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Is your brush-wash or j-wash
looking tried and jaded?

INVESTING IN FORECOURTS THROUGHOUT IRELAND

Call Dessie J Aughey to carry out a site survey 00447801285613 • e-mail: dessie.aughey@air-serv.co.uk

Air-Serv Ireland can replace at no cost

to you, utilize your existing wash bay

area by removing your old equipment

and replacing with a new Buy-time 

Jet-wash at no capital cost

,maintenances,breakdown and parts all

covered in by the Air-Serv revenue plan.

Before

After
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IPRA - WhO WE ARE
The Irish Petrol Retailers Association (IPRA) is the industry body 
representing the interests of petrol and diesel retailers in Ireland. 
We have Members across the nation. We are made up mostly of 
independent retailers with a broad mix of brands reflected in the 
mix. As of April 2017 we represent upwards of 500 retail sites 
including sites belonging to our corporate members. The IPRA is 
run by experienced and industry aware personnel. It is a hands-
on and independent organisation operating on your behalf. Advice 
and assistance are available at the end of a phone.

IPRA - WhAT WE dO 
Our objectives are to provide beneficial support services to the 
busy retailer including: 

positive PR supporting the interests of the independent •	
retailer;
actively defending and promoting legitimate traders;•	
lobbying on behalf of members on pertinent issues (currently, •	
for example, the commercial rates revaluation);
providing price guidance on weekly/daily change;•	
securing Affinity deals for our members including insurance, •	
health & safety, employment law & pump measuring; and
intervening, negotiating and communicating on behalf of our •	
Members with Revenue, Council and Government.

OuR BIg NEWS 
The IPRA has just received the Certificate of Trade Mark 
Registration for our petrol and diesel quality assurance scheme 

that has been taken up and is currently promoted by over 220 of 
our Members sites.  The only time consumers hear about fuel 
quality is in a negative context - here at the IPRA we want to 
change that - our goal is to promote the quality of fuel to provide 
consumers with confidence when they make a purchase. 

Membership of this scheme involves meeting a series of regulatory 
requirements and undergoing initial entry and random fuel testing 
(carried out by an independent laboratory) in order to be able to 
display the Quality Assurance mark on your station [stickers, 
signage etc.].

The National Standards Authority of Ireland are very supportive 
of this initiative. Paul Turner, Head of Legal Metrology at the 
National Standards Authority of Ireland, welcomed the news and 
said, “NSAI is responsible for ensuring that fuel pumps dispense 
the correct amount of fuel when a customer fills their vehicle at a 
retail station. We do this through the authorised verifier’s scheme. 
We welcome the news that the IPRA QA scheme has received trade 
mark verification and support any initiative that gives consumers 
assurance on fuel quality. Together NSAI and IPRA can provide 
your customers with the confidence they need.”

You will find more information, including how to join this scheme, 
on page 51 of this magazine. 

REPRESENTINg OuR MEMBERS
The IPRA plays an important role in representing our members 
and is actively involved in the following issues currently faced by 
our members:

Drive Offs:•	  We are actively lobbying the Government to 
refund Taxes and Duties on Drive Offs.
Commercial rates revaluation:•	  The IPRA is taking a stand 
against the recent commercial rate increases our members are 
facing in the ongoing revaluation.
Unauthorised Car Washes:•	  We are hitting this issue from 
all angles including tackling the Government, local councils, 
Irish Water, Revenue and the Department of the Environment. 

You can learn more about the IPRA’s active involvement in these 
issues further on in this magazine. 

We believe there is power in numbers and hope to have you on 
board with us soon. Membership application form is enclosed.

how do you plan to spend your company’s 
advertising budget in 2017?
What about targeted promotion and advertising to petrol retailers through the largest petrol retail 
membership organisation in Ireland?

IPRA can offer you a cost effective package for your company with stands at our Forecourt Retailers 
Exhibition, promotion on our interactive website and in our new IPRA Forecourt Magazine.

Our Exhibition is attended by owners and management of petrol stations throughout Ireland and our 
magazine is posted and emailed to over 800 retail sites in the Republic of Ireland. Retailers log onto our 
website every day to check current fuel prices. The exhibition, website and magazine allows products 
and services to be promoted directly to forecourt retail decision makers.

1 Star Package which includes a half page advert in ‘IPRA Forecourt News’ magazine
- this costs only €350 + VAT.

2 Star Package includes an A4 advert in ‘IPRA Forecourt News’ magazine
- this costs only €650 + VAT.

3 Star Package which includes a stand in our annual forecourt exhibition, your company logo on our 
website with a link to your site
- this costs only €1050 + VAT.

4 Star Package which includes a stand in our annual forecourt exhibition, your company logo on our 
website with a link to your site
- this costs only €1450 + VAT.

