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Make CarWashing Easy

 
www.PecoCarWash.com | 800-448-3946

Stainless Is Painless.
PECO Car Wash Systems has been a leading manufacturer in professional 

car washing systems for over 50 years. The PECO signature stainless steel line combines 
strength and corrosion resistance to endure years of vehicle washing with minimal upkeep. 



AS I SEE IT

 This October it will have been two years since we last convened in person at the North-

east Regional Carwash Convention (NRCC). And the road to get back here has been paved with 

missteps, apprehension, confusion and fear. On the other side of all that we have survived, re-

invented, worked together and recovered. We have endured as an industry and people and we 

have learned a lot over the course of the last two years. It’s time now to take what we’ve learned 

and do better and be better human beings, small businesspeople, friends, family members and 

carwashers. Before us, in Atlantic City, we have the opportunity to start on that path.

 You’ve heard me drone on and on about how important it is to become involved 

and engaged in our industry. You’ve heard me wax poetic about my love of carwashing and 

the trade show that I feel unites us, the NRCC. But know that this year’s NRCC is going to feel 

different and also reinvented. Thanks to some inward reflection and some really generous 

sponsors, we have put a new spin on a classic event. We have secured a high-profile keynote 

speaker in former Governor Chris Christie thanks to the generosity of Micrologic and In-

novateIt. Politics aside, please, I had the honor of interviewing Governor Christie recently and 

found him as straight shooting and real as he is purported to be. I also read three books on 

him prior to the interview so I felt like I knew the man, at least a little bit, going into our dis-

cussion. If you’re not a fan, you might want to educate yourself before his keynote. If you still 

don’t like him, that’s your choice, but go into it with an open mind and I am pretty sure you’ll 

walk away more knowledgeable about politics, his beliefs and where our country is headed 

then you were before you heard him speak. And what’s really cool is that he may just run for 

President in 2024, and you can say you heard him speak.

 Also at this year’s show is the founder of Big Ass Fans, Carey Smith, who will also 

motivate and energize you during his program on Tuesday, October 5. There will also be other 

great educational opportunities including a frank state of the industry discussion led by 

several “industry titans” on the last day of the show. These leaders will take a deep dive into 

consolidation, contactless operations and carwashing’s future. But there’s also several other 

seminars to wet your whistle. You can see the entire lineup at nrccshow.com

Welcome to All!
 Another change to this year’s event is that the traditional Welcome Reception on 

Tuesday has been moved to the Atlantic City Convention Center and starts at the close of the 

trade show. It is open to every single operator and supplier, no matter your level of registra-

tion, thanks to our generous sponsor ICS. It will be a true networking event and opportunity 

for you to reconnect and reenergize before heading out to dinner or back to our new host 

hotel, The Hard Rock Casino & Hotel on Atlantic City’s iconic boardwalk.

 To say I’m just a little bit excited about all of it is an understatement. It’s time to get 

as back to as normal as we can right now, and it’s time to look to the 

future with positivity and optimism. That’s my plan.

 See you in AC!

Suzanne L. Stansbury
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CORRECTION
In the summer issue’s feature on Raccoon Car Wash in New 
Hampshire, the wall material should have been identified as be-
ing from Extrutech Plastics Inc., Manitowoc, WI. It was a custom 
color for that specific wash. NC

Old School Done Right

 Read about Sammy’s Car Wash & Dog Wash Emporium 
owner, Sam Cosmano, and his operation on page 96. He is a 
shining example of old school carwashing done right! NC

+4.4%

-17%
Thanks to operators Dave Dugoff (MD), Doug Rieck (NJ), Steve Weekes (NY) and Dave 

Ellard (MA) for their numbers!

WASH VOLUME INDEX
 Our Wash Volume Index through June is mixed. Although May 
was record-breaking, June (and especially July) was a wash out for 
most. Our New England operator was up 18 percent over the same 
time in 2019, and our Jersey Shore participant was down 17 percent. 
The other two operators were up 4.4 percent in upstate New York 
and down by 4 percent in the Mid-Atlantic. As we move through the 
fall and into the winter let the carwash gods and goddesses sprinkle 
just the perfect amount of snow, sand and salt into everyone’s future 
and may one of these days all participants be up.

Turn It Down!
 Many operators are faced with vac areas just teaming 
with loud music while their customers clean out their rides. 
What to do?
 These two operators have taken to signage on two levels of 
directness. What other options exist? Share your thoughts at 
info@northeastcarwasher.com NC

Ryan Robinson with 
Overflow Express Wash 
in Tuscaloosa, AL, takes 
it a step further with 
poignant signage that is 
exacting and witty.

This new Hoffman express exterior in 
Latham, NY, places simple signage 
above its vacs to deter excessive noise.

Splash’s Mark Curtis had a mobile vaccine clinic avail-
able to his team at their annual family fun day at 
Quassy Amusement & Waterpark in Middlebury. More 
than 100 took advantage of the optional clinic.
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NEWSWORTHY

INDUSTRY LOSES ICON IN JIM COLEMAN
 James “Jim” Edward Coleman, Jr., 90, passed away at his 
ranch in Batesville, TX, on July 5. He is survived by his wife of 69 
years, Lorraine, as well as six of 
his seven children. He is 
preceded in death by his son 
Randall Coleman and brother 
Ed Coleman.
 Jim, a pioneer in the car-
wash industry, was honored 
many times with awards and 
praise for his eagerness to help 
others and share his knowledge 
and expertise. He received the 
Family Business of the Year 
Award from Baylor University in 
2004, the Hall of Fame Award from the International Carwash 
Association in 2003 and the Lifetime Achievement Award from 
the Southwest Carwash Association in 2017. He was also a 
lifetime member of the Knights of Columbus and International 
Brotherhood of Electrical Workers. But it was his faith in God, 
his desire to live a Godly life and to pass that on to his children 
that was paramount to him.

NCS PARTNERS WITH CAROLINE PRIDE 
 National Carwash Solutions (NCS), Grimes, IA, a leader in 
end-to-end carwash solutions, is in strategic partnership with 
Carolina Pride Carwash Systems & Solutions, Timberlake, NC, 
creating the largest direct installation and service company in 
North America, according to a company press release. “Caro-
lina Pride has an impressive story and reputation,” said NCS 
CEO Michael Gillen. “Under the leadership of Dale Reynolds, 
Carolina Pride has become a premier distributor and serves 
a nationwide customer base via a top-tier line of proprietary 
equipment products.”
 National Pride is a leading supplier of inbay and tunnel 
carwash systems, self-service equipment and maintenance and 
installation services in North and South Carolina. It is also a 
leading manufacturer of self-service carwash systems and tun-
nel support equipment including water treatment, motor con-
trols and chemical injection systems with distribution across 
North America.
 NCS brands include MacNeil, Ryko, TSS, Vacutech, Clean-
Touch and Lustra. According to Reynolds, who is also a second-
generation owner, “We are proud to add our name and line of 
Industrial Grade Wash Systems to the NCS brand.”
To learn more visit ncswash.com and cpcarwash.com
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CLEAN EXPRESS RAISES $2,800  
FOR STREETSBORO COMMUNITY PANTRY
 CLEan Express Auto Wash, Cleveland, OH, has donated 
$2,800 to the Streetsboro Community Pantry to help further 
their mission of providing free food to Streetsboro families 
struggling to meet their daily needs, said a company press 
release. The donations were collected from CLEan Express 
Auto Wash customers at the company’s fifth Greater Cleve-
land-area Grand Opening in Streetsboro in May.
 “It’s always extremely humbling when we have the 
opportunity to use our Grand Opening to give back to the 
local community,” said John Roush, Express Wash Con-
cepts CEO. “We appreciate the generosity of our incredible 
Streetsboro customers, and know that the Pantry will put 
this money to great use to assist so many people and fami-
lies facing food insecurity.”
 During the Grand Opening, CLEan Express Auto Wash 
offered a free signature “CLEan-est” carwash ($18 value) 
to every customer in exchange for a monetary donation to 
the Streetsboro Community Pantry. Throughout the Grand 
Opening 2,087 free carwashes, at retail value of more than 
$37,500, were given away.
For more information visit cleanexpresswash.com

EXPRESS WASH CONCEPTS EXPANDS INTO 
PITTSBURGH MARKET
 Express Wash Concepts (EWC) has expanded into the 
Pittsburgh, PA, market with the acquisition of CleanTown USA, in 
Allison Park, according to a company press release. The location 
will continue operating as is until mid-October, at which point it 
will be temporarily shut down for 60 days for a $2 million conver-
sion. Upon reopening, CleanTown USA will be Pittsburgh’s premier 
express carwash featuring two new express wash tunnels, the 
industry’s best wash equipment and free, self-service vacuums.
 The company has also announced that it has broken 
ground on a tunnel carwash in New Kensington and is sched-
uled to begin construction on a third express tunnel in East 
McKeesport. Both New Kensington and East McKeesport loca-
tions will operate under the Clean Express Auto wash brand.
 The acquisition brings Express Wash Concepts’ current 
operating wash portfolio to 45 locations under the following 
brands: Central Ohio-based Moo Moo Express Car Wash, Greater 
Dayton-based Flying Ace Express Car Wash, Greater Cleveland-
based Clean Express auto Wash, Toledo-based Meyers Auto Wash 
and Virginia-based Green Clean Express Auto Wash. EWC plans to 
open more than 50 additional locations by the end of 2022.
For more information visit expresswashconcepts.com

Continued …

ALL YOUR CAR WASH WATER NEEDS
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CLEAN EXPRESS RAISES $3,500 
FOR PARMA CITY SCHOOLS

 CLEan Express Auto Wash, Cleveland, OH, has donated 
approximately $3,500 to the Parma City Schools Foundation to 
help further their mission of enriching the education experienc-
es of Parma, Parma Heights and Seven Hills students, according 
to a company press release. The donations were collected from 
CLEan Express Auto Wash customers at the company’s fourth 
Greater Cleveland-area Grand Opening in March at 5720 Broad-
view Road in Parma.
 During the Grand Opening, CLEan Express Auto Wash of-
fered a free signature “CLEan-est” carwash ($18 value) to every 
customer in exchange for a monetary donation to the Parma City 
Schools Foundation. Discounted retail gift cards were also of-
fered with all proceeds donated back to the Foundation. In total, 
CLEan Express gave away more than 2,765 free carwashes at a 
retail value of more than $49,770. “We are proud to continue our 
Grand Opening legacy of improving the communities in which 
we operate,” said John Roush, Express Wash Concepts CEO. “This 
money will be used to positively impact hundreds of Parma-area 
students during what has been a challenging school year.”
For more information visit parmacityschools.org  
and cleanexpresswash.com

DRB TO BE ACQUIRED BY VONTIER
 DRB® Systems, LLC, Akron, OH, has plans to be acquired by 
Vontier Corporation, a global industrial technology company 
focused on transportation and mobility solutions, according 
to a company press release. The acquisition will be subject to 
customary closing conditions, including regulatory approval, 
with an anticipated closing in 2021.
 Headquartered in Raleigh, NC, Vontier’s portfolio includes 
market-leading expertise in mobility technologies, retail and com-

mercial fueling, fleet management, telematics, vehicle diagnostics 
and repair and smart cities end-markets, according to the release.
 DRB is owned by New Mountain Capital, a New York-based 
investment firm. “DRB’s passion to leverage technology to 
unlock value for our customers became stronger today,” said 
DRB CEO and President Dan Pittman. “Vontier’s purpose of 
mobilizing the future to create a better world, along with its 
great portfolio of companies, positions DRB’s team to continue 
its growth and better serve its customers,” he said.
To learn more visit drb.com, newmountaincapital.com  
and vontier.com

MISTER CAR WASH 
GOES PUBLIC
 Mister Car Wash (NYSE: 
MCW), made its public debut 
on the New York Stock Ex-
change June 25 raising $468 
million as shares of its stock 
rallied to $22.40 or 49 percent 
above its Initial Public Offering (IPO) price of $15 per share, 
according to a company press release. The national carwash 
chain offered up 37.5 million shares of common stock. Mister 
Car Wash, based in Tucson, AZ, offered 31,250,000 of those 
shares while another 6,250,000 are being sold by selling stock-
holders. The initial offering closed on June 29. 
 According to its U.S. Securities and Exchange Commission 
(SEC) filing, the company washes 59.6 million cars between 
April 2020 and March 31 of 2021. Mister Car Wash operates 
more than 340 carwashes in 21 states.
For more information visit mistercarwash.com

EXPRESS WASH CONCEPTS ACQUIRES 
GREEN CLEAN EXPRESS
 Express Wash Concepts (EWC), Columbus, OH, has ex-
panded its portfolio beyond the Ohio market to the East Coast 
with the acquisition of Virginia-based Green Clean Express 
Auto Wash, according to a company press release. Green Clean 
Express currently operates five Hampton Roads locations in 
Virginia Beach, Norfolk, Portsmouth, Chesapeake and Suffolk. 
 An additional 20 locations are scheduled to open by 2022 
throughout Virginia, Maryland and North Carolina. “Green 
Clean Express Auto Wash is backed by impressive leadership 
and vision, and bringing them under the Express Wash Con-
cepts family of brands marks a major milestone in the contin-
ued responsible expansion of our geographic footprint,” said 
John Roush, Express Wash Concepts’ Chief Executive Officer.
 Green Clean Express is also slated to open three locations 

Newsworthy … continued

Continued …
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doing. She has a clear view of what Sonny’s is and can be, and a 
persistent focus on the customer. She’s been an integral part of 
growing and strengthening our company and she’s brought greater 
focus and accountability to each of our solutions.”
For more information visit sonnysdirect.com

SONNY’S EXPANDS WEST COAST HOLDINGS 
 Sonnys’ Enterprises, Tamarac, FL, has acquired AutoVac 
Industrial in San Diego, FASTECH in Buena Park and MC 
GROUP (McGuinness Vehicle Wash Systems) in Burbank, CA, 
according to a company press release. “AutoVac brings decades 
of experience and distinct capabilities in vacuum technology 
and manufacturing,” said Kati Pierce, President of Sonny’s.
 The acquisition of FASTECH’s Carwash Division and MC 
GROUP affords Sonny’s the opportunities to strengthen its 
relationship with Southern California customers, said the re-
lease. “Both FASTECH and MC GROUP are established, talented 
teams with deep industry knowledge,” said Mike Beuchat, GM 
of Sonny’s CarWash Services West. “I believe adding these dis-
tributors to the Sonny’s CarWash Services West team will add 
significant value to our California customers.”
To learn more visit sonnysdirect.com, AutoVacInc.com,  
fastechus.com and mcgroupsales.com

in Portsmouth and Suffolk this summer. “We are excited to join 
Express Wash Concepts and integrate their proven expertise in 
operations and customer service,” said Shawn Everett, Founder 
and Managing Partner of Green Clean Express Auto Wash.
To learn more about the recent acquisition read our interview 
with John Roush on page 28 or visit expresswashconcepts.com

SONNY’S MAKES ORGANIZATIONAL CHANGES
 Sonny’s, Tamarac, FL, the world’s largest manufacturer of 
conveyorized carwash equipment, parts and supplies, has made 
some organizational changes to strengthen how it serves clients 
and to better support the company’s accelerated pace of growth, 
according to a company press release. Kati Pierce has been 
promoted to President and will continue to report to Paul Fazio, 
CEO. As President, she will oversee the day-to-day operations of 
Sonny’s Holdings. Pierce most recently served as Sonny’s Senior 
Vice President of Sales and Marketing and has more than 25 years 
experience in the carwash industry as an owner, operator and 
distributor. Fazio will remain as CEO and will continue to focus on 
strategic initiatives, mergers and acquisitions, and the growth of 
Sonny’s Holdings. “Internally, we all know Kati has been running 
Sonny’s day-to-day operations for the last year,” said Fazio. “This 
announcement gives Kati the title to match what she has been 

Newsworthy … continued
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AMPLIFY CAR WASH ADVISORS COMPLETES 
THREE MULTI-SITE TRANSACTIONS 

 
 Amplify Car Wash Advisors, Scottsdale, AZ, a national 
mergers and acquisitions and capital advisory firm founded 
by Bill Martin and Jeff Pavone, recently completed three 
multi-site transactions in the Southwest, Southeast and 
Midwest, including the successful acquisition of six Carmel 
Car Wash locations in the Dallas-market, according to a 
company press release. 
 Amplify advised Carmel Car Wash and completed the 
transaction in early July 2021. Carmel, a full-service carwash 
that specializes in auto detailing, continues to operate four 
locations. “Jeff was extremely professional, he and his team 

SONNY’S ACQUIRES PECO
 Sonny’s Enterprises, Tamarac, FL, the world’s largest 
manufacturer of conveyorized carwash equipment, parts and 
supplies has acquired PECO Car Wash Systems, Auburn Hills, 
MI, according to a company press release. PECO is a leading 
family-owned manufacturer of professional carwashing sys-
tems with more than 50 years of experience. “Over the years, 
we’ve been approached by other companies but we never felt 
it to be the right fit,” said JR Rietsch, President of PECO. “Like 
us, Sonny’s is a second-generation carwash family with client 
relationships that date back for decades. By joining Sonny’s 
we now have a full offering in house to make our clients even 
more successful.”
 Fazio echoes those sentiments. “I have a great respect for 
PECO’s team, product and culture,” he said. “PECO’s history 
in the industry, service-oriented background and customer-
focused approach matches well with Sonny’s. The combination 
of our equipment lines offers tremendous benefit to our global 
network of thousands of carwash professionals.”
 PECO’s management and staff will remain in place with the 
factory in Auburn Hills, MI.
For more information visit sonnysdirect.com  
and PECOcarwash.com Continued  …

AVAILABLE NOW!
Scan the QR code to learn  
more or visit hydraflexinc.com.

“The new system is fantastic.  
The applications look great  
and everything foams really  
well. I would recommend it  
to anybody.” 
-Steven Gerring, Owner, Gerring’s Car Wash
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Pavone, partner at Amplify Car Wash 
Advisors. “This means valuations are 
at an all-time high and now is a great 
time for car wash owners to consider 
selling their car wash chain for maxi-
mum value.” 
For more information 
visit amplifywash.com

EVERWASH ATTRACTS  
T-MOBILE USERS TO ITS  
PARTNER WASHES

 EverWash, Philadelphia, PA, and T-
Mobile partnered in a promotion that at-
tracted 465,090 T-Mobile subscribers to 
EverWash partner washes in a 24-hour 
period, according to a company press re-
lease. “We helped many of our wash part-
ners boost their total membership count 
by 50 to 250 percent in the first two days 
of the promotion,” said EverWash CEO 
John Cassady.
 EverWash, a Total Membership Life-
cycle™ (TML) company, combines mem-
bership sales, subscription management, 
mobile app and analytics technology, 
training, sales and marketing support for 
washes nationwide. “Our mission is to 
help washes attract, gain and keep more 
members,” said Cassidy.
 In addition to T-Mobile, EverWash 
has partnered with several employee 
benefits and perks providers that can ex-
ponentially grow memberships for wash 
partners, said the release. Added Cas-
sidy, “Whether a carwash already has a 
successful membership program or an 
underperforming one, or is simply look-
ing to gain new customers, our unique 
channel partner consumer marketing 
approach takes our carwash partners’ 
membership growth to new heights.”
For more information visit everwash.com

did a great job and got us the maxi-
mum value for our locations,” said John 
Brodersen, president of Carmel Car 
Wash. “I’ve been in this business for 30 
years and worked with a lot of people 
buying and selling carwashes, and Jeff 
is by far the best.” 
 In addition, Driven Brands ac-
quired Tropic Car Wash in a portfolio 
of seven locations in Louisiana and 
Florida. Amplify provided seller repre-
sentation and completed the transac-
tion in late June 2021.  

 True Blue acquired eight Extreme 
Clean locations in the Quad Cities, 
Rockford, and suburbs of Chicago. 
This acquisition brings True Blue to 
61 carwashes, according to the press 
release. Amplify advised Extreme Clean 
on the transaction which closed in 
late June 2021. “The carwash industry 
is evolving rapidly, and we are see-
ing mergers and acquisitions on the 
rise nationwide as more regional and 
national brands are looking to scale 
in a market faster than ever,” said Jeff 

Newsworthy … continued
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As the 31st Northeast Regional 
Carwash Convention (NRCC) 
nears, October 4-6, at the Atlan-

tic City Convention Center, the North-
east Carwasher was granted an inter-
view with former New Jersey Governor 
and 2016 presidential candidate Chris 
Christie, the event’s keynote speaker. 

 Christie, 58, a former federal prosecutor, 
politician, political commentator and lobby-
ist, served as the 55th Governor of New Jersey 
from 2010 to 2018. He gained national promi-
nence as a moderate voice in the Republican 
Party and sought its party’s nomination for 
president in 2016. He is noted as a uniting fig-
ure capable of transcending partisanship in 
times of crisis and was praised for his leader-
ship after Superstorm Sandy. He 
also led President Trump’s transi-
tion team until soon after the Pres-
ident took office where he then be-
came an informal adviser.

COVID

NE: Governor, we could talk all 
day about the effects of COVID 
on our culture and country. Can 
you share with us what you would 
have done differently if you had 
been President or Governor at the 
start of COVID?
CC: If I had been the president I 
would have taken it seriously right from the beginning. I wouldn’t 
have said to people that it would just go away and disappear. 
From the beginning you had to set a much more serious tone 
about it so people understood the depth of the problem we were 
dealing with and that you could call them to service.
 One of the parts of leadership that is so important during a 
crisis is to give people something to do; to call them to service 
so that they can be part of the solution. There were a number of 
problems in the way it was handled on the national level.

NE: And on the state level?
CC: On the state level, the problem was fundamentally flawed 
decision making processes. First off, the decision to force nurs-
ing homes to take cases in who had COVID or were not yet pro-
tected from COVID in any way by being immune to it was an 
enormous mistake. What we knew from the beginning when it 
started in Washington state was that the elderly seemed to be 
vulnerable from this so to expose them in those institutions that 
don’t have a lot of space, that don’t have the ability to segregate 

A candid look at politics, business and the future of America

An Interview with NRCC Keynoter 
Gov. Chris Christie
By Suzanne L. Stansbury

The 31st NRCC is October 4-6 
at the Atlantic City Conven-
tion Center. This year’s host 
hotel is the Hard Rock Hotel 
& Casino on Atlantic City’s 
iconic boardwalk.
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NE: Did you have the “cocktail” the President received?
CC: I had a similar cocktail to that of the Presidents. We both 
had Remdesivir. I was very fortunate. I had really good, aggres-
sive care and that early intervention was really key in recovering. 

NE: Was the tri-state alliance (NJ,CT,NY) a good thing during 
the initial phases of COVID?
CC: It is always better when Governors try to coordinate things. 
I think in this particular instance it was a good idea to try to do 
that. Each state has some different challenges depending on its 
demographics, so you need to be able to retain some flexibility 
to be able to make some decisions on your own. In general, I had 
no issue or problem with the way it worked.

NE: You are known as being a hugger. Obviously, not being 
able to do that for the last year+ had to be tough. How did you 
cope with that and the Pandemic in general as an employer, 
public figure and as a father?
CC: As a father, all four of our children came home at one point 
or another which made life significantly different for us, but it 
was a blessing. It was really nice for us to be back around the 
kitchen table again for dinner as a family. 
 As an employer we gave people their option in terms of how 
they wanted to deal with working from home or coming into the 
office. We had a schedule for people to fill in if they were com-
ing to the office so we would not have more than three at a time. 
We tried to be really sensitive to that and requiring people to be 
smart and wear masks prior to the vaccine. We wanted to make 
sure that what would govern if you came back into the office or 
not was your particular level of comfort. We weren’t going to 
force anyone to come into the office too soon. Two weeks after 
their vaccination we had people come back in. 

people, that don’t have enormous amounts of staff to deal with 
this problem was an awful mistake that cost thousands of lives 
in New Jersey.
 We also kept everything too closed for too long. The gover-
nor was overly cautious in that regard doing great distribution 
to small businesses in the state when on the other hand, we still 
lost more people per capita than any state in the country. So we 
were closed for too long with no identifiable benefit for the peo-
ple of the state. Those fundamental errors on the state level just 
show a flawed decision making process by the decision maker 
himself or his staff or both.

NE: Your own personal battle with COVID was front and cen-
ter. Can you reflect on that experience with us?
CC: I had been so careful March through September in terms of 
making sure I’d wear a mask and doing all the things that you 
were supposed to do and then I went to the White House. I was 
getting tested every day on my way into the White House, as ev-
eryone else was, and so I had an incorrect sense of security about 
the fact that it was safe to go without a mask there. That turned 
out to be a big mistake on my part. I made a mistake by taking 
my mask off when I was there.
 Second, the experience was scary. I went into the hospital 
and was put in the ICU for seven days. That was frightening be-
cause the disease itself is so random. You don’t really know if 
you’ll get better or worse. Your doctors can provide you with no 
reassurance. It was a very nerve-wracking time for me and my 
family, but I feel incredibly lucky that I got to the other side.
 You were isolated. The IV bags were kept on the other side 
of the door so they could change them without even having to 
come into your room. You were really by yourself. It’s a very iso-
lating time when you can’t help but have your mind wander and 
it doesn’t wander to anything positive. Continued …

Monday, October 4

2:00-5:00pm
Registration

3:30-6:00pm
Virtual Wash Tour – NYSCWA
Seminar moderator: Tom Hoffman, Jr.
Join Tom Hoffman Jr. while we expand our horizons for a 
“virtual” tour of four of the most innovative and forward-
thinking washes we could find from the comfort of the 
Atlantic City Convention Center. This standing-room only 
seminar of washes is a must-see!
Sites Include:
 * Valet Auto Wash, general manager Ray Cerwinski  
  (Oxford Valley, PA)
 * Cool Wave Car Wash, owner Bobby Willis (VA)
 * Hoffman Car Wash, owner Tom Hoffman, Jr.  
  (Latham, NY)
 * Autorific Car Wash, owner Dale Reynolds (NC)
The NYSCWA is this seminar’s host.

Tuesday, October 5

7:30-8:45am
*Program starts at 7:45am; Breakfast starts at 7:30am 
Early Bird/Breakfast
Moderator: Patrick Mosesso
This show favorite is a candid, unscripted panel discus-
sion with seasoned operators who will answer any and 
all questions relating to carwashing in an informal panel 
discussion. You will be able to ask and text questions at 
the event, as well as provide them prior to the event at 
info@nrccshow.com
Panelists Include:
 * Paul Vallario, Westbury Personal Touch, Long Island
 * Steve Sause, Cloud 10 Car Wash, CT, NJ, PA, FL
 * Tom Halford, Shammy Shine Car Washes, NJ, PA
 * Tom Morris, Chesapeake Carwash, MD
 * Chris Ouimet, Fitzy’s Car Wash, Grafton, MA
The NECA is this seminar’s host.

Conference Agenda

Continued on p. 21 …
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 As a public figure, especially after my own hospitalization, 
I tried to be a really loud and clear voice on the importance of 
mask wearing and the importance of vaccines to try to let people 
know that what can happen to me can happen to them. 

NE: You are known as being frank, outspoken, tough but fair. 
Your leadership after Superstorm Sandy, and your bipartisan-
ship, spoke to your effectiveness as a governor. What lessons 
from “weathering that storm” can you share with our industry 
of small business professionals.
CC: The first thing is to, in a leadership situation, be yourself. 
What people saw from me during Superstorm Sandy was who 
I am and how I care about them and will lead in a way that was 
very honest, direct and straightforward. Whether you are lead-
ing a state, a company or a small firm, being genuine, being who 
you are gives people a sense of consistency and comfort and 
both those things are very important in a crisis. 
 The second thing I learned was not to assume anything at 
all when dealing with a crisis. You need to ask the extra question 
and understand all the details and that those things are really 
important when making good decisions.
 The third thing I learned is the importance of being there 
in person. I spent half of my day in the emergency operations 
center in West Trenton monitoring things and trying to come up 
with ways to fix problems that would crop up. I spent the other 
half of every day out somewhere in the state and being visible. It 
really mattered to people. People’s biggest fear is that they will be 
forgotten. As soon as you show up in their community they know 
that they haven’t been forgotten and that is a really important 
part of leadership.

NE: Are these some of the same lessons you took away from 
your time with the Trump campaign and the Trump family?
CC: My support of the president in 2016 and 2020 was based 
on policy issues and not personality issues. I thought that the 
policies that he was pursuing were better than those that Hil-
ary Clinton and Joe Biden were advocating for and that‘s why I 
was with him. The President, in particular, and some in his fam-
ily have a personality of their own and leadership styles of their 
own which wouldn’t necessarily be mine and so they follow the 
beat of their own drummer. 

NE: You have advocated following the science and not the 
teacher’s unions when getting kids back to school. How dam-
aging has the past year been for our kids, and what needs to 
happen to get things back on track?
CC: It’s been extraordinarily damaging. We won’t know for years 
to come how damaging it was and how much they lost in terms 
of their education, socialization and all the other things that 
happen in school like interacting with peers and teachers and 
administrators. I think they lost an enormous amount. We need 
to stop with the craziness. There’s no science to support not 
opening schools for in-person learning in September. There’s no 
science to support that.
 Secondly, we should really consider making the next school 

year a 12-month school year across the country. Our children 
need catch-up time and if we continue to run the same calendar 
we are running infinitely, we won’t be able to give that catch-up 
time. I would consider that if I were still governor. The political 
forces at play here, especially from the teacher’s unions, are look-
ing at this as a way to change how we teach our children and 
change that curriculum. Parents need to speak out against that. 
It will be bad for our kids and as a result be bad for our country.

NE: You say you know how to find the “silver lining” in situa-
tions; what is the silver lining in COVID?
CC: I think the COVID silver lining is probably three things. First, 
it brought families closer for the most part; even if not physically 
closer. I think that families appreciated much more how impor-
tant those relationships are and it will be a long time before we 
take those relationships for granted again.
 Next, it helped us understand how fragile our economy is 
and how susceptible we are to these types of disturbances and I 
hope what that will do is put our government with a real focus 
toward how things like this can impact the country and build the 
systems that will deal a little better than the way we dealt with it 
this time.
 And, the third thing it taught us is how incredibly fortunate 
we are to live in this country with the pharmaceutical industry 
that we have. To think that the vaccine came together in about 
eight to nine months is historic, but it’s also an indication of the 
long-term money that our pharmaceutical industry has invested 
into research and development. We need to have a greater ap-
preciation for these pharma companies who are often vilified 
but in the end they are saving millions of lives around the world 
because they reinvested in research and development and have 
things on the shelf that are close to being finished and can be 
used for either a cure itself or as a building block for that cure 
and we shouldn’t take that industry for granted.

