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NJGCA continues to revamp our Member Benefit Partners (MBPs) program to better serve your small business.  
Most MBPs offer discounts and special programs exclusively for NJGCA members ONLY – You cannot get 
these negotiated arrangements anywhere else!!

Here is a list of our current MBPs:  
 
Tek Collect - Debt collection
NCS LLC - Credit improvement
EXTEL Communications - Improved communications offerings
Firesigns1075 - Digital sign provider
First Capital Mortgage  - Commercial & Residential loans
MYnjOffice - Office supplies (paper, forms, ink cartridges)
Merchants Advocate - Credit Card Processing & Consulting
Environmental Alliance - Environmental remediation services
American Equipment Finance - Gas Station & C-Store Equip. & Acquisition
PH2 Solutions - Quick Diagnostic Emissions Tools
ABLE-TECH - Industry Specific Business consulting
First Choice - Bay Equipment, Hardware, Lifts
Service Station Vending Equipment - Air &Vacuum Machines
AUTOBOSS USA - Scanners, Wheel Alignment Equip.
PrimePay - Payroll
Association Master Trust (AMT) - Health Coverage
Meadowbrook Insurance - Workers Compensation
The Amato Agency - Garage Keepers
Dana Insurance and Risk Management - Tank Insurance
S & W Services, Inc. - Gasoline Advertising Products
Affinity Credit Union - Credit Union
Quality Nozzle - Gas hoses, nozzles, etc.
Watchdog Calibration - Pump and Meter Calibration
ATS Environmental - Tank and Vapor Testing

“On the ROad” Table of ConTenTs

NJGCA MeMber beNefit PArtNers!

-NJGCA MEMBER QUOTE- 
The Amato Agency saved me $4,000 
to $5,000 dollars a year.  They quot-

ed me apples to apples and they 
were GREAT to work with.

-Gordon Choyce, 
G & M Auto Service Inc.,  

Edgewater Park, NJ.

10 NON BRANDED GAS STATIONS FOR SALE!

Corporate owner of 45 non branded gas sta-
tions seeks to sell 10 in and around Northern 
and Central N.J.  Owner is especially interest-
ed in selling packages of stations, and favor-
able prices will be provided to those who buy 
two or more stations.   Stations can also be 

purchased individually.  All stations are profit-
able, regularly inspected, in compliance with 
all Federal and State environmental regula-
tions,  and are on heavily travelled highways 
and main roads.  Prices are negotiable, with 

some seller financing available.  
 

Prices range from $220,000 to $900,000

FOR INFORMATION, PLEASE CONTACT  
CROWN BUSINESS BROKERS AT  

(908) 931-9130 OR  
email BRAD PALMER at  

crownbusiness94@yahoo.com

CROWN BUSINESS BROKERS
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A tradeshow is the perfect 
overall opportunity for an or-
ganization such as NJGCA to 
bring members together in one 
place to showcase the organi-
zation and link the attendees 
to vendors, products, and ser-
vices that will optimize their 
businesses.

A Tradeshow is also an oppor-
tunity to learn new techniques 
at seminars or to pick up a few 

tips from others that you may meet while trading and 
sharing experiences.

For NJGCA the NORTHEAST 2010 show is important 
because it gives you the opportunity to meet us and speak 
to us about how we can serve you better.  NJGCA is only as 
strong as its membership.  The old adage about “strength 
in numbers” holds true, and the visibility of the member-
ship and other attendees verifies how potent we are.

Attendees that may not be members of NJGCA will get to 
see first hand who we are-and what we can do.

A Tradeshow is not so easy to produce.  In 2007 when 
new Executive Director Sal Risalvato came on board, 
he began exploring the benefits of a tradeshow.  Trips to 
several shows around the country, including a visit to a 
Tradeshow for Tradeshows in Chicago, accompanied by 
NJGCA President Tim Arata and Director of Member Ser-
vices Debbie Hill, stimulated the interest further.

As a result of forging a renewed relationship with our 
sister organization AASP/NJ, an invitation was made for 
NJGCA to be a featured participant in their annual trade-
show.  Certainly AASP/NJ knows how to present a trade-
show since they have been presenting NORTHEAST for 
over 30 years.  AASP/NJ represents small business own-
ers in the automotive service business, and is primarily 
focused on auto body and collision.

This is a great match for NJGCA since so many of our 
members perform mechanical auto services.  Since NJG-
CA also represents businesses that are in retail petroleum 
accompanied with convenience stores, NJGCA has added 
a new dimension to include vendors that will cater to these 
businesses too.

NJGCA accepted the invitation from AASP/NJ to be fea-
tured at their annual tradeshow.

Another old adage that says “you have to walk before you 
can run” applies to the NJGCA experience participating 
in NORTHEAST 2010.  Efforts to make the 2009 show 
a success, made it abundantly clear that there was much 
learning to do.  However, NJGCA is taking advantage 
of “lessons learned” in 2009, and expects to do better in 
2010.

The addition of vendors that can supply and service our 
members with convenience stores is an exciting new twist, 
in addition to the vendors that will be there to service our 
gasoline retailers and our auto service oriented members.

Premier Sponsor AMT will be there to show you how to 
control costs on the health care benefits that you purchase 
at your business.  Meadowbrook Insurance will sponsor 
and present Fat Margins, which is designed to teach you 
methods and give you tips on how you can increase the 
profit margin on the products and services that you sell.

A seminar called Food Safety 101 is presented by one of 
our participating vendors, and the Family Fun Day that 
was a big hit last year will be expanded to include a moon 
bounce and a dunk tank along with games and face paint-
ing for the kids.

Again-why is the NORTHEAST 2010 tradeshow impor-
tant to NJGCA?  Because there is something there for ev-
eryone. ■

MessAGe froM NJGCA exeCutive DireCtor sAl risAlvAto
Why is the NORtheAst 2010 tRAdeshOW impORtANt tO NJGCA?
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Thousands of Independent Repair Facilities Can Help Dramatically 
Improve New Jersey’s Environment

New Jersey Green Automotive Repair Program Ramps Up For 2010

The New Jersey Green Automotive Repair Program (NJGARP),  launched in April 
2009 to encourage both independent and new car repair facilities to implement 
environmentally-friendly business practices and obtain certification as “green” 
businesses, is ramping up for its’ second year.

In the past year, nearly 20 facilities around the State have received “green” 
certification. In addition, many more facilities have submitted applications which 
are at various stages of review. 

With more than 1,500 members of the NJ GCA and thousands of additional 
independent repair facilities throughout New Jersey, our industry represents an 
incredibly large group that can show State and federal officials that self-regulation 
can positively impact the environment.  “Green” certification can also help with 

a facility’s public relations, as studies show that many consumers are more apt to conduct business 
with a company they view as “environmentally friendly” when other factors, such as price and customer 
service are equal.

