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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. All articles 
submitted with be considered for publication and 
accepted at the approval of the editor and MCA 
Board. The MCA reserves the right to edit submissions 
for accuracy, clarity and length.

Please send address changes, membership inquiries, 
and advertising requests to the address listed above.

http://www.midwestcarwash.com
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FROM THE PRESIDENT

By Paul Coffman
Breton Auto Wash

How to Communicate More Effectively 
with Your Car Wash Team

Judy Dunn
Regional Account Representative

NY, NJ, PA, DE, MD, VA, NC, SC, GA, WV

C o m p u t e r  S o l u t i o n s  f o r  t h e  C a r  C a r e  I n d u s t r y

3245 Pickle Road, Akron, Ohio 44312
Sales 800.336.6338 • Website www.drbsystems.com
Cell 330.352.7864 • Email jadunn@drbsystems.com

One of the best ways to make sure we get the most 
productivity out of our managers and employees is 
to communicate with them on a regular basis about 
the positives and negatives of the business.

Most car wash operators would agree, that the 
physical equipment in their business must be 
maintained. If they neglect this “must do” activity, 
it can get very expensive to repair that equipment. 
Most successful companies recognize this and 
budget for this activity accordingly.

The same goes for the people in our car wash 
operation. The fact of the matter is that they are 
much more valuable than our car wash equipment. 
Clear communication is one of the key result areas 
that allow employees to successfully perform at their 
job. Most experts would agree that you invest in your 
team by taking the time to communicate with them 
more effectively.

It makes good business sense to communicate with 
them on a regular basis. Regular communication 
comes in several forms. One way is the weekly team 
meeting. Have everyone attend. You should have a 
planned agenda of what you want to cover. A good 
idea is to invite your employees and managers to 
makes suggestions on what ideas or concerns they 
would like to see included in the meeting. Make sure 
to budget time for questions and answers.

Here are three common communication mistakes 
and ways to correct them.
1.	 Finishing the other person’s sentences:  A better 

way is to simply listen.    Actively listen to what 
your staff has to say.  Don't work on your response 
in your head while they are still speaking.   Ask 
questions and clarify what you have heard.

2.	 Getting angry when someone tells us bad news: 
The members of our car wash teams will be afraid 
to tell us important information if we have the 
bad habit of reacting with anger and hostility. 
Believe it or not, we should welcome bad news 
so we can take action to fix what is wrong. This 
will help prevent such things from happening in 
the future.

3.	 Stop using the word “no”. Instead, give your 
employees and managers options. Most people 
don’t like to be told “no”. However, they do like 
to have a choice of options they can choose 
from, even though it wasn’t what they originally 
wanted. 

So, if you can implement some of these ideas on a 
regular basis in your car wash operation, it can go a 
long way making your business more successful and 
profitable.

Paul Coffman, MCA President
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MCA Members Corner

Do you know of an MCA member who deserves 
recognition? 
Contact Hillary Walilko at 800.610.4512 or 
walilko.h@gcsionline.com with the details and we 
will feature it in a future edition of MCA Members in 
the News. 

Lynnette M. Peppler Joins the MCA Board of Directors

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, Illinois, 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   

 
  

MCA Classified Page - 
NEW Member Benefit!

The MCA is rolling out a new members-only 
benefit for our Operator members. If you 
have used equipment that you would like to 
offer for sale you can place the listing on our 
new Classified Page. 

If you have questions or would like to 
post equipment please email walilko.h@
gcsionline.com or call 800.610.4512. 

Greetings to all MCA Members and those interested in the car wash industry.  I am Lynnette M. Peppler, and a 
new member to the MCA Board.  It is both gratifying and challenging to be amongst members with years of 
experience and knowledge regarding the industry and related fields.  My goal is to be a contributing partner in 
order to make a positive difference for the MCA and other small businesses within our area.  There is strength 
in numbers, so as we grow together as an association, we are the voice to be able to make a difference and 
impact for all involved.  

mailto:walilko.h@gcsionline.com
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Hiring Your Children as a Tax 
Saving Strategy

By Jeffrey R. Stefforia, CPA  

s a business owner, you should be aware 
that you can save family income and payroll 
taxes by putting minor-aged family members 

on the payroll. You may be able to turn high-taxed 
income into tax-free or low-taxed income, achieve 
social security tax savings (depending on how your 
business is organized), and even make retirement 
plan contributions for your child.