On Small Business

NE: You run your own business. What advice would you give 
to a small businessman or woman who is struggling with find-
ing and retaining employees, keeping up with technology, 
staying in compliance with government policies, rules, regu-
lations and taxes?
CC: I have great empathy for them being a small businessperson 
myself. On the employment front I’d say to hang in there for the 
rest of the summer because this extra extended unemployment 
is going to end across the country in September and those peo-
ple who have been sitting home making as much or more than 
they used to make will be out there looking for work.
 Second, a lot of people learned as a small businessperson 
how important it is to have a relationship with a bank. We saw 
this during the PPP that people with banking relationships were 
able to get those loans; for people who didn’t it was much harder. 
As you go forward, every business is going to need capitalization 
and developing a relationship with your banker, big or small, or a 

An Interview with NRCC Keynoter Gov. Chris Christie … continued
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Bi-Partisan Politics

NE: In 2019 in conjunction with Seton Hall University, your 
alma mater, you established the Christie Institute for Public 
Policy (CIPP) to tackle the need for thoughtful, bipartisan 
discussions about key issues facing society on a national and 
international level. 

local bank, those relationships when developed well can help lead 
to easier answers for you on liquidity that you need to keep your 
businesses open and thriving in the aftermath of the Pandemic. 
 And don’t ever forget that what America is known for is its 
innovation so continuing to innovate to make your business 
more successful is something that now seems obvious to all of 
us, but it bears repeating and if you do it you’ll end up being in 
much better long-term shape than if you don’t. 

Tuesday, October 5 (continued)

9:00-9:45
Breakout Session
Big Ass Fan Founder Carey Smith on “How Embracing a 
‘Fail Fast’ Approach Can Help You Succeed”

Every year, American entrepreneurs start 
more than half a million companies, but 
only 200 ever reach $100 million in reve-
nue. Carey Smith, the founder of Big Ass 
Fans, knows firsthand what it takes to 
change promising to prosperous. In fact, 
it was failure that led him to start Big 
Ass Fans. He used the valuable lesson 

that you can usually tell within a short time if an idea’s 
going to work. If it doesn’t, make the conscious decision 
to fail fast. In this seminar Carey will share his contrarian 
business practices and discuss how he tells his employ-
ees, “If you’re not making mistakes, you’re not working.” 
That’s because growth comes only from taking risks.

Interviewer: Dino Nicoletta, Asbury Circle Car Wash, Quick 
Lube & Detail Center, Neptune, NJ
The CWONJ is this seminar’s host. 

10:00-10:45
Breakout Session
How to Turn a Difficult Customer into a Customer for Life
Introduction: Bob Rossini, Torrington Car Wash,  
 Torrington, CT
Presenter: David Melhorn,  
 Kleen Mist Carwash,  
 Shamokin Dam, PA 
Customers who challenge you are the 
key to your success, not an opponent 
to defeat. Presenter David Melhorn, a 
multi-model third generation carwash-
er, will show you how to change your 
perspective, address the customer’s 
concerns and build a strong founda-
tion for your carwash. 
The CCA is this seminar’s host.

11:00-11:45
2021 NRCC Keynote Speaker 

Introduction: Dave DuGoff/Mike Ashley
Keynoter: Gov. Chris Christie

Christie, a politician, political commentator, lobbyist and 
former federal prosecutor who served as the 55th Gover-
nor of New Jersey from 2010 to 2018, has gained national 
prominence as a moderate voice in the Republican Party. 
He sought the party’s nomination for president in 2016.

He is noted as a uniting figure capable of transcending 
partisanship in times of crisis and was praised for his 
leadership after Superstorm Sandy. His keynote will be 
candid, colorful and a must-see!

A graduate of the University of Delaware, Christie received 
his Juris Doctor degree from Seton Hall University in 1987.
 * Sponsors: Micrologic & InnovateIt
The MCA is this seminar’s host.

12:00-1:00
Awards Luncheon
 * Awards and then lunch

Exhibits: 1:00-6:00pm

6:00-7:00
Welcome Reception  
 * Lower Level, Atlantic City Convention Center 
 Open to all attendees; “Jersey” snacks, beer & wine.  
 Cash bar.
 * Sponsored by ICS

Wednesday, October 6

8:00-9:30
Breakout Session/Breakfast
Industry Titans Talk Consolidation, Transformation &  
 A Bright Future 
Moderator: John Shalbey Jr.
Panelists: 
 Bill Martin, Metro Express Car Wash &  
 Amplify Car Wash Advisors
 Bill Gorra, Simoniz USA
 John Lai, Mister Car Wash
 Eric Wulf, International Carwash Association
The NECA is this seminar’s host.

Exhibits: 9:30am-2:00pm

Conference Agenda … continued from page 19.

Continued …
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NE: And the announcement will happen when?
CC: The announcement would happen after the midterms 
in 2022.

NE: You also said that the GOP cannot be a party of one per-
son (Donald Trump), but it must be a party of ideas. Can you 
elaborate?
CC: No party will survive being monolithic, or just about one 
person whether that person has been president of the United 
States or not. It’s about a set of principles and ideas that excite 
and challenge people and make them want to get up and support 
you. If you are not doing that the personality stuff will fade away 
over time and you won’t be left with much to build on. 
 Continuing to build our base on the issues we really care about, 
and the issues quite frankly that we are against, are both very im-
portant to form the foundation of an effective political party.

NE: You and your mom had a very special bond and relation-
ship. What would she be saying to Chris Christie in 2021 re-
garding a run in 2024?
CC: My mother thought I was a little crazy for being interested 
in politics. She never got to see me be Governor and would have 
been there rooting for me. But she would have said to me, “Chris-
topher, don’t do it half way. Go in there and go all in and give it 
your very best.” 
 My mother always gave me incredible confidence, even as a 
young child, that you can do anything you want with your life if 
you are willing to work hard enough.

NE: Your book, “Let Me Finish,” which came out in 2019, was 
eye opening. Governor, you have a book coming out in No-
vember titled, “Chris Christie Republican Rescue: Saving the 
Party from Truth Deniers, Conspiracy Theorists and the Dan-
gerous Policies of Joe Biden.” Can you share your favorite part 
of the book with us?
CC: My favorite part of the book is addressing the issues that are 
problematic with our party and country right now and telling 
the reader what I think; no mincing words or hedging. I want to 
set an example to not be so cautious and thoughtful, but honest.

NE: What is Chris Christie hopeful for today?
CC: I am hopeful that my children and maybe my grandchildren 
wind up getting all the opportunities that I have gotten in this 
country, but it’s not a given and we have to fight for it and fight 
for our country’s democracy, capitalism and liberty. If they do, 
they will make the most of it and have a great life.  NC

Suzanne L. Stansbury is the Editor/Publisher of the Northeast Carwasher 
magazine and a Northeast Regional Carwash Convention board member.

Governor Chris Christie is the 31ST NRCC  
Keynote Speaker, Tuesday, October 5,  

at the Atlantic City Convention Center.  
To register and learn more about the event  

visit nrccshow.com

 You’ve covered healthcare and healthcare policy, public 
safety, and a myriad of other topics. What kind of impact is 
CIPP making?
CC: First, we’ve brought really important, prominent people 
to our community to talk about the issue of bipartisanship. 
We’ve had Henry Kissinger, Joe Mansion and Susan Collins so 
that has been good. We’ve also had a real impact on the stu-
dents at Seton Hall School of Law. These are where some of 
our future leaders of the state will come from. We want them 
to be thinking this way; not the way politics have become poi-
soned the last decade or so. We want younger people to be 
thinking about how they can contribute to create that kind 
of atmosphere themselves. And we want the community in 
general to hear from important folks who can talk about all 
the ways bipartisanship and working together can help bring 
better solutions.
 In today’s world there’s been such division in the country 
that started to percolate 25 years ago during the Contract with 
America where Newt Gingrich was leading the Republicans in 
the house, and it continued through the Clinton years and the 
Bush/Gore election and then the Iraq War created some divi-
sion. Then we went into the Barack Obama era and Obama-
care and that led us to the insane election of 2016 where you 
had two of the most politically unpopular presidential can-
didates in American history facing off against each other. 
The campaign was viscous and negative from a candidate’s 
perspective, and from a media perspective, so all those things 
have led to making bipartisanship more and more difficult. 
It’s wrong. You need to stick to your principles but find areas 
to compromise. 

A Run In 2024?
NE: You have not closed the door on running for President 
again in 2024. This is your opportunity to announce that, Gov-
ernor Christie! But seriously, what would you do differently 
this go around?
CC: You always learn from experiences if you are paying atten-
tion. I think that there are a lot of things that I spent time on five 
years ago that I wouldn’t spend time on now. And I think that 
every election is different so in 2024 presumably there will be a 
different cast of characters and that different cast of characters 
will lead to a whole different dynamic and you will have to be 
ready to adjust to it.
 One of the things I learned the first time that I ran for Presi-
dent was to focus on the things that really matter to regular peo-
ple. You need to be very, very focused on that.
 Secondly, you need to understand that much of what hap-
pens in politics is a product of timing and you can’t always pick 
your timing so go out there and be the best you can. Be honest 
and direct, be straightforward and have good ideas and then 
you’ll be in the mix and what happens from there is a product 
of a lot of things you can’t control so don’t get yourself too ob-
sessed over them.

An Interview with NRCC Keynoter Gov. Chris Christie … continued
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Hard Rock’s Rocktane Is a Winner!
By Alan M. Petrillo

venience store at the New Jersey casino 
site, along with multiple gas pumps and 
a carwash,” Lash pointed out. “We met 
with Joseph Jingoli ( Joseph Jingoli & Son, 
Inc.), the construction company that was 
a partner in the casino and their estima-
tor, who thought they might want an in-
bay automatic like at other sites they had, 
or maybe a tunnel wash.”

Fancy the idea of shooting 
craps, playing poker, sitting 
in at a blackjack table, or per-

haps trying your luck at big dollar 
slots, and then getting your vehicle 
cleaned to a gleaming shine? It’s all 
available at Hard Rock Hotel & Ca-
sino and its Rocktane Gas & Wash 
in Atlantic City, NJ.

 Craig Hanson, director of new busi-
ness development for Sonny’s Direct, 
said that he worked with Sonny’s on the 
Rocktane project when he was employed 
by Washtech Vehicle Wash Equipment, 
which later was acquired by Sonny’s.
 “The Hard Rock Hotel & Casino 
wanted to build a fancy express carwash 
for their guests,” Hanson said, “that 
would be available for their VIPs and 
others through their concierge service. 
They also put in gasoline service and a 
convenience store, and opened it all up 
to the public. Washtech did the instal-
lation of the carwash and supplied the 
chemicals for the wash.”
 Frank Lash, equipment salesman 
at Sonny’s Car Wash Services Mid Atlan-
tic, noted the New Jersey project came 
to Washtech via Sonny’s as a lead. “Hard 
Rock had a carwash in Ohio that was do-
ing well, and decided they wanted a con-

 Lash said the next meeting included 
SOSH Architects, where he explained the 
many differences between inbay automat-
ic and exterior express tunnel carwashes.
 “This was January, and they needed 
the carwash up and running by the sum-
mer for their high rollers,” he said. “The 
Hard Rock people decided on a tunnel 

Continued  …

The Hard Rock Hotel & Casino’s facility features an 
express wash, an 8,000-square foot fueling area and 
a 5,000-square foot C-store that is open to its guests 
as well as the public. Casino customers can earn free 
carwashes based on various casino promotions.

The wash, which is open from 10 am to 6 pm, offers four carwash options.
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4X CLEANING POWER
Petit pumps, oscillating nozzles, 
& dual arms provide 200% – 400% 
more cleaning power.

2X THE SPEED
We wash and rinse vehicles faster. 
Our inbay cleans up to 29 cars/hour 
and is capable of washing 40,000+ 
Cars Per Year, Per Bay!*

1/2 THE MAINTENANCE
Our washes reduce your costs with 
intelligent design & superior materials.
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#3
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carwash and had Massett (Building Company) build the wash 
and the convenience store.”
 Diane Dixon, Hard Rock’s vice president of purchasing and 
retail operations, said the wash has a 103-foot conveyor in a 110-
foot long tunnel. She noted that they are currently averaging 125 
vehicles a day.
 Rocktane Gas & Wash’s gas station is open from Sunday 
through Thursday from 8 am to 10 pm, and Friday and Saturday 
from 8 am to midnight, while the 5,000-square foot Convenience 
Store is open until midnight on weekdays, and 2 am on weekends.
 The carwash, which is open daily from 10 am to 6 pm, of-
fers four carwashes. Garage Band is $8 and gets a presoak, soft 
touch wash, tire cleaner, high-pressure rinse, surface enhancer, 
spot free rinse, turbo air dry and Sealtech. The $12 Record Deal 
wash adds an underbody flush, while the Radio Hit wash at 
$14 adds triple foam polish and weather guard. Finally, the $16 
World Tour wash adds flash wax and tire shine.
 Member benefits at the Hard Rock Hotel & Casino can be 
used at Rocktane Gas & Wash’s 8,000-square foot fueling area. Pre-
mier Wild Card Rewards members can use their comp dollars at 
Rocktane’s 16 gas pump stations to fuel up with regular, mid-grade 
or high-test gasoline, or diesel fuel, at a 2 to 1 comp dollars ratio. 
Elite, Rock Royalty and X Wild Card members have a one-to-one 
comp dollar redemption when fueling at the Rocktane gas facility.
 Casino customers can earn free carwashes based on various 

casino promotions, according to Dixon. “When they are awarded 
a free carwash, a voucher with a bar code prints at a casino kiosk,” 
she pointed out. “When the patron visits the carwash, the bar code 
voucher is scanned to the XP terminal, which is programmed to ac-
cept the vehicle and proceed with the appropriate wash.”
 Lash pointed out that the carwash has gates around the pe-
rimeter of the tunnel to accommodate any storm surge from the 
ocean to allow water to flow through the structure. “The carwash 
is on a municipal water supply, but there are low-pressure is-
sues,” he noted, “so we had to install a variable frequency drive 
(VFD) to provide constant pressure in the facility.” The carwash 
has two DRB pay stations, and two coin vacuums, Lash added. NC

Alan M. Petrillo is a Tucson, AZ-based journalist, a former upstate New 
Yorker, and contributing editor of Northeast Carwasher. He writes for 
a number of national and regional publications, and is the author of six 
nonfiction books, and three historical mystery/thrillers.

Hard Rock’s Rocktane … continued

The 103-foot express conveyor sits in a 100-foot long tunnel. The gates around the perim-
eter of the tunnel are put there to accommodate any storm surge from the ocean to allow 
water to flow through the structure.

26 |  Northeast Carwasher, Fall 2021



hamiltonmfg.com   |   888-723-4858

C E L E B R A T I N G

P A Y  S T A T I O N
COMMANDER

Customized wraps and 
touch screen graphics

Flexible sell options - 
single washes, bundles, 
and buy-ups

Custom-branded mobile 
app for safe, contactless 
customer transactions

Seamless integration with 
Hamilton ExpressPass 
RFID system

Standard EMV credit card 
processing with tap to 
pay

Cloud-based platform for 
integrated reporting and 
loyalty management



Philanthropy, exceptional customer service  
sets this growing brand apart
An Interview with  
Express Wash Concepts’ John Roush
At the time of this interview in late June, Ohio-

based Express Wash Concepts (EWC) had 
expanded its portfolio beyond the Buckeye 

state east with the acquisition of Virginia-based Green 
Clean Express Auto Wash with sites in Virginia Beach, 
Norfolk, Portsmouth, Chesapeake and Suffolk. An addi-
tional 20 locations are slated to open by 2022 through-
out Virginia, Maryland and North Carolina on top of 
the existing Central Ohio-based Moo Moo Express Car 
Washes, Greater Dayton-based Flying Ace Express Car 
Washes, Greater Cleveland-based CLEan Express Auto 
Washes and Toledo-based Meyers Auto Washes top-
ping out the company’s current portfolio at 45. 
 By the end of 2022, EWC plans to open more than 50 addi-
tional sites. Let’s find out the how and why’s of this major growth 
spurt from EWC’s Chief Executive Officer, and all-around great 
guy, John Roush.

NE: John, first, have you had a vacation lately? EWC’s growth is 
nothing short of impressive. Can you walk us through it?
JR: I think the token answer is every day is a vacation — but in this 
case I truly mean it. I’ve never been busier, but I’m living the dream. 
Watching something that I built from the ground up become as suc-
cessful as it is is absolutely amazing. So yes, I can still vacation, how-
ever it’s not a traditional vacation in the sense that I can shut down 
entirely for a week or two. But I wouldn’t have it any other way!
 There is a Dr. Seuss character from the book Did I Ever Tell 
You How Lucky You Are? named Ali Sard. His story has stuck with 
me all these years. Ali has to mow grass in his uncle’s backyard 
and the faster he mows the faster it grows. Despite the craziness 
that accompanies rapid growth — I think back to the moral of 
the story and the conclusion is that yes, I’m really quite lucky.
 Things over the past couple of years have simply fallen into 
place. We have a great pipeline coming in, we have money, we 
have a great team in place working tirelessly to keep our heads 
above water with managing our existing locations and those un-
der construction. The challenge is making sure we don’t implode 
the people in our organization. So the next obvious priority is 
hiring great new people who will share in our passion and mis-
sion for what we are trying to accomplish.  

NE: Despite a Pandemic, you were obviously working on your most 
recent acquisitions. How did it impact closings and your likely well-
thought-out acquisition plan?
JR: We definitely felt the repercussions from all sides — the banks, 
title companies, municipalities, etc. Everything got inefficient and 

slowed down. We had to be more diligent than ever making sure 
we weren’t responsible for dropping the ball and to keep pushing 
things along as best as we could. We had to find peace with the fact 
that some things were beyond our control. But that didn’t mean 
we took a more relaxed approach to the things we could control. 
I feel like we had to work harder, and smarter, than ever before. 
 We launched our Cleveland Clean Express Auto Wash brand 
during the Pandemic, and since August, 2020, have opened or 
acquired six locations in that market. We acquired Toledo-based 
Meyers Auto Wash in December, 2020, and took over operations 
of those three locations. We moved to the East Coast with our 
Green Clean Express Auto Wash acquisition, and have multiple 
locations under contract or construction, and an acquisition, in 
the Pittsburgh market. 

NE: COVID was devastating for so many small businesses, but the 
express model, which you follow, was spared a lot of heartache and 
long-term closures due to its contactless nature. Talk to us about 
how EWC faired.
JR: EWC faired quite well. We realized early on that we had to be 

Express Wash Concepts 
CEO John Roush at the 
Green Clean Express Auto 
Wash Grand Opening in 
June 2021. Express Wash 
Concepts acquired the 
Virginia-based carwash 
company in May 2021. 
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NE: How will it impact operations moving forward, and what 
have you learned from living through it?
JR: The silver lining in all of this is that we took the time to stay 
focused, and truly think through how we could increase our 
operational efficiency and communication processes. ZOOM 
proved to be an incredible tool — giving us the ability to still be 
connected to our team members while also being so unbeliev-
ably efficient as there was no travel time. 

NE: When we first interviewed you in 2019, you had been in the in-
dustry for 11 years and had amassed 20 locations across two brands. 
You got into this industry because your favorite wash had closed and 
you needed a place to wash your car. You did your research and due 
diligence and here you are. Why is this industry right for you?
JR: My background is in construction. In the construction indus-
try you pretty much went about your own way, built your stuff, 
and that’s that. From my first site visit, back when I was just re-
searching the carwash industry, I felt this incredible sense of ca-
maraderie and sharing of knowledge like no other. The carwash 
industry has incredible national and regional trade associations, 
really great industry-specific publications, enhancement groups 
and social media groups — all with the goal of sharing best 
practices between operators and vendors. I’ve learned so much 
through some pretty gracious people through the years, and I’ve 
always tried myself to be a mentor to pay it forward.
 And we can’t forget that despite hard work, relationship 
building and putting in the time — I’ve had a bit of luck, too.

NE: In 2019, we asked what most surprised you about this industry 
and you said how difficult it was and that you could not be a suc-
cessful operator without forging friendships within the industry. As 
a result, you have mentored your fair share of new operators. What 
have you learned from those experiences?
JR: The main thing I’ve learned is that what is easy for us as sea-
soned operators can be pretty complex to those just coming into 
the industry. I think it’s easy to take for granted that development, 
construction, operations, marketing, employee relations, etc. is 
truly a complex process and becomes better defined with experi-
ence. I believe that we rise by lifting others, and I love seeing the 
people that I have or are still mentoring succeed in this industry.

NE: Your company, like many others, is now in a strategic invest-
ment partnership. I’m assuming that this partnership with Wildcat 
Capital Management was critical to your growth trajectory?

in this constant state of adaptation, as it seemed everyday things 
were changing. We were fortunate in that we didn’t have to shut 
down for too long, and proactively worked with each of our local 
county health departments to gain their “blessing” to stay open 
due to our well documented cleaning and sanitization proce-
dures. We did not want our equipment to sit unused — and we 
saw a great need to recognize all of our incredible first respond-
ers, medical professionals, care givers, educators, and restaurant 
and retail workers who did not have the choice to quarantine. 
 We gave away thousands upon thousands of free washes to 
these heroes throughout the mandatory stay-at-home orders, 
and although it seemed insignificant in the overall grand scheme 
of the Pandemic, providing those free carwashes were a welcome 
respite to so many people who craved anything that provided a 
reminder of our former, “normal” lives. We donated portions 
of our wash proceeds to local Food Banks, as it had never been 
more apparent just how many people were struggling. We pro-
actively reached out to help others, quietly and without seeking 
credit. It was truly a gift to be in the position to help others. We 
took that very seriously, and humbly.

NE: What was most difficult during the height of COVID?
JR: For me it was just the mental wear-down and stress of the un-
known. Would we get shut down? Would it get worse? If allowed to 
be open, is that the right choice for our team? Our team members 
are our family, and would we be faced with the impossible choice 
of having to make cuts/lay-offs? It was mentally exhausting. Continued  …

Express Wash Concepts CEO John 
Roush and Flying Horse Farms 
Executive Director Nichole Dunn. 
Express Wash Concepts was 
recognized with the Camp’s COOL 
Award for their successful May 2021 
donation campaign weekend. 

Express Wash Concepts’ Ohio-based Site Managers and Home Office Executives convened in May, 
2021, for a daylong retreat prior to the company’s Flying Horse Farms donation campaign weekend. 
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JR: I can confidently say that I have learned more from Drew and 
the Wildcat team than they have from us. Their guidance has 
turned what was previously a successful business into a crazy 
successful business. They are undeniably smart, helpful and pa-
tient, and leave us to do what we do best — manage our washes 
the way we know how they need to be managed.

NE: What is important to look for, and look out for, when partnering 
with an equity group?
JR: Talk to references. The vetting should go both ways — this is 
a marriage and not a divorce. Take the time to truly make sure 
you both have aligned your goals — from both an operations and 
growth perspective. You have to be on the same page.

NE: Do you get to pretty much call the shots as long as you continue 
to be profitable, or how does that work in your case?
JR: A good equity partner shouldn’t — or doesn’t — want to run 
your business. That’s why it’s very important to take the time to 
research, vet and find the best partner that gels with your goals. 
While we certainly collaborate often and have an incredible mu-
tual respect for each other’s strengths, I know that Wildcat has 
the confidence that we are managing our washes in the best, 
most operationally efficient way possible. They wouldn’t have 
chosen to work with us if there was any doubt.

NE: Why is this industry attractive to groups like Wildcat?
JR: The carwash industry is simply attractive to private equity 
groups because of high margin, high growth, and how fragment-
ed it is. There is really not one truly major player. 

NE: Let’s change gears a bit. How did you know that Green Clean 
Express was a good fit for your portfolio? Do you have a formula?
JR: I’m not sure there’s really a magic formula — but I can tell 
you that Green Clean’s high-growth potential and margins made 
them very attractive. Shawn, Craig and the team have an amaz-
ing pipeline, and will use our capital to help grow quickly and 
efficiently. We could also offer them some relief in terms of op-
erations and team member training initiatives. As we know, it’s 
not a small task to open 10+ units in a year, at the same time 
expanding into new markets. We’re a great team!

NE: Did you vet a lot of other environmentally-conscious family-run 
carwash chains?
JR: We are always looking at great family-run carwash chains, 
particularly those that share similar values such as high opera-
tional excellence, a dedication to enhance team members’ lives, 
and a commitment to environmental best practices. 

NE: Do you plan to build ground up the next 50 sites or acquire 
some as well?
JR: There will absolutely be a mix; however, mostly from the 
ground up.

NE: Your brands are models in exceptional customer service, and 
you said that Green Clean Express excels in that as well. Obviously, 
that is a huge component in any successful carwash business. Has it 

always been a mantra of yours, even prior to entering this industry?
JR: We are all using water, soap and varying bells and whistles 
to wash a car. So how do you truly set yourself apart? Is it really 
that simple of a concept that it can be done through a smile? 
A wave? A genuine yet simple question of, “How was your wash 
today?” We are uniquely positioned in the carwash industry to 
set ourselves apart from our competition by consistently prac-
ticing those three things. Time and time again we hear stories 
from our customers who praise the genuineness of our team 
members, and how the small things make such a big difference. 
It’s heartbreaking, yet heartwarming, to read a customer survey 
from an elderly customer who washes with us because our team 
provides her with the only human interaction she may have in a 
day. Customers write in detail how their autistic child delights 
in the sight and sounds of the wash and asks to visit each time 
they’re out running errands. To me it’s such a privilege to have 
the opportunity to provide such a positive impact on someone. 

NE: Part and parcel with outstanding customer service is your 
brand’s commitment to philanthropy in the markets in which you 
operate. I don’t know if I have enough room to list all the groups and 
organizations you support from Westerville Area Resource Ministry 
to Neighborhood Bridges to Cleveland’s Center For Arts-Inspired 
Learning to donating back to another 32 non-profits. First, that’s 
outstanding and tell us why it’s so important.
JR: We live by a guided principal that we can leverage our carwash-
es to improve the communities in which we operate. We’ve been 
committed to philanthropy since the day we opened our doors — 
but I have to say it’s remarkable how much our efforts have taken 
off these past several years. We used to raise a couple hundred 
dollars at our Grand Openings, but through the years this has bal-
looned as we’ve refined our processes, and more people have tak-
en notice of just how well executed our philanthropic efforts are. 
 Our last three grand openings have been record-breaking in 
terms of collected monetary donations. ChemQuest, our chemi-
cal vendor, has stepped in and committed to significant compli-
mentary donations as of late to our grand opening non-profit 
partners. Other wonderful vendors periodically reach out and 
make donations to our non-profits as they recognize how much 
of an impact keeping donation dollars local makes.
 We have major quarterly donation campaigns outside of 
our grand openings each year, and our last one for Flying Horse 
Farms, an Ohio-based camp for kids with serious medical ill-
nesses, brought in more than $52,900 in just three days. Three 
days! I couldn’t have imagined when I started this thing that we 
would be blessed enough to give away literally hundreds of thou-
sands of dollars to local organizations each year. 

NE: I know you empower your staff in all aspects of their jobs. Do 
they help you decide whom to support? 
JR: Absolutely. We work with our Site Managers to identify po-
tential non-profit partners surrounding our Grand Openings. 
Two of our quarterly donation campaigns each year are “Sites 

An Interview with Express Wash Concepts’ John Roush … continued

Continued on page 34  …
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Subscription model drives attraction
Private-Equity Backed National, Regional 
Chains Growth Continues Threefold
By Jeff Pavone

Just a few years ago, there were only a handful of 
carwashes backed by private equity. Today that 
number has dramatically increased with now 

more than 20 private equity-backed platforms fund-
ing chains, all with an appetite for growth. In 2021, 
we are finding the current aggressive growth is not 
marginally more than last year it is materially more 
than last year – threefold more.

 The subscription model has dramatically changed the car 
wash landscape and the ability for chains to scale their business. 
Because monthly plans offer a consistent revenue stream — fi-
nally addressing the variability of  demand caused by seasonality 
or weather incidents out of an owner’s control — more funding, 
be it from financial institutions, strategic partners or private 
equity groups, is available. And with that funding, the carwash 
industry has become a very competitive space. The growth and 
development of new express carwash tunnels is exploding be-
cause of the incredible success people are having. 
 We’ve seen established national carwash brands like Mis-
ter Car Wash and International Car Wash Group (ICWG) grow 
mainly through acquisitions year after year. And now there 
are national developers rapidly expanding their footprint with 
greenfield development (development on a vacant site). Brands 
like ModWash, Tidal Wave, and Quick Quack, to name a few, 
are getting in the game of really building out nationwide.

This is All New Territory
 Additionally, regional brands are expanding further and 
further outside of their own markets. In the old days, there was 
a level of comfort that if you built a carwash somewhere and 
you were successful, you would be pretty safe and not have a 
competitor build right next to you. Today, that is off the table. 
With the emergence of new money entering the space, there 
are no rules. No market, large or small, is off limits, even if there 
is a solid, established carwash group there already. In a small 
Western market with a population of 90,000 and a chain of five 
highly successful locations, we recently saw a national player 
announce they are building several washes in the area. The 
business model before was build it and be as successful as you 
can be in your neck of the woods. Now national and regional 
brands are looking to replicate successful markets and scale up 
fast to fill out their footprint and give customers more access 

to their locations; and they are okay with having a few lower-
volume locations because they still contribute to the brand. 

Customer Demand Continues to Rise
 What we’ve also seen in 2021, despite the COVID pandemic, 
is that we have no idea how high customer demand will continue 
to rise. Because it is easy, affordable, and convenient customers 
are washing their cars far more frequently. With rising demand, 
we are also adjusting how much volume a carwash can do. It 
wasn’t long ago for us to look at a successful site doing 20,000 cars 
a month; we are now looking at sites washing 40, 50 or 60,000 cars 
a month. Memberships have had a huge impact on volume. 
 Though chains are in a race to get big fast, it’s not always a 
bad thing having a lot of carwashes in your market. Because at 
the end of the day if the washes are doing a good job the custom-
er will get their car washed, somewhere, once a week instead of 
once every four months. Now for $20, for example, a month you 
can get your car washed every week. It’s super affordable. 
 Consumers are also spending more and more money on 
their vehicle and prioritizing taking care of it. Take Starbucks, 
for example. We never knew we needed coffee so much until a 
Starbucks opened one on every corner. Back in the old days, you 
made coffee at home before you went to work. Now you stop on 
your way or make a special trip to go to Starbucks and get a cof-
fee. Why? Because it’s convenient, is relatively cheap, and the ex-
perience is acceptable or favorable to customers.