Benefits of Green Certification

● Cost Savings 
● Facility Marketing Opportunities 
● Positive Community Relations 
 
NJGARP committee members worked with the NJDEP to develop a checklist of “green” initiatives that 
automotive repair facilities can implement in an effort to become more environmentally responsible.  
Each “green” initiative a facility implements is assigned a point value.  Repair shops must achieve 
a minimum of 300 points to qualify for—and maintain—NJGARP certification and “green” business 
recognition.  The 88-point checklist includes: pollution prevention and resource conservation 
measures; waste fluids management; energy and water conservation efforts; waste water reduction; 
recycling practices; and protection of customers and workers at the facility.  Facilities must apply for 
recertification every two years, and NJGARP committee members will conduct on-site evaluations to 
determine if facilities continue to meet the specifications of the program to remain “green certified.”

It Costs Nothing To Conduct A Self-Assessment
There is no reason why every NJ GCA member shouldn’t download the checklist from 
www.njgreenautorepair.org and complete a self-assessment.  It could be among the most 
valuable two-hours you’ve ever spent looking in virtually every corner of your facility’s 
operations.
 
If your facility scores above 300 on the survey, you may voluntarily elect to pursue certification.  This 
would require you to submit your completed survey, along with the required Application Fee (detailed 
on the Application Packet available at www.njgreenautorepair.org).
 
Upon receipt of the completed Survey and Application Fee, the Council will review your survey for 
completeness and then schedule an on-site visit to verify the information you have provided.  Following 
the on-site review, and depending upon the number of points actually scored by your facility, the 
Council will either award “green certification” or inform you of the reason(s) why certification cannot be 
awarded.  Please visit the Program Website (www.njgreenautorepair.org) for more information.

Visit 
us at  

NORTHEAST 2010 
Booth #714
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That was the exchange that took place between 
me and a young gas pumper one afternoon in 
May 1995.  I was teaching an employee the 
procedures he would need to know in order 
to open my Texaco gas station by himself.  I 
was doing this in preparation for his upcoming 
summer vacation from school.  Every year at 

this time I would train high school age employees in advance 
of the summer so they could take advantage of their time off 
from school and earn a few extra bucks.

For years I was disheartened at the lack of simple skills that 
high school and college part timers possessed in order to do 
their jobs with even minimal competence.  Giving the correct 
change to a customer at the pumps, balancing the shift prop-
erly, or recording inventory seem like simple tasks that should 
require only elementary and fundamental education skills, yet 
few high schoolers have these skills.  I was 20 years old when 
I opened my first Exxon station, and even then in 1978, I real-
ized that many of my peers were incapable of performing the 
most menial of tasks.  For years I thought to myself, “if some-
one is not capable of pumping gas-then what in life are they 
capable of?”

Think about it.  If a person can’t be employed as a gas pumper, 
what can they be employed as?  What contribution to society 
can they make?  Ultimately society pays for the uneducated 
and the unskilled through higher taxes for handouts or subsidy 
programs, and even the costs associated with crime.  Poorly 
educated children cause an economic ripple effect that you as 
employers pay for in many ways beyond high taxes.

Gas pumpers do not have a monopoly on poor education and 
fundamental skills either.   How does an auto technician prop-
erly measure the thickness of brake rotors if he can’t read and 
calculate a micrometer?  How can a technician do a proper 
wheel alignment if he can’t add or subtract tolerances?  When 
I first went in to business someone who performed auto repairs 
was called a “mechanic”.  Today we refer to these employees 
as technicians.  They are technicians.  Repairing a car requires 
highly trained and highly skilled personnel.

Why do we employ workers that are so poorly educated?  Why 
do we have employees pumping gas that can’t make proper 
change without using a calculator?  Did you ever go to the 
grocery store and hand the clerk coins after they have entered 
the amount tendered in to the cash register in order to receive 
back a whole dollar amount?  Such an act can send a grocery 
clerk in to a panic.

Why do we pay such incredibly high property taxes both at 
home and at our business?  Did you ever look at your property 
tax bill?  Have you ever noticed that 75% of your property 
taxes pay for local schools?  Why do we pay so much and get 
so little in return?

I can use this entire issue of On The Road to write about the ills 
of our education system and the devastating effect it has on our 
business, our economy, and on our society.  Education reform 
is a passion I have had since the days of my first poorly educat-
ed employees.  I have never shared this passion with you over 
the 3 years that I have been here at NJGCA, because I have 
been embroiled in so many other matters.  But the time has now 
come to begin discussing and then solving the education issue.

Operating a small business you have learned first hand how 
competition plays a role in how your business performs and 
how much you earn.  Many customers drive right past your 
location to save a penny a gallon, while others will pay a higher 
price for better service or a brand they like.  You also know 
how difficult it is to perform quality service and repairs and 
remain competitive with the prices you charge, or even loyal 
customers will look elsewhere to have their car repaired.  Why 
will some customers pay $3 for a cup of coffee at Starbucks, 
yet squawk if you charge the same amount for a cup of coffee 
in your C-store?  COMPETITION!

Yet not only is competition in our education system non-ex-
istent, a malaise of mediocrity and no accountability perme-
ates our classrooms.  When I grew up teachers were poorly 
paid in comparison to other professionals with similar levels 
of education.  When I grew up teachers chose to be teachers 
because it was a passion and a career all rolled up in to a pay-
check.  Rightfully so, teachers and even administrators began 
to demand more.  The result 30 years later is an out of control 
Teachers Union, extremely well compensated teachers with 
extraordinary benefits, out of control property taxes, and kids 
graduating high school that can’t add and subtract.

Does anyone guarantee your job if you don’t perform?  Does 

the iMPortANCe of eDuCAtioN & how it AffeCts Your busiNess!

Sal: “Get in the car now!”
Mike:  “Why?  Where are we going?”  
Sal: “We are going to your high school; I want to 
speak to your math teacher now!  I want to find 
out why you are a junior in high school and you 
can’t do 5th grade math!  My tax dollars paid for 
your education and I want a refund!”
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anyone guarantee your spouse’s job if they don’t perform?  Well 
teachers have a guarantee!  One of the most destructive policies 
that was ever created in education was granting teacher’s tenure.  
Once a teacher is employed in the school system for 3 years, it 
takes an act of God to fire them.  Poor performance doesn’t mat-
ter.  Lack of accountability has fostered poorly educated kids as 
a result.  This didn’t happen overnight, but has gotten progres-
sively worse over the years.  Our kids can’t read and write, or 
add and subtract.

The incident that angered me to demand my young employee 
Mike get in my car to visit his teacher was prompted because 
Mike was unable to calculate that 24 quarters equaled $6.  I 
wanted him to learn how to make a proper cash bank to be used 
when opening my gas station every morning.  Mike who was a 
junior in high school looked at me like I had two heads when I 
counted the quarters and asked him to enter the figure in to the 
adding machine.  He just couldn’t make the calculation.  I am 
certain that I had learned how to perform that level of multipli-
cation and division in the 3rd or 4th grade.  How did Mike get 
to be a junior in high school without the ability to multiply and 
divide?  Who was responsible?

