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MIDWEST
CARWASH ASSOCIATION

PRESIDENT
PAUL COFFMAN
Breton Auto Wash

VICE PRESIDENT
RUSS HICKS
Kwik Car Wash

SECRETARY/TREASURER
STEVE EVERETT
Rowley'’s Wholesale

PAST PRESIDENT
MARK NASH
Spray-N-Shine/Specialty Car Wash

DIRECTORS
SHERYL TURNER ROB DAVIS
Belanger, Inc. Vaughan Industries

KEN ALLMACHER AL HAUSER
Allmacher LLC/Vcard — Superior Shine Auto Wash

SHANE ANDERSON
Carlovers Car Wash/
The Campbell Group

CONTACT INFORMATION

Midwest Carwash Association
120 N. Washington Square, Suite 110A
Lansing, MI 48933
Phone: 517.371.2223 Fax: 888.589.1348
Website: www.midwestcarwash.org

MCA is a membership organization that promotes the
interests of Midwest Carwash Operators through interaction,
education and information. The Finish Line is a quarterly
newsletter published by the MCA. Opinions expressed by
guest writers do not necessarily reflect views of the MCA.
Acceptance of advertising does not imply endorsement or
approval of the product or service advertised. We accept
unsolicited manuscripts and reserve the right to edit.
Please send address changes, membership inquiries, and
advertising requests to the address listed above.

MICHIGAN FUND

workers’ compensation for your industry

Michigan Cleaning Fund
is the vital solution you
can @JW%“@ count on.

¢ Detailed attentionite)
loss control

e Dedicated claim's
adjusting

* Competive ugfront
pricing

Call today for
a detailed quote!

800.686.6640

REGENCY GROUP micleaningfund.org

Michigan Car Wash Association

C & C Underwriters along with Mackinaw Administrators, LLC
have worked together in order to provide a
comprehensive insurance package for members of
The Midwest Carwash Association

Our program is available for:
Michigan, lllinois, Missouri, and Indiana

Through years of experience we have come to appreciate that
no one likes to wait until the end of the year for a possible
dividend. We are pleased to provide you with an opportunity to
purchase insurance that rewards you for your safety record
and good experience at the inception of your policy. Credit
may be given based on your experience and which results
in premium being reduced right up front, so you start saving
immediately!

We would welcome the opportunity
to provide you with a quote!

Please contact: Dale Hourigan, C & C Underwriters
734-422-7850 dhourigan@ccunderwriters.com
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By Paul Coffman
Breton Auto Wash

Last Year an employee asked me
1 if we could have a TIP jar at the
end of our exterior express wash.

| gave it some thought. The few
times | golf, loose change from
my pocket makes it into their TIP
jar on the counter. When | pick
up a pizza, | leave money in the
TIP jar as well. When | eat out, | routinely add 15-20%
to the bill.

So | figured, why not? People tip because they're
impressed with performance---not because they
have to but because they want to.

Time passed. | selected two employees, let’s call them
A and B. First | asked Employee A if he was getting any
TIPS. After saying “Yea, some,” | asked him what his
technique was. He told me it was easy. He greeted the
customer, asked how he could help them, and they
typically asked for the basic wash. At the end of his
shift there were usually a few bills and some change
in the jar.

Next | talked to Employee B. When | asked if he
was getting any tips, his response was: “You're not
thinking of eliminating it are you? | make some good
money.” In asking him about his technique, | was not
only surprised, but proud of his answer.

He greeted customers with a smile, and explained the
various washes along with daily specials. He would
also comment on all the bugs on the windshield,
hood, and bumper with the reassuring comment:
“Don’'t worry, I'll get them all.” When time allowed, he
also took a bug brick and gave some areas a quick

B —

FROM THE PRESIDENT

‘once over!
He also said if we weren't extremely busy, he'd extend
the customer’s mirrors and give them a quick wipe
down as the vehicle approached the blowers.

Hmmmmm!!!!

Employee B is giving me happy customers and
promoting customer retention.

