
Congratulations on 25 Years!!! Kudos from a few readers and friends. “Congratulations 
on your 25th year. �at is more signi�cant than you may think. You and your publication 
are what holds all of us in the Northeast together. As a reader, as a contributor and as a 
carwash operator in the Northeast, thank you for all you have given our industry.”  - Doug 
Rieck, Magic Wash, Manahawkin, NJ “Congratulations on 25 years with your wonderful 
publication, the Northeast Carwasher. Time �ies and I have had the opportunity to watch 
you grow from an association newsletter to one of the best trade publication magazines I 
have seen. You are a huge asset to the image and growth of vehicle washing, and that is well 
beyond the Northeast. - Ray Justice, �oughtcompass.com “25 years!!! How exciting!! It has 
been such an honor to know you and so great to watch the Northeast Carwasher �ourish 
into the �ne publication it is today. Congrats on such a phenomenal accomplishment!” - 
Mark Curtis, Splash  “I’m very proud to be a part of the Northeast Carwasher for over 20 
years. I can’t believe how much it has evolved since we started, both in look and in content.”- 
Valerie Sweeney, ERC Wiping Products “Being asked by Suzanne back in 2004 to write for 
the Northeast Carwasher has been one of my most treasured tasks I have been able to do for 
the industry I love. Happy 25th Anniversary!” - Gary Sokoloski, Centerline Carwash Sales 
We all have a secret sauce. �at special something-something that sets us apart. In the case 
of New Jersey operator Doug Karvelas, it’s constantly thinking out of the box and trying 
new things like inviting a food truck to stop by a couple times a month to build volume and 
interest in his full-serve (read more on page 58). For Heather and Mike Ashley in Virginia 
it’s nothing �ashy or expensive; their “sauce” is made up of equal parts honesty, consisten-
cy and old-fashioned values. Paul Vallario on Long Island focuses on always making the 
customer experience positive. To do that he tries to be one step ahead of his competition 
while handling any issues that arise immediately before they mushroom. �e secret sauce 
of the Northeast Carwasher are the columnists, association presidents and contributors to 
its content. Although my Art Director of 25 years, Katherine Watson, and I pour our hearts 
and souls into this book, without content it doesn’t exist. �ank you to the contributors 
and operators willing to share their knowledge and spend countless hours writing their 
articles. �ank you to the lobbyists who have the backs of our state associations and thank 
you to our valued and important advertisers without whom this magazine would not be 
possible. We’ve met a lot of colorful operators with great ideas about how best to wash cars 
in this region of the country and, with any luck, we’ll meet a lot more over the next decade. 
As we continue to evolve, please reach out with your thoughts and ideas and we’ll try our 
best to continue the mission of the Northeast Carwasher, to be the voice of the Northeast. 
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DIXMOR DX1000

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

$369.99 TI0100

IS YOUR WASH READY 
FOR WINTER?

Rollers available for Hanna™, Econocraft®, MacNeil®, Belanger® & Sonny’s®

$79.60 PER 10 FT. C188-10
$80.50 PER 10 FT. X348
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D88KPC - PIN & COTTER
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$149.99 D88KPC-34 34 Pitch Section
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KLEEN-RITE ANTI-FREEZE 
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$40.50 KR5AF Cherry 5 Gal.
$187.99 KR30AF Cherry 30 Gal.
$281.99 KR55AF Cherry 55 Gal.

$40.50 KR5AF-W White 5 Gal. 
$187.99 KR30AF-W White 30 Gal.
$281.99 KR55AF-W White 55 Gal.

SIMONIZ
DESALT
The Ultimate Road Salt Fighter
Low pH Formulation

$49.82 PA5568 5 Gallon
$205.24 DR30568 30 Gallon
$360.51 DR55568 55 Gallon

Club

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

KLEENRITE.COM 
800.233.3873

TOWELS BY 
DOCTOR JOE
Now available exclusively from KLEEN-RITE

BODY TOWELS

WINDOW TOWELS

DETAIL TOWELS

COURTESY TOWELS

VENDING TOWELS

$74.72 SW0260-5

BUY IN BULK AND SAVE WITH
KLEEN-RITE KITS

5 PACK
3/8” F X M BRASS SWIVEL
2000 PSI

$14.95 SW0250-5

5 PACK
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1000 PSI
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KLEEN-RITE
HIGH PRESSURE
WEEP GUN/HOSE 
ASSEMBLY KIT
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Congratulations on 25 Years!!! Kudos from a few readers and friends. “Congratulations 
on your 25th year. �at is more signi�cant than you may think. You and your publication 
are what holds all of us in the Northeast together. As a reader, as a contributor and as a 
carwash operator in the Northeast, thank you for all you have given our industry.”  - Doug 
Rieck, Magic Wash, Manahawkin, NJ “Congratulations on 25 years with your wonderful 
publication, the Northeast Carwasher. Time �ies and I have had the opportunity to watch 
you grow from an association newsletter to one of the best trade publication magazines I 
have seen. You are a huge asset to the image and growth of vehicle washing, and that is well 
beyond the Northeast. - Ray Justice, �oughtcompass.com “25 years!!! How exciting!! It has 
been such an honor to know you and so great to watch the Northeast Carwasher �ourish 
into the �ne publication it is today. Congrats on such a phenomenal accomplishment!” - 
Mark Curtis, Splash  “I’m very proud to be a part of the Northeast Carwasher for over 20 
years. I can’t believe how much it has evolved since we started, both in look and in content.”- 
Valerie Sweeney, ERC Wiping Products “Being asked by Suzanne back in 2004 to write for 
the Northeast Carwasher has been one of my most treasured tasks I have been able to do for 
the industry I love. Happy 25th Anniversary!” - Gary Sokoloski, Centerline Carwash Sales 
We all have a secret sauce. �at special something-something that sets us apart. In the case 
of New Jersey operator Doug Karvelas, it’s constantly thinking out of the box and trying 
new things like inviting a food truck to stop by a couple times a month to build volume and 
interest in his full-serve (read more on page 58). For Heather and Mike Ashley in Virginia 
it’s nothing �ashy or expensive; their “sauce” is made up of equal parts honesty, consisten-
cy and old-fashioned values. Paul Vallario on Long Island focuses on always making the 
customer experience positive. To do that he tries to be one step ahead of his competition 
while handling any issues that arise immediately before they mushroom. �e secret sauce 
of the Northeast Carwasher are the columnists, association presidents and contributors to 
its content. Although my Art Director of 25 years, Katherine Watson, and I pour our hearts 
and souls into this book, without content it doesn’t exist. �ank you to the contributors 
and operators willing to share their knowledge and spend countless hours writing their 
articles. �ank you to the lobbyists who have the backs of our state associations and thank 
you to our valued and important advertisers without whom this magazine would not be 
possible. We’ve met a lot of colorful operators with great ideas about how best to wash cars 
in this region of the country and, with any luck, we’ll meet a lot more over the next decade. 
As we continue to evolve, please reach out with your thoughts and ideas and we’ll try our 
best to continue the mission of the Northeast Carwasher, to be the voice of the Northeast. 
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AS I SEE IT

 We all have a secret sauce. That special something-something that sets us apart. 

In the case of New Jersey operator Doug Karvelas, it’s constantly thinking out of the box and 

trying new things like inviting a food truck to stop by a couple times a month to build volume 

and interest in his full-serve (read more on page 58). For Heather and Mike Ashley in Virginia 

it’s nothing flashy or expensive; their “sauce” is made up of equal parts honesty, consistency 

and old-fashioned values. Paul Vallario on Long Island focuses on always making the cus-

tomer experience positive. To do that he tries to be one step ahead of his competition while 

handling any issues that arise immediately before they mushroom.

 The secret sauce of the Northeast Carwasher are the columnists, association 

presidents and contributors to its content. Although my Art Director of 25 years, Katherine 

Watson, and I pour our hearts and souls into this book, without content it doesn’t exist. 

Thank you to the contributors and operators willing to share their knowledge and spend 

countless hours writing their articles. Thank you to the lobbyists who have the backs of 

our state associations and thank you to our valued and important advertisers without 

whom this magazine would not be possible. We’ve met a lot of colorful operators with great 

ideas about how best to wash cars in this region of the country and, with any luck, we’ll 

meet a lot more over the next decade. As we continue to evolve, please reach out with your 

thoughts and ideas and we’ll try our best to continue the mission of the Northeast Car-

washer, to be the voice of the Northeast. 

NRCC Breaks Records

 Another milestone to acknowledge is the 30th Northeast Regional Carwash Con-

vention (NRCC) that took place September 23-25, at the Atlantic City Convention Center. 

This record-breaking event featured 348 exhibits and 1847 attendees. This year’s Keynote 

speaker, John Roush of Moo Moo Car Washes in Ohio, knocked it out of the park with his 

frank and lively discussion on customer service and the culture of positivity at his washes. 

He is yet another example of an operator with his own special sauce. You can view his 

keynote at nrccshow.com.

 A huge shout out to the NRCC board for their tireless dedication to making this 

show so exceptional. Walt Hartl and Mike Benmoschè (2019 co-chairs) from the New York 

State Car Wash Association; Ron Bousquet, Dave Ellard, Jeff Arimento and Patti Kaplan from 

the New England Carwash Association; Bob Rossini and Dan Petrelle from the Connecticut 

Carwash Association; Doug Rieck and Dino Nicoletta from the Car Wash Operators of New 

Jersey; and Dave DuGoff, Mike and Heather Ashley from the Mid-Atlantic Car Wash Associa-

tion, as well as Heather Courtney, show coordinator and Gail Benmosche, finance/account-

ing. The team effort, with everyone’s combined special sauces, results in near perfection.

Suzanne L Stansbury

Editor/Publisher

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

Please direct advertising and 
editorial inquiries to:

Media Solutions 
2214 Budd Terrace 
Niskayuna, NY 12309 
ph/f: 518•280•4767 
mediasolutions@nycap.rr.com 
northeastcarwasher.com 

Advertising space reservations and materials for  
the Spring 2020 issue are due Feb. 4, 2020. 
Call 518•280•4767

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

Editor and Publisher
Suzanne L. Stansbury

Art Director
Katherine Watson 

Contributing Editor
Alan M. Petrillo

northeastcarwasher.com
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Congratulations on  
25 Years!!!

Kudos from a few readers and friends.
“Congratulations on your 25th year. That is more significant 
than you may think. You and your publication are what holds 
all of us in the Northeast together. As a reader, as a contributor 
and as a carwash operator in the Northeast, thank you for all 
you have given our industry.”  

- Doug Rieck, Magic Wash, Manahawkin, NJ

“Congratulations on 25 years with your wonderful publication, 
the Northeast Carwasher. Time flies and I have had the opportu-
nity to watch you grow from an association newsletter to one of 
the best trade publication magazines I have seen. You are a huge 
asset to the image and growth  of vehicle washing, and that is 
well beyond the Northeast.

- Ray Justice, Thoughtcompass.com
 
“25 years!!! How exciting!! It has been such an honor to know you 
and so great to watch the Northeast Carwasher flourish into the 
fine publication it is today. Congrats on such a phenomenal ac-
complishment!”

- Mark Curtis, Splash 

“I’m very proud to be a part of the Northeast Carwasher for over 
20 years. I can’t believe how much it has evolved since we start-
ed, both in look and in content.”

- Valerie Sweeney, ERC Wiping Products

“Being asked by Suzanne back in 2004 to write for the Northeast 
Carwasher has been one of my most treasured tasks I have been 
able to do for the industry I love. Happy 25th Anniversary!”

- Gary Sokoloski, Centerline Carwash Sales

NORTHEAST CARWASHER TIMELINE
1996
Winter, First Issue of the 
Northeast Carwasher 

First Advertisers: 
 -Blue Coral
 -ICS
 -D & S
 -Cul-Mac Industries
 -Russell Reid
 -DRB Systems, Inc.
 -Switches Unlimited
 -Car Wash Parts, Inc.
 -The Carwash Advisor
 -M & A Distributors
 -Previte
 -Universal Underwriters
 -Tameric Realty
 -Creative Group
 -Dick Zodikoff Consultant
 -First Community Bank
 -Hoffman Car Wash Sales
 -Michigan Power Cleaning
 -Ryko
 -Kleen-Rite Corp.
 -Jobe

Participating Associations:
 -NYSCWA
 -CCA
 -CWONJ
 -Professional Car Wash As-
sociation of New York (LI)

Association Closure: Penndel 
closes its doors after 24 years

First Columnists:
 -Dan Udvig *retired
 -Bernie Ephraim *deceased
 -Larry Groepin, ERC Wiping
 -John Hansen *deceased

Longest Contributing  
Lobbyist: PJ Cimini, CCA

First Column by Walt Hartl:
“Ceiling Fans Can Help You 
Operate More Efficiently”

1997
NECA Joins Northeast  
Carwasher
Mid-Atlantic Forms
First column by Cookie 
Anthony 
Northeast Carwasher,  
68 pages, Vol. 2 No. 3

1998
Darrell Hewitt Keynotes 
NRCC and graces the cover  
in a Leopracon suit

2001
Northeast Carwasher  
revises logo; changes to 
glossy paper stock

MCA joins Northeast  
Carwasher

2002
Northeast Carwasher begins 
putting photos on cover,  
tips 100 pages!!!

2003
Northeast Carwasher tips  
116 pages in winter issue, 
sells back cover 

2004
First four-color added to 
the magazine in first two 
signatures

Gary Sokoloski starts writing 
his Gary’s Tech Tips column.

2010
Size of magazine is modi-
fied and goes four-color 
throughout!

2015
Cookie Anthony’s Last Tid-
bits From Cookie column.

Linda Feriod’s last Venus Says 
column. *Original Venus

Northeast Carwasher cel-
ebrates 20 years!!!!

2016
NRCC moves to Atlantic City 
Convention Center

2019
Northeast Carwasher print 
dimensions increase to 8.5 x 
11 inches; goes from perfect 
bound to saddle stitched

2020
Northeast Carwasher 
celebrates 25 years as the 
Voice of the East Coast!

4%

-3.6%

Thanks to operators Dave DuGoff (MD), Doug Rieck (NJ), Steve Weekes (NY) 
and Dave Ellard (MA) for their numbers! NC

WASH VOLUME INDEX
 Our Wash Volume Index through October showed a high 
of +4 percent in the Mid-Atlantic to a low of -3.6 percent on the 
Jersey Shore.

8 |  Northeast Carwasher, Winter 2020
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PC/D’s Releases 2019 Top 50
 Professional Carwashing & Detailing magazine’s 2019 Top 50 
List of Conveyor Carwashes is out with a number of Northeast 
operators ranked high on the list. You can learn more about the 
Top 50 List by contacting Rich DiPaolo at rdipaolo@carwash.
com or visiting carwash.com where you can view the entire list.

 Here’s how it shakes out in the Northeast. 

#7 Golden Nozzle Car Wash, Worcester, MA (42 locations)

#13 Delta Sonic, Buffalo, NY (29 locations)

#19 Russell Speeders, Norwalk, CT (23 locations)

#20 Splash, Greenwich, CT (21 locations)

#23 ScrubADub Auto Wash Centers, Natick, MA  
(18 locations)

#23 Hoffman Car Wash, Albany, NY (17 locations)

#29 Shammy Shine, Milford, NJ (12 locations)

#29 Scrub-a-Dub, Rochester, NY (11 locations)

 The 2019 Grace for Vets event saw 346,766 free washes given 
to servicemen and women on Veterans Day. There were 4426 lo-
cations in four countries involved in the effort. 
 To date, there have been more than 2,679,743 FREE washes 
given away since the program’s inception in 2004. A huge shout 
out to founder Mike Mountz 
who made this a labor of love, 
and to Mark Curtis who has 
carried on the torch. Let’s keep 
it up carwashers!!! NC

Editor’s note:  
Look for more on this event  

in our spring issue!

Our Apologies!

Please note that the photo on pg. 86 of the Fall 2019 issue was 
incorrectly identified. The site actually features ICS controls. We 
apologize for the error.  NC

Rolling Advertising
 One way to get the message out about your wash is to plaster 
it on your company vehicles - literally. This cost-effective means of 
marketing speaks for itself. The eye-catching message can target 
potential customers and remind exhisting ones that it’s time for 
a carwash. “I thought it was a good idea for us because the cost of 
billboards is so expensive and you only are advertising to clientele 
who pass that one spot. With the truck advertisement, we are con-
stantly promoting ourselves on a larger scale,” said Allie Detrick, 
Regional Manager for Sparkle Car Wash in eastern Pennsylvania. 
 Detrick says that it cost approximately $2,500 to wrap the 
wash’s 2017 GMC Senali Sierra and that included a five-year war-
ranty and is completely removable.   NC

Two perfect examples 
of how to promote your 
business on a company ve-
hicle. Hats off to Colonial 
Car Wash in Schenectady, 
NY, and Sparkle Car Wash 
in Easton, PA.
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TRUSTED BY MORE 

TOP 50 CAR WASH CHAINS
THAN ALL OTHER TECHNOLOGY PROVIDERS COMBINED

Powerful Car Wash  
Point-of-Sale and Tunnel 

Technology Solutions
•  Years of experience to help unlock 

your hidden growth potential 

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

•  Robust support staff to help you 
along the way

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

800.336.6338 | www.DRBSystems.com

•  Increase throughput up 
to 20 more cars/hour

• Reduce damage costs

•  Improve reputation 
and customer loyalty

Now offering 
NoPileups™

by DRB Systems  
Tunnel Collision  

Prevention Service



team while defining and implement-
ing methods to further penetrate key 
markets such as carwash, food process-
ing, transit, automotive services and 
industrial applications with G & G’s LED 
lighting products, said the release.
 “I am very excited to be part of the G 
& G team as their passion for offering qual-
ity innovation and added value to their 
products, along with the overall strength of 
their organization, was a big attraction for 
me,” said Jamison. “G & G has just begun to 
tap into the potential markets for special-
ized lighting products and I believe the sky 
is the limit for this company.”
 G & G President, Jason Baright, 
would not agree more. “We are thrilled 
to welcome Ben Jamison to the G & G 
team,” said Baright. “Ben has an impres-
sive track record of exceptional sales 
leadership in advancing companies like 
ours to the next level, and we look for-
ward to keeping his streak alive.”
For more information visit  
www.ggled.net

CAROLINA PRIDE FOUNDER 
PASSES AT 84

 Billy Lee Reynolds, 84, the founder 
of Carolina Pride Carwash, Inc., Tim-
berlake, NC, died on December 1 after 

addition to expand our service offering in 
the Mid-Atlantic region,” said Michael Gil-
len, CEO of NCS. “Their focus on service 
is a great advantage and fits perfectly 
with NCS’s core values of putting custom-
ers first. We’re very excited to welcome 
Carwash Solutions to the NCS family.”
 Carwash Solutions CEO, Tighe Gillis, 
agrees. “We couldn’t be more thrilled to 
be joining National Carwash Solutions. 
This partnership brings together two 
great companies that have always focused 
on serving our customers,” Gillis said.
 NCS’s brands include MacNeil 
Wash Systems, Ryko, TSS, CleanTouch 
and Vacutech. It also partners with the 
following distributors: Hi-Performance 
Wash Systems, Auto-Clean, Arizona Car 
Wash Systems, Complete Car Wash, 
NuLook and Badger Land.
For more information visit  
www.nscwash.com

G & G HIRES DIRECTOR OF  
BUSINESS DEVELOPMENT

 G & G Industrial Lighting, Clifton 
Park, NY, has hired Ben Jamison as its 
new Director of Business Development, 
according to a company press release. 
He will take the reins as the company’s 
head sales strategist, leading the sales 

WASHWORLD EMPLOYEE  
CELEBRATES 20 YEARS!

 Mike Close, product support and 
software engineer with Washworld, Inc., 
De Pere, WI, celebrated his 20th year 
with the company in late September. He 
is the first 20-year employee, according 
to a company press release. 
 Close started working with Wash-
world full time approximately a year 
after the company was formed. Since 
joining the Washworld team, he has 
helped develop every wash system that 
the company has produced, said the 
release. “According to Jeff Martin, Close’s 
supervisor, he has “Always put the cus-
tomer first,” the cornerstone of Wash-
world’s mission. Pete Jensen, co-owner of 
the company said, “Mike was an integral 
part of Washworld’s early years and 
remains so to this day.”
For more information visit  
www.washworldinc.com

NCS PARTNERS WITH  
CARWASH SOLUTIONS
 National Carwash Solutions (NCS), 
Grimes, IA, has partnered with Carwash 
Solutions, founded in 2000, according to a 
company press release. Carwash Solu-
tions, once a company primarily serving 
the Washington Beltway, now serves the 
greater Mid-Atlantic region, stated the re-
lease. “Carwash Solutions is an excellent 

NEWSWORTHY

Continued …
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a long battle with cancer and heart dis-
ease. Born in Hollywood, VA, he grew up 
in Roxboro and remained there his entire 
life. Known as an extremely hard worker 
with an entrepreneurial spirit, Billy be-
gan his first business as Reynolds Refrig-
eration Service. He also developed and 
started many other businesses including 
Carolina Pride Carwash, Inc., a business 
that has been in existence for more than 
53 years and is operated by his son Dale.
 Known as a man who always encour-
aged people to push themselves, do their 

best and always pursue their dreams, 
Billy was known to many for his gener-
osity and big heart. His is survived by his 
wife of 63 years, Kay Lee Perkins Reyn-
olds, daughter Sherry Reynolds, son Dale 
Reynolds and his wife Lorraine, as well as 
grandsons Harrison Tyler Reynolds and 
Lee Thomas Reynolds. 

Memorial donations in his honor are 
asked to be made to the charity of one’s 
choice or to My Life Matters, mylifemat-
ters.club and/or to Patrick Henry Family 
Services, patrickhenry.org.

WASHWORLD ADDS  
NJ DISTRIBUTOR

 Washworld, Inc., De Pere, WI, has 
added a new member to its distribu-
tor network. AE Styles Manufacturing 
Co., Inc., Brick, NJ, is now selling and 
servicing Washworld vehicle wash sys-
tems throughout New Jersey, southern 
New York and western Connecticut, 
according to a company press release. 
The release went on to add that the 
company was chosen as a result of its 
extensive experience in the industry 
and ability to help customers get a 
better return on investment.
For more information on AE Styles visit  
www.stylesmfg.com

For more information on Washworld visit  
www.washworldinc.com

SONNY’S ACQUIRES SLAM
 Sonny’s The Car Wash Factory, 
Tamarac, FL, has acquired SLAM, a spe-
cialized full-service marketing agency 
with deep roots in the carwash industry, 
according to a company press release. 
 SLAM’s services include branding, 
web design, digital and traditional ad-
vertising, social media services, content 
creation, sales training, marketing con-
sulting, business listing and localization 
search, and unlimited campaign manage-
ment. Mike Berlin, vice president of SLAM 
said, “In 2001, when our parent com-
pany BCLIP Production was just getting 
started, Sonny’s was the first customer to 
give us a real project. Eighteen years later, 
we have a few more projects under us 
and a lot more knowledge. We’re looking 
forward to being a part of Sonny’s and 
continuing to help operators succeed,” 
said Berlin. 
 Zips, Sparkling Image, Eager Bea-
ver, Benny’s Car Wash, Delta Sonic and 
Mike’s Car Wash have all trusted Mike 

Continued …

Newsworthy … continued
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and Bubba Berlin for sales, marketing 
and training services, the release added. 
 Paul Fazio, CEO of Sonny’s com-
mented, “SLAM is a partner we have 
known for years and what excites me 
most is the reputation Mike and Bubba 
Berlin have established, which is largely 
attributed to their agency delivering 
results.”
 Added Kati Pierce, senior vice 
president at Sonny’s, “For a wash to 
win today, operators need to think 

and deliver across the entire spectrum 
of marketing from branding to web 
design to digital marketing. To provide 
a solution to our customers, SLAM is a 
natural fit given their persistent deliv-
ery of meaningful, ROI-driven market-
ing and training programs.” 