But How Many is Too Many?
 What we don’t know yet is how many carwashes in one mar-
ket is too many. Take Phoenix, for example. You have multiple 
chains with 20 or more washes in the Phoenix-area alone — 
Cobblestone, Clean Freak, Super Star and Raceway — and more 
are still being built because the demand and the profitability is 
there. So, we have not seen saturation yet. 
 There is a difference though in having a market that is respon-
sible, where new guys are staying a few miles away from their com-
petitors, than other markets where new guys are building literally 
next door to someone. As the platform becomes bigger in a mar-
ket so does the ability to continue growing through advantages in 
marketing and sales — as you get scale in a market you are able to 
flip a switch immediately on opening a new site, and that new lo-
cation will be in the black in many cases, in 30 days. With monthly 
plans bringing in immediate cash flow, that timeline to profitabil-

Continued   …
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 For small carwash owners that means there’s a good chance 
someone is going to enter your market in the foreseeable future. So 
now is not the time to stand still. It’s certainly worth considering 
growing to protect your market, or perhaps selling, and in today’s 
favorable environment multiples couldn’t be any higher NC

Jeff Pavone is a partner at Amplify Car Wash Advisors, a 
national car wash advisory firm. With a mission of creat-
ing wealth for clients, Amplify helps car wash owners sell, 
partner or grow using practical industry experience as op-
erators coupled with expertise in mergers and acquisitions 
and capital advisory. Learn more at AmplifyWash.com,  
or reach Jeff at JPavone@AmplifyWash.com

Editor’s Note: Jeff ’s partner, Bill Martin, will be participating in a 
panel at the Northeast Regional Carwash Convention (NRCC), on 
October 6 discussing the impact of consolidation, equity groups, the 
subscription model and contactless operations in today’s carwash-
ing market. To register and learn more visit nrccshow.com

ity has shortened considerably. When customers are given the op-
tion to go to a carwash that has 40 to 50 locations in their general 
region versus a smaller operator who has four or five locations, 
they likely go with the bigger brand that offers more options.  
 This leaves smaller carwash owners without a pathway to growth 
at risk. These newer players have so much private equity money be-
hind them and will enter a market and build 20 to 30 sites quickly. If 
it’s a good site and good location someone is going to build near you. 

The Bottom Line
 Here’s the bottom line. The carwash business is a different 
business today. Go back to coffee. In the old days, there was 
no business of going out and having coffee. Starbucks created 
that demand by making it fast, easy, and cool to get coffee, and 
the carwash business has reinvented itself just like coffee did. 
Changing from a necessity you did occasionally to a convenient 
thing that you can do every week — because it’s easy and cheap. 
And, because it feels good to drive a clean car. 
 Coming out of COVID, we’ve seen that you can make money 
in the carwash business even in a recession or Pandemic. And that, 
coupled with the scalability of express carwashes with monthly 
plans, has not gone unnoticed by private equity and institutional 
investors. The acceleration of anybody of any size growing is a 
massive race. We are finding people in a fury to build sites. 

An Interview with Express Wash Concepts’ 
John Roush … continued from page 30

Choice,” meaning each location’s team gets together to identify 
their non-profit of choice for that campaign. 
 For our recent Flying Horse Farms campaign, we brought all 
of our Ohio-based Site Managers and Home Office team to camp 
for a daylong retreat a couple days prior to the donation campaign 
weekend. This was our first in-person gathering since COVID, so 
you can imagine how great meeting that milestone felt. We brought 
in a magician as a keynote speaker, had the best “town hall” style, 
unscripted Q & A session I’ve ever been a part of, listened to the Fly-
ing Horse Farms Executive Director provide an empowering over-
view of the impact camp has on both children with serious medi-
cal illnesses and their families, and finally broke off into teams for 
a memorable camp tour and scavenger hunt. While on-site, we had 
each Site Manager pledge a goal for their site to meet during the 
upcoming campaign. We know that each Site Manager bottled up 
the positive energy and enthusiasm from that day and took it back 
to their sites — as evidenced by our record-breaking $52,900 in 
donations collected during just three days!

NE: Will there be a point when you say you have amassed enough 
locations or is the sky the limit for you and EWC?
JR: As a pilot, of course I’m going to say the sky is the limit, but 
with the following caveat — we have to open the next wash bet-
ter than we did the last one, and at the same time we have to 
maintain the highest level of operational excellence for all of our 
existing washes along the way. We finally must keep our team 
members at the heart our business, which we are very cognizant 
of. So yes, the sky is the limit!   NC

To learn more about John Roush and EWC,  
visit northeastcarwasher.com and  

click on the “to view past issues click here” link  
for the Summer 2019 cover story.

Private-Equity Backed National and Regional Chains Are Rapidly Growing … continued
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 When it comes to acquiring equipment, equipment leasing 
can be the quickest and easiest way to get the equipment you 
need to properly operate your carwash business. Leasing offers 
advantages that buying does not, including low monthly pay-
ments, which are typically spread out over the course of months 
or years, rather than delivered in a lump sum. 

What is Equipment Leasing?
 Equipment leasing is a type of financing in which the small 
business owner rents the equipment rather than purchases it. 
The equipment is leased for a specific time period (typically three 
to seven years). Once the contract is up, the business owner ei-
ther renews the lease for an additional term, returns the equip-
ment or purchases the equipment (normally for $1 or 10 percent 
of the original purchase price). In most cases, carwash operators 
treat leasing just like a loan. They pay for the equipment over the 
term and then purchase it for a dollar at the end.

Why Lease Equipment for Your Business?

App-Only to $400,000
 Standard bank loans require the applicant to provide full 
financial disclosure. This can mean providing at least two years 
of business tax returns, two years of personal tax returns, year-
to-date business financial statements, personal financial state-
ments and more.
 Equipment leasing is different. For qualified candidates, 
getting approved can be as simple as providing a single page 
credit application along with some bank statements and a 
copy of the equipment proposal. Borrowers can get ap-
proved for equipment leases up to $400,000 with a single 
page credit application!

Conserve Capital
 Equipment leases generally require just one or two payments 
at closing. On the other hand, bank loans frequently require 20 
percent to 30 percent down. Obviously, buying equipment out-
right means you’ll be paying cash for the entire purchase price 
up front. The lower down payment associated with leasing gives 
operators the opportunity to conserve cash reserves and/or al-
locate those resources to other projects.

Time is Money
 When equipment breaks beyond repair or just needs to be 
replaced, waiting a couple weeks for a bank to approve your 
loan can be devastating and costly. Equipment leases can be 
approved in less than a day and funded in just a couple days. 
Being approved immediately allows operators the comfort of 
knowing they can place the equipment order now and get the 

replacement equipment quickly. The expedited approval pro-
cess associated with equipment leasing can save both time 
and money.

Less Collateral
 When it comes to financing carwash equipment, many 
traditional banks require additional collateral for conven-
tional loans. This can come in the form of the business/ 
personal real estate or other assets. Equipment leases are 
normally secured with just a UCC filing on the equipment fi-
nanced. Not having other personal or business assets tied to 
the equipment financed is a significant advantage to equip-
ment leasing.

Fixed vs. Floating 
 Equipment leases are fixed payments over a specified term. 
Many conventional loans have floating rates with the potential 
for variable payments. Equipment leases give you the comfort of 
knowing what you’re going to pay and what to budget for over-
head.

Tax Savings
 Acquiring equipment, whether leased, financed or pur-
chased outright can give the operator much needed tax deduc-
tions. Most leases used in the carwash market have a specified 
purchase option at the end ($1 or 10 percent of the original 
equipment cost).  These are called capital leases. In most cases, 
up to 100 percent of the cost of the equipment can be written off 
in the first year with a capital lease. In addition, the yearly inter-
est paid is written off for capital leases.
 A lease with no stated purchase option or fair market value 
purchase option is called an operating lease. It is common to see 
100 percent of the annual payments deducted for income tax 
purposes when a company has operating leases. 

Off Balance Sheet Financing
 Operating leasing can be off balance sheet financing. In 
most cases, these leases do not have to be listed as a long-term 
liability on a balance sheet. Therefore, the appearance of lower 
leverage (less debt) makes the financial statements appear to be 
more attractive to lenders in the event you want to secure other 
types of financing. 

Is Equipment Leasing Right for You?

Early Payoff
 In general, leases are not intended to be paid off early. Leas-
ing is an agreement that commits the lessee to make payments 
on equipment for a certain time period. This can be an issue if 
you are looking to flip a location. While leases can be transferred 

Equipment Financing - The Easy Way
By Michael Ford

FOCUS ON FINANCE

Continued  …
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in most cases, the new buyer will have to be approved. If they 
don’t qualify, the leasing company may require the seller payoff 
the sum of the payments due on the lease.

New Business Owners and Leasing
 If you own a brand-new business, you may run into some 
difficulty obtaining an equipment lease for $30,000 to $50,000. 
In many cases, this holds true even if you have a solid credit 
history and an otherwise good financial track record. Leasing 
companies like to limit exposure to new operators.
 There can always be exceptions, but if you are a new busi-
ness owner and need an equipment lease for more than $30,000 

Focus on Finance … continued

to $50,000, you may have to pay more upfront to get the deal 
done. Due to this, it might be worthwhile for you to pursue other 
types of financing like an SBA equipment loan. If possible, new 
operators should try to finance the equipment needed with the 
initial funding used to purchase the business. Business acquisi-
tion funding, especially if real estate is involved, is going to be 
your lowest cost of funds and longest terms.

The Final Decision
 The final decision on whether equipment leasing is right for 
you should be discussed with your CPA and/or trusted finan-
cial advisor. Equipment leasing can be a good tool for existing 
carwash operators to get the equipment they need quickly with 
limited financial disclosure. The down payment, terms and clos-
ing costs for leases can be better than con-
ventional bank loans. For those of you look-
ing to finance your next equipment purchase 
the easy way, equipment leasing may be an 
option to explore.  NC

Michael Ford is the Managing Director of Coast Com-
mercial Credit, a firm specializing in financing for 
the carwash industry. You can reach him at 800/400-
0365 or MikeF@CoastCC.com Michael Ford

Acquiring equipment, whether 
leased, financed or purchased out-

right can give the operator much 
needed tax deductions. 

”
“
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INNOVATEIT



 The roar of the crowd as your fa-
vorite sports team scores at the last 
second to secure the victory. Your 
company’s logo on display in the are-
na. The stadium announcer enthusias-
tically mentioning your name as part 
of an in-game promotional activation. 
Your company’s mascot alongside a 
professional sports team’s mascot as 
they compete in a silly dance-off for 
“likes” on social media. Employees 
texting the Group Chat enthusiasti-
cally sharing screenshots of your logo 
in the background of the game on tele-
vision. Corporate sponsorships, particularly those surrounding 
professional or semi-professional sports teams, are a great way 
to build company brand recognition.
 As stadiums and other sports venues are returning to full 
spectator capacity, now is a great time to explore a corporate 
sponsorship with your local sports teams. Coming off the Pan-
demic (hopefully!), many of these sports organizations are look-
ing for ways to recover lost sponsorship revenue and could pro-
vide the flexibility to negotiate a sponsorship that may not have 
been possible for your organization in the past. While I’m not 
suggesting you go all out and invest millions in full naming rights 
(fun fact: more than 2/3 of MLB, MLS, NFL, NBA and NHL stadi-
ums have sold their naming rights anyway) there is plenty of data 
available (both measurable and anecdotal) that sports teams, 
stadiums and athletes all directly drive sales.

Pre-Game Warm-Up
 The best way to start the process is to identify which local 
sports teams in which your brand would like to be associated. 
Poll your employees as well as they may have additional recom-
mendations outside of traditional sports teams that you haven’t 
thought about (e-sports, anyone?) that are emerging and can be 
quite lucrative in terms of ROI if you get in near the ground level. 
Don’t forget to check in with your customers, as the sport with 
the widest reach to your customer base may not necessarily be 
your preferred sport. 
 Determine a budget that you are comfortable allocating to-
ward this marketing function. While there are some professional 
sports teams that won’t accept partnerships below six figures, 
thankfully they are typically the exception. Reach out to the 
sponsorship contact (if they haven’t already reached out to you) 
and start the brainstorming process. In the essence of time, be 

Score a Victory with  
Corporate Sponsorships
By Beth Martin

Continued  …

THE MARKETING MAVEN

upfront with your budget so they can make the best recommen-
dations to fall within your tolerable spend level. It’s not fun for 
either party when you go in with champagne expectations on a 
beer budget. Ask for tiered or ala carte recommendations so you 
can pick and choose which elements matter most to you based 
on your budget. There will always be time to build in higher-val-
ue elements once you’ve proven ROI on your initial program.
 When the proposal is on the table, don’t be afraid to negoti-
ate. Some organizations will accept a partial barter arrangement, 
so you can make the financial commitment a bit more palatable 
when combined with a retail value trade of free carwashes, for 

CLEan Express Auto Wash’s 
partnership with the  

Cleveland Guardians ( formerly 
Indians) includes digital home 

plate signage during the  
bottom of the 9th inning  

at all home baseball games.

Car Wash logo scoreboard feature and in-stadium LED ribbons (not pictured) were 
part of the Columbus Crew SC’s sold-out inaugural game at the new stadium.
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Does print advertising guarantee that? Can your social media 
advertising deliver that? The answer is emphatically no — particu-
larly on the social media front as the ripple effect from Apple’s new 
data privacy opt-outs continue.
 One of the biggest  advantages  of a corporate sponsorship 
is the opportunity to not only build positive brand association, 
but also to activate and enhance the fan experience. Depending 
on your team, you will have access to a potentially massive audi-
ence. There will be a correlatively high ROI — particularly if your 
team excels at fan engagement. Explore ways to reach in-person 
fans with creative activations either before, during or after the 
game. This can include budget friendly pre-game stadium pla-
za activations where fans line up for a chance to win a prize, to 
in-game LED scoreboard takeovers with your logo and messag-
ing, to post-game coupon handouts of free washes. This is your 
chance to shine with creativity!
 Remember to tie in your partnership onsite at the wash — 
this can be as simple as creative onsite signage denoting your 
affiliation, discounts on game days to customer/fans, to ditch-
ing the standard team member uniform shirt for a team jersey. 
If you are opening new locations, plan for the team’s mascot to 
be on hand for Ribbon Cuttings, Grand Openings, donation cam-
paigns, and other events.
 Finally, incorporate your team sponsorship into a portion 
of your overall advertising to help drive home your affiliation. 
Have a regular radio ad program in place? Come up with a cre-
ative commercial that ties in your partnership messaging. Post 
or share related content on your social media channels on game 
day. Host onsite contests with game tickets bundled with free 
washes or other team gear — customers will love it! Most profes-
sional and semi-professional sports teams will also have a Foun-
dation, so consider tying in a donation campaign at the wash to 
raise money for the team’s preferred cause, or donate retail items 
and washes for their fundraiser initiatives.

example. If possible, make sure that you are contracted with logo 
rights so you can legally use the team’s logo and mention your 
affiliation in your marketing efforts. Negotiate the rights to be a 
“named partner,” meaning you can say you are either a “Proud,” 
“Preferred” or “Official” Partner of the xx team or organization. 
 Finally, if possible, avoid signing a multi-year contract if you 
are a new sponsor. You’ll need some time to test out what works 
and what doesn’t, and you’ll want some flexibility to make chang-
es to your program without being locked into a multi-year deal.

In-Stadium & At-The-Wash Experience
 While the initial 
sticker shock of a cor-
porate sponsorship may 
have you hesitant to 
sign on the dotted line, 
think about this: where 
else can you guarantee 
hundreds, thousands, 
to potentially millions 
of eyeballs in one place 
with the potential to have 
exposure to your brand? 

Workin’ at the Car Wash: Dayton 
Dragons mascot “Heater” loads 
cars during a Flying Ace Express 
Car Wash Grand Opening.

A cow on skates? Moo Moo Express Car Wash mascot Johnnie Moo during an on-ice 
activation at a Columbus Blue Jackets hockey game.

Moo Moo Express 
Car Wash partner-
ship with the Colum-
bus Clippers features 
a “Clean Inning” 
in-game activation 
where designated 
fan sections receive 
a free car wash or 
prize pack.

Continued  …

The Marketing Maven … continued
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The Marketing Maven … continued

The Online Experience
 It’s probably not a surprise that more than 80 percent of 
fans use social media during live sporting events — both at 
the actual event and while viewing at bars, home, etc. Always 
include some sort of digital strategy in your overall sponsor-
ship program so you can reach this excellent fan base. With 
paid social media partnerships you gain access to typically 
hundreds of thousands of fans who follow that team’s social 
media platforms. By sponsoring and placing your logo on the 
team’s repetitive social posts like upcoming schedules, play-of-
the-game videos, affiliated contests, etc. those followers have 
the strong potential to become your followers. Backlinks from 
those posts as well will help drive traffic to your website, and 
ultimately the wash. 
 Another benefit to an online component is the ability 
to collect customer data for future outreach. Most teams 
will have some sort of e-news blast to their fan base which 
you can economically leverage as a periodic sponsor. Con-
sider hosting a contest for “Free Washes for a Year,” and ask 
permission for access to the collected customer data. Brain-
storm ways to target season ticket holders, for example, by 
offering exclusive discounts or free washes to push these 
customers to your location.

It’s No Accident
 There’s a new term on the block — accidental endorsement. 
Accidental endorsements occur when an athlete uses your car-
wash, for example, instantly boosting its popularity. Your cus-
tomers will see this as more genuine than a paid endorsement, 
as the perception will be that the athlete prefers your carwash 
over your competitors — as opposed to being paid to appear 
that they do.
 Part of your partnership agreement can include gifting (if 
allowed) free washes or Unlimited Wash Club memberships 
to players, coaches and organization executives. Seeing a local 
sports celebrity washing their (often very nice!) vehicle at your 
wash will without a doubt bring a big boost when it comes to 
employee morale and customer confidence. A word of caution, 
however, as it’s important that your team members not draw 
what may be unwanted attention when an athlete is onsite. Ad-
ditionally, if an athlete or team becomes involved in a scandal 
and you’ve invested heavily in the endorsement route, accidental 
or otherwise, you run the risk of your business being negatively 
impacted. 

Bringing Home the Victory
 You don’t have to be the official carwash sponsor of the New 
England Patriots, the Philadelphia Union, the NY Yankees, or 
even the Washington Capitals to benefit from a corporate spon-
sorship. Establish relationships with minor league teams, local 
colleges, high schools and even youth sports organizations be-
fore taking the professional plunge as it will give you some back-
ground knowledge on what works and doesn’t for your brand. 
It’s okay to start out small while dreaming of the major leagues!
 Remember that aside from a financial investment, there can 
be a positive employee engagement and morale component to 
corporate sponsorships. Your team members will be proud to see 
their company logo affiliated with a prominent local sports team. 
Working for a brand with a logo featured at high-profile sporting 
events will make most employees feel like they’re part of a pres-
tigious company. Most sponsorship packages will include some 
sort of hospitality component — whether it be season tickets, 
access to a game day corporate suite, behind-the-scenes partner 
engagement events with players, to access to hard-to-get non-
sport related stadium events like concerts. All of these can be 
used to incentivize employees and their families, or for customer 
appreciation initiatives. It’s a win-win situation!  NC

Beth Martin

Beth Martin is the Vice President of Marketing at Ex-
press Wash Concepts, the 45+ location parent com-
pany of Central Ohio-based Moo Moo Express Car 
Wash, Dayton Ohio-based Flying Ace Express Car 
Wash, Greater Cleveland Ohio-based CLEan Express 
Auto Wash, Toledo Ohio-based Meyers Auto Wash and 
Virginia-based Green Clean Express Auto Wash.
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Finding The Leader Within 
By JoAnna Brandi

the world. As I walked north in the late afternoon light, I heard 
these words in my head, “Get real, be real and stay real.”
 Wow. Succinct. Powerful and clear. Now, the question, 
“What did it mean?” My Wisdom Walks on the beach often open 
up the proverbial can of worms for me and give me much to 
think about. So that's what I did — I thought on it. Two things 
happened: I got a strong, clear message for an article I needed to 
write, and I got much food for thought on what that “Get Real” 
message meant for me personally. This thought and these ques-
tions arose:

Real positive leadership begins with the courage to  
go within and find your truth.

 › Are you walking the path of mastery yourself as you 
encourage others to do the same?

 › Are you taking “time-in” to reflect on how you are feel-
ing and how you are showing up in the world?

 › Have you created the image in your own mind of the 
positive leader you aspire to be?

 › Do you have an idea of what attitudes, beliefs, values, 

 A while back, on a fine summer day, I took a walk at the 
beach. It wasn’t just any walk, it was a walk with intention, a 
walk with a purpose. I call these “Wisdom Walks.”
 That day while walking, I was asking for guidance from my 
Higher Self and the better angels of my nature.* It's the first step 
I take with any project I take on.
 When I'm hired to come and do a workshop or a speech, or 
help people hold their vision, or move past their obstacles, or if 
I'm hired to be a presence or advocate for the customer in a com-
pany, I start the project off with a walk at the beach. It clears my 
mind of the daily “chatter” and what I call the yada-yada-yada of 
repetitive thinking.**
 It's my intention, while walking like this, to tap deeply into 
my intuition. It's my prayer that I can have the ability during this 
time to remove myself (and my ego) so I might be able to deeply 
understand what my client, or my project needs. 
 My goal is to get out of my own way. It's a great thing for a 
Positive Leader to do, and in my experience it's a s-t-r-e-t-c-h to 
accomplish! 
 It was during one of these Wisdom Walks that I was seeking 
the next evolution of the message that I wanted to take out into 

JOANNA’S GEMS
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fection. The mystic chords of memory, stretching from every 
battlefield and patriot grave to every living heart and hearth-
stone all over this broad land, will yet swell the chorus of the 
Union, when again touched, as surely they will be, by the bet-
ter angels of our nature.”

**Communication specialists say we think 60,000 thoughts a 
day. 90 percent of those thoughts are the SAME as the thoughts 
we had yesterday and 80 percent of those are negative.  NC

behaviors and habits you need to acquire, or get rid of, 
to support the image of who it is you want to become?

 › Do you frequently check your own alignment with your 
own values compass? Are you walking your own talk?

 › Do you need to have a "Get Real!" chat with yourself 
and make some adjustments? (Oooh, I got a big YES 
to that one.)

   I told you what happens on my walks — sometimes the can of 
worms opens and consciousness just pops out of the can going in 
different directions all at once — what an image! And what a gift!
  My insight for you this month is this:
Leadership begins inside. Breathe deeply, walk slowly, notice 
what you notice and get out of your own way. 
 Positive Leadership isn’t the opposite of negative leadership 
— it’s a deliberate, intentional and science-based way of leading 
that energizes and elevates others. It encourages people to bring 
their best selves to work. It creates a high-performance culture. 
 As a former client of mine, CEO Graham Edwards said, “This 
is not a program, this is a way of life. And the best part is you 
make it so simple to understand and easy to implement.”
 Hope to see you on the beach one day!
*The better angels of our nature — a phrase used by Abraham 
Lincoln in his Inaugural Address on March 4, 1861. “We are 
not enemies, but friends. We must not be enemies. Though 
passion may have strained it must not break our bonds of af-

JoAnna Brandi

JoAnna Brandi is a certified Chief Happiness Officer 
and Coach helping you keep employees and customers 
happy by creating more positive cultures and practic-
es. She is the author of three books including the illus-
trated “54 Ways to Stay Happy in a Changing, Chal-
lenging and Sometimes Negative World.” Available 
online. Find her at ReturnonHappiness.com and Posi-
tiveLeadershipCoach.com and if you are interested in 
her online leadership course, “The Pratice of Positive 
Leadership” you can sign up at PositiveEnergizer.com 
©2021 JoAnna Brandi – ReturnOnHappiness.com, 
PositiveEnergizer.com
If you want a copy of my BE Attitudes ( for Posi-
tive Leaders in Difficult Times) send me an 
email, “Be Attitudes” in subject line, and I’ll get it 
to you! JoAnna@ReturnOnHappiness.com 
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Single Source Responsibility
From the PROPAK® boiler to the polythermal tubing.

Corrosion Free System
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for costly oxygen barrier tubing.

Warranty
20-year tubing material and labor warranty.
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* 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
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rmetz@huronvalleysales.com
ph: 734/944.5200 • f: 734/944.5800

Northeast Carwasher, Fall 2021  | 47



 It’s been years since my high school and college science 
courses, so please do not use my definition for any final exam. 
Entropy is what happens to any system when you leave it 
alone without any input of energy. There is a descent into 
chaos and disorder. This is the second law of thermodynam-
ics. Brutal, but realistic.  
 This term seems to apply to carwashing. If you leave a 
piece of equipment alone and just run it until it stops, you get 
rust. If you take a carwash business and just run it, however 
conscientiously, you end up with less, ultimately back to that 
pile of rust.
 It is not that you are intentionally trying to sabotage your-
self, or stop maintenance, however. Customers come in the door, 
cash flows to the bank, employees get paid. The business just 
runs but it has stopped growing. We all have personal and busi-
ness circumstances. I certainly have had them. Hurricane Sandy 
was affecting me for about five years. 
 The past year has seen COVID affect 
all of us in one way or another. We are in a 
people-pleasing business. We are not sell-
ing a commodity like gasoline, we are sell-
ing ourselves with every car we wash. 

My Personal Case Study 
 One of my washes has become a 
personal case study. I was bright enough 
about five years ago to realize that my in-
bay was old. So I went ahead and installed 

my third new inbay automatic (IBA) to replace the existing. It 
was a great decision that I could just barely afford to make so 
soon after Sandy, (Our house was a total loss in the storm and 
for two years my family was without our house fighting with the 
insurance companies and contractors to rebuild.) This wash I 
built in 1987 as a four-bay self service with an IBA. Of course, 
I have upgraded it over the years. Many times, in fact. The bay 
coin boxes were the third set and 15 years ago were state of the 
art with membrane switches and credit card and bill acceptors. 
They still worked ok, but were troublesome and boring at best. 
 Since January, I have been involved in a makeover at this 
wash. The first project was to install new coinboxes and a new 
credit card system. Simple enough to say, but not as simple to 
accomplish. The coinboxes and the card system were identical 
to what I had installed at my primary location the prior year. I 
went with dumb rotary selector switches and an industry-stan-

dard digital display. Simple, ef-
fective and beautiful. The color 
and MAGIC WASH logo and 
function labels sell the wash ex-
perience. I love the card system 
and am waiting to turn on more 
features in a few months. There 
were several months of work and 
disorder during this retrofit, and 
only one or two bays was open 
at a time. Fortunately, it was 
completed and tested before our 
great washing run in May. The 
work involved rewiring and de-

molishing the old brick vaults and coinbox enclosures, as well as 
wall blisters. Vaults are not needed with tokens, credit cards and 
bill acceptors.      
 I was very appreciative of the card system being wireless 
with just WiFi access points for bays and vacs. The wiring was a 
spaghetti picnic, since the old coinboxes were digital with equip-
ment room circuit cards, and I had done the wiring more than 
15 years ago and had to puzzle it out. It was literally weeks of 
changeover wiring for me.
 The middle and the most visible project started in Febru-
ary with the delivery of six new post-mounted 3-motor vacs 
with LED lit overhead booms. The easy part was having my 
contractor install six concrete vac pads in the grass during 
March. The hard part was the removal of the three vac islands. 
I found out after stripping the railroad ties off the first pad that 
I had a big problem. In 1987 when the wash was built, my con-
tractor installed the 6 x 6 lumber island, then he made a solid 
pour of concrete all the way to the pavement. The answer was 
rental of the biggest electric Jackhammer Home Depot had and 

Entropy at the Car Wash
By Doug Rieck

DOUG’S PERSPECTIVE

At What Cost?
 The question that most will have is what did it cost to do 
this work, to date, at my carwash? I started out this compila-
tion as a spreadsheet and that was useful for me, but would be 
of little value to others. The project cost, as always, is more than 
what was budgeted. I tend to undervalue my time commitment 
and then once involved increase it further by making it perfect.
 Outside contractors cost about $5,000. I spent about $3,500 
in materials, equipment rental and debris removal. My manager 
spent about 10 days of time, including his stint at the jackham-
mer, for an internal cost of about $1,800. Additional employee 
time was about six days or $720. I choose not to calculate my 
time. So, the cost to date, excluding my time, is about $11,000. 
You can add to that the cost of the three bay boxes, new credit 
card system and six vacs. The current pricing on those is better 
obtained from your favored equipment supplier. NC
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problem is that the bay is 16-feet wide and 12-feet high, but only 
28-feet long. Curse those short 1987-era bays!  I would prefer 40 
feet in length, but can’t get it easily. I can extend the bay to 35 
feet which will let me put in a full feature friction IBA. I run one 
friction inbay at another location and the current touch free at 
this location. Customers like the friction because it gets the car 
clean. There always will be a market for touch free, however, but 
it is a subset. 
 Last summer I started talks with my architect who designed 
the wash and he found my old plans (still damp from Sandy 
flooding) and he digitized them. Last October I talked with the 
engineer who did my original site plan. Finally, after Christmas 
the engineer upgraded the surveys and did his  drawings. Right 
now the Jersey shore construction COVID boom is in full force 
amid the building craziness which is why I had to wait months 
for my minor stuff to get done. I only need a 112-square foot ad-
dition, but I still must secure a site plan. During my career in 
carwashing I have gotten more than eight different site plans 
at my three carwashes and properties, the last one being more 
than 15 years ago. I had forgotten what a pleasure they are. In 
any case, this summer I may have approval and then I may get 
to start the next part of the project. Welcome to the world of $80 
a sheet CDX plywood and $10 2 x 4’s. A friend who is a longtime 
roofer said that his material costs have increased 60 percent in 
the past six months. 
 I am delighted with what I have done so far. If I go no fur-
ther I will be ahead of the game and far better off. I do believe 
that replacing a beat-up truck bay with a new friction inbay is 
the way to go. What I have been trying to do is to think about 
what my customers want, desire and will enable them to spend 
more money washing with me. I think that with my changes I 
am hoping and trying to defeat the carwash 
law of entropy.   NC
 

  

over a day’s hard labor on each island. Then, a two-man 
job carting the debris in wheelbarrows to the Roll Off 20-
yard dumpster. The islands filled it.