5 Star Package which includes a stand in our forecourt exhibition, and your company logo on our 
website with a link to your site
- this costs only €1850 + VAT.

Further information and details call
087 166 6223 or 087 254 6512 or michael@ipra.ie
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Throughout the roads and motorways 
of Ireland, drivers will begin to notice 
some changes afoot at Topaz. The most 
significant of these is undoubtedly the 
new fuel offering, miles, which is 
now being rolled out across all Topaz 
branded service stations in both the 
Republic and Northern Ireland. 

miles is Topaz’s next generation 
fuel.  miles fuels contains a unique 
blend of additives developed to take 
Irish motorists further, take care 
of their engines, and help engines 
run smoother & cleaner throughout 
regular use.  The result on the driver’s 
pocket is that miles reduces the cost 
of fuel by up to 3%.  It also helps to 
reduce emissions.

One of the most innovative aspects 
of the miles offering is that the miles 
unleaded additive package includes 
a friction modifier. The impact on 
engines is significant – in petrol 
engines over 25% of the fuel burned 
is to overcome metal to metal friction. 
In the case of miles, however, the 

friction modifiers act as an additional 
lubricant in the engine and reduces 
fuel consumption.   Its benefits are 
immediate from the first tankful, 
with optimum benefits arising from 
continuous usage. The benefits 
of miles are not limited to petrol 
engines alone; diesel customers also 
benefit from the new fuel. The new 
and improved miles diesel additive 
package prevents the build-up of 
deposits and optimises combustion. 
This means that going further on the 
same amount of fuel contributes to 
reducing the overall impact on the 
environment.

The rollout of miles began in Ireland 
this year, featuring in Topaz’s new 
motorway forecourt at Junction 5 on 
the M9. This was rolled out complete 
with new livery, new state of the art 
branded fuel tankers, point of sale and 
media campaign. 

The miles rollout is just one part of 
a four-pronged revamp of the overall 
Topaz offer, which signals the Irish 

TOPAZ LAUNCHES ITS NEW MILES FUEL TO TAKE 
IRISH DRIVERS UP TO 3% FURTHER

OvER 120,000 MIlES Of 
STRESS TESTINg, lAB 

ExPERIMENTS ANd 
REAl WORld dRIvINg 

vEhIClES fuEllEd WITh 
MIlES WERE ExAMINEd 

uSINg STRICTly dEfINEd 
METhOdS uNdER ThE 

NEW EuROPEAN dRIvINg 
CyClE (NEdC) ANd ThE 

WORldWIdE hARMONIzEd 
lIghT vEhIClES TEST 

CyClES (WlTC), PuShINg 
ThE EMISSIONS ANd fuEl 
CONSuMPTION ClAIMS TO 

ThE vERy lIMIT.

brand’s full integration with Circle-K. Along with the new fuel 
brand, Topaz customers will be able to avail of a new carwash, 
the brand new Simply Great coffee proposition, and an updated 
food offer which will include numerous alterations to the menus 
currently on show in Topaz stores. All of these upgrades and 
changes will see the Topaz brand realign into the world-famous 
Circle-K format.

While the fuel is a new addition to the Irish market, it has been 
tried and tested in various other markets. The new fuel additive 
has been in development by Circle K over the last number of 
years and has already been made available across Scandinavia, in 
various Baltic countries and Poland.

Topaz has been working hard to back-up its 3% further claim.  To 
this end, testing has been carried out and verified by an independent 
automotive research and development institute, BOSMAL.

Over 120,000 miles of stress testing, lab experiments and real 
world driving vehicles fuelled with miles were examined using 
strictly defined methods under the New European Driving Cycle 
(NEDC) and the Worldwide harmonized Light vehicles Test 
Cycles (WLTC), pushing the emissions and fuel consumption 
claims to the very limit.

Topaz Fuel Director Gordon Lawlor explained why it was so 
important to go to these lengths in order to prove that the miles 
performance claims were accurate.

“The WLTC is a new world-wide standard, and more rigorous 
than previous tests,” Gordon said. We wanted to go a lot further, 
and to build consumer confidence in our claims. We wanted to be 
pro-active and confirm thoroughly and independently the benefits 
of this fuel.”

The fuel has also been given the backing of the AA in Ireland, 
which has given its official ‘Quality Approved’ endorsement to 
the new fuel. 

After successfully completing the rigorous fuel testing, Topaz is 
now more than ready to proudly unveil miles to the Irish market 
with an ambitious rebranding programme. The rebrand got 
underway at the opening of the impressive Carlow motorway 
service station earlier in the year, but the real work started shortly 
after given that Topaz has set itself an ambitious target in terms of 
completing the full rollout of the new fuels product & brand 

In fact, Topaz expects to have completed the entire rollout of the 
rebranding across the whole island of Ireland in August – that 
includes more than 400 sites.