By my calculation approximately 10- 15 teachers and an equal 
amount of school administrators failed over at least a 10 year 
period to properly educate Mike.  They failed Mike, they failed 
me, and they failed every property taxpayer in the town where 
Mike was supposed to be educated.  So if my math is correct-yes 
I did learn how to add and subtract- somewhere around $1 mil-
lion dollars in salaries over a 10 year period was paid to teach-
ers and administrators that failed to perform.  Considering the 
property taxes I had already paid; how much of that belonged 
to me?  Keep in mind that I am only addressing Mike’s inability 
to add and subtract.  Trust me; Mike wasn’t all that proficient in 
reading and writing either.   And God only knows if he had any 
clue who George Washington or Abraham Lincoln were.  So 
how many dollars were actually wasted educating Mike and his 
classmates?

I can fill a few pages describing the ills of our education system 
and the things I have learned in the past 20 years.  Yes I have my 
ideas for solutions to solve the problem, but I will have to lay 
them out for you in a series of articles.  Bottom line is we need 
a better system, we need better teachers, we need better parents, 
and we need better students.

I do think we need to place a heavy emphasis on teachers and 
administrators.  I have challenged a few school principals over 
the years by telling them “you know very well the teachers on 
your staff that perform with excellence, and you know very well 
the teachers on your staff that can’t tie their own shoes.”  Unfor-
tunately, a teacher that can’t tie their own shoes is in a system 

that may pay them more than a teacher that performs with excel-
lence.  This is wrong!
Recently Governor Christie outlined to a joint session of the 
Legislature several examples of pension benefits that taxpayers 
have on their backs.  In one example he cited obscene benefits 
for a teacher.  “A retired teacher paid $62,000 towards her pen-
sion and nothing, yes nothing, for full family medical, dental 
and vision coverage over her entire career. What will we pay 
her?  $1.4 million in pension benefits and another $215,000 in 
health care benefit premiums over her lifetime. Is it “fair” for all 
of us and our children to have to pay for this excess?”

Do you as a small business owner have retirement benefits like 
that?  I don’t begrudge anyone for obtaining such great benefits.  
My problem lies in the fact that the teacher’s union (NJEA) vir-
tually extorts higher pay and benefits year after year and refuses 
to accept any form of merit pay-meaning better pay for better 
teachers.  The NJEA insists on protecting bad teachers and has 
created a system of mediocrity that is unacceptable in your own 
business.

Last summer, a documentary entitled The Cartel was released 
and previewed at film festivals around NJ.  An organization that 
NJGCA is part of named E3 (Excellent Education for Everyone) 
sponsored the viewing of The Cartel in movie theatres around 
the state last October and November.  Some of you may have 
seen this 1 hour documentary.

The Cartel features teachers, administrators, and public officials 
that all tell a story of the NJEA and the grip they have on the 
education system in NJ.  They cite examples of waste and out-
right non performance of educators and show how this is all 
condoned and even protected by the Teacher’s Union.

The Cartel will be playing non-stop at the NJGCA booth at the 
NORTHEAST 2010 Tradeshow.  I am inviting each of you to 
stop by and view 5 or 10 minutes of this very revealing docu-
mentary.  Even 5 minutes will make the hair stand up on the 
back of your neck.  See why poor education is hurting your chil-
dren and grandchildren and depriving them of a better future in 
a world that will demand the very best of educations.  See why 
a poor education system is hurting your business and the econ-
omy.   See why your tax dollars are being wasted because our 
schools are turning out a finished product that is sub-standard.

I am expecting NJGCA to get more involved in this issue, and I 
will try to keep you educated (no pun intended) about proposals 
for reform and how they will affect you, your family, and your 
business.

Stop by the NJGCA booth at NORTHEAST 2010 and see The 
Cartel. ■
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NORTHEAST 2010 IS HERE!!

Join us at the Meadowlands exposition Center

Friday, MarCh 19, 2010: 5pM – 10pM

saturday, MarCh 20, 2010: 10aM – 5pM

sunday, MarCh 21, 2010: 10aM – 3pM

you Cannot aFFord to Miss this!

http://tradeshow.nJgCa.org
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U
nless you’re a large business with hundreds or 
thousands of employees, providing and adminis-
tering a health benefi ts plan can be a huge burden. 
However, if you’re a NJGCA member, you can now 

take advantage of a great group offering through the 

Association Master Trust

NJGCA member companies are eligible for comprehensive 
self-funded health and dental benefi ts through Association 
Master Trust. The Association Master Trust covers approxi-
mately 10,000 participants from thirteen trade and member association benefi t trusts.

Qualifying NJGCA member fi rms can now enjoy all of the benefi ts of network services and modern claims ad-
ministration. By being a member of AMT you’re part of a large group, and have access the same great health 
benefi ts plans the big guys do!

Group Health Coverage through 
NJGCA and Association Master Trust

Great News 
for NJGCA 
Members

66 Morris Avenue, P.O. Box 359, Springfi eld, NJ  07081
973-379-1090 ext. 229 • www.amt-nj.com

info@amt-nj.com

Association Master Trust

To learn more about AMT’s self-funded health 
benefi ts plans call today and ask for Joy

at 973-379-1090 ext. 229 
for further details.

PREMIERE TRADESHOW SPONSOR
VISIT 

US AT BOOTH 
#721
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PREMIERE TRADESHOW SPONSOR

YOUR Healthcare...A Frank Discussion!
 
If you are an NJGCA member and you do not purchase Healthcare coverage from AMT, the information below should 
make you re-consider that choice.
 
Don’t be fooled by a competitor in to thinking that they can provide Health Care Coverage for less.  Let’s be clear...
AMT is set up under the laws of New Jersey so that the defacto owners of AMT are the actual participants/plan hold-
ers. Profits are realized in the form of savings to the participants/plan holders.  That means lower monthly Healthcare 
premiums.  AMT does not add additional costs to your monthly bill in order to return a profit to stockholders.   The AMT 
Board of Trustees approves rates based on paying the claims of the participants, and the costs associated with paying 
the general overhead such as salaries, rents and printing etc.  NO PROFITS.  This is why AMT can offer Healthcare 
plans at a reduced price. 
 
In fact, NJ law requires that only participants/plan holders are permitted to sit on the AMT Board of Trustees.  NJ law 
also does not permit anyone to be a participant/plan holder unless they are a member of one of the 13 associations that 
have grouped together and formed AMT.  AMT was formed over 30 years ago.  NJ law no longer allows these types of 
Healthcare groups and as such AMT is grandfathered.
 