Electrical Concerns 
 One of my worries in planning this was the electric. 
I had six wire circuits running under the pavement, but 
my old vacs were 2 motor 110 VACs. The new vacs were 3 mo-
tor units which draw more current. The solution turned out 
to be easy; buy the new vacs as 220 VAC units. Because the 
current draw was less at the new higher voltage, I could reuse 
the existing wires under the pavement. I had used the same 
concept the previous year at my other location.
 The vacuum project was far worse than the bays because 
of all the demo work, and as a result I was well into June and 
still hooking up vacuums.  Each vac stall is 15 feet wide x 22 

feet long. One of my van-
ity touches (marketing) 
was installing a 18-gal-
lon stainless steel trash 
can with the MAGIC 
WASH laser cut on each 
vacuum. The Specs: six 
pedestal mounted 3 mo-
tor vacuums, bill accep-
tors and coin mechs that 
take quarters and tokens. 
I am installing credit card 
acceptors on three of the 

vacs and I have never taken card on vacs so it will be a trial. My 
card will be count up with a $2 start and a $15 max. 
 As a self-service operator, I am aware that trash is always a 
problem. I am trying to limit it by moving to these smaller cans. 
So far at my other location it has worked. 
 The vacuum part has been the public relations blessing. 
They look great, they work great and the vac area is spread out 
on the frontage road. Everybody passing by sees them. Custom-
ers like the new bay boxes, but non customers see the vacuums 
and they are lured in for vacuuming and washing. This winter 
when it gets dark early, I hope to get a revenue boost from the 
LED overhead booms. 

Stage Two Has Begun
 I am at the start of the next stage, adding a second IBA. I 
have thought and worried endlessly because this part is not 
simple and definitely not cheap. My concept is to take the exist-
ing truck bay, which is next to the Laserwash, and convert it. My 

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 Distinguished 
Person Award. You can reach him at 609/597-SUDS 
or dougrieck@gmail.com Doug Rieck

Magic Wash owner, Doug Rieck, 
feels the time and aggravation of 
a renovation is money well spent.
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Technical Support May Require 
A Phone Call!
By Gary Sokoloski

We went back and forth for another week, it seemed, (in email 
time). Try this or jump that and a whole lot of, “Let me check 
with my superior.”
 After getting one bay running, the auto cashier would still 
not go out of service when it should. While starting up the sec-
ond machine, and trying to finish the job, it seemed as if we 
would never get beyond this level one tech who answers emails. 
Support was now stuck on this picture they received from their 
supervisor of an “Ice Cube” relay and said we needed to install 
that type of relay (not the style we use on every other job), and 
everything would work the way it was intended. It was beyond 
us how that type of relay would matter on a 3vdc circuit. Watch-
ing the clock tick and my tech starting to really get frustrated at 
the lack of credible information he was getting, I could not help 
myself and picked up the phone and called them. 
 Once speaking to this person, it became clear he had no 
idea what electricity was, where it came from or how to control 
it. He luckily admitted they were just reading from a manual 
but, they still insisted we had to install this “Ice Cube” relay 
before our call could be moved up to the next tier of their tech 
support. So, we installed the relay and when it still did not 
work, we were moved up to their next tier of support and were 
told, “There is no 3vdc circuit and the new instructions from 
the next level tech is that THHN wires needed to be run to the 
auto cashier from our control box.” After getting this done and 
figuring out what was needed for voltage on our own, we finally 
got the machine to work the way it was intended. (Interesting 
how talking to someone is so different than electronic commu-
nications sometimes.) 
 There are issues with every product and of course, there can 
be delays in response times depending on the issue but, to be put 
in a calling queue and made to go through the paces with people 
less familiar with the equipment than you are, is truly upsetting. 
It turned out being about three weeks of emails and no progress 
and about three hours from phone call to resolution. 
 As stated earlier, most companies provide excellent 
customer service to their customers and they try extremely 
hard to make every interaction a success. It is when the ex-
ception happens that we appreciate them 
even more. Thanks again to all those dedi-
cated, hard-working, innovative and cre-
ative tech support people who keep our 
industry running.  NC

 Do you wonder who will answer your next technical sup-
port call question? Unfortunately, now I do. In a recent instal-
lation and start up I was introduced to this “New Way” of han-
dling technical support calls by some companies. While we all 
understand the stress the past year has put on the “in office” 
work environment, the move to remote working has been dif-
ficult, to say the least. What has come out of it, in my opinion, 
needs to be addressed and hopefully adjusted to a more bal-
anced blend between the old style of conducting business (es-
pecially technical support), and this new style. 
 Please indulge me as I tell my tale. While the overwhelming 
majority of tech support is terrific, and we could not be happier 
with the support given by the companies and manufacturers 
we represent, it was interesting to look on the other side.
 We were about a week into a month-long retrofit/install 
and one of our techs was handling the interface between our 
equipment and the existing pay station (auto cashier). Being 
of a different generation technician, a modern piece of equip-
ment, and a new way of Technical Support for most compa-
nies, the conversation started with an introductory email. Then 
there were some photos and explanation of what we hoped to 
accomplish. The reason for our interaction with this manufac-
turer was that one of the major complaints from the operator 
was that the auto cashier did not go out of service when the old 
wash did. This caused all sorts of issues with customers paying 
for a wash when a bay was closed or being serviced. We wanted 
to make sure there were no issues with the new equipment we 
were installing.
 After receiving pictures and instructions on what was 
needed, the instructions were that there should have been a 
CAT V cable (only) between the auto cashier and its interface 
box in the equipment room. Then there was standard THHN 
wire between our control box and their interface box. When 
we found out what cable was needed to make it work, we were 
informed that the company no longer stocked that part and to 
try and find it on Amazon………….!
 This is where things started to go downhill, fast. After find-
ing, ordering and installing the cables per the manufacturer’s 
instructions, it did not solve the problem. Now, having followed 
their directions we had to ask the question, “What voltage 
should we have on the new cable we purchased and installed”? 
Once the crickets stopped, the “tech support” person we were 
emailing checked with their coworkers via email since they 
were all teleworking and told us we needed 3vdc. They could 
not answer where this voltage would come from since neither 
our system, nor their system, have a 3vdc circuit. They were 
sure it had to work because it was on the paperwork they had. 

GARY’S TECH TIPS

Gary Sokoloski owns Centerline Carwash Sales and 
Service in Wales, ME. He can be reached at 207/375-
4593, 774/248-0171 or gary@centerlinecarwash.com Gary Sokoloski
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DRIVE   CLEANBelanger 1001 Doheny Court P.O. Box 5470 Northville, MI 48167-5470, USA     (248) 349-7010                     belangerinc.com

The wide conveyor that helps operators run smarter, with 
confidence, so they can keep doing what’s important... 
reliable vehicle processing.

Wash more cars with reliable 
vehicle processing!

For additional information please contact your 
Business Development Manager or local distributor.

14.5” width accommodates today’s wider 
performance and sport wheels



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.
thecarwashblog.com. Paul Vallario operates Westbury Personal Touch Car Wash in East Northport, NY, and is the President of Urban Avenue Car-
wash Distributors and Consulting. He is also a New York State Car Wash Association board member. 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 •  Suzanne.Stansbury@icloud.com

 To be honest, here on Long Island 
where my washes are located, the winter 
historically is not our busiest season. The 
weather is tricky here being so close to 
the ocean, so a lot of the storms that bring 
snow to areas just north of the city and be-
yond bring rain or mixed precipitation to 
Long Island. We do occasionally get lucky 
and will get short bursts of high-volume 
days. But, our busiest seasons are usually the spring and first 
half of summer.
 However, with the winter does come a lot of preparation to 
keep the wash running on those very cold days. Tunnel preven-
tative maintenance would be the single most important thing 
we do to prepare. First off, keeping the heat going in the tunnel 
is always a challenge with all the water and chemicals it gets ex-
posed to. We typically don’t need to turn the heat on before De-
cember 1, but want to make sure all the heat is working by the 
beginning to middle of November.  
 The conveyer would be the next thing that gets the most 
abuse, so we want to make sure everything mechanically is up to 
par. We will check for any worn out links which are usually right 
before and right after each roller and replace them. Worn out 
rollers is something you’ll want to check for also. 
 With the salt and sand falling all over them they tend to 
wear out quicker this time of year. Check the entire tunnel also 
for worn out hoses and leaking air lines. When it is cold these 
things tend to be more brittle and will burst more easily. Late fall 
would be the time to turn up the speed on your blower VFD’s if 
you turned them down for the summer. Also, the chemistry in 
the tunnel doesn’t work as well when it gets cold, so you may 
notice the cars not coming out as dry as they were in the warmer 
temperatures.
 Lastly, make sure you have a stockpile of ice melt for those 

 As we get ready for another season of car-
washing, we are looking forward to skipping 
on to a winter when they call for snow, salt 
the roads but then it does not snow and so 
on. We love the salt and slurry! But first, we 
must make our way through the fall.
 In our part of rural Virginia, we expect 
fall to be the slower season. While April, 
May and parts of June gave us lots of pollen 

and therefore plenty of customers, we enter this period of low 
activity which we consider August, September and October.
 Fall is a time for cleaning up what damage the sun has done 
to the landscaping and painted surfaces on our sites. We will be 
cleaning debris and dead grasses from our lots. In some cases, 
we might powerwash and do some touch up painting while the 
weather remains warm.
 In addition, we are taking inventory of our supplies now. It is 
time to change out the vending products we used in the summer 
and order enough to last us through the winter season.
 My favorite thing to do in the fall is to reestablish connec-
tions with other carwash owners. Now, more than in previous 
years, I am really looking forward to doing this. With the Pan-
demic and skipping at least a year or more of in-person activities, 
it is time to get back to connecting with people.
 We take a few moments to plan to attend a few carwash 
meetings and we are hoping to get back to our Mid-Atlantic Car-
wash Association (MCA) meetings. We also have plans to attend 
the Northeast Regional Carwash Convention (NRCC), October 
4-6, at the Atlantic City Convention Center (nrccshow.com).
 And speaking of connecting, I think we all need to take a few 
moments to reconnect with our customers using personal con-
versations. If you have been vaccinated, get out there and say a 
little bit more than a “hello” to the people who have kept you and 
your family a float these past months.  Show you are grateful to 

Dear Venus and Mars, 
 As we gear up for the winter washing season, 
what is the single most important thing you do to 
prepare for increased volume (hopefully)? 

Venus Says Mars Says

Heather Ashley Paul Vallario

52 |  Northeast Carwasher, Fall 2021



have them as customers and that you care enough to stop what 
you are doing to talk with them. It is amazing how many people 
need that connection right now.
 If you are reading this article, join me in 
connecting to each other right now. Find me on 
Facebook, LinkedIn, Instagram and scan this 
QR Code with your camera to take a one ques-
tion survey on how you pledge to communicate 
with other wash owners in the near future!
 May you stay safe and may your business 
prosper.  NC

     

below-freezing days. The runoff water will create an ice rink if not 
treated properly on those days. Also, make sure you have some-
one lined up to do snow removal. We have our own snowplow so 
that is not an issue for us, but you don’t want to be scrambling at 
the last minute to find someone as you will end up paying a lot 
more or worse, not be able to find someone at all.
 The winters can be lucrative when the weather cooperates. 
But many times, it is the most difficult and most expensive time 
of year to operate a carwash. Either way, it is best to be prepared 
before the cold temps, snow, salt and sand arrives.    NC

Venus … continued

Mars … continued

800-225-9473
ERCWIPE.COM

BODY 
TOWELS

DETAIL 
TOWELS

WINDOW 
TOWELS

Car Wash Finance Specialists
commercial credit

Equipment Loans &
Leasing

Refinance Debt

Acquisition Finance

SBA Loans

Land, Building &
Equipment Finance

Remodel Loans

Construction Loans

USDA B&I Loans

•

•

•

•

•

•

•

•

     

For More Information, Contact:
www.CoastCC.com

commercial credit
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 With each passing week, we are fi-
nally getting back to our regular sched-
ules. Kids are back at school, people are 
back at work and life is getting back to 
the normal that we know and love. What 
COVID taught me is to appreciate the in-
person interactions I have with people. 
Sure, ZOOMING with an old friend was 
novel, but we are all sick of being in front 
of the computer. I really missed making 
those personal connections, whether it 
be with my family, my group of friends, 
co-workers or even total strangers.  
 Purchasing products for your busi-
ness over this past year was mostly done 
over the phone or online. In-person vis-
its from a sales rep were few and far be-
tween. As we get back to normal, we can 
finally get back to in-person social inter-
actions. And with that comes the return 
of trade shows. From speaking with our 
customers, we are hearing an excitement 
to get back to this old format.
 Trade shows are a unique opportu-
nity to not only meet a current vendor 
or a new vendor, but they give you the 

opportunity to compare many products 
at once. The Internet is great, but some-
times even the best pictures and descrip-
tions can’t show you the true quality of a 
product. At a trade show you can really 
touch and feel the product and find the 
one that works for you.
 What type of characteristics are im-
portant when purchasing towels? It dif-
fers from person to person. For some, it’s 
purely a price determination. Perhaps 
the cars come out virtually dry, and you 
really just need an inexpensive towel to 
spot dry several areas. There’s no need to 
pay for a top-of-the-line product if it has 
limited use in the overall process.  
 For others, the thickness of the towel 
is most important. Lighter weight towels 
weigh less and are easier to handle. They 
also wash and dry much quicker than a 
thicker towel, along with also breaking 
in fairly quickly. The downside is that you 
have to switch out towels more frequent-
ly and may need to have more on hand. 
Heavier weight towels will hold more, so 
you can dry more cars at a time. Usually, 
towels are described by their weight per 
dozen. If you touch the product in per-
son, it gives you a better sense of what 
you really want at your carwash.
 What style towel do you want? Terry 
or microfiber? Huck or bar towel?  Micro-
fiber towels are available in many sizes, 
thicknesses, colors, etc. What’s the dif-
ferent between waffle, terry microfiber, 
glass etc.? For the veterans in the carwash 

business, they know all their options very 
well.  For those who are fairly new to the 
industry, feeling each of your options can 
be extremely beneficial. Trade shows are 
a perfect format in which to do this in a 
short amount of time.  
 How plush do you like your towels? 
Once again, sometimes a picture can’t 
do a towel justice. Holding a towel in 
your hand and feeling it is the best way 
to judge if you are going to like it or not 
(aside from actually trying it out).  
 You have the opportunity to touch 
and feel all these types of towels at the 
31st Northeast Regional Carwash Con-
vention (NRCC), October 4-6, at the At-
lantic City Convention Center in Atlan-
tic City, NJ. It’s an easy drive and a great 
opportunity to meet back up with fellow 
operators, meet new ones and see more 
than 350 exhibits and touch a lot of tow-
els! You can learn more about the show 
and register for it at nrccshow.com. I will 
never again take a trade show for grant-
ed! I hope to see you at the NRCC!  NC

A Picture Can’t Always Do a Towel Justice
By Valerie Sweeney

TOWEL TIPS

Valerie Sweeney

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

At a trade show you can really 
touch and feel the product and  
find the one that works for you.

”
“
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 Over the last several months, the Carwash Association of Pennsylvania (CAP) has 

been busy planning exciting events this fall. We are so excited to be gathering as groups again 

and feeling a sense of normalcy as we enjoy networking, sports, food and industry expertise! 

Everyone is welcome to join us at these events; members, non-members, PA professionals, and 

people from well beyond Pennsylvania’s boarders! For more information on all our upcoming 

events, visit our website www.pacarwash.org. 

September 15 - Annual Dinner & Tabletop Show

 This year’s Annual Dinner & Tabletop Show is going to be an exceptional experience 

with renowned carwash industry expert, Tyler Slaughter coming in all the way from Nashville 

to be our Keynote Speaker! This is a great opportunity to network with key industry profes-

sionals while gaining valuable knowledge from an industry leader. The dinner will take place 

in Hershey on Wednesday, September 15, with the CAP Golf Outing following the next day. 

This is a *FREE* benefit for members, or a modest investment from non-members. See our 

website for more details.

September 16 – CAP Golf Outing & Picnic Fundraiser

 The CAP Golf Outing & Picnic Fundraiser is our most popular annual event. This year 

it will take place in Carlisle on Thursday, September 16, the day after our Dinner & Tabletop 

Show. This makes it the perfect opportunity to visit Central PA overnight and enjoy two back-to-

back days of networking and professional interaction that will set your business up for success 

for years to come. Attend solo or bring a group! All the details you need are on the CAP website. 

CAP Scholarship! 

 We need your help spreading the word about CAP’s Scholarship! A new $500 annual 

scholarship fund has been established to support the carwash community. Any student in/or 

entering higher education, and who is either employed by or the relative of a carwash profes-

sional, may apply. We’ve extended the deadline! Visit www.pacarwash.org today to learn more!

 Wishing you a fun and productive season with many “perfect” carwash days! 

Keith Lutz

President, Carwash Association of Pennsylvania

PRESIDENT’S LETTER

CAP NEWS

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

2021 
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

LOOK FOR A RECAP OF OUR  
AUGUST 10 BASEBALL EVENT  

IN THE WINTER ISSUE! 
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Visit us in Booth 325 at the Northeast Regional Carwash Convention!
We're excited to see you at the Atlantic City Convention Center!



Micrologic offers an entire suite of products specifically designed 
to streamline everything from tunnel operation and inventory 
management to payment processing. Each of these solutions scalable 
based on your needs, the size of your operation and number of users.

Schedule a Demo today!

973.598.0808
Schedule a Demo today!

973.598.0808 1895 Route 46 West
Ledgewood, NJ 07852

sales@micrologic.net 
www.micrologic.net

Looking for an intuitive and 
comprehensive system to manage all 
aspects of your operation? 

Our solutions range from touch screen 
point of sale terminals and wireless 
handheld devices to gated car wash pay 
station systems for multiple lanes. Our 

car wash solution 
software offers 
features such as 
customer tracking, 
loyalty promotions, 
time clock control, 
coupon control, and 
prepaid books.

Micrologic’s software 
allows for a suite of 

marketing solutions fully integrated with 
the full Welcomemat Wash SolutionsTM 
platform. These automated integrations 
are best-in-class and allow operators to 
have a marketing system that is always 
working behind the scenes and driving 
significant growth.

“The Micrologic system allows us to 
manage every aspect of our business 
much more closely and efficiently.”
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Your Car Wash & Quick Lube Systems 
Management Experts

 ✔ Drive Up Car Counts

 ✔ Increase Monthly Memberships

 ✔ Simplify Day to Day Operations

 ✔ Increase Revenue & Reduce Costs

 ✔ Streamline Operations & Reduce 
Wait Times

 ✔ Minimize Credit Card Declines

 ✔ Create Brand Loyalty with 
Customized Payment Terminals  

 ✔ Improve Customer Service & 
Satisfaction

 ✔ Integrate Operating Systems with 
Marketing Technologies

“Our people love it, and we can wash 
more cars per hour.” 

“Absolutely – great company with an 
excellent team dedicated to building 
and supporting a great product at 
one of the best values in the market!”
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JOIN TODAY AND HELP SUPPORT

In 2020, 4,470 participating 
locations washed 434,000

veterans’ cars for FREE!

Help us top 5,000 sites this year! 
SIGN UP FOR 2021

NOV. 11th

REGISTER YOUR WASH TODAY AT GRACEFORVETS.ORG



WE’LL RECAP THESE EVENTS IN THE WINTER ISSUE!
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Brent McCurdy, Son 
Operate Three Red Rhino’s 
By Alan M. Petrillo

to join the carwash team. We purchased our Bensalem location, 
the largest of our three sites. It literally needed all new equipment, 
and the wash itself barely had any clientele left. It currently has 
four self-service bays, a Washworld touch free inbay, and an 85-
foot exterior express friction tunnel with twin ICS entry gates and 
ICS tunnel equipment, lights, tire shiner and air blowers.”
 McCurdy noted that one of Blendco Systems’ products is Red 
Rhino wax. “Red Rhino wax dates all the way back to the late 1980's 
with the prior Blendco before my ownership. Blendco Systems used 
that strong name with washes allowing them to advertise that they 
use Red Rhino Waxes and Protectants. The marketing package 
included a giant inflatable Red Rhino, banners, cones, pennants, 
Windmaster signs and more. It was a powerful marketing option for 
washes that needed to freshen up the wash premises and give the 
customers confidence in the quality of the products used to clean.”
 One of the locations where this approach was used was in Bris-
tol. “We went so ‘overboard’ with the product marketing that it al-
most looked like the location was called Red Rhino,” he said. “That 
spawned the idea to just go the next step and name the wash Red 
Rhino Car Wash. And with the permission of DuBois, we launched 
the name at our locations and became Red Rhino Car Wash.
 McCurdy added that the carwash he purchased in Bristol 
was originally called Bubbles Car Wash. “We used the Red Rhino 
marketing package on that wash, and it worked so well that we 
changed the name to Red Rhino Car Wash,” he said. “We already 
had the logo and marketing materials, and people were identi-
fying with the big blow up animal. In Bristol, we had a 20-foot 
tall red rhino stolen, filed a police report that was picked up by 
a Philadelphia television station who interviewed us. We never 
found the $4,000 rhino, but it became a joke in the area about the 
missing rhino and we received a lot of free marketing exposure. 
We replaced it, then chained all our rhinos down.”

 Brent McCurdy has had an interesting life in the carwash 
industry. He’s owned one of the biggest carwash chemical busi-
nesses in the United States and moved into owning a carwash as 
a means of testing chemicals for their car-cleaning abilities.
 These days, McCurdy is a full-time carwash owner/operator, 
with his son Blake, working out the ins and outs of carwashing 
at three Red Rhino Car Wash locations in Pennsylvania, with a 
fourth under contract.

Blendco Start
  Brent McCurdy started Blendco Systems in 1998, after pur-
chasing a small company called Blendco that was founded in the 
1980s. McCurdy Built Blendco Systems up to one of the leading 
carwash chemical businesses in the country, then sold it 11 years 
later in 2009 to a private equity firm and continued to run the 
business for 10 more years.
 “I worked for DuBois through each private equity firm own-
ership cycle. By the time I left, I had worked for four different pri-
vate equity owners,” McCurdy said. “My role remained the same, 
but some new businesses were added in to become a “Transpor-
tation Division.” I was the president of the Transportation Divi-
sion and left in mid-2020 to pursue my next dream.”
 McCurdy pointed out that he missed being out on his own 
and making decisions for his own business. He had purchased a 
carwash in Bristol, PA, in 2006, when he still owned Blendco, to 
serve as a test center for the chemicals he was developing there. 
 “When we bought it, Bristol was a tired and worn out four-
bay self-service carwash with a broken down tunnel. We fixed 
up the self service and added tunnel equipment to make my first 
Express tunnel,” he said.  “The wash grew and became profitable 
until a key employee stole money and a four-year highway proj-
ect in front of the wash destroyed the business.
 But McCurdy persevered. “Over the years we would fix it up, 
run it down, then fix it up again. Each time we learned and re-
learned that a carwash business needs constant investment and 
when you do it bears fruit. Now that we are full-time carwash op-
erators, we’ve really invested it in, improving each of our washes 
all the time, and giving them a fresh, clean look and feel.”
 In December of 2019, McCurdy purchased a carwash in Fair-
less Hills, PA, which had been a customer of Blendco. “We had 
done testing at that site too,” McCurdy observed. “It has four self-
service bays, and two Washworld touch free inbay automatics,” 
he said. “This location is one of the “special ones” with customers 
washing regularly and often, and sometimes we have difficulty 
keeping the lot from spilling onto the road in front.
 “Then in July of 2020, we took on our biggest challenge. This 
is when my son Blake moved from Pittsburgh, PA, with his wife 

A larger than life sized rhino is cleverly used to help promote the wash’s club plan.
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Continuing to Grow
 McCurdy said that he’s fortunate to be able to purchase ad-
ditional carwashes with the financing he received from the sale 
of Blendco.
 “I’m also pleased that when Blake moved back to Phila-
delphia I got the opportunity to purchase the second carwash,” 
McCurdy noted. “We were prepared for him to get involved in 
our carwashing business, but needed a third carwash to support 
both of us. That’s when we bought the Bensalem location.”
 McCurdy laughs at those individuals who think carwashes 
are cash cows, waiting to be milked. “The notion that a carwash 
owner can come by and simply pick up the money is hogwash,” he 
said. “A carwash is a giant machine waiting to break. I don’t think 
we’ve had a day without something broken in one of our washes, 
from a vacuum on the back of the lot to something big inside one 
of the bays. All of our locations are 24/7, except for the exterior 
tunnel, so we have to carry a huge inventory of spare parts. We 
don’t like to see a machine down for any length of time.”
 McCurdy also reflected on the image he presents to custom-
ers, vendors and the general public.
 “People used to think of me as a sports coat kind of guy,” he ob-
served. “Those sports coats are now getting moth-eaten in my new 
world. I traded them in for work shorts during carwash remodel-

The Red Rhino name stems from the name of a wax used by chemical manufacturer Blendco. Mc-
Curdy uses the marketing plan that goes along with this product to make his site stand out. Here 
the Red Rhino name is evident on the ICS tunnel equipment and over the first arch. 

Brett and his son Blake, who moved from Pittsburgh 
to work along side his dad in 2020, right at the time 
of the Bensalem remodel.

ings. I had not been used to getting my hands dirty because I always 
had worked in an office. During reno, my office was a table and stool 
in a room with a lot of dirty work going on around me.”
 Now that the Red Rhino Car Wash locations are completely 
renovated and up and running well, McCurdy is enjoying a bit of 
office life again.
 “Now that our business is built and successful, I’m getting 
into the old style of running a business that I remember,” he said. 
“Blake is very happy being the operations guy because he doesn’t 
like sitting at a desk. He has become super proficient at running 
and managing carwashes in a very short time. He’s a huge asset 
and I couldn’t be doing this without him. As for me, I don’t mind 
sitting in the air conditioning, looking out and seeing our lot fill-
ing up. It’s a very satisfying feeling.”
 McCurdy said that expansion is definitely on the horizon for 
Red Rhino Car Wash. “We’re in negotiations now for several other 
sites,” he said. “It’s not easy finding the right sites, and it’s a pretty 
big investment, but we are looking to locate within a manageable 
distance of between two to 15 miles from our current washes.” NC

Alan M. Petrillo is a Tucson, AZ-based journalist, a former upstate New 
Yorker, and contributing editor of Northeast Carwasher. He writes for 
a number of national and regional publications, and is the author of six 
nonfiction books, and three historical mystery/thrillers.

Bristol, PA, location

This wash in Bensalem, PA, is McCurdy’s largest site and 
the one that needed the most renovation.
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CCA NEWS

 I just returned from an exceptional vacation on the West Coast. I played some golf, 

drank some wine, looked at some really big trees and took a breath and relaxed. There’s a lot 

to be said for winding down and regrouping; smelling the chardonnay, you might say. It was a 

bucket list trip for me. I wish you all one as well after the year we have had.

 As the fall approaches, though, I am looking forward with excitement and anticipa-

tion to the 31st Northeast Regional Carwash Convention (NRCC), October 4-6, at the Atlantic 

City Convention Center. I cannot wait to reconnect with fellow suppliers and carwashers and 

reenergize my love for the industry as well. This show, 31 years young, affords me the op-

portunity to represent the company I work for and it also provides me with an array of great 

educational programming that the NRCC board toils over for many months prior to the show. 

Each participating association is responsible for putting a seminar together and this year the 

Connecticut Carwash Association (CCA) has asked David Melhorn with Kleen Mist Carwash 

in Shamokin Dam, PA, to do a seminar on “How to Turn a Difficult Customer Into a Customer 

for Life.” He will share what he has learned over the years to educate and turn around chal-

lenging customers with a smile. It’s not always easy to do, but David will make it seem easy.

 In addition to David’s program we will also hear from Big Ass Fans founder Carey 

Smith. Carey has a great story to tell and worked his tail off to build his company and then 

sell it for a whopping $5 billion. His entertaining and educational program will be terrific.

 But this year, we have pulled out all the stops and secured former New Jersey Gover-

nor Chris Christie as our Keynote Speaker. We all know him and he just might jump into the 

next Presidential campaign. He is a proven politician, political commentator, lobbyist and 

former federal prosecutor who served as New Jersey’s 55th Governor. Whatever your political 

stance, Governor Christie will be frank, real and entertaining!

 On top of all of that we have a Welcome Reception open to all attendees and vendors 

and a show floor with more than 350 exhibits to touch and feel. It’s been a long time, folks. Reg-

ister before September 2 and save. By all accounts, this should be our biggest NRCC to date and 

hey, we need it! See you in Atlantic City with a smile on my face and skip in my step. 

Bob Rossini, CCA President

PRESIDENT’S LETTER

Connecticut Carwash Association
PO Box 230, Rexford, NY 12148 
800/287-6604  •  Ph/F: 518/280-4767 
E-mail: Suzanne.L.Stansbury@gmail.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

Immediate Past President • Todd Whitehouse 
Connecticut Car Wash, 160 Oak St., Unit 406 
Glastonbury, CT 06033, 860/652-8888 x114

Past Presidents

  

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.
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An Interview with Rapid Car Wash’s 
Noah Levine

 For 60 years, Rapid Car 
Wash in New London, CT, has 
provided its customers with 
express car care services, pro-
fessionalism and a friendly 
smile. Owner Noah Levine, 
whose father built the wash, 
works next to his wife Linda, 
to exceed his customers’ ex-
pectations and give back to the 
community he holds dear. Let’s 
find out a little more about the 
Rapid Car Wash story.

NE: You literally grew up in the business, Noah. Did you ever 
picture yourself doing anything other than washing cars?
NL: Even though the business was started when I was two and I 
worked there in my teens, I didn’t get fully involved with running 
the business until after I went to college for geology and spent 
several years in that field.
  When my parents were getting ready to retire they approached 
me and asked if I wanted to help run the business with my young-
er brother David who was already working there. That drew me 
back to the business and I worked with my brother for several 
years until he went back to school. In 2001, Ron Mathieu, the 
longtime manager, and I bought the business from my parents. I 
continued to work with Ron until he retired in 2012. 
 My wife, Linda, started at Rapid in 1994, a year before my 
return. She started out as the bookkeeper for the business and 
eventually learned all phases of it. In fact, she ran the business 
with my son for several years while I was sick. The business 
would  have failed without them.

NE: Give us a sense of the wash’s history and its evolution.
NL: The idea of the business started when my grandfather 
passed and left a truck body business and property to my uncle 
and father. The truck body shop was a long, narrow building and 
somebody came up with the idea of opening the first automatic 
carwash in New London at that site. They retrofit the building 
and ran it there until 1969. Back then, they had steam guns to 
clean the chrome hub caps and conveyorized the vehicles using 
chains attached to the front bumper.
 In 1969, they opened a new wash building on a parcel of land 
next door. This building was designed specifically to be a car-
wash and the business runs there to this day.

NE: Whose equipment do you have in your tunnel and how 
long is your conveyor, Noah? And, are there any other profit 
centers on your site?

NL: We have a mishmash of equipment. We have a Sonny’s 100-
foot track. The wraparound and side wheels are from Belanger. 
The cars are dried with a World Blower. We still use a dynamitter 
built by Herman Berk. We have J.E. Adams vacs and Cat Pumps 
at the self-serve bays and Sonny’s and Spencer Turbine vacs at 
the unlimited vacuums. We also do off-line car detailing.