After a few days | asked Employee B if his system
always worked. He admitted that most of the time
it didn't, but sometimes he was rewarded. In the
meantime all of his customers are getting a friendly
quality wash.

| had a meeting with Employees A and B. | had
Employee B do most of the talking to give Employee
A some pointers. Now Employee A is happier than
he’s ever been before. But most importantly, my
customers are happier, and that means they are likely
to return.

Just thought I'd pass of my tips on TIPS.

| also just wanted to personally thank everyone for
their participation at the golf outing. We had a great
turnout, and | hope everyone enjoyed themselves!
Hope you're all having a fantastic summer.




By David VanGorder
President, Doyle Vacuum Systems, LLC

Whether you are operating a brand new or recently
refurbished wash facility, or you are operating an older
establishment, you need to keep your vacuums up and running
if they are going to make you any money. Of course, this simple
logic applies to all of the equipment used in your business.

With regards to your vacuums, two things can kill your
profits and have a very negative impact on your overall business.
First, you can have machines that are simply not operable - in
this case your business suffers because you lose any opportunity
to even make a sale. Second, and more common, you can have
vacuums that operate with less than acceptable performance -
in this case you made the sale, but your business suffers because
you end up with an angry customer, who may never frequent
your business again. We've all been to a car wash where the
vacuums don't work very well - it's aggravating — so don't let
this happen at your wash.

Obviously, the best thing you can do for your business is
to keep all of your equipment up and running with the highest
level of performance and reliability possible. The following are
some suggestions (they may seem simple - and they are) as to
how you can keep your vacuums operating at their peak:

1. Empty out the dirt. Simple enough, but you would be
amazed at how many people neglect their vacuums in this way.
Remember that every time the vacuum turns on, the turbulent
airinside can cause some of the dirt collected inside the vacuum
to become airborne, which in turn, loads up the filters and
leads to restricted airflow and suction power. In addition to
decreasing the performance of the vacuum, operating this way
will put a heavy strain on your vacuum motors and will cause
them to fail prematurely.

2. Keep your filters clean. Whether you have cartridge
filters or filter bags, you need to keep them clean - if the filters
are loaded with dirt, they will restrict the suction of the motors
and will reduce the performance of your vacuum. Before you
empty the dirt out of your vacuums, always knock or shake the
dirt from your filters first. Further, from time to time, it is a good
idea to remove your filters and thoroughly clean them. You can
simply shake them out real well, hose them off, or run them
through the washing machine (just be sure they are dry when
you put them back in). Again, dirty filters can lead to decreased
vacuum performance and can put a heavy strain on your vacuum
motors. HINT: Keep one or more spare sets of filters on hand to
help facilitate the cleaning process.

3. Check the dirt door latches and seals. Whenever you
are cleaning out the dirt or checking on your filters, inspect the
condition of your dirt door latches and seals. When closed, your
latches should hold the dirt door tightly shut. Your dirt door
gasket should show signs of a distinct impression all around
the perimeter, and there should be no foreign material on the

Maintain Your Vacuums
Maximize Your Profits

surface of the gasket where it makes contact with the tank.
HINT: If your dirt doors seem loose, or your gaskets have become
highly compressed, you might want to consider putting on new
dirt door gaskets for a better seal.

4. Inspect your hoses, tools, and cuffs. From time to time,
inspect the condition of your vacuum hoses, tools and cuffs.
Make sure nothing is clogging the hose and that the hose is
free of any cracks or holes, which could be robbing from the
performance of the vacuum. Also, make sure the hose cuffs and
tools are in good condition. HINT: Keep a few spare hoses, tools
and cuffs on hand for quick replacement when necessary.

5. Test your machines frequently. When you are
performing your routine maintenance and inspection, be sure
to put some money in your machines and run them through
the paces. Be sure the coin acceptor is working, and that the
vacuum is running for the times you have advertised. At the
same time, put your hand over the end of the nozzle and do your
own subjective “suck test” to be sure the vacuum is performing
up to your expectations.