Once again NJGCA members participating in the AMT Healthcare program have received additional savings in the 
form of a dividend check.  For 3 years in a row, the trustees of NJGCA/AMT sub-trust voted to return money to NJGCA 
members, that other Healthcare insurers would normally pay to their stockholders as a profit.  Members received checks 
representing a percentage of the premiums they paid during the previous year in order that they be distributed equitably 
and fairly.
 
AMT can offer many kinds of plans; however, because AMT is self funded, New Jersey law does not permit AMT to offer 
an HMO type of Healthcare plan at this time.  BUT...AMT offers plans that compete with competitor HMOs with better 
benefits to YOU!  This is particularly important if you have children attending college out of state, since HMOs only pay 
for emergency Healthcare out of state.
 
There will always be insurance agents soliciting your business and claiming they can save you lots of money.  When you 
compare what they are offering with a similar AMT plan you will learn that an AMT plan is still less costly.  We have done 
the comparisons!  Don’t let other agents sneak in the back door with rates that seem attractive.   Members who have 
compared their present AMT plan with similar plans offered by competitors have found AMT plans to be less expensive.  
Think about it.....are competitors exempt from rising hospital costs??  Are competitors exempt from the rising cost of 
prescription drugs?  Absolutely not!
 
Recently AMT was able to save as much as 38% for several members who were ready to bind coverage with other 
Healthcare insurers.  Once they compared a similar AMT plan with that being offered by another insurer, they were able 
to save even more.  Since September there have been more than 40 members who have realized a significant savings 
because they asked AMT to review their Healthcare plan.
 
ALL NJGCA members should take advantage of a benefit that by law ONLY NJGCA members can participate in.  Don’t 
be silly about this.  Call NJGCA before you let a zealous agent try to sell you something that you can get less expen-
sively from AMT.  AMT will visit you immediately.  Don’t forget to ask the zealous agent trying to lure you away from AMT 
if he too will pay you a dividend if his company earns any extra profits.  Wanna bet that he won’t?????
 
AMT is a great benefit!  TAKE ADVANTAGE OF IT!!

ASSOCIATION MASTER TRUST: TAKE ADVANTAGE & SAVE!
REPRODUCED FROM THE NOVEMBER 6TH EDITION OF THE THE ROAD WARRIOR



PaGe 10TraDeshOwNORTHEAST 2010

nJGca sPecial TraDeshOw secTiOn

NJGCA is building on our success last year and is 
continuing our partnership with AASP/NJ to bring you the 
NORTHEAST 2010 TRADESHOW to be held March 19-21, 
2010 at the Meadowlands Expo Center!

NORTHEAST is an event tailored to fit your needs. It is the 
only show of its kind to combine the automotive repair, convenience store and gasoline 
retail industries in one premiere event!

NORTHEAST will feature vendors and exhibitors from around the industry, 
demonstrating the latest merchandise and services for your small business!  

And with over 5,000 retailers from the Northeast, Mid-Atlantic, and Metropolitan areas 
in attendance, this promises to be an excellent opportunity to learn about the latest 
products and services.

No matter if you are an experienced small business owner or new to the industry, our 
goal is to bring you the very best the industry has to offer.  

Get a glimpse of coming trends.  Find information on the latest professional services.  
Browse through some of the newest products and equipment.  We bring it all to you!  

These merchants will bring you the latest products and services to improve your 
business before your competition has even learned of them!

NORTHEAST will also bring you insightful seminars, product demonstrations, a unique 
shopping experience, and unlimited networking opportunities!

You can’t miss this show!
 

The Meadowlands Exposition Center is located at:
355 Plaza Drive 
Secaucus, NJ 07094 
Phone: (201) 330-7773

NJGCA NORTHEAST 2010 Homepage: http://tradeshow.njgca.org

AASP/NJ NORTHEAST 2010 Homepage: http://aaspnjnortheast.com

Further inForMation
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EVENT ITINERARY
 
To present the widest scope of useful seminars and informational workshops, NJGCA has compiled the 
following events to best meet the needs of our members.  However, our tradeshow partners at AASP/NJ 
are hosting additional seminars for those who wish to participate.  Please feel free to visit 
http://tradeshow.njgca.org and http://www.aaspnjnortheast.com for further details. 

FRIDAY, MARCH 19TH

Title: Food Safety 101 Workshop (Convenience Stores)
Time & Location: 7:00 PM – 8:00 PM | Seminar Room C
Description: Presented by Andy Joslin, this educational seminar is a must-attend-event for Convenience 
Store owners.  The workshop includes an overview of food safety, sanitation training, HACCP training, 
risk management and compliance education.  Find out what temperatures food borne pathogens grow; 
when hand antiseptics should be used; what is the MINIMUM internal temperature for many popular 
foods. Spend 45 minutes with Andy Joslin learning the answers to these issues and more!  There will 
also be a question and answer session.

SATURDAY, MARCH 20TH

Title: Fat Margins - Pricing For Profit Workshop (Gasoline Station/Convenience Stores)
Time & Location: 10:30 AM – 11:45 AM | Seminar Room D
Description: Presented by Chuck Moyer, this course is specially tailored to the needs of Gasoline 
Stations and Convenience Stores.  Attendees will be introduced to strategies which will enable them to 
sell at higher prices and keep their customers longer. They will also learn why volume isn’t enough to 
guarantee success – an important lesson  many business owners. Participants will come to understand 
the vital link between pricing and success, learn the importance of monitoring their company’s margins 
and gain valuable information from Chuck Moyer’s real-life experiences as a profitability advisor to 
business owners for over 40 years.  Topics to be covered include: The importance of targeting the 
right customers; maximizing seasonal sales; pricing techniques including velocity pricing; and how to 
determine whether or not your prices are too high, too low, or just right.

Title: Fat Margins - Pricing For Profit Workshop (Mechanical & Automotive Repair)
Time & Location: 12:30 PM – 1:15 PM | Seminar Room D
Description: Presented by Chuck Moyer, this course is specially tailored to the needs of Mechanical 
and Automotive Repair Shops.  Attendees will be exposed to techniques that will enable them to close 
more profitable sales while keeping their customers satisfied. They will also learn why simply getting 
more customers isn’t enough to guarantee success – a vital message for struggling small businesses 
fighting to survive. Participants will be shown the relationship between pricing and profit margins and 
learn insight from Chuck Moyer’s real-life experiences.  Topics to be covered include: The importance of 
building relationships – how to develop repeat, referral, and add-on sales; the five questions in the minds 
of all prospective customers; and how to deal with price sensitive customers.  
 

itinerary & details 

Continue on next page...
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Title: Food Safety 101 Workshop (Convenience Stores)
Time & Location: 3:00 PM – 4:00 PM | Seminar Room C
Description: Presented by Andy Joslin, this educational seminar is a must-attend-event for Convenience 
Store owners.  The workshop includes an overview of food safety, sanitation training, HACCP training, risk 
management and compliance education.  Find out what temperatures food borne pathogens grow; when 
hand antiseptics should be used; what is the MINIMUM internal temperature for many popular foods. 
Spend 45 minutes with Andy Joslin learning the answers to these issues and more!  There will also be a 
question and answer session.

