash Express 
in Frederick, MD, and has begun construction on 
three Auto Wash Express locations in York, Ritchie 
Station, and Donington.
 “Our growth strategy in the next five years is to 
have 20 express carwashes operating in the area,” 
said Randall S. Simpson, president of WLR Automo-
tive Group Inc. He noted that with the new locations 
in Maryland, the company will have 10 locations in 
that state, along with one in Pennsylvania.
 “We started with an Auto Spa full-service and 
detailing location 14 years ago in Frederick,” Simpson pointed out, 
“which is located about a mile from one of our auto repair and 
lube centers. “Then we added another Auto Spa location, and now 
we have five of them, followed by the Auto Spa Express locations. 
We found that we are doing well with our full-service Auto Spa 
locations, but it’s a tough business model. And a lot of people like 
the Auto Spa Express model for its efficiency and quickness.”
 WLR Automotive Group also has 13 lube shops in Maryland, 
a couple paired with full-service Auto Spa carwashes, and two 
auto repair shops. “We cross market our businesses,” Simpson 
said. “Our carwash membership gets $10 off on an oil change, 
and four carwashes, two full service and two exterior washes. 
Members can use their membership for the full-service platinum 
at $59.95 a month, or $34.99 a month for express super.”

WLR Automotive Group’s Auto Spa and Auto Spa Expess locations are celebrating 32 years in carwashing with 
the majority of its facilities in Maryland and one in Pennsylvania.

WLR Automotive has 13 lube shops in Maryland and a couple are paired with 
full-service Auto Spa washes.

The crisp and clean blue and white coloring of the wash paired with the stainless steel 
and tunnel configuration is eye catching and modern.

This aerial view lays out the tunnel from its prep arch to its spot-free rinse.
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the tune of $2.7 million a year in revenue. 
 “On busy days we will get 600 to 700 cars through our full-
service tunnels, and still see a strong demand,” he said.

The Express Model Is The Future
 Simpson sees express carwashing as the future for the busi-
ness. “An express carwash member comes in to wash a car 3.9 
times a month,” Simpson observed, “and a full-service member 
comes in between 2.7 and 3.1 times a month, depending on the 
location. Our price point is to get membership to join and after 
two washes the membership pays for itself.”
 Simpson thinks the secret to his company’s success is, “all 
about the experience of the carwash. We have waterfalls, great 
landscaping, monitors to watch the carwash and the lube, re-
freshments and fish tanks in the waiting area, and ATMs for cus-
tomer convenience. It’s all about operational excellence, work-
ing at the highest level you possibly can.” n

Alan M. Petrillo is a Tucson, AZ-based journalist, a former upstate New York-
er, 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

 But there can be a lot of headaches associated with having 
many carwash locations, Simpson admitted.
 “Full service is where we really see the headaches, in terms 
of the employee aspect,” he said. “It’s hard to find people who 
want to be out there for 11 hours a day vacuuming and clean-
ing cars. On the express model side of things, it takes a lot to 
keep the tunnels maintained well, which is a big deal to custom-
ers. We have five guys in our carwash facilities department who 
direct a lot of their energy and time to perfect the product and 
services we give to customers.”
 And there are advantages to having a lot of carwashes in a 
specific region, Simpson said. “There’s the growth opportunity, 
and especially in the express model where employees see man-
agement opportunities,” he said. “I think there’s a lot of energy in 
carwashes growing across the country right now, but in about 
five to 10 years that might see a saturation point, so you have to 
establish yourself now and be the best operator possible because 
the competition will always be there.”
 He noted that WLR’s average lube center is pulling in 
three times the industry averages in terms of revenue, while a 
couple of its carwashes are washing 120,000 cars annually to 

We are looking for loyal, dedicated partners with 
in-depth technical expertise, extensive local market 
knowledge and relevant contacts. Contact us directly 
or stop by our booth at NRCC and we can talk! 
(Eastern PA, MD, DC, DE, NJ, VA)
 
At the heart of every tunnel system we build is the AVW 
Belt Conveyor. Designed for better vehicle control, our 
conveyors accomodate a wide range of vehicles (including 
duallies), offer easier loading, faster wash speeds, and 
provide a better overall car wash experience! 

We are a family-owned company that manufactures 
innovative car washing equipment and believes in building 
long-term, mutually beneficial business relationships with 
our customers. We make high-quality custom-designed 
full tunnels systems and car wash components ... 
from Applicators to Z-wraps.

AVW EQUIPMENT COMPANY, INC.
105 South 9th Avenue
Maywood, IL 60153 
Phone: (708) 343-7738 
www.avwequipment.com

BUILT
WITH
STAINLESS
STEELSee us at NRCC  — Booth #351

East Coast Distribution Opportunities
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 Mike and Heather Ashley of Wood-
stock, VA, had a self-service carwash 
and a Laundromat in town and wanted 
to purchase a property that another car-
wash occupied so they could build an-
other Laundromat. Before long, the cou-
ple purchased that property and three 
other carwashes, and found themselves 

not only in the multiple Laundromat 
business, but also as multiple carwash 
operators.
 Mike Ashley is a 12-year veteran of 
the Shenandoah County Sheriff ’s Depart-
ment, while Heather Ashley has a career 
spanning 24 years as a school teacher, 
from pre-K through college. Heather 

has a bachelor’s degree in English, and a 
master’s degree in computer science, and 
writes articles for educational journals.
 “We also have a private investiga-
tion firm that we started eight years ago,” 
Mike Ashley said. He currently is a board 
member and chairperson at the Virginia 
Department of Criminal Justice. “Our PI 
firm handles a lot of white collar crime, 
fraud, financial crime, and reconstruc-
tion of accidents,” he pointed out. “We 
got started in carwashing because we 
wanted the property that one sat on so 
we could build another Laundromat.”
 That location is in Basye, which Mike 
Ashley noted is in a desirable ski location. 
“We negotiated and the owner cut about 
$300,000 off his asking price, so we took 
the deal,” he said. 
 All the carwashes, he noted, are be-
ing rebranded as Ashley’s Car Wash, in-
cluding the two self-service bays in Basye. 
The other locations include one in-bay 
automatic and four self-service bays in 
Mount Jackson, two in-bay automatics 
and eight self-service bays in Harrison-
burg, one-in-bay automatic and four self-
service bays in New Market, and one-in-
bay automatic and four self-service bays 
in Broadway.
 As if two Laundromats and five car-
wash locations were not enough to keep 
track of, the Ashleys also own 14 com-
mercial and residential rental properties 
in the Woodstock area. In addition, the 
couple owns Ashley’s Service and Mainte-
nance, a distributor and service business 
that does repairs for appliances, laundry 
equipment and change machines.
 “Heather and I have been married for 
27 years,” Mike pointed out, “and every-
thing that we bought and built has been 
through the blood, sweat and tears that 
we have put into them.”
 While Heather continues to teach 
technology full time in elementary 
school, and both she and Mike work as 
private investigators out in the field, they 
both find time for PI office work, Mike 
said. “We find ourselves tracking mon-
ey, and looking into both non profit and 
other types of insurance fraud,” he said, 