6. Keepsome spare parts on hand. Inaddition to the spare
filters, hoses, tools, and cuffs mentioned earlier, you should have
some other spare parts on hand for your vacuums at all times.
Keep a couple extra motors, sets of motor brushes, a timer, and
a spare coin mechanism on hand at all times. Having a small
reserve inventory of spare parts can make you a lot of money
in the long term - you will minimize any downtime with your
machines, and you will avoid expedited freight charges when
you have just got to have that new part by tomorrow.

As you know, your vacuums are going to take a lot of abuse,
but they can also earn you a lot of money - you just need to
follow the simple suggestions outlined above, so you can keep
these machines running and making you a profit at all times.
This leads us to the final suggestion, one that can have as big of
impact on your profitability as all of the others combined, and
thatis...

7. Keep your machines and work areas clean. You can
do all you want to the inside of your machines to keep them
operating reliably and at peak efficiency, but if you neglect the
appearance factor, you will be cutting your profits. People are
ruled by their perceptions, so if they perceive your vacuums to
be old and dirty, they will also perceive that they don't work as
well as the shiny new ones down the street. Since you want
people to come use your wash and you want them to see how
well you maintain your equipment, they need to be able to see it
— keep your machines and your site clean, and people will come.

Inside and out, a clean, well-maintained vacuum is the best
way to insure that you maximize the profits for your business.



Introducing the ProTouch ICON -
a soft-touch wash with a touch-free feel!

roduction of the ProTouch ICON, PDQ is now capable of offering another
option to meet all of your friction in-bay automatic needs.The ProTouch ICON is a new
three-brush gantry style system that offers superior aesthetics, a larger wash envelope,
next generation brush control precision, amazing illumination packages and revenue
generating features that are synonymous with all PDQ vehicle wash equipment.

ProTouch ICON - the next generation in vehicle cleaning systems __

™
+ Gen5 Intelligent Brush Control * ProFlow High Pressure Pump Station
* ProGlow IIIumln?tlon Sy_stem c Tou_chl T(_)uch-_Free_ Wheel Cleaning Scan this QR code with your Smarphone. "I
« ProFlow Pressurized Fluid System  ° Swing Air Oscillating Dryers for ProTouct” ICON video | , S8

Call 1-800-227-3373 For More Information

Feel comfortable in your decision to purchase PDQ Equipment. ﬁ HD E

We are proud to be part of JIT1-:) CORPORATION A Fortune 500 Company. ) Vehicle Wash Systems
PDQ Manufacturing, Inc. 1698 Scheuring Rd. De Pere, W 54115 USA (920) 983-8333 » 1-800-227-3373 WIWW. pdlginc.com A EDWVER) comPaNY




By Jeffrey R. Stefforia, CPA
Stefforia, Petik & Associates, P.C.

do battle over proper worker classification.

Improper classification, while likely to save you
money in the short-term, can result in significant
back taxes, penalties and interest if those workers
are subsequently found to be employees. Many
businesses prefertotreattheirworkersasindependent
contractors because then the business does not
have to pay employment taxes. When workers are
classified as independent contractors, the worker
alone is responsible for all taxes relating to the work,
including all Social Security and Medicare taxes.

In 1987 the IRS issued Revenue Ruling 87-41
which laid out a 20 factor test it uses to determine
who should be an employee and who qualifies as
an independent contractor. While some courts have
used the administrative guidance contained in the
revenue ruling, other courts have chosen to only use it
a“guide” in making their decisions while other courts
have disregarded the revenue ruling altogether.

The Government and businesses continue to

Further compounding the task of properly
classifying an independent contractor is the fact
that most states have their own bureaucracies for
determining whether a worker is an independent
contractor or an employee.

Speaking in the most general terms, if your
worker is someone who reports to work on a routine
schedule, uses the business owner’s tools/equipment,
and operates under your control he/she is most likely
your employee and not an independent contractor
(See IRS Rev. Rul. 87-41). However, if your worker
does in fact qualify as an independent contractor, you
still must provide the worker and the IRS with a Form
1099MISC if the total of payments to them during the
year exceeds $599.