SUNDAY, MARCH 21ST

Title: Food Safety 101 Workshop (Convenience Stores)
Time & Location: 11:00 AM – 12:00 PM | Seminar Room C
Description: Presented by Andy Joslin, this educational seminar is a must-attend-event for Convenience 
Store owners.  The workshop includes an overview of food safety, sanitation training, HACCP training, risk 
management and compliance education.  Find out what temperatures food borne pathogens grow; when 
hand antiseptics should be used; what is the MINIMUM internal temperature for many popular foods. 
Spend 45 minutes with Andy Joslin learning the answers to these issues and more!  There will also be a 
question and answer session.  
 
Title: Health Insurance Workshop - How to SAVE & More! (All Small Business Owners)Time & 
Location: 12:00 PM – 1:00 PM | Seminar Room A
Description: Presented by Michael Leneghan of Association Master Trust, this workshop will give you 
ideas and insight on how to save money while providing your family and employees with the best health 
care coverage possible.  Learn what requirements you are responsible for under the revised COBRA 
regulations and how to get health care premiums you can afford!  There will also be a open discussion on 
how the current health care reform debate in Washington, D.C. may affect you and your small business.  
This is a MUST ATTEND event for all small business owners!!

Title: Family Fun Day! (OPEN TO ALL NJGCA MEMBERS & THEIR FAMILIES)
Time & Location: 12:00 PM - 3:00 PM | Tradeshow Floor
Descripton: As a small business owner, your family contributes greatly to your success.  We will 
recognize their dedication by hosting a Family Fun Day!  Bring your spouses, children, grandchildren 
- or even your employees and their children - for an exciting afternoon of food, amusements, and 
activities!! There will be games for kids of all ages, from art projects for the tiny tikes to a dunk tank for 
the more mature around us!  Food will be provided complimentary to those who come with a child or 
grandchild under 18.  NJGCA and AASP/NJ are proud to host this family event - We look forward to 
seeing you all there! 
 
PRE-REGISTRATION
 
The NORTHEAST 2010 website is up and running!  We are currently pre-registering additional attendees 
on the website.  When you register early, you will SAVE a $10 dollar ticket charge at the door and avoid 
the long lines.   
 
Register TODAY at: http://www.aaspnjnortheast.com/registration
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nJgCa Featured Vendors

Servicing the convenience store 
industry since 1945

TOBACCO, CANDY, SNACKS, 
FOOD SERVICE, COFFEE, 

GROCERY, GM/HBC,               
SOFT DRINKS, FROZEN FOOD

25 Van Dyke Avenue, New Brunswick, NJ 08901
TEL 800-828-3865 FAX 732-296-8919
customerservice@resnickdistributors.com

www.resnickdistributors.com

“Nation’s Leading Wholesaler For Magazines and Books”

For Further Information Please Contact: 
Sarita Rowner 

Phone:  (201) 867-3600, Ext. 1005 
email: srowner@hudsonnews.com

 

 

 

 

 

 

 

 

 

 

   

 

THE COMPANY YOU CAN TRUST
PHONE NO: 732-428-7154 SUBHASH MEHRA: 732-910-6200 RUDY: 732-882-8891 

A FULL SERVICE PROVIDER: 
FREE SHIPPING                                       FREE PROFESSIONAL INSTALLATION 
FREE TRAINING                                       FREE ATM NEON SIGN
FREE 24/7 TECHNICAL SUPPORT         FREE PROCESSING
FREE INTERNET REPORTING                RECEIVE 100% ATM SURCHARGE 
FREE ATM SUPPILES FOR LIFE            FREE MONTHLY STATEMENTS
ASK US FOR BUY BACK YOUR ATM 

 
CONVENIENCE STORE DISTRIBUTORS

CANDY, CIGARETTES, GROCERIES,MEDICINE 
732‐613‐9959 * 732‐979‐1213 * VALUE KING WHOLESALE 

Visit 
us at  

Booth #711

Visit us at Booth #705 Visit 
us at  

Booth #735



PaGe 15

c
u

T
 O

u
T
 y

O
u

r
 f

r
e

e
 T

r
a

D
e

s
h

O
w

 v
iP

 T
ic

K
e

T
s

!



PaGe 16

c
u

T
 O

u
T
 y

O
u

r
 f

r
e

e
 T

r
a

D
e

s
h

O
w

 v
iP

 T
ic

K
e

T
s

!



PaGe 17TraDeshOwNORTHEAST 2010

nJGca sPecial TraDeshOw secTiOn

nJgCa Featured Vendors

tc PETROLEUM

CAM2       SHELL       PENNZOIL     FILTERS      ANTI-FREEZE
CHEMICALS & ACCESSORIES

SPECIALIZING IN QUALITY PRODUCTS AT COMPETITIVE PRICES
TECHNICAL SUPPORT ON STAFF

HOURS OF OPERATION                                                                       PACKAGE & BULK
      Mon  thru Fri   8-5                                                                              One Easy Delivery                                          

575 Prospect Street                                                                                 Call 732-367-2116  
Suite 264                                                                                                  Fax 732-367-2067
Lakewood, NJ                                                                                  carol@tcpetroleum.com     

#1  
In Customer 
Satisfaction

Visit us at  
Booth #707

Visit us at  
Booth #701
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nJgCa Featured Vendors

T i m e l y  R e s p o n s e .
T i m e - p r o v e n
S o l u t i o n s .

An Environmental Consulting & Remediation Firm

NJDEP 
UST Grant Program

Petroleum Commercial Tanks

g

No Cost To You!
Ask our experts if you qualify

• Remediation
• Upgrade
• Closure

Additional Services Available Include:Additional Services Available Include:
• Expert Work
• Cost Recovery
• LSRP Services

(800) 969-3159  *  www.ewma.com

Parsippany, NJ  *   West Windsor, NJ   *  New York, NY

Automate Your Drivability Diagnostic Routine 

 Automate Your Driveability Diagnostic Routine 
Learn about Nu-Path Logic® drivability software;  Deciphering drivability “nightmares” like 
P0420 Codes, EVAP Codes, stubborn monitors, and Mode6 test results.  

 Nu-Path cuts diagnostic time in 1/2 by continuously evaluating data and displays “only” 
deficiencies 

 Eliminate “95%” of comebacks by authenticating repairs before it’s returned to your 
customer 

 Nu-Path’s predictive analysis reporting helps build customer trust on preventative 
maintenance repairs 

 

Name  Company  
Phone  Email  
 

Bring this AD to BOOTH 102 for a chance to qualify and WIN a 
 FREE 14-DAY Trial of Nu-Path’s Drivability Software System with computer. 