Laundromat Business Leads VA Couple 
Into Owning Multiple Carwashes
By Alan M. Petrillo
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“as well as other private investigation duties, like performing ge-
nealogy investigations for adopted children who are looking for 
their birth parents, as well as serving as a digital fingerprint sta-
tion for hospitals and other organizations.”
 Mike said that accident reconstruction means a lot of office 
work, but also entails going to the site of the accident and view-
ing where the vehicles were when they crashed. “My father was 
a Virginia State policeman for 31 years,” he said, “and he instilled 
in me that when we leave our investigation office, we cut off the 
work and take our time to go home. We’re still on call, but we 
want to have a normal life.”
 Mike and Heather met when he was a firefighter at Toms 
Brook (VA) Volunteer Fire Department and she was the county’s 
honorary fire chief. “I had the honor to make sure she had flow-
ers and got to the parades,” he said. “I went on to become a ca-
reer firefighter in Fairfax Fire Department, and then became a 
sheriff ’s deputy. Heather and I hope to buy an old fire truck for 
its high pressure pump to clean out our carwashes.”
 Both Mike and Heather are notable members of the Wood-
stock area community. Mike was named Citizen of the Year in 
2018 by the Shenandoah County Chamber of Commerce, and 
serves as a member of the Shriners, Masonic Lodge, and the 
Chamber. Heather also is involved with the Chamber, as well as 
the area teacher’s association.
 They both love to take cruises, having cruised to Hawaii 
twice, as well as to Alaska, Mexico, Bermuda and the Caribbean. 
“We recently did an LPGA (Ladies Professional Golf Association) 
tour event in Atlantic City as VIPs,” Mike said, “and we both are 
active in carwashing groups. We both sit on the Northeast Re-
gional board, and I’m currently president of the Mid-Atlantic 
Carwash Association again, and both of us are past presidents.”
 But the couple’s industry affiliations and various business 
endeavors aren’t the only things that occupy their time. The two 
of them have found time to serve as foster parents.
 “We recently became foster parents, doing respite care for a 
night or two usually, but sometimes for a month or two,” Heather 
said. “We do it as a service to the kids, and have been doing it for 
about a year. We hope to be a positive influence on their lives.” n
Alan M. Petrillo is a Tucson, AZ-based journalist, a former upstate New York-
er, 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

Mike and Heather Ashley are hands on  
in their growing business as well as their community.

washcard.com
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 The end of summer is a great point to evaluate progress on the year so far. The 
Carwash Show in Nashville in May was an incredible event and a venue that fostered 
tremendous networking and discussion around new technology and innovation in the 
industry. Every operator and vendor I spoke with told me they were having a strong year 
and looking to expand or improve operations despite economic reports of a potential re-
cession on the horizon. Many were impressed with the improved accuracy of license plate 
recognition technology, and new ways to improve the speed of operations. I particularly 
enjoyed some of the workshops on the future of consumerism, as the carwash industry 
must continue to evolve to stay relevant, not just for the customers of today, but the next 
generation of customers. For example, Millennials are not just interested in the value of 
the services a carwash provides, but also in the value of the experience. As the one lecturer 
at the show said, “With customers spending more time on smart phones and social media, 
you should be asking yourself, ‘Are my car washes ‘selfie’ worthy?’ ”
 Upon returning from Nashville, the New England Car Wash Association (NECA) 
had a successful Table Top Show with more than 100 attendees who joined us for a bus tour 
and show at Boston Winery. NECA also decided to take our April Board meeting on the 
road to Portsmouth, NH. As President, it’s important to me that our Board is more available 
to connect with a larger audience across all the markets we represent. Hosting our Spring 
board meeting in New Hampshire, followed by a networking event at Cisco Brewery, gave 
our northern colleagues the opportunity to connect with our leadership team closer to their 
carwashes and homes, and enabled us to hear what concerns are top-of-mind in their mar-
kets. I look forward to hosting more board meetings and social events on the road in other 
markets so more members can connect with our leadership in a more convenient format.
 Our Board continues to address the concerns members have shared about autono-
mous vehicle technology making it difficult for some consumers with new cars to visit their lo-
cal carwash. We formed a committee that completed several calls with International Carwash 
Association (ICA) leadership, and I’m pleased to share improvements are under way to the 
ICA online portal so that operators will be able to print handouts for their staff which show the 
key issues/solutions associated with any vehicle model that is most frequently presenting chal-
lenges at your business. This is just the first step in our vision for solving this problem.
 NECA is also moving full-speed ahead with its reputation management strat-
egy as we have completed production of three digital marketing videos to better educate 
consumers on the benefits of using a professional carwash. We are also in the process of 
hiring an agency that will be designing an online New England reputation management 
campaign to drive more business to our members’ stores. 
 Lastly, our Board is actively monitoring new environmental regulatory concerns 
that members have brought to our attention, and we are addressing concerns raised about the 
rising minimum wage. We have created a letter template that members can now share with 
their local elected officials to support an upcoming bill for a new Youth Minimum Wage/Train-
ing Wage that would reduce labor costs for many of our members as the standard minimum 
wage increases. It was broadcast to Massachusetts carwashers in July, and is available on our 
website, newenglandcarwash.org under the “News & Events” tab, click “Legislative Activity.”
 I’d like to thank the entire NECA Board and committee members for their hard 
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work on the programs and projects I listed above as we continue to 
improve the benefits of NECA membership. As always, please don’t 
hesitate to email me directly, Mat@ScrubaDub, with any ideas or 
industry concerns that you think our Board should address. I look 
forward to seeing many of you in September at the Northeast Re-
gional Carwash Convention (NRCC) in Atlantic City. You can register 

at nrccshow.com or call 800/868-8590. Don’t 
forget to book your room before the deadline!

 

Mathew Paisner 
NECA President

President's Column … continued

In Memory of  
A Friend and Colleague,  

Steven Crowell
 This past spring, the carwash 
industry lost Steven Michael Crow-
ell of Hudson, NH, who died on 
Wednesday, May 22, at Brigham and 
Women’s Hospital of Boston. Born 
and raised in Somerville, MA, he 
was the son of Joan (Stiles) Crowell 
and the late Terrance E. Crowell. 
Steven was well known in the car-
wash industry, and was passionate 
about his job and his customers. 
He loved classic cars and spending 
weekends at his camp sitting by the 
fire and driving his golf cart. 
 Steven, who worked for Au-

towash Maintenance Corp., served on the New England Car-
wash Association (NECA) Board as a Supplier Director from 
2009 - 2011. He was a very active participant in NECA, rarely 
missing a meeting or event, and contributed his expertise as 
a speaker or panelist on several occasions.
 Steven was the devoted father of Dustin Michael Crowell 
of Shelton, CT, and the brother of William Crowell and his wife 
Piera of Medford, MA, Robert Crowell of Tewksbury, MA, Har-
old Crowell of Haverhill, MA, Kenneth Crow II of Derry, NH, and 
the late June MacInnis. Steven is survived by his loving girlfriend 
Darlene Lloyd of Hudson, NH, Dustin’s mother Suzanne Flaherty 
of North Reading, MA, and many loving nieces and nephews. n

Contributions in Steven’s memory may be sent to the Dana-Farber 
Cancer Institute, Division of Development/Jimmy Fund, PO Box 
849168, Boston, MA 02284-9168 or JimmyFundContactUs@dfci.har-
vard.edu

Steven Michael Crowell
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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Zona Takes off One Hat and Puts on Another
By Alan M. Petrillo

 Chris Zona of Hanover, MA, is a third-
generation carwasher, working with his 
grandfather Leo Zona Sr. at Posh Wash 
from 1975 to 1985, when it was a full-ser-
vice carwash, then from 1985 to 2003 under 
Chris’s father, Leo Jr., who took the business 
into the exterior carwash concept, and fi-
nally running Posh Wash from 2003 until 
2018 as an express exterior with pay sta-
tions, but no prep or towel drying, before 
the wash was sold at the end of that year.