In addition, employing a child age 18 (or if a full-
time student, age 19–23) may be a way to save taxes 
on the child's unearned income, here are the key 
considerations.

Turning high-taxed income into tax-free or low-
taxed income
You can turn some of your high-taxed income into 
tax-free or low-taxed income by shifting some of your 
business earnings to a child as wages for services 
performed by him or her. In order for your business 
to deduct the wages as a business expense, the work 
done by the child must be legitimate and the child's 
salary must be reasonable.

For example, suppose a business owner operating as 
a sole proprietor is in the 36.9% tax bracket. He hires 
his 17-year-old daughter to help with office work full-

A

Get ready for 
the FlashBreak™ 
Drying Agent!

Warsaw Chemical Co., Inc.
P.O. Box 858, Warsaw, IN 46581
Phone: 800-548-3396
Fax: 574-267-3884
warsaw-chem.com

The new super-premium super water stripper.

Car Choice®. 
“If your car could choose.”

Formula 585 
FlashBreak™
Drying Agent

• Excels in the most demanding 
drying conditions

• Concentrated for high yield 
and economy

• Great for low-energy blowers 
or high-speed, high-volume 
conveyors

• Works great with hot or cold water
• Reduces wipe down and on line 

labor time

FlashBreak is packaged in 55, 
30 and 15 gallon drums as well as 
5 gallon tighthead pails. Get the 
whole story at warsaw-chem.com.
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time during the summer and part-time into the fall. 
She earns $6,100 during the year (and doesn't have 
any other earnings).

The business owner saves $2,250.90 (36.9% of $6,100) 
in income taxes at no tax cost to his daughter, who 
can use her $6,100 standard deduction (for 2013) 
to completely shelter her earnings. The business 
owner could save an additional $2,029.50 in taxes 
if he could keep his daughter on the payroll longer 
and pay her an additional $5,500. She could shelter 
the additional income from tax by making a tax-
deductible contribution to her own IRA.

Family taxes are cut even if the child's earnings 
exceed his or her standard deduction and IRA 
deduction. That's because the unsheltered earnings 
will be taxed to the child beginning at a rate of 10%, 
instead of being taxed at the parent's higher rate.

Keep in mind that bracket-shifting works even for a 
child who is subject to the kiddie tax, which causes 
the child's investment income in excess of $2,000 for 
2013 to be taxed at the parent's marginal rate. The 
kiddie tax has no impact on the child's wages and 
other earned income.

The kiddie tax doesn't apply to a child who is age 18 
or a full-time student age 19 through 23, if the child's 
earned income for the year exceeds one-half of his or 
her support. Thus, employing a child age 18 or a full-
time student age 19–23 could also help to avoid the 
kiddie tax on his or her unearned income.

For children under age 18, there is no earned income 
escape hatch from the kiddie tax. But in all cases, 
earned income can be sheltered by the child's 
standard and other deductions, as noted above, and 
earnings in excess of allowable deductions will be 
taxed at the child's low rates.

What about income tax withholding? 

Your business probably will have to withhold federal 
income taxes on your child's wages. Usually, an 
employee can claim exempt status if he or she had no 
federal income tax liability for last year, and expects 
to have none for this year. 

Social security tax savings, too. 
If your business isn't incorporated, you can also 
save some self-employment (i.e., social security) 
tax dollars by shifting some of your earnings to a 

child. That's because services performed by a child 
under the age of 18 while employed by a parent isn't 
considered employment for FICA tax purposes.

For example, let's say a sole proprietor who usually 
takes $120,000 of earnings from the business pays 
$5,700 to her 17-year-old child. The sole proprietor's 
self-employment income would be reduced by 
$5,700, saving her $165.30 (the 2.9% HI portion of 
the self-employment tax she would have paid on the 
$5,700 shifted to her daughter). This doesn't take into 
account a sole proprietor's income tax deduction for 
one-half of his or her own social security taxes.

A similar but more liberal exemption applies for FUTA 
(unemployment) tax, which exempts earnings paid 
to a child under age 21 while employed by his or her 
parent. The FICA and FUTA exemptions also apply if a 
child is employed by a partnership consisting solely 
of his parents.