 

 
33rd Annual 

Northeast Trade 
Show 

Meadowlands 
Expo –Secaucus 

Don’t miss our 
Seminar Sat, 
March 20 @ 

12pm: 

“Understanding 
the Diagnostic 

Elements of 
Drivability” 

PH2 Solutions    
Phone 973-902-5517  
www.ph2solutions.com 

BOOTH #102 

 

Visit  us at Booth  000 

We provide reliable and 
complete Point of Sale 
Systems ... 

46 Bayard St. 
Suite 309  
New Brunswick, NJ 08901 

… and efficient Security and 
Surveillance setups. 

Free 
Demo! 

Bring this ad and 
we will schedule a 
free demo of 
Microsoft RMS or 
POS 2009 at your 
business location! 

Tel:  877-277-0883 

DIVIASOFT INC. 

Visit 
us at  

Booth #102

Visit us at  
Booth #739

Visit us at Booth #740
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nJgCa Featured Vendors

Visit us at Booth #734

Visit 
us at  

Booth #712

Visit us at  
Booth #731
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nJgCa Featured Vendors

Complete Selection of Cigars,  
Chewing Tobacco, Pipe Tobacco  

& General Merchandise 

Volume Discounts Available
Cover the Tri-State Area

108 West Bridge Street
Morrisville, PA  19067

Business:  215-475-6266
Fax:  215-428-3500

Get 7-Eleven’s 

proven franchise 

system 

to work for you   to work for you.  

Visit us at

Booth #

For more info 

contact:

Lance Gianquinto

856-296-0280

Visit us at  
Booth #730

Visit 
us at  

Booth #713
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nJgCa Featured Vendors

Call Us At: 1-800-763-6574
Visit our website: www.amatoagency.net 

Amato Insurance Agency is prepared to provide you with a no cost, 
no obligation, review and comparison of your current insurance. 

Experience The Difference !! 
45 Years of Automotive Insurance Expertise 

Professional Service, Programs & Advice 

NJGCA Members Benefit From Amato Agency’s 
Automobile Services Advantage Program 

Competitive Insurance Programs 
Specially Designed For… 

Gasoline Stations, Car Washes, Quick Lubes, Mini Marts
Auto Repair Shops, Auto Body Shops, Car Dealers 

Consolidated Service Distributors

Started in 1937, Consolidated Service Distributors, Inc. is 
a fourth-generation candy, grocery and tobacco distribu-
tor currently being run by the third and fourth generations. 
From its state-of-the-art temperature controlled distribu-
tion center in northern New Jersey, Consolidated Simon 
services over 10,000 accounts nationwide including many 
of the country’s leading discount party chain stores, conve-
nience store chains, service station chains, and supermar-
ket chains; as well as card stores, gourmet stores, and bulk 
stores.

1835 Burnet Avenue 
Union, NJ 07083  

800-672-1194  
http://www.csdsupplier.com

Visit us at Booth #708

Visit 
us at  

Booth #519
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nJgCa Featured Vendors

COME VISIT ATS & P.A.I.  
AT BOOTH #715

Wholesale Tire Delivery

1-800-662-1200

Serving NJ Counties; Middlesex, Union, 
Somerset, Monmouth, Ocean, Mercer, 

Hunterdon, Essex, Hudson, Bergen, Passaic, 
Morris, Sussex, Warren, & Staten Island, NY

ANY BRAND, EVERY SIZE
SAME DAY DELIVERY

YOUR ONLY PHONE CALL

www.accesstomoney.com

COME VISIT US AT BOOTH 
NUMBER 726

Visit us at  
Booth #709
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nJgCa Featured Vendors

Pump Up Profits and Deflate Costs

About AIR-serv
AIR-serv is your tire inflation and vacuum specialist.  
Since 1981, we have been dedicated to providing 
convenient and profitable air and vacuum services to 
service stations and convenience stores throughout the 
United States, Canada and Europe.  

AIR-serv is the proven revenue producer in the 
coin-operated tire inflation and vacuuming industry. 

Maintenance, Reporting 
and Product Support.

Satisfaction Guaranteed.

Is your current air service program
a liability, or a profit center?

Visit Our Booth and
Find Out More!

THEFT

�0

�5

�2�5

�7�5

�9�5

�1�0�0

The Wave of the Future

OCEAN PETROLEUM
Ocean Petroleum is a distributor/wholesaler of competitively priced major branded gasoline and diesel 
fuel serving the Middle Atlantic and North East.  We are affiliated with BP, Chevron, CITGO, Exxon, 
Sunoco, and Texaco. For those retail dealers who prefer the very lowest priced products we offer our 
own hyper-competitive Oceanic branded gasoline purchased from a wide array of refiner/suppliers.  
We provide new site development, conversions, rack pricing and assistance in obtaining financing. 

STEVE KAYABAS
484-459-0562

skayabas@oceanpetroleum.com

Visit us at  
Booth #703

Visit us at  
Booth #732
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nJgCa Featured Vendors

Lowest Cost UST Insurance
ALLOWED BY LAW!!*

Warning
Check your tank insurance 
schedule carefully. Compare it 
with the DEP records because
the DEP will also be checking.

Guarantee
DANA Insurance and Risk

Management insures over 8,500 
UST systems and cannot be 

beaten by honest competition.

www.dana-ins.com
*call 800-821-1990 for a quote

Recommended
Provider

719

Visit 
us at  

Booth #717
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other Valued Vendors inClude...
3M

5th Gear Enterprises  
Accudraft  

Aeromotive  
All Data  

All Star Auto Lights  
American Hardware Mutual Insurance    

Audatex, a Solera Company  
Auto Body Distributing  
Auto Data Vin Labels  

BASF Corp.  
Car-Part.Com  

Compressed Air Systems  
Computer Logic  

Continental Auto Parts  
DuPont  

Enterprise Rent-A-Car  
First Choice Auto Equipment  

Flemington Cars & Truck Country  
Future Cure  

Goffs Enterprises  
Harold Levinson Associates  

Hella

Hertz Corp  
Hunter Engineering Co.  

Integrity Security Systems  
Jasper Engines & Transmissions  

Kent Automotive  
Matrix System Automotive Finishes  

Mop Lady / Shammy  
Motor Information Systems  

NAPA New Jersey  
NJ Dept of Enviormental Protection  

P&L Consulting / Lange Technical Services  
P. F. S. - Purification and Filtration Systems

PPG Industries  
Pro-Tek  
Reliable  

Summit Software Solutions  
Sundance Vacations  
The Radiator Store  
Time Shaver Tools  
Tire Management  

Tri-County Auto Supply  
Walcom USA  

Wheel Collision Center  

...and Many More!!!