For more information visit www.SLAM-
CarWashMarketing.com or email info@
slamcarwashmarketing.com

For more information visit  
www.sonnysdirect.com

ICS RELOCATES HEADQUARTERS 
TO HIGH-TECH SPACE
 Innovative Control Systems (ICS), 
Bethlehem, PA, a global leader in 
carwash technology for 30 years, has ex-
panded and relocated its existing corpo-
rate facility from its previous location in 
Wind Gap. Moving to the Lehigh Valley 
Industrial Park IV provides direct access 
from main routes in the Valley, creat-
ing a seamless commute for employees, 
said a company press release. The 25,100 
square foot third floor suite, where 
operations are housed, has been reno-
vated into a state-of-the-art, world-class 
office environment that now supports in 
excess of 220 employees, said the release.
 The building also features a first floor, 
5,100 square foot employee cafeteria that 
features healthy food choices at company 
cost prepared by an onsite chef. Free cof-
fee, cappuccino and fountain drinks are 
also available to employees, as is a 24-hour 
fitness center. “In order to attract highly-
skilled employees in today’s market, you 
need to provide them with an attractive 
working environment with great benefits 
and pay scale,” said ICS President Kevin 

Newsworthy … continued
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ICS President Kevin Detrick 
with VP of Sales Brian Bath. 

Detrick. “Our team took a great deal of 
time designing a workplace that is attrac-
tive, functional and a fun place to work.”
 The company’s new headquarters 
also boasts two “living walls” with the in-
tent to bring nature into the workplace. 
“The wall on the third floor has over 700 
plants and is a great focal point posi-
tioned adjacent to the cappuccino bar,” 
said Detrick. There is a second “living 
wall” in the employee cafeteria.
 In addition to the new working atmo-
sphere, the company has expanded its ben-
efit package to include expanded vacation 
time and the ability to receive paid time off 
for community service projects and family 
matters. “Our goal is to attract the highest 
caliber employee to help us continue to 
grow the company,” said Detrick.
 ICS also has offices in Irvine, CA, 
Bristol, England, Germany and Australia.
For more information visit  
www.icscarwashsystems.com 

One of two living walls in 
ICS’ new headquarters.
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30th NRCC Breaks Records!
The 30th Northeast Regional Carwash Convention 

(NRCC), September 23-25, at the Atlantic City Con-
vention Center, was certainly one for the record 

books, according to Co-Chairman, Mike Benmoschè.  
“We had the largest show floor in our history with 348  
exhibits, and 1847 attendees. It was a great way to cel-
ebrate 30 years of this event, and 30 years of hard work.

 ”The feedback was exceptional with 
attendees expressing much praise for a 
job well done. And thanks to significant 
upgrades, registration was seemless with 
virtually no waiting,” said Benmoschè. “It continues to support 
that this regional show remains one of the best in the country.”
 The three-day event kicked off on Monday, September 23, 

The 30th Northeast Regional 
Carwash Convention (NRCC) 

broke attendance records with 
1847 in the house!

Thanks to the hard work of Heather 
Courtney and Gail Benmoschè and 
their team, registration ran smoothly 
with little to no wait time.

The calm before the flood of attendees at the Atlantic City Convention Center in late September.

Continued …
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Keynote Speaker Roush was able to ham it up a bit 
with his friend and Co-Chair Mike Benmoschè.

A packed meeting room enjoyed the lively and informative 
Keynote Presentation by Moo Moo Car Wash’s John Roush.

Roush brought his team to the show and somehow, 
Mike Benmoschè managed to get in the photo!

Roush is a big fan of exceptional customer service but it’s obvioius that he also is 
a big fan of his team, pictured here. 

Co-Chair Mike Benmoschè announces Keynoter John Roush.

A pensive Mike 
Benmoschè 
readies for 
his last NRCC 
hosting gig as 
he officially 
retired soon 
after the show’s 
conclusion.

John Roush’s presenta-
tion was a hit as is 

evidenced by the 
attendees who wanted 
to grab his ear after it 

concluded.
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with the 3rd Virtual Tour hosted by Hoffman Car Wash’s Tom 
Hoffman, Jr. The “virtual” tour of some stellar washes is always a 
fan favorite, according to Co-Chairman Walt Hartl, and this year 
included a new environmentally-friendly Shammy Shine wash 
in Pennsylvania and a few Hoffman Car Washes in upstate New 
York. “Tom does a great job putting this program together and 
spotlighting some exceptional washes. It’s a treat to be able to sit 
back and watch a video of what other operators are doing from 
the comfort of the Atlantic City Convention Center. You learn a 
lot and you don’t have to ride a bus to do it!”
 Tuesday, September 24, began with the show’s traditional 
Early Bird Breakfast moderated by the New England Carwash 
Association’s Patrick Mosesso. The lively, organic discussion 
focused on a variety of industry issues and concerns. Panelists 
included GoDaddy’s® Geoffrey Brown on social media, as well as 

Mid-Atlantic’s Mike Ashley, New Jersey’s Mike Conte, New Eng-
land’s Dominic Previte and New York’s Glen Sheeley.
 Using Your Carwash Branding to Build a Safety Culture was 
next in the lineup featuring Carwash Insurance Program by Mc-
Neil’s Mike Benmoschè and Dave Snyder. The team outlined how 
best to create a sustainable safety culture at the wash. This semi-
nar is available at nrccshow.com
 Next up was GoDaddy’s® Geoffrey Brown who explained the 
“5 Ways to Upgrade Your Business’ Content Strategy.” Geoffrey, 
who hails from Texas, canvasses the country educating small 
business owners on content strategy. This seminar is available at 
nrccshow.com
 Keynoting the 30th NRCC was Moo Moo Car Wash’s John 
Roush who spoke on “The Culture of Care.” Roush, who operates 
multiple locations in Ohio shared his knowledge of customer 

Show Co-Chair Mike Benmoschè presents Carlos Robledo, of AquaTech 
Car Wash Solutions in Germantown, MD, with an Emerging Leader Award.

ICS team members Brad Metcalf and Brian Bath flank 
Hall of Fame recipient Kevin Detrick.

The NRCC’s highest honor, its Hall of Fame Award, was given to Innovative 
Control System’s Kevin Detrick. He is pictured with Co-Chairs Walt Hartl and 
Mike Benmoschè.

Professional Carwashing & Detailing magazine’s Sandy Murphy was honored 
with the NRCC’s First Guiding Light Award for her years of support and involvement 
with the show. She is pictured with Co-Chairs Walt Hartl and Mike Benmoschè.

NRCC … continued
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service and care with attendees in a lively and informative pre-
sentation. This seminar is available at nrccshow.com 
 The annual Award’s Luncheon honored two Emerging Lead-
ers, Carlos Robledo of AquaTech Car Wash Solutions in German-
town, MD, and Shane Alden of Hoffman Car Wash in Albany, NY, 

for their industry dedication and leadership.
 The next award, a first for the NRCC, was presented to Sandy 
Murphy of Professional Carwashing & Detailing magazine for her 
tireless assistance in the promotion of the 30-year-young show. 
She was honored with the NRCC’s first Guiding Light award.

Continued …

Hoffman Car Wash Manager, Shane Alden, 
was presented with an Emerging Leader 
Award by show Co-Chair Mike Benmoschè.

Co-Chairs Mike Benmoshe (left) and Walt Hartl ( far right) presented Buckman’s Jeff Gold and Hoffman Car Wash’s 
Tom Hoffman, Jr. with the Most Distinguished Person Award for their hard work on several New York State legisla-
tive issues. Not in attendance was Delta Sonic’s Brett Benderson.

It’s a Seller’s market.
Let us bring YOU an offer! 

Put our 30 years of Car Wash and Quick Lube industry and brokering  
experience to work for you as your specialized Business Broker. 

3 Confidential

3 NO FEE for real estate, only on business value

3 Qualified Buyers are seeking single and multi-unit sites 

3 Free business valuation for clients

Call today! 518.469.0983
Cci Jim@aol.com

Jim O'Leary 
President



They continue to bring more equipment and provide our at-
tendees with cutting-edge technology to make running a wash 
easier and more lucrative.”
 Show hours ran from 1:00-6:30 pm on Tuesday and from 
9:30am-2:30pm on Wednesday at the Atlantic City Conven-
tion Center.
 Tuesday night was capped off by the annual Welcome 
Reception at the Water Club sponsored by ICS. The event fea-
tured an abundance of food and drink as well as networking. 
Co-Chairs Benmoschè and Hartl thanked the ICS team for their 
annual sponsorship and noted the show’s 30th anniversary with 
cupcakes and fanfare.
 The final education program on Wednesday, September 25, 
“Avoiding Employee Lawsuits & Surviving Audits: A Practical 
Approach to Navigating Employment Legal Issues Common in 
the Carwash Industry” was presented by Fisher Phillips’ Alvaro 
Hasani, Esq. This seminar drove home the importance of prepa-
ration and knowing the law when employing today’s workforce. 
This seminar is available at nrccshow.com  NC

The 2020 NRCC, October 5-7,  
is hosted by the Mid-Atlantic Carwash Association.  

To learn more visit nrccshow.com

 

 The NRCC’s Most Distinguished Person award was bestowed 
on three individuals, Tom Hoffman, Jr., of Hoffman Car Wash in 
Albany, NY, Jeff Gold of Buckman’s Car Wash in Rochester, NY, 
and Brett Benderson of Delta Sonic Car Washes in Buffalo, NY, 
for their relentless legislative efforts over the last several years 
on behalf of New York state operators opposing the elimination 
of the tip credit and the enactment of call-in pay legislation. 
 The final award of the program, the NRCC’s highest honor, 
was bestowed upon Innovative Control Systems/Sparkle Car 
Wash’s Kevin Detrick for his support and involvement in the 
show from its inception.
 Detrick, a leader in innovative equipment models and pro-
cesses, as well as a hands-on operator, has been the recipient of 
the NRCC’s Innovation Award and has participated in several 
seminars including the Virtual Tour and has sponsored the an-
nual Welcome Reception for more than a decade. Co-Chairman 
Walt Hartl presented him with the honor.

Show Floor Breaks Records
 This year’s show floor featured a record 347 exhibits, an 
8% increase that didn’t surprise Hartl. “Every year we strive to 
improve our product and to make the show floor outstanding 
for our attendees. This year was record-breaking and we can 
thank our vendors and their continued support of our show. 

NRCC … continued
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The new floor configuration facilitated a nice flow and 
better disbursement of snack stations enhancing the 
show floor experience for attendees and vendors.

The record-breaking event 
also included a record-
breaking show floor with 
348 exhibits.

Mr. Benmoschè had the 
honor of the official cut!

Most of the NRCC board celebrated 
the anniversary with a cake cutting 
compliments of the Atlantic City 
Convention Center/MEET AC.
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Q & A with GoDaddy’s® Geoffrey Brown

How to Tell a Story About 
My Wash On Instagram
NC: Geoffrey, you are an expert on social media and how to best 
use it to market a business. We hear a lot about Facebook, but 
Instagram (also owned by Facebook) is another great tool that 
can also be used to promote a carwash/carwash services.  First, 
can you explain what Instagram is and can do for a business.

GB: I would say that Instagram is a visual platform for busi-
nesses’ and brands to tell their stories through photos. As a 
business you can get connected with users and 
turn them into customers! Fact: 80 percent of us-
ers follow at least one business on Instagram.

NC: What are the 1, 2, 3’s of getting that mes-
sage out?

GB: Make sure what you’re posting is highly visu-
al and engaging. Remember that Instagram is all 
about photos. Finally, you’ll want to write a short 
and sweet caption for the images you choose, but 
people are seeing the visuals first.

NC: What pitfalls should operators 
make sure they don’t fall into when 
using Instagram?

GB: Do not make your Instagram all about your business. One 
of the most important best practices is to make sure you post 
relevant, compelling content at the times your followers want 
to see it. This is what pulls new customers in and keeps loyal 

customers coming back. Your goals when 
posting on Instagram should be maximum 
engagement and as many new eyes on your 
brand as possible.

NC: How often should an Instagram post 
go out?

GB: Post two to three times a week. Quality, 
not quantity, is the key with Instagram.

NC: Since Instagram is a visual and video-
sharing marketing tool, what are the best 

types of photos and videos to use?

GB: On Instagram Stories, you can share photos and videos 
that disappear after 24 hours. This is different than your IG 
feed. Since Instagram Stories are temporary, they give you a 
fantastic digital storytelling opportunity. With Instagram Sto-
ries, you can share less-polished, behind-the-scenes, real-life 
content that tells a compelling story of everything that’s hap-
pening at your business. 

NC: Any other thoughts on Insta for our readers?  

GB: For many businesses, one major challenge to using Ins-
tagram is that they don’t know how to get new potential cus-
tomers to see their posts. Responding to users’ comments 
and mentions and interacting with other users’ posts on Ins-
tagram is a great way to bring more users to your page.  NC

Geoffrey Brown is a Senior Local Outreach  
Representative with GoDaddy®.  
He was a recent speaker at the  

2019 Northeast Regional Carwash Convention (NRCC). 
You can view his presentation at nrccshow.com!

You can’t talk about  
your customers enough. 

Always take the high road.
- John Roush, Moo Moo Car Wash, Ohio
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and felt the need to reach out to upper management,” Readout ex-
plained. “After being invited to join the Secret Shopper program, I 
now wash about every week. It’s a terrific opportunity to give an 
outsider’s view on staff productivity, the quality of the wash and to 
observe and point out the mood of fellow customers.”

How to Get Started
 Creating a Secret Shopper Program can be done in four easy 
steps, which involve producing a program overview video, creat-
ing a Secret Shopper survey, identifying a target list of Secret Shop-
pers, and finally ongoing program maintenance and communica-
tion. Roush recommends that the Secret Shopper roster remain 
anonymous to employees so that surveys can be conducted in an 
unaltered wash environment. It’s also important to communicate 
to Secret Shoppers your specific program expectations, whether it 
be the suggested wash frequency, a required number of submitted 
surveys per month, and duration of Secret Shopper status. 

Program Onboarding Video
 An effective program onboarding video will explain the pro-
gram goals to your Secret Shoppers. Make sure to identify your 
expectations including how often you expect survey feedback, 
which key areas you want feedback on, and the duration of Se-
cret Shopper status. At Express Wash Concepts Secret Shoppers 
are required to wash at minimum twice a month, preferably at 
different locations, and submit a survey after each wash. 
 Next, provide guidance on what Secret Shoppers should be 
evaluating while at the wash. Specific areas could include land-
scaping and overall site aesthetics, staff visibility, appearance 
and overall friendliness, wash quality, vehicle dryness, vacuum 
lot equipment condition, etc. 
 Upload the video online so that it can be easily accessed by 
Secret Shoppers and try to keep it to under 10 minutes so view-
ers don’t lose interest. The goal of the video is to be thorough 
so Secret Shoppers can survey with confidence. Make the video 
required viewing for all Secret Shoppers before providing them 
with program credentials, whether it be a wash tag or gift card.

Secret Shopper Survey
 At Express Wash Concepts, all Secret Shoppers are given 
credentials to login and submit surveys through a web-based 
form. All wash management, including owners, marketing and 
operations, site managers, maintenance and team leaders re-
ceive, review and take action based on survey feedback. 
 By establishing a grading system that best suits your wash’s 
needs, and thoroughly explaining this grading to your Secret 

S hhh … the best kept secret to improving  
your customer’s wash experience is just  
a survey away. 

 If you are not currently 
leveraging the feedback of 
customers, vendors, family 
and friends you are missing 
out on a prime opportunity 
to grow your carwash busi-
ness. By implementing a Se-
cret Shopper program, you 
can ensure a steady stream 
of constructive feedback to 
identify potential pitfalls 
and opportunities to pro-
pel your wash to the next 
level. It takes minimal ef-
fort to get started, and once 
the program is in place, the 
benefits will far outweigh 
the expense of the compli-
mentary washes. 
 At the recent 2019 
Northeast Regional Car-
wash Convention (NRCC), 
Express Wash Concepts 
CEO and Keynote Speaker 
John Roush included a Se-
cret Shopper section in his 
“Culture of Care” presenta-
tion. Roush explained how 
Express Wash Concepts has, 
over the years, enlisted a full 

roster of anonymous Secret Shoppers to regularly wash, on a com-
plimentary basis, and submit survey feedback on their overall ex-
perience. To balance out the risk of receiving consistently positive 
feedback, Roush eagerly invites select unhappy wash customers 
into the program. “If a customer has taken the time to provide a 
detailed, passionate account of their negative wash experience, I 
know they’re someone I need to be listening to as they provide 
their valuable assessment and suggested areas of improvement.”
 Stephanie Readout, a Moo Moo Express Secret Shopper for 
the past two years, is one such example of a customer who had 
an unsatisfactory staff member encounter while at the wash. “I 
had an awkward situation happen with an obnoxious individual 

Secret shoppers can positively impact your business

Disgruntled Customers Make  
Excellent Secret Shoppers!
By Beth Martin
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Secret Shopper roster updated, make notes on the number of 
individual survey submissions on a quarterly basis to make 
sure program requirements are being met, and don’t be afraid 
to remove an individual who is not meeting your stated pro-
gram’s requirements. The goal is to have a steady stream of ac-
tive surveys, and if a current Secret Shopper is not providing 
feedback it’s time to move on and extend an invite to a more 
eager individual who will.
 “A Secret Shopper program is a win-win situation,” conclud-
ed Roush. “In addition to receiving incredibly valuable feedback, 
we are able to capitalize on turning select customers into ‘Wash 
Champions’ by genuinely listening to their concerns and mak-
ing suggested improvements. It’s one of the best program invest-
ments we’ve made in our business.”  NC

Beth Martin is the Marketing Director of Express 
Wash Concepts, the 25-location parent company 
of Dayton Ohio-based Flying Express Car Wash, 
Central Ohio-based Moo Moo Express Car Wash 
and the upcoming Clean Express Auto Wash. 

Shoppers, feedback will remain consistent across multiple re-
viewers. One method to consider is a 1-5 grading system: 

 • 5, Excellent: Difficult to achieve; perfect experience

 • 4, Very Good: Nearly perfect; some areas could be im-
proved

 • 3, Acceptable: Average wash experience; this score or 
lower will prompt you for comments 

 • 2, Needs Improvement: Something is lacking and could 
be better 

 • 1, Poor: Failed to meet standards; must be improved. 

 Secret Shoppers should be encouraged to use their judge-
ment as a customer, and to not be reluctant to give a low score 
as this is how improvement occurs. In addition to a number 
rating, encourage written comments so Secret Shoppers can 
further elaborate on their wash experience. Would a paying 
customer be satisfied with the wash they just received? Were 
there spots missed in the wash or drying process? Set up your 
feedback so that all wash management can access, review and 
take action.
 “The survey form is really easy to fill out and takes less than 
a minute,” said Secret Shopper Dave Baker. “As a customer, it’s 
important to be able to expect a quality wash experience no mat-
ter which location you visit. As a Secret Shopper, I know that my 
feedback provides a way for management to understand how 
things might be improved from a customer perspective. I also 
can let the team know what customers appreciate when things 
go right, so information and ideas can be shared, and best prac-
tices adopted, across all locations.”

Identifying Secret Shoppers
 Depending on your program’s goals, strive to have a mini-
mum of 2-4 Secret Shoppers per location. At Express Wash Con-
cepts, we currently have more than 100 active Secret Shoppers. 
These include vendors, employee family and friends, and once-
critical customers. 
 Shannon Rothwell has been an Express Wash Concepts Se-
cret Shopper for the past 3+ years. “I used to provide occasional 
feedback to the Site Manager about different issues I was seeing 
from a customer perspective. One day, I was asked to be a Secret 
Shopper,” said Rothwell. “I appreciate the opportunity the pro-
vide honest feedback about the wash facility and team members 
from an anonymous perspective.”
 When signing up family and friends, be sure to communi-
cate the necessity for an honest, critical review (not just some-
one who will provide a glowing review each and every time they 
wash). Everyone loves positive reviews, but true growth occurs 
when feedback is constructive, and identifies issues that matter 
to customers that staff may not see.

Ongoing Program Maintenance & Communication
 Secret Shoppers should know that their ongoing feedback 
is valued, so periodically check in with program participants 
and provide updates and a note of appreciation. Keep your 
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Make 2020 Your Happiest Year Yet
By JoAnna Brandi

 I learned how to become happier. And I am so grateful for that 
learning and for all the new opportunities that now come my way 
because I know how to teach companies to become happier places. 
I teach the people in them to take responsibility for creating more 
positive emotions in a deliberate way for themselves and custom-
ers. That positivity spills over to their families and communities. 
 So here we are – a new year – 2020. What will you do to cre-
ate happiness for customers and co-workers?
 What do you intend for your happy new year?
 Here are some of my intentions:

 • I intend to speak my truth more clearly and succinctly, 
and definitely louder.

 • I intend to reach out to more people, more often.
 • I intend to savor the good stuff more.
 • I intend to look for and find things to appreciate all day 

long, every day.
 • I intend to do things that scare me and take me out of 

my comfort zone.
 • I intend to stretch and move more.

 Ever notice that the very first sentence we say to each other 
at the very first moment of a New Year begins with “Happy?” 
 Yep, the very first word we shout as the ball drops is “Hap-
py!” Our very first wish for each other at the beginning of a new 
year is a wish for happiness. 
 One would think that with all that wishing, we’d all be a little 
happier for it.
 But happiness doesn’t come just because we wish for it, 
it comes because we intend it. In a changing, challenging and 
sometimes downright negative world, we need to put a little ef-
fort behind being happy if we want to invite it, feel it and encour-
age it to grow.
 I intend to nurture my own happiness, because for me it’s 
been hard to come by. I wasn’t genetically programmed for it. 
Happiness comes for me as the end result of focusing my atten-
tion on things I can appreciate and love and by minimizing the 
fears that try to hijack my well-being.
 Some days it takes reframing situations before I can find 
something in them I can appreciate. (Like finding peace and ac-
ceptance in the kicked-my-butt flu I had last week.) 

JOANNA’S GEMS
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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. 



 • I intend to get younger and healthier every day.
 • I intend to sit in silence more often.
 • I intend to use my imagination more to visualize 

what I want.
 • I intend to create more kindness and less criticism.
 • I intend to create more positive emotions and radiate 

positivity as a result.
 • I intend to spread the word about the importance of posi-

tivity to a larger and larger audience.
 • I intend to BE a Positive Energizer!

 What do you intend for your happy new year? Join me on 
Facebook and let me know. 
 I encourage you to start your own list if you haven’t yet. In my 
workshops and e-course I teach that intention is a force as power-
ful as gravity because it can pull you toward what you want. It en-
lists the sophisticated circuitry of the human brain and searches 
the environment for just the thing you were thinking about.
 Think about what you want – at work, at home, at school, in JoAnna Brandi

relationships, for your body, for your soul, for your good health. 
Think about it, and write down a list of intentions. Your staff and 
your customers will benefit when you become clear and focused 
on your intentions. 
 The act of doing that will begin to get your brain on your 
side (despite any genetic tendencies) and working on your 
own behalf.
 It’s the best time of year to create the habit of happiness.
 Here’s to your Happy New Year!  NC

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.returnonhappi-
ness.com to learn more about her powerful programs.
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VENUS & MARS

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

    What is my secret sauce? Hmm, that’s a 
good question. I don’t know if I have any se-
crets and if I did I’m not sure I’d want to give 
them away. But as in any business, we hope to 
exceed our customer’s expectations in every 
aspect of the business.   
 Giving our customer’s a clean, shiny, 
dry car at a reasonable price in a reasonable 
amount of time is our main goal. In addition, providing a clean, 
professional and friendly atmosphere is a must. In this day and 
age of social media and the Internet, the customer experience 
is everything. A positive or negative experience can reach hun-
dreds or even thousands of people in a matter of minutes. Mak-
ing sure our customer’s are happy is our number one priority. 
Even more importantly when a customer is not happy, address-
ing it immediately can turn a negative into a positive. Although 
that is not always the case, but making an all out effort to rectify 
a problem, especially if it is on social media, shows that you run 
a hands-on business.
 A customer’s experience starts usually before they even en-
ter your property. They see an ad in the paper or a post on social 
media and their expectations are set already. Once they arrive it 
is now up to your staff and your facility to meet or exceed those 
expectations. Is your customer service advisor helpful, friendly 
and acting in a professional manner? Is the lot clean with clear 
instructions on what to do and where to go? Is the line moving 
quickly? People do not like to wait so if there is a hold up, address 
it. It is very important to make sure your staff is aware of any 
specials or promotions you may be advertising off site.  
 Most importantly is the quality of the wash. This is your cus-
tomer’s literal take-away. You should always know if something 
in your tunnel is not working properly. Even if it’s something as 
small as a clogged nozzle because everything has a purpose and 
if not working will negatively affect the end result.  