“The investment we’re making in this process is €6 million,” 
Gordon Lawlor revealed. “The majority of the investment will 
go into enhancing our forecourt standards, on new pumps & on 
marketing initiatives to launch our new fuel.”

The ‘up to 3% further’ message will soon be a familiar sight at 
Topaz fuel stations across Ireland north and south and, according 
to Gordon, it will represent a major change for consumers. 

‘At Topaz we are committed to being at the forefront of innovation 
in fuel.  The introduction of our next generation additive, miles is 
another great example of Topaz leading the industry in Ireland.  
We are constantly looking for ways to enhance our customers 
experience & we are currently working on a pipeline of new 
initiatives that we will bring to the Irish market over the coming 
months’. 

With miles leading the way for the full rebrand of Topaz and their 
full integration into the global Circle K format, it certainly signals 
exciting times ahead for the brand – and for the Irish fuel industry 
in general. With such a significant investment also going into 
forecourts, pumps and even car washes right through to the food 
offering, this is a very positive move forward from the leading fuel 
& convenience brand in the industry.

Gordon Lawlor - Topaz Fuel Director

PlEASE CONTACT uS If yOu hAvE A NEW OffERINg 
yOu WOuld lIkE TO INCludE IN ThE NExT EdITION 

Of IPRA fORECOuRT NEWS.
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Tailored Insurance Solutions
for Petrol Retail Industry

• Better cover at a
lower price

• Flexible Payment
Options

• Free Risk
Management
Service

Call:   0818 307030
Email: insure@arachas.ie
Click: www.arachas.ie

Arachas
The Courtyard, 

Carmanhall Road,
Sandyford Business Est,

Dublin 18.

Arachas
9 Eastgate Avenue,

Eastgate Business Pk, 
Little Island, 

Cork.

Arachas Corporate Brokers Limited, trading as Arachas is regulated by the Central Bank of Ireland.
The above benefits and options are subject to the standard policy terms, conditions, limits and

exclusions and a copy of these are available on request

POLICY BENEFITS INCLUDE:
•Material Damage All Risks Cover
•Pollution Cover Option Available
•Employers Public & Products

Liability Cover
•Hold Up, Cash & Wrongful 

Arrest Cover
•Revenue Audit Fee Cover
•Unlimited Glass Cover

Gearoid Fitzgerald   086 896 9234
Mick Cremin  087 794 3987

TALK TO ONE OF OUR
DEDICATED TEAM

Arachas
Marine Point,

Belview,
Waterford.

• Better cover at a
lower price

• Flexible Payment
Options

• Free Risk
Management
Service
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IPRA Members will be aware that as an organisation we are 
tackling the rates revaluation issue as we speak. 

The Valuation Office (VO) is currently in the process of revaluing 
all business premises throughout the country – county by county.  
Here at the IPRA we understand the impact this process is likely to 
have on your business  (and your wallet) so we are concentrating 
our efforts on helping our members to get a fair deal. 

If you are based in Westmeath, Leitrim, Roscommon, Longford, 
Kildare, Kilkenny, Carlow, Offaly, Sligo and South Dublin County 
Council you have most likely to have received your Proposed 
Revaluation Certificate by now. 

There are various stages in this process which the IPRA has 
been updating our members on since February. Please contact us 
[office@ipra.ie or orla@ipra.ie] if you are a member who has not 
received this important information. 

We have hosted an open consultation with our members in Kildare 
in order to talk about the process, impact (noting many members 
so far have reported very large increases in their rates payable 
under the revaluation) on business and the perceived unfairness by 
which petrol retailers are being treated under the new revaluation 
system in comparison to retailers who do not have forecourts with 
petrol pumps. 

The IPRA is taking a stand against these large increases and 
has formed a commercial rates committee with some of our 
members.

So far our action plan is ongoing and to date includes the following:
Open consultations with our members;1. 
Commercial rates committee formed;2. 
Communicating with TDs, local councilors and senators;3. 
Requesting a review of the anti-competitive behavior issues 4. 
(shop v shop with pumps) and data privacy concerns (demand 
for confidential information from our members) with the 
Competition and Consumer Protection Commission and at a 
European level; and
Engaging with the Valuation Office – negotiations are ongoing.5. 

Key actions Members can do to assist themselves through the 
process

The Valuation Office (VO) reports that a large number of 
filling stations are NOT completing the Section 45 request for 
information. This is self-defeating. Without this information, the 
VO will use only the rental and account information returned to 
it. So it stands to reason that if the only information the VO is 
receiving is from large, prime retail filling stations whose revenue 
figures may artificially inflate the net average valuations (NAV) 
for your locality, this will lead to an increase in your rates.