New Jersey Gasoline-Convenience-Automotive Association 
Serving the Small Businesses that Serve the Motorist!

Advocating in Trenton • Educating members • Providing essential small business services 
Enhancing public awareness • Promoting the highest ethical and professional standards

66 Morris Ave • Springfield, NJ 07081 • 973-376-0066 • info@njgca.org • www.njgca.org 

With a proud 70 year tradition of excellence, NJGCA represents over 1,5000 
small business owners who serve the motoring public in the gasoline  
service station, convenience store, and automotive repair industries.  

Membership in a strong Trade  
Association is one of the best  

business investments you can make.   
Join us and see for yourself!

Visit 
us at  

Booth #720
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By Christopher Stark

The legacy of President Barrack Obama may be set in stone as we make our way through 2010, and 
it will be based on his ability to pass health care reform.  The timeline of this debate will clearly be 
viewed by historians in three time periods—before January 19,2010, between the 19th and February 

4, 2010, and after February 4th, 2010.  Why do these dates matter?  Because after the Minnesota Supreme 
Court ruled that Al Franken would be the Junior Senator from Minnesota on June 30, 2009 until January 19, 
2010 President Obama had a 60-person Super Majority in the Senate, which meant they could pass any legis-
lation without the threat of a filibuster.  However, On January 19, 2010, the people of Massachusetts elected 
Republican Scott Brown to the United States Senate, which forced Democratic Legislators to do a double take 
on what they should do with Health Care Reform, and analyze if they should pass it before Brown took office, 
which occurred on February 4th.  This history is important, because it forms the basic outline of how we got 
to this point in the health care debate.  

The six and a half months of a filibuster proof Senate, was not enough time for the Democrats to pass mean-
ingful Health-Care Reform.  President Obama used the perceived political capital from his election and Super 
Majority to attempt far reaching reform.  The plan presented to him by Speaker Pelosi included a Govern-
ment Option Health Care Plan that would be available to individuals who do not otherwise have access to 
affordable Health Care.  Unfortunately for the President, this part of the Health Care Plan mobilized opposi-
tion to reform because of the exponential increase in Debt for the Federal Government, and increased taxes 
for individuals with insurance.  However, the President and Speaker Pelosi did include necessary reforms to 
prevent individuals with pre-existing conditions from being excluded from health care plans.  Nevertheless, 
by Congress and the President using mandates on businesses they alienated the citizens concerned not only 
over the trillions in debt our government is, but also those who believe these business mandates prevent strong 
recovery efforts during a recession.

Since the House and Senate could not agree on legislation prior to Scott Brown’s election or before he was 
seated in the Senate, there will now be opportunity for broad-based reforms that will benefit all interested par-
ties—businesses, doctors, pharmaceuticals, and the un-insured.  The reforms you, as a small business owner, 
should want are common-sense principles based on market forces and necessary reforms, which focus on 
competition, choice, and costs.  

Recent studies by the Advanced Medical Technology Association reveal that loss of productivity (workers out 
for an illness or not working efficiently due to illness) costs the American economy over $1.4 Trillion annu-
ally.  Each NJGCA member has surely felt the effects of losses in productivity, and while health insurance 
may not be the end all of decreasing productivity losses, it is a necessary step.  So it is important for all small 
business owners to take an active role in urging congress to pass market-based health care reforms. First, we 
must allow individuals the ability to choose the coverage that is right for themselves by ending mandates that 
prevent individuals from accessing health care from other states, which may offer comparable plans at re-
duced rates.  

Second, any reforms will do little to drive down the cost of health care without reforms to our legal system to 
prevent frivolous lawsuits for malpractice and to cap the amount for malpractice settlements.  A Harvard Uni-
versity economists estimates that nearly $60 Billion is lost each year due to Medical Malpractice claims that 

heAlth CAre reforM: it’s iN Your iNterest
explORiNG WhAt smAll busiNesses Need
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could be limited by common sense legislation that caps the amount individuals can pursue in damages under 
certain circumstances.  

Finally, according to the non-partisan Government Accountability Office, the five largest health insurance pro-
viders control over 90 percent of the market, and small businesses often only have choices between one or two 
providers. NFIB’s analysis of these options shows that small businesses pay up to 18 percent more per em-
ployee than the average corporation.  The government should facilitate the market in increasing competition in 
the health insurance market, and allow Small Business Association Health Care Plans to actively participate in 
the health insurance system, which will help small businesses pool together for greater leverage in negotiating 
affordable coverage for their businesses.

As noted above, history will break this bill into three parts, we know the outcome of the two periods leading 
up to Senator Brown being seated in Congress, but now we wait to see what the legislation will actually look 
like as it is voted upon.  You must make calls to your Congressman and Senators Menendez and Lautenberg, 
and tell them that you do not want any legislative tricks taking place to pass the old health care bill, but that 
you want legislation that addresses the concerns of Small Businesses.  Remember, as a small business, the 
three most important parts of any health care reform bill are Association Health Care Plans, Tort Reform, and 
eliminating the limitations on buying insurance across state lines.  Together with reforms to pre-existing con-
dition laws, the plans for small businesses will help all interested parties in the health care debate. ■

Your complete energy solution…

Join The Winning Team!

•  Extensive network of company/ dealer operations.
•  Rack supply contracts with BP and Sunoco.
•  Unbranded supply contracts with our exclusive Kwik Trip brand.
•  Equipment purchase programs.
•  Provide maintenance, station upgrade and environmental 
 and financing support.
•  Engineering and Zoning assistance for new sites.
•  Construction supervision.

Gill Energy, T/A Creative Management Inc.
935 Route 34, Suite 3-A, Matawan, NJ 07747
Phone: 732-696-2201   |   Fax: 732-696-2202

GillEnergy ad.indd   1 2/22/2010   6:42:47 PM

please patronize our advertisers!
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leGislAtive uPDAte: whAt You NeeD to kNow About treNtoN

By Christopher Stark

Many of you have already either heard Governor Christie’s recent report on the state of our econ-
omy and budget here in New Jersey, but if you haven’t here is condensed version.  New Jersey 
is Broke, and not just short on cash for 2010, but facing a $2 Billion budget shortfall before July 

1st of this year, and another nearly $10 Billion deficit to start the Fiscal Year 2011 Budget in July.  These 
budget worries are no different than what we each are facing as we open our ledgers at work or home.  We 
know we have to trim waste from our budgets, and Governor Christie is doing the same to his budget.  
According to the New Jersey Constitution, we must have a balanced budget each year, which means that 
cuts are being made now to make up for what was not gutted last year.  This means that if your school has 
any surplus in its 2010 Budget, then it will not receive any further state aid this year.  This means that NJ 
Transit must either find a more efficient way to operate or to raise fares, because Gov. Christie has gutted 
their funding for the rest of FY 2010.  And this means that other programs will be cut in order to guarantee 
we have a balanced budget by July 1st, which is necessary to start our next fiscal cycle. However, NJGCA 
will be in Trenton fighting to ensure that items like the UST Fund are not depleted to cover other excesses 
in Government.  The reality we face may seem ugly, but the alternative is higher taxes, and for small busi-
nesses in our state, that reality would be disastrous.  