 A good secret sauce has several com-
ponents. Everyone has one that is at least 
slightly different. It is less of an algorithm. 
By that I mean no one can take what works 
for us and apply it exactly to their business. 
Making a good sauce requires tweaking. 
Over the course of time you will find what 
works for your application.

 Many things go into our secret sauce and it is far from what 
you might be hoping for. 
 We are not “flashy” with fancy carwash hardware and far 
from competitive as we would rather go out to dinner and be-
come great friends with those some consider “the competition.” 
We are just good people looking to make a modest, honest living 
in a very rural setting.
 First, we have a great partnership. My husband Michael and 
I started with carwashes nearly 15 years ago. There are just two 
of us and we did not inherit this business. We did it together and 
other than a bank partner we have no investors. Anyone can do 
it, if you have a great life partner and you keep your day job. (Day 
jobs remain folks!) Also, you need  to have opposite strengths but 
be willing to fill in for each other when needed.
 Our scenic location has to be the second component. People 
come to our place to vacation. No, we do not live at the beach. 
We live in between the mountains in a valley that is rich in Vir-
ginia history. They come from the cities and expect to be able to 
wash their car.
 Another addition to our sauce has to be friends. We have 
made a lot of friends in this industry. We have vendors who are 
also friends who happen to come by at the right moment like 
when Jonathan came by as I was trying to close the old, heavy 
door to the utility room. I have since mastered that door! And 
one wash owner liked us so much he moved into a house that 
shares our backyard. And, we met our dear friends Scott and 

Dear Venus and Mars, 
  W hat i s  you r “s ec r et  sauce?”
(W hat s et s  you apa rt  from you r
compet i t ion?) 

Venus Says Mars Says

Heather Ashley Paul Vallario

30 |  Northeast Carwasher, Winter 2020



 In an express tunnel it is even more important to make sure 
everything is working properly. There is no after care area where 
employees can touch up areas that the machines may miss.  
 All in all, there is no secret sauce that I have that I can at-
tribute to my success in this industry. In order to stand out from 
your competition you have to try and always be one step ahead. 
There are many aspects to running a business and running a suc-
cessful carwash.  There are so many fine details that when all are 
not working in sync the results will be less than optimal. This is 
not an easy business by any means. But, if you focus on providing 
the best overall customer experience possible at a fair price, you 
won’t need anyone’s secrets.   NC

Dana through this industry who we see weekly!
 We mixed in a good bit of frugality over the years and a dash 
of mathematics as well. I believe in treating people the way you 
would want to be treated.
 We are genuine people and it is not all about dollars and 
wash volume to us. We have room to grow and have enjoyed 
building our foundation with what works for our locations.  NC

Venus … continued

Mars … continued
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www.fisherphillips.com

On the Front Lines 
of Workplace Law.TM

Fisher Phillips is a national labor and 
employment law firm serving employers. 
We represent employers nationally, including
car wash companies and operators on all 
employment matters such as wage and hour,
government audits, discrimination claims and 
employment counseling. 

Alvaro Hasani
ahasani@fisherphillips.com

430 Mountain Avenue
Suite 303
Murray Hill, NJ 07974



 The latest long-range winter forecasts are starting to look 
interesting for the Northeast, as a whole, even on the coastline. 
Owning carwashes and living on an island means my interest 
level is always high. I subscribe to several private weather sites 
and have found them to often have a better handle on what’s 
ahead in a few months. Before I get too believing of any single 
long-range forecast, however, I look for a consensus with oth-
ers and am realistic about my expectations. A winter forecast 
in August is a guess, a forecast in November has some scientific 
basis. This year the consensus is colder and snowier starting 
in January. One forecast site, Epawaweather.com, is calling for 
most of the Northeast to have a snow range from 120 percent 
up to 200 percent of normal. In the Atlantic City region, the 
normal snowfall is 17 inches. They are saying that this year, 
however, it can go up to 29 inches. Allentown, PA, normally gets 
33 inches and it could get up to 46 inches in 2020. I am not sure 
how their forecast will work outside of their core forecast area 
of Eastern PA, New Jersey and southern New York. I would ex-
pect there should be some spill over, and affect both north and 
south of us. 
 I know these numbers are pretty weak for Albany, NY, or 
northern New England, but in New Jersey that kind of snow can 
be impressive. What I am excited about is the variable scaling. 
Down here in normally snow-deprived South Jersey, we may 
get up to 190 percent of normal. Twenty-five to 30 inches in 
a winter is a big deal here. In the more snow rich areas such 
as Stroudsburg, PA, or Albany, NY, they scale out to a max up 
to 140 percent. Of course, the temperatures are forecast to be 
below the norms. The reality being that these forecasts are not 
real yet. Even if they do happen, there are no guarantees of 
good washing with snow. Actually, the snow is nice but what 
drives volumes is the salted roads and sun. I’m hoping for a 
higher-volume winter, which inturn sets us up well for spring. 
Unfortunately, all of us have seen enough dream snow not to 
work out for washing cars. I’m still dreaming though.  

NRCC Rocks!
 This year’s Northeast Regional Carwash Convention (NRCC) 
in Atlantic City, in late September, as usual, exceeded expecta-
tions. The show floor was bigger and better than ever, the atten-
dance was up and the educational sessions were spot on. My two 
favorites were Geoffrey Brown from GoDaddy® and the keynote 
speaker John Roush from Moo Moo Car Wash in Ohio.  
 Many times, I think that social media is today’s version of 
word-of-mouth advertising, but on a larger scale. Mr. Brown 
from GoDaddy® explained what is important and why we need 
to embrace social media marketing. As a small operator, it is very 
difficult to do well. Fortunately, my wife has stepped up and be-
come the queen of Facebook. But listening to Mr. Brown made 
me sit up and note that we can, and should, do more.

 Prior to the Keynote, I had heard about Moo Moo and John 
Roush, but really did not know his story. Wow, his presentation 
and story were great! In 11 years he went from never being in-
volved in carwashing to running a 20 carwash plus chain which 
is growing. Two take aways: First, the customer experience is 
everything. Second, his acronym “C.A.R.E” which stands for 
Concern, Apologize, Remedy, Educate, is his guiding principle in 
business. Google him and find out more or visit nrccshow.com to 
read his entire presentation. 
 The show floor, as always, was exciting, interesting and of 
course – challenging. It was big enough that if you did not have 
a plan, you were lost. Tuesday, I went through the exhibits on 
the  floor for an overview and saw and visited with friends and 
caught a few people I had been waiting to see. I  made men-
tal notes and enjoyed the flow of the show. Wednesday, I went 
back to help finalize any decisions and again see a few more 
exhibitors. My wife and 16-year-old daughter came down and 
we had fun as a family walking the show floor. My daughter has 
been to the show before, maybe five years ago, as a 12 year old. 
This was the year she appreciated the depth and size of our in-
dustry. It’s much more than just the family business – we are 
part of a real industry.
 The consolidation trend of our suppliers continues and was 
evident on the exhibit floor. It seems that the two largest are NCS 
with McNeil, Ryko, Clean touch Chemicals, TSS, and now Vacu-
tech. The other being Sonny’s with DiamondShine Chemicals, 
their own POS company, Mr Foamer and Sonny’s Vacuums. Be-
langer is now part of the PDQ family. As the growth of carwash-
ing continues, so does consolidation. 
 The growing trend in express washing has been showman-
ship. The nuts and bolts of a good, clean, shiny and dry car are in 
place. The only reason that a carwash does not turn out a great 
car is its own desire or lack there of. As a result, an increasingly 
important customer attraction has become the lights, displays 
and signage present. I believe that customers expect this as a 
result of the commonality of colourful displays in our society. 
What has helped speed this trend along is the availability and 
low-cost of LED lighting in unlimited designs. My 16-year-old 
daughter saw the Monsters Entrance arch at Mr Foamer/Sonny’s 
and when I said I liked it; she did not. Monsters are not part of 
carwashing, she explained to me. She was right, but the signage 
creativity and eye appeal are part of today’s carwashing industry.  
 This year, the new hot item for conveyor washes is online 
Ceramic Coatings. Simoniz had a beautiful new arch at the front 
of their booth. It looked great and the potential sales and pack-
age upgrades from our customers looked even better. Part of the 
curse of any retailer is always looking for the next new big sales 
item. We can thank Simoniz and our chemistry suppliers for this.
 What did I buy? Nothing at the show, but attending the 
NRCC has been critical in preparing a business plan for 2020 and 

Dreams and Reality 
By Doug Rieck

DOUG’S PERSPECTIVE
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forward. The beauty of the NRCC show timing is that it leaves 
enough room so that you may be able to get equipment and cer-
tainly make marketing changes prior to the winter snow and 
wash season. That’s what I did for the last three years in a row. 
After this year’s show, in November I finalized my purchases for 
this season. Don’t forget this year’s Car Wash Show® is much ear-
lier, April 6-8 in San Antonio. Take advantage of all the resources 
and education out there and make your wash the best and most 
profitable it can be. NC

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

 

Doug Rieck
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The Car Wash Industry’s
Best and Brightest 

Are Talking!

Are “YOU” Listening?

Ed Dahm

Martin
Geller

Marshall
Paisner

Talk Internet for Car Washers 

CAR WASH TOWELS

800-225-9473
ERCWIPE.COM

BODY    WINDOW    DETAIL
WE HAVE THE TOWEL YOU WANT!  



Spotting The Issue
By Gary Sokoloski

Check Your Bay
 There can’t be anything else that could cause your cars to 
come out spotted, is there? Let’s take a look at where you are 
trying to produce this spot-free vehicle. There is a good chance 
it’s your equipment and building that are dripping water back 
onto that clean car. Therefore, making sure you have a clean 
bay makes a world of difference. Hence, when the water drop-
lets fall onto the car from the ceiling or equipment, they are as 
clean as possible.
 Ideally, you have a separate and “dry” drying room that is 
blowing heated air and you use an old style shammy machine 
at the exit to clean up any droplets and give that car a just out 
of the showroom look. That is the best way to prevent spotting, 
but then again this is the exceptional site, not the norm. For ev-
eryone else in the real world, the issue is what to do when your 
rinse arch is three feet from the dryer, which is sucking in water 
from the carwash and throwing it back on a car. For even more 
of a challenge, let’s wash and dry a car in a 30-foot-long bay with 

 One of the biggest challenges we face as carwashers are the 
spots that get left on the car we just cleaned. It’s a hard enough 
task to get your wash set up just right and then once you’ve 
washed, waxed and then dried the car, it sits in the sun and the 
spots come out. 
 It takes regular attention to try and combat a lot of the is-
sues that cause spotting. Despite all of the water treatment, 
chemical balancing, different types of drying agents and waxes 
to repel the water (as well as all the horsepower we can throw 
into a drying system), other issues can cause spotting and make 
that final product less than ideal. 
 So, let’s go down the usual list of factors that can leave spots. 
You have confirmed your water is good and chemicals are in bal-
ance and you aren’t putting on too much soap that could cause 
the water not to break and come off the car in the dryer. You’ve 
checked your drying agents and waxes to be sure they are not 
being applied too heavily and leaving spots or streaks. You’ve 
checked your dryers, in addition to the intakes, and they aren’t full 
of leaves, trash or debris that is being thrown back on a clean car. 

GARY’S TECH TIPS
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 Keeping up on cleaning your equipment and your build-
ing will go a long way to control the spots that get left on cars. 
We would all love to have that separate drying room with 
heated air and a shammy machine, how-
ever, there are few sites that can actually 
do this. Let’s keep it clean and hope to keep 
the spots at bay.   NC

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

the doors closed. This, by far, is the hardest of all environments 
in which to get a spot-free vehicle. 
 One thing to try is opening one of the doors during the dry 
to try to get some fresh dry air into the bay. Unfortunately, this 
can be a challenge in our northern climates and may not al-
ways be an option.
 If you are building from scratch or remodeling, there are re-
ally only two options that help. Build long and build high. Having 
room for the overspray and water to evaporate is one of the best 
things in trying to prevent your bay from spotting your cars. By 
having longer bays and separate drying rooms, the dryer stays 
out of the wash process and yields the best results possible. 
The same is true for the height of your bays. A 14-foot high bay 
doesn’t have water dripping off the ceiling like a 12-foot high bay. 
It also allows a greater amount, and dryer air to be used to dry 
the car and not throw water back on it. The best results can be 
achieved with both of these features. A long, tall bay is the way 
to go to improve your drying and spotting issues. If that is not an 
option you should consider pitching the ceiling in your bay or 
drying area so the water can drip or roll to the sides and not drop 
back down onto the car you just cleaned.  

Gary Sokoloski

Have a question for Gary?  
Email him at 

gscarwash@gmail.com!
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Snow Melting and De-Icing System

PROPAK® by Huron Valley Sales
The leader in snow melting and de-icing systems offers:

Experience
Over 10,000 systems installed since 1964.

Flexible System Design
Engineered for your unique application.

Single Source Responsibility
From the PROPAK® boiler to the polythermal tubing.

Corrosion Free System
Non-ferrous PROPAK® boiler system eliminates the need
for costly oxygen barrier tubing.

Warranty
20-year tubing material and labor warranty.
The strongest in the industry.

* PROPAK® can also be used with other boiler and fuel types.

Keep winter, not people, from your door with this hydronic heating system.

Huron Valley Sales
6032 Schooner Dr. • Van Buren Township, MI 48111

rmetz@huronvalleysales.com
ph: 734/944.5200 • f: 734/944.5800



but sometimes the moisture will freeze in the fibers of the tow-
el if it is extremely cold. Cotton towels do not seem to become 
affected to the same degree. 
 Carwashes that use Microfiber to clean the windows will 
find that they can freeze, and cause streaking. Some will actu-
ally switch to cotton Huck towels for a few months, then switch 
back to their Microfiber in the spring. 
 Another challenge of using towels in the winter months is 
manipulating them with bulky gloves on your hands. Smaller 
towels, like standard 16" x 27", are easier to handle than their 
larger counterparts. If you typically use a half bath towel or 
bath towel size on your vehicles, consider switching to a small-
er towel during the winter months.
 Whether your hands are frozen solid as you are drying 
off the cars or you have snow gloves on, you naturally will not 
be able to handle the towels like you normally do. As a result, 
your crew could be accidentally dropping their towels on the 
ground more than usual. It is extremely important to train your 
employees to never ever use a towel on a car after it has hit 
the ground. The towel could pick up sand, gravel, or other de-
bris that could scratch the car. Microfiber is especially prone to 
picking up dirt if dropped on the ground.
 I always suggest using a lower-cost towel for wheels, rims 
and doorjambs. In the winter, this becomes even more impor-
tant since there is much more salt and dirt on the roads. Both 
will contribute to shortening the life span of your regular tow-
els. You could either purchase an inexpensive box of darker 
color towels, like a bar towel, or “rag” out your old towels once 
they start deteriorating.
 Follow these tips, and your towel drying should go 
smoothly this winter. While I am writing this before winter 
has even started, I can already tell you that I’m looking for-
ward to the spring!  

Extra Tip
Most of your vendors do a complete year-end inventory in De-
cember or January. If you are not picky about color, or are open 
to closeouts, ask your vendor if they have in-
ventory they want to move.    NC

 The winter can be a tough time for anyone. For many of us, 
winter means bitter cold temperatures and lots of snow. Here 
in the Northeast, we are seasoned for long, hard winters. It 
doesn’t mean we enjoy them, but we learn to adapt! While tow-
el care remains mostly the same in winter, a few small changes 
can be made in order to help you through the coldest days.
 Faster towel rotation plays an important role during the 
cold months. Once a towel gets wet, it will quickly freeze in 
cold temperatures. It is very important to change out your 
towels frequently on the line, and to never let their condi-
tion get to a point where they become more of a detriment 
rather than a beneficial tool. For those of you who use your 
towels slightly damp, you will need to use dry towels when 
the temps fall.   
 If you operate in the Northeast, Microfiber might give you 
some trouble on the coldest, iciest days. They work really well, 

Tips For Better Towel Use  
During the Chill of Winter Washing
By Valerie Sweeney

TOWEL TIPS

Valerie Sweeney

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

 It’s hard to believe that we are in the final months of 2019, as I write this column. 

I hope 2019 was a prosperous and productive one for your business. The Carwash Associa-

tion of Pennsylvania (CAP) had one of our most active years yet, adding new events and new 

members along the way.

 On September 19, CAP 

hosted its annual golf outing and 

member picnic at the Cumberland 

Valley Golf Course in Carlisle.  We 

had a strong turnout of golfers – 

and the great weather may have 

helped a bit with this. Thanks to 

the generous support of our spon-

sors and in-kind donors, CAP’s big-

gest fundraising event of the year 

was a success and every golfer left 

with a prize, including one very 

lucky winner of a Yeti cooler.

 In October, at the annual Chamber of the 

Northern Poconos dinner, The Car Wash on RT6, 

owned and operated by CAP Treasurer Dave Ed-

wards (left, center), was recognized for its environ-

mentally-conscious efforts with the Green Business 

Award for its 80 percent water recycling and reuse, 

LED lighting, and the use of tankless hot water. We 

offer Dave our sincerest congratulations! 

 

On a more somber note, it is with great respect 

that we remember William “Billy” Simpson 

(right), a Veteran of the Korean War who 

passed away on July 14. Billy was a Purple 

Heart recipient, and received a good conduct 

medal, combat infantry badge, United Nations 

service medal, and Korean service medal with 

two bronze battle stars. After retirement, Billy 

enjoyed working for the Bubbleworks Car Wash, 

Washington, PA, for 21 years. He  was a contact 

of CAP Board Member, Alec Hedman. We are 

very grateful for his military service and his 

contribution to the carwash industry.

PRESIDENT’S COLUMN

CAP BOARD OF DIRECTORS
PRESIDENT  •  Keith Lutz 
Kleen Rite Corp., Columbia, PA

VICE PRESIDENT  •  Stuart Hammerschmidt 
Shore Corporation, Pittsburgh, PA

TREASURER  •  Dave Edwards 
The CAR WASH on Hamlin Hwy. & DOG WASH TOO, Lake Ariel, PA

SECRETARY  •  Kingsley Blasco 
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

2020 
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

Continued on page 41 …
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HONORING OUR
MILITARY

OVER 2,679,743
FREE WASHES GIVEN SINCE 2004

Grace For Vets thanks those  

that honored ALL military service 

personnel with a FREE car wash 

on November 11!

2019
RESULTS

346,766 Free Car Washes
• 4426 Locations
• 4 Countries

JOIN 
TODAY For more information & to register  

your wash, visit www.graceforvets.org



found that we have become a huge family with all of the people who 
have worked here over the years at Kuhnsville Car Wash.”
 Kyle Pezoldt, Kuhnsville’s Facility Manager, agreed with 
Kuhns assessment. “Treating our employees right and getting 
them to provide the best service possible for the customer has 
earned their respect, and that of the customers too,” Pezoldt 

 Carol J. Kuhns has been in the carwash business since 1988 
when she and her late husband John built the full-service Kuhn-
sville Car Wash (KCW) in Allentown, PA. And along the way, 
the carwash has employed between 60 and 80 annually, many 
of them high school and college students part time, but Kuhns 
thinks of all of them as one big Kuhnsville Car Wash family.
 “We generally have about 15 regular full-time employees 
each year, and 30 high school students and 30 college students 
working part time,” Kuhns observed. “I estimate that we have 
employed about 5,000 students as employees in our 30 years in 
the carwash business.”
 Kuhns noted they have several students who worked for the 
carwash part time through high school and college who went on 
to graduate from various business, medical and law schools. “We’ve 

Full-Serve Operator Carol J. Kuhns 
Treats Employees as Family
By Alan M. Petrillo

The wash’s waiting area feels like home, and owner Carol J. Kuhns 
treats her employees like family.

Kuhnsville Car Wash in Allentown, PA, has been in operation since 
1988. It’s owner, Carol J. Kuhns, takes pride in the number of high 
school and college students she employs.

The wash features 
a full-service 

tunnel and six 
self-service bays.
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 As our busy year comes to a close, I want to again thank 

each and every member of CAP – and our carwash community as 

a whole. You are a part of what makes this industry special. I would 

be remiss if I didn’t welcome you to learn more about CAP and our 

membership benefits by visiting www.pacarwash.org. We would love to 

have you be a part of our continued growth in 2020.

Keith Lutz

CAP President

said. “It brings the group of employees closer together as a team.”
 In addition to the full-service tunnel, Kuhnsville Car Wash 
has six self-service bays, and has won numerous Best Carwash 
awards in the Lehigh Valley since 2006.  
 “There has been a lot of development in our area in recent 
years, especially in apartments and townhouses, so that means 
there are a lot more cars to wash,” Kuhns pointed out. “We’ve 
been pretty successful with our unlimited packages for exterior 
washes, where the customer can add interior services as they 
want them. We find that most people come in and buy our Plati-
num Exterior Wash Package and add full-service wash features.” 
She added that the carwash’s top package accounts for 50 per-
cent of the washes she sells.
 “Most of the cars we get are good looking vehicles,” Kuhns 
said. “There are a lot of upscale neighborhoods that have grown 
up around here in the last 20 years, and people want to keep 
their cars looking good.”

Water Woes
 Kuhns noted that Kuhnsville Car Wash has been involved 
in the International Carwash Association WaterSavers® program 
since the program started. WaterSavers® helps association mem-
bers get the word out about how they conserve water and help 
protect the environment at their locations. 
 “We started out having to pay $50,000 to hook into the town’s 
water and sewage systems,” she said, “and as we got busier, we had 
to buy new allotments. We immediately went into a water-saving 
mode and joined the WaterSavers® program when it became avail-
able through ICA. We also have rain barrels on the property to 
collect rainwater that we use to irrigate the landscape, and (the) 
many flowers that we have planted to decorate our property.”

Unique Promotions
 Kuhns’ marketing is certainly diverse. “Our marketing at 
KCW is spread throughout the Lehigh Valley through many char-
ity fundraisers, and we also do various promotions, including 
working with the local library, Graceforvets.org, and Facebook 
contests for free or reduced-price washes. We recently partnered 
with the local Philly Pretzel store in Kuhnsville on a promotion 
for our businesses and asked people on the Facebook page how 
many steps there were between Philly Pretzel and Kuhnsville Car 
Wash. There were 595 steps, about a quarter mile, and we had 
two winners, so we gave them free pretzels and free carwashes.”
 KCW also does advertising in their local newspapers offer-
ing bonuses on gift card purchases. There is an option on its web-
site (kcwash.com) to purchase online gift certificates that can be 
emailed or texted to recipients. Kuhns also works with many local 
businesses, including law enforcement, with their fleet program.