The VO is open to discussion on your valuation and we have a 
designated IPRA contact within the VO who will discuss individual 
cases – please contact orla@ipra.ie for more details if you require 
this information. 

We will continue to take a stand on this issue  and will keep you 
updated as we proceed. If you are not yet a member of the Irish Petrol 
Retailers Association and are interested in joining us in this battle 
against the rates increases please contact us at office@ipra.ie.  

IPRA AND REVALUATION 2017 

IPRA Members meeting in Kildare Michael Griffin (IPRA CEO), Jim Brady (IPRA Member) and
Orla Allen (IPRA)

Johnny Brady (IPRA Member), Michael Griffin (IPRA CEO) and 
David Blevings (IPRA)
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The Private Security Authority (PSA), an agency of the 
Department of Justice and Equality is the regulatory body for the 
private security industry in Ireland. The primary role of the PSA 
is to ensure that the public is protected through a standards and 
qualifications based licensing system. The PSA licences 30,000 
contractors and employees across 12 sectors including security 
guarding, alarm and CCTV installation, cash-in-transit and access 
control. Recently licensing was extended to contractors providing 
locksmith services. 

The security industry plays an important role in Irish society 
protecting goods and services worth billions of euros and 
safeguarding hundreds of thousands of people every day. The 
industry is an evolving one with new sophisticated technologies 
playing an ever-increasing role in ensuring we are safe and secure 
at home, in work and throughout our daily lives. Regulation 
protects the interests of consumers, the public and society and 
ensures that only those who meet the regulatory requirements 
laid down in legislation operate in the industry. To receive a PSA 
licence applicants must:

Obtain an industry standard or qualification specified by •	
the PSA
Undergo criminal record checking with An Garda •	
Síochána
Be tax compliant•	
Undergo an annual audit/inspection•	

The PSA can also suspend and revoke licences where licence 
holders fail to maintain compliance with the licensing regulations. 
A team of nationwide inspectors ensures that licensed contractors 
and employees as well as buyers of security comply with 
licensing. 

Petrol retailers may find that they employ a range of contractors 
who provide licensable security services. These could be in the 
areas of intruder alarm or CCTV installation and maintenance, 
the installation and servicing of access control systems and locks, 
security guarding or alarm/CCTV monitoring. When engaging 
these services you must use a licensed PSA contractor, even where 
the services are provided by an electrical contractor, property 
maintenance company or other contractor whose primary business 
is not security. 

PSA inspectors regularly visit businesses to check that they are 
using licensed providers. Using unlicensed providers can put 
your business at risk. You may face prosecution with fines of 
up to €3,000. More importantly, you could find that by using an 
unlicensed provider to carry out security work you invalidate your 
insurance policy. This could have serious repercussions for your 

business, employees and customers if an incident were to occur on 
your premises.  

WhEN BuyINg A SECuRITy SERvICE yOu 
ShOuld ChECk ThE fOllOWINg:

That your provider is licensed.•	
That they have a tax clearance certificate. (All licensed •	
contractors are required to be tax compliant).
That risk assessments, design proposals and other •	
documents are specific to your premises. Never accept 
generic documents.
That you receive a certificate of completion for all •	
installation and maintenance work.
That you receive a compliance statement confirming that •	
the contractor has all relevant insurance in place, that 
all equipment complies with the machinery directive and 
that all Health, Safety and Welfare at Work legislation is 
complied with. 

If your provider cannot meet these simple requirements, you 
should ask yourself what are the consequences for my business 
if something does not work or if there is an incident involving an 
employee or customer. 

The PSA website www.psa.gov.ie provides a register of licensed 
contractors as well as further information on licensing. You can 
also contact the PSA at info@psa.gov.ie. 

Remember only consider PSA licensed providers when seeking 
security services for your forecourt.  No matter who the contractor 
is they must hold a licence to work on intruder alarm, CCTV, 
access control and lock systems. 

USING UNLICENSED SECURITY SERVICES
PUTS YOUR BUSINESS AT RISK
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Edenderry is a commuter town in Offaly close to the Kildare 
and Meath borders. Most people commute daily to Kildare and 
Dublin for employment and the town enjoyed a growth spurt 
in the mid 2000’s as part of the ‘boom’ era. We caught up with 
Ciaran Mangan whose family own and manage a Centra/Texaco 
site on the main Dublin Road in Edenderry and asked him what 
attracted him to the retail game when he finished college and what 
challenges the modern filling station proprietor faces in the current 
economic climate.