NE: What have been the biggest challenges you have faced 
running a carwash? 
NL: The occasional drought has made us look like bad neigh-
bors, but that was only a short-term problem. For years, Colman 
Street in front of the wash flooded every time we got heavy rains 
until the city finally fixed the drainage. 
 The sales tax was levied on carwashes in the 1990’s but then 
it was repealed after heavy lobbying by the Connecticut Carwash 
Association (CCA) and others. But in 2015, the tax was snuck 
back into the State’s budget. That’s an obvious negative affect to 
the bottom line. 
 The downturn in the economy in 2008 and 2009 really put 
a lot of stressors on the business. It took several years to start 
to recover from the hit. Meanwhile, my health was deteriorating 
and my son and wife had to take on a greater role in running the 
business. In 2015, I went on dialysis and was practically absent 
from the business for three years until my wife was approved to 
donate a kidney to me. The transplant saved my life and allowed 
me to return to the business slowly. We wouldn’t be having this 
discussion if my wife and son didn’t pick up the slack and run the 
business when my kidneys failed.
 Then the Pandemic hit and that threw us for a loop again. 
Business is rebounding this year, though. Lately, the struggle has 
been getting workers! Good workers, bad workers, lazy workers, 
any workers.

NE: How were you able to adapt during COVID, and do you 
feel like your volume is getting back to normal?
NL: The Pandemic shuttered us in March of 2020. But with the 
help of the CCA, carwash businesses were granted essential busi-
ness status by the state which allowed us to re-open only weeks 
later. I only lost one employee during that shut down. I also 
recovered the tunnel walls while we were closed. In May 2020 
Rapid began an unlimited subscription program which I feel also 
helped us recover from the effects of the COVID downturn.

NE: Your involvement in the Connecticut Carwash Associa-
tion (CCA) over the years as its President, as a board member 
and as its current Vice President has obviously been very im-
portant to you. Tell us why.
NL: By being involved with the CCA I get to interact with other 
carwash operators and vendors. We bounce ideas off each other 
on how to handle issues that arise in the business. I also was able 
to further our efforts to improve the business environment in 

Noah Levine
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Connecticut through my involvement in the CCA. The camarade-
rie cannot be understated. I never feel animosity from other oper-
ators in the CCA even though we are competitors. Members share 
their ideas and fixes, so we benefit from each other’s experiences. 

NE: On your wash’s Facebook page you talk about how impor-
tant giving back is to you and the business. What groups have 
benefited and how do you decide which organizations get a 
little something?
NL: Nearly any organization or fundraiser that comes to Rapid Car 
Wash for support of their cause is given gift cards for washes or 
gift baskets to auction. We have a carwash program where school 
groups can sell discounted wash tickets to raise money. Police and 
fire departments are supported as well. Active and retired military 
personnel always get discounted washes year round. 

NE: You have also participated in the annual Grace for Vets 
event that provides FREE washes to servicemen and women 
on Veterans Day. Why is this so important to you?
NL: My wife’s family is military. This topic is particularly impor-
tant to her because of the sacrifices her family has made in this 

area. It’s also a way for our business to give back to this com-
munity to show that we appreciate their effort and service. With 
the Coastguard Academy, the Naval Submarine Base, and Gen-
eral Dynamics Electric Boat in our area, Rapid is keenly aware of 
their contribution to the town and us. 

NE: What does the future hold for Rapid Car Wash? What, if 
any, upgrades or changes do you have on the drawing board?
NL: We’ve recently installed a new Simoniz hot wax system 
which has been well received. Rapid recently got a variance to 
erect an extension to our existing building which would cover 
the car prep area. This addition will protect our staff and equip-
ment from weather extremes. 

NE: How do you keep your employees motivated to follow 
your principles of putting out the cleanest car you can with a 
smile on your face?
NL: Hiring people who love cars is critical. Personable people 
give the customer a positive experience. I can teach people to 
wash cars. I can’t teach people to be nice, affable and caring. I 
constantly teach by example. I can’t get motivated, happy work-
ers if you’re always grumpy and surly yourself.  NC

*Editor’s Note: In July Noah had one of his native kidneys removed 
because of a growth that turned out to be a carcinoma. The surgery 
was a success and according to Noah, “Life goes on and the future 
looks bright.”

   CT      RI     MA    VT    NH    NY
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 The Connecticut General Assembly, which convened Janu-
ary 6, 2021, adjourned the regular session on June 9. A week after 
adjourning their regular session, the CT General Assembly con-
vened again for a special session to adopt legislation implement-
ing the biennial budget and legalizing recreational cannabis use 
and sales in the state. 
 The Legislature will meet again in mid-July for another spe-
cial session where legislators extended Governor Lamont’s ex-
ecutive powers until September 30, 2021. The State Legislature 
may return for another special session some time in the fall. 

Final Status of CCA’s High Priority Bills
 Several bills that the Connecticut Carwash Association 
(CCA) were monitoring were not taken up but will be consid-
ered again in the 2022 General Assembly session. Among the 
measure that did not make it before the end of session included: 
SB 1031 (AAC The Use Of Sodium Chloride To Mitigate Ice And 
Snow Accumulations, HB 5515 (AAC De-icing Alternatives), HB 
6497 (AAC Concerning Stormwater Authorities and SB 733 (AAC 
Sales Tax On Truck Wash Services). 

Historical State Budget Passes
 On June 23, Governor Ned Lamont signed legislation enact-
ing a biennial state budget for fiscal years 2022 and 2023 that 
was approved by the Connecticut General Assembly with bipar-
tisan support and makes significant investments in education, 
healthcare, childcare, workforce development, cities and towns, 
and nonprofit social service providers while not raising taxes. 
The budget remains $58 million under the spending cap while 
investing an additional $1 billion toward paying off Connecti-
cut’s unfunded pension debt. No new taxes were implemented in 
the budget, but it does rely on $1.75 billion in federal Coronavi-
rus relief grants to stay in balance.

 High points from the 2022 and 2023 biennial budget include:

• Invests the most local government aid to towns and 
cities in state history, including an additional $525 mil-
lion over the next two years through a combination of 
increased Payment-in-Lieu-of-Taxes (PILOT) and Educa-
tion Cost Sharing (ECS) grants.

• Increases the state earned income tax credit for 
working families  from the current 23 percent of the 
federal income tax to 30.5 percent, which will provide an 
additional $40 million in income — $158 million overall 
— to nearly 195,000 Connecticut households.

• Expands access to quality, affordable healthcare  to 
working families by covering out-of-pocket and premium 
costs for approximately 40,000 individuals through Ac-
cess Health CT. This innovative approach to expanding 
Medicaid will maximize federal support, minimize tax-
payer costs, and allow the state to help tens of thousands 
of families that otherwise struggle to afford doctor visits 
and medicine.

• Expands access to affordable childcare  by providing 
$5.3 million to cover three months of parent fees in the 
Care4Kids program and $3.5 million to cover parent fees 
in state-funded childcare centers.

• Expands workforce development support  through 
the investment of $110 million over the next three years 
in short-term workforce training programs designed to 
help unemployed or underemployed residents earn high-
paying jobs in high-demand industries such as health-
care, IT, manufacturing and clean energy.

• Supports nonprofit health and human service pro-
viders through an additional $50 million in support from 
the FY 2021 surplus, plus an additional $30 million in FY 
2022 and FY 2023 that will be matched by another $30 
million in federal funds.

• Does not include any increases in income tax and 
sales tax rates.

Changes to Small Business Express Program 
 As part of the FY 22-23 budget implementer, the Legislature 
passed various changes to DECD’s Small Business Express program 
(EXP), generally increasing flexibility in the department’s adminis-
tration of the program and allowed for increased participation by 
private lenders. Among its changes, the act does the following:

1. Expands the types of assistance that may be provided 
from the revolving loan fund and eliminates related re-
quirements on the uses, amounts, rates and terms and 
prioritization of these loans; 

2. Allows the DECD commissioner, in consultation with 
Connecticut Innovations (CI), to establish a new EXP 
component; 

3. Eliminates the job creation incentive and matching 
grant components; 

4. Removes the requirement that there be no more than 
two minority business revolving loan funds, instead re-
quiring a minimum of one, and increases the maximum 
size of loans these funds can provide; 

LOBBYIST UPDATE

2021 Connecticut General 
Assembly Session Adjourns
By P.J. Cimini & Nicole Tomassetti
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for many small businesses despite the Pandemic-related restric-
tions and slowdowns cutting usage. Small businesses have the 
option of using their current rate or switching to the new rate, 
which will go into effect November 1, 2021.

Legislature Drops Workers Comp Proposals
 The Connecticut General Assembly considered several costly 
workers compensation proposals during the 2021 legislative ses-
sion. CBIA and allied groups successfully advocated against three 
comprehensive measures —  SB 1002, HB 6595, and HB 6478 — 
that significantly raised employer workers compensation costs. 
  The bills included the following sweeping changes to cur-
rent state law: 

• A presumption that an employee who contracts CO-
VID-19 during the period of the public health and civil 
preparedness emergency will be presumed to have con-
tracted it in the workplace, regardless of where the em-
ployee contracted COVID-19. 

• A 400 percent increase in benefits and expansion of the 
maximum number of weeks of discretionary workers 
compensation benefits for partial permanent disabilities 
that may be awarded.

• A private right of action if an employer deliberately 
misinforms/dissuades an employee of  the right to avail 
themselves to workers compensation benefits.

5. Makes changes to the administration and funding allo-
cation of the EXP component operated in collaboration 
with Connecticut-based banks; and 

6. Establishes a goal for the department that by July 1, 
2026, EXP (a) will be self-funded and (b) have a default 
rate of 20 percent or less for small businesses receiving 
assistance (SB 1202, JSS, as amended, §§ 317-320, most 
provisions effective July 1, 2021).

Regulators Order New Small Business Electricity Rate
 Small businesses could see lower electricity costs under a 
change ordered by the state Public Utilities Regulatory Author-
ity (PURA). PURA made the change to help small businesses that 
saw dramatic reductions in revenues during the Pandemic.
 The change, approved unanimously in late June by PURA’s 
three commissioners, directs Eversource Energy to develop an 
optional tariff rate that consists of a volumetric kilowatt-hour 
distribution rate and a reduced demand charge component. 
PURA officials said the optional tariff will help small businesses 
control their energy costs and promote energy efficiency and re-
newable energy programs.
 Some Eversource commercial customers are charged a fixed 
monthly rate of $44 for the first two kilowatts (kW) of capacity 
needed, after which they pay another $14.52 per kW of addition-
al capacity needed, based on the highest 15 minutes of electricity 
usage over the past year. In addition, the utility assesses a de-
mand charge on commercial customers for providing a constant 
electricity supply. That meant electricity costs remained high Continued …
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• An increase in the workers compensation death benefit 
from $4,000 to $20,000

• Expansion of post-traumatic stress injury benefits 

• Extension of workers compensation benefits during CO-
VID-19 for mental and emotional impairment for police 
officers, firefighters, EMS workers, correction officers, 
dispatchers and healthcare workers. 

Essential Workers Fund
 In the place of these proposals, it appears the Legislature 
intends to create a Connecticut Essential Workers COVID-19 As-
sistance Fund administered by the state-run Second Injury Fund. 
Funding would come from federal American Rescue Plan Act 
funds and the death benefit would be increased to $12,000. Advo-
cates intend to establish the fund through the state budget imple-
menter bill during the upcoming special legislative session.  
 Finally, HB 6397, which required employers that self-insure 
workers compensation to submit such claims to the all-payer 
claims database, failed to advance. The collection, retention and 
submission of this date to the state would be costly and overly 
burdensome to employers.

Unemployment Insurance Reforms  
Win Approval
 With less than 23 hours to go in the 2021 General Assembly 
session, the state Senate gave final legislative approval to histor-
ic unemployment reform legislation. The Senate passed HB 6633 
on a 34-0 vote early in the morning of June 9. The bill, designed 
to improve the long-term solvency of the state’s unemployment 
trust fund, was approved by the state House 146-0 last month.
 The bill makes a variety of reforms to the state’s unemploy-
ment system that will take effect in 2024, including: 

• Raise the taxable wage base from $15,000 to $25,000, then 
index it to inflation

• Reduce the maximum solvency tax rate from 1.4 percent 
to 1 percent

• Reduce the minimum and expand the maximum experi-
ence tax rate, from 0.5-5.4 percent to 0.1-10 percent

• Increase the minimum base period earnings required to 
qualify for unemployment benefits from $600 to $1,600, 
then index it to inflation, except when the federal gov-
ernment is providing additional benefits to UI claimants

• Freeze the maximum weekly benefit amount for four years

• Defer unemployment insurance benefits until a claim-
ant’s severance payments are exhausted

Fiscal Impact
 The Legislature’s nonpartisan Office of Fiscal Analysis pro-
jected that when the bill takes effect, the reforms will save the 
unemployment fund $84.25 million annually while generating 
$130.9 million in new annual revenues. The reforms will help 
reduce the likelihood the state will need to again borrow from 
the federal government during the next economic downturn to 
pay unemployment claims. The bill also requires businesses that 
heavily use the unemployment fund to shoulder a bigger por-
tion of the tax burden, likely resulting in employers modifying 
their compensation policies to reduce future use. The reforms 
will save the unemployment fund $84.25 million annually while 
generating $130.9 million in new annual revenues. However, the 
reforms mean 73 percent of all Connecticut businesses will pay 
lower unemployment taxes. 
 The unemployment fund was in desperate need of reform. 
Even prior to the 2008-2010 recession, the fund was only a frac-
tion of the way toward meeting its solvency goal. The state was 
forced to borrow more than $1.2 billion from the federal govern-
ment during that economic downturn and will borrow more 
than $1 billion to meet Pandemic-related unemployment claims.

DOL’s Westby to Retire
 State Department of Labor commissioner Kurt Westby re-
tired in June, and Gov. Ned Lamont nominated former Demo-
cratic state legislator Danté Bartolomeo, the agency’s deputy 
commissioner, as his successor. Westby was named commis-
sioner in 2018, succeeding Scott Jackson, who was moved from 

Lobbyist Update …  continued

Continued …

How the changes to the 
taxable wage base and 
solvency tax will impact 
an employer’s per em-
ployee unemployment 
taxes. Source: HB 6633.
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leys were down 33 percent by the end of March 2021, an 
average drop of more than $250,000 per business.

• Small businesses in high density, urban areas — espe-
cially in states located on the East and West Coasts — ex-
perienced a greater financial impact from the Pandemic. 
Areas hit the hardest include New York City, especially 
Brooklyn, and San Francisco.

Turnaround Happening
 The study did find some encouraging news. Even some of the 
worst hit businesses were back to pre-Pandemic levels the study 
showed. The study also found that the small businesses that suf-
fered the greatest drop in revenue are oil and gas (down 20 per-
cent), recreation (down 20 percent), local transport (19 percent), 
movies (15 percent), hotels and lodging, (12 percent), education 
(11 percent), and museums and attractions (11 percent).
 But some businesses and industries were able to increase 
revenues during the Pandemic. These included financial and 
insurance (up 14 percent), agricultural services (up 11 percent), 
fishing and hunting (11 percent), building and garden materials 
(10 percent), utilities (10 percent), forestry (8 percent), and crop 
production (8 percent). The study also found that sustained re-
coveries in every industry started after the Pandemic’s low point 
in April 2020. It noted that by March 2021, monthly revenue in 
the construction industry was up by 30 percent, retail by 22 per-
cent and manufacturing 20 percent.
 Despite the revenue gains of many small business sectors, 
the study said small businesses still needs help recovering. The 
study recommends expanding access to COVID-19 relief funds 
to more small businesses, guaranteeing government support for 
the smallest of businesses, and making it easier for small busi-
nesses to go digital.

New Report: Small Business Optimism Grows 
 A different report shows increasing optimism among small 
business owners in Connecticut and nationwide as the country 
emerges from the Coronavirus Pandemic. More than half the re-
spondents — 56 percent — in a recent Bank of America’s 2021 
Small Business Owner Report expect their local economy will 
grow. Exactly half of small business owners surveyed expect im-
provements in the national economy, up from 37 percent last fall, 
and 60 percent expect their revenues to grow compared to 37 per-
cent last fall. One in five small business owners, or 21 percent, plan 
to hire, a significant increase from 13 percent in the fall of 2020.
 In the study, 79 percent of owners believe a vaccine or herd 
immunity locally will expedite a return to normal while 15 per-
cent report that normal business has already returned. While 
business and economic outlooks are on the rise, entrepreneurs 
in industries like the carwash profession are keeping a close eye 
on macro factors that may impact their day-to-day operations.  
These include:

• The country’s political climate, a concern for 71 percent 
of small business owners, down from 78 percent in the 
fall of 2020

the agency by then Gov. Dannel Malloy to lead the Department 
of Revenue Services.

 Kurt Westby will retire from the Department of Labor this 
month, with Gov. Ned Lamont planning to nominate former state 
legislator Danté Bartolomeo as his successor.
 Westby, a former consultant with the Service Employees Interna-
tional Union who also held leadership roles with the SEIU and Con-
necticut AFL-CIO, was appointed DOL deputy commissioner in 2016.  
 Bartolomeo, who served two terms in the state Senate rep-
resenting the 13th District, was appointed deputy commissioner 
in January 2019. The CCA worked closely with her and her staff 
when she was in the State Senate. Lamont praised Westby’s lead-
ership at DOL, noting the expansion of the agency’s apprentice-
ship program, stronger partnerships with the state’s workforce 
development boards, and administering the historic level of un-
employment claims during the height of the pandemic.

Small Business Revenues Hit Hard by Pandemic
 COVID-19 pummeled the smallest of small businesses, ac-
cording to a new study that views the Pandemic’s impact through 
the lens of bank deposits. Intuit QuickBooks commissioned an 
economist to see how the Pandemic has affected the finances 
of small businesses across the country. The study looked at the 
bank deposits of one million businesses, each with typically 10 or 
fewer employees, from every major sector and industry. Among 
the findings in the study were: 

• The Pandemic’s biggest impact on small business revenue 
was in April 2020 when revenues fell by 22 percent na-
tionwide, equivalent to $4.6 billion for that month alone

• Overall small business revenue was down 28 percent in 
Connecticut in April 2020

• Revenues increased for 61 percent of industries during 
the Pandemic after a largely sustained recovery since 
April 2020

• The top performers over the past year are home improve-
ment and real estate businesses. The annual revenue of 
mortgage bankers increased by 30 percent compared to 
pre-pandemic levels — an average increase of $147,000 
per business.

• The recreation industry had some of the hardest hit small 
businesses. For example, annual revenues at bowling al-

Lobbyist Update …  continued
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• Commodity prices, a concern for 59 percent of small 
businesses, up considerably from 42 percent last fall

• Interest rates, a concern for 45 percent of owners, up 
from 35 percent in fall 2020.

 Forty-three percent of small business owners in the report 
say they tried to hire during the Pandemic, and of them, nearly 
half (47 percent) reported difficulty finding qualified candidates. 
One in four said the Pandemic caused a shift in employee roles 
and skills that was necessary for success. While only 33 percent 
of small business owners said they received a PPP loan, many 
(48 percent) were forced to dip into personal savings. Only 33 
percent of surveyed small business owners said they received a 
PPP loan while 48 percent dipped into personal savings, and 34 
percent relied on business or personal credit cards. 

Mandatory COVID-19 Vaccination Policy Upheld
 In what is believed to be the first court decision on the issue 
of mandatory COVID-19 vaccinations, the U.S. District Court for 
Southern Texas upheld a hospital’s policy requiring that all its em-
ployees must be vaccinated to remain employed.   The hospital sus-
pended almost 200 employees after they failed to get vaccinated by 
the hospital’s deadline and announced that it would terminate their 
employment if they continued to refuse the vaccine.  Approximately 
117 employees filed a lawsuit challenging the policy.
 The court, in Jennifer Bridges et al v. Houston Methodist Hos-
pital, easily dismissed the lawsuit, finding that the hospital had 
the right to require all of its employees to be vaccinated in order to 
continue working there.  In her complaint, the lead plaintiff pos-
ited the oft-cited argument that individuals cannot be forced to 
be vaccinated against COVID-19 because, at present, the vaccines 
have only received emergency approval from the FDA. The court 
held that the plaintiff was not being coerced to be vaccinated 
against COVID-19. Offering a choice between vaccination and ter-
mination of employment does not amount to coercion. The hospi-
tal’s decision to require its employees to be vaccinated was made 
to keep staff, patients and their families safe. While this case was 
decided in Texas, it may have persuasive value for similar cases in 
Connecticut and surrounding states. The U.S. Equal Employment 
Opportunity Commission’s most recent guidance makes clear that 
employers can require employees to be vaccinated so long as they 
make reasonable accommodations for disabilities and sincerely 
held religious objections to vaccination.
 Carwash employers must be careful not to implement the pol-
icy in a way that would discriminate against any protected class of 
individuals. While mandatory vaccination policies are most likely 
to be upheld in situations where employees are working with vul-
nerable populations such as hospitals and nursing homes, if craft-
ed properly they are likely to enjoy broader application as well to 
other industries and small business like the carwash industry.
 Carwash employers should be careful not to implement any 
policy in a way that would discriminate against a protected class 
of individuals and may want to ensure that all employees have a 
way to easily access the vaccine. They should also have a proce-
dure in place to assess requests for reasonable accommodations 
due to disabilities and/or sincerely held religious beliefs. 

New Workplace Smoking Restrictions 
 Workers in Connecticut will not just have to step outside for 
a smoke break beginning October 1 — they will have to step far 
outside, away from any doors or windows. And smoking rooms 
employers provide for employees also will be prohibited begin-
ning July 1. Tucked into the text of the new law legalizing mari-
juana are several changes to workplace smoking laws.
 Smoking bans will now apply to cigarettes, electronic ciga-
rettes, marijuana, and any electronic device that delivers canna-
bis to the user — not just tobacco smoke. The new law generally 
bans smoking or the use of e-cigarettes in any area of the work-
place, regardless of the number of employees. So, smokers who 
used to step outside the office or factory door for a smoke will 
no longer be able to smoke within 25 feet of a doorway, operable 
window or air intake vent. That means someone walking down 
a sidewalk within 25 feet of the doors to restaurants and other 
businesses can no longer smoke.

Exemptions Eliminated  
 The law also eliminates current exemptions, meaning smok-
ing bans will apply to correctional facilities, up to 25 percent of 
guest rooms in hotels, motels, and similar lodging, and desig-
nated smoking areas in psychiatric facilities. In addition, hotels 
and motels will be required to prohibit the smoking or vaping 
of cannabis anywhere on their grounds. Smoking will also be 
banned in any area of a retail establishment accessed by the pub-
lic, rather than just a retail food store.
 The law also expands smoking bans on the grounds of any 
state or municipally owned or leased  building, instead of only 
inside the building, as well as anywhere on school grounds, not 
just inside the school. The ban will also apply to any bus shelter 
or rail platform operated by the state.  Landlords and building 
managers can ban tenants from smoking cannabis but they can-
not prevent them from possessing legal amounts under the new 
law. Exceptions to the smoking ban will include public housing 
facilities, and any facilities exempted from the Clean Air Act, 
such as a tobacco lounge.

Flexibility Added to Small Business  
Express Program
 As part of the FY 22-23 budget implementer, the Legislature 
passed various changes to DECD’s Small Business Express pro-
gram (EXP), generally increasing flexibility in the department’s 
administration of the program and allowing for increased par-
ticipation by private lenders. Among its changes, the act does 
the following:

• Expands the types of assistance that may be provided 
from the revolving loan fund and eliminates related re-
quirements on the uses, amounts, rates and terms, and 
prioritization of these loans;

• Allows the DECD commissioner, in consultation with 
Connecticut Innovations (CI), to establish a new EXP 
component;

Continued …
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• Eliminates the job creation incentive and matching grant 
components;

• Removes the requirement that there be no more than 
two minority business revolving loan funds, instead re-
quiring a minimum of one, and increases the maximum 
size of loans these funds can provide;

• Makes changes to the administration and funding allo-
cation of the EXP component operated in collaboration 
with Connecticut-based banks; and

• Establishes a goal for the department that by July 1, 2026, 
EXP (a) will be self-funded and (b) have a default rate of 
20 percent or less for small businesses receiving assis-
tance (SB 1202, JSS, as amended, §§ 317-320, most provi-
sions effective July 1, 2021).

New Law Bans Discrimination  
Based on Hairstyles
 A new law makes it an illegal practice to (1) discriminate based 
on a person’s hair texture or protective hairstyle in employment, 
public accommodations, housing, credit practices, union member-
ship, and state agency practices or (2) deprive any person of any 
rights secured or protected by either the state or federal constitu-
tion. It does so by specifying that the term “race” under the state’s 
human rights law includes ethnic traits historically associated with 
race,  including hair texture and protective hairstyles. Under the 
law, “protective hairstyles” include wigs, head wraps, and hairstyles 
such as individual braids, cornrows, locs, twists, Bantu knots, Afros, 
and Afro puffs (PA 21-2, effective upon passage).

Felony Convictions and Employment
 A new report by the Office of Legislative Research www.cga.
ct.gov/2021/rpt/pdf/2021-R-0049.pdf?t=1626302500956 (2021-R-
0049) describes the consequences of a felony conviction on em-
ployment. With limited exceptions, the law prohibits the state 
from disqualifying a person from engaging in an occupation, 
profession, or business that requires a state credential (such as a 
license or permit) solely because of a prior criminal conviction. 
Similarly, a person may not be denied state employment solely be-
cause of a prior conviction. The law allows a state agency or board 
to deny employment or a credential only if it finds a person unsuit-
able after considering certain factors. The limited exceptions to 
this rule include (1) law enforcement agencies, (2) certain mort-
gage licensees, and (3) long-term care facility service providers 
who are convicted of certain crimes with direct access to patients. 
The bar described above does not apply to these entities or people 
(CGS §§46a-81, 7-294d, 36a-489& 19a-491c). In addition, public 
and private employers, like carwash employers, may not (1) use 
criminal histories to discriminate against a potential employee in 
violation of federal law or (2) deny employment to or discharge an 
employee because of a conviction for which the person received a 
pardon. The Board of Pardons and Paroles may also issue a provi-

sional pardon or certificate of employability to a person to relieve 
him or her of certain barriers to employment or to obtaining a li-
cense or permit. A provisional pardon, for example, could make 
someone eligible for a credential that might otherwise be denied 
due to a felony conviction. The law (sometimes called “ban the 
box”) prohibits employers, like carwash employers from asking 
about a prospective employee’s prior arrests, criminal charges, or 
convictions on an initial employment application unless (1) state 
or federal law requires it or (2) the prospective employee is apply-
ing for a position for which the employer must obtain a security or 
fidelity bond, or an equivalent bond (CGS § 31-51i(b)).  NC

P.J. Cimini

P.J. Cimini, Esq. is the CCA’s Lob-
byist and a partner in Capitol 
Strategies Group, LLC, in Hart-
ford. Nicole Tomassetti is Associ-
ate at Capitol Strategies Group. 
You can reach P.J. at 860/983-
2581 or pj@csgct.com. You can 
reach Nicole at 203/213-2602  
or Nicole@csgct.com Nicole Tomassetti

Lobbyist Update …  continued

What are you doing to attract 
and retain your  

Unlimited Customers?

 
Shoot us an email at  

suzanne.stansbury@icloud.com

CCA 2022 Wash Tour!
It will soon be time to  

jump back on the bus and  
tour some exceptional  

Connecticut carwashes.
Check back at  

wewashctcars.com  
for future details!

74 |  Northeast Carwasher, Fall 2021



 Call 800-454-1970 
for your FREE no obligation 

quote today
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Welcome to our  
NEWEST clients

762 Car Wash Inc. Don’s Hand Car Wash
Be-Wise Car Wash and  
Oil Change Center Inc.

Bottle CO
Car Care Pros, Inc.

Car Care Specialists Inc.
CW East Meadow LLC

Dix Hills Car Wash

“I have been a member of their carwash 
program for more than 15 years, and  

they continue to work hard to make sure  
I am always getting the best value for  

my insurance dollar.” 
Olaf Lieberg - E-Z Car Wash 

First Inwood CW LLC
First Oceanside CW LLC
G & P Auto Wash, Inc.

Hicksville Car Wash
Island Car Wash Inc.

JEM Detailing & Pressure Washing Inc

“I was very skeptical at first, but once  
you showed me the savings and 

how solid financially the insurance  
companies are, I was all in. ” 

Dan James - Stop & Shine Car Wash & Detail

Julio’s Brushless Car Wash II Inc.
Larkin Pro Wash Express, Inc

Mahopac Car Wash Inc.
Middle Island Car Wash, Inc

Missy Wax and Wash of Elmont
Montgomery Car Wash LLC

Mr Suds Wash Inc

STOP!
OVER-PAYING  

FOR YOUR  
CAR 

WASH  
INSURANCE 

CHECK OUT OUR 
UNBEATABLE 
PRICES...

Building Coverage $500,000
Business Personal Property $100,000
General Liability $1,000,000
Garage Keepers Liability Actual Loss Sustained
ANNUAL PREMIUM $4,895
Umbrella Coverage $3,000,000
ANNUAL PREMIUM $900

“Rates are based on excellent claims history and favorable insurance inspection”

INSURANCE
UINTON



CWONJ NEWS

 July started out slowly, with the weather being rainy and threatening, unlike the 
prior two months. I can live with clouds and rain for a while. What is important is that New 
Jersey as a state is doing well with COVID cases, and we are mask-free. Looking forward to 
the fall it appears that schools will be back in session for in-person student attendance, which 
is wonderful for many reasons. Professionally, in the case of carwashing, traffic patterns and 
driving should increase which will make cars dirtier.
 I would like to believe that in New Jersey we are starting to put the Pandemic behind 
us and seeing the light of our new normal. As a July 12, 56 percent of New Jerseyans were fully 
vaccinated. That puts the state in the top 10, which is a good place to sit.
 May was exceptional but much of the summer has been, let’s say, soggy. At the Jer-
sey Shore we have been fighting our normal summer enemy, thunderstorms. One of the parts 
of the “new Normal” is a shortage of employees. Here at the shore, many, if not most of the 
restaurants are closed one day or night a week this summer. Next to the open sign, there is a 
“Help Wanted” sign. The good news is that all are surviving, adapting and emerging. Change 
can be good.

Meet Jack Ciattarelli!

 Your association is having its first General Membership Meeting since November of 
2019 at the Salt Creek Grille on Tuesday, September 14, in Rumson. Our speaker will be Jack 
Ciattarelli, the Republican candidate for Governor of New Jersey. This is a tremendous oppor-
tunity for each of us to come out and meet him. Don’t miss this unique opportunity that our 
lobbyist, Al Gaburo with PPAG secured for us. The location is awesome, riverfront dining at its 
best. We can again gather as an association and fellow carwashers for a great meal and to meet 
a high-profile politician in our state.