 During his high school and college 
years, Zona worked at the carwash on 
weekends, studying during the week in 
the electronics field. 
 “For the last 15 years, I stayed on 
the cutting edge of technology with the 
carwash, using robotic arches, variable 
frequency drives (VFD’s), and other tech-
nology,” Zona pointed out. “Our carwash 
became the R & D team for a lot of other 
carwash operators who watched what we 

did at Posh Wash, and then imitated us. 
We found ourselves helping a lot of other 
carwash operators.”
 Zona said he left Post Wash in No-
vember of 2018 and four months later the 
business was sold. “But with a new wife 
and baby, I needed to generate income 
and found it easiest to work on the tech-
nology side of carwashing.”
 He said he incorporated AutoWash 
Technologies on December 12, 2018, and 
used his relationships with POS and con-
troller manufacturers, and other carwash 
vendors, to determine each one’s individ-
ual strengths and see what would work 
best for carwash customers.
 “The phone started ringing right 
away, with carwash operators asking for 
our advice on carwash equipment and 
chemistry,” Zona noted. Zona said Au-
toWash Technologies’ partners include 
Motor City Wash Works, a manufacturer 
of conveyorized carwash systems found-
ed by Lee and Richard Belanger, and Bob 
Wentworth; Laguna Industries, manufac-
turers of carwash control systems; Qual 
Chem LLC, a carwash chemical compa-
ny; G & G Industrial Lighting, which sell 
LED lighting products that can stand up 
to harsh carwash environments; and Gal-
lop Brush Company LLC, which makes 
cloth and foam brush replacements.
 Other partners include Velocity 
Water Works, a designer and manufac-
turer of performance water systems; In-
novateIt, with experience in operating 
all types of carwash equipment; Vaughn 
Industries, a supplier of rollers, sprock-
ets and chain; Clean World Distribution 
Inc., designer and maker of mat cleaning 
systems; and Innovative Control Systems 
(ICS) and Micrologic Associates, on-site 
sales and service POS systems and tech-
nology solutions.
 Zona said that he was able to start 
his business at a time when there was, “an 
underestimated demand in the market for 
someone to put carwash operators first, 
and make decisions for multiple vendors 
that are best suited for specific operators. 
I’ve learned a lot in the months since I 
started AutoWash Technologies, and think 
my experience in carwashing has been very 
helpful in working with operators. 

TUNNEL - FOCUSED SOLUTIONS..SINCE 1976

To learn more, visit www.LustraBear.com or call 920-337-2175

6 STEPS TO SHINE
As introduced 

at the 2019 
Car Wash Show 

in Nashville
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AutoWash Technologies’ Chris Zona (right), is a third generation carwasher who is using 
his hands-on carwashing skills to educate operators and create good fits with suppliers.

 “My dream is to be a carwash operator again while continu-
ing this venture, but plan for a full focus on AutoWash Technolo-
gies to grow it into a technology-oriented company.” n

Alan M. Petrillo is a Tucson, AZ-based journalist, a former upstate New York-
er, 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
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NECA Awards Five $1000 Scholarships

• Tommi Bonomo, whose mother works for AutoShine 
of New England. She will be attending Southern Con-
necticut State University in New Haven and studying 
psychology.

• Trevor Koppy, who works for Triple Play Car Wash, 
will be attending UMass Boston and studying bio-
chemistry.

• Cally Seidel, whose mother works for National Ticket, 
will be attending Bloomsburg University, Bloomsburg, 
PA, and studying psychology.

• Julia Simons, whose father works for RoJo, will be 
attending Bridgewater State University, Bridgewater, 
MA, and considering a variety of career options.

• Michael Connolly, who has been working for 
Sandwich Car Wash while studying economics at 
Cape Cod Community College, is our Thomas Ran-
do Memorial Scholarship winner.          
          Michael works 25 hours/week at the carwash 
plus attends college full time. In addition, he is class 
president and performs community service. The 
NECA Scholarship Committee was very impressed by 
his drive and determination. He is a young man who 
has exhibited exceptional initiative, and the commit-
tee is confident, that he will be very successful.

 The New England Carwash Association (NECA) has awarded five, $1,000 Scholarships, in-
cluding the first Thomas Rando Memorial Scholarship, to five worthy college students. Since 
the program’s inception in 2011, NECA has awarded $22,000 in scholarships.

The 2019 winners include…

 Anyone who works for a NECA member company or is an immediate relation to some-
one who works for a NECA member company, may apply for a scholarship. 

2020 applications will be available in January.

Trevor Koppy

Julia Simons

Tommi Bonomo

Michael Connolly

Cally Seidel
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 Featuring a mid-day shotgun start, lunch on the course, put-
ting contest, prizes for outstanding golfers, a late afternoon re-
ception, golf ball cannon, great raffle prizes and a dinner buffet, 
you won’t want to miss this annual event!

ONLINE GOLFER REGISTRATION HAS BEGUN! 
 Visit newenglandcarwash.org to sign up. If you are not a 
golfer, but want to join the festivities, you can register for the 
reception and dinner only.

 SPONSORSHIP OPPORTUNITIES at all price points can 
be reviewed on newenglandcarwash.org or by calling Event 
Chairman Mark Delaney at 617/640-7416 for availability.

2019 Charitable Recipient
 A significant portion of the 2019 golf outing proceeds will be 
donated to Lovin’ Spoonfuls food rescue, the first organization of 
its kind in Massachusetts, and the largest food rescue agency in 
New England.
 Since 2003, as a result of our golf outing, the NECA has donat-
ed more than $80,000 to various charities. Since 2011, the Outing 
also has helped to support NECA’s Scholarship Program. n

TREASURER’S REPORT
New England Carwash Association, Inc.
January  - May 2019

Income
Interest Income .....................................................................  $1,145.40
Meetings..............................................................................  $15,540.67
Member Services ...................................................................  $2,021.61
Membership ........................................................................  $13,580.00
NRCC ...................................................................................  $28,000.54
Scholarship ..............................................................................  $410.00

Total Income .................................................................... $60,698.22
Expenses

Advertising and Promotions .......................................................... $-
Board Expenses .....................................................................  $1,415.13
Charitable Contribution* .............................................................. $-
Insurance .................................................................................  $740.00
Management Services .........................................................  $13,600.36
Meetings................................................................................  $8,898.56
Member Services ......................................................................  $319.30
Membership .............................................................................  $345.32
Office Expense .......................................................................  $1,445.62
Professional Expense ................................................................  $750.00
Scholarship ................................................................................... $-
Tax .............................................................................................  $16.69

Total Expenses .................................................................. $27,530.98
Net Income ...................................................................... $33,167.24
Cash Balances

Citizens Checking ................................................................. 108,978.26 
TIAA Savings CDs ................................................................ $105,881.45
TIAA Reserve Fund CD .......................................................................
$90,117.54 ........................................................................................