Ciaran tells IPRA that his parents bought the site back in 1979. 
Back then it was branded Jet/Conoco and moved to the ESSO 
brand in 1992. The family took on a Spar franchise in 1998 and 
moved to the Centra brand in 2007. Following ESSO’s departure 
from the market they rebranded Texaco and have just finished an 
internal remodel this year and revamp on the forecourt. 

The remodelled shop now offers 2 new concepts; a Green 
Kitchen and a Mexican Deli. The Green Kitchen concept is only 
available in about 7 other stores currently and a busy day can see 
the preparation and sale of up to 70 salad bowls! Ciaran tells us 
that these dishes have proved very popular with his client base as 
they offer a healthy, filling and large sized portion of food. Ciaran 
now has regulars filling up on the healthy offering pre 8am before 
commuting to Dublin and opens at 0530 to meet this demand.

Looking at the market generally, Ciaran says it has changed. He 
says the biggest change is the retail offering. You have to keep up 
with changes and trends. The latest investment in salad bowls has 

brought in new customers. “Some customers have switched from 
burgers to salads and people know its here and are availing of the 
healthy option and bringing it home and having it as their meal of 
choice”, says Ciaran.

There has been a change in peoples spending habits. We are still in 
a recovering economy and customers are more conscious of what 
cash they have to spend. He has noticed a tendency towards more 
frugal spending pre weekends and bank holidays and perhaps a bit 
more lavish spending at weekends and holiday times.
 
On fuel pricing Ciaran welcomes the information he can access 
through his IPRA Membership. He is on daily pricing and uses 
the IPRA information to gauge when to buy and take advantage 
of a falling market. “The information provided by IPRA is very 
valuable and welcome”, said Ciaran.

We asked Ciaran about customer loyalty. He says that loyalty to 
brand has changed over the last number of years. They see regular 
customers and new customers. Brand loyalty waned post 2007 
and during the economic down turn when price was the main 
driver. That is changing and Ciaran believes that customers are 
now looking for more choice and convenience.  He indicates the 
Playcentre next door to the site which provides a lot of footfall. He 
says a lot of people call into the site to grab a coffee before going 
in and see the healthy food offering on the side and come back. He 
firmly believes keeping up with food trends and healthy eating is 
the way the market is going.

WELCOME TO MANGANS STATION, EDENDERRY Ciaran is a believer in giving customers 
time, engaging with them and acting 
on their feedback. He believes you 
should treat customers with respect, 
give them some of your time, don’t 
rush them and be fair with them. He 
relies on 25-30 full and part time 
staff to run the business, including 
Supermacs, a family restaurant – ‘key 
people’ are his words. He listens to 
his staff and values their opinions and 
believes in a strong team mentality.

He says the biggest challenge facing 
retailers today is the commercial rate 
revaluation. At his site he is facing 
a 300% increase in his rate bill. 
He believes this is both unfair and 
counterproductive to small businesses 
growth across the country. 

The rating system used to determine 
the rental value of a retail sites is 
currently based on real and estimated rental information from 
within the local county the site is located in. This is supplemented 
with a percentage of turnover and further add on for car washes. 
This compares to the traditional methodology for a supermarket 
were it is normal to compare the passing rent of similar stores and 
apply that cost to the subject site on a €/per square metre basis. 
IPRA believes this is unfair as some major oil companies may be 
prepared to pay a rent, above market level to secure a particular 
location that is strategically important to them and this may not 
be a ‘fair’ market rent. Ciaran believes that fuel retailers are being 
penalised for progressing their businesses. “The rateable valuation 
should be based on lettable floor space, not on a formula that uses 
turnover/rental and car wash business as this is an unfair method 
of valuation. Every retail site should be treated equally”, said 
Ciaran.

Mangans are a Member of the IPRA quality assurance scheme and 
we asked Ciaran if he thought the scheme was a positive move 
for retailers. Ciaran told IPRA that he is a great believer in brands 
and particularly brands of longevity, recognition and standing. He 
welcomed the IPRA QA branding and said that coupled with the 
Texaco brand gave his business an ‘edge’. He said customers would 
recognise that his business had met high standards demanded from 
the brand and independent inspection and testing of his fuel. 

Ciaran believes the future is very bright for the progressive fuel 
retailer. His ingredient for success is commanding a price for the 
product that’s fair in the market with a positive customer experience 
– this has to be consistently good all of the time – this leads to 
repeat business. Final words from Ciaran, “Be fair to people – 
customers and staff. If you’re fair generally speaking, consistently 
fair I think people respect that and will keep supporting your 
business”.