Note that there is no FICA or FUTA exemption for 
employing a child if your business is incorporated 
or a partnership that includes non-parent partners. 
However, there's no extra cost to your business if 
you're paying a child for work you'd pay someone 
else to do, anyway.

Retirement benefits. 
Your business also may be able to provide your child 
with retirement benefits, depending on the type of 
plan it has and how it defines qualifying employees. 
For example, if it has a simplified employee pension 
(SEP), a contribution can be made for the child up 
to 25% of his or her earnings but the contribution 
cannot exceed $51,000 for 2013. The child's 
participation in the SEP won't prevent the child from 
making tax-deductible IRA contributions as long 
as adjusted gross income (computed in a special 
way) is below the level at which deductions for IRA 
contributions begin to be disallowed. For 2013, that 
figure is $59,000 for a single individual.

Jeff Stefforia is founder and president of 
Stefforia, Petik & Associates, P.C., an Ann 
Arbor, Michigan based certified public 
accounting firm.
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EXPO 2014EXPO 2014EXPO 2014
JOiN US for the 2014 Midwest Carwash Association Expo! This year we have a new location, 
the Sterling Inn Best Western in Sterling Heights, Michigan. Everything is under one roof for your 
customers: educational sessions, exhibits, receptions and more. Promote your products at the largest 
carwash show in the Midwest. Consider a sponsorship to make yourself even more visible. Space is 
limited so register today!

SHOW SCHEDULE
MONDAY, MAY 5TH

12:00 PM - 7:00 PM	 Exhibitor Set-Up

TUESDAY, MAY 6TH

9:00 AM - 10:00 AM	 Registration

10:00 AM - 5:00 PM	 Trade Show Expo Open

10:30 AM		  Education Session AM

1:00 PM		  Education Session PM

5:30 PM - 7:30 PM	 Dinner and Awards Reception
HOTEL iNFORMATiON
Sterling Inn Best Western
34911 Van Dyke Avenue
Sterling Heights, MI 48312
www.sterlinginn.com

For Reservations Call:
586.979.1400 or 1.800.953.1400

Reserve a room by April 5th, 2014 to receive the discounted 
rate of $89 per night (plus taxes). Mention Midwest 
Carwash Association when making your reservation. 

DiNNER & AWARDS 
RECEPTiON
Stay for dinner, awards and networking after the first day 
of the show. No need to leave the hotel, the reception will 
be just down the hall. Exhibitors - consider attending with 
your customers for a great evening. Pricing details can be 
found on the registration form. 

WEDNESDAY, MAY 7TH

9:00 AM - 10:00 AM	 Registration

10:00 AM - 3:00 PM	 Trade Show Expo Open

10:30 AM		  Education Session AM

1:00 PM	 Education Session PM

3:00 PM - 7:00 PM	 Exhibitor Tear Down

http://www.sterlinginn.com
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Congratulations to the participants of the Michigan 
Cleaning Fund! Members of this highly successful 
self-insured workers’ compensation program will be 
receiving the largest returns of profit. Again, this year 
the Fund was approved to distribute $1,270,000 of 
profit back to its members, making this the largest 
return in Michigan Cleaning Fund history. This return 
brings the total profits returned to over $15.5 million 
since the Fund’s inception.

The Michigan Cleaning Fund was established in 1981 
to help its members control their long-term workers’ 
compensation costs. More than 170 members are 
currently participating in the program. The Fund’s 
profits, which include premium dollars not used to 
pay administrative costs and claims, are returned 
back to members along with investment income. 
Over time, Fund members receive their premium 
back in the form of a profit return. The profits are a 
result of our members having excellent loss history 
as over 70% of the members are receiving an average 
profit return equal to 49% of their premium.

The Michigan Cleaning Fund is able to return 
significant profits back to its members because of 
its proactive loss control efforts, aggressive claim 
management and selective underwriting guidelines. 
Fund members consist of business owners that 
care about their success in the program and are 
committed to keeping their potential claim costs to 
a minimum.  