Total Checking / Savings ...................................................$304,977.25

NECA’s Annual  
Golf Outing, Sept. 10

The NECA Board Takes a Road Trip

To gather feedback from members outside the metro Boston market, NECA board 
members traveled to Portsmouth, NH, to reach members in the Granite State.

 Perhaps the greatest benefit the New England Carwash As-
sociation (NECA) offers is the opportunity to learn from and 
meet up with carwash industry colleagues. But, we know that 
it’s not always possible to find time to attend one of NECA’s four 
events: Winter Dinner Program, Spring Table Top Show and 
Tour, Summer Golf Outing and Fall Dinner Program. Bringing 
together every operator and vendor across five New England 
states to tackle core issues is no easy feat. As a result, we are tak-
ing a page from the playbook of NECA Past President Adam Ko-
rngold, by hosting some Board meetings on the road followed 
by networking receptions for members and non-members. Our 
goal is to make it more convenient for operators and suppliers in 
a variety of markets to share concerns and ideas, in person, with 
our leadership team. 
 Our first “road trip” occurred June 11, when the board met 
at Cisco Brewers, a craft brewery in Portsmouth, NH. The Board 
had its meeting and then welcomed northern New England car-
washers to join them for complimentary hors d’oeuvres and a 
beverage. Good food, good beer and good conversation made for 
a lively event. n

The Board’s next “road trip” will be to Rhode Island.

Dan, Graciela and  
Lucas attended the 
New Hampshire mixer.
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June Wash Tour/Winery Event 
A First for NECA
 What a great day! The weather was perfect and the two 
buses of carwashers enthusiastically gathered outside the Bos-
ton Winery, by Boston Harbor in Dorchester, MA, to begin their 
afternoon of carwash tours.
 On their return, they were welcomed into the Winery 
featuring brick walls, large windows, family-style seating and 
lighting like a plaza all contributing to a pleasing and welcom-
ing atmosphere for socializing and networking. The event was 
very fluid, allowing our attendees and exhibitors to move about 
rather then remain in one spot. Instead of a big ballroom full of 
6' exhibit tables, there was a combination of traditional exhib-
its around the periphery of the room and high-top conversa-
tion stations at the center.
 Fifteen attendees won wine tastings and many others 
bought their own tastings. Many attendees took advantage of 
winery tours provided by the owner. The reception was ca-
tered by Venezia and featured a lavish antipasto bar, a pasta 
station, four types of gourmet pizza and for dessert, trays of 
different cannoli. 
 Thank you to all who participated, especially our tour 
hosts, exhibitors and sponsors.  n

The NECA deviated 
from its normal table 

top set up and ventured 
to a destination venue, 
with a more informal 

vibe, to shake things up.
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SPECIAL THANKS  
TO THE EVENTS SPONSORS

MAJOR SPONSORS
Autowash Maintenance Corporation

DRB Systems
Harrell’s Car Wash Systems

Kleen-Rite Corporation
Washify Services LLC 

CONVERSATION STATION SPONSORS
AquaGlo Solutions

Autoshine of New England
Harrell’s Car Wash Systems

Simoniz USA
ZEP Vehicle Care

EXHIBITORS
Aquas Group

Autowash Maintenance Corp.
Autowash Supply Company

AutoWash Technologies (tour)
Car Wash Insurance Program by McNeil & Co., Inc.

Equilibrium Point IOT
Excel Tire Gauge

Innovative Control Systems
International Drying Corp.

Kleen-Rite Corporation
National Carwash Solutions

National Ticket
Simoniz USA (tour)

Triad Design
Vehicle Wash Systems
Washify Services LLC

Wheel-eez/Cork Industries

ZEP Vehicle Wash was one of many vendors at the event.The guys from Autoshine of New England seemed to enjoy the new venue.

Team ScrubADub came out in force.

NECA Past Presidents Dave Ellard, Dom Previte and Paul Vercollone.
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 This year’s Northeast Regional Carwash Convention (NRCC) in Atlantic City is 
Monday, September 23 and runs through Wednesday, September 25. That means you have 
to start planning NOW! 
 We in New Jersey have it easy as Atlantic City is at the center of our state and 
can be reached with a reasonable drive from any direction. Just pretend it is still summer 
and you are going to the beach! The best kept secret of the shore is that September is the 
month to go to the beach with great weather and the kids being back in school. 
 The host hotel for the show is the Borgata, and don’t forget to book early or you 
may have to stay in another venue. The Borgata has special NRCC show pricing and is still 
the place to stay in Atlantic City. Giving you one more reason to stay over is the Virtual 
Carwash Tour on Monday afternoon. This seminar is Monday, September 23, and runs 
from 3:30-6:00 pm and is hosted by Hoffman Car Wash’s Tom Hoffman, Jr . Every year this 
event has a packed room of enthusiastic and interested carwashers. Where else can you 
tour exceptional carwashes without getting on a bus? After the virtual tour, you get a quiet 
night to check in, get dinner, perhaps gamble and get ready for the Tuesday educational 
sessions at the Atlantic Convention Center before tackling the expansive show floor. 

CWONJ Meetings
 In August, the CWONJ had its Children’s Specialized Hospital 19th Annual 
Golf Outing at Suburban Golf Club in Union where we donate much of our proceeds to 
the hospital and the good work done there. We are also finishing up plans for our Fall 
Membership Meeting, November 12, now. Our state has had a lot of changes in the past 
year with minimum wage increasing and the Earned Sick Leave Law coming to fruition. 
It is essential that we as small business owners and operators stay involved with coming 
changes and the consequences of past changes. At our spring meeting we brought the 
Human Resource Directors of Hoffman Car Washes (upstate New York) and Splash Car 
Washes (Connecticut) to talk with us about best hiring practices. I came away with a lot of 
information and my two biggest take away points were: 1.) Recruiting and hiring is not as 
simple as a “Help Wanted” ad, b) Everyone is having issues recruiting good people. 

Veterans Day!
 Every year I always end up getting behind the curve and forgetting about  Vet-
eran’s Day, November 11, until the week before. Then it is a mad rush to dig out signage 
and get ready. This year, I’m planning ahead for new signage and an upgraded promo-
tion. One of the good things that we as an industry do is participate in the Grace for 
Vets program. Last year we as an industry gave away 312,409 carwashes as our small 
“thank you” and mark of respect to our military. If you haven’t gotten involved with this 
effort, you can learn more and get your own signage at graceforvets.org

 See you all in Atlantic City in a few weeks!