If yOu WOuld lIkE yOuR STATION TO APPEAR 
IN ThE NEW EdITION Of IPRA fORECOuRT NEWS 

PlEASE SENd AN EMAIl TO ORlA@IPRA.IE
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Introducing Peninsula
24/7 support across HR, employment 

law and health & safety

Speak to an expert
Our dedicated HR services specialists 
are available to take your call 24/7

1890 252 923 

Employment law 
tribunals?

Soaring
absenteeism?

Health & safety 
problems?

How do we save you time, effort and money?

We offer free 24-hour advice line 
any time, any day

We create watertight contracts, 
documents and handbooks

We help you reduce sickness, 
lateness and absences

We provide legal representation 
and insure you against any losses

We help manage any staff 
redundancies and dismissals

We offer the latest cloud-based 
staff management software

Confusion over 
contracts?

When you run a small business, the most 
valuable commodity of all is the hardest one 
to find: time. Time to concentrate on doing 
the things you do best. The things that made 
you set up in the first place. The things that 
make your business grow. Because nobody 
sets up a business to spend their time 
learning about employment law or making 
sure they are up-to-date with their health & 
safety. Nobody except Peninsula, that is.

With over 30 years’ experience, Peninsula 
has built the largest team of HR, 
Employment Law and Health & Safety 
experts, who provide professional services 
to small businesses in Ireland, 24 hours 
a day, 365 days a year. Peninsula started 
small, just a few people in a room. So, 
although we’ve grown over the years our 
values remain the same. We know what 
small businesses need because we are still a 
small business at heart.

Small businesses are vulnerable because 
they often don’t have the time, resources or expertise to make 
sure that they are complying with the demands of employment 
and health and safety law. These are increasingly complex areas, 
and even unintentional breaches can lead to a legal action that is 
enough to finish off a small company.

The number one thing that Peninsula offers is peace of mind. Our 
experts make sure that a small business is covered – at a fraction 
of what it would cost to retain expertise in-house. We free up time 
for small business owners to concentrate on doing what they do 
best, and we provide ongoing support for when the unexpected 
inevitably happens. Peninsula enable small businesses to benefit 
from the same expertise that bigger organisations can access, 
helping them to grow and succeed.

Peninsula understand that every business is different. We have 
utilised our team of experts to create the industry’s broadest range 
of solutions, carefully tailored to help businesses of all shapes 
and sizes. These services streamline, simplify and strengthen our 
members’ businesses, maximising their chance to succeed.

Our first specialism was employment law. For a small business to 
navigate that maze is next to impossible without the right help. But 
the cost of having a HR professional on staff is too high for most 
small businesses, and traditional lawyers often don’t understand 
small business needs. That’s where Peninsula come in. With us 

on your side, it’s like having your own HR 
team at a fraction of the cost.

Today, our services go beyond employment 
law and HR to cover health and safety 
management, insurance, employee well- 
being and much more besides. Whatever 
we do, the service is always provided by 
a handpicked team of experts, so you can 
be sure you’re getting the best. This means 
more peace of mind for you and more 
time to concentrate on what you do best: 
growing your business.

If you are interested in our Employment 
Law service, or want to know what 
Peninsula can do for your business, then 
please phone 1890 252 923 and we will 
be more than happy to discuss your 
requirements.

PENINSULA – A QUICK INTRODUCTION TO THE BEST 
BUSINESS DECISION YOU’LL EVER MAKE

WITh OvER 30 
yEARS’ ExPERIENCE, 

PENINSulA hAS BuIlT 
ThE lARgEST TEAM 

Of hR, EMPlOyMENT 
lAW ANd hEAlTh 

& SAfETy ExPERTS, 
WhO PROvIdE 
PROfESSIONAl 

SERvICES TO SMAll 
BuSINESSES IN 

IRElANd, 24 hOuRS A 
dAy, 365 dAyS A yEAR.
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No doubt you are already aware of the work the IPRA in relation to 
the unauthorised car was issue. Our current (and ongoing) strategy 
to combat this issue is made up of many elements. 

One element of this strategy is to work with the Competition and 
Consumer Protection Commission (CCPC) to highlight the fact 
that it is difficult for authorised car washes to compete on a level 
playing field with unauthorised car washes on both a price point 
(insurance, tax, PRSI, water disposal, environment etc.) and also 
from a consumer safety perspective (insurance, car damage, false 
advertising etc.).

In our most recent correspondence, the CCPC confirmed that the 
level of complaints is very low (only 11 complaints in the last 15 
months) which means that they are not interested in investigating 
this for us at the moment.
 
The CCPC stated that:
“from 2016 to the Q12017, the CCPC received 11 complaints 
relating to car washes, but these included a mix of complaints 
about petrol retailers and other operators. Complaints ranged from 
false advertising on price to damage to the car (e.g. aerial/wiper 
damage). The CCPC generally receives over 50,000 a year to 
our consumer helpline. Following this review it does not appear 
that consumer harm arising from unauthorised car washes is a 
significant issue for consumers that would warrant an investigation 
by us, or the introduction of regulation into the sector. 