If you determine you have misclassified employees
in the past and wish to begin reporting them as
employees you may benefit from enrolling in the IRS’s
voluntary classification settlement program (VCSP).

Independent Contractor vs. Employee

This program offers significant savings for businesses
that have misclassified workers as independent
contractors but now wish to report their payments
correctly. In summary, it lets the business pay just
10% of the payroll taxes due for the most recent tax
year and prevents the IRS from charging interests and
penalty as well as challenging the classification issue
for any previous year. Those businesses accepted
into the VCSP program obviously have to report their
workers as employees from that point on, but the
benefits of shielding prior years from IRS challenges
and only having to pay 10% of the prior year’s taxes
could be huge.

Other Side of the Coin

While most business owners save money by
treating their workers as independent contractors,
most workers end up paying more in taxes by
being reported as independent contractors. While
these workers may have been very eager to work
for you as independent contractors so as to get the
larger weekly paycheck (remember, as independent
contractors they do not have taxes taken out of their
checks) these same workers will get serious sticker
shock when they prepare their own tax returns and
see that not only do they owe income taxes, but
self-employment taxes too! (Self-employment taxes
being both the employee and employer’s share of
Social Security and Medicare taxes).

In an attempt to get more business to properly
report their workers the IRS has created procedure
for workers to report on their 1040’s that they believe
they should have been classified as employees and
not independent contractors. The worker is required
to give the name and other information about the
business who they believed misclassified them. This
provides the IRS with aroad map right to the offending
business. The IRS then sends a letter of inquiry to the
business and that’s when the misery begins. By then
it is too late to try and enroll in the VCSP so if you
fail the IRS’s test for independent contractors versus



employees, you are going to assessed the back taxes
along with penalties and interest.

Further, if you terminate an independent
contractor who was a misclassified employee,
that worker can and likely will go to their state’s
unemployment office and file an unemployment
claim. Just as with the IRS example above, the state
will send you a letter of inquiry. Also keep in mind that
the states and the IRS share information. So, if the IRS
determines you were incorrect in your classification
and assesses you back taxes, they will notify your
state’s unemployment agency who will then contact
you about taxes due to them. The reverse is true too,
if you are found in violation by the State, they will
notify the IRS.

In summary, the Tax Code does provide for
some workers to be classified as independent
contractors, however to withstand challenges from
the government as well as these workers themselves

you should insure that they meet the standards

covering independent contractors. For help in
determining your specific workers’ status you should

contact your tax advisor to review your circumstances.

Jeff Stefforia is founder and president of Stefforia, Petik
&Associates, P.C. an Ann Arbor, Michigan based certified
public accounting firm.

Judy Dunn
Regional Account Representative
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Computer Solutions for the Car Care Industry

3245 Pickle Road, Akron, Ohio 44312
Sales 800.336.6338 - Website www.drbsystems.com
Cell 330.352.7864 + Email jadunn@drbsystems.com
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Find more information about our comprehensive line of products at www.hamiltonmfg.com or call 888-723-4858.
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The 2012 MCA Bill Boal Golf Outing held June
12th at the Jackal Golf Course in Brighton
was a huge success! We would like to thank
all of the attendees and sponsors for their
participation and support. A special thanks to
Al Hauser, our golf committee chair, for all his
extra efforts, we couldn’t do it without you!

First Place Team: Rowley’s Wholesale
Steve Everett, Russ Arnold, Eric Burrough, Mark Howard
Longest Drive (Ladie’s): Lynnette Peppler

Longest Drive (Men’s): Eric Harrison

Closest to the Pin (Men's): Keith Bates fihankeYou Spcnsors"

Affordable Energy, LLC
Allmacher
AMI Entertainment Network
(Rowe Bill Changers)
Belanger, Inc.
The Cleaning Fund & Regency Group

PECO Carwash Group
Rowley’s Wholesale







“Red Flags” for Identifying
Workers’ Compensation Fraud

«  The claimant is self-employed or has a job that would
Wh|le the majority of Workers’ Compensation Claims are a”OW the Claimant to Work for CaSh Whlle C0||eCting
legitimate, workers' compensation fraud — whether temporary disability.