Doug Rieck
CWONJ President

PRESIDENT’S COLUMN

Officers

Walt Hartl, president
Hoffman Car Wash, Albany 
518/527-4202  •  whartl@hoffman-development.com

Steve Weekes, vice president
Sitterly Road Car Wash LLC 
518/383-8126  •  sweekes@nycap.rr.com

Rob Peter, secretary
Lustra Car Care Products 
585-754-0005  •  rpeter@lustrabear.com

Mike Benmoschè, treasurer
McNeil & Co., Inc., Menands 
607/220-6344  •  mbenmosche@mcneilandcompany.com

Board Members

Gary Baright, Foam & Wash 
914/757-2700  •  gbaright@foamandwash.com

Jake Collison, Simoniz USA 
978/518-0018  •  jcollison@simoniz.com

Miguel Gonzalez, Micrologic Associates 
973/945-3339  •  miguel.gonzalez@micrologic.net 

Christian King, KNC Holdings, Albany 
518/783-2100 ext 5  •  cking@clean2o.com

Chris Kubarek, K & S Car Wash 
315/255-1414  •  cjkubarek@me.com

Mackenzie Wilock, Spritz Car Wash 
518/376-7681  •  weekmac@gmail.com

Past Presidents
Tom Hoffman Sr. Dan Kailburn
Ron Burton* Don Scordo
Raymond Justice Ken Knightes*
Steve Voll Walt Hartl
Mark Kubarek Dennis O’Shaughnessy, Sr.
Tom Hoffman Jr. Steve Knightes
 Mark Kubarek
*Deceased

Executive Director
Suzanne L. Stansbury 

Ph/F: (518) 280-4767 

mediasolutions@nycap.rr.com 

P.O. Box 230, Rexford, NY 12148

www.nyscwa.com
www.northeastcarwasher.com
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Fall NYSCWA  
Membership 
Meeting & Tour

Wednesday, October 16
Binghamton/Cortland

For more information visit nyscwa.com

Seasoned Wash Contractor 
Passes at 63

 Otto William Rusch II of Mamaroneck, 
NY, passed away on July 1 at 63. Rusch, a 
long-time electrician and carwash con-
tractor was known to many in the tri-state 
market, and involved in many new wash 
installations over the last 30-plus years. “I 
met Otto in 1990 on an Econocraft project 
in New York City,” said ICS’s Brian Bath. 
“I worked with him on many projects 
throughout the years. He was a very hard 
worker and he will be missed by many. We send all our love to 
Pam and his boys.”
 Born in Newburgh, NY, on November 28, 1955, to Otto Rusch 
and Ann Rusch-Innello (and helped raised by Rocco Innello), he 
is survived by his loving wife Pamela and his two sons, Otto Wil-
liam Rusch III ( Joanna) and Karl Christian Rusch (Lisa). He also 
leaves behind siblings Cristina Rusch, Diana Farrar (Gary), Erica 
Zachar (Charles) and Anthony Innello (Angela).
 Otto will be fondly remembered for his love of hunting, fish-
ing, boating and spending time on the water with his family. n

Memorial contributions can be sent to The American Heart Asso-
ciation, www.americanheart.org or the Alzheimer’s Association, 
www.alz.org.

New York State Car Wash Association
Profit and Loss
January - June, 2019
Income

   Meetings Income ..................................................................... $  8,670.00  
   Membership Dues .....................................................................15,120.00  
   Northeast Convention Income ..................................................28,000.54  
   PAC Contributions ..............................................................................0.00  
   Vendor Sponsorships ...................................................................3,276.40  

Total Income ..........................................................................$55,066.94  
Gross Profit ............................................................................$55,066.94  

Expenses
   Advertising/Promotional ................................................................113.40  
   Bank Service Charges .........................................................................5.25  
   Charitable Contributions ................................................................100.00  
   Director Fees .............................................................................12,250.00  
   Dues & Subscriptions ..................................................................2,500.00  
   Insurance Expense.......................................................................1,488.00  
   Legislative Fees .........................................................................10,500.00  
   Meetings Expenses ....................................................................11,618.44  
   Office Expenses ..............................................................................552.36  
   Postage Expense .............................................................................258.47  
   Printing/Graphics .............................................................................39.00  
   Professional Services fees ...............................................................800.00  
   QuickBooks Payments Fees ............................................................647.63  
   Telephone ......................................................................................114.97  
   Travel ...............................................................................................88.32  
   Website Host ..................................................................................350.00

Total Expenses ........................................................................$41,425.84  
Net Operating Income .............................................................$13,641.10  
Net Income ............................................................................$13,641.10  

Checking Account Balance ...........................................................56,365.95  
Money Market Balance .................................................................64,917.85  

Total Cash On Hand ..............................................................$121,283.80  

Sunday, Jul 07, 2019 03:18:28 PM GMT-7 - Cash Basis

The Mets took on the Nationals on Wednesday, 
May 22, and the New York State Car Wash  
Association (NYSCWA) was there in force.

Article and photos on the next two pages…

The Mets took on the Nationals on Wednesday, 
May 22, and the New York State Car Wash  
Association (NYSCWA) was there in force.

Article and photos on the next two pages…

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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Jordan Pantalone and Alex 
Stansbury took in the game 

from the comfort of the 
airconditioned suite.

Rajai Davis Hits it Out of the Park 
During the Annual Mets Game
 So, all of the New York State Car Wash Association (NYSC-
WA) events at Citi Field are full of fun, camaraderie and of course 
baseball but the game on May 22 against the Washington Na-
tionals was a season highlight thanks to Rajai Davis. Davis, who 
was currently in the middle of a road series against Lehigh Valley 
Iron Pigs with the club’s Triple-A Syracuse team, was in Penn-
sylvania when he got the call from the Mets that they needed 
an outfielder – ASAP! No problem. Davis hired an Uber for $243, 
bonded with his driver Jason, and made the two-hour trek to Citi 
Field. After struggling to find the clubhouse, Davis arrived in the 
dugout in the third inning just in time to be called upon for a 
pinch-hitting homer. The Mets went on to beat the Nationals 6-1.
“You can’t ask for more than that,” said NYSCWA President Walt 
Hartl. “It’s always a fun game, but this took it to the next level.”
 The annual sold-out event is a great opportunity to share a 
fantastic ballpark suite loaded with food, drinks and friendships. 
Hartl wanted to note the long-time efforts of event Chairman Mike 
Benmosche, for his tireless work perfecting this outing. “Mike has 
poured his blood, sweat and tears into making this baseball event 
a standout for our association and its members,” said Hartl. “We 
cannot thank him enough for his hard work and dedication.” n

 Special thanks to event sponsor Micrologic Associates.

For more information visit nyscwa.com
   

Jeff Bell and his son, 
Josh, enjoyed the event!

Special thanks to 
event founder Stuart 
Rosenberg (left) who 
was joined by some 
friends to take in the 
day’s event.

Wheel-eez’ Bob Kuczik 
and his friend Ray 
Burek had front  
suite seats.