Bring on the Competition
 Competition doesn’t faze Kuhns either. “We have a number of 
express carwashes surrounding us, but we know our area is grow-
ing and we can see there is still a need for our full-serve, hands-on 
service. Customers love our face-to-face interaction and Kuhns is 
adamant about her slogan, Our Employees Make the Difference, 
using it in all her advertising and on her marquee sign.   NC

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

For more information on WaterSavers®  
visit carwash.org

President's Column … continued from page 38.

The site has won numerous  
Best Carwash Awards  

in the Lehigh Valley.
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CCA NEWS

 With the white gold a constant tease this winter, operators are obviously anticipat-

ing salt, sand and dirty cars, but talk is also about how to get more customers into the wash 

and keep them coming back.

 The club or membership plans are a great way to do that, as we all know, and our 

industry has embraced this service. The steady stream of revenue has been a godsend when 

the weather does not cooperate, but are we servicing these “members” as we should be? What 

more can we do for them and how can we add to their “experience” at the wash?

 Obviously, we all need to put out a consistent, clean, shiny car at a fair price. We 

need to have a professional, friendly staff that greets our “members,” and non-members, with 

a welcoming attitude. But are we making sure that our offerings are the latest and greatest? 

Are we enticing our “members,” and non-members, with the latest services? We absolutely 

need to constantly stay on top of new technology, services and options. When a “member,” or 

non-member, pulls up to the auto cashier, is your auto cashier promoting the latest wax or 

service? Is there an enticement from a greeter or auto cashier to try something new and dif-

ferent that may enhance the wash experience? Are you constantly adding value and keeping 

things fresh and interesting? After all, the minute an item is packaged, it is often forgotten. 

We need to have options that entice our customers to not only spend more money, but feel 

like they are being educated and that their vehicle’s needs are being met. It’s our job to do all 

of the above and do so in a manner that will result in higher volumes 

and happier customers. 

Bob Rossini

CCA President
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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 
Unitec Electronics, 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 
26 Valdepenas Lane, Clifton Park, NY 12065, 518/588-6829

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

For sponsorship information call
800/287-6604!

Mark Your Calander • Wednesday, Aug. 26
23rd ANNUAL GOLF CLASSIC
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TO SCHEDULE A DEMONSTRATION, PLEASE CALL 

1-855-WASHIFY OR VISIT WWW.WASHIFY.COM

Solutions for multiple car wash formats 
X Station for tunnels and X Station Jr. for In-Bay 
Automatics

Modern, affordable option for any wash
Get the most out of your pay station without 
breaking the bank

EaEasy to sign up unlimited 
Customers can sign the screen with their finger

22”/15” Height Adjustable Screen Display: 
The largest and brightest Paystation screen 
display which adjusts to the height of the vehicle 
for every customer making the transaction faster 
and easier.

Smart Smart Payout 
Recycles bills and reduces amount of change 
needed in unit

Integrates with Washify Owner App

Equipped to run Washify’s next gen marketing 
features

CuCustom wrap available to match your car wash 
branding

•

•

•

•

•

•

•

•

WASHIFY’S NEW PAY STATION UTILIZES 
THE MOST ADVANCED TECHNOLOGY:

WASHIFY
X STATION

WASHIFY
X STATION JR.



Author Jeanne Zulick Ferruolo  
Exudes Courage
 Author Jeanne Zulick Fer-
ruolo has always rooted for the 
underdog. A lifelong introvert, 
she found her voice after work-
ing for a congressman and then 
going on to law school and see-
ing the important work done 
by public defenders. Joining 
those ranks, she was able to 

scrap that story and start a new one. It was incredibly difficult 
advice because I had worked on it for many years. For a time, 
it also made me believe that I just didn’t have what it took to 
be an author.

NC: It was around that time that you discovered that you had 
cancer. After enduring surgery and chemo, you decided to 
start writing again. Tell us why.

JZF: When I learned that I had breast cancer, I quit writing. 
It had been hard enough trying to get published before, and 
chemo was so debilitating. But when you really love some-
thing – it’s hard to let go. After I got through the treatments 
and began to heal, I came to realize that if I could get through 
cancer, I could face the inevitable rejection that comes along 
with putting yourself (and your heart) out there. I was ready 
to try again.

NC: And then Ruby in the Sky was born, a story about painfully 
shy, Ruby Moon Hayes, who is ultimately faced with a decision 
to remain silent and invisible or speak up to help the people 
she loves.

JZF: Ruby in the Sky is about finding your voice – and perhaps 
I was able to channel the strength I had gained in my cancer 
journey into Ruby’s story. When I finally put pencil to paper 
again, I began with these words: “Sometimes people disap-
pear,” and I went on to write the story of a girl who learned she 
was a lot stronger than she thought she was.

NC: But just as you received your first edit letter about Ruby 
you were dealt another health blow.

JZF: Yes, unfortunately I was diagnosed with a sarcoma (a 
kind of cancer) that was not related to the breast cancer.

NC: I’m not sure how you endured all of this, but you said that 
you still had a job to do with Ruby and you had a very strong 
family circle around you for support.

JZF: At first it was easy to feel like a victim, but pretty quickly 
I realized how incredibly blessed I really am. Here I was – sur-
rounded by incredible family and friends – receiving some of 
the best medical care in the world. I am so grateful every day 
for my wonderful family, all of the amazing Ferruolos, and es-
pecially my husband Paul, who was there for me every step of 
the way. 

The other thing I had was RUBY. I had this job to do – and I 
had the ability to do it. I’ll never forget receiving the first edits 
back only days after my second surgery. Somehow the story 
had a completely different meaning for me. There is a line in 
Ruby’s story that became incredibly meaningful to me. It’s to-
ward the end when Ruby says, “I thought about how I’d never 

help countless people who didn’t have a voice. But while taking 
a break from that work, and raising her two children with her 
husband Mr. Sparkle’s Paul Ferruolo, she realized that her voice 
might be better served spreading courage through prose. And 
with that, her journey to publication began.

NC: Why tackle the middle-grade genre (between ages 8-13) as 
opposed to children’s books?

JZF: I remembered how much I loved middle grade books 
when I started reading them to my kids. For me, the best mid-
dle grade stories relay a simple yet beautiful truth about our 
humanity and our world.

NC: The road to publication, however, is a really bumpy one, 
correct?

JZF: It’s definitely not easy to get published, but like anything 
else, if you love what you are doing and are persistent, you 
will succeed. It took me many years of attending workshops 
and conferences to learn the craft of writing for kids. I also 
had to deal with a lot of rejection along the way, but for every 
no, thank you that I received, I grew as a writer. In the end, I 
realize that it was all part of the journey.

NC: Tell us about your first book, Listening in the Snow.

JZF: Writing can be like pouring your heart on a page, so to 
hear, “This story doesn’t work,” (repeatedly) can really hurt. 
Ultimately, I was told by a highly regarded editor that I should 

Paul and Jeanne 
Zulick Ferruolo.

44 |  Northeast Carwasher, Winter 2020



be able to stop bad stuff from happening. The only power I 
had was choosing what to do if it did. I could choose to disap-
pear. Or I could choose to stand up.” Right then, along with 
Ruby, I chose to stand up.

NC: Tell us about the second book in your two-book deal.

JZF: A Galaxy of Sea Stars comes out in February 2020. In Gal-
axy, eleven-year-old Izzy feels as though her whole world is 
shifting, and she doesn’t like it. She wants her dad to act like 
he did before he was deployed to Afghanistan. She wants her 
mom to live with them at the marina where they’ve moved, 
instead of spending all her time on Block Island. Most of all, 
she wants Piper, Zelda, and herself – the Sea Stars – to stay 
best friends, as they start sixth grade in a new school. 

Everything changes when Izzy’s father invites his former in-
terpreter’s family, including 11-year-old Sitara, to move into 
the marina’s upstairs apartment. Izzy doesn’t know what to 
make of Sitara, with her hijab and refusal to eat cafeteria food, 
and her presence disrupts the Sea Stars. But in Sitara, Izzy 
finds someone brave, someone daring, someone who isn’t as 
afraid as Izzy is to use her voice and speak up for herself. As 
Izzy and Sitara grow closer, Izzy must make a choice: stay in 
her comfort zone and risk betraying her new friend, or speak 
up and lose the Sea Stars forever. 

NC: We are certainly grateful that you found your courage to 
write, get published and persevere in spite of some very chal-
lenging health issues. And speaking of, we wish you good 
health moving forward as you spread your courage to your 
readers.

You mentioned something simple yet profound in your speech 
at the Tassy Walden Awards that bears repeating. Could you 
share it with our readers?

JZF: Any time you put yourself out there to take a chance on a 
dream – that is courage. As Ruby says in the story, “You have 
to find your own kind of brave.”   NC

Ferruolo was named one of eight authors on The Washing-
ton Post’s KidsPost Summer Book Club Read for Ruby In The 
Sky. The book also won the SCBWI Work-in-Progress Award, 
the PEN New England Susan P. Bloom Children’s Book Dis-
covery Award and the New Voices in Children’s Literature: 
Tassy Walden Award. 

Ruby in the Sky is  
available at amazon.com,  
barnsandnoble.com  
or target.com 

A Galaxy of Sea Stars  
expected release date  

is February 4, 2020.      
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Want more profit from your wash? 
 

Your team IS half of your product!           
Put our life’s work of performance        

management experience to work for you!  

 Service and Sales        

 Profit Building Strategy

 Organizational  
      Development

 Manager Mentorship

 Incentive Design &   
Installation

 Quality Improvement 

1-844-MORE-REV 
www.MyrrhConsulting.com 

Proven, confidential, flexible solutions for all 
carwash sizes and budgets. Hourly projects to          

speaking engagements to multi-site, profit-
building partnerships. On-site and remote               

support options available. Over 100 carwashes  
served across the United States and Canada.  

Make more. Stress less.  
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Warehouse: (860) 554-0727
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Email: carwashingsystems@comcast.net
Website: www.carwashingsystems.com
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Your Northeast Distributor 
Please call for more information.



ing Systems, Northeast Carwasher, Stoner; Bronze Sponsors/
Beverage Cart: Everwash, G & G Industrial Lighting, National 
Ticket Co.; Breakfast Sponsor: DRB Systems Inc; Beat the Pro 
Sponsors: Mr. Sparkle Car Wash, Personal Touch, Torrington Car 
Wash; Driving Range Sponsor: Fred’s Car Wash; Cart Sponsor: 
Simoniz USA; Towel Sponsor: ERC Wiping Products; Water 
Sponsors: Mantz Automotive Distributors, LLC/Ardex; Hole 
Sponsors: Carwash Insurance Program by McNeil (2), Golden 
Nozzle, In Memory of Joseph Kwak, Mighty Auto Parts, Sonny’s 
The Carwash Factory, and Wheel-eez “Removes Ugly.”   NC

The 23rd Annual Golf Classic  
is slated for Wednesday, August 26  

at Fairview Farm Golf Course.  
For more information visit  

wewashctcars.com or call 800/287-6604.

CCA Hosts 22nd Golf Classic
 The Connecticut Carwash Association’s (CCA), 22nd An-
nual Golf Classic, August 24, was another hole in one, according 
to CCA President Bob Rossini. The annual gathering included 
breakfast, lunch and dinner at the challenging Fairview Farm 
Golf Course in Harwinton. “What a great day and a lot of fun for 
our attendees,” said President Rossini. “Whether you are a great 
golfer or not, this event is a winner even if you have to contend 
with a little rain!”
 The 18-hole event, in its sixth year at Fairview Farm, also fea-
tured an extensive raffle, a putting contest to benefit the Bob & 
Lynn Rossini Children’s Education Fund, a chance to win a two-
year lease on a car courtesy of Hoffman Auto Group, as well as 
several other events to make the day memorable. “It’s hard to go 
home without winning something from this outing,” said Rossini.

Team Jet Spray Wins!
 The team from Jet Spray Car Wash led by Tony Setaro took 
home first place with a -9. Rounding out the foursome were Vinny 
Setaro, Jerry Albino and Pete LaRoe. Second place finishers were 
Team Splash comprised of Mark Curtis, Chris Fisher, Brett Robin-
son and Bill Trabulsy. Two teams tied for third place: Jeff Arimen-
to, Jason Flagg, Bruce Everett and Chris Lindley from Harrell’s Car 
Wash Systems and then Nick Walters, Tunji Somma, Chris Avila 
and Tom Porzio rounded out the second third place finishers.
 First place received a $75 gift certificate to the pro shop, 
while second place received one for $40.
 Many raffle prizes including a 32” Vizio and 32” Insignia tele-
vision, a Ping driver, and Under Armour® Hat, Nike and Bridges-
tone golf balls, Tito’s Vodka, Hendrick’s Gin as well as cash were 
some of the featured gifts.
 Event sponsors included Platinum Sponsor/Dinner-Re-
ception: Micrologic Associates; Gold Sponsors/Lunch: Capi-
tol Strategies, Harrell’s Car Wash Systems, Innovative Control 
Systems (ICS), Kleen-Rite; Silver Sponsors/Prizes: Car Wash-

Continue for more photos!

The guys from Harrell’s ham it up 
and steal the show!

The setting was again the 
picturesque Fairview Farm 
Golf Course in Harwinton. 
The Hole-In-One car was 
provided by Hoffman Auto 
Group, East Hartford.

The Splash foursome consisting of Dan Petrelle, Jr., Jason Frank, Bobby 
Carnes and Chris Fisher strike a handsome pose.

46 |  Northeast Carwasher, Winter 2020





The handsome men 
from Team Splash: 
Mark Curtis, Dan Pe-
trelle, Brett Robinson 
and Bill Trabulsy.

CCA Golf Classic … continued

A little rain didn’t put a 
damper on the putting fun!

Team Crossroads, led by Doug 
Lutz (left) vowed to make a 

return appearance since the 
day was so much fun!

Tony Setaro (clad in the towel) 
tries to keep dry while running 
the putting contest with his 
trusty assistant, Garrett Rossini.

And it’s a hole in one 
for this Crossroads 

team member!

Assistant Pro Jim took 
a break to strike a pose 
with Simoniz’ Scott 
Goodreau, Tom Porzio 
and Norm Veroneau.

In a few years, there is no 
doubt that Ethan Porter is 

going to win the tourney! 
What a swing!

Continue for  
more photos!
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CCA Golf Classic … continued

There’s no surprise that 
Team Rossini includes the 
Beverage Cart Driver in 
their photo op!

The team from Autoshine of New England tore up the course! (Pictured are 
Dillon Braga, Dan O’Connell and Jim and Ethan Porter.)

Taking a break for a quick lunch are National Ticket’s Tom Tessitore, Simo-
niz’ Al West, Quixpress Car Wash’s Nick Walters and Simoniz’ Barry Smith.

Pete LaRoe, Vinny and Tony Setaro and Jerry Albino 
enjoyed a dry photo before the skies opened up!
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And the winning foursome from Team Jet Spray were  
Jerry Albino, Pete LaRoe, Tony and Vinny Setaro!!!!

CCA President Bob Rossini kicked off the raffle.

Prizes galore were on display prior to the after dinner 
drawing led by Bob Rossini and Tony Setaro.

Thank God for Nancy Young Zieker and Jim 
Dorsey, who assisted Suzanne in everything 
golf without breaking a sweat!
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IS YOUR CAR WASH CONNECTED?

Stay Connected with the 
WashAssist® App

Stay Connected with the 
WashAssist® Dashboard

sales@micrologic.net www.micrologic.net



IS YOUR CAR WASH CONNECTED?

Stay Connected with the 
WashAssist® App

Stay Connected with the 
WashAssist® Dashboard

sales@micrologic.net www.micrologic.net

LogicWash® Tunnel Controller
LogicVision LPR System

LogicWash® Vacuum
LogicWash® Digital Menu Display

LogicWash® Web Management System
Pegasus Payment Kiosk®

WashAssist®

CleanCarPass® RFID System

Micrologic Features the LogicWash® Family of Products

Call Us Today to Connect!
(973) 598-0808

sales@micrologic.net www.micrologic.net

Call Us Today to Connect!
(973) 598-0808

WashAssist®

The larger your car wash operation, the more control you need to manage your business, both 
strategically and tactically. The ability to instantly see live data of your car counts, revenue and 
memberships becomes even more important as your business grows. WashAssist® is the answer 
for your Car wash business operations at all levels, from viewing terminals to transactions and 

reporting all in one software solution for all of your sites.

Key Features:
• Dashboard with key statistics
• Customer tracking
• Inventory management
• Transaction views
• Employee management
• Maintenance tracking
• Easy confi guration
• Reporting
• Mobile app

Remote Management Made Easy!



 Voters in cities and towns across the Connecticut voted on 
Tuesday, November 5, to send incumbents, party favorites, new-
comers and veterans into municipal leadership.
 Some races ended as expected. In Hartford, Democratic in-
cumbent Mayor Luke Bronin claimed victory against a range of 
candidates, including former Mayor Eddie Perez. The same was 
the case in Bridgeport, where incumbent Democratic Mayor 
Joe Ganim won while holding off both legal challenges from the 
primary and political ones, as well. And Republicans celebrated 
both in Danbury, where Mayor Mark Boughton kept his seat, and 
in New Britain, where Mayor Erin Stewart did as well.
 Other races brought leadership changes to city hall. In New 
Haven, Democratic nominee Justin Elicker won a lopsided vic-
tory over incumbent Mayor Toni Harp, who had continued her 
reelection effort after losing the primary in September. Elicker 
is a former alderman who ran against Harp in 2013. This time 
around, he won – with about two-thirds of the vote. Harp ran on 
the Working Families ticket. Elicker told supporters he wants to 
be an inclusive mayor who listens to all the city’s residents.
 Bridgeport Mayor Joe Ganim will begin his seventh term 
after winning handily against write-in candidate and State Sen. 
Marilyn Moore. Ganim compared the big win to his long-shot 
victory in 2015 that followed his seven-year stint in prison for 
corruption. Ganim trounced Moore by more than 6,000 votes af-
ter beating her by just 270 votes in the September primary with 
a big advantage in absentee ballots. The Connecticut Supreme 
Court is still considering an appeal of a lawsuit that claims ab-
sentee ballot issues cast doubt over the outcome of that contest.
 In Middletown, the race for an open mayoral seat saw Dem-
ocrat Ben Florsheim beat Republican former mayor Sebastian 
Giuliano. Florsheim is a 2014 graduate of Wesleyan University. 
 In New London, Democratic mayor Michael Passero returns 
for a second four-year term, beating both GOP and Green Party 
candidates. Thirteen of 14 seats on the city council and board of 
education in the town also went to Democrats. The only one of 
the party’s candidates not returned was Jason Catala, who had 
been arrested on charges of credit card fraud.
 And in Wallingford, official results show longtime Mayor 
William Dickinson won nearly 59 percent of the vote to stay in 
office – one he has held since 1984. People in both major parties 
tried to steer the narrative a bit as the results came in. Demo-
cratic party chair Nancy Wyman said in a statement that her 
party, “had a strong day across Connecticut, holding cities and 
towns, including seats that were open and others where Repub-
licans were favored to win.
 Voter turnout across Connecticut was “slow but steady.” 
Turnout in many communities across the state was mixed. 

According to the Secretary of the State, turnout in the bigger 
cities was in the low double digits at best.

Governor Unveils Transportation Plan
 Gov. Ned Lamont unveiled a detailed $21 billion, 10-year 
transportation plan November 7 that invests in trains and buses, 
improves roads and bridges and upgrades airports. The CT2030 
program would be financed through a combination of bonds, 
low-interest federal loans, and revenue from tolls on 14 bridges 
along eight highways throughout the state. Legislators could be 
called into special session later this year to act on the Lamont 
administration’s proposals for addressing the state’s aging trans-
portation infrastructure. The plan, according to its summary, 
“doesn’t promise the kitchen sink” but “prioritizes and pays for 
the most vital improvements for Connecticut residents.” The 
administration also said the plan would produce 26,000 jobs in 
every year of the 10 years.
 The plan includes around $2 billion for train improve-
ments and new cars for Metro-North to improve rail travel to 
New York City by 15 to 20 minutes. It also has $475 million for 
traffic signal upgrades statewide and $134 million to replace 
CTtransit buses. It also funds a study on increasing commercial 
air services at either Tweed Airport in New Haven or Sikorsky 
in Stratford, and seeks to connect Bradley International Air-
port to a regional rail system.
 The CT2030 plan includes $599 million to widen a stretch 
of I-95 from Bridgeport south to cut travel times by 35 percent, 
$276 million to reconfigure the I-91/I-691/Route 15 interchange 
in Meriden, and $175 million for three projects to ease conges-
tion along the Wilbur Cross Parkway.  In addition, the Governor’s 
blueprint calls for improving the I-84/I-91 exchange in Hartford 
and repairing the I-84/Route 8 interchange in Waterbury.
 The plan calls for tolls on bridges on I-95 in Stamford, Nor-
walk, Westport, West Haven, East Lyme, New London and Gro-
ton, and on I-84 in Newtown, Waterbury and West Hartford. 
Additional locations include I-91 in Hartford, I-395 in Plainfield, 
Route 8 in Waterbury, Route 9 in Middletown, Route 15 in Nor-
walk, as well as a bridge on I-684 in Greenwich. The total cost of 
those 14 projects is estimated at $1.4 billion to $1.8 billion.
 The state would take a low-interest loan from the federal 
government and repay them with toll revenue. Tolling would 
begin in 2023 and is expected to generate around $320 million 
a year. The administration estimates that roughly 40 percent of 
toll revenue would come from out-of-state drivers, and that 61 
percent of revenue would come from cars. Toll charges would be 
50 cents to $1 for cars, $1.25 to $2.50 for medium-sized trucks, 
and $3.50 to $7 for heavy trucks. Drivers with a Connecticut E-

LOBBYIST UPDATE

Incumbents, Newcomers  
Victorious at the Polls
By P.J. Cimini
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to cap and reduce CO2 emissions from power plants. Under the 
regional gas tax plan, the 12 states and D.C. would raise their gas 
tax at the same time and by the same amount.
 The revenue would be used to combat climate change. Uses 
include investing in mass transit and electric-car charging. One 
issue the states must resolve is how the revenue will be shared. 
Gov. Ned Lamont supports the concept, a spokesperson said.
 Deputy House Republican Leader Vincent Candelora (R-
North Branford) said a regional gas tax will hit people who 
can least afford an electric vehicle – the working poor and 
middle class. 
 Currently, Connecticut drivers pay a flat, 25-cents a gallon 
tax, plus a gross receipts tax at the pump that’s based on the 
wholesale price of gas. Supporters say the plan’s benefits include 
limiting cost impacts, keeping energy dollars in the 12-state re-
gion, and improving public health from reduced emissions.  
 In addition to Connecticut, states involved are Massachu-
setts, Rhode Island, Vermont, Maine, New Hampshire, New Jer-
sey, New York, Pennsylvania, Virginia, Maryland, Delaware and 
Washington D.C.

Workers’ Comp Premiums Fall 
 Connecticut employers will see workers’ compensation 
premiums decrease for the sixth consecutive year in 2020. The 
Connecticut Insurance Department October 30 approved an 
average overall rate decrease of 2.9 percent for the voluntary 
market. Overall assigned risk market rates will drop an average 
4.5 percent. The new rates are for policies renewing on or after 
January 1, 2020. The department accepted recommendations 
from the National Council on Compensation Insurance, which 
analyzes and recommends rate adjustments in more than 40 
states. While Connecticut rates will fall for a sixth year, the 
changes are in the single digits after three consecutive years of 
double-digit declines. Voluntary rates decreased 16.8 percent 
last year, following a 14 percent drop in 2018 and 10.9 percent 
the previous year. 
 Rate declines reflect decreases in workplace injuries and 
claims, and lower medical costs per claim. CID commissioner 
Andrew Mais noted the consistent decrease in premium costs. 
“The loss costs and assigned risk rates have steadily gone down 
over the last six years – and has helped businesses better control 
Workers’ Compensation insurance costs – one of their critical 
operating expenses,” he said. NCCI recommended a 2.9 percent 
overall rate reduction for the voluntary market and a 4.5 percent 
reduction for the assigned risk market. Rate cuts vary by indus-
try classification, ranging from 1.5 percent for manufacturing to 
5.9 percent for contracting in the voluntary 
market. Assigned risk rates for 2020 range 
from a 3.2 percent for manufacturing to 7.5 
percent for contracting.   NC

ZPass® get a 20 percent discount, plus any vehicle with the state 
E-ZPass® would not pay more than one round-trip fee per gantry 
in a 24-hour period.