it is medical fraud, claimant fraud, employer fraud or other, + The claimant’s employer is experiencing financial or
adds to the cost of employers doing business and tarnishes the labor difficulties.

reputations of legitimately injured workers. «  Claimant’s job performance is poor and/or claimant

) ) has taken considerable sick time for unexplained
It's in the best interest of all employers to report suspected illnesses.

workers’ compensation fraud. The following is a list of “Red Flag”
indicators of fraud. However, the identification of any one of the
following is inconclusive as to the existence of fraud; it should
be discussed with your claims adjuster to allow for a closer
assessment of the situation.

«  Accident occurs on the first day of the work week and
is un-witnessed.

«  Claimant is overly familiar with claims process.

«  Claimant has an extensive history of similar claims.

Detecting Workers’ Compensation Fraud Article provided by Regency Group the administrator for the
+  Claimant can seldom be reached by phone duringthe  Michigan Cleaning Fund, a member-owned workers’ compensation
day. program for Michigan operators.

«  Claimant repeatedly misses or reschedules doctor’s
appointments.

- Nature and extent of alleged injuries are inconsistent
with how the accident occurred and/or doctor’s
diagnosis.

The WeatherShield®
All Season Total Protection
Performance Package

SewsecsmnLE PAoouCTE
Fim A HEALTHIES PLANET

Premium protection for your customers.
Maximum water break, high gloss and shine
protection in one package:

Warsaw Chemical Co., Inc.

¢ WeatherShield Foam Polish WeatherShield products are part of PO. Box 858, Warsaw, IN 46581
. the Green Line Solutions™ family Phone: 800-548-3396
* WeatherShield Total of environmentally friendly carwash Fax: 674-261-3884
Surface Protectant products from Warsaw Chemical — warsaw-chem.com

e WeatherShield Drying Agent long a leader in the field. Car Choice®
Find out more on our website today. “If your car could choose.”



HOW CAN YOU INVEST WITH
CONFIDENCE?

Learn to protect yourself.

In a time when many unscrupulous individuals are looking
for opportunities to defraud investors, it is more important than
ever to be educated about potential dangers. The following
information is designed to explain:

1) How our firm is structured to protect you.
2) “Red flags” to watch for when investing.
3) Questions to ask before investing.

Here at Money Source Financial Services, we are affiliated
with Berthel Fisher and Company, which holds us accountable
through regular audits and regular compliance approvals.
During our annual audit, auditors have access to our business
and personal bank account records to ensure that client checks
have not been cashed. In addition, we are subject to surprise
audits by FINRA, and Berthel Fisher’s governing body. Audits are
designed to ensure that each affiliated financial advisor adheres
to the rules and regulations determined by the industry for the
protection of investors. We do not custody assets.

This is a very important point to note. An advisor has
custody of assets when he/she has possession of client funds or
securities, or has any authority to obtain them. We do not do
have such authority. In other words, we do not hold your assets,
nor do you make checks payable to us. In essence, we never
take possession of the money you plan to invest, but rather, we
transmit your monies to the investment companies we have
agreed to use for your personal situation. We only choose well-
established, well-insured companies to be custodians of your
assets.

5 QUESTIONS
TO ASK BEFORE INVESTING

When you consider your next investment opportunity, start with
these five questions:

1. Isthe seller licensed?

2. Istheinvestment registered?

3. How do the risks compare with the potential rewards?
Does it sound too good to be true?

4. Do |l understand the investment?

5. Where can | turn for help?

Source: SEC.gov

If you are aware of an investment opportunity that might be a
Ponzi scheme, contact the SEC by phone at (800) 732-0330 or
online at http://www.sec.gov/complaint.shtml.

“RED FLAGS” TO WATCH FOR

Many Ponzi schemes share common characteristics. Look for
these warning signs:

«  High investment returns with little or no risk. Every
investment carries some degree of risk, and investments
yielding higher returns typically involve more risk.