Former Mets second 
baseman, Tim Tuffel, 
made one little boy very 
happy with stopping by 
the Porsche Party Suite!
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The two beauties of 
the day, Paige Hartl 
and Heather Courtney, 
enjoyed a snack before 
the game while donning 
their Mets apparel.

College Park’s Ben 
DuGoff is never far 
from his social media 
feed and posted from 
the game.

Despite being the only 
two Nationals fans in 
the suite, Dave and Ben 
DuGoff, came suited up 
and made the best of a 
tough game. (Note, the 
back of their jerseys 
says “Carwash 1.”)

Mike and Janice Conte ( front and center) and Doug and Kath-
leen Rieck took a moment to catch up.

The team from Colonial Carwash made their debut at the Mets event and by all accounts 
I think they will be back!

This crew made sure to enjoy the day’s event with a smile. Pictured are Walt Kemp from 
Aurora Insurance, Mike Benmosche from Carwash Insurance Program by McNeil, Heath-
er Courtney, NRCC coordinator, Paige Hartl, Walt Hartl of Hoffman Car Wash and the 
NYSCWA President and MCA President and College Park Car Wash owner Dave DuGoff.

Team Micrologic was out in full force!
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The group met in a tasting room at 
the  Geneva winery before dinner.

Just a few ladies enjoying the event.  
Pictured are Michelle Landers and Amanda and Terri Kubarek.

The Three Brothers sommelier explained the pairings and the history of the 
winery/brewery to eager attendees.

President Walt Hartl 
addresses attendees and 
conducts the membership  
meeting in the venue’s 
dining area.

NYSCWA Tours Washes, Visits Winery/
Brewery on May Day

 After a 40 minute drive to the Geneva winery the group was 
educated by a semonia on the history of Three Brothers and the 
wines and beers it produces before enjoying a succulent buffet 
dinner and business meeting.

SPECIAL THANKS TO THE EVENTS SPONSORS

BuS TOuR SPONSORS

Simoniz USA
Washworld

MEETINg SPONSORS

WNY Carwash Systems

TASTINg FlIgHT SPONSOR

ICS

DESSERT SPONSORS

Carolina Pride

 The New York State Car Wash Association (NYSCWA) toured 
three impressive washes and ended their day at the picturesque 
Three Brothers Wineries and Estates & War Horse Brewing Com-
pany in Geneva on May 1.
 The event kicked off in Auburn where a bus load of carwash-
ers met at the Home Depot to board a chartered bus that would 
take them to three sites in/around Auburn. The first stop was K 
& S Car Wash on Grant Avenue where the Kubarek family (Mark, 
Terri, Chris and Amanda) rolled out the red carpet and BBQ to 
feed the group of hungry carwashers. Their two inbays and four 
self-service bays feature DRB controls and a combination of Car-
oline Pride and Hydra-Flex self-service equipment. The newly 
renovated site did not disappoint.
 The next tour stop was the new 100-foot express exterior 
tunnel Auto Wash featuring ICS controls and Motor City equip-
ment. This state-of-the-art site is owned by the Marchenese 
family who operate five washes in Auburn, Geneva, Batavia, 
Tonawanda and Canandaigua.
 The final stop was the newest K & S site on Genesee Street. 
The 120-foot tunnel features DRB Systems’ control and Sonny’s 
equipment with one Washworld inbay automatic and six Caro-
lina Pride self-service bays. The one stop shop was recently pur-
chased and painstakedly renovated by the Kubarek family. 

Continue for photos of the tour…
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 K & S Car Wash, Grant Avenue

You enter the site from the rear as is stated on the attractive signage.

The site features DRB controls and uses its gates to promote their unlimited program.The site’s auto cashier is K & S customized to a tee.

NYSCWA Wash Tour … continued
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 K & S Car Wash, Grant Avenue

 In addition to inbays, the renovated wash features four traditional 
Carolina Pride-equipped bays and two inbay automatics.

Tour attendees were impressed with the site’s transformation.

The wash’s signage is colorful and to the point.

Continue for more tour photos …
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Auto Wash Car Wash, Grant Avenue

The express exterior features 
ICS controls and  

Motor City equipment.

Carwash Insurance Program by McNeil’s Carla West and Mike Benmoschè 
and NYSCWA President Walt Hartl.

NYSCWA Wash Tour … continued

The wash’s Towel  Exchange program is an added customer bonus.
The wash can easily promote its unlimited pro-
gram and free vacs on its ICS paystation.
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The site opened in 2019.

Scrubadub’s Doug Kleeschulte, Auto Wash’s Bobby Marchenses and Buck-
man’s Jeff Gold.

Auto Wash Manager Ryan Schmeer and Owner Bobby Marchenese.

ICS’s Brad Metcalf and 
Hoffman Car Wash’s 
Tom Hoffman, Jr.

The attractive ICS 
Express Vacuums are 
also used to promote  
the unlimited program.

The attractive express exterior is run by the 
Marchenese family who operate five washes 
in central New York.

Continue for more 
tour photos …
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Signage abounds in the self-service bays.

K & S Car Wash, Genesee Street

The K & S site on Genesee Street was an existing wash the family purchased 
and renovated in 2019 featuring a 120-foot tunnel and traditional bays.

The tunnel 
lighting is  
eye catching.

NYSCWA Wash Tour … continued
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This Washworld Razor is one of two inbays on the site.

The brick walkway is lined with vintage and new wash photos.

Chris and 
Sheila Burgess 
of Whata Wash 
in Newark, NY.

The J.E. Adams vacs are attractive and functional.

Continue for more tour photos …
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K & S Car Wash, Genesee Street continued…

All the bases are covered at this multi-purposed site.

The tunnels’ DRB paystations make processing 
the cars simple and quick.

The tunnel features 
Sonny’s equipment.

No attention to detail has been spared at this rehabbed site.

The equipment room is neat and orderly.

NYSCWA President 
Walt Hartl and 
Perinton Rapid 
Wash’s Michelle 

Landers.

NYSCWA Wash Tour … continued



INNOVATEIT
Consistent, Repeatable, Quality through

INNOVATIVE TECHNOLOGY

dispenseIT System
A simple, consistent performing chemical delivery system

Keeps electrical costs low

Stainless steel frame, panel and rocket injectors

Just roll or mount into position

innovateITcarwash.com518 741 4200

innovateIT Solutions

blastIT Arch

dispenseIT System

Entry Sensory Kit

moveIT Conveyor

moveIT Hydraulic Unit

pumpIT High Pressure Pump Station

rinseIT High Pressure Arch

waxIT Hot Wax Arch

wheelblastIT

Podium

Control Cabinets

VFD Cabinets

Exclusive Distributor
Rollers, Allied-Locke Chains, 
Sprockets, Idler Drums, Roller 
Forks and More!
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• It is imperative that the wash include signage that sup-
plies a warning for failure to use the PPE (personal protection 
equipment) furnished by the owner as protection against cer-
tain equipment malfunctions or product misuse. This should, at 
minimum, include such items as eyewear, footwear, and hearing 
protection. Keep in mind such signage must be posted in a con-
spicuous area and clearly visible.