Register for the NRCC!

 The next event happening this fall is the annual Northeast Regional Carwash Conven-
tion (NRCC), October 4-6, in Atlantic City at the Convention Center. Our host hotel this year is 
the spectacular Hard Rock Hotel & Casino, right on the iconic boardwalk. I know all of us have 
suffered from a severe carwash show deficit during the past 18 months, and this is the perfect 
time to catch up with suppliers and fellow operators. I specifically know of three pieces of equip-
ment I need to see before purchasing them. Despite the COVID hiatus there has been a lot of 
change in our industry. The snows of December are approaching and it is time to get ready!
 One of the television networks use the phrase, “Must See TV.” In our case, we have 
two “must see events.” The first being our September 14 General Membership Meeting and the 
second being the 31st NRCC at the Atlantic City Convention Center where you can see and 
touch more than 350 exhibits, attend superb educational programming and hear Governor 
Chris Christie, who may be entering the race for President in 2024!

 Make the time to attend both events. You will be glad you did!  
I guarantee it! See you at both events!

Doug Rieck, CWONJ President

PRESIDENT’S LETTER

Officers

Doug Rieck, president

Magic Wash

578 Mill Creek Rd.

Manahawkin, NJ 08050

(609) 597-SUDS

Dino Nicoletta, vice president

Ashbury Circle Car Wash

707 Highway 35

Neptune, NJ 07753

(731) 455-3618

Mike Prudente, treasurer

Summit Car Wash & Detail Center

100 Springfield Ave.

Summit, NJ 07901

(908) 273-0830

Suzanne Stansbury, executive director

PO Box 230

Rexford, NY 12148

(800) 287-6604

Ph/F (518) 280-4767

mediasolutions@nycap.rr.com

Board Members
Rich Boudakian

Scott Freund

Mario Mendoza

Lou Rendemonti

George Ribeiro

Ori Cohen

Dan Saidel

Thad Santos

Past Presidents
Ernest Beattie*  David Bell

Richard Boudakian  Ron Rollins

Clyde Butcher*  Frank A. Dinapoli*

Marcel Dutiven  Sam Kuvins*

Robert Laird  Gerald E. Muscio

Harry O’Kronick  Burt Russell

Jerry Salzer  Dick Zodikoff

Charlie Scatiero*  Lenny Wachs

Doug Rieck  Stuart Markowitz

Jeff Gheysens  Doug Karvelas

Mike Prudente  Gerry Barton

 Al Villani  Mike Conte

*deceased

CWONJ.COM
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CWONJ Foursome Plays in the 5th Annual 
Children’s Specialized Hospital Golf Open
 Car Wash Operators of New Jersey Past President Doug 
Karvelas of Broad Street Car Wash in Hamilton, brought a four-
some to play in the 5th Annual Children’s Specialized Hospital 
Foundation Golf Open at Metedeconk National Golf Club in 
Jackson on June 21.  

 Karvelas teamed up with Jack Kemler, Mike Giannacio and 
Wayne Irons in support of the exceptional work the hospital 
provides. Children’s is the largest pediatric rehabilitation hos-
pital in the country and an entity that the CWONJ has been 
supporting for 21 years.  NC

 The Car Wash Operators 
of New Jersey (CWONJ) will hon-
or Jobe co-founder, Jack Wein-
stein, at its September 14 Mem-
bership Meeting at the Salt Creek 
Grille in Rumson. Weinstein’s 
grandson, Jacob Rosenberg, will 
accept the posthumous award 
on his behalf. Weinstein passed 
away in November of 2019. NC

Look for a recap in our 
Winter 2022 issue!

Congratulations, 
Sam!

 Congratulations go out to Sam 
Weinstein with Princeton Public Affairs 
Group (PPAG), the CWONJ’s lobbying 
firm, on being named to the 2021 In-
sider 100: Cannabis Power List. This list 
recognizes the Top 100 influential voic-
es in the cannabis debate. Sam works 
with lead Lobbyist, Al Gaburo, at PPAG 
on our account. NC

Jobe Co-Founder Jack Weinstein 
Honored with Posthumous Pioneer Award
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  Marcella Reinhart, the president, chief ex-
ecutive officer and owner of Styles Manufac-
turing Company, which was founded by Allen 
Edward Styles, believes the carwash industry is 
in transition, moving from flashy and splashy 
presentations to more conservative, functional 
designs that people seem to be seeking.
 “At one time, carwash customers wanted a 
‘wow factor,’ something with fancy lights and a 
flashy design,” Reinhart said. “Now people are 
looking for quality and functionality, as well as 
a better-produced carwash experience, and 
that’s something that Styles 
Manufacturing Company will 
always be able to supply.”
 Styles Manufacturing Com-
pany started life in 1932 as A.E. 
Styles Manufacturing Compa-
ny Inc., when Styles, a chemist 
who blended soaps and waxes, 

developed a bar top coating for saloons, Reinhart 
pointed out. “After John Criscuolo, who was work-
ing for 3M Company, met Styles, they decided to 
merge, and John started the carwash supplier part 
of the business,” she said. “A.E. Styles was one of the 
first distributors for Hanna (now Coleman Hanna 
Car Wash Equipment Systems) when Dan Hanna 
was one of the few people in the country manufac-
turing carwash equipment.”
 Reinhart said she grew up in Point Pleasant, 
NJ, where A.E. Styles Manufacturing was located, 
and began working in its accounting office in 1987. 
“I developed a love for the carwash industry,” she 
said. “John (Criscuolo) would teach people everything he could 
about carwashing. He respected people who wanted to become 
educated in the business. Despite the fact that carwashing is tra-
ditionally a man’s business, he didn’t think it was unusual that I 
wanted to learn more and more about it.”
 When Criscuolo retired in 2012, he tapped Reinhart to run 
the business, handling all the banking and making all financial 
decisions, she said.
 “This was at a time when the industry was going through a 
transition, so we thought it was a good time to transition away 
from our chemical product line, and into a sales and service 
company,” Reinhart noted. “We continued to produce our chem-
ical product line, and continued to distribute Coleman Hanna 
equipment, but also became a distributor for Innovative Control 
Systems (ICS), PECO Carwash Systems, Washworld in-bay au-

Styles Owner Marcella Reinhart 
Sees Carwash Industry in Transition
By Alan M. Petrillo

tomatic equipment, and PurClean™/
PurWater™ water recovery systems.”
 Reinhart said that when Cris-
cuolo died in November of 2017, he 
wanted the business to continue, but 
his sons didn’t want to run the busi-
ness, which is how she came to the 
helm of Styles Manufacturing Com-
pany, since relocated to an industrial 
park in Brick, NJ.
 “I think we are going to see more 
women in the carwashing industry,” 
she observed. “It’s not only being a me-
chanic any more, but being a market-
er, knowing how to sell to customers, 

and building an image that means something to them.”
 Reinhart pointed out that when Styles Manufacturing  
began distributing for more carwash equipment makers, compe-
tition was fierce to get equipment into new carwashes.
 “As new investors started putting up carwashes, they need-
ed all new systems for them,” she said. “It was cutthroat compe-
tition and we had to show these investors not only that we had 
great equipment, but also the service to back it up if they needed 
us late on a Saturday afternoon. 
 “We showed them we are here for them 24/7, and gave them 
that old-time customer satisfaction that we’ve been practicing 
all these years,” she added.
 Reinhart said Styles Manufacturing doesn’t want to elimi-
nate its chemical product line which it has blended off-site and 
shipped directly to customers, but rather wants to add products 

The Styles team was all assembled at the 
recent Southwest Car Wash Association 
trade show in Fort Worth, TX.

An oldie but goodie of Bob Howland, Service/Installation 
Consultant, and John Cricuolo working out of their modest 
office in Point Pleasant, NJ.

Marcella Reinhart rose 
up the ranks at Styles 
and is now the com-
pany’s Chief Executive 
Officer.
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Bob Howland and Marcella Reinhart at a Car Wash Operators of New Jersey bus 
tour in 2017.

2022 NJ Budget 
to “Move State 
Forward”
By Sam Weinstein 

 After 18 months of legislative activity in response to CO-
VID-19, on Wednesday, June 29, 2021, Governor Phil Murphy 
(D) was joined by legislative leaders to sign the fiscal year 2022 
(FY2022) Budget. The appropriations act totals $46.4 billion 
and is supported by better-than-expected tax revenues, $6.2 
billion in federal funds, and $4 billion of bonding. The budget 
according to Governor Murphy, “…moves our state forward,” 
and endorses many of the Governor’s legislative priorities in-
cluding the largest pension payment in the state’s history, new 
tax deductions for college savings, tuition and loans, a small 
boost for property tax relief and tax rebates of up to $500 for 
more than 760,000 New Jersey families. Following the signing 
of the Fiscal Year 2022 Budget, Governor Murphy and his legis-
lative counterparts will break from regular legislative activity 
and head to the campaign trail. 
 Politically, New Jersey’s gubernatorial elections are held in 
the year immediately following a presidential election and the 
Garden State, in addition to Virginia, is one of two states with a 
gubernatorial election this year. In November, Murphy will look 
to erase a 44-year drought where no Democratic governor has 
won a second term in New Jersey. Governor Murphy will square 
off against former Assemblyman Jack Ciattarelli (R-Somerset) in 
his re-election bid. 
 In addition to the gubernatorial election, all 120 seats of 
the Democrat-led New Jersey Legislature are up for grabs. The 
Democrats outrank their Republican counterparts by 25-15 in 
the Senate and 52-28 in the Assembly. In addition to holding the 
majority, Senate President Stephen Sweeney (D-3) and Assem-
bly Speaker Craig Coughlin (D-19) have secured commitments 
from their respective caucuses for another term in leadership. 
The Republican caucuses will meet after the November elec-
tion to determine their new leadership in both chambers, with 
Senate Minority Leader Thomas Kean, Jr. (R-21) deciding to run 
for Congress, and Assembly Minority Leader Jon Bramnick (R-
21) seeking his former running mate’s seat 
in the Senate.  NC

Sam Weinstein

Sam Weinstein is a lobbyist/strategic advisor/govern-
ment affairs for Princeton Public Affairs Group (PPAG) 
in Trenton, NJ, the association’s lobbying firm. You can 
reach Sam at sam@ppag.com

LEGISLATIVE UPDATE

and services that give it more choices and opportunities to diver-
sify the company.
 “We plan on looking at the innovations in the industry 
that we want to be a part of,” she said. “We also want to do 
more marketing and put our company out there as a more 
well-known entity, and plan on getting noticed more on the 
Internet for those people who do their shopping on a com-
puter. And, we will continue, as we always have, to be loyal to 
our suppliers and our customers.” NC

Alan M. Petrillo is a Tucson, AZ-based journalist, a former upstate New 
Yorker, and contributing editor of Northeast Carwasher. He writes for 
a number of national and regional publications, and is the author of six 
nonfiction books, and three historical mystery/thrillers.

Look for a recap of our  
Fall Membership Meeting  

at the Salt Creek Grille in Rumson  
featuring Jack Ciattarelli,  

Republican Nominee for Governor,  
in our Winter 2022 issue!
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with one watercraft dealer and they are still waiting for 60 boats to 
arrive from their order due this spring. I have a friend who is a sales 
manager at a different store and currently they are taking deposits 
for next spring. I have a nice three-year old boat and have been told 
I can sell it for more than I paid, but I cant replace it though. 
 There is a new normal arriving in business and it can be dif-
ferent. You need to change your thinking and be flexible. It is still 
all about taking care of your customer, but terms and conditions 
may change. 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 North-
east Regional Carwash Convention’s Most Distinguished Person Award. You 
can reach him at 609/597-SUDS or dougrieck@gmail.com 

   

 The past 18 months living with the effects of the Pandemic 
at my business has been an interesting ride, one that equals the 
best of roller coasters in revenues and changes.
 I  think the essential survival factor throughout all of this 
has been flexibility. You just can not do business as you used to 
do any more. Every process seems to have been affected by CO-
VID. Looking forward to the future, I see flexibility as the most 
important factor. There are so many changes happening on al-
most a daily basis. I am reminded of Ben Franklin’s version of an 
old proverb, “For want of a nail, the shoe was lost. For want of a 
show, the horse was lost. For want of a horse, the rider was lost. 
For want of a rider, the battle was lost. For want of a battle, the 
kingdom was lost, and all for the want of a horseshoe nail.”
 Ask any of the automotive and industrial manufacturers 
about that today with the chip shortage. The supply issue is big-
ger than just chips. Like many of us, I grew up, went to college 
and started a career in the Post World War and VietNam Era, 
where and when American industry ruled. When Ford or GM 
built or bought a part, millions were made or bought and were 
on site. All of this was the result of industrial models. In the past 
25 years, all manufacturing and most activities shifted to the 
lean “Just In Time“ model which is good but everything is much 
more connected.   
 I live on LBI, a vacation resort island. This is lonely in the 
winter, crazy busy in season and allows for many interesting ob-
servations. We grow from a year-round population of perhaps 
2,500 to well over 150,000 plus. Last summer in May, nobody re-
ally knew what would happen, but rentals were up. By July we 
knew the whole state was coming for the summer. It was good 
but many were the unintended consequences. As we remember, 
restaurants and bars had severe capacity limitations. Local gro-
cery stores were running out of food. Every place selling lunch 
and dinner was thriving on takeout and tent cities flourished 
at the restaurants. This was prior to vaccinations, so when my 
wife and I went out, we had a rating scale of how open and airy 
the tents were. Never mind food quality, it was the breeze quality 
that mattered. My point being that the restaurants survived and 
thrived because they changed. 
 This summer the Island is again crazy busy, all the bars and 
restaurants are being slammed but they have no help. Not a serv-
er to spare. Some restaurants are now including the kitchen in 
the Tip split. Cooks start at $18 an hour. Again the hospitality in-
dustry has been flexible and smart. Many restaurants are closed 
one day a week. Reservations are required at many. I have heard 
that one popular seafood restaurant is reservation only and is 
completely booked up through Labor day. 
 All of us know the ongoing chip saga with cars and trucks. I 
have run into the chip stonewall in our industry. I bet you never 
thought boats and watercraft would have their own shortages. 
Their issue is demand, everyone wants a new boat. I was talking 

“New Normal” Thoughts
By Doug Rieck

CWONJ Loses Longtime 
Friend, Jerry Muscio
 Car Wash Operators of New Jersey 
(CWONJ) Past President and longtime 
supporter, Gerald E. Muscio, 92, passed 
away peacefully on July 21. 
 Born in Newark to Ciro and Rose 
(DiMizio), Jerry graduated from the Gen-
eral Motors Institute in Flint, MI, and 
earned degrees in mechanical and in-
dustrial engineering. He then served in 
the United States Army as a corporal in 
Aberdeen, MD, where he worked as an engineer. Jerry went on 
to become plant manager at General Motors in Linden, NJ. In 
1966, with his brother, Ciro, and sister, Mary, Jerry co-founded 
Auto Kleen Car Wash in East Brunswick, NJ. Years later, they 
opened a second business at Brunswick Circle Car Wash in New 
Brunswick. He went on to become the president of the CWONJ 
and treasurer of the International Carwash Association. His col-
leagues viewed him as a pioneer in the carwash industry and an 
incredibly generous and kind man.
 Jerry is predeceased by his wife, Gerlinde Zechmeister, his 
brothers, Ciro and Peter, his sisters, Mary, Theresa and Helen and 
many cousins. He is survived by his daughters, Arlene Fitzgerald 
and husband John of Gladstone, NJ, and Andrea Muscio-Palazzo 
and her husband Mark of Greenwich, CT. Jerry also leaves be-
hind grandchildren John Jr. and Michael Fitzgerald and many 
cousins, nieces and nephews. NC

In lieu of flowers, the family asks that you consider a contribution to 
the American Heart Association via Heart.org
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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



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: 
Suzanne.Stansbury@icloud.com

 We have had a great opportunity recently to contribute to Fox News. They contacted 

Mid-Atlantic Carwash Association (MCA) to get assistance with a piece about cicadas and 

asked a few questions about getting them off the cars.   I asked Past President Dave DuGoff to 

help with the piece as he was closest to the reporter in College Park, MD. He had a great cicada 

population in the back treeline area of his wash. Their chorus, combined with 

cars being washed, made for a great piece. I have a small cameo from my remote 

location in Virginia where we barely saw the cicadas. Scan the QR code with 

your camera to see us in action. 

 Fox must have gotten great feedback about our video because we were contacted by 

Fox International to answer written questions for an article that will go out to all of their news 

stations. While we did not get a lot of input, we did mention that washer fluid is not near as 

good as the carwash chemicals for removing those baked on cicada carcasses. 

 We appreciate the relationship with a news station and have kept their contact 

information for the future. They talked with us about doing additional industry stories as 

the seasons change.

MCA Reinvention

 The MCA has been looking for ways to “reinvent” themselves so that we can stay 

relevant and useful to our members moving ahead. MCA leaders have been sharing many 

phone calls and Zoomed a few times during these months when we have had no in-person 

meetings to brainstorm. We see the future as a great new beginning and look forward to 

reconnecting with those we have not seen in a while.

 We did a survey a while back and from those results we have come up with a new 

plan and a new vision for the MCA. We look forward to sharing the details in person, but if 

you miss it, check back here next time for a written synopsis of how the MCA will be working 

for its members!

 In an effort to share our plan, we will host an in-person meeting, picnic style in Annap-

olis, MD, at Chesapeake Car Wash and Detail. It is a family event, members and non members 

were all welcomed. Printed details will follow on our website soon at www.mcacarwash.org

MCA Hosts the NRCC!!!

 We are looking forward to the Northeast Regional Carwash Convention (NRCC), 

October 4-6, at the Atlantic City Convention Center. We really feel like this will be a show for 

the record books and we’re very proud to be this year’s host association. The MCA leaders are 

looking forward to reconnecting with our members, as well as meeting all those in atten-

dance. To register and secure your hotel rooms visit nrccshow.com. See 

you at the Hard Rock Hotel in New Jersey soon!

Mike Ashley, MCA President

PRESIDENT’S LETTER

VISIT MCACARWASH.ORG 
FOR FUTURE MEETING 
DATES AND VENUES!
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Fighting City Hall – At Your Own Risk
By Dave DuGoff

 As described in our last installment, we won our case in 
Court in October 2020, and the City immediately served another 
noise violation citation on us.1  That was followed by two more 
citations in December and January.  The courts were closed un-
til recently. This spring, the City tried a slightly different tactic. 
We were hauled in front of the Noise Control Board on the com-
plaint of a neighbor who lives across Route 1 from us and can see 
us from their back yard.
 That arose from an incident in March when a wild Hookah 
party (what’s a hookah?) disturbed the tranquility of life along 
Route 1. It takes two complainants to enable the City to spring 
into action. Mr. & Mrs. Unhappy Neighbors, signed off.
 We were given about a week’s notice to show up, on ZOOM, 
before the Noise Control Board. The Board is a group of citizen vol-
unteers who hear complaints and try to mediate between neigh-
bors. The Board members are well-meaning and take their role se-
riously, but they are not sophisticated nor well-trained in running a 
legal proceeding. “Fairness” is in the eye of the beholder. The Board 
members are completely reliant upon the City Attorney.  (The City 
Attorney is the same lawyer who lost the cases in October 2020.) 
That makes it a kangaroo court run by the City Attorney who con-
trols what the members know and tells them how to do it.  
 The Board heard from Mr. and Mrs. Unhappy and the City 
Director of Public Services. Mr. and Mrs. Unhappy recounted 
the numerous instances of noise coming from the carwash: loud 
music and engine revving.
 The car racers use the wash, then make a lot of noise as they 
exit and turn onto Route 1. They also exchange revving greetings 
to one another and seem to enjoy the echo effect in our bays. They 
are annoying — no question about it. However, as we pointed out, 
they do not typically “rev” for more than a few seconds at a time. 
When we see someone doing it, by the time we approach them, 
it is over. The revving on their exit is technically not on our prop-
erty — it is in the state right of way. When they are exiting there is 
really nothing we can do about it. Once they enter the street, they 
leave it in low gear to maximize the loudness for a block or two. 
Try this sometime: run after a loud car and yell, “SHUSH!”  
 The minutes of the meeting contain many inaccuracies both 
as to what was actually said and where people grossly misrep-
resented facts. The City Director of Public Services presented a 
report, that we had never seen, and could not see during the hear-
ing, that counts the number of police calls to the property. He 
said that all were noise complaints. In fact, half were totally unre-
lated — traffic stops, traffic accidents, etc. Our lot is a convenient 
place for the police to pull someone over. He said that most of 
the noise complaints were in the middle of the night. In fact, only 
one instance was after 1 am. Most of the noise complaints are in 
the early evening, but the board members all “knew” that it was 

1  Northeast Carwasher Winter 2020, “You Got Noise and Its All Your Fault” 
https://northeastcarwasher.com/wp-content/uploads/2020/12/NCv26n1.pdf

all night long. How they can distinguish between racers revving 
on the carwash property or in the street when they are tucked in 
their beds, I do not know. Noise is NOISE and it is all our fault.
 The Noise Control Board went into private session to confer 
with the City Attorney and returned after 20 minutes. We were 
told to fix the problems within a month, report to the Director of 
Public Services and return for a follow up hearing.
 The problem with fighting City Hall is that they always have 
a way to get you, even when they are wrong and are overstep-
ping their authority. In our case, the State Highway Department 
is going to widen Route 1 and took a strip of our property that 
includes our pole sign. We need a permit from the City to replace 
the sign in a different location. Gotcha! This is not the time to 
challenge the City’s grasp of the law or rationality.
 So, we engaged off-duty police officers to be on-site for four 
hour shifts, five days a week, that line up to the times when com-
plaints actually come in. Most complaints are between 7:30 pm 
and 1 am. Some shifts run 7:30-11:30 pm, some run 9-1 pm. It is 
fairly random, depending on the officer’s other duty obligations. 
The going rate for “secondary employment” of police officers 
paid “on the books” is $50/hour. This is running $1,000 a week. 
It could be 20 percent less if you don’t mind going to jail for tax 
evasion.  Orange is not my best color.
 At the second hearing, the Noise Control Board was im-
pressed that we have taken this step. They also mentioned that 
they realized there is a difference between noise in the street 
and noise from the carwash. In recognition of our efforts, they 
reduced the fine from $1,000 to $200.
 By the way, the three cases that were pending in Court were fi-
nally set in for hearing on July 14. We were then advised by the City 
Attorney that she would not prosecute the cases. She added, ”The 
City appreciates your client’s cooperation helping to control the 
noise levels from the carwash.” End of the story? Well, not quite.
 In mid-July, the City Council had a work session and dis-
cussed the noise on Route 1 from cars with modified mufflers. 
A police major and captain talked about how this is not just a 
City of College Park problem, it is everywhere in the County and 
everywhere in the State. Council members wanted reports on 
how many citations have been issued and how many repeat of-
fenders there are. Suddenly, somebody realized that if they don’t 
address the problem on the street, it is never going to go away. 
In case you are wondering, the fine for a modified muffler, that 
costs $3,500 to install, is $70.
 How long are we going to keep paying $1000 a week in pro-
tection money?  I do not know. What would you do?  NC

Dave DuGoff has been “picking up after people” for more than 50 years in this 
industry. He has been on the Mid-Atlantic Carwash Association board for 20 
years, and the Northeast Regional Carwash Convention (NRCC) board for 15 
years. He has spoken and led panels at the International Carwash Associa-
tion conventions and the NRCC. He is also a recovering lawyer. You can reach 
Dave at dave.dugoff@gmail.com
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If you want to learn more about Willis and the 
WashPlex evolution, register to attend the NRCC 

and the “Virtual Tour” at nrccshow.com.

This seminar is Monday, October 4, at 3:30pm 
at the Atlantic City Convention Center.

 Cool Wave WashPlex, the brainchild of Bobby Willis, a noted 
industry innovator, will be one of the carwashes featured in the 
Virtual Tour at this year’s Northeast Regional Carwash Conven-
tion (NRCC), in Atlantic City, October 4-6. The Virtual Tour will 
include four washes and WashPlex will be front and center.

Just a Tease
 Willis started his career in the carwash industry selling and 
installing equipment. After 10 years, and visiting many sites, he 
had built a reputation for creativity and attention to detail. In 
2003, he founded Cool Wave Car Washes and opened his first lo-
cation in Newport News, VA.
 From there, Willis conceived the WashPlex model that in-
corporates theme park entertainment with automotive vehicle 
care. WashPlex uses all six senses to create a one-of-a-kind expe-
rience for each customer. NC

 College Park’s Dave DuGoff and Virginia Carwash 
Industries’ Mike Ashley had their 15 minutes of fame re-
cently when they were interviewed by Fox 5 for a piece on 
the cicada infestation of 2021 called “Cicadas Giving Car 
Wash Business a Boost.” DuGoff was quoted in the piece 
as saying, “Whatever makes a mess, the people want to 
get it cleaned up, and it helps us.” Ashley echoed those 
sentiments in the piece as well, “The cicadas have helped 
bring in those extra cars because when they hit they hit 
hard,” said Ashley.
 For the first time since 2004, Cicadas (Brood X) and 
their shells were out en mass as far north as the Adiron-
dacks of New York state this year. In Maryland and Vir-
ginia, their reach was like a blanket of snow and their 
sounds deafening, but it did help business, according 
to both operators. The next time these pesky insects 
will emerge will be 17 years from now in 2038.  NC

In the News

Cool Wave WashPlex a Featured 
NRCC “Virtual Tour” Site 
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 It is hard to argue that this past year or so has been the most disruptive in the his-

tory of the carwashing industry. Operators, manufacturers and distributors have been put to 

the test to manage their businesses against obstacles never seen before. Despite the chal-

lenges, the carwash industry is experiencing record growth on many levels, and the industry 

continues to be stronger than ever. 

 There are many sides to the robust growth in our industry. We have seen record numbers 

of cars washed, new carwash sites opening (and more planned), record valuations and consolida-

tions and technology continues to blaze new trails. The consolidation of many of the manufac-

turers, suppliers and distributors may have a positive effect for our industry as companies join 

forces to become bigger and stronger. Does this leave the operators with less choices? Will this new 

environment breed new, smaller and more nimble companies to fill a void left by the new larger 

companies? Time will tell as the market is never wrong when opportunity creates itself.  

 The New England Carwash Association (NECA) had a “virtual,” live streaming 

bus tour this past June. There was a camera person at five different locations, streaming 

live presentations, that showcased carwash systems and operations, and several sponsors 

at each carwash site. The program highlighted tunnel equipment, pay stations, back-room 

support equipment, chemical suppliers, touchless carwashes, vacuum systems, POS software 

solutions and a selection of site layouts. Participants were able to text questions directly to an 

onsite volunteer. The tour started in Westerly, RI, jumped to West Springfield, MA, rocketed to 

Cleveland, OH, Freeport, ME, and ended in Salem, NH. 

 The NECA is very thankful to the many volunteers who planned this event. It took 

a team effort to organize and put together all the pieces of a live presentation in five different 

locations and five different states. This also was made possible due to the generosity of the 

many sponsors and the carwash operators who let us film at each of their locations. There is 

a recording of this event posted on the NECA website.

 During this past year, despite my 30 years of experience, I have valued the New 

England Carwash Association higher than ever. I have collaborated with many operators to 

change my operations and adapted as we navigated the changing market during COVID. I 

have made permanent changes to my operations and feel I have emerged stronger and more 

efficient as we exit the COVID era. Like many, I have a very positive outlook for the future and 

am looking forward to the many industry events that will take place in person: the NECA 

board meetings, the NECA golf outing, the Northeast Regional Carwash Convention (NRCC), 

our region’s three-day convention with an educational track and expansive trade show floor 

with more than 350 exhibits, and Car Care World Expo just before Thanksgiving in Las Vegas. 

Nothing can replace the relationship building that occurs at an in-person event. For more 

information on the NRCC, October 4-6, at the Atlantic City Convention 

Center visit nrccshow.com or call 800/868-8590. 

 

 

Patrick Mosesso, NECA President

PRESIDENT’S LETTER

OFFICERS
President - Patrick Mosesso 
Auto Bright Car Care 
105 Hollis Street Framingham, MA 01702 
W: 508-879-3585 Cell: 617-799-9565 Fax: 781-762-1465 
pfmosesso@gmail. com

Immediate Past President - Mat Paisner 
ScrubaDub 
172 Worcester Road Natick, MA 01760 
W: 508-650-1155 x241 Cell: 315-254-8118 Fax: 508-655-9261 
mat@scrubadub.com

VP/Operators - Jeffrey Katseff 
Turnpike Car Wash 
80 1/2 Newbury Street, Rte 1 Peabody, MA 01960 
w: 978-535-3348 Cell: 978-808-4188 Fax: 978-535-8802 
jeffreykatseff@gmail.com

VP/ Suppliers - Chris Zona  
AutoWash Technologies 
P O Box 999  Hanover, MA 02339 
W: 888-767-9274  Cell: 617-688-7891  
Chris@AutoWash.net

Treasurer - John Shalbey Jr. 
RoJo Company 
69 Providence Highway Norwood, MA 02062 
W: 781-762-8280 Cell:781-589-2130 Fax: 781-762-1465 
john@rojocarwash.com

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

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

Derek Mourad - Neponset Circle Car Wash 
815 Gallivan Boulevard Dorchester, MA 02122 
W: 617/288-1581 Fax: 617/288-2257 
info@neponsetcirclecarwash.com

Chris Ouimet - Fitzy’s Car  & Pet Wash 
85 Worcester Street Grafton, MA 01536 
w: 508-839-5250 Cell: 508-615-5986  
couimet@fitzyscarandpetwash.com

Felix Taranto - King Triton Car Care 
581 Main Street Wilmington, MA 01887 
W: 978/658-3100 Cell: 617-293-3825 Fax: 978/658-4780 
ft@tritonwash.com

SUPPLIER DIRECTORS
Matt D’Souza - Washify Services
1208 VFW Parkway Ste 305  West Roxbury, MA 02132
W: 855/927-4439 Cell: 617/350-0837  Fax: 508/861-0468 
matt@washify.com

Brian Stanikmas - Simoniz USA 
63E Charlton Road Spencer, MA 01562 
W: 800-227-5536 x 237 Cell: 774-696-6714  
bstanikmas@simoniz.com

Michael Snow - Maintenance Tech 
235 Riverside Industrial Parkway, Portland, ME 04103 
W: 207/775-1516 Cell: 207/899-6245 Fax: 207/797-7233 
michael@carwashtec.com

Executive Director - Sherri Oken, CAE 
New England Carwash Association
c/o The Association Advantage LLC
591 North Avenue, Ste. 3-2, Wakefield, MA 01880-1617
781/245-7400  F: 781/245-6487
info@newenglandcarwash.org  •  www.newenglandcarwash.org 

NECA NEWS
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 From there, the tour returned to New England to visit Casco 
Bay Car Wash (Freeport, ME), a new inbay facility. The proud new 
owners, the Dotin family, Drew Dressler of D& S and facility designer, 
Mike Snow of Maintenance Tech Inc., walked attendees through the 
complex which features both a D & S IQ Touch Free Machine and a 
D & S IQ Soft Touch Machine. A 3rd bay has been prepared for an 
automatic expansion but currently serves as an express detail center. 
 The last stop was Klemm’s Express Car Wash (Salem, NH), a 
125-foot conveyorized tunnel installed by Autowash Maintenance 
Corporation. Bob Keane of Autowash Maintenance Corp. inter-
viewed Tom Klemm, the enthusiastic owner of the new wash, as they 
walked through it. The design and all the features which included 
touch-free bays with on-board dryers, XRS Air Lift Doors, a central 
vacuum system with 10 free vacuums spots were hightlighted.