The CCPC is grateful to consumers, traders and representative 
bodies who take the time to make complaints and highlight areas 
where there might be consumer detriment. If you do have evidence 
relating to an operator that you have concerns about please 
let us know and the details can be forwarded to our consumer 
enforcement division.”

The IPRA now needs your help - it would be brilliant for us if 
you could start to log complaints with the CCPC (and if you 
meet consumers with complaints also pass them these details) as 
follows: 

Log competition based unauthorised carwash  complaints at: 
competition complaint online form: •	
http://www.ccpc.ie/make-complaint
consumer complaint online form: •	
http://www.consumerhelp.ie/contact-form
telephone: 1890 432 432 or 01 402 5555 •	
(opening hours are from 9:00 to 18:00 Monday to Friday)
Email a complaint: complaints@ccpc.ie(link sends e-mail)•	
Fax a complaint to: 353 1 402 5501•	
In writing to: PO Box 12585, Dublin 1•	

To make life a small bit easier for you the IPRA has prepared 
a short complaint which we can send to you for you to amend 
for your situation and submit. Please contact orla@ipra.ie if you 
would like to receive a copy. 

uNAuThORISEd
CAR WAShES - 
hElP ThE IPRA TO hElP yOu
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Straffan Mace has a new facelift. The village shop has undergone a 
refurbishment resulting in significantly more pleasing lighting. The 
customers all notice the change in lighting ambience, something 
that manager Michael O’Rafferty finds very interesting.

‘I have managed this shop with my wife Ger for the best part of 
a decade,’ says Michael. ‘And while we would be sympathetic to 
layout and product placement, the lighting had not been an obvious 
part of our customer appeal.

‘Yet since we have installed our new lighting we get daily 
compliments on how well everything looks,’ he says.

Michael came to retail in a roundabout fashion. He worked for 30 
years with Eircom as a draughtsman before taking redundancy and 
moving into a parallel career in security at the K Club. He came for 
three months and was still there nine years later. He grew to love 
the quiet Kildare countryside while he wife worked in the village 
shop. Then the lease for Mace Straffan came up for negotiation 
and Michael and his wife decided to take 
the plunge.

‘Ger already knew the ropes from working 
day to day in the shop,’ says Michael. ‘And 
for me it was a whole new challenge. We 
opened the doors together ten years ago 
and we have not looked back once.’ The 
energetic couple run the shop on a seven 
day basis. They take turns on opening the 
shop each morning and one will definitely 
stay until closing which is eight o’clock.

‘I don’t think we have taken a holiday in 
all that time,’ says Michael but he would 
not have it any other way. Ger works front 
of shop, looks after the customers and does 
the purchasing. Michael is based in the 
backoffice, the powerhouse of the shop as 
he refers to it.

It was a chance meeting with local customer Charlie Grendon 
that led to the new lighting. Charlie is the managing director of 
Get Solutions, a company that specialises in replacing traditional 
expensive lighting with cost effective LED lighting. He asked if 
his company might provide a quote to switch out the old lighting. 
Michael agreed.

‘I know now that the resultant ambient lighting is pretty awesome, 
but the actual reason for undertaking the switch was cost,’ explains 
Michael. ‘Get Solutions did a free audit. They showed that I would 
reduce my energy spend on lighting by more than 50%. They also 

suggested I borrow the money through 
AIB. It turned out that the savings were so 
significant, that I could pay off the loan in 
less than three years. This was a real win 
win scenario.’

Michael was already a customer of AIB and 
he presented his case for obtaining the loan 
of a little more than €6000. Get Solutions 
provided the supporting paperwork to 
explain the case.

‘Within a week I had the full loan sitting in 
my bank account,’ said Michael. ‘It could 
not have been easier.’ Get Solutions came 
in to do the refit on a Thursday afternoon. 
They worked through the night and finished 
at 8am the following morning. The returned 
the following day to finish three exterior 
lights as it had been raining.

‘The switchover was painless and the team left the place 
immaculate,’ says Michael. ‘It actually costs me less money to 
run the lights each month even with the loan and I cannot wait 
for the end of loan when the difference will go directly into my 
pocket.’ And the customers enjoy the new lighting so much that 
sales have increased all round. ‘As I said,’ says Michael, ‘it’s a 
win win situation.’