• There are several risky job functions, such as equipment 
maintenance, that require safety signage that instructs the 
workers to comply with certain safety procedures. It is incum-
bent on the owner to identify hazardous operations and devel-
op a plan to allow employees to complete their work without 
injury. Some examples of signage that would meet that level 
of safety might be lockout/tagout notices, denoting the impor-
tance of using safety guards when operating specific machin-
ery, and the dangers associated with mixing or handling chem-
icals. Vetting out what exposures to address is an important 
step to make sure you are providing adequate safety signage 
throughout the facility and property.

Warnings
 Warning signs, as well as some disclaimers, vary a great 
deal from wash to wash. One important point to address here is 
the misconception that the use of this information absolves the 
owner from any responsibility for accidents or injuries arising 
from the warning or disclaimer. From my perspective, it is gen-
erally accepted that no matter what you assert on a sign, there 
is always a risk that any accident or injury can include elements 
that can be interpreted as a breach of duty and defined as gross 
negligence negating the defense argument. Having said that, I 
still advocate for the use of these signs as they can often help 
establish intent and along with other conditions may still offer a 
valid defense. When considering the use of this signage, the fol-
lowing are some tips to help make it more effective:

• Be sure to place the sign where it can easily be seen by visi-
tors prior to being exposed to dangerous conditions.

• It must be in clear view unencumbered by any landscap-
ing, or any other obstructions.

• The size of the lettering is adequate and in good condition 
leaving it legible and 

• Printed in a language that will be readable by most 
visitors.
 When deciding on the kind of warning sign and verbiage, be 
sure to adhere to any local or state ordinance codes. 
 When the time comes to use warning signage as a defense, 
keep in mind that very often the pertinent doctrine invoked is 
whether the owner acted in a manner that meets the standard of 
“a reasonable and prudent man.” This basically means, “did the 
owner exercise average care, skill and judgment to keep visitors 
safe at their locations.” Each time you consider whether to resort 
to warning signs, ask yourself if the interpretation of your mes-
sage would satisfy this principle. 
 One effective method to combat being judged negligent is 

 To convey important messages, carwash owners commonly 
contemplate three major types of signage for their businesses:

• Marketing and advertising
• Safety and 
• Warning. 

 Each form of signage has unique characteristics that need 
to be considered to ensure your intended message is accurately 
delivered. The success of the business, as well as the safety of 
your employees and customers, depends on choosing the right 
copy for your messaging.

Advertising & Marketing
 Advertising can be one of your wash’s most critical mar-
keting functions and the wording you choose needs to high-
light a specific differentiator for your business. Some ques-
tions to consider: 

• Are you appealing to the potential customer’s sense of 
well-being?

• Are pricing packages and cost menus attracting the most 
favorable selections?

• Convenience?
• Speed of service?

 To obtain the most ideal product, I recommend consulting 
with a carwash sign expert who is most qualified to guide you 
through the steps necessary to make a valued decision. There 
are a multitude of considerations that can best be articulated by 
an individual or team who has the expertise and skill to present 
these options. Don’t fall into the trap of believing you’re saving 
money doing the research on your own, and end up paying more 
in the end to fix an ineffective design. 

Safety
 Safety signs are an important aspect of maintaining a safe 
environment for your employees. This includes warning signs, 
but we’re going to address that subject more thoroughly later in 
this article. A few areas that require attention to safety signs are 
as follows:

• Signage that aids workers and visitors in navigating 
through the facility to avoid hazardous zones and pointing out 
where life-saving equipment is stored in case of an emergency.

• Visual communication to instruct workers and visitors 
how to safely exit rooms or the entire building. The Occupation-
al Safety and Health Administration (OSHA) has some specific 
rules and regulations regarding these signs and you should make 
yourself familiar with those specifications. It is essential that 
your wash meet the standards to avoid violations and penalties. 

• For example, this might relate to the size of the lettering, 
whether it needs to be illuminated or not, the color of the sign as 
well as the specific message it reads. 

• All washes have some significant electrical dangers that 
must be visibly displayed using warning labels. Again, OSHA 
has a set of rules and regulations that apply to this workplace 
standard and you should be aware of the specifics involved 
with compliance.

Advantage, Signage
By Mike Benmoschè

Continued …
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crease, which would occur in their payroll based on this legisla-
tion. Unfortunately, there is no schedule for the date of the bill’s 
transmittal to the Governor. The New York State Car Wash As-
sociation (NYSCWA) will keep you advised of any action with 
respect to the bill.
 Members are encouraged to communicate their concerns 
with respect to this legislation directly to the Governor using the 
following link: https://www.governor.ny.gov/content/governor-
contact-form
 NYSCWA will be submitting a letter in opposition to the 
Governor on behalf of the entire membership. This letter argues 
that it would be more appropriate to penalize a wage theft viola-
tion with a loss of the tip credit in addition to the other existent 
penalties. This approach would not negatively impact carwash 
operators who operated and continue to operate their business-
es lawfully and provide their employees with their appropriate 
wages. It would target those operators who either failed to or in 
the future do not comply with the law.
 Although it is positive that the bill is not statewide in its ap-
plication, there is no guarantee that legislation to capture the 
entire industry won’t be revived during the 
next legislative session, particularly if there 
are any wage theft incidents that occur in any 
part of the state that is exempted. As always, 
please exercise extreme care in preparation 
of your payrolls.  n

William Y. Crowell, III, Esq. is a partner with Dickin-
son, Avella & Vidal in Albany. You can reach him at 
518/369-7961 or wcrowell@dickinsonavella.com

Bill to Repeal Tip Credit in Select Markets 
Awaits Governor’s Signature
By William Y. Crowell, III

to prove the level of care you extended was reasonable. As with 
many other things in life, too much of anything can be detrimen-
tal. Be careful that you don’t use wording that might be confus-
ing, or too many signs that might be more of a distraction than 
helpful. Utilized responsibly, signage can serve as a significant 
value during your daily operations provid-
ing important information, instruction and 
keeping people safe. Tap the available re-
sources and make them work for you today!
 Remember, a safe wash protects people 
and profits! n