November Tour Set
 As much as attendees enjoyed the spring “virtual” carwash 
tour, there’s nothing like traveling together in person and enjoy-
ing a meal. Thinking outside the box, our November 9 Fall Meet-
ing & Dinner will feature a mid-afternoon mini tour of carwash-
es followed by dinner and networking.   NC

Visit newenglandcarwash.org for more details.

   On June 2, the New England Carwash Association (NECA) de-
fied geography by presenting a “virtual tour” of carwashes, simi-
lar to what is done at the Northeast Regional Carwash Conven-
tion (NRCC) annually. If the group had traveled by bus, the motor 
coach would have been on the road for days. Instead, at each 
stop, professional video camera operators allowed our hosts to 
provide comprehensive tours of multiple facilities, all in one af-
ternoon, from the comfort of each participant’s office or home.
 The first stop, Westerly Car Wash (Westerly, RI), was host-
ed by owner Kevin Yorio and presenting sponsors Washify Sys-
tems, represented by Matt D’Souza, and Simoniz USA. Kevin 
walked us through the wash from the entrance through the 80-
foot tunnel as well as the site’s chemical room. Highlighted fea-
tures and products included Simoniz Prime pack chemicals and 
Washifiy POS pay stations.
 The tour then traveled north to Balise Riverdale Car Wash 
(Springfield, MA) which was completely renovated this spring. Tony 
DeBarros, carwash manager, Chris Zona of AutoWash Technolo-
gies and Jason Hayes from Petit Auto Wash Equipment walked 
us through the site pointing out all the new equipment. According 
to the tour guides, Petit Auto Wash Equipment was perfect for this 
shorter tunnel proving to be a real solution in a tight labor market. 
 Next, attendees ZOOMED to Rainforest Car Wash in Cleve-
land, OH, where Chris MCFadden of DRB demonstrated the 
company’s newest POS systems.

NECA Tours Washes “Virtually”

Call us today to schedule an  
appointment with our design team!

(603) 878-1600
829 TURNPIKE RD 
NEW IPSWICH NH 03071

BEFORE
45,000 washes/year

AFTERAFTER
150,000 washes/year!

Arlen Company Construction  
can bring your wash back to life!

v24n2-arlen.indd   1 2/27/19   9:39 PM
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 We last interviewed Starlite Car Wash’s 
Patti Kaplan in 2009 when she shared with 
us the history and evolution of the iconic 
carwash (named after an outdoor theatre). 
Patti, whose father bought the one-year-
old wash in 1971, took it over in 1993, and 
oversaw a massive remodel in 1994 before 
expanding its services in 2001 to include 
three self-serve bays. Now, after 28 years 
as the face of the customer-oriented brand 
(but she really started getting her hands 
wet there when she was 16), Kaplan, 67, has 
sold the wash to Prestige Car Wash owner 
Nir Drory, and is not retiring, but “letting 
her brain rest” before taking on her next 
adventure. 
 We wanted to catch up with her and 
thank her for her years of service to the 
New England Carwash Association (NECA) 
as a board member and president, and to 
the Northeast Regional Carwash Conven-
tion (NRCC) as a board member and ar-
dent supporter, and to me, personally, as a 
friend and ally.

NE: So, they say that timing is everything 
and as I watch many smaller operators 
sell to larger entities it appears it was the 
right time for you to do that as well. Tell 
us how bittersweet it was, or wasn’t, after 
so many years as a carwasher, and why 
this is the right time to make a change.
PK: I have been thinking about it for quite a 
while now, especially after COVID. Honestly, 
I still put out a clean, dry car, but it is no se-
cret that Starlite needed to be updated. At this stage of my life, 
I just did not want to take that challenge on – “again.” I applaud 
those who are remodeling and giving the customer a better ex-
perience and continuing to professionalize the industry dispelling 
the myths of dark and dirty carwashes. Carwashing has become 
much more sophisticated.  

NE: And as for being bittersweet? 
PK: As far as bittersweet, I will miss the people, my customers, 
the boys who worked with me, and an incredible carwash com-
munity who always had my back. The sweet part is that I have an 
arsenal of stories and memories that I will always cherish.

NE: Over your tenure in the industry, you have witnessed a lot 
of change. What stands out?
PK:  Two things – equipment and technology. The progress in these 

two areas has helped reduce the human er-
ror factor contributing to a more consistent 
product. Additionally, both have helped the 
bottom line by trimming payroll and deliv-
ering efficient quantities of soap, water and 
power to the tunnel. Remote monitoring as 
equipment ages will become important go-
ing forward. Qualified “eyes on site” will not 
be present. ZOOM support, anyone?

NE: You were a successful single-location 
operator for many years. With the climate 
of the industry shifting, and more and 
more consolidators moving in, what will 
be the impact to the “little guy/gal” mov-
ing forward?
PK: Personally, I think it is going to be dif-
ficult for the smaller operator to compete 
financially. Reinvestment, frequent site 
updates, reputation management, and cre-
ative marketing are just as important as the 
quality of the carwash. A larger operator 
has the advantage of a central infrastruc-
ture to help defray those costs. They can 
also implement various testing strategies 
to find optimum results to keep improv-
ing. The concern for me is the repair and 
maintenance of the carwashes for the mega 
operator. The smaller operator has the edge 
here because they almost never close down 
no matter what, even if it means spraying 
the cars with a garden hose.

NE: What were your takeaways from liv-
ing through COVID as an operator? Did 

this also weigh in on your decision to sell?
PK: In my opinion, the carwash, due to the nature of our busi-
ness — exterior and self-serve — was safe during COVID and we 
provided a welcome distraction for many of our customers. The 
worrisome side of remaining open was my team’s health. The 
prospect of a member of our pod getting sick and bringing it to 
others weighed heavily on me.   Fortunately, we had no incidents. 
Yes — the load is lifted.

NE: You mentioned that what made Starlite stand out was its 
personal touch and customer connection. How important is 
that culture, at any sized wash, and how do you cultivate it?
PK: My philosophy was to make customers feel special. A “Cheers” 
environment prevailed where everyone knew your name. If we 
did not know your name, we knew your car and exactly what 
your preferences were. I cultivated that by employing local guys 

An Interview with the Funny,  
Fabulous and Frank, Patti Kaplan

Patti Kaplan played hard and she worked hard during her 
tenure at Starlite Car Wash where she left her mark and 
impression on many.

Patti and Dennis Kaplan enjoy a day at the ballpark 
while attending a New York State Car Wash Association 
event at CitiField.
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from North Reading who worked and socialized together. It was 
regarded by many as a rite of passage to work at the “Wash.” 
 Our world is very automated today. That type of service is 
nice, but not necessary. Today’s consumer is self-sufficient. Larg-
er high-volume washes should have some staff on hand to pro-
vide customer support when needed. 

NE: You told me that not living in the town in which you oper-
ate has made life a little easier for you over the years. Can you 
explain and was that intentional?
PK:  It was a personal preference to keep my career and private 
life separate. I think that choice helped me to sustain a profes-
sional demeanor in the community and still maintain my fun-
loving side with friends and family. For me that helped separate 
my worlds and provide better focus for each. It must have been 
intentional. I have not moved for 41 years!

NE: In our last interview you noted that the wash had a garden 
on site and that it made the carwash “homey.” Is it still there 
and how did that come about?
PK:  The garden and the gazebo are part of an outdated model. 
By the time this is in print the area will probably be dotted with 
vacuums.  Bobby Paisner (of ScrubaDub Car Washes) once gave 
me excellent advice. He said, “Pave and maximize the use of your 
land.” He was right.

NE: What advise would you give to anyone entering the indus-
try today?
PK: Carwashing is not an easy business. We have a lot of moving 
parts in our industry, and they are changing faster than ever. Be 
sure to look carefully before you leap and know with whom you 
are leaping.  

NE: If you could tell your 20-year-old self anything, what 
would it be?
PK:  Embrace the unexpected. Understand that life sometimes 

Kaplan added bays 
to the wash in 1999.

The late Tom Rando, Patti Kaplan, Ron Bousquet and Steve Scharmett of Key Road 
Car Wash in Keene, NH, at an NECA bus tour when Kaplan was president.

The gazebo, according 
to Kaplan, is part of an 

outdated model that the 
new owners will likely 

remove and replace 
with vac islands.

Starlite Car Wash, built in 1970, was a right of passage for many in the town of North 
Reading, MA. Kaplan’s father purchased the site in 1971 and turned it over to Patti in 
1993 while overseeing a massive remodel. The site was sold in 2021. 

Continued  …
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does not unfold according to plan. That is okay. It is the way you 
view and deal with the surprises that matters most.  
 Carwashers are a crazy bunch. I am so lucky to have had the 
privilege of being part of that bunch. Thank you all for looking 
out for me in every way possible over the years. 

From the Editor: 

Patti Kaplan has been a true force and guiding light in this industry. 
Her wit, wisdom and levity for tackling life has left an impact on me, 
and no doubt the hundreds of other carwashers she has touched. We 
wish Patti, and her husband Dennis, a happy and healthy second act.

I’m sure it will be anything but dull!   NC

An Interview with the Funny, Fabulous and Frank, Patti Kaplan … continued

A definite blast from Starlite's past.  
When was the last time you priced "The Works" at  $6.50?
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 Samantha Snow is the daugh-
ter of Michael Snow, owner of Main-
tenance Tech Inc. (MTI), Portland, 
ME. Sammi dreams of becoming an 
FBI Special Agent and to that end, 
she will enter the University of New 
Haven’s Criminal Justice-Investiga-
tive Service Program this fall. The 
University recognized her exceptional scholastic, athletic (la-
crosse, field hockey and competitive rifle shooting) and commu-
nity service by presenting her with a Distinguished Scholar Award.

 Michael Connolly, who has 
worked for Sandwich Car Wash, 
Sandwich, MA, since high school, will 
be entering his senior year as a busi-
ness management major at UMass-
Amherst. For the first time, he will be 
living on campus. If his name sounds 
familiar it is because Mike, when a 
Cape Cod Community College stu-
dent, was our 2019 Thomas Rando 

Scholarship recipient. He again impressed our committee by his 
work ethic, maturity and determination to reach his goals. 
 The NECA Scholarship Committee is confident that these 
outstanding young people will be successful, and is pleased to 
be of some small assistance.  NC

 The New England Carwash Association (NECA) is so 
pleased to introduce its 2021 Scholarship recipients. Since 
2011, including this year, the association has awarded 
$30,000 in scholarships to deserving member company em-
ployees or their children.
 Each year, the association awards one scholarship in mem-
ory of Tom Rando to an applicant who embodies the values 
and talents of Tom Rando, an entrepreneur, innovator and re-

spected industry leader. The 2021,  
the Thomas Rando Scholarship 
recipient is Danny Rodriguez, 
whose father Albeiro, works for 
ScrubaDub in Woburn, MA. Danny 
will be entering his senior year at 
UMass-Boston, graduating with a 
degree in Exercise Health Science. 
Upon graduation, he plans to take 
the physical therapy (PT) assis-
tant exam and enter a PT doctoral 

program. In high school, Danny was a high honors student and a 
three-sport athlete, as well as a member of other student organi-
zations. During his junior year, he was chosen by Beth Israel Dea-
coness Medical Center to be part of their summer health corps 
volunteer program. Currently, he is working full-time as an oper-
ating room attendant for the Medical Center while maintaining 
his high academic standing.

Congratulations to This Year’s 
NECA Scholarship Winners!
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WELCOME NEW NECA MEMBERS

Car Wash Pro’s LLC
100 Park St., Ayer, MA 01432
978/942-5757
Sales, installation & service of WashWorld inbays, InnovateIt 
tunnel equipment, Simoniz USA
Chemical and more. Site evaluations.
Contact: Chris Lindley, clindley@tcwpros.com

Cross Insurance Agency
75 Portsmouth Blvd. Ste 100, Portsmouth, NH 03801
603/812-2624 
www.crossagency.com 
Commercial insurance: Liability, property, Worker’s Comp, 
garagekeeper’s, business auto 
Contact: Meeghan Sheckler
Cell: 207/347-1903, meeghan.sheckler@crossagency.com

Gaudette Insurance Agency, Inc.
One Plummers Corner, Whitinsville, MA 01588
508/266-6456, www.gaudette-insurance.com
All lines of insurance.
Contact: Rick Anderson, randerson@gaudette-insurance.com 

New England Car Wash Connection
4b Cronin Road, Exeter, NH 03833
603/580-5344, info@NECWC.com
www.necwc.com
Sales & service of Belanger, Simoniz, Carolina Pride, Pur-
clean, AUTEC, DRB, All Paws Pet Wash, New Horizons, 
Huron Valley, Airlift
Contact: Chris Loiselle, President

VIP Car Wash of Bloomfield
56 Granby Road, Bloomfield, CT 06002
www.vipwashbloomfield.com
860/206-0639
Full service, detailing, C-store
Contact: Kevin Santos, kevsantos256@gmail.com

Welcome Back!
National Carwash Solutions
www.ncswash.com 
Sales & service of MacNeil, Ryko, CSI Lustra & Cleantouch, 
Vacutech, TSS Signs, Carolina Pride
Contact: Jim Waterman 
978/337-9660, jwaterman@ncswash.com  NC

NECA’s Mini Tour and Social 
Event - Let’s Get Together!
 On October 26, the New England 
Carwash Association (NECA) has 
planned a special event that com-
bines so much of what the member-
ship enjoys: touring carwashes, foot-
ball, food and conversation. There’s 
nothing like getting together “in per-
son,” something we’ve sorely missed.
 At 1 pm, a luxury motor coach 
will depart from Gillette Stadium 
to take attendees on a mini-tour of 
the RoJo location in Norwood and 
its newest wash in Walpole. At 4 pm, we will return to Patri-
ot’s Place where we secured a Patriots Hall of Fame tour for all 
to enjoy. At 5 pm, our annual awards presentation and social 
gathering will begin at CBS Sporting Club. At 5:45 pm, a buffet 
dinner will be served. All are invited to enjoy the ambiance and 
company of this special location until 9 pm.
 Join the membership for the full event or just the eve-
ning social gathering. Register through the NECA website 
at www.newenglandcarwash.org  NC
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 As we begin to return to “normal,” I have been wondering about the Pandemic’s 

lasting effects. The initial weeks of the Pandemic were a chaotic time, filled with uncertainty 

for all of us personally and professionally. Businesses were forced to close and employees 

furloughed, laid off or terminated, and schools were shut down and college campuses were 

left deserted while millions learned what WFH (working from home) meant. 

 Looking back, it was all surreal. In late March of 2020 my oldest son was in the 

second semester of his senior year. He was returning from a volunteer project with Habitat for 

Humanity to his college campus in Rhode Island when they called and said, “Come pick him 

up, and we will see him again in two weeks.” That two weeks turned into a month and then in 

mid-May we were told that he would not be going back.  

 Returning to his college dorm room mid-summer to collect his “stuff ” was a bizarre 

experience. It was as if they vanished into thin air, dishes in the sink, food in the fridge and 

books still on the desks. His graduation was “virtual,” sitting in the living room we watched 

and listened to pre-recorded speeches from his professors and waited for his name to scroll 

across the screen — not exactly the same as walking across the stage collecting your diploma, 

shaking hands and being congratulated by the college president.  

 Several weeks later his diploma unceremoniously arrived in the mail.

Fast Forward 

 Now that things are heading back to “normal,” what “COVID precautions” will 

remain? It’s clear that things will never be quite the same again, and they shouldn’t be. Thou-

sands of lives have been lost and problems up and down the supply chain have been exposed. 

Businesses, especially small businesses, had to be flexible and continually adapt to meet 

seemingly unending, and often confusing, regulations just to stay afloat. To survive they had 

to change and look at new ways of doing business just to survive.   

 The Pandemic, coupled with the increases in minimum wages and other regula-

tions, increased the push toward more automation and forced operators to review their busi-

ness models. It’s clear that things will not ever be exactly the same.

 As the summer comes to an end, my youngest son will be heading off to start his col-

lege career. There are new health and safety protocols that he will need to follow that were not in 

place when my oldest son started. Things will be different for him, as well. I’d encourage all of us 

to look at what we were doing, what we did to survive and what we can do next to thrive.  

 One of my favorite movie scenes is from “Cannonball Run” a 1981 comedy based on 

a cross-country car race starring some “A” list celebrities of the day. In one scene a driver rips 

off the rearview mirror of his car saying, “We don’t need a rearview mirror, we’ve already been 

there and we don’t need to see it again.” I agree! We should rip off the mirror and look ahead 

to better and brighter times.

 I hope all the members of the New York State Car Wash Associa-

tion are safe, healthy and here’s to a robust “recovery.”

 

 

Walter Hartl, NYSCWA President

NYSCWA NEWS

Officers

Walt Hartl, president

Hoffman Car Wash 

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

518-588-6829  •  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@kncholdingsinc.com

Chris Kubarek, K & S Car Wash 

315/255-1414  •  cjkubarek@me.com

Mackenzie Wilock, Spritz Car Wash 

518/376-7681  •  weekmac@gmail.com

Paul Vallario, Westbury Personal Touch, East Northport  

516/333-8808  •  iwashcars@optonline.net

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 
Suzane.L.Stansbury@gmail.com 
P.O. Box 230, Rexford, NY 12148
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 Sam Cosmano literally knows every 
one of his customers. And that was abun-
dantly clear to me on a warm spring day 
in the Buffalo, NY, suburb of East Aurora. I 
spied some pictures of Sammy’s Car Wash 
& Dog Wash Emporium on the Facebook 
group TalkCarWash and knew that on my 
next drive through western New York I 
had to meet Sam and learn more about 
the wash, its history and his legacy. I’m so 
glad that I did!
 As I teased in the last issue, Sammy’s 
is not a high-tech multiple-site operation 
with fancy signage and an abundance of 
free vacs. It is a single exterior wash in the 
hamlet of East Aurora, about 20 minutes 

from Buffalo, home to approximately 6,000. But what Sammy’s 
might lack is new swag, it more than makes up for in its finished 
product and the attention to detail the owner and his staff give to 
each and every customer. “I try to greet each customer I can,” said 
Cosmano, 54. “And I encourage my staff to do the same. I encour-
age them to grab a towel, look to see where a spot might have been 
missed, and talk to our customers. Customers love the attention, 
and trying to make them laugh or smile goes a really long way,” 
he added. “Our detail buffet creates that opportunity and I’ll also 

Sammy’s is a Shining 
Example of Old School 
Carwashing Done Right
By Suzanne Stansbury

bring out a mini buffer and buff out minor scratches for our cus-
tomers. Personal attention is something that’s hard to come by.” 
 Going the extra mile with his customers was something his 
dad, Saverio (Big Sam), taught him well. 
 “Working side by side with my dad was an education I 
couldn’t buy,” recounted Cosmano. “I learned about business re-
lations and public relations from him.” 

An additional profit center at the wash is its detail bay where Sam does detailing  
services including ceramic applications.

Cosmano added a 
dog wash bay to his 

profit centers and 
hasn’t looked back.
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small kids with my wife Stacy. She did the books, like my mom 
did. I remember starting a savings account with $50 in it.”

Diversification
 Cosmano kept saving and working hard and eventually add-
ed another profit center to his site, a dog wash. “It was another 
way to meet the public and interact with them.”
 Although “Big Sam” was never a fan, Sam saw the potential rev-
enue stream and thought the added profit center might just work. 
After visiting many locations with dog washes in western New York, 
Sam tweaked what he had seen and designed a warm water opera-
tion that was bigger, cheaper and easier to clean. He even added a 
number of specific options to the menu including hypoallergenic 
shampoo, cream rinse, as well as a de-skunk, oatmeal and flea and 
tick selection. A plain water rinse and blow dry completes the ser-
vice for $8 for 15 minutes. “The only thing we suggest bringing is a 
towel,” he said. “But in case you forget, we have some extras.”
 Cosmano credits his club program, a monthly Express pass 
for $24.99, a 90-day Deluxe unlimited pass for $99 or his 6-month 

Wash History
 Sam’s dad, “Big Sam,” was a Second Lieutenant in the US Air 
Force from 1952-56. At the end of his service he met his wife, Marie, 
in Niagara Falls. Although he never graduated from high school, he 
worked in the construction business, and for some extra cash at a 
carwash. Eventually, he became the manager of eight locations and 
the part owner of two of them. He purchased the wash in East Au-
rora, then named Aurora Car Wash, in 1974 and opened with the 
help of his nephew Mike Mctigue. His motto was “hard work and 
customer satisfaction,” something Sam strides for daily.
 So, it’s a given, really, that Sam would follow in his father’s 
footsteps. “I would come to work as a kid, and than when I could 
drive it was weekends and then I was invited into the business in 
1987,” he said. 
 The two worked side by side into the 2000’s before Demen-
tia set in. “Big Sam” stopped working at the wash in 2006, and 
passed in 2013. Sam’s mom, Marie, who did all the wash’s books, 
passed in 1996. Sam’s dad remarried after his mom’s passing, 
which complicated business matters a bit before Sam’s dad 
passed, so in 2012 Sam basically had to start over. It was at this 
point that the wash name changed to Sammy’s Car Wash & Dog 
Wash Emporium.
 “Just before dad died, I had to basically start from scratch 
and had to depend on experience and take some chances (imple-
menting a club plan, for one), said Cosmano, “while raising two 

This East Aurora, NY, exterior was run for many years by the father and son Team of “Big Sam” and Sam Cosmano.

The tunnel features  
Motor City and Belanger  

equipment serviced by 
WNY Car Wash Systems.

Continued …

The team from Sammy’s: Joe Wagner, Matt Norcia, Sam Cosmano and Trey Spaun.
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Deluxe unlimited pass for $199, with providing another steady 
stream of revenue he can rely upon. He also recently added a $12 
upgrade to his pass that includes a ceramic coating from Quest 
Car Care Products. “When club washing came around I jumped 
in and haven’t looked back,” he recalled. “The side effects began 
to pop up, such as chemical costs (minor), chain wear and staff-
ing, but as dad’s words were telling, he said, ‘Always be able to 
run this place alone if you have to.’ (I worked alone here at the 
wash before they finally shut me down for COVID.)” 

About the Wash
 But even though Sammy’s isn’t a super long tunnel, its equip-
ment package packs a punch and produces a really shiny, dry 
car. The 70-foot tunnel houses an 82-foot conveyor that extends 
out of the building. The tunnel equipment features Belanger side 
wraps and Motor City cotton cloth, Belanger mitters and a 70-hp 
Motor City Dry N’ Shine unit. The rinse arches are being changed 
over to Motor City while ZEP and Quest provide chemical. The 
tunnel controls are Compuwash and Washify, and parts and sup-
plies are from Dultmeier Sales. Cosmano said WNY Car Wash 
Systems’ Joe and Nick Muscarella will be installing a new Motor 
City conveyor this fall as well as some new tunnel wall material. 
They have been servicing the wash since “Big Sam” ran the ship. 
“Sam is a lot like his dad,” recalls Joe Muscarella. “He’s very hands 
on with the customers, but he’s conservative and takes his time 
changing out equipment. He’s not a gambler. He likes to be able 
to afford the equipment he buys.”

 The relationship runs 
deep as one of Sam’s first 
forays into the industry was 
working with the WNY team 
and building some washes. 
“I  literally watched him 
grow up,” said Muscarella. 
“He is extremely involved 
in his community and that 
shows at the wash.”

Wash Options
 Sammy’s Regular wash is $10, the Deluxe is $13 and the 
Comeback is $15 and that option includes a “rain check” where 
you can “come back” in 10 days and get a free wash if it rains. The 
site also features one self-serve bay for oversized vehicles and 
four stand-alone Monorail vacs which are $1 for five minutes. At 
the conclusion of both the tunnel and bay wash customers can 
take advantage of the Detail Buffet that includes towels, window 
cleaner, all-purpose cleaner and trim shine for final touch ups. 
The site also features a detail bay where Cosmano will complete 
a full detail or ceramic polish by appointment. “I learned to buff 
a car when I was 15,” he recounts. “We work on one car at a time. 
There is no assembly line at our wash. Every car has its own time 
to be brought back to its potential.”

Sammy’s is a Shining Example of Old School Carwashing Done Right … continued

Sammy’s owner Sam Cosmano 
greets each customer and  

literally knows their name!

Although the signage may be a bit “old school” it reflects the personality of this exceptional facility and its owner.
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Sammy’s is a Shining Example of Old School Carwashing Done Right … continued It’s a Boy!

 Congratulations to NYSCWA Board Member Mackenzie 
Wilock and her husband Justin on the birth of their first child, 
Rocco Steven Wilock. Not-so-little Rocco was born on June 23 
at 3:38 pm and weighed in at 8lbs 1 oz. He was 20 inches long. 
Mackenzie and Rocco are doing well!

 Congrats to all!  NC

Community Involvement
 Cosmano, like his dad, is extremely involved in the East Au-
rora community. “Being at the wash for 40 years (starting when 
I was 14), I have gotten to know our community,” he said. “Being 
Dyslexic also has given me good people skills. That is what sets 
Sammy’s apart from other washes.”
 Although not far from a Delta Sonic location in either di-
rection (about 15 miles), Sam doesn’t look at the multi-chain 
carwash leader as a threat or competition. “My dad sold a 
few washes to them and I give Ron Benderson (Delta Sonic’s 
founder) huge credit for the dynasty he has created. I give him 
the utmost respect. He and my dad knew each other well, but 
there’s no competition as I see each company providing a dif-
ferent experience.”
 Sammy’s supports the local economy as an employer pro-
viding a lot of high school aged kids with their first jobs or in 
fundraising for youth organizations and schools through hot 
dog sales or guest bartending. “You don’t see those attributes in 
some of the washes today that are just looking to make a profit 
for their investors,” he said. “Our small town means a lot to my 
family. I’m in the volunteer fire department, and I play hockey 
three times a week at our local rink in the winter.
 “We love supporting our local Boys & Girls Club of East Au-
rora just as my dad did. It just comes down to giving back. People 
notice. Embrace your customers and they will return the favor!”

COVID Struggles
 Despite the struggles of the last year due to the COVID shut 
down, Cosmano didn’t let it get him down. “COVID visited my 
house and my community last year,” he said. “The government 
shut down at my business was a first, but after sleeping in the 
first day of the shut down, I spent all the days after at the wash 
alone and cleaning, welding, fixing and preparing to start up 
again. Not a day was wasted.”
 During the shutdown Cosmano installed a new Dry N’ Shine 
unit from Motor City. “In a way it was a vacation of sorts. I’m glad 
I had a savings account, though! And I’m glad I got my PPP loan!”

Future Looks Bright
 Thanks to continued blood, sweat and tears and a real con-
nection with his customers, Sammy’s future looks bright. “I 
hope to have my son, Saverio, 17, (named after “Big Sam”) or my 
daughter, Eliana, 15, see an opportunity in carwashing,” he said. 
“It’s a commitment and a lifestyle which demands time and ef-
fort. I hope they see that. But I also won’t force the issue.”
 For now, Cosmano says he enjoys opening the doors every 
morning. “I enjoy the constant challenges of equipment failures 
and customer challenges. I like when I say, ‘Well, I’ve never seen 
that before.’” NC

Suzanne L. Stansbury is the Editor/Publisher of the Northeast Carwasher. 
You can reach her at suzanne.stansbury@icloud.com
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NE: Mid-Pandemic (late fall 2020), you 
opened your 22nd wash on Troy-Schenecta-
dy Road in Latham. What were the challeng-
es to getting that 160-foot express exterior 
open for business other than the obvious?
TH: The first big challenge was losing the con-
struction crew during COVID which delayed 
our opening by a few months. Next was the 
wash water. We had to dig two wells or pay an 
impact fee of $300,000 to connect to the water 
line in the town of Colonie. We decided to drill 
two wells 200 feet deep with two 20,000 under-
ground storage tanks to buffer the water we need daily to wash 
cars (planning for our busiest day). 
 The quality of well water here is really good so that hasn’t 
been an issue. Just a little bit of water hardness so we have wa-
ter softeners. We were also fortunate that it was low in iron and 
fairly low in dissolved solids. We run the well water through an 
RO unit (reverse osmosis) for the final rinse. 

NE: Are there any other issues you have had to overcome with 
this site?
TH: Another issue is that although we are near a lot of office 
space with a high traffic count, that traffic was reduced dra-

  With ambitious growth goals of reaching 
31 washes in the next two years, Hoffman Car 
Wash’s Tom Hoffman Jr. is bullish on his com-
pany’s upstate New York growth and position 
in an ever-changing market. Here he shares 
some insight on his newest location in the Al-
bany suburb of Latham.

matically due to people working from home and not being fully 
staffed. We should have been busier initially, but things are look-
ing up now.

NE: What kind of investment did it take to purchase the 
land, overcome the environmental issues and equip and 
build the wash?
TH: It was approximately $6 million.

NE: When your company builds a wash they literally build it 
themselves and much of the equipment you also now manu-
facture. The cost savings must be significant and a big reason 
you started your equipment company, InnovateIt? 
TH: We wanted heavy-duty equipment that wasn’t available in 
the industry. We wanted to reduce labor and improve produc-
tion and quality so our focus is on robotic equipment so we are 
able to stop prepping cars. That was the driving force. 
 Our wheel blaster, high pressure blasting arches and chemi-
cal dispensing, as well as our advanced control systems help us 
wash cars faster, better and safer. 

NE: Can you share some of the site’s unique features with us?
TH: Our foam wraparound brushes are cleaning better and safer 
than ever using advanced controls. We are feeling the vehicles 
now 200 times per second over Ethernet with the VFD’s which 
helps get the brushes around the front corners, lightens up 
around the mirrors preventing mirror flipping, and gets around 
the rear ends aggressively to clean better than normal. All this is 

The site is nestled in a residential and 
commercial setting so ample signage 
helps to deter excessive noise.