GOP Rolls Out Transportation Plan
 Connecticut Senate Republicans have proposed a 10-year, 
$18 billion plan that uses $1.5 billion from the state’s reserves to 
fund transportation projects. GOP senators unveiled their plan 
November 14, one week after Governor Ned Lamont proposed a 
10-year, $21 billion transportation program. Both plans invest in 
roads, bridges, and rail, bus, and airport upgrades – and rely on 
low-interest federal loans.
 The GOP plan avoids tolls, tapping the state’s $2.5 billion 
reserve fund to pay down pension obligations, reducing annu-
al pension payments by $130 million annually that would then 
fund transportation projects.
 Republicans also propose using federal loans while ear-
marking $100 million in annual bonding for transportation, 
which would take precedence over other projects. Lamont has 
in the past spoken against tapping the reserve fund in case of 
another economic downturn, and in favor of reducing borrow-
ing by putting the state on a “debt diet.”  
 Republicans released their plan a day after Senate Demo-
crats told Lamont they could not support his tolls plan. Instead, 
Democratic leaders floated the possibility of funding transporta-
tion with proceeds from legalized sports betting and marijuana 
sales. But Lamont said he doubts that would raise the $320 mil-
lion annually that his toll plan would generate to pay off federal 
transportation loans. 
 The Republican plan resurrects the Transportation Strategy 
Board, a group of business leaders and stakeholders, and estab-
lishes a Connecticut/New York Railroad Strategy Board to vet all 
rail projects. The GOP proposal also dedicates the car sales tax 
to the Special Transportation Fund. The tax currently generates 
around $400 million a year but is expected to grow to about $750 
million annually by 2023.
 The Republican plan does not call for specific road or bridge 
projects, instead deferring that decision to state transportation 
officials and the new Transportation Strategy Board. 

Connecticut Plans Regional Gas Tax
 Governors of several Northeast and Mid-Atlantic states 
are developing a regional gas tax to fund mass transit, electric-
vehicle charging, and other transportation changes designed to 
cut auto emissions. But they’re not calling it a regional gas tax 
– instead, it’s being described as a cap-and-trade plan for motor 
vehicle carbon emissions. The idea is to combat some of the roll-
backs the Trump administration has made on auto emissions 
standards and efforts to curb climate change. The tax would ap-
ply to gas and diesel fuels with exemptions for boat and jet fuel. 
The plan being considered by Connecticut and 11 other states 
and the District of Columbia charges for emissions while slowly 
lowering emission limits over 10 years, beginning in 2022. The 
program would be modeled after the Regional Greenhouse Gas 
Initiative, an effort by Connecticut and eight other eastern states P.J. Cimini

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
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CWONJ NEWS

 The start of our busy season in the Northeast is here. By the time you read this 
column most, if not all, of us should have had some snow, or at least salted roads. 
 Recently, the Car Wash Operators of New Jersey (CWONJ) has had the official 
launch of an Employee Handbook. This is a big benefit for all paid members. What you 
need to do to participate is contact our Executive Director, Suzanne Stansbury, to request 
a copy of the Handbook Template and questions you need to answer to get your hand-
book customized to your wash. You then return that information to Alvaro Hasani with 
Fisher Phillips and he crafts it into your own personalized handbook. There is a fee for this, 
approxiately $400, which is minuscule compared to the actual cost of having an entire 
handbook done for you from scratch which would equate to thousands of dollars. The 
association has spent the better part of a year doing that for you and incurring the cost. 
Now, with just a few questions answered, you will get your very own handbook. So, if your 
membership dues are paid up, give Suzanne a call or email (800/287-6604 or mediasolu-
tions@nycap.rr.com). If your dues are not paid up, this is your opportunity to do so online 
at cwonj.com. You will then be eligible for the handbook.
 At our November membership meeting, Alvaro Hassani went over all the reasons why 
a handbook is essential in protecting yourself as a wash employer. I have worked with him on 
this project and trust his guidance. We need our employees and can appreciate their efforts and 
respect them as humans, but without a handbook it is too easy for us to lose it all and end up 
swapping jobs with our employees. New Jersey is a tough state for litigation and has an active 
labor department, just look at the new Paid Sick Leave laws and all that entails. Become com-
pliant and provide your business with the first line of defence in any litigation — an up-to-date 
employee handbook that states your policies and protects your business! 

Feb. 5 Membership Meeting 

 On February 5, the CWONJ is having a Winter Membership Meeting at the Holi-
day Inn in Clark. This is a nice break from winter carwashing so come on out and see fellow 
operators and see how their winter season is going. We’ll be updating you though our email 
notices, mailers and on our website on the specifics, but save the date!
 This year The Carwash Show® is April 6-8 in San Antonio, TX. It will be a nice break 
from our cold weather. I have attended two previous shows in San Antonio. It is a fabulous 
city with wonderful Texas hospitality. For us East Coasters, it’s closer than traveling to Las 
Vegas and certainly much warmer than what they are talking about in New Jersey this year. 
To learn more visit carwash.org. 

What’s Ahead

 Part of the charm of New Jersey is its varied climate with its close proximity to the 
Atlantic Ocean. We have an average annual snowfall of 17 inches and an average low of 44 
degrees. Newark has an annual snow of 28 inches and an average low of 45 degrees. This 
year, the majority of private meterologists are forecasting a colder and snowier winter. What 

we get and how it translates into actual carwashing, however, still awaits 
us. Wishing you all a snowy, good winter. 

Doug Rieck
CWONJ President 
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ELEVATING THE 
CUSTOMER 
EXPERIENCE

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

HTK & CTK 
Pay Stations

Custom Mobile App 
Program

EXPRESSPASS
RFID System

HOSTED SOLUTIONS
Management Console

Custom cabinet and touch 
screen graphics

•
Sell individual washes, 

RFID packages, and wash 
bundles

•
Seamless integration with 
our Custom Mobile App 

program
•

Unbeatable security and 
durability

Branded and named after 
your car wash business

•
Lets customers buy & 

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

 •
Track customer activity and 

spending habits
 •

Android and iOS versions 

Monthly wash clubs ensure 
continuous, recurring 

revenue
•

Small windshield tag 
initiates the wash 

service for the customer, 
simplifying the transaction 

process
•

Supports faster throughput 
so you can wash more cars

Your one-stop resource 
for Custom App and 

ExpressPass management
•

Also offers comprehensive 
reporting, single use codes, 

receipt code marketing, 
and equipment status 

checks
•

Supports multiple users, 
with custom access levels

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

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



Cousins does social media marketing for the event a few days 
prior to the visit and Karvelas reaps the exposure and traffic. 
“Not everyone gets a wash, but it’s great for increasing my visibil-

ity and hopefully future volume. 
There’s really no downside. You 
just need a lot that can accom-
modate the truck and parking. 
We are next to a McDonald’s 
so there’s plenty of parking.” He 
also gets a free lunch and gets to 
take home dinner to this family 
as a bonus!

Child Safety  
Check Point
 Thinking out of the box is 
what Karvelas does and it cer-
tainly sets him apart. He also 
hosts an annual child safety seat 
check point each spring. “The 
Mercer County Sherriff ’s De-
partment runs the check point 

and inspects the car seats at the wash,” said Karvelas. “Those 
who participate get a free wash for the effort.”
 Here’s another example of how this old-school, hands-on 
operator, who washes 85,000 cars a year, does it right. “I also had 
a hot dog guy here over Veterans Day,” he added. “The hot dog 

guy was a cook at our local ba-
gel shop and retired and bought 
himself a hot dog cart.”
 Karvelas knows this be-
cause he lives in the community 
in which he runs his business. 
And it makes a big difference, 
he said. “When we lived in East 
Brunswick I wasn’t the local 
guy,” he said. “Now that I’m six 
miles from my wash, everyone 
knows me. I go into a local res-
taurant with my shirt on and I 
get, ‘Hey, carwash guy….’ It’s a 
good feeling.”   NC

Suzanne L. Stansbury is the Editor/
Publisher of the Northeast Carwasher 
magazine.
 

 Broad Street Car Wash owner Doug Karvelas is an old-school 
operator with a young man’s vision. His full-serve wash on Broad 
Street in Trenton isn’t fancy. Built in 1988, Karvelas purchased 
the 120-foot tunnel in 1998 
after having managed two 
other washes. What Karve-
las learned along the way, 
however, was that the cus-
tomer isn’t fancy either. He 
wants a clean, shiny car for 
a fair price in a friendly en-
vironment from someone 
who knows his or her name. 
Karvelas and Broad Street 
have that in spades. “I am a 
people person and I love be-
ing in the customer-service 
business,” said Karvelas. 
“And I like being hands on.”
 And part of being hands 
on means continually keep-
ing an eye out for another 
way to set yourself apart from the competition. So, why not get a 
food truck to come park at your wash a few times a month? 
 Yes, that is exactly what Karvelas has done and it’s creating 
buzz and bringing a lot of people onto his site. “I was just having 
lunch at Cousins Maine Lobster and asked if they’d be interested 
in coming to my wash,” said Karvelas.
 Well, the rest is history. The Cous-
ins Maine Lobster food truck, which by 
the way was featured on Shark Tank and 
picked up by Barbara Corcoran, has vis-
ited Broad Street Car Wash 
eight times over the last six 
months much to the plea-
sure of Karvelas’ custom-
ers. “My customers love it 
and the traffic he brings 
from his regulars is amaz-
ing,” said Karvelas. “I am al-
ways looking for something 
different to set me apart 
from my competition. I will 
be looking for other food 
trucks since this one has 
worked out so well.”
 It’s kind of a no-brainer. 

New promotion tastes great!

Broad Street Car Wash’s Karvelas 
Doesn’t Rest on His Laurels
By Suzanne L. Stansbury

Cousins Maine Lobster truck has made eight 
visits to Broad Street Car Wash in Trenton.

Owner Doug Karvelas has a loyal following 
at his sole location.
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An array of 
greeting cards 
line his walkway.

The full-service 
wash was built in 
1988 and features 
easy-to-read and 
follow signage.

The 120-foot conveyor 
washes about 85,000 
cars annually.

Wash owner, Doug Karvelas, is the kind of guy 
who makes an impact on his community and 
his clientele.
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ing, is due in large part to the help of labor lawyer Alvaro Hasani 
of Fisher Phillips. “The board felt that providing our membership 
with a thorough and accurate handbook, that they can adapt to 

CWONJ Board Member Dan Saidel explained his 
experience with, and the importance of, the asso-
ciation’s new member-only Employee Handbook.

President Doug Rieck led the meeting.

 The Car Wash Operators of New Jersey (CWONJ) kicked off 
their November 12 membership meeting with the launch of its 
member-only Employee Handbook. The effort, a year in the mak-

Member-Only Handbook Is Released!

Alvaro Hasani with Fisher Phillips helped develop the 
handbook and explained its value at the meeting. He 
also caught the group up on hiring minors and E-Verify 
during his educational after dinner program.

their wash’s needs, would be an excellent member benefit,” said 
CWONJ President Doug Rieck.
 Rieck and board member Dan Saidel were the test locations 
for the handbook. “This is a great benefit and something we all 
need to keep updated,” said Saidel. “It’s an invaluable tool.”
 Those members who were not at the meeting can contact 
the office at 800/287-6604 or send an email to mediasolutions@
nycap.rr.com stating their interest in receiving a template of the 
handbook that they can then have customized by Fisher Phil-
lips. Executive Director Suzanne Stansbury can provide mem-
bers with a list of questions that need to be customized to their 
business. If membership has lapsed, visit cwonj.com to update 
and become eligible for the handbook.

Wage/Hour, E-Verity Updates
 Hasani then did an hour-long program on wage/hour issues 
that all carwash owners should be aware of, as well as an update 
on E-Verify and what to be cautious of when employing minors. 
The presentation is also available on cwonj.com   NC

WINTER MEMBERSHIP MEETING
Wednesday February 5 

cwonj.com
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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



CWONJ Has Raised $77,000  
For Children’s Specialized Hospital

 The Car Wash Operators of New Jersey (CWONJ) couldn’t 
have asked for a more picture-perfect day of golf on Monday, Au-
gust 5, when it gathered at Suburban Golf Club in Union for its 
annual event. Thanks to the generosity of vendor sponsors and 
members, CWONJ President Doug Rieck was able to present 
Children’s Specialized Hospital’s Community Engagement Man-
ager, Billy Cardone, with a check for $7,000. To date, the associa-
tion has given $77,000 to the hospital. “I could not be prouder 
of our efforts and the generous spirit of our sponsors and at-
tendees,” said President Rieck. “It just shows you how dedicated 
this association and its supporters are to the good work done by 
Children’s. It’s a true honor to be a part of this great day.”
 The hospital has long been the recipient of much of the 
event’s profits. Children’s is the country’s largest pediatric reha-
bilitation hospital and a leading provider of inpatient and outpa-
tient care for children from birth to 21 years of age facing special 
health challenges from chronic illnesses and complex physical 
disabilities like brain and spinal cord injuries, to developmental 
and behavioral issues like autism. Children’s has 12 New Jersey 
locations and treats more than 16,000 children annually from all 
over the country. NC

The association’s 2020 event is slated for  
Monday, August 3, again at Suburban Golf Club.

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

 More than 60 golfers took part in the luncheon, 18 holes of 
golf, a cocktain hour and buffet dinner after which Rieck pre-
sented Cardone with the check.  

 Congrats to:

•  The Winning Foursome, Team Karvelas who shot a 58:
 > Doug Karvelas
 > Jack Kemler
 > Wayne Irons
 > Karl Thomas

• 2nd Place Finishers, Team Circle Lubricants who shot a 61:
 > Jay Birnbaum
 > Jeremy Liebhoff
 > Domenick Sinisi
 > Henry Delgado

• Longest Drive Winner, Denise Porter on Hole #4

• Closest to the Pin Winner, Al Rogers with 4'3" on Hole #11

• Closest to the Pin Winner, Jack Kerler with a 3'9" on Hole #16

Special Thanks for Wheel-eez/Cork Industries’  
Bob Kuczik who had the winning bid  

on a foursome at Suburban.

Special thanks to the following generous vendor sponsors!

Buffet Dinner Reception
Innovative Control Systems (ICS)

Lunch on the Porch
Simoniz USA

Lunch Beverage
Circle Lubricants
Old Granddad
The Alliance Group

Beverage Cart on the Course
Prime Lube

Cocktail Hour
Micrologic

Goodie Bags
Service Champ

Raffle Prizes
Stoner

Hole in One
Birchwood Insurance Group
Northeast Carwasher magazine

Sponsor the Pro
Qual Chem

Longest Drive
Advantage Contractors

Closest to the Pin
Shammy Shine

Towels
ERC Wiping

Hole Sponsors
AE Styles
Broad Street Car Wash
Conte’s Express Wash
DRB Systems
ERC Wiping
G & G Industrial Lighting
Kirikian Industries
Kleen-Rite Corp.
Madison Car Wash

Frank Millman/SMD, Inc.
Rendemonti Wealth Management
Summit Car Wash
Towne Car Wash
Tri-State Car Wash Sales
Washtech/Harrell’s Car Wash  
 Systems
Wheel-eez/Cork Industries
ZEP Vehicle Care

The association invested in new 
signage last year – a hole in one!
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Picturesque Suburban Golf Club in Union is the perfect backdrop 
to a great day of golf and camaraderie.

Now, that’s a handsome group of guys! Team Shammy Shine is ready to kick back after a long day of golf.

Children’s Specialized Hospital representative 
Billy Cardone updated attendees on the great 
work being done at the hospital and thanked 
the CWONJ for its continued support.

CWONJ President Doug Rieck 
was thrilled to provide Billy 
Cardone with the Children’s 
Specialized Hospital with a 
check for $7,000.

Summit Car Wash’s Mike 
Prudente put on his auc-
tioneer hat to raffle off a 
foursome from the club.

The team from Children’s 
Specialized Hospital: Anne 
Kraljic, Jim Cooney, Denise 
Porter and Dr. Steve Priolo.

A special shout out to Broad Street’s Doug Karvelas (second from 
left) who always brings a foursome of good friends! He also won the 
award for the most stylish golf shirt! 

Dominick Sinisi and 
Jay Birnbaum with 

Circle Lubricants, 
Jeremy Liebhoff with 

Jax Car Wash and 
Henry Delgado with 

Hog Wash brought 
their A game.

Continue  
for more 
photos! 
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CWONJ Golf … continued

Team Premier Car Wash tore up the course!

Wheel-eez’s Bob Kuczik, Frank Millman’s Joni Millman and ZEP’s 
George Ribeiro and Ryan Gallagher took a break for a quick photo.

Unfortunately, no one won the two-year lease on this 
Mercedes from Ray Catena.

Andrew Fisher with Birchwood 
Insurance, Tim Cappellett with 
Carwash Insurance Program 
by McNeil, Chris Reilly with 
Birchwood Insurance and  
Frank Millman’s Kenny Young.

What a colorful team! Pictured are Proland Management’s Scott Freund and 
Service Champ’s Mike Donahue, Jeff Players and Avi Ben-Hakoon.

 

I think Spray & Shine’s Mike Sturges and 
ICS’s Brad Metcalf had a good time!

Diamond Car Wash’s Todd Whichard and AE Styles’ Doug Easterly.

A great help 
at every event 
and always  
so stylish,  
Mike Conte!

Proland Management’s Scott 
Freund prepares to sink his putt.

Service Champ’s Jeff Players 
oversees his team’s technique.
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 These long-time carwash friends got a chance to catch up at 
Broad Street Car Wash in Trenton, NJ, after the Fall Northeast Re-
gional Carwash Convention (NRCC) concluded. There’s nothing like 

Wine, Lobster and Good Friends
some food truck lobster and white wine to cap off a great friendship! 
Pictured are Broad Street owner Doug Karvelas, Auto Shine owner 
Amin Khalifa and Sonny’s distributor Frank Lash.   NC

The team from Summit Car Wash played a great game of golf.

The team, led by Anthony Boffa ( far right) from PayMedia tore up the course!
Look for a GFV recap in our spring issue!
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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
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Acceptable and Unacceptable  
Pre-employment Inquiries

Subject Acceptable Unacceptable
Name [Ask only when required for background check] 

Is any additional information relative to change 
of name, use of an assumed name, or nickname 
necessary to enable a check on your work and 
educational record? If yes, please explain.

What is your maiden name?

Residence Place of residence. Do you own or rent your home?

Age Statement that age is to be verified for legal age 
requirements. If hired can you show proof of age? 
Are you over age 18? If under 18, can you, after 
employment, submit a work permit?

Age. Birthdate. Dates of attendance or completion of el-
ementary or high school.

Birthplace Can you submit verification of your legal right to 
work in the United States?

Birthplace of applicant, applicant’s parents, spouse, or 
other relatives.

National origin If job related, languages applicant reads, speaks, 
or writes.

Questions as to nationality of applicant, spouse, or par-
ent. What is your native language? Language commonly 
used by applicant. How applicant acquired ability to 
read, write, or speak a foreign language.

Marital status Statement of company policy regarding work as-
signment of employees who are related.

Questions that indicate applicant’s marital status.

Race, color Once the applicant has started work you can 
state that a photograph may be required.

Questions as to race or color. Questions regarding ap-
plicant’s complexion or color of skin, eyes, hair. Require-
ment that applicant affix a photograph to application. 
Request that applicant, at his or her option, submit a 
photograph. Requiring a photograph after interview, but 
before employment begins.

Sex, family Statement of company policy regarding work as-
signment of employees who are related. Do you 
have any relatives already employed? If so, give 
names and positions held.

Questions that indicate applicant’s sex. Number and/
or ages of children or dependents. Questions regard-
ing pregnancy, childbearing, or birth control. Name(s) 
of spouse or children of applicant. Questions regarding 
child care.

Disability Can you perform the essential functions of the 
job for which you have applied?

Do you have any disabilities? Do you have any physical 
or mental condition that may limit your ability to per-
form the job applied for? What is your general health? 
Have you received workers’ compensation benefits? How 
many sick days do you usually take in a year?

Religion Statement by employer of regular days, hours, or 
shifts to be worked and whether employee can 
meet this standard. Can you work overtime?

Questions regarding applicant’s religion. Religious days 
observed. Does your religion prevent you from working 
weekends or holidays?
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Subject Acceptable Unacceptable
Criminal record If related to job, questions about criminal con-

victions. Employers must consider the nature 
and gravity of the offense(s); the time that has 
elapsed since the conviction and/or comple-
tion of the sentence; and the nature of the job 
held or sought. If not related to job, Employers 
with 15 or more employees may not use a job 
application form to inquire about an applicant’s 
criminal record during the initial employment 
application process.

Have you ever been arrested?

Salary Many states (including NY and NJ) have enact-
ed laws that prohibits screening job applicants 
based on wage or  requiring the applicant’s prior 
wages, salaries, or benefits satisfy any minimum 
or maximum criteria, or to rely on salary in deter-
mining a salary amount at any stage in the hiring 
process. These laws also prohibits an employer 
from inquiring, in writing or otherwise, about 
the salary history of a job applicant, including 
compensation and benefits, except may seek his-
tory if prospective employee voluntarily, without 
employer coercion, provides the employer with a 
written authorization to do so.

What is your current salary/benefits? What was your sal-
ary/benefits at your prior employment?

Prior  
employment

Have you ever been fired? Have you ever been fired because you filed a Title VII 
claim? Have you ever filed a Title VII claim? Worker’s 
compensation claim?

Organizations, 
activities

Please list job-related organizations, clubs, pro-
fessional societies, or other associations to which 
you belong. Applicants may omit those that indi-
cate race, religion, color, national origin, ances-
try, sex, age, or disability.

List all organizations, clubs, societies, and lodges to 
which you belong.

References Who referred you for a position here? Names of 
persons willing to provide professional and/or 
character references for applicant.

Questions of applicant’s former employers or acquain-
tances that elicit information specifying the applicant’s 
race, color, religion, national origin, disability, age, or sex.

Safety Have you violated any safety rules of prior em-
ployers?

Have you ever been fired for filing a workers’ compensa-
tion claim? Have you ever filed a workers’ compensation 
claim?

Attendance We do not permit a leave of absence during the 
first 6 months; can you meet this standard?

Asking only female applicants how many days they have 
missed to take care of their family. How many days of 
work have you missed in the past year?

Transportation Do you have reliable transportation to work? Do you own a car?

Discipline Have you ever been disciplined because of a vio-
lation of a safety rule?

Have you ever been disciplined because you filed a work-
ers’ compensation claim?

Absences Did you have any unauthorized absences last 
year?

How many days were you sick last year? How many sep-
arate episodes of sickness did you have last year? How 
many days off do you need for your disability?

Continue for more  … 
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Subject Acceptable Unacceptable
Medications [After a positive drug screen you may ask] What 

medications have you taken that may result in a 
false positive for this controlled substance? State 
laws may have different requirements.

What medications have you taken?

Alcohol [If job-related, you can ask] Have you been con-
victed of driving while intoxicated?

How much alcohol do you drink per week? Do you drink 
every day? Are you an alcoholic? Have you ever sought 
treatment for alcoholism?

Qualifications Please describe how you would perform these 
job functions. Do you have the required license?

Do you have a disability?

Mental health How well can you handle stress? Do you have any mental illness? Have you been treated 
for mental illness?

Workers’  
compensation

[After employment you can ask] Do you have a 
workers’ compensation claim such that any fu-
ture injury may qualify for the secondary injury 
fund?