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

 The New York State legislature adjourned its session on 
June 21 with mixed results for the carwash industry in New York. 
There are no current plans for the legislature to return to session 
until next year.
 Democratic control of the legislature produced significantly 
different results with an expanded agenda focused on a broader 
range of issues. Political power was in large measure transferred 
from upstate to Westchester and south. Another new reality is 
that business groups were in a defensive mode reacting to legis-
lative proposals that in prior years gained little traction.
 S.4030A (Ramos) A.6346C (Crespo) which repeals the tip 
credit for carwash workers in New York City, Westchester, Nas-
sau and Suffolk Counties, was passed by both houses. This bill 
to date has not been forwarded to the Governor for action. A 
Newsday article dated June 6, 2019, by Yancey Roy on passage of 
the legislation stated that: “A spokesman for Cuomo didn’t indi-
cate how the Governor would act on the bill, but merely said that 
administration will certainly consider any legislation that builds 
upon this and helps lift working people out of poverty.” 
 The legislature in passage of the bill focused on the fact that 
there were carwashes successfully prosecuted for wage theft 
from carwash employees. It was argued by proponents that the 
legislation was necessary to ensure that carwash workers re-
ceived the minimum wage. It has proven to be a difficult task to 
convince legislators that a small percentage of operators com-
mitted wage theft. The carwash industry in New York has been 
negatively branded by the actions of those operators who were 
convicted of wage theft. In the Assembly floor debate, the nega-
tive impacts of the legislation were raised in terms of its impacts 
on jobs because it spurs more operators to automate their car-
washes. The argument in response was that automation should 
not prevent appropriate treatment of employees. 
 This legislation as originally introduced applied on a state-
wide basis. Assemblyman Crespo subsequently amended the bill 
to apply only to New York City. Senator Ramos’ bill continued to 
be a statewide measure. Ultimately the final bill includes New 
York City, Westchester, Nassau and Suffolk counties. The Assem-
bly sponsor advised that these communities were included be-
cause those areas are where the problems are located. 
 The legislation defines a carwash worker as an employee in 
the affected areas “…primarily engaged in the washing, vacuum-
ing or general cleaning of motor vehicles.” The bill implements 
the minimum wage required in New York City or Nassau, Suf-
folk or Westchester without any allowance for gratuities. The tip 
credit would remain in effect for carwashes in the other counties 
of the state. The bill, if signed by the Governor, becomes effective 
30 days after its signature.
 Carwash operators in the affected areas need to prepare 
to adjust their business plans to respond to the significant in-

LEGISLATIVE UPDATE

William Y. Crowell, III

Mike Benmoschè … continued
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Learn how to think out of the box and create a brand like no other!
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 My story, which has several lessons, took place, I think, in At-
lanta, GA. I say that like I am not sure because I am not. So, let’s say 
it was 30 years ago because it doesn’t really matter for this story.
 I was giving a talk at an International Carwash Association 
(ICA) national convention. It was not in front of the full house 
but one of the break–out sessions. My planned talk for the car-
wash operators in attendance was on Marketing.
 As I approached the designated room, and was about ready 
to enter, I read the stand–up sign by the doorway which said: 
Ray Justice, Buckman’s Car Washes, Rochester, New York dis-
cussing one of the most important elements of carwashing. Lo-
cation, Location, Location.
 Did I read it correctly? 
 Was I at the wrong room?
 The wrong day, wrong time?
 I was supposed to speak about Car Wash Marketing!
 Now, what do I do with only 15 minutes and counting? Panic 
set in. What do I do? 
 What do I do? I am going to look foolish. 
 And then a thought came to me. A thought message from 
a friend, who had taught me, by example, that when I am off, 
or nervous or doubting, to sit alone, eyes closed and focus on 
one single thing while deep breathing. One thing to keep me cen-
tered, balanced and focused just for the next few minutes. 
So, there I was with a message, an idea, and no easy place to sit 
and close my eyes. 
 Somehow, not sure of what made me think of this next, I 
walked around the corner, stood looking at a very small spot 
on the wall. That beautiful spot became the most important 
thing for a couple of minutes, while slowly deep breathing. 
I was grateful that I was able to even find a place to refocus, let 
alone a beautiful spot to view. Corny as it all sounds, it turned 
into a magical lesson for me on personal focus and how my feel-
ings and energy are picked up by everyone close by.
 After that, I walked into the presentation room, up to the 
podium and talked to a few people as I laid out my notes and 
started right on time.
 I do not remember exactly, but I think I started talking about 
location and then probably drifted into marketing. The good 
news is that all went well, and I received very nice compliments.
 One fellow shook my hand and told me it was one of the best 
talks he had heard, so I asked him why he thought so. He hesi-
tated a few seconds and said, “Because you told stories.” He went 
on further to say that every year he goes to interesting presenta-
tions, takes lots of notes, and then goes home and does very few, 
if any, of the tasks and changes he had written down. Then he 
realized he does the same thing every year, even with some of 
the same exact talks. He said the stories gave him a connection 
he could relate to and also a means to remember what he heard 
that he wanted to include, or change, in his life and business.
 I guess this is one of those stories that you had to be there 
to get the full affect, but to understand that I went from panic to 

proud and felt very good about the whole process.
 Now a review of lessons learned. Have you ever noticed that 
many, or most, of our best learnings come from situations that, 
at the moment, we wished were not happening? A struggle, an 
embarrassment, a mistake? 

 That is what this story is about:

Lesson 1. Every event, especially the sensitive ones, has a 
message for us to grow on.

Lesson 2. Learn to not emotionally react. Don’t panic if 
things do not look exactly as you expected, they seldom 
are and sometimes the results are even better. 

Lesson 3. Pause, take a couple breaths, be patient, and allow 
things to unfold.

Lesson 4. There is always something new to learn and that 
happens most often with what we label “mistakes.”

Lesson 5. We radiate energies to each other. So, if you are in 
the front of the room, on stage, have the microphone, or 
just sitting one to one with someone, your energies are felt.

Lesson 6. Our breath, taken deeply, and slowly, is one of the 
easiest and most useful ways to stay centered, balanced, 
focused, relaxed and not be reactive.

 This was a wonderful learning experience for me and it 
started with an “oh no” possible mistake that turned into a story 
to remember. By the way, the friend that I mentioned earlier with 
the message to my memory was Tom Crum. A keynote speaker, 
author of several books, (The Magic of Conflict is one of my fa-
vorites) and an Aikido expert. His website is Aikiworks.com. n

A Story About a Carwash Story
By Ray Justice

CONNECTIONS 

Ray Justice

Ray Justice is an entrepreneur, poet and creativity 
explorer. He is a former carwash operator and past 
president of the New York State Car Wash Associa-
tion. Visit him at Think2wice.com
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From chemical application to customer education, 
our consumer trusted brands are proven to 
maximize your car wash success.

PROVEN.
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Together we CLEAN, SHINE, PROTECT and FINISH.

Start here
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Learn more at:
www.sonnysdirect.com/onewash

OneWash
Join Sonny’s

and Save
With your OneWashTM membership,  you’ll have unlimited access to the industry’s only 

complete suite of car wash business solutions with benefits. 

Eight Powerful Solutions.  All in One Place.

Consulting College Equipment Vacuums Controls Marketing Chemistry Parts

5% Credit On 
Equipment Purchases 

up to $5000 
Annual Credit.

5% Credit on any 
Mr. Foamer Signage 

Purchases up to 
$5000 Annual Credit.

5% Quarterly 
Rebate Credit on 

any Diamond Shine 
Chemical Purchases.

50% Off Ground 
Shipping and

25% Off Expedited 
and LTL Shipping 
for Online Parts 

Orders.

FREE Unlimited College 
Course Registrations.

FREE Subscription 
to Incident Tracking 

and Reporting Suite & 
5% Credit on Controls 
Equipment Purchases 

up to $5000 Annual 
Credit.

FREE  
Annual Audit 

of your Car Wash KPIs. 
Invitation to Annual 

‘State of the Industry’ 
Seminar.

FREE Annual Turbine 
Swap or 5% Credit 

on Vacuum System 
Purchases up to $5000 

Annual Credit.