Now to the Legislature.  This year we will be fighting to finally end the era or discrimination for each 
element of our Association.  For too long and for too many members, the legislature has failed us by not 
passing legislation to ban Zone Pricing, and we must work together to fight for those members whose 
livelihoods are put at stake each day so that Big Oil can bankrupt them through discriminatory pricing.  For 
too long and for too many automotive repair shops, the Legislature has failed us by not passing the Motor 
Vehicle Owners’ Right to Repair Act, which will end the era of car manufacturers trying to monopolize the 
aftermarket repair industry, and we must work together to fight for those members who have to tell their 
customers that they do not have the information necessary to repair their car.  Finally, we must take up the 
fight this year for Convenience Store Owners who for too long have faced an antiquated liquor licensing 
system, and work together for reforms to this system to allow beer and wine sales in C-Stores.  

However, discrimination in the market place is not the only thing we will have to do in Trenton. We have 
to ensure that we work with the Christie Administration to reform the compliance mandates from the DEP.  
Assemblywoman Watson-Coleman has also re-introduced her legislation to mandate Temperature-Adjusted 
fuel pumps, which will cost every station thousands of dollars, and we must vigorously fight to ensure this 
legislation never reaches a committee hearing.  Finally, we will have to all work together to bring new ideas 
for funding the Transportation Trust Fund to the legislature to ensure that we do not see toll hikes or an 
increase in the gas tax in the coming year.

This year, we must have members engaged in what is happening in Trenton, because we have incredible 
opportunities this year to pass meaningful legislation to help all NJGCA members.  With that being said, 
we need you to generously support the NJGCA PAC.  Your contribution of just $100 will help us garner the 
legislative support we need to pass legislation like Zone Pricing and Right to Repair, and I want to take this 
opportunity to thank those members who have already contributed to NJGCA PAC. ■
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THE NJGCA PAC

DEFENDING OUR MEMBERS. 
PROTECTING YOUR INTERESTS.

ANSWER THE CALL & CONTRIBUTE TODAY!!

Promoting our agenda in Trenton is of utmost importance to NJGCA and our members.  However, in order 
to truly affect the debate, we must ensure our friends in the Legislature are re-elected.

It is for this reason that your Association has established the NJGCA PAC.

For too long, the weight of funding our Political Action Committee, the arm of the Association responsible 
for political donations, has rested upon a few.  This is not only unfair to those few members who have 
shouldered this burden, but means we are not utilizing our full strength to affect the debate in Trenton.

To truly understand the importance of supporting our allies, consider our successes this last year:
 

We defeated BELOW COST SELLING, which would have cost each of you thousands of dollars and put 
many of you out of business! 

 
We made history in getting FIRST RIGHT OF REFUSAL, the most comprehensive protection of franchi-

sees in decades, signed into law!

We have built large support for RIGHT TO REPAIR, which will prevent automakers from denying you the 
necessary technical information needed to complete repairs.  Every state has tried to pass this legislation 

and no state has even been able to get the legislation out of committee - NJGCA has! 

In each instance, we achieved these goals with the help of our friends in the Legislature!  

If every member contributes just $100 we can help to ensure victory for our allies.

We have made great progress in Trenton, but more needs to be done- 
I hope that you will answer the call and contribute to the NJGCA PAC TODAY!
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KNOW YOUR TERRITORY MANAGER!                                           

Henry Darden: Territory Manager for Middlesex, Union, Part of Essex 
(Southern Half)
Cell: 908-247-2992 
Email: henry@njgca.org

Jack Leli: Territory Manager for Atlantic, Burlington, Camden, Cape 
May, Cumberland, Gloucester, Ocean, Salem
Cell: 732-995-1637 
Email: jack@njgca.org

Bob Quirk: Territory Manager for Bergen, Hudson, Part of Essex 
(Northern Half)
Cell: 201-214-8836 
E-mail: bob@njgca.org

Frank Stewart: Territory Manager for Morris, Sussex, Warren, Hunter-
don, Passaic
Cell: 973-234-7403 
Email: frank@njgca.org
 

Don Stohrer: Territory Manager for Monmouth, Mercer, Somerset
Cell: 732-539-2955 
Email: don@njgca.org

Advertise with us!
On The Road is a quarterly newsletter reaching gasoline stations, convenience 
stores, and auto repair shops throughout New Jersey.  
 
This newsletter is sent to a focused market that requires your products and 
services. If you receive this newsletter and are interested in advertising, please 
contact Phil at (973) 376-0066.  
 
For over 70 years NJGCA has been serving and protecting the small business-
es that serve the motorist.
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IMPORTANT DATES & TRAINING SCHEDULE
The 2010 NORTHEAST Tradeshow
Friday, March 19th - Sunday, March 21st
The Meadowlands Exposition Center at Harmon Meadow - Secaucus, New Jersey

Building on the success of last year’s show, NORTHEAST 2010 will be a three-day event 
tailored to fit the needs of professionals in the gasoline retail, convenience store, and auto-
motive repair industries.  Hundreds of vendors and exhibitors will be present, demonstrat-
ing the latest merchandise and services for your small business!  YOU CANNOT AFFORD 
TO MISS THIS!!

ETEP TRAINING
NJGCA is offering ETEP Training.

We have courses designed to meet your specific needs.  

NJGCA offers ETEP courses that your ERT’s need in order to re-certify their license.

Our Course includes:  
• New Jersey State Specific Information Course
• ETEP Section 6 “OBDII Monitoring Failures”
• Section 7 “Light-Duty Diesel Vehicle Technologies and Testing”. 

Everything your technician needs to Re-Certify his ERT license!!!

NJGCA also offers the ENTIRE ETEP course for those technicians that would like to get 
certified as an Emission Repair Technician.

NJGCA offers night classes and day classes.  NJGCA has specialized pricing for our mem-
bers but we provide the class to all those in need. Please call us to find a program that fits 
your needs. To enroll in the classes, call Debbie Hill at 973-376-0066 or email Debbie 
at debbie@njgca.org

TRAINING CLASS

RETIRING?   SELLING?   WANT TO STAy BUSy?
NJGCA is looking for people with experience to join our team of Territory Managers who work 
in the field visiting NJGCA members. Several territories are available. NJGCA has always 
tried to employ previous members whenever possible.  Even if you are not available 
now, let us know if you are interested and we will keep you in mind for the future.

Contact Phil Apruzzi at phil@njgca.org 
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