The Michigan Cleaning Fund is very selective when 
accepting new members into the Fund. The selection 
process helps ensure that only the best performing 
operators participate in the program. In order to be 
written into the Fund, each new applicant is carefully 
reviewed and must have a proven track record of low 
losses, acceptable work exposures, an implemented 
safety program and be financially stable. The lower 
the Fund’s claim costs, the greater the profits.

For members that have experienced claims or want 
to prevent potential claims from occurring, the 
Michigan Cleaning Fund also has a dedicated staff 
of safety and loss control engineers that specialize 

REGENCY GROUP

R G

Your Association 
Workers’ Compensation Program

administered by

800.686.6640
micleaningfund.org

giving back an average premium return of

49% 
• Exclusive to the Carwash Industry 
• Dedicated Claims  Management 
• Competitive Up-Front  Pricing 
• Return of Profits - Over $15 Million

MIDWEST CAR WAS H ASSOCIATION

endorsed byStart Saving Today!
  Call for a detailed quote.

in the horticulture industry and are available to 
help members in a variety of ways. They assist 
fund members by providing safety consultations, 
management training, safety manuals and numerous 
other resources.  

The goal of the Fund’s safety and loss control 
specialists is to provide educational tools and services 
that can help members prevent potential claims and 
assist in the ongoing profitability of the Fund and its 
members. In addition, members receive semi-annual 
reports that reflect how they are performing and the 
amount of profit they are estimated to receive. 

The Michigan Cleaning Fund helps it members 
improve their loss ratios and fight potentially 
fraudulent claims with proactive claims management 
and with the use of industry specific safety resources 
designed to reduce the frequency of claims. 
Congratulations to all of the members for another 
exceptional year!  

Another Record Breaking Year: 
The Michigan Cleaning Fund  
Distributes Over $1.2 Million
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SERVE YOUR INDUSTRY
RUN FOR THE MCA BOARD
The MCA would like to offer you the opportunity to serve your association and you industry as a member of 
the MCA Board of Directors. Each year MCA polls its members seeking individuals who are willing to dedicate 
their time and energy to advance the agenda of the association, provide expertise toward developing our 
future goals, policies and services, and act as an ambassador to grow the MCA membership and represent our 
organization. 

We invite you to submit your name as a candidate for one of our open Board seats. To be eligible for Board 
service, MCA Board Members must be paid members in good standing of the MCA for 2013. You must be 
directly involved in operating or owning a wash or providing services or products specific to the car wash 
industry. Officers are elected by the Board from amongst its members. 

If  you have any questions or would like an application please contact Paul Coffman at 616.940.3752.
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Clean Wheels: 
Wheel Brush 

Innovation 
to the Rescue

By  Del Williams

s car, SUV, and truck owners increasingly 
customize their vehicles with wheels that are 
larger and more intricate than ever before, 

there is less tolerance for dirty rims and tires that do 
not match the quality of the overall wash.  Yet brake 
dust, road debris, and off-road driving often make 
wheels the dirtiest parts of a vehicle.

As a result, an increasing number of automated car 
wash owners are turning to innovative new wheel 
brush designs that more effectively deep clean 
today’s larger wheels and do so at a fraction of the 
cost of traditional methods.

Beyond the Limits of Traditional Wheel Cleaning
A few decades ago, hand cleaning of tire whitewalls, 
steel wheels and hubcaps 14 to 15 inches in diameter 
were typical.  Today, however, whitewalls are virtually 
non-existent and hand washing techniques have 
been abandoned due to high labor costs and 
inconsistent results.  

As an alternative, some auto wash owners utilize high 
pressure sprayers with heated water and cleaning 
solution.  But the rising cost of water, cleaning 
solution, heating and pressurizing the water, and 
maintaining the pump have made this option less 
attractive.  It also is not effective when physical 
agitation is often needed to break the bond between 
dirt and the rim and tire surface.

To improve the efficiency and consistency of wheel 
cleaning, many automated washes have installed 
rotating, pencil-type wheel brushes.  Unfortunately, 

these too have fallen short as wheels continued to 
get larger and more complicated, making them 
harder to reach and deep clean.

“Typical brushes may be too small to adequately 
cover today’s bigger wheels, and many cannot 
reach into their nooks and crannies,” says Earl Weiss, 
who owns four car wash locations with a partner in 
Chicago, Ill.  “With the complicated dips and curves in 
wheels, most brushes simply ride along the outside 
edge.”