+  Overly consistent returns. Investments tend to go up
and down over time, especially those seeking high
returns. Be suspect of an investment that continues to
generate regular, positive returns regardless of overall
market conditions.

«  Unregistered investments. Ponzi schemes typically
involve investments that have not been registered
with the SEC or with state regulators. Registration is
important because it provides investors with access to
key information about the company’s management,
products, services, and finances.

+ Unlicensed sellers. Federal and state securities laws
require investment professionals and their firms to be
licensed or registered. Most Ponzi schemes involve
unlicensed individuals or unregistered firms.

+  Secretive and/or complex strategies. Avoiding
investments you don't understand or for which you
can't get complete information is a good rule of thumb.

« Issues with paperwork. Ignore excuses regarding why
you can't review information about an investment in
writing, and always read an investment’s prospectus or
disclosure statement carefully before you invest. Also,
account statement errors may be a sign that funds are
not being invested as promised.

- Difficulty receiving payments. Be suspicious if you
don't receive a scheduled payment or have difficulty
getting monies you request. Ponzi scheme promoters
sometimes encourage participants to “roll over”
promised payments by offering even higher investment
returns.

Article provided by Money Source Financial Services



Reno, NV June 11, 2012 - GRC-Pirk Management,
the registrar for www.FindGreenGarage.com, today
announced that they have been authorized to
qualify certified green carwash owners for funding
assistance. The independent validation qualifies care
centers for up to $100,000 from participating utility
companies and financial institutions.

Now carwash owners can finance their green
investment with installments on their monthly utility
bill or through conventional leasing. Funding is based
on an engineering assessment that payments would
be less than the utility cost savings and result in a
positive cash flow for the owner.

Vehicle service and repair centers registered under
EPA green programs that have a three-year, clean
payment history with their utility company areeligible.
Building owners must submit evidence of energy-
savings or pollution prevention measures that result
in lasting impacts for the facility to qualify. In addition,
a full credit and insurance review is performed before
a funding application is considered.

Many utility and leasing companies participate
in paid-from-savings funding. Performance and tax
incentives reward participants when they achieve a
specified goal or level of success for implementing
energy efficiency projects and equipment.
For example, in Connecticut, utilities can earn
“performance management fees” depending on
goals established by the Connecticut DPUC, such as
the program’s lifetime energy savings.

“In today’s tough economy, many companies
delay the replacement or impovement of inefficient
equipment and building components because the
initial purchase cost are perceived as an obstacle,” said
Steven Schillinger, President of GRC-Pirk Management.
“Despite attractive returns on investment and other
long-term benefits of energy efficiency projects,
many owners simply do not pursue going green
opportunities because of “first-cost” barriers. Proof of
green can now be used to help overcome these initial
cost barriers by making it easier to acquire up-front
capital”

Green Funding Assistance

About GRC-Pirk Management

(www.certifiedgreeninvestment.com) Government
Regulatory Compliance LLC, db.a. GRC Pirk
Management is and independent professional
engineering and registered environmental assesment
firm licensed in accordance with the American Society
for Testing and Materials ASTM 1527 standards
for regulatory compliance, energy efficiency and
pollution prevention evaluation.

About Find Green Garage
(www.findgreengarage.com) An EPA Apps-for-the-
Environment public search and validation service
used to locate automotive industy facilities officially
certified green under state and local climate and
energy programs, or clean and green city qualification
databases. The application software and mapping
features coexist with data sets of public information
concerning utility usage, pollution prevention,
energy efficiency and carbon footprint evidence for
greenhouse gas measurement and verification.

EVERYTHING
BOLLARDS & COVERS

1-800-BOLLARDS

One Call. Right Price.
FAST!