[Prior to employment you cannot ask] Have you ever 
filed for workers’ compensation? Have you ever been in-
jured on the job?

 Note: You may not ask the applicant directly about these 
topics, nor can you obtain such information from other sourc-
es. For example, before making a conditional offer of employ-
ment, you may not ask previous employers or other sources 
about the applicant’s:

 � Disabilities

 � Illnesses

 � Workers’ compensation history

 � Healthcare claims

 � Physical disabilities

 � Any other questions that the employer  
 may not ask the applicant.

 You can ask a previous employer about:

 � Job functions and tasks performed by the applicant
 � The quality of work; the quantity of work
 � How job functions were performed
 � Attendance records – unexcused absences only.

 Note that many employers will not disclose information 
about former employees other than dates of employment 
and job title.   NC

Content provided by Fisher Phillips.

Jobe Founder Passes at 98
 Jack Weinstein, 98, co-
founder of Jobe Industries 
Inc., Linden, NJ, died on No-
vember 14. Weinstein was a 
driving force in the early days 
of the automatic carwash in-
dustry, according to his obit-
uary. Along with his partner, 
Sam Beer, they initiated many 
of the concepts and products 
that still are an integral part 
of the industry including the 
formulation of spray wax – 
drying agents. Weinstein’s ex-
pertise was second to none. 
In remembering his passing, 
we must also celebrate a life 
well lived.
 Jack Weinstein is survived 
by his three daughters, their 
husbands, grandchildren and 
great grandchildren.   NC

Jack Weinstein at the 1963 Automatic Car Wash 
Association (ACWA) Convention in Los Angeles.

Acceptable and Unacceptable Pre-employment Inquiries … continued
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Energy costs are a big concern for every car wash owner, especially those in colder 
climates. With ClearView Roll Up Doors from Gallop Brush Co., you can keep the heat in 
and the wind out while saving big on your energy costs. Made from 40 oz. coated vinyl, 
these innovative doors utilize stainless steel construction to create doors that are 2X 
thicker and more durable than any other vinyl doors on the market. They’ll stand up to 
the harshest winters and the warmest summers, so you can focus your energy on 
running a successful car wash.  

For more information, visit www.gallopbrush.com or call us at 1-866-242-5567.

®
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MCA NEWS

MCA Board Of Directors

President
Mike Ashley
Virginia Carwash Industries, Inc., Toms Brook, VA
540/436-9122 
mhashleyjr@gmail.com

Operator VP
Tom Morris
Chesapeake Carwash, Annapolis, MD
410/703-3757 
hockeyalys@aol.com

Distributor VP
Jonathan Braun
Washtech, Charlottesville, VA
434/566-5710 
jbraun@laser-washtech.com 

Past President
Dave DuGoff
College Park Car Wash, College Park, MD
301/986-1953
dave.dugoff@gmail.com

Past Distributor VP
Stuart Hammerschmidt
Shore Corporation, Pittsburgh, PA
412/471-3330 
shammerschmidt@shorecorporation.com

Secretary
Matt Bascom
Car Lover’s/The Clean Machine, Charlottesville, VA
424/971-9274 
mattuol@aol.com

Treasurer
Jordan Rosner
Liberty 24/7 Carwash, Sykesville, MD
410/878-3300 
Jordan.rosner@liberty24-7caarwash.com

Directors
Bob Heid
Sean Larkin
John Lynch
Anthony Shifflett 

MCACARWASH.ORG

If you have an MCA story idea or  
wash you think we should feature,  
drop us an email at: 
mediasolutions@nycap.rr.com

 We have been really active lately. First, we elected some new officers and got some 

new blood on the board. It is an exciting time for us. 

 I am this year’s President. Dave DuGoff is our Past President with Past Distributer 

Vice President being Stuart Hammerschmidt. Our Operator Vice President is Tom Morris 

and Jonathan Braun is the Distributor Vice President.  Matt Bascom is our secretary with our 

Treasurer being Jordan Rosner. We also added new board member Anil Verma.

 They all seem to be very high energy and ready to roll! The new guys have already 

given us a new perspective on what members are looking for. I am eager to see what they will 

continue to do for the Mid-Atlantic Carwash Association (MCA).

 We have had two meetings and a retreat in recent months. Both the October meet-

ing and the board retreat where held in Maryland. We got a lot accomplished and we had a 

good turnout for the membership meeting and retreat, as well.

 The November, our membership meeting was in West Virginia and we had a great 

time at the Bavarian Inn. We also took a quick poll on what our members want as far as 

meeting venues and overall structure. We look forward to trying to fulfill those requests in 

order to make MCA membership valuable for all.

Record-Breaking NRCC

 What an awesome Northeast Regional Carwash Convention (NRCC) we had this 

year with record-setting numbers! Kudos to all who were involved in planning and organiz-

ing it! A thumbs up to all those who attended as well.  Without you, the NRCC would not 

have been so successful. We are looking forward to the upcoming year as it is our turn to 

host the NRCC. 

 Myself and our Executive Director, Pat Troy, will be working on the dates and loca-

tions for meetings in 2020. They will be posted on our website, www.mcacarwash.org, where 

you will be able to find more current information.

Mike Ashley

MCA President

PRESIDENT’S COLUMN

For 2020 meeting dates visit:
mcacarwash.org
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Accidential Carwasher Jordan Rosner 
Is Bullish on Carwashing
By Alan M. Petrillo

 Jordan Rosner may be relatively new to the carwash busi-
ness with his two carwashes in Maryland and West Virginia, but 
he’s enthusiastic about the industry, its prospects for the future, 
and for his carwashes in particular.
 “I got into the carwash industry two years ago by accident,” 
Rosner said. “I was in the pharmaceutical industry for 10 years in 
technical areas, doing Internet and IT (information technology) 
solutions for sales reps. Before that, I ran a small startup that was 
doing cancer research using robots.”
 Rosner said that he was on a number of business mailing 
lists that showed commercial property and investments for sale, 
and learned about a carwash in Sykesville, MD, that was up for 
auction in 2017.
 “The Sykesville carwash had been built in 1991 and the own-
er had not put any money into the place, so it fell into disrepair 
and he had to sell it by auction,” Rosner said. “I looked at the 
place before the auction and knew its condition, but also knew 
the value of the land it sat on. I figured that if I was successful at 

the auction and didn’t want to be involved with the carwash, I 
could always sell it for the land value. It turns out that I was able 
to purchase it for under assessed value in May of 2017.”

A Rocky Start
 But that’s when things first started going sideways at the 
carwash.
 “In the first month, we had broken water pipes that put three 
inches of water into the place,” Rosner pointed out. “It had an old 
inbay Mark VII automatic that no one wanted to use, and the self-
service bays had foam brush and high-pressure settings only.”
 Today, the renamed Liberty 24-7 Car Wash at 6350 S. Carroll 
Park Drive (just off Liberty Road) has one touch free Washworld 
RAZOR inbay, and five self-service bays, one of which is an over-
sized truck bay. 
 “We now have 12 functions in our self-service bays,” Rosner 
said, “with triple foam, and dryers. “The only things original in 
the whole place are the cinder block walls. We put in all Kleen-

Jordan Rosner operates 
two washes. This site in 
Sykesville, MD, which 
was up for auction in 
2017, was originally 
built in 1991.
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“That makes for a lot less work where our employees don’t have 
to empty the trash.”
 Because the two locations Rosner owns are in different mar-
kets and so far from each other, he hasn’t pursued cross market-
ing yet. However, he said that if he purchases other carwashes in 
the Sykesville area, and renames them with the 24-7 designation, 
he likely would start. Besides, he added, he already owns all the 
24-7 carwash URL domains.
 “We have websites for each of our two locations,” he said, 
“and also use Facebook and text-based marketing where cus-
tomers can get discounts on our carwashes.”
 In Sykesville, Liberty 24-7 is the only touch free carwash in the 
area, and Rosner pointed out that the RAZOR is a big selling point. 
 “We have four carwash packages for our in-bay automatics 
at both places,” he said. “At Liberty, they run from $7 to $16 for 
the inbay, and $2 to start in the self serves, then $1 a minute after 
that. At Berkeley, automatic packages run from $6 to $14, and 
self serves $2 to start and 75 cents a minute. We have 12 self-ser-
vice functions at Liberty, and eight at Valley 24-7 in Berkeley. Our 
monthly unlimited washes run from $19.95 to $34.95, depending 
on the package chosen.”
 Rosner noted that most customers using the inbay auto-
matics choose a package that includes an undercarriage wash 
and tire cleaning, or else the top package.
 “When it comes to the self-service bays, people love the tri-
ple foam,” he said. “They will turn their kids loose in there with 
triple foam and spend a lot of time using it.”   NC
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

Rite equipment, redid the floors with radiant heating, and raised 
the roof on one of the bays.”
 Rosner installed 16 cameras at Liberty 24-7 Car Wash, which 
he is able to access on his iPhone.
 “I have virtual phone numbers at both my carwashes, (he 
purchased a West Virginia wash in 2019), that ring on my cell 
phone so I know which one is calling and how to answer,” he 
pointed out. “If the caller has an issue about the quality of a 
wash, we’ll give them a rewash; if it’s an unlimited tag problem, 
I can look it up quickly and help them out. I went away for a 
month with my son, and my wife handled both places while 
holding down a full-time job, and that month was a banner 
month for us.”

Second Location
 Rosner closed on the purchase of an existing inbay automatic 
and self-service carwash at 1684 Valley Road in Berkeley Springs, 
WV, in October of 2019, and promptly renamed it Valley 24-7 Car 
Wash after the street it sits on. The Berkeley location, with touch 
free and soft cloth inbay automatics in 40 foot bays, and four self-
service bays including one truck bay, is in a mountainous location 
about an hour away from his Liberty 24-7 Car Wash.
 “It was a pretty well run site when I bought it, but I changed 
it to my look and feel, and put in a 16 camera system there too,” 
Rosner noted. “But because it’s so far away from my home and 
Valley 24-7, I have a couple of contract workers there to handle 
cleaning the place. I think that cleaning is the key to a carwash; 
it’s very important to keep the place looking nice.”
 Rosner said that when he bought the Sykesville location, 
the carwash was using small trash bins that had to be emp-
tied frequently.
 “We swapped them out for the 110-gallon plastic bins on 
wheels, which the trash company empties twice a week,” he said. 

The site features a Washworld inbay and 
five self-service bays. Purchased in the fall 
of 2019, Valley 24/7 features a frictionless 
and soft cloth inbay in 40-foot bays, and four 
self-service bays including one truck wash bay.

The self-service bays are spotless and the instructional signage ample.
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October Meeting Takes a Look at How 
Social Media Can Promote Your Wash

 Ben and Dave DuGoff are hardcore Washington Nationals 
fans. They are season ticket holders and rarely miss a game. This 
photo was taken after the Nats beat the St. Louis Cardinals to win 
the 2019 pendant before they went on to win the World Series 
against the Houston Astros for the first time in franchise history. 
“It was really incomparable,” said Dave DuGoff. “Very exciting.”
 DuGoff and his son Ben also got to experience the Super 
Bowl victory of their beloved Washington Redskins 
when they beat the Buffalo Bills in 1992. “As a father 
I was able to take my son to the home team’s Super 
Bowl in Minnesota and now to the see the Nat’s win 
the World Series, it was just a great time and we had a 
ball and made the most out of every minute. I can say 
we have done it all.”   NC

 The Mid-Atlantic Carwash Association’s Fall Membership 
Meeting, October 16, at Harrington on the Bay in Maryland, 
featured speaker Megan Dvorkin of Your Social Gathering, who 
spoke on “Using Social Media to Promote Your Wash.”   NC

The team from Next Wave Group, LLC, the MCA’s 
management firm, Jan Case, Sandy Travis-Bildahl 
and Nancy Badertscher.

Winners All Around!

Lana Callihan, Tom Morris and Dan Callihan 
enjoy a break during the festivities.

Speaker Megan 
Dvorkin and 
MCA President 
Mike Ashley.

Chesapeake Bay 
Foundation Director 
of Major Giving, John 

Rodehausen, with 
the Cheseapeake Bay 

Foundation.

Immediate Past MCA President 
Dave DuGoff and Benson Rice.
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MCA Meets in VA for  
November Meeting
 The Mid-Atlantic Carwash Association (MCA) met on No-
vember 6 at the Bavarian Inn Resort & Brewing Company in 
Shepherdstown, WV, for a program on “Remodeling Your Wash.” 
The panel discussion included content from speakers Joseph 
Noel, District Manager of Autobell Carwash Mid-Atlantic Region 
and Dave Edwards, a partner in The Car Wash on Hamlin High-
way in Pennsylvania.   NC

Tom Price and MCA Board Member Jonahtan Braun 
of Washtech/Harrell’s.

Nat’s Super Fan Dave DuGoff shows off his team and wash spirit!

A packed room enjoyed 
a fabulous dinner and 
speaker.

Joe Noel, Dave Edwards and Tom Morris stike a pose.
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 Happy New Year! Looking back on my first year leading the New England 

Carwash Association (NECA), I’m thrilled with all we accomplished for our industry and 

excited to keep the momentum going in 2020. Our charity golf outing was a BIG success 

as we raised $7,500 for Lovin’ Spoonfuls Food Rescue and contributed $3,500 to the NECA 

Scholarship Program. In 2019, we awarded five, $1,000 scholarship awards to employees 

and children of our members. As the fourth NECA President from ScrubaDub and the 

Paisner family, I have HUGE shoes to fill and it would be impossible to achieve so much if 

not for the incredible teamwork of our Board and committee members. 

 I’d like to welcome our new 2020 Board members: Chris Zona of AutoWash Tech-

nologies, Brian Stanikmas of Simoniz USA, Chris Ouimet of Fitzy’s Car Wash, and Tony 

Lombardo of Scrub-It Car Wash. Thank you to our 2019 outgoing Board members for their 

service and insight: Ken Calabro of Haffners, Mark Delaney of Allston Car Wash, Matt 

Unger of Aquas-Group, and Brandon Berriault of Tapco. Kevin McLoughlin of Washify 

will be filling the second year of Brandon’s term as Supplier VP. Lastly, I want to recognize 

past president and winner of our 2019 NECA “You Make It Happen Award,” Dave Ellard of 

Triple Play Car Wash, for his continuous efforts to improve our industry.

 In the words of famous railroad titan and investor, J.P. Morgan, “Go as far as 

you can see; when you get there, you’ll be able to see farther.” Here are some of our exciting 

initiatives in 2020:

zz Rhode Island’s On-the-Road Board Meeting and Reception – On 

February 11 we will host a Board meeting and networking reception at Iron Works in War-

wick, RI. All are invited to the reception from 5:30–7:00pm and we have several guest seats 

available for members to attend our Board meeting beforehand. We set a goal in 2019 of 

expanding the geographic reach of NECA and launched our first on-the-road reception 

in Portsmouth, NH, for northern operators and suppliers. We’re excited to do this next in 

Rhode Island to meet with more industry players so our leadership team can address key 

priorities in the local carwash market.

zz Reputation Management Library – Let’s be honest. The reputation of 

the carwash industry always has room for improvement, especially online. However, many 

of us don’t have the time to combat negative articles, videos, and false accusations from 

journalists and consumers. We can’t easily delete negative information, so our plan is to 

drown it out with more accurate information in high-quality content. We are building out 

a library of professionally produced videos, articles, photos, and more that our members 

will be able to easily share online and in-person to boost the reputation of their business, 

the industry and better educate customers. Stay tuned for more updates in 2020. 

zz Education on New Technology – Our forward-thinking Board works to 

address concerns and trends important to you. In 2019, we piloted a new “speed-learning” 

format for our Fall Dinner program on industry innovations using round table discussions lead 

by experts on remote monitoring, cloud-based chemical dispensing, new vacuum technology, 

conveyor belts, and more. We worked with ICA to improve the web portal that allows operators 

to search for new vehicles with features that create obstacles for carwashes like “Brake-Hold” 

systems. You can now download a one-page pdf, or print it out, on any vehicle to better train 

PRESIDENT’S COLUMN

OFFICERS

President - Mat Paisner  
ScrubaDub  
172 Worcester Road Natick MA 01760 
O: 508-650-1155x241 C: 315-254-8118 F: 508-655-9261 
mat@scrubadub.com

Operator Vice President - Patrick Mosesso 
Auto Bright Car Care  
105 Hollis Street Framingham MA 01702 
O: 508-879-3585 C: 617-799-9565 F: 781-762-1465 
pfmosesso@gmail. com

Supplier Vice President - Kevin McLoughlin 
Washify Services 
1208 VFW Parkway Ste 305 West Roxbury MA 02132 
O: 855/927-4439  C: 508-560-4684 F: 508-861-0468 
kevin@washify.com

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

Immediate Past President - Dom Previte III  
Somerville Car Wash and Detailing  
680 Somerville Avenue Somerville MA 02143 
O: 617-625-9027 C: 617-593-3262 F: 617-625-3309 
dom@seeyoushine.com

OPERATOR DIRECTORS 
David Blackman - Blue Wave Car Wash 
683 Metacom Avenue Bristol RI 02809 
O: 401-849-8824 C: 617-510-9611 
davidblackman442@comcast.net

Jeffrey Katseff  - Turnpike Car Wash 
80 1/2 Newbury Street, Rte 1 Peabody MA 01960 
O:978-535-3348 C: 978-808-4188 F: 978-535-8802 
jeffreykatseff@gmail.com

Tony Lombardo - Scrub-It Car Wash 
89 N. Main Street Carver MA 02330  
O: 508- 866-4775 C: 774-319-6851 
 scrubitcarwash@gmail.com

Chris Ouimet - Fitzy’s Car  & Pet Wash 
85 Worcester Street Grafton MA 01536  
O: 508-839-5250 C: 508-615-6986 
couimet@fitzyscarandpetwash.com

John Shalbey Jr. - RoJo 
69 Providence Highway Norwood MA 02062 
O: 781-762-8280 C: 781-589-2130 F: 781-762-1465 
john@rojocarwash.com

SUPPLIER DIRECTORS
Chris Zona - AutoWash Technologies 
P O Box 999 Hanover MA 02339 
O: 888-767-9274 C: 617-688-7891 Chris@AutoWashTech.com

Jeff Arimento - Harrell’s Car Wash Systems 
170 Ayer Road P.O. Box 1506 Littleton MA 01460 
O: 866-343-6680 C: 978-844-6055 F: 978-278-9292 jarimento@@hcws.com

Brian Stanikmas - Simoniz USA 
63E Charlton Road Spencer MA 01562 
O: 800-227-5536 x237 C: 774-696-6714 bstanikmas@simoniz.com

NECA •  Executive Director: Sherri L. Oken, CAE   
c/o The Association Advantage LLC 
591 North Avenue, Suite 3-2, Wakefield, MA 01880-1617 
O: 781/245-7400 F: 781-245-6487

info@newenglandcarwash.org  •  www.newenglandcarwash.org 

NECA NEWS
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your employees on the most common vehicle technology problems 

(www.carwash/org/vehicle-portal). This page is available for ICA mem-

bers and nonmembers. In 2020, we will continue launching innovative 

ways to educate our members on new technology while also exploring 

better ways to educate consumers.

zz Legislative Monitoring and Advocacy – We hired 

a new legislative monitor in 2019 who is reviewing proposals for 

regulations and legislation that impact our industry. Our Board is 

actively addressing how to best advocate on behalf of our members 

on current topics like the youth minimum wage, environmental 

regulations, and potential tax changes in New England markets.

 We’re excited to go even further for you in 2020 as we  

continue helping our members achieve greater success. Here’s  

to a wonderful New Year!

 

Mathew A Paisner

NECA President

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

Income
Interest Income .........................................................................$2,928.99
Meetings ................................................................................... $43,490.45
Member Services ...................................................................... $3,869.72
Membership .............................................................................. $15,100.00
NRCC ...........................................................................................$28,000.54
Scholarship ...................................................................................  $410.00 

Total Income .................................................................................  $93,799.70
Expenses

Advertising and Promotions ........................................................  $- 
Board Expenses ........................................................................  $4,212.17 
Charitable Contribution ................................................................  $- 
Insurance ....................................................................................  $1,651.00 
Management Services ........................................................... $27,498.24 
Meetings ........................................................................................32377.51
Member Services ........................................................................  $904.91 
Membership .................................................................................  $366.37 
Office Expense .......................................................................... $2,910.72 
Professional Expense ..............................................................  $1,975.00 
Scholarship ...............................................................................  $5,053.89 
Tax .....................................................................................................  $16.69 

Total Expenses .............................................................................  $76,966.50 
Net Income ....................................................................................  $16,833.20 
Cash Balances

Citizens Checking .....................................................................90,860.63
TIAA Savings CDs .................................................................. $106,887.61
TIAA Reserve Fund CD ...........................................................$90,894.97

Total Checking / Savings ......................................................... $288,643.21

ALL ARE INVITED!

NECA On-the-Road
TUESDAY, FEB. 11, 2020, 5:30 - 7pm

Iron Works, Warwick, RI

You can’t always come to us  
so we are coming to you!

NECA invites New England car washers to join us for this spe-
cial networking event. Whether you are a current member or 
non-member, enjoy complimentary hors d’oeuvres and a bev-
erage with us at Iron Works in Warwick, RI. 

Iron Works, 697 Jefferson Blvd, Warwick, RI 02886

www.ironworkswarwick.com
 
Perhaps the greatest benefit NECA offers is the opportunity 
to learn from and meet up with car wash industry colleagues. 
Our goal is to make it more convenient for operators and sup-
pliers in a variety of markets to share concerns and ideas in 
person with our leadership team. 

 
PLEASE RESERVE BY FEB. 6th!

 
To reserve: 

 Sign up on our web site.
info@newenglandcarwash.org

Questions? 781-245-7400
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Third Rojo Car Wash Opens  
In Walpole 
By Alan M. Petrillo

 John Shalbey, the co-owner of Rojo Co. Inc., has opened the 
company’s third Rojo Car Wash, an express tunnel location at 
2180 Boston Providence Turnpike in Walpole, MA. Shalbey’s oth-
er two locations are in Norwood, one an express tunnel and the 
other a full-service tunnel with an express wash lane, all of which 
he co-owns with his mother Dianne Shalbey.
 “This is our third location with express wash service,” 
Shalbey said. “It’s a 150-foot tunnel with a 130-foot conveyor 
belt that has tire shine off line and not on the belt. The 21 
vacuums are out front and are free with a carwash purchase 
or with our unlimited plan, and are gated to allow us to open 
the gate for unlimited members or for someone who wants to 
pay for vacuum use only.”
 Shalbey pointed out that his father started Rojo Car Wash 
in 1967 at 69 Providence Highway in Norwood, which is how he 
got into the business, working weekends and summers while he 
was in school. That four-acre site has a 120-foot tunnel express 
wash, two inbay automatics, five self-service bays and a large gas 

station. The tunnel and inbays have pay stations that take credit 
and debit cards, gift and wash cards, as well as cash.
 “I went to Loyola University of New Orleans to get my Bach-
elor’s in finance, and when I was a senior, my father got cancer 
and asked me to step in and manage the business,” Shalbey said. 
“I did that, and then got a Law degree and Master’s degree in fi-
nance from Suffolk University Law School and Suffolk University 
Business School.”
 Rojo’s second location in Norwood is a full-service carwash 
with a 90-foot tunnel and two bay detailing shop at 199 Dean St. 
that Shalbey’s father purchased in the 1970s.
 “We added a lane to the carwash to do express carwashing 
only with towel drying,” Shalbey noted, “and we are able to squeeze 
a third car into the two detailing bays when it gets very busy.”
 Shalbey said that Rojo offers the same four wash packages 
in the express wash tunnels at all three locations, and four differ-
ent wash packages in the full-service tunnel.
 “We use a lot of different marketing approaches to attract 
customers, but push everyone toward our unlimited plan,” he 
observed. “You have to have an unlimited program in the car-
wash business because it helps so much with cash flow, espe-
cially in the August through November period.”