This has spurred new innovations from specialized 
car wash brush manufacturers with expertise in 
design, who have responded with new automated 
wheel brush size and shape configurations.  With 
unique names like the “Wheel Wonder” and the 
“Poodle Brush,” these brushes are characterized by 
filaments that are gradually varied in length between 
four to seven inches to create a wave-like pattern or 
resemble a well manicured poodle.

As a vehicle travels through the automated car wash, 
the longer bristles reach deep into wheel crevices 
while the shorter bristles clean the wheel surface.

“The Wheel Wonder reaches higher on bigger vehicle 
wheels and rims and is the best I found at cleaning 
wheel nooks, crannies, and contours,” adds Weiss, 
who purchases the wheel brush from long time 
industry brush and detailing supplier Erie Brush.  
In business since 1948, the Chicago-Ill.-based Erie 
introduced the Wheel Wonder® brush design several 
years ago and has a patent on it.  

As a vehicle traves through the automated car wash, the longer 
bristles reach deep into wheel crevices while the shorter bristles 
clean the wheel surface.

A
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According to Weiss, the Wheel Wonder brush design 
has been essentially a “set and forget system” that 
is much easier to use and less expensive than his 
previous high-pressure sprayer system.

In the past, Freddie Seniw, owner of Easy Clean Car 
Wash, with seven locations in the greater Chicago 
area used manual labor, then high-pressure sprayers 
to clean vehicle wheels, but was not satisfied with 
the results.

“Hand cleaning vehicle rims and tires added about a 
third more time to each wash, besides adding much 
more costly labor,” says Seniw.  “Automated high-
pressure sprayers added cost, but weren’t getting 
the job done.  Without scrubbing the wheels, rims, 
and tires, they weren’t consistently coming clean.”

Seniw turned to Poodle Brushes, also from Erie Brush, 
at his automated car washes.  In doing so, he was able 
to achieve ROI in only a few months by eliminating 
the need for an employee to scrub the vehicle’s 
wheels and rims.

“We’re saving about $36,000 per wash location 
annually in manual labor, and we’re doing a 
consistently better job,” says Seniw.  “The automated 
wheel brushes are used on the smallest cars to the 
largest vehicles without adjustment, and have been 

gentle on all types of surfaces, whether painted steel, 
aluminum, or mag wheels.”

According to David Smith, owner of two locations of 
Smith Brother’s Car Wash in Nashville, Tenn., wheel 
cleaning has been a missing piece of the puzzle to 
getting the entire vehicle clean until recently.

“Getting a car wash that leaves dirty wheels is like 
getting dressed up in a new suit with dirty shoes,” 

says Smith.  “People 
notice the dirty wheels, 
just as they would the 
dirty shoes, and it ruins 
the whole effect.  If the 
wheels aren’t clean, you 
get a lot of complaints.”

In the past, Smith found 
typical tire brushes, 
high-pressure hand 
sprayers, and automatic 
sprayers unsatisfactory.  
“Typical tire brushes 
cleaned the tire but did 
nothing for the wheels,” 
says Smith.  “High 
pressure hand sprayers 

were labor intensive and often sprayed everywhere 
but where you wanted, and automatic sprayers using 
low-pH chemicals were a hazard to handle that we 
wanted to get away from.”

When Smith turned to the Wheel Wonder automated 
brush, he found that it cleaned vehicles’ larger 
diameter wheels better with its varied length bristles.  

“Its wavy design contacts the wheel at different 
levels for a better clean than brushes with the same 
diameter all the way down,” concludes Smith.  “The 
brush lasts for hundreds of thousands of vehicles, 
with a solid core that prevents bending or denting, 
so it needs very little maintenance.”

The Wheel Wonder from Erie Brush is designed as a “set-it and forget system” that is much easier to use and 
less expensive than the previous high-pressure sprayer system.