WWW.1800BOLLARDS.COM
1-800-265-5273




MCA IS ALWAYS WORKING TO PROVIDE
MEMBERS WITH QUALITY PRODUCTS

THAT WILL HELP YOU SAVE MONEY!
PLEASE TAKE ADVANTAGE OF THESE MEMBER SERVICES:

SELF-INSURED WORKERS' COMP FUND Worker’'s Compensation coverage that returns money back! The MCA endorses
the Michigan Cleaning Fund which is a member-owned workers’ compensation program available to all Michigan members.
This self-insured program saves participant's money by providing competitive up front pricing, profit returns averaging 49%
of a member’s premium along with safety & loss control resources to further reduce a member’s cost. For more information
contact Dawn Feldpausch at 800.686.6640 or www.MICleaningFund.org.

UNEMPLOYMENT CLAIM AND TAX AUDITS Over the past 25 years, state unemployment tax continues to increase.
Employees receive unemployment even when they quit or are discharged. Unemployment Services, Inc. provides discounts
to MCA members on services to help save money and reduce the work and worry associated with controlling unemployment
dollars. If you are interested in winning more cases and reducing your tax rates, contact Kent Downey at (248) 926- 8900

MEMBERSHIP ROSTER Each summer, the MCA produces a Membership Roster for distribution to all MCA members,
distributors, suppliers and manufacturers. This directory contains the MCA by-laws, all our partner service providers, upcoming
MCA events, and listings of all car care members in our five state region. Advertising is available, contact the MCA office for
more information.

MCA EXPO As the only show in the Midwest, the MCA Expo has rapidly become one of America's leading car care industry
selling opportunities. The MCA invites over 600 operating washes and more than 80 booths and bulk areas exhibit! The 2012
MCA Expo will be held again at the Showplace Collection Showplace (formerly Rock Financial Showplace) in Novi, MI. Expo
dates are Jan. 31-Feb. 2, 2012.

MCA ANNUAL GOLF OUTING MCA will hold our annual golf outing June 12, 2012 at The Jackal Golf Club in Brighton, MI.
Join us for a day of golf to include breakfast, lunch, dinner and 18 holes. MCA will offer a discounted rate and sponsorship
opportunities to members. Bring a foursome or register as a single!

SPONSORSHIP OPPORTUNITIES The MCA offers high visibility sponsorship opportunities in the Finish Line Newsletter, on
the website and a variety of other options.

BOARD OF DIRECTORS The MCA has a dedicated Board of Directors representing your interest and working on behalf of
the association.

WEBSITE Informative, user friendly website — www.midwestcarwash.com contains a wealth of information and resources.

FINISH LINE The MCA produces a quarterly newsletter for the membership, keeping you up-to-date with issues and events
concerning the carwash industry. Advertising opportunities are available. If you have any ideas or articles you would like to
see please contact the MCA office.

STAPLES DISCOUNT Your Membership with MCA entitles you to an average of over 50% discount on all Staples products
when you order online. This single membership benefit could save you hundreds of dollars each year! Staples now offer all of
your vending and cleaning supplies. For an enroliment form, call Sarah Hoffman, 800-693-9900 ext. 477 or sarah.hoffman@
staples.com.

PROPERTY CASUALTY INSURANCE Look no further than MCA for all your insurance needs. The Campbell Group, a
MCA member is always ready to help. Founded in 1968, The Campbell Group has become one of the largest independent
insurance agencies in the Midwest, with 100+ staff. Car Wash Program Highlights: over 200 insured car wash locations, “A”
rated insurance companies and 15-20% savings are a few. Contact Shane Anderson at toll free 1-800-748-0351, ext. 357,
direct at 616-541-1357 or email sanderson@thecampbellgrp.com.

&=

MIDWEST CARWASH ASSOCIATION
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New Program. New savings.
Midwest Carwash Association.

The Midwest Carwash Association/ Staples Advantage program offers the comprehensive selection of products and
services you’ve come to expect

Staples Advantage is your source for everything you need.