The new site, which opened mid-COVID, 
is the company’s 22nd wash.

An Interview with

Hoffman Car Wash’s  
Tom Hoffman Jr. on Wash #22
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Continued …

done with one simple valve and a typical air cylinder. It’s the best 
innovation we’ve created going forward.  

NE: Your closest wash is five miles away, and the new $6 mil-
lion Knockout Car Wash, also an express, just opened another 
8 miles from this site. How did you market this latest wash to 
set it apart?
TH: We haven’t done anything exotic or new, really. Direct mail, 
social media, passed out free washes and washed for free from 
time to time right after opening. 

NE: There appears to be some new competition creeping in to 
some of the markets that have been dominated by your com-
pany for many years. What are your thoughts on that?
TH: We are always looking. Building at Rt. 7 helps protect our 
neighboring Rt. 9 facility from someone else building in this area.
 We are aggressively pursuing locations in our market and 
have nine sites planned in the next two years.

NE: You do a lot of the build inhouse which I assume saves you 
time and resources.
TH: It takes 90 days for us to erect, plumb and do the electrical. 
We have the ability to build four to five sites a year thanks to our 
construction crew, electricians and manufacturing some of our 
equipment and building our own motor controls. We are also a 
UL (certified control) panel shop.

NE: You recently built a new $4.8 million corporate office facil-
ity in Albany. Tell us about that.
TH: We have created the infrastructure to expand more rapidly. 
We are leveraging our talent, creating opportunities for our staff 
and continue to expand our footprint. 

 NE: How do you know when a site is a good one? 
TH: Location, location, location. If you put your wash in an A or a C 
location, we think you are still going through the same amount of ef-
fort with the municipality, planning board, etc. You might as well try 

An abundance of landscaping is 
always a staple at a Hoffman site.

The $6 million express exterior uses an array 
of G & G LED Lighting to make it stand out.
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An Interview with Hoffman Car Wash’s Tom Hoffman Jr. … continued

The express exterior 
site features attrac-
tive, welcoming 
signage and happy 
and helpful greeters!

The company does much of the build internally. It takes roughly 90 days to erect, plumb 
and run the electrical for a site like this.

The site features 23 
Vacutech vacs.

to build in an A location to maximize your potential to be successful.
 But you also need to be looking at traffic count, population, 
big box retail, competition (even from your own locations). There 
are so many factors.

NE: Despite all the struggles associated with COVID, the con-
tactlessness of an express model has been a godsend to many 
operators. How much has it helped your business come out of 
the Pandemic?
TH: We were closed for 35 days. After that, our unlimited and 
credit card transactions have increased significantly. People still 
don’t want to touch the screen or press anything.
 Comparing 2019 to 2021 we are up substantially, and favorable 
weather in the first six months of this year helped with that too.

NE: Would you ever contemplate building a full serve again 
given the increasing employee regulations and increase in the 
minimum wage?
TH: Not likely in New York state. With the threat of possible 
scheduling regulations and rising wages we were forced to auto-
mate and wash cars with fewer employees. 

NE: What is next on the Hoffman Development drawing board? 
TH: We have nine washes on the drawing board and are looking 
forward to more growth. 
 We have great talent and a strong infrastructure so we are 
going to capitalize on that.  NC
 

IT TAKES MORE THAN POLICIES
TO KNOW

We know car washes are different from other businesses;
but we also know that car washes are different 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
Office: 518.742.2318
Fax: 607.334.4162

peter.beames@nbtinsurance.com
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Stop Using Yesterday's Information to Make Today's Decisions

Our team consists of experienced professionals that understand advanced operational accounting,
business processes, and workflows to make managing the financial process most efficient.

Contact us today to learn about our accounting solution that allows you to get real-time information while
saving you time to focus on managing your business.

Outsourced, cloud-based accounting services offered by BST Virtual Accounting Solutions
provide better scalability, real-time visibility, and other efficiencies that save you time and money.

Actively working together to make
informed, confident decisions

“The team at  BST Virtual Accounting Solutions (VAS) does a great job of providing proactive
recommendations and financial review. Since we don’t have an IT or Accounting department, we rely on
VAS to review our daily transactions and help with cash flow projections. We would not have been able to
grow our business without the financial information VAS was able to provide or the peace of mind knowing
experts were on our team.”

How Will Your Car Wash Business Benefit?

Efficiency Cost Reduction Expertise

BST Virtual Accounting Solutions Client

Partner, BST Virtual Accounting Solutions 
KBerdar@bstco.com
518-459-6700
Virtualbst.com

Kristen Berdar, CPA, CMA



risk of harm to public health. The employer is required to adopt 
standards and a plan within 30 days of publication of the model 
plans and standards by the DOL. An employer may adopt an al-
ternative prevention plan that exceeds or meets the minimum 
standards as set forth by the DOL standards and model plan.
 “Employee” is broadly defined to include any person providing 
labor or services for remuneration. The plan adopted by the em-
ployer applies to all employees. It includes part-time workers, inde-
pendent contractors and other temporary and seasonal workers.
 Employers are required to provide copies of their adopted 
prevention plan to their employees as follows: within 60 days 
after the DOL publishes the model standard relevant to the 
employer’s industry, within 30 days after adoption of the plan, 
within 15 days after reopening after closure in response to an 
airborne infectious disease and to newly-hired employees upon 
hire. The plan must not only be provided in English but also in 
the employee’s primary language. The prevention plan must also 
be posted in a visible and prominent location.
 This statute also prohibits retaliation or discrimination against 
an employee exercising their rights under the employer plan includ-
ing a refusal to work where the employee believes in good faith that 
such work exposes the employee to unreasonable risk of exposure 
to the airborne infectious disease. The statute provides the employ-
ee with a private right of action against the employer to enforce the 
statute. An employee is authorized to bring an action and seek an 
injunctive relief. Prior to commencement of a civil action against 
the employer, the employee has to provide the employer with a no-
tice of the violation. The employer has 30 days to correct the condi-
tion. If the condition is corrected the employee is prevented from 
bringing the action. There is a statute of limitations of six months 
from the date of knowledge of the violation. Penalties are prescribed 
for non-compliance with the requirements of the plans, which are 
investigated and enforced by the DOL.
 This statute also permits employees to establish and admin-
ister joint labor management workplace safety committees where 
employers have at least 10 employees. This section of the law does 
not take effect until November 1, 2021.
 The clock has started to run out for employers to establish an 
airborne infectious disease exposure plan by adopting the appro-
priate model standard plan. The DOL website 
should be consulted on this as additional infor-
mation and updates including rules and regu-
lations may be posted. Consult legal counsel if 
you have any specific questions.  NC

Businesses Must Protect Employees 
Against Airborne Exposure at Work
By William Y. Crowell, III

 New York State has enacted new mandates on businesses to 
protect employees against occupational exposure at workplaces 
in the event of airborne infectious diseases. The New York Health 
and Essential Rights Act (New York Hero Act) was signed into 
law by Governor Cuomo on May 5, 2021. A subsequent chapter 
amendment was signed into law on June 11, 2021.
 As required by the New York Hero Act, the New York State 
Department of Labor (DOL), in consultation with the New York 
State Department of Health, has published the following: a gen-
eral model prevention standard, a model airborne infectious dis-
ease exposure plan and various industry-specific model plans. 
The foregoing information is posted on the New York State DOL 
website at dol.ny.gov/ny-hero-act. The general template may be 
used by the carwash industry.
 The model standards and plans establish minimum require-
ments for preventing exposure to airborne infectious disease. 
The model plan does not go into effect until the Commissioner 
of Health designates an airborne infectious disease as a highly-
contagious communicable disease, which presents a serious 

LEGISLATIVE UPDATE

William Y. Crowell, III

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

Kathleen M. Caminiti, Partner
kcaminiti@fisherphillips.com

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.

The Employment Equation
is changing faster than ever for employers.

430 Mountain Avenue, Suite 303, Murray Hill, NJ 07974
fisherphillips.com
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~Polycarbonate Carwash Doors
~Insulated Washbay Doors
~Stainless Steel Garage Door Parts
~Air-Powered & Electric Operators

1-800-233-1487
carwashdoors.com

Tunnels Automatics Self Serves Truck Washes

When you partner with American Garage Door Supply, you benefit from over 
30 years of experience manufacturing high-quality door and operator products 

for use in demanding car & truck wash applications.

Visit Our Youtube Channel

Product Demo’s | Maintenance/Repair Tips 



Kaboom!  
What Do We Do Now? 
By Dave Snyder

 Three O’clock Saturday afternoon and the sun is out after 
several rain-filled days and there is a line of cars at the wash. The 
money is rolling in as fast as the next car being washed. What 
a perfect day to be in business. Five minutes later, from inside 
the wash, you hear an engine revving and tires squealing just 
before you hear the crash from a sudden impact. As you turn to 
look you see a red Subaru Forester which just hit a silver Lin-
coln Navigator exiting the wash. There is heavy damage to the 
Subaru, and you hear someone screaming and crying for help. 
Emergency services has been called, there are injuries; you have 
managed the incident in the best way possible while waiting for 
help to arrive. But your work has just begun. It’s time to investi-
gate what just happened. 

It’s Not Over Yet
 Some may say emergency services came and handled the sit-
uation and the police took reports, so I am done other than mak-
ing sure everything is cleaned up for reopening. Unfortunately, 
to protect the best interests of your operation, an internal inves-
tigation and complete incident report should follow. The same 
process should happen anytime there is an incident on site, even 
when the wash was not at fault. The incident happened on your 
property and you have a right to make sure you have all the docu-
mentation you need. Too many times washes have been caught 
off guard and left holding the bag, unable to defend themselves 
months after an incident when an involved party could not get 
compensation from the source they should have. The next step 
they take is coming after the wash, trying to spin the fault some-
how onto your operation. Sadly, it’s just a natural progression. 
Many times, after an attorney gets involved, they put any party 
they can on notice of a pending suit, or request you notify your 
insurance carrier of such. The best way to protect yourself is to 
have a policy and procedure to document every incident that 
happens on your property. This way, you and your staff are well 
versed should one day there be a catastrophic incident such as 
the one noted above. You may need to recall specific details of 
the incident months or years down the road. Will you remember 
them clearly without documentation from that day? Will the staff 
that were there when it happened still be working for you to help 
recall the details? Did you capture the incident on video and copy 
it to a backup so you can pull it up later? 
 What about photos from around the incident to show what 
happened up close, in addition to any video footage? In this 
piece I am going to cover the documentation you should have 
following an accident or incident on site and show why it is so 
important to be consistent in your documentation. You want 

it clear, long before something happens, who is to take charge 
should you not be on site or available. This is another area to add 
to your annual training regimen.

Incident Report Is Critical 
 A few things we have learned in the insurance industry is hav-
ing a formal incident report form which gathers information we 
might need to process and potentially defend any claim is para-
mount alongside timely reporting. The longer the delay in report-
ing the higher the payout and handling expenses seem to go; this 
is a proven industry fact. I want to move forward here and detail 
the key elements that you really need to have documented:

Date of incident

Time of incident

Type of incident: Vehicle Damage – Property Damage – 
Customer Injury

Customer/Employee information for each party involved to 
include the following:
Full name, phone number(s), email address,  

complete home or business address

Vehicle Information for each party involved to include the 
following:

Year, Make, Model, Color, Vehicle Identification Number 
(VIN)

Vehicle owner’s insurance information to include:
Carriers name, policy number, agents name and phone

Injuries: If yes, gather the following information

Age of injured party(s), occupation, description of injuries.

How did the incident occur? – provide a narrative

Weather conditions at time of incident

Was the accident reported immediately to a company 
employee?

If yes, name & title

Were police notified?

Was a police report filed?

Add report number & date filed

Were Fire and EMS notified?

SAFETY FIRST
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Continued  …

Was there video footage? – If so, secure it for the  
investigation

Were photos taken? – document up close and from many 
angles to show what happened

Have diagrams of a vehicle showing all sides to indicate 
where damage is located

Was the area of property or building inspected for damage 
after the incident?

Note by whom, list any equipment or area of property/
building damaged

Witness information for each person who saw the incident:
Full name, phone number(s), email address,  

complete home or business address

Get a signed witness statement describing what they saw 
and heard

Contact information for the official carwash representative 
to be contacted to discuss the incident:
Full name, phone number(s), email address,  

complete home or business address

Signatures: Get signatures from the parties involved indi-
cating the information in the report is accurate.
Include: manager’s signature, attendant signatures,  

signatures of parties involved (customers) 

 I can hear the voices from many now saying this is a lot of 
work and will tie people up for a while; we are busy and need 
to get fully operational right now. By training key staff to know 
what to do ahead of time, it will help reduce the time it takes to 
process an incident. Hopefully, this is not a frequent occurrence. 
If it is there are a lot bigger problems you should look at to get to 
the root cause of why. 
 Any time a customer comes and says my car was damaged, I 
just fell over in that area, or this or that just happened, take it se-
riously. This course of action can save you headaches and money 
down the road, even if you know the person in front of you could 
be trying to get you to fix damage not created by the wash, or pay 
for something else that is not your fault. 
 Have a formal process that is consistent to show the person 
you take these reports seriously. Stay calm and start gathering all 
the information listed above. If they complain, tell them this is 
your procedure to investigate and document the issue. Indicate 
you need to have full information to properly process what ex-
actly took place, including what happened leading up to the is-
sue. This tactic will help some of those fraudulent claims go away 
when they see it is not going to be easy to fleece the operation for 
a few bucks. 
 The same goes for any property damage accident in your 
tunnel or any other areas on the property. We have seen too 
many times where a wash was not at fault for an accident, an-
other driver was and later down the road the wash gets dragged 
into a legal action for one of the parties to get satisfaction. 

 In the beginning of this article I painted a picture of an in-
cident occurring at a wash. Look again now that you have seen 
what types of detail you should gather to have the proper docu-
mentation. Note there was the day of the week it happened, a 
time frame, and the weather was noted just for starters. I men-
tioned sounds heard just prior to the crash, followed by visuals 
of exactly what you saw as you turned to look and heard after. 
There were basic vehicle descriptions, notes of vehicle damage 
and injury. The more detail you can provide the better. Just be 
sure when documenting any incident or claim you stick to the 
facts of what you saw or heard. Be sure to leave opinions out of 
the documentation. 
 When asking for witness statements, be sure to tell them to 
do the same, just write down the facts. Be sure the documenta-
tion is legible so it can be read again later and by those who will 
be processing a potential claim. If no one can read it, including 
yourself, you just wasted your time. You may also need to use 
more than just the room on the incident report form to give a 
narrative of the incident, so make sure extra paper is available. 
Many like everything to be electronic, which is okay, but be sure 
to have your incident report forms available in print version as 
well so they can start to be filled out immediately after it is safe 
to start collecting information. The paper versions also allow all 
parties to sign the report once completed.
 You might be asking, why is it important to get signatures 
from the parties involved such as witnesses and staff complet-
ing the reports? When you ask someone to sign a document, 
you are asking for validation the information within it is true 
and accurate. You are indicating all parties are agreeing to 
what is in the report or the statements taken are true. This 
may also help weed out some of those who might be trying to 
squeeze the operation for some cash. Watching and reading 
their body language and statements will help you in the long 
run. Don’t be afraid to add statements into your documenta-
tion. If they refuse to sign, do not get into a confrontation, just 
simply note they refused to sign the report. The lack of their 
signatures, along with the documentation of such, adds to the 
big picture.

Make a Check List
 As part of your accident or incident investigation process put 
together a checklist for your staff to follow in the event you are not 
on site when the process needs to be started. Include whom to call 
for different types of emergencies, and specific pictures needed. 
Remind them to secure video footage, to complete incident re-
ports, and get copies of police reports. The more prepared they are 
ahead of time the better. I am also going to stress it again, please 
take the time to do training and hold discussions with those who 
will be delegated to initially handle an incident on site. These can 
be very high stress times as people can be very angry and irate. 
The cost of vehicles these days are also driving the rate of anger 
up when they become damaged. Teaching staff to remain calm 
and refrain from yelling when frustrated is going to be their best 
course of action. Teaching them what to say and what not to say 
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NYSCWA Hosts Hiring Zoom
 The New York State Car Wash Association (NYSCWA) 
held a ZOOM call in June titled, “Hiring During a Pandemic.” 
The ZOOM was led by NYSCWA President Walt Hartl and was 
open to the membership as well as 
members of the Carwash Operators 
of New Jersey and the Connecticut 
Carwash Association. A panel of in-
dustry leaders shared their thoughts, 
experiences, challenges and success-
es with finding and retaining employ-
ees during these challenging times. 
“The topic was more than timely and 
the contributions from the panelists were insightful and tan-
gible,” said Moderator Hartl. “I walked away with a few things 
that we aren’t doing in our operation so that was great. We’ve 
got the ZOOM up on our website, nyscwa.com, for viewing. I’d 
definitely check it out.”

 The hour-long ZOOM featured 
Panelists MaryEllen Olenyk, Director 
of Human Resources for Hoffman Car 
Wash in Albany. Olenyk oversees 700+ 
employees and has HR and hiring ex-
perience on a massive scale.

 Steve Sause, Executive Vice 
President with Cloud 10 Car 
Washes in CT/NJ/FL/PA, is a 
seasoned industry veteran with 
experience as a supplier and an 
operator. 

 And Anthony Manning, 
General Manager with Sche-
nectady’s Colonial Car Wash, 
had the association’s boots 
on the group view of hiring 
on a smaller scale but still 
with the challenges faced 
by the two larger operators. 
He began at the wash at age 
17, and has worked his way 
up the ranks to now oversee 
the five-site operation in The 
Capital District.  NC

To view the ZOOM 
link visit nyscwa.com

Hoffman Car Wash, like many 
other washes, is finding it chal-

lenging to attract and retain great 
employees given the competitive 

salaries being offered today.

is also a huge component of this training. Did you know, a simple 
statement such as, “Don’t worry, it’s going to be ok. We will take 
care of everything,” meant as good will to calm the situation, can 
be used against you when not at fault? This statement by an em-
ployee can be a conveyance of accepting the responsibility, espe-
cially if witnesses can say, “Yes, we heard that.”  
 Bring in some people you know to do some role playing be-
fore or after a shift, and let staff watch different scenarios unfold, 
even if they are not the ones going to be filling out the report. Any 
one of them might need to complete a witness statement. It is 
just as important that they too are educated in how this all works. 

 The biggest keys to protecting your profits are training 
and documentation. Don’t let your wash sit unlocked to the 
world because you did not take the right 
actions when you needed to — long before 
anything happens!  NC

Safety First … continued

Dave Snyder is a Rick Management Program Spe-
cialist with Carwash Insurance Program by McNeil 
in Cortland, NY. You can reach Dave at dsnyder@ 
mcneilandcompany.com or 607/428-2147. Dave Snyder
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 In the mid 1980’s I had breakfast with Burt August. We were 
putting the final pieces together so I could lease a building from 
him and install a carwash. We were sitting in one of his favorite 
meeting places, Fox’s Deli.
 Burt was the founder of the very successful chain of busi-
nesses called Monro Auto Services, (originally Monro Muffler) 
with currently more than a thousand locations. He was a very 
successful entrepreneur with years of experience. I, on the other 
hand, was a younger entrepreneur wannabe.
 As we finished our agreement I asked him a final question. 
“Burt, you’re a very successful businessman. Off the top of your 
head, what advice would you give me as I work on my own entre-
preneurial skills.”
 Without any hesitation he answered, “Ray, don’t be afraid 
to walk away from a deal if it does not feel good or isn’t going 
right. If it is not falling in place, if it is a mess putting it together, 
it is pretty good odds that it will also be like that afterwards. 
 “Remember, there is always another deal around the corner, 
even if you don’t see it now. You won’t be able to do it if you are 
tied up in a mess.”
 If it’s a mess putting it together, there are pretty good odds 
that it will be a mess on going. If I had practiced Burt’s guidance I 
would have saved much aggravation and a lot of money over the 
years. I always seemed to remember Burt’s story “after,” instead 
of before. A great piece of advice that experience comes to know.
 Referring to that same philosophy Burt had taught me, what 
signal was my body giving me? Until I heard it from him, I only 
applied this type of awareness to my personal health and well be-
ing. For some strange reason, it had not arrived in my life while 
focusing on a business deal or situation. 
  I knew but was not aware that I knew.
   I did not know that I did not know.

 Connecting body senses, like a gut feeling, with letting go 
and being aware of it all. I had to “Let Go” of my belief of how a 

business deal unfolds and now view it with an open mind while 
also using awareness of what my body senses were telling me.
 What it opened for me is a way of looking at things from per-
spectives other than the one I currently had. I used to be mainly 
focused on the financial issues, and I still am, but added turn-
ing on my curiosity awareness and my body messages. We don’t 
know what we don’t know. So how do we grasp that deep think-
ing style?
 How do we learn to listen to, and be aware of, our body sens-
es and what they are telling us? 
 What happened and what I learned is that over the years 
it may not have been the catalyst for many decisions, but it was 
certainly supportive. The aspect of being aware and paying at-
tention to how things “felt,” in a business setting became clearer. 
I learned through many personal development courses, books 
and exercises to always be aware of what I sensed, or felt, and 
take that into consideration. 
 I did not always follow my feeling senses in the moment, 
however. I was not aware until I looked back later and thought, 
“Oh Nuts” or something stronger.
 I am using the term “Gut Feel,” as one example of many body 
senses that talk to us. Did we just swallow or clear our throat? 
Rub our forehead? Scratch our head? Change our breathing? 
Feel a stiff neck? Blink more than normal? Feel our weight shift 
away or toward something? Have a feeling of impatience? 
 Other examples of “Letting Go” include letting go of the be-
lief that you are not good enough will allow Intuition & Creativ-
ity to flow. Replace that belief with thoughts and examples of 
personal confidence. 

Letting go of the need to be right or correct

Letting go of fault finding and the need to blame

Letting go of believing it was my fault

Letting go of thinking, “I should have …  
or I shouldn’t have …

Letting go of following a life path based on others’ thoughts 
or their beliefs.

“Letting go creates space for our mind and our energy.” 

– RWJ

A Story of Impatience
 Here are a couple examples of day-to-day things I believed 
and had to let go. 

Letting Go of a Belief That 
Things Have to be a Certain Way
By Ray Justice

CONNECTIONS 
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 After taking a personality profile test at a business man-
agement course I received a big surprise. The results were on a 
scale of one to 10. Was I a One, meaning very Impatient, a 10, 
meaning extremely Tolerant, or in the middle as a Five? Most 
people who know me, I believed, would say I was a seven or an 
eight, very tolerant.
 I actually came out a One and said to the Instructor, “I’m 
not a one.”
 She replied, “He says, impatiently.” 
 My next sound was a groan, Ouch! Then it was explained to 
me that I was making impatience “wrong” and a negative when 
actually it was my body letting me know something before my 
mind knew it. So, now Impatience becomes a gift for me. When I 
feel Impatient it is not time to make a big decision or maybe even 
talk to someone. 

 My body, signaling me ahead of my thoughts — what a gift. 
In earlier years, when I experienced acid reflux after eating, I 
would eat a slice of bread thinking that it would “soak up the 
acid.” Little did I know that bread itself, wheat gluten, was the 
problem. A health example of not knowing what I don’t know.
 Start with setting your Intention. Not just what you want to 
“get,” but even more, how you want “to be.” Think of Intention as 
a focus of energy. What do you want to express or experience? 
Who do you want to help?
 Here are some examples of talking to yourself about focus-
ing on your Intention. “Having a sense or feeling of the Intention 
of what is next, sets it into happening.”

Intention Statement Samples
It is my Intention to have a good night’s sleep

It is my Intention to make healthy eating choices today 

It is my Intention to pay attention to my thoughts

It is my Intention to clear my mind of my negative,  
fear-based, thoughts

It is my Intention to release negative thoughts about myself

It is my Intention to release negative thoughts about others 

It is my intention to change the way I …

 With Intention you are telling yourself what you really want 
and as strange as it sounds, it makes a difference.
 This could be described as simple, yet it takes a decent 
amount of practice. When you do create this new habit you 
will begin to see, at first, that it is not easy, yet powerful. 
Thinking and belief habits need to change and that is where 
the work comes in.

Ray’s Current Beliefs 
 I believe that we are all naturally creative human beings 
and “all” means every single one of us. We create from our in-
ner space or inner environment which refers to our thoughts 
and imagination guided by our beliefs (many of which we are 
not even aware of ). 
 How peaceful and still we are internally, combined with 
our thoughts, beliefs and feelings, is a major factor in what 
we are creating. A crowded, busy mind misses a lot, often 
steering things away from what we really want. Once you 
see it, feel it, and be it, automatically you will be clearer with 
your possibilities.
 In any given moment, how I am feeling about me is 
picked up by you and vice versa. We exchange energies that 
affect and have an impact on what we will be creating next.
 When our minds are too busy with thoughts, doubts, 
fears, anxieties and even with just busy “to do” noise, we are 
not aware of or tuned into our natural intuition and our con-
nected creative forces.
 One of the most important factors during any interac-
tion, or decision, is how you feel about yourself. A beginning 
step toward greater creativity, communication and connec-
tion is one that sounds very simple, well it actually is, but 
it takes practice and an inner trust feeling, confident of a 
deeper knowing.
 I will end with this quote which I often used to remind 
myself:

“About your thoughts, 
           don’t believe them? Be curious and wonder 
where they came from, but don’t believe everything 
they say.”    – RWJ

 What if … you decide to look at things differently and start 
to do things differently? If you don’t know what you don’t know …
what if …  NC

Ray Justice

Ray Justice is an entrepreneur, poet and creativity ex-
plorer. He is a former carwash operator and past presi-
dent of the New York State Car Wash Association. Visit 
him at ThoughtCompass.com where he offers two Free 
courses, Ideas to Wonder and A Good Night’s Sleep. 

Northeast Carwasher, Fall 2021  | 111



Advertising space reservations for the Winter 2022 issue are due November 5, 2021.
Suzanne.Stansbury@icloud.com

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

DIRECTORY OF ADVERTISERS
Huron Valley Sales ��������������������������������������������������������������������������������� 47
Hydra-Flex, Inc���������������������������������������������������������������������������������������� 15
Innovative Control Systems (ICS) ���������������������������������������Back Cover
InnovateIt ������������������������������������������������������������������������������������������������ 39
International Drying Corp� ����������������������������������������������������������������� 109
J & M Car Wash Builders ����������������������������������������������������������������������� 69
JSCM �����������������������������������������������������������������������������������������������������������61
Kirikian Industries LLC �������������������������������������������������������������������������� 81
Kleen-Rite Corp� ��������������������������������������������������������������������������������������� 3
Micrologic Associates ���������������������������������������������������������������������58, 59
Modernwash Buildings and Solutions ����������������������������������������������85
Motor City Wash Works ��������������������������������������������������������������������������� 9
My Car Wash Guy ������������������������������������������������������������������������������������ 54
Myrrh Consulting �����������������������������������������������������������������������������������44
NBT Insurance Agency ������������������������������������������������������������������������ 102
NCS ������������������������������������������������������������������������������������������������������������ 35
OPW ������������������������������������������������������������������������������������������������������������51
Peco Car Wash Systems �������������������������������������������������������������������������� 5
Petit Auto Wash �������������������������������������������������������������������������������������� 25
Quinton Insurance ����������������������������������������������������������������������������������75
Ross Brothers, Inc� ��������������������������������������������������������������������������������� 67
Sergeant Sudz �����������������������������������������������������������������������������������������46
Simoniz USA ���������������������������������������������������������������������������������������������� 2
Sobrite Technologies �����������������������������������������������������������������������������11
Sonny's CarWash Services Northeast ������������������������������������������������41
Sonny’s The Car Wash Factory �����������������������������������������������������������115
Washify ������������������������������������������������������������������������������������������������33, 71
Wheel-eez ������������������������������������������������������������������������������������������������ 14
WNY Car Wash Systems ������������������������������������������������������������������������99
Women in Carwash �������������������������������������������������������������������������������� 53

Aerodry Systems ���������������������������������������������������������������������������������������7
Airlift Doors ��������������������������������������������������������������������������������������������� 55
Amplify Car Wash Advisors �������������������������������������������������������������������31
American Garage Door Supply ���������������������������������������������������������� 105
Arlen Company Construction �������������������������������������������������������������� 87
Autowash Maintenance Corporation ������������������������������������������������ 91
Autowash Online �����������������������������������������������������������������������������������114
AutoWash Technologies ����������������������������������������������������������������������� 93
AVW Equipment Co�  �����������������������������������������������������������������������������113
Blendco Systems ������������������������������������������������������������������������������������ 43
BST ����������������������������������������������������������������������������������������������������������� 103
Carolina Pride Carwash, Inc� ��������������������������������������������������������������� 45
Car Wash Systems, LLC� ������������������������������������������������������������������������ 67
Car Wash World �������������������������������������������������������������������������������������� 65
Coast Commercial Credit ���������������������������������������������������������������������� 53
Coleman Hanna Carwash Systems LLC ��������������������������������������������� 16
Con-Serv Manufacturing ���������������������������������������������������������������������� 34
Corporate Consultants International, Inc� (CCI) ����������������������������� 23
Cross Insurance Agency ������������������������������������������������������������������������90
D & S Car Wash Equipment Co�  ���������������������������������������������������������� 95
DRB Systems, Inc� ���������������������������������������������������������������������������������� 37
ERC Wiping Products ����������������������������������������������������������������������������� 53
Etowah Valley Equipment ���������������������������������������������������������������������13
Extrutech Plastics ���������������������������������������������������������������������������������� 26
Everwash ���������������������������������������������������������������������������������������������������57
Fisher Phillips ��������������������������������������������������������������������������������������� 104
G & G Industrial Lighting ��������������������������������������������������������������������� 10
Gallop Brush ��������������������������������������������������������������������������������������������17
General Pump  ����������������������������������������������������������������������������������������38
Grace for Vets �����������������������������������������������������������������������������������������60
Hamilton Manufacturing Corp� ������������������������������������������������������������27

112 |  Northeast Carwasher, Fall 2021







Upgrade Today!

www.SonnysDirect.com or Call 800-327-8723
Make CarWashing Easy

Let us help you Drive Business Forward
Schedule a Demo Today 800-327-8723 Ext. 250

Real Time Updates
New features and system updates 
deployed throughout the year.

Intuitive Navigation
Easy to use navigation. 
Modern user friendly experience.

Plug & Play
No outdated motherboards.
Easy maintenance and repair.

Failing to keep up with the times by using outdated controls technology is risky business. 
Increased costs in fixing issues such as system crashes, lost marketing opportunities and security 

holes are holding you back from growing your business. 

Is Outdated 
Controls Technology 
Costing Your Car Wash?



Visit ICS atVisit ICS at
Booth #601
NRCC Show 
October 4-6thOctober 4-6th