Del Williams is a technical writer based in 
Torrance, California.
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MAIL FORM AND PAYMENT TO :  Midwest Carwash Association
     120 N. Washington Square
     Suite 110A 
     Lansing, MI 48933
     Or Fax to 517.371.1170

Company Name _________________________________________________________    q Renewal     q New Member

Other Business Name (if applicable) ____________________________________________________________________

Business Type (check all that apply)    

PAYMENT METHOD

q Check payable to MCA Check # _________ q VISA        q MasterCard         q Discover           q Amex

Credit Card Number: ________________________________________  Expiration: _____________ Code: ____________

Name: _______________________________________ Signature: ____________________________________________

QUESTIONS? 
Contact Hillary Walilko 

at walilko.h@gcsionline.com 
or call 1.800.610.4512

2014 Associate Membership Form

q Operator Member Annual Dues $150

q Supplier/Distributor/Manufacturer Member Annual Dues $150

q Conveyor q Detail Shop

q In-Bay Automatic q Self-Serve

q Oil-Lube q Credit Card Processor

q Chemical Distributor q Insurance Provider

q Carwash Mfr. q Soap Mfr.

q Equipment Mfr. q POS

q Other _____________________________________

Address ___________________________________________________________________________________________

City  _____________________________________  State  ______________________________  Zip _________________

Contact Person _____________________________________________________________________________________

Phone ________________________________________        Fax ______________________________________________

Email _____________________________________________________________________________________________

(Please provide an up-to-date email to ensure that you receive all MCA communications)

Don’t miss anything the MCA has to offer...
Join Today!
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One Proven Way to Acquire More Car 
Wash Business in 2013
By  Tom Borg

Tom Borg is president of Tom Borg 
Consulting LLC in Canton, Mich. He is 
a business development consultant 
who works with small and mid-size 
businesses. He shows them how to 
think without the box and maintain 
a profitable business. Contact him at 
www.TomBorgConsulting.com.

ne of the main keys in winning initial and 
return business from your car wash customers 
is a solid 100% plus guarantee.  Simply stated, 

your customers want to have the assurance that 
what they purchase from your company is going to 
provide them with what they want and need. This is 
nothing less than what you and I would expect, were 
we to purchase a product or service from some other 
business.

This expectation is based on a strong instinctual need 
that Abraham Maslow categorizes in his Hierarchy 
of Needs, as security. We all possess this basic need. 
When we recognize and openly promote our 
guarantee to our prospects and clients, we eliminate 
their fear of not getting what they paid for. 

Research shows that your clients will purchase more 
quickly and more often, when you provide and 
communicate a strong guarantee as what is often 
referred to as risk reversal.  As marketing expert Jay 
Abraham explains, typically, most companies have a 
guarantee, but is not written or even verbalized to 
their prospects or present clients. The absence of this 

kind of communication creates doubt and suspicion. 
People just don’t know for sure if your car wash 
products or services will deliver what they want.

An easy fix for this quandary is to formally create a 
powerful guarantee you can live with and promote. 
Have it printed on a sign that hangs in your lobby, 
printed on your email signature, and/or proudly 
displayed on your website. Make it a point to regularly 
communicate it verbally to everyone.

 By doing so, it will hold you accountable, and 
motivate you and your employees to make sure that 
you deliver what you promise.  It most likely will 
differentiate you from your car wash competitors 
and add profits to your bottom line. 

462 West 23rd Street    Holland, MI    49423 
1.800.968.9000    616.392.5936    MajorBrandsOil.com 

Major Brands Oil Company is pleased to provide our  
customers with the Simoniz line of car wash products.   

Major Brands Oil Company is also an Oil and Lubricant distributor of Quaker State, Shell, Pennzoil  
and other major brands.  For any questions or inquiries please call Major Brands Oil Company. 

Liquid High Foam Detergents Drying Agents 

Whitewall and Wheel Cleaners  Rust Inhibitor 

Polishes, Sealants & Glass Treatment 
1340 E. 298th Steet
Wickliffe, Ohio 44092
800.843.SOAP (7627)
Cell 810.624.3069

1340 E. 298th Steet
Wickliffe, Ohio 44092
800.843.SOAP (7627)
Cell 810.624.3069
severett@diamondshine.comseverett@diamondshine.com

Steve EverettSteve Everett

@stevecwchemical@stevecwchemical

www.facebook.com/pages/Steves-Car-Wash-Chemicals/688995957777618www.facebook.com/pages/Steves-Car-Wash-Chemicals/688995957777618

O

http://www.TomBorgConsulting.com
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