The Customer is King
 Shalbey pointed out that Rojo is shifting from being in the 
carwash business to being in the customer service business.
 “The only way to set yourself apart is by giving customers ex-
cellent customer service,” he said. “Technology allows just about 
everyone to be able to wash a car well, but managing your cus-
tomer service and satisfying customers’ needs is what sets you 
apart from your competition.”
 Shalbey said that Rojo has been hiring greeters that meet 
customers at the pay station.
 “It helps our business on the customer service part of the 
process, where the customer can ask the greeter a question at 
the pay station and get some guidance if needed,” Shalbey noted. 
“In the past, it had been our policy that only a manager could 
give a rewash, but we now have shifted policy to empower em-
ployees to give out rewashes and document why is was neces-
sary. It solves the problem right away for the customer.”

Hire a Personality
 Shalbey said that Rojo also has changed its hiring practices.
 “Now we hire personalities,” he said. “With automation in 
carwashing, we can teach anyone to do a certain task, but we 
can’t teach personality. We look for a person who naturally 
smiles, which is the most important element. Their facial expres-
sion and body language should show they are happy people. We 
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also want employees who have initiative 
and drive to solve problems, so we also 
look for those qualities when we are do-
ing interviews.”

Community Concern
 Shalbey said his father was very sen-
sitive to seeing food wasted and started a 
program where he sent a van around to 
supermarkets to collect food past its ‘sell 
by’ date and distributed the food to food 
pantries twice a week. He noted that the 
program continues to this day.
 “We also have 27 sites in town where 
we donate flowers and the labor to plant 
them,” Shalbey said. “I order flowers and 
mulch that we pay for with company mon-
ey, and use our staff and a landscape com-
pany to plant flowers around town every 
spring, usually the weekend before Memo-
rial Day. We also do a lot of charity work 
with St. Jude’s Children’s Hospital, Grace 
for Vets, and local schools, athletic teams, 
and clubs.”   NC

Alan M. Petrillo is a Tucson, AZ-based journal-
ist, a former upstate New Yorker, and contribut-
ing 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

This is one of two sites in Norwood, MA, co-owned by 
John Shalbey and his mother Dianne Shalbey. The com-
pany was founded in 1967.

The newest Rojo Car Wash in Walpole, MA, is an  
150-foot express tunnel with a 130-foot belt.
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Mosesso Looks to Technology to 
Grow His Business
By Alan M. Petrillo

 Patrick Mosesso is a man who embraces 
technology, not only in his personal life, but 
especially in his business life – his washes.
 Mosesso owns two carwashes – Auto 
Bright Car Wash at 105 Hollis St. in Framing-
ham, MA, and Manomet Car Wash in Plym-
outh, MA. He started in the carwash busi-
ness in 1987 managing an express exterior 
and full-service wash that also had a detail-
ing center, self-service bays, and a 24-hour 
fueling station.
 “I purchased my first site, Manomet Car 
Wash, in 2007,” Mosesso said. “It has one 
inbay automatic, two self-service bays, and 
self-service vacuums.” 

technology, including a Washify system that integrates with the 
POS (point of sale) wash system, the lube bay and our fuel center.”
 He noted, “We are adding LPR (license plate recognition) in 
place of RFID tags that takes a photo of the license plate, allow-
ing the customer to use a touch screen to choose what he wants 
to sign up for and to use a credit card to pay for it. The customer 
gets a text with a link to sign up, so the customer does all the 
work, buying wash codes at discount, scheduling detailing, or 
any of the other things we offer. The customer also can text that 

Patrick Mosesso, second from right, purchased the multi-profit center in 2018.

Practice Makes 
Perfect
 It would be a de-
cade before Mosesso 
bought his second 
carwash.
 “ I  b o u g h t  m y 
second site in 2018, 
a 100-foot exterior 
tunnel, three self-service bays, vacuums, a detailing center, 
an express lube shop, 24-hour gas and a convenience store, 
and a used auto dealer,” Mosesso pointed out. “We’re adding a 
touchless carwash bay next month, and feel fortunate to have 
such a multi use site working for us.”
 The new location has 22 employees and three managers, all 
cross-trained across the various businesses, Mosesso noted. “We 
are nurturing our staff to use them in a better way both for them-
selves and the business,” he said. “And we are adding a lot more 

Massachusetts operator, Patrick 
Mosesso, operates two washes. 
Pictured here is his second wash in 
Framingham. It’s a 100-foot exterior 
tunnel with three self-service bays, 
vacs, a detailing center, express lube 
and 24-hour gas and c-store, as well 
as a used auto dealership.
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code to a friend to allow him to use it. A lot of the advances elec-
tronically have eased our administrative tasks.”
 Mosesso said that instead of gates at the entrance to the 
carwash, Auto Bright has simple red and green lights to direct 
the customer.
 “Inside the tunnel, we have another camera to take a photo 
of the license plate to verify the right car is in there,” he said.
 Mosesso wanted to put his own stamp on the new location, 
so he had new seal coated floors installed, painted the structure 
inside and out, bought all new uniforms for the staff, and added 
a new logo with a contemporary and bold “AB” with a silver “Auto 
Bright” underneath.
 “We also expanded the convenience store by 30 percent, and 
added a new coffee program, and shelving in the store,” he said. 
“Customers are able to buy a carwash at the fuel pump area and 
get a 30 cents off a carwash code that’s good for 30 days.”
 Mosesso said he is working on growing the detailing center 
business.
 “We’re adding better equipment and machines,” he noted, 
“and training our people to do things faster and more efficiently. 
Customers can schedule detailing online, so when the techni-
cian logs the car in, if the detailing takes longer than expected, 
we can advise the customer, and if its exceptionally dirty, we are 

able to charge more for the process. We auto text the customer 
when the car is finished.”
 Auto Bright currently performs a number of fleet services, 
including for 60 Framingham Police Department vehicles that 
have an RFID tag on the windshield that generates a wash and a 
monthly invoice to the city, as well as a couple of taxi fleets, livery 
companies and auto dealerships.
 “Besides carwashing for the fleets, we also do detailing and 
express lubes for them, where the average oil change takes 11 
minutes,” Mosesso observed.
 Mosesso isn’t sitting still in terms of improvements at Auto 
Bright.
 “We have a new website at www.autobrightcarcare.com,” 
he said, “and have added more LED lighting to the site to give 
a lighter, brighter experience to our customers. Technology is a 
huge part of our growth, because without it, it’s a manual pro-
cess that is not as efficient. Everyone has a Smartphone these 
days, and that’s the direction we are going in.”   NC

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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appointment with our design team!

(603) 878-1600
829 TURNPIKE RD 
NEW IPSWICH NH 03071
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45,000 washes/year

AFTERAFTER
150,000 washes/year!

Arlen Company Construction  
can bring your wash back to life!
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Welcome (and Welcome Back)  
To the NECA Community!
Operator Members
Car Wash of Westboro 
Contact: Mike Notargiacomo  
O: 508/366-5064 C: 508-439-2889 
F: 508/329-5567 mikenoto09@yahoo.com
www.carwashwestboro.com  
Products/Services: Exterior, detailing; automotive  
maintenance & repair; solar powered wash

Scrub-It Car Wash (Carver, MA) 
Contact: Tony Lombardo  
O: 508/ 866-4775 C: 774-319-6851 
F: 508/863-8950 scrubitcarwash@gmail.com
www.scrubitcarwash.com  
Products/Services: Exterior; detailing car, boats, motorcycles

Supplier Members
Hydra-Flex, Inc. 
Contact: Todd Wood  
C: 484-797-8925 
F: 952/808-3650 twood@hydraflexinc.com
www.hydraflexinc.com  
Products/Services: Manufacturer of chemical dispensing 
systems and high pressure nozzles for the vehicle care, hydro 
excavation, industrial cleaning, and jetting industries

Rhode Island Chemical Corporation  
Contact: John Tapis   
O: 401/ 274-3905 C: 401-714-2184 
F: 401/421-5850 johntapis@gmail.com
www.surfactantsgroup.com  
Products/Services: Manufacturer and supplier of car care  
products such as detergents, waxes, tire cleaners

Wilcox & Barton, Inc.  
Contact: James Ricker, PG  
O: 888-777-5805 C: 603/505-0614   
F: 603-369-6639 jricker@wilcoxandbarton.com
www.wilcoxandbarton.com  
Products/Services: Civil and environmental engineering

NECA’s Annual  
Golf Outing

 It’s likely many of you are washing slush and salt off of cars 
now, but on mild and partly sunny September 10, the associa-
tion gathered at the Brook Meadow Country Club in Canton for 
a great, rain-free outing for fun and charity. As a result of the out-
ing, $7,500 was donated to Lovin’ Spoonfuls, a food rescue, and 
$3,500 was contributed to the NECA Scholarship Program.
 Outing photos are posted on the NECA website, neweng-
landcarwash.org. If you’d like a copy of a photo, contact the 
NECA office at 781/245-7400.

And the Winners Are
 Everyone was a winner on that beautiful day, but special 
mention goes to these winners: 1st place: Scrub It CW Team 
- Tony Lombardo, Jeff Hill, Chris Hill, Dan Nguyen; 2nd place: 
Friends of Triple Play - Bill Rogers, Jim Rogers, Jim Cheney, Joe 
Macrina; 3rd place: Simoniz’ Ryan Gough, Scott Goodreau, 
Dan Mendes and Fitzys CW’s Chris Ouimet; Closet to the Pin 
and Golf Cannon Closest to the Pin: Micah Smith, Global 
Partners; Long Drive Ladies: Yvonne Blackman, Blue Wave 
Car Wash; Long Drive Men: Chris Hill, Scrub It; Putting Con-
test Winner Drawing (Sonos Speakers): Joe Macrina, Friends 
of Triple Play; and Passport Prize Drawing (Basket of Wine): 
Steve Herard, ScrubaDub.

We couldn’t do it without our sponsors.  
So, once again, thank you!
Major Sponsors

• AutoShine of New England - Presenting
• Autowash Maintenance Corp. - Putting Contest
• DRB Systems - Golf Cannon
• Simoniz USA - Golf Carts
• Washify Services - Passport
• Innovative Control Systems - Rules Sheet
• Motor City Wash Works - Beverage Carts

Hole Sponsors
• Balise Car Wash (2)
• Car Wash Insurance Program by McNeil & Co., Inc.
• ERC Wiping Products
• Gem Wealth Management
• Harrell’s Car Wash Systems (2)
• Motor City Wash Works
• National Ticket Company
• Qual Chem LLC
• Wheel-eez

In-Kind Donations
• ERC Wiping Products
• AutoWash Technologies
• Autoshine of New England
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NECA Explores Car Wash  
Innovation at Fall Meeting
 On Tuesday, November 12, more than 80 industry profes-
sionals gathered in Woburn, MA, for the New England Car-
wash Associaiton’s (NECA) fall program focusing on “Car 
Wash Industry Innovation,” the latest and greatest for the 
carwash industry. After a lively reception and delicious din-
ner, members of the leadership provided “State of the Asso-
ciation” reports. The slate for our 2020 Board of Directors was 
presented and elected and, the board presented the 2019 “You 
Make It Happen” award to Past NECA President Dave Ellard 
( feature on pg. 87).
 Interaction was the operative word for this event. For the 
first time, to help our members expand their networks and hear 
the greatest variety of viewpoints, attendees were assigned seat-
ing for the facilitated discussions, away from co-workers. At 
intervals, the speakers, not the attendees, sequentially moved 
to another table, guaranteeing that everyone would hear dis-
cussions and varying perspectives on every topic. A member of 
the NECA leadership team was at each table to ensure that the 
conversation focused and flowed. Thank you to table modera-
tors Micah Smith, Matt Unger, Jeffrey Katseff, Mat Paisner, John 
Shalbey and Danny Paisner.
 The topics discussed were as follows:

 • Belt conveyors vs. traditional conveyors, facilitated by 
Steve Suedbeck of AVW Equipment Company. After pro-
viding a brief history of conveyor technology in the in-
dustry through today, he addressed questions on:

 › Maintenance requirements 

 › How the length of the carwash tunnel or geographic 
location influences which conveyor system is best

 › Operations Efficiency - Can you really process more 
cars per hour with a belt?

 • The evolution of  chemical dispensing systems and pre-
cision dosing technology, facilitated by Chris Zona of 
AutoWash Technologies who graciously filled in for An-
thony Antonis of Laguna Industries. Chris gave a brief 
overview of chemical dispensing pump technology and 
the evolution of cloud-based precision dosing in the car-
wash industry, and addressed issues such as:

 › The difference between dispensing vs. monitoring sys-
tems for chemicals

 › How does chemical viscosity influence which dispens-
ing system you choose?

 › How can chemical dispensing systems affect quality 
and profitability of a carwash?

 • Vacuum equipment innovation, facilitated by Fred Grau-
er of VacuTech who talked about what’s new with vacu-
um technology and addressed questions on:

 › How are vacuum systems getting smarter with their 
POS integrations?  

 › The pros and cons of central vs. individual motor vac-
uum systems 

 › Is there data to support installing new free vs. pay vac-
uums at your carwash?

 • License plate recognition technology (LPR), facilitated 
by Adam Korngold of Washify Services who explained 
what is LPR and addressed questions on:

 › What are key differences between LPR and RFID?

 › What is the maintenance of LPR like?

 › What impacts the accuracy of LPR? 

 › Are there any privacy concerns or legal ramifications 
to LPR?

 • Damage control systems, facilitated by of Steve Vugrin of 
NoPileUps. He provided an overview on the evolution of 
damage control systems/ technology in the carwash in-
dustry and addressed questions on:

 › What is maintenance like on damage control systems 
like No Pile Ups, and how does maintenance impact 
accuracy?

 › Are there different equipment layouts in a tunnel that 
can impact the accuracy of damage control systems?  

 › What is the future of damage control systems over the 
next 10 years? 

 • Remote monitoring technology of carwash systems, fa-
cilitated by Luke Merrow of Equilibrium IOT who out-
lined the key systems in a carwash that remote monitor-
ing can support today and addressed questions on:

 › Can you really be an absentee owner with remote 
monitoring technology?

 › What are the alert systems offered to notify owners of 
issues?

 › Of all the carwash systems that can be monitored re-
motely, which has the greatest impact on profitability?  

 › What types of safety benefits can monitoring provide 
regardless of whether you are on-site or not?

 The format, even separating people from who they tradi-
tionally sit with, was so well received that the board plans to of-
fer a similar program later this year. 
 The board would be remiss if it didn’t acknowledge the spon-
sors who provided both financial support and their expertise: Au-
toWash Technologies, our Reception Sponsor, and DRB Systems, 
our Dinner and Program Sponsor.  And, an extra “thank you” to 
Kevin McLoughlin who was the evening’s coordinator.  NC
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NECA Directors 
David Blackman  
and Jeffrey Katseff.

The Folsoms of Briteway Car Wash teamed 
up to raise money for the NECA’s Annual 
Scholarship Program.

Steve Vugrin, of NoPileUps, shared his knowledge 
with a table of eager-to-learn attendees.

Vermont operator Connie 
Burton catches up with 
Northeast Regional Car-
wash Convention’s (NRCC) 
Emeritus Ron Bousquet.

Luke Merrow, of Equilibrium IOT, leads a discussion table at the November 12 event.

Vacutech’s Fred Grauer (center of table with hands 
pointing up) made the trip from Colorado to share 
his years of industry knowledge.

AVW’s Steve Suedbeck was one of six table leaders.
Continue for more photos! 
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It’s membership renewal time

NECA IS YOUR INDUSTRY COMMUNITY.
Our Mission: We connect car wash professionals  

to promote and protect our industry.

Through NECA, your industry trade association, you have access to the combined expertise of many on whom you can call, 
in good and challenging times, a dedicated Board of Directors and an association office ready to help you. 

This is the true power of association.

NECA is committed to working for you. 
Please do your part by renewing your company’s membership.

2019 members were sent personal dues invoices at the end of November, for payment on or before Jan. 1st.  
Or, take advantage of our quarterly, automatic, recurring dues payments by credit card.

Call the NECA office (781-245-7400) for details or visit www.newenglandcarwash.org 
The NECA membership year runs from Jan. 1st – Dec. 31st.

Washify’s Adam Korngold leads a table discussion during the November meeting.
Cassie Farley of North East Car Wash Advisors, Washify’s Greg 
Snow and Will Quilty and Blue Wave’s David Blackman.

AutoWash Technologies Chris Zona shares his 
wealth of knowledge with attendees.

NECA Fall Meeting… continued

86 |  Northeast Carwasher, Winter 2020



2019 You Make It Happen Award 
Winner: Dave Ellard
 On November 12, The New England 
Carwash Association (NECA) presented 
its “You Make It Happen” award to NECA 
Past President Dave Ellard of Triple Play 
Car Wash. This award recognizes ex-
ceptional service to NECA and the New 
England industry. The honoree does not 
know he is receiving this award.
 Dave grew up in Dorchester ... which 
you can tell by his accent. He started 
out at St. Peter’s School but as can be 
expected for a really bright Boston area 
kid, moved on to Boston Latin. When we 
asked his brother if he was involved in 
sports, he described his brother as more 
of an Eagle Scout, Junior Achievement 
kind of kid. We can see that!
 Dave earned his undergraduate de-
gree at Stonehill College, an MBA at the 
University of Southern New Hampshire, 
and has never stopped learning. While 
earning his MBA, he worked in the ac-
counting department of a small com-
pany, Boston Insulated Wire and Cable. 
He moved on to Stop and Shop where he 
held different accounting, finance and 
managerial positions. Then, he moved 
further up the corporate ladder, transi-
tioning from accounting to the C-suite, at 
Boston Scientific and eventually EMC. 
 After retiring early from EMC, Dave 
started looking for his next career, which 
lucky for us, turned out to be in the car-
wash industry. He was researching get-
ting into the business when he ran into 
Terrance Elder. Dave and Terrance knew 
each other through mutual friends, and 
Dave knew that Triple Play was already 
permitted and ready to be built. He asked 
Terrance if he was looking for a partner, 
and through a process of meetings, Ter-
rance concluded that Dave would be 
a strong asset and good partner. They 
became co-owners and Triple Play Car 
Wash opened in 2008.
 Although new to the industry, he 
learned quickly and was soon noticed 
by NECA. After just one year as an Op-
erator Director, he was invited to serve as 
Treasurer and to move up the leadership 

ranks, eventually serving as President 
from 2015 through 2016. We all know 
Dave as a passionate, driven individual 
who, when he gets involved, gives 100 per-
cent. He can see the big picture, envision 
the future and chart a path to get there. 
This was apparent from the moment he 
joined the NECA leadership team. 
 During his Presidency, with his vi-

sion and business skills, NECA charted 
a new strategic course. His facilitation 
skills enabled us to move forward with 
the plan more effectively than ever. In 
everything he has done, he has provided 
the focus and leadership necessary to get 
things done. Even as a past president, he 
is always present and willing to assist.
 Dave’s enthusiasm for the industry 
and learning all he can has not lagged, 
even while on vacation. While visiting 
his son who was studying in Amsterdam, 
his son’s roommate wanted to know why 
they kept washing the rental car.
 Dave loves his brown liquors and fit-
ness routine, but his personal passion is 
cars and racing. Last but not least, he is 
the proud dad of three grown children, 
two daughters and a son.
 Please join us in thanking the 2019 
“You Make It Happen” honoree. We truly 
appreciate all Dave Ellard has done and 
continues to do for the NECA.   NC

Balise Raises Money For Springfield YMCA

 Balise Car Wash & Detail Centers’ VP of Car Wash & Detail Operations, Tony De-
Barros, presented a check for $10,695 to the YMCA of Greater Springfield’s president 
and CEO, Dexter Johnson, after a successful Labor Day weekend fundraiser. NC

NECA President Mat Pasiner and award 
winner Dave Ellard.
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NYSCWA NEWS

Officers

Walt Hartl, president

Hoffman Car Wash, Albany 

518/527-4202  •  whartl@hoffman-development.com

Steve Weekes, vice president

Sitterly Road Car Wash Services LLC 

518/383-8126  •  sweekes@nycap.rr.com

Rob Peter, secretary

Lustra Car Care Products 

585-754-0005  •  rpeter@lustrabear.com

Mike Benmoschè, treasurer

mbenmosche@gmail.com

Board Members
Gary Baright, Foam & Wash 

914/757-2700  •  gbaright@foamandwash.com

Jake Collison, Simoniz USA 

978/518-0018  •  jcollison@simoniz.com

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
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 We’ve all heard the expression, “the more things change the more they stay the 
same.” I’ve been involved in the carwash industry for more than 25 years now (it just doesn’t 
seem possible). I’ve seen the equipment and solutions innovations, the rise of the inbay auto-
matic, the introduction of express detailing, the change in business models to express exterior 
and free vacuums, and so many other things that have changed our industry in my quarter 
century in carwashing. The one thing that has remained constant for the last 25 years is this 
publication. Last fall also marked the 30th Anniversary of the Northeast Regional Carwash 
Convention (NRCC), and fittingly it was the biggest, and in my opinion, the best one yet. We 
have grown from a few tabletops in a small ballroom in Newport, Rhode Island, to 84,000 
square feet of exhibits in the state-of-the-art Atlantic City Convention Center. The first show 
attracted a handful of vendors and operators, but this past show, our 30th!!!, included 348 
exhibition booths and 1,847 attendees.
 Twenty five years ago, Suzanne Stansbury began to produce and distribute a carwash 
newsletter. She did it for the New York State Car Wash Association at first, and then added the 
Connecticut Carwash Association and then the Car Wash Operators of New Jersey and then New 
England, the Mid-Atlantic and Pennsylvania joined in and the Northeast Carwasher was born. It 
began as a black and white 28-page newsletter that included stories about the latest and greatest 
advancements in the carwash industry, as well as issues specific to the Northeast. This “newsletter” 
also included columns from association presidents from around the region. It was a way before 
social media/emails/texting/forums and blogs for operators to know what was going on in the 
industry. Way back then you couldn’t ask Google to help answer a question or pull up a video on 
how to rebuild a pump on YouTube, operators relied on this publication to learn about what was 
new and what other operators were trying. Suzanne and her then “newsletter” quickly became 
a favorite of Northeast carwashers. You could say that Suzanne’s Northeast Carwasher was the 
Google of the time for carwashers. 
 As my involvement in the carwash industry and the New York State Car Wash Associa-
tion (NYSCWA) grew, and I began to travel around attending carwash tours, I would find copies 
of the Northeast Carwasher in just about every location we visited. Like the NRCC, the little black 
and white newsletter grew in popularity and size into what it has become today, a four color, 80-
100 pages of mandatory reading for anyone in the carwash industry.
 The Northeast Carwasher remains true to its mission of sharing important and 
interesting stories from around the Northeast. I feel honored to have been a small part of this 
exceptional industry as I have had the privilege of sharing my thoughts in this great maga-
zine for many years.
 Happy 30th to the NRCC and Happy 25th to the Northeast Carwasher. Suzanne 
Stansbury is one of the most knowledgeable “non-carwashing carwashers” I have ever met. We 
are fortunate to have her in our industry and wish her continued success with the Northeast 
Carwasher. We all benefit from her dedication to our industry.

 
 

 
Walter Hartl
NYSCWA President

PRESIDENT’S COLUMN

NYSCWA.COM
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METS VS DODGERS
FRIDAY, MAY 29

RESERVE YOUR TICKETS TODAY BY CALLING 
800/287-6604

FUN FOR THE ENTIRE FAMILY!