* Office supplies

* Office furniture

* Environmental services and eco-conscious products

* Break room and housekeeping supplies

* Technology supplies

* Promotional marketing materials

* Print solutions and services

e Janitorial Needs, such as: 50 Gal. Drums of 64, micro-fiber towels, Carpet Spotters, Glass Cleaner,

spray bottles, and trash can liners....Plus so much more.... If your facility has a restroom: toilet
paper, paper towel, hand soap

e

*All Purpose Cleaner Available gallon or 50 gallon. * Available by the case of 12

*Carpet Spotter *Glass Cleaner

For more information go to www.staplesadvantage.com or to register, contact: Sarah Hoffman 1-800-693-
9900 x 477 or sarah.hoffman@staples.com

Once registered, place an order online at www.stapleslink.com

All orders over $150 receive an additional 5% off at check-out.

* Over 4000 Core items on contract
* All Non-Core Full Line Catalog items are discounted
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MIDWEST CARWASH ASSOCIATION

120 M. Washington Square, Suite 1104

Lansing, Ml 48933
Phone: 1-800-610-4512

Fax: 1-517-484-0140
Web: www . midwestcarwash.com

2012 Assoclate Membership Form

COMPANY HAME

CONTACT PERSON

ADDRESS

CITY STATE ap
PHONE EMAIL ADDRESS

Operator Members: Please provide a brief description of your company's type and size of operation.

5150 Annual Membership Dues ipembership Year buns January 15t~ December 315t
¥ 2012 member benefits effective immediately.

¥ / N - Gptiom to £0 completaly paperkess. Mecolvs ol Nawsleiters and Tormas vin enasll
¥/ N - Womld you Bee informeation on beconsing o Board hsmbar?

Payrment Information

2 vIsh O MasterCard O Discover O Check §

Card Mumber:

Exp:

Signature:

Amount:

Mail to: Midwest Carwash Association
120 M. Washington Square, Suite 1104
Lansing, M| 48933

Phone: 1-800-610-4512  Fax: 1-517-484-0140
Web: www.midwestcarwash.com

Questions?
Contact Tara Paksi @ paksit@gcsionline.com
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MIDWEST CARWASH ASSOCIATION

120 N. Washington Square

Suite 110A

Lansing, M| 48933

Building a
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a car wash customers will Choose ..
Choosing the right manufacturer

can make the difference.

BuildiThel\W/ash) Been)
\aiting|Ror— LinellplEordit]

To atiract customers and keep them
coming back, your wash must appeal to
their senses — and sense of value. That
means . delivering a pleasant
experience and reliably clean car —
every time. So over 43 years of
manufacturing, Belanger has samed
mare than 100 patents for car washing
innovations (with over 30 more
pending), each raising the expectations
of car wash owners and customers.
The question is, whose equipment
would your customers choose?

GetiThelBroadestiEquipmentillincy
IAndiThelindustry:siidestHSupport

When it comes to stability, the proof is in the portfolio. And Belanger makes 10 different wash
systems — more than any other manufacturer. As a true manufacturer, we make nearly all
components starting with raw materials — and support Belanger-made parts with lifetime
availability. Because that commitment starts right now, we also offer 24/7 factory tech support
and a network of over 100 trained distributors equipped with the right parts and know-how fo
keep your wash running smoothly. Our sysfems and equipment include;

Signature® Series premium tunnel line
Mix-N-Match ™ standard tunnel line
Saber® & Kondor™ touchless in-bays
FreeStyler® soft-touch in-bay
Insta-KLEEN™ drive-thru fleet wash
V-Max® Touchless Large Vehicle Wash

® [Drive-Thru Large Viehicle Washes

& DuraTrans® XD conveyor

& QuickFire® wraps

& AjrBlade® horizontal-surface dryer

& DuraShiner® tunnel and in-bay tire shiners
& Chameleon® arch series

'AccessiOVeri100]DistributorsEaTheloridisifargestiNetworks
Belanger's product line, longevity and unmatched support have attracted the world's largest
network of distributors. Today, more than 100 independently owned distributors provide advice,
installations, ongoing maintenance and continuous feedback to Belanger. Wash owners who
engage this network get stellar support — and ultimate confidence, too.

SVltegen

4&»

To learn more about Belanger equipment
or becoming a Belanger distributor,

- call 866-488-6635

or visit www.Belangerinc.com