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

   Meetings Income ........................................................................... 9,720.00  
   Membership Dues ........................................................................ 16,120.00  
   Northeast Convention Income ............................................... 28,000.54  
   PAC Contributions ..................................................................................0.00  
   Promotional Fees ................................................................................ 90.00  
   Vendor Sponsorships ....................................................................3,776.40  

Total Income .........................................................................................$57,706.94
Gross Profit ...........................................................................................$57,706.94
Expenses

   Advertising/Promotional ................................................................145.80  
   Bank Service Charges ...........................................................................5.25  
   Charitable Contributions ................................................................ 100.00  
   Director Fees ..................................................................................15,750.00  
   Dues & Subscriptions ...................................................................2,500.00  
   Insurance Expense ........................................................................ 1,488.00  
   Legislative Expense .............................................................................50.00  
   Legislative Fees ............................................................................14,000.00  
   Meetings Expenses ....................................................................... 12,128.44  
   Office Expenses .................................................................................. 612.06  
   Postage Expense ................................................................................336.65  
   Printing/Graphics ................................................................................52.00  
   Professional Services fees .............................................................800.00  
   QuickBooks Payments Fees ............................................................ 737.52  
   Telephone ............................................................................................ 147.95  
   Travel .....................................................................................................395.92  
   Website Host ...................................................................................... 350.00  

Total Expenses ....................................................................................$49,599.59  
Net Operating Income .......................................................................... $8,107.35  
Net Income .............................................................................................. $8,107.35  

Checking Account Balance ...........................................................50,062.15  
Money Market Balance ..................................................................66,338.99  
NYSCWA PAC Balance ......................................................................12,481.75  

TOTAL CASH ON HAND ........................................................................ 128,882.89

Monday, Nov 18, 2019 08:08:19 AM GMT-8 - Cash Basis

Summer Came Early!

 Congratulations to Glen and Jamie Sheeley on the birth of 
their first child, Summer, on October 28, who came a week early. 
She weighed 7 lbs and 13 ounces.  NC
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 Pictured are new mom Jamie and proud grandma Addie.
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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



Association visits Woodstock museum, tours distillery

Peace, Love and the NYSCWA
 The New York State Car Wash Association (NYSCWA) did its 
part to honor the 50th anniversary of Woodstock, the iconic mu-
sic festival in 1969 on a dairy farm in Bethel, NY, by touring the 
Museum at Bethel Woods on October 30. “It was by far our most 
unique meeting and one we won’t soon forget,” said NYSCWA 
President Walt Hartl. “It’s hard to beat immersing yourself in the 
history of Woodstock, learning how to make whiskey and rye in 
a really fun environment, and having some terrific food with a 
bunch of carwashers eager to learn and exchange ideas.”
 The event in Sullivan County’s Catskill Mountains, spon-
sored by Simoniz USA, Micrologic Associates and the Northeast 
Carwasher magazine, took the group back in time through the 
eyes of docent Charlie, a Woodstock attendee himself. After 
taking in the sites and sounds of the historic venue, the group 
learned first hand how to make whiskey, bourbon, gin and vod-
ka, and had samples in a tasting room, while enjoying farm-to-
table hors d’oeuvres in the Catskill Distilling Co. Stacey Cohen, 
who just happens to be NYSCWA Treasurer Mike Benmosche’s 
cousin, led the tour and tasting. 
 To add even more history to the day, the bar in the tast-
ing room is from the 1939 World’s Fair, which was originally 
purchased by the Lake Jefferson Hotel in Jeffersonville, NY. The 
Distilling Co. opened its doors in 2011 after the passage of the 
NYS Farm Distillery Bill that allows for self distribution open-
ing the doors for the micro-industry in New York state. The es-
tablishment boasts some award-winning spirits and a whole 
lot of personality! 
 After the tasting, President Hartl kicked off the mem-
bership meeting portion of the event but asked attendees 
Mike Benmosche and Fred Grauer to share their thoughts 
on Woodstock. Benmosche wasn’t an attendee but helped 
distribute food and supplies to concert goers while Grauer’s 
wife, Louise, was one of the 400,000 who spent several days 
on the Yasgur farm, owned by Max Yasgur, taking it all in. 
The group then enjoyed a presentation by Alvaro Hasani with 
Fisher Phillips on the importance of an employee handbook 
and keeping it up to date, as well as the legal ramifications 
when employing minors.
 The group then enjoyed a family-style dinner in The Dancing 
Cat Saloon, adjacent to the Distillery, where conversation and 
laughter flowed for several hours revolving around exceptional 
farm-to-table specialties. The group was also able to visit the 
Stray Cat Gallery that features local and 2nd home artists, also 
operated by Cohen, located across the street from The Dancing 
Cat Saloon. NC

For more information on the NYSCWA visit  
nyscwa.com or call 800/287-6604.

For information on The Catskill Distilling Co. @  
The Dancing Cat Saloon visit  

dancingcatsaloon.com or info@catskillsdistilling.com

The crew from Colonial Car 
Wash in Schenectady came 
out in full force and it looks 
like they enjoyed the event!

Distiller and songbird Stacey Co-
hen serenaded the group prior to 
the succulent farm to table meal 
at the Dancing Cat Saloon.

Pictured are some of 
the attendees enjoying 
a tour of the distillery.
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Distiller and owner of the Catskill Distilling Co., Stacy Cohen, led a tour of 
her state-of-the-art facility that opened for business in 2011 after the pas-
sage of the NYS Farm Distillery Bill.

Featured speaker 
Alvaro Hasani of 

Fisher Phillips. NYSCWA President Walt 
Hartl led the meeting.

Vacutech’s Fred Grauer 
shared thoughts of Wood-
stock from his wife Louise 
who attended the event.

Another grouping of attendees pictured 
on the tour of the distillery.

The dinner was 
truly an “event” 

with delictable food 
and several hours 
of networking and 

catching up.

NYSCWA Treasurer Mike Benmoschè 
and his cousin Stacey Cohen.
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Peace, Love and the NYSCWA … continued

Distiller Stacey Cohen also owns the Stray Cat 
Gallery across the street from the Catskill Distilling 
Co. and the Dancing Cat Saloon. In the gallery she 
showcases local and 2nd home artists in what is 
believed to be the first house built in Bethel. The gal-
lery even includes merchandise by renown rock and 
roll photographers Elliott Landy and Jason Laure. 
To learn more visit www.straycatgallery.com

The group toured the Museum at Bethel Woods on October 30. 
The array of memorabilia was fascinating. Led by Docent Charlie, 
there was a first-hand account of the event some 50 years ago.

Docent Charlie.
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INNOVATEIT
Consistent, Repeatable, Quality through

INNOVATIVE TECHNOLOGY

dispenseIT System
A simple, consistent performing chemical delivery system

Stainless steel frame, panel and rocket injectors

Just roll or mount into position

Keeps electrical costs low

innovateITcarwash.com518 741 4200

Exclusive Distributor
Rollers, Allied-Locke Chains, 
Sprockets, Idler Drums, Roller 
Forks and More!

New track covers up to 63” and is self-adjusting to match conveyor speed

The three rotating zero-degree nozzles provide a deep clean as the vehicle
moves down the conveyor

Electrically driven means no more hydraulics

wheelblastIT Rev 3
Electrically driven, easier to use and provides the ultimate coverage and cleaning



 As I write my first column for Northeast Carwasher, I am re-
flecting on all of the knowledge my mentor, Mike Benmoschè, 
gave me over the last several years. Mike worked really hard 
to help me understand every angle of how the industry works 
and what a great bunch of people carwash vendors and opera-
tors are. As a past business owner, I concur with Mike’s findings 
wholeheartedly. I have never seen an industry do more for each 
other than this one does. I dedicate this article to Mike’s retire-
ment and our friendship.

Selecting a Safety Officer
 I am going to cover three things in this article that are di-
rectly tied together. Selecting a safety officer or safety team for 
your carwash operation, defining the duties they should have, 
and developing a written workplace safety program. As an own-
er or a manager, you can have a pretty full plate between hiring, 
training, maintaining equipment, following up with customer 
inquiries, meeting vendors, etc. There are never enough hours in 
the week to get everything done without the proper help, espe-
cially if you want to maintain any family life. Selection of a safety 
officer or safety team is a great way, as an owner or manager, to 
lighten your load and to let some of your staff grow more within 
the company. When you empower your people and give them a 
sense of ownership in the business, it can have great, long-last-
ing results. When you collaborate with your staff to brainstorm 
where there might be problems and ask the group for resolutions 
to those problems, you might be surprised at the useful informa-
tion you receive. 
 Use the power of open discussions to help lead your safety 
initiatives. Safety compliance is required in every business type 
across the country once you hire any staff. The Occupational 
Safety and Health Administration (OSHA) requires you to pro-
vide a safe working environment to protect employees from 
many levels of danger and have a formal written safety plan, 
including specific training. If you are running a small business 
with just an office setting, your workplace safety program will 
be much easier to develop and implement. Running a carwash, 
however, brings the requirements and contents of a required 
safety plan to a whole new level. You have many more things to 
consider on your property and the list will grow depending on 
the type of wash you are operating. You also have to keep in mind 
the safety of your customers once they enter the property. Look 
at things like how do we reduce the amount of foot traffic on 
our sites? How do we keep customers and even employees from 
crossing the traffic flow? 
 So, how do you go about choosing a safety officer for your 
operation? What if you have multiple sites, will you need more 

than one person to create a safety team? What duties will this 
position entail? These are some questions I am going to help 
answer for you. 
 Start by taking a step back to look at your crew, who are 
your shining stars? Do you have anyone who you see potential 
in and who wants to be a bigger part of the operation? Do you 
have someone who likes to research topics, is extra organized, 
and likes to track things? These are the people you will want 
to look at naming as your safety officer(s). If you have multiple 
sites, you might want to designate a person for each site with 
a lead safety officer to oversee all operations. This process will 
build consistency within the organization. By naming a person 
for each site, you will have boots on the ground watching the 
daily operations. As we all know, safety is an ongoing initiative. 
Having a goal of zero accidents on-site will have many benefits 
if you can maintain it.

Develop a Written Program
 Now that you’ve selected a safety officer, do you have a for-
mal written safety program? If not, do you want to build the 
program yourself and have the safety officer follow it or work 
with them to develop a program? How will you roll it out and 
monitor it moving forward? There will be a cost associated 
with developing this initiative and training your staff, however, 
there will be cost savings when it leads to less injury or damage 
occurring within your operation. In the long run, the cost sav-
ings will be the true winner alongside your peace of mind for 
not having to call an employee’s loved one to tell them to meet 
you at the hospital or even worse, their loved one is not coming 
home from the job. I know that sounds harsh, but it is a reality. 
Sadly, we have all seen those headlines more than once a year. I 
want to do my part to help keep all of you out of the news; this 
is my daily goal.
 As we dive deeper into this, let’s look at what a workplace 
safety program is. The all-encompassing program should be 
well thought out and detail potential hazards in all areas of 
the operation. In your carwash it would include items such as 
tunnel and equipment room safety, parking lot safety, vacuum 
area safety, and any aspect where a problem could result. All 
of this should be in an easily-accessible binder that can be 
quickly accessed during an emergency. Part of the program 
should entail having safety stations where staff will be trained 
to go in the event of an emergency or to get PPE for specific 
jobs they are doing. You will find as you start to look at work-
place safety a lot goes into it. As an example, I developed an 
outline for operators to use as they build a site-specific pro-
gram, and it is eight pages long. 

How To Create a Safety Officer  
At Your Wash
By Dave Snyder
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Dave Snyder is a Rick Management Program Special-
ist with Carwash Insurance Program by McNeil in 
Cortland, NY. You can reach Dave at dsnyder@mc-
neilandcompany.com or 607/428-2147.

have a written workplace safety program, it will most likely 
lead to large fines and penalties. I do not want to see this hap-
pen to any operation. That is why having a designated safety 
officer or team is crucial to help manage your operations and 
safety program. 
 The industry is booming right now. One thing I have ob-
served in the industry since I started working with carwashes, 
just over five years ago, is a shift in mindsets about formal train-
ing programs, which is great! People have recognized the need 
for safety and staff development. To help bring in good employ-
ees in this competitive environment, you need to have struc-
ture and consistency within the business. You need to instill a 
high level of professionalism for all levels of staff. The days of 
just grabbing anyone with a pulse off the street are long gone. 
We need them to be safe and understand the potential hazards 
associated with chemicals, high voltage, and the power of our 
wraps and conveyors while understanding the importance of 
constantly watching and listening to what is going on around 
them at all times. They are the front lines to accident preven-
tion and customer safety. 
 In closing, remember the job of the safety officer is an ongo-
ing daily task. They have to be watching, listening, and thinking 
at all times about what is the best and safest way to get the job 
done. They must constantly be re-evaluating the steps you cur-
rently have in place and making changes to the plan as needed 
to fit any changes within the operation. They should be organiz-
ing regularly scheduled safety training annually at specific inter-
vals, with short tailgate talks in between. Tailgate talks are great 
ways to discuss quick topics or to review a near-miss incident. 
The safety officer should also be someone who has a great sense 
of team spirit and be willing to help educate the second largest 
investment on your property, your staff. They must be willing to 
lead by example at all times. So remember, as 
I quote my mentor Mike Benmosche to end 
this column, “A Safe Wash Protects People 
and Profits!”  NC 

Defining the Duties 
 As we continue looking at what your safety officer or safety 
team duties should include, review the list below:

 • Develop and maintain a written safety program for the wash

 • Review the safety program yearly to see if any changes 
need to be made

 • Keeping SDS Binders current

 • Keeping track of and ordering PPE and first aid supplies

 • Enforcement of Lock Out/Tag Out during maintenance

 • Monthly checks/tests of alarms

 › Smoke and Carbon Monoxide Detectors

 › Burglary, panic, and pay station alarms

 › Video surveillance systems and all cameras

 › Staff training

 › New hire safety orientations

 - To include Sexual Harassment and  
Workplace Violence training

 › Weekly tailgate talks

 › Monthly safety meetings

 › Remedial safety training as needed

 • Daily property inspections

 › Opening/closing walkthrough

 › Mid-shift walkthrough

 • Maintaining safety logs and checklists

 › Salt & snow removal logs

 › Smoke/CO Detector check logs

 › Burglary/Panic Alarm check logs

 › Property walkthrough logs

 › Near miss logs

 • Completing incident reports

 • Reviewing incidents and near misses

 • Reporting to the owner/management

 • Chemical safety procedures

 • Reducing the potential for slips, trips, and falls around 
the property. 

 As you can see, there are a lot of pieces related to on-site 
safety for any wash operation. This list will grow if you add 
staff who drive customer cars in the full-service arena or if 
you add any profit centers such as lube, convenience store 
or even a dog wash to the mix. While most operators have a 
safety sense and preach safety, the reality is that if an accident 
with severe injuries or a fatality occurs on-site and you do not 

Dave Snyder
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 Is there really such a thing as 
“Luck?”
 This is a story that ends up with 
another question, or two.
 When I was younger, or actu-
ally for a good part of my life, I be-
lieved some people were lucky and 
some were not. It never occurred to 
me that we might be able to actually 
influence that Luck, one way or an-
other. It is so subtle, so intangible, 
so invisible that it is not part of our 
day-to-day awareness or belief sys-
tem. We can’t touch it.
 Let me tell you a recent story 
as an example. It wasn’t planned, 
but it happened. It would not 
be called a big deal, but in some 
ways, it was.
 My partner Sandy’s friend, Kay, visited recently for a few 
days. The two of them are putting together the foundation to cre-
ate a podcast on Women’s Empowerment and Endorsement. On 
their final day, I happened to be the one who gave Kay a ride to 
the airport to catch her flight back home. Just as I returned from 
that mission, and was parking my car, my phone rang. “Kay for-
got her laptop.” 
 I called her as quickly as I could, retrieved her laptop and 
headed back to the airport. She was already checked in through 
security and found out how to come back out to the curbside. As 
I pulled up I could see her waiting with a big smile. I gave her the 
laptop and she thanked me while packing it in her bag. 
 She was really relieved and grateful, but also feeling foolish 
that she had left it behind and that I had to come back again.
 Now is where it starts to get interesting, but I did not know 
that yet. I had a talk with Kay saying that this might have been 
the “Luckiest” thing that happened to her all weekend. I got her 
call for help immediately. I could have stopped for gas or a store 
and left my phone in the car. Also, I had the free time available 
with no problem and we are only 10 minutes from the airport. “
So Kay,” I told her, “this was not difficult, and we are so “Lucky” 
that it all flowed easily.” That seemed to shift her energy to grate-
ful and fortunate.
 Now for my Lucky part. A month before, I had lost or mis-
placed my keys. I had my electronic car key but not the ring of my 
standard keys that are usually all attached together. I had sepa-
rated the keys from the car “fob” so I did not have to carry them 
in my pocket. Well, I searched my car, where I live, and the two 
stores I had been to, all with no Luck. In fact, I had searched my 

car three times, carefully, under the 
seats and all.
 Now back to getting in my car 
at the airport. I had a strange thing 
happen and I was very “Lucky.” As I 
got behind the wheel for some rea-
son I reached over and took a paper 
towel out of the cup holder and there 
were my keys that I had searched for 
over and over. They had been there all 
along, under the paper towel that I 
had looked at many times. 
 And that is the part that is in-
teresting. What made me look there 
even before I pulled away, from the 
curb, with a policeman right behind 
me wanting to keep cars moving?
 Let’s look at the energy and the 
influence of that energy.  

 Why did I remove the paper towel that had been there for a 
month? Why just then?
 Here is my theory and approach. The conversation I had 
with Kay was so that she would not feel guilty or foolish, that she 
should actually feel “Lucky” as everything fell into place so easily, 
and perfectly, with time to spare. She felt that way and so did I.
 Now getting back in my car, feeling really good about how 
this all flowed perfectly, and then, right at that moment, my keys 
showed up, so I was “Lucky too. Did I pick up on that energy?
 It is not easy to connect all of this, with a simple story of 
finding keys,
 But … if we are focused on the energy of “Luck” or of appre-
ciation, it can fit.

Having the Confidence to Feel Lucky
 Ponder on this, Luck is a way of thinking.
 It is not a tangible thing and we cannot actually prove it, but 
we can be aware of it.
 Are certain kinds of “Luck” mainly an attitude? An energy?
 The ability to begin again?
 I leave you with this to Ponder and think over.
 “Luck” is an Attitude, a way of Thinking, an Energy, that can’t 
be Controlled but it can be influenced.
 If “Luck” is thought of as a Suggestion, as a possibility, an en-
ergy to include, well, you just never know . . . might be increasing 
our odds.
 Did I get “Lucky” finding my keys because I connected with 
some of the energy of how “Lucky” we were when the laptop sto-
ry fell in place?

The Confidence of Being Lucky
By Ray Justice

CONNECTIONS 

Continued on page 98 …
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pacts the bottom line. There are ample arguments on behalf 
of customers and operators to again seek legislation to repeal 
the application of sales tax based on the method of payment. 
NYSCWA will again seek to introduce affirmative legislation to 
accomplish this goal in the upcoming 2020 legislative session. 
Carwash operator and customer support is critical if this bill is 
to gain traction in the legislature.

Tip Credit Update
 Returning attention to the results of the current session, 
S.4030A (Ramos) which repeals the tip credit for carwash work-
ers in New York City, Nassau, Suffolk and Westchester counties 
as of November 20, 2019, has not yet been 
delivered to the Governor for action. This bill 
must be delivered prior to December 31, 2019, 
for action by the Governor. The NYSCWA will 
notify members when this bill is delivered to 
the Governor. NC

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

Tip credit legislation still in limbo

State Inconsistent with Sales Tax Treatment
By William Y. Crowell, III

 New York State sales tax rules are often confusing and not 
subject to the application of general principles. Specific inter-
pretations are provided by the New York State Department of 
Taxation and Finance. A historical example of the inconsis-
tency in sales tax was the treatment of mini marshmallows 
as non-taxable as a food. In contrast, big marshmallows were 
taxed as candy. A current example of the lack of consistency 
is that lemonade is taxable as a beverage, and Arnold Palmer 
Half & Half is not. 
 Carwash customers in New York State are subject to a sales 
tax inequity based on the method of payment. Let me explain. 
Under current law there is an exemption for a self-service wand 
carwash where the service is performed by the customer through 
the use of automated equipment. There is also a sales tax exemp-
tion for in-bay automatic washes where the customer selects the 
wash package and drives into a bay where an automated wash is 
applied. In both previous cases, the exemption is only available 
to a customer who inserts coins, currency or tokens into the box 
to pay for the carwash process. The use of a credit or debit card 
to pay for a self-service wand or in-bay automatic carwash re-
sults in the customer being required to pay sales tax. The method 
of payment arguably should not be the trigger for application of 
sales tax. The use of cash or tokens versus a credit or debit card 
should not be determinative, particularly as more transactions 
move to use of credit, debit, Apple Pay and other such methods 
to move away from the necessity of carrying cash and currency. 
 In 2008, the New York State Car Wash Association (NYSC-
WA) supported a bill sponsored by former Assemblyman and 
now Congressman Joseph Morelle and Senator James Seward 
that provided for carwashes that use a self-service wand or in-
bay automatic to be exempted where payment was made by 
a credit or debit card. This bill, which reached the Governor’s 
desk, was vetoed by Governor Patterson. The Governor’s veto 
message pointed out that the exemption was limited to coin-
operated purchases to alleviate the hardship of collecting the 
appropriate amount of sales tax. In addition, the Governor’s 
veto cited the loss of revenue which was calculated at $4.6 mil-
lion. The Governor’s veto message did indicate that the pur-
pose of the bill was commendable. 
 As the use of credit and debit cards continues to grow, cus-
tomers are less accepting for having sales tax applied when it 
is not to cash or token transactions. It is difficult for carwash 
operators to explain this difference to customers.
 Carwash operators are being driven to more automated 
operations based on the minimum wage increases combined 
with the potential loss of the tip credit. The burden created by 
these changes on the carwash business model negatively im-

LEGISLATIVE UPDATE

William Y. Crowell, III

 Does “Lucky” give us hope and possibility? 
 And is that an energy that affects us in some way?
 It is a better energy than feeling down, guilty or worried?
 It might be, if we recognize that we cannot actually control 
it but we can influence it.
 Do I have the Confidence to feel “Lucky”?
 In any situation, what is my Intention and then how am I 
Influencing it?
And after all, “Lucky” is just a word so how we use it, and the 
energy associated with it, could, sometimes, perhaps, maybe in-
fluence an outcome.
 Does feeling Confident Influence outcomes?
 And does it Influence Luck? 
 We will probably never prove it, but 
sometimes we will wonder and sometimes 
we will just know. I am confident of that. NC

Ray Justice

Ray Justice is an entrepreneur, poet and creativity 
explorer. He is a former carwash operator and past 
president of the NYSCWA. Visit him at ThoughtCom-
pass.com where he offers two Free courses, Ponder 
Moments and A Good Night’s Sleep.

Connections … continued from page 96.
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The answer lies in wash and dry throughput. The E-Series
higher  extraction speeds result in greater moisture  removal,
 shortened  dry-time and boosted  productivity. 

The  E-Series moves laundry through the wash 
and dry process faster. Not only boosting

 production, but also  reducing costly
labor hours as well as  extending 
linen life. 

1-800-872-8695  
www.CarWashWorld.com

Car Wash World has the highest
quality of Towels on the market. 

• Save money on labor
• No wasting of chemicals 
• Save on water and electricity
• Get MORE cars cleaned quicker

USE LESS GET MORE
How Can Our E-Series Washers Do MORE With Less? 

TRY OUR

30 Day FREE Trial!

Which includes...

• EHO20 Washer Extractor

• Chemicals

• Special Microfiber Towels

• Installation by Factory Rep

• Training
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Learn more at:
www.sonnysdirect.com/onewash or call 800-327-8723

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.

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 

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.

Consulting College Equipment Vacuums Controls Marketing Chemistry Parts

FREE Annual 
Turbine Swap or 5% 
Credit on Vacuum 

System Purchases up 
to $5000 

Annual Credit.

OneWash
Join Sonny’s

and Save