STRAFFAN MACE TAKES ON NEW LIGHTS

“ThE SWITChOvER 
WAS PAINlESS ANd 
ThE TEAM lEfT ThE 

PlACE IMMACulATE. 
IT ACTuAlly COSTS 
ME lESS MONEy TO 

RuN ThE lIghTS EACh 
MONTh WITh ThE 

lOAN.”
MIChAEl O’RAffERTy - MANAgER
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After 2.5 years of working with the Irish Trade Marks Office 
and the Department of Jobs, Enterprise and Innovation the 
IPRA is delighted to finally announce that we have just received 
the Certificate of Trade Mark Registration for our Registered 
Certification Quality Assurance trade mark covering petrol and 
diesel in the Irish market. 

David Blevings, of the IPRA says, “We are delighted with this 
news. The IPRA quality assurance scheme is the only Motor Fuel 
QA scheme in Ireland to have received trade mark certification. 
The QA scheme will now be rolled out to stations across the 
country giving consumers the satisfaction in knowing that retailers 
displaying the Quality logo are part of an accredited scheme that 
includes initial entry and random testing to ensure fuel quality”.

WE BElIEvE ThAT EvEN If WE CAN’T STOP fuEl 
AdulTERATION WE CAN hElP CONSuMERS 
MAkE INfORMEd ChOICES ANd SuPPORT ThE 
lEgITIMATE MEMBERS Of OuR INduSTRy.

Next steps for the IPRA are 
Consumer education and 
recognition of the QA brand 

The IPRA quality assurance 
scheme is the only Motor 
Fuel QA scheme in Ireland 
to have received trade mark 
certification. The QA scheme 
will now be rolled out to stations across the country giving 
consumers the satisfaction in knowing that retailers displaying 
the Quality logo are part of an accredited scheme that includes 
initial entry and random testing to ensure fuel quality. To date the 
QA brand is promoted by over 220 of our members. We will now 
begin our campaign to educate consumers and promote the QA 
scheme to the public. 

The only time consumers hear about fuel quality is in a 
negative context - here at the IPRA we want to change that - 
our goal is to promote the quality of fuel to provide consumers 
with confidence when they make a purchase. 

Customers want reassurance that the fuel they are buying and 
pumping into their vehicles is of a consistently high quality and 
meets current Irish fuel specifications. 

IPRA’S QUALITY ASSURANCE SCHEME CONFIRMED 
BY THE DEPARTMENT OF  JOBS, ENTERPRISE AND 
INNOVATION

Fuel adulteration can take different forms and in recent years, 
the most common form of adulteration was to remove the dye 
from agricultural gasoil and sell this as road diesel. This caused 
damage to many car engines and resulted in large scale waste 
being dumped at the roadside from the industrial process used. 
Many innocent consumers were caught out and were victims of 
this fuel adulteration scandal with many having to pay thousands 
of euros for car engine repairs. The introduction of a new marker 
by Revenue has reduced this problem but fuel adulteration can still 
be an issue with ‘designer’ fuels now being found in the UK and 
Ireland, claims David.

The aim of the QA Scheme is to prevent the sale of adulterated 
petrol or diesel to Irish motorists as the introduction of tampered 
petrol or diesel to vehicles causes engine damage. Fuel quality is 
a vitally important consideration for everyone; poor quality fuel 
is one of the main causes of faults and breakdowns for consumers 
and the assurance that your fuel is of a high quality and tested 
regularly will increase consumers confidence in purchasing from 
you.  It is hoped that the addition of the certification trade mark 
will increase consumer satisfaction in this area and encourage fuel 
suppliers to get on board so their consumers can purchase with 
complete confidence. 

Paul Turner, Head of Legal Metrology at the National Standards 
Authority of Ireland, welcomed the news and said, “NSAI is 
responsible for ensuring that fuel pumps dispense the correct 
amount of fuel when a customer fills their vehicle at a retail 
station. We do this through the authorised verifier’s scheme. We 
welcome the news that the IPRA QA scheme has received trade 
mark verification and support any initiative that gives consumers 
assurance on fuel quality. Together NSAI and IPRA can provide 
your customers with the confidence they need.”

Along with trade mark certification, the IPRA scheme has the 
backing and support of the Society of the Irish Motor Industry 
(SIMI), the Irish Small and Medium Enterprises Association 
(ISME), Small Firms Association (SFA) and the Irish Road 
Haulage Association (IRHA). 

This scheme is also listed on the Competition and Consumer 
Protection Commission websit:

If you have not already joined the scheme please contact 
us for more information. Membership requirements 
consist of both administrative and fuel checks. The 
administration side of the QA scheme includes specific 
elements of wholesaler, licensing and Revenue checks, 
while the fuel checks consist of both initial onsite testing 
and random fuel testing (carried out by an independent 
laboratory). All checks and testing requirements must be 
met in order for participants in the scheme to be able 
to display the Quality Assurance mark on their station 
[stickers, signage etc.]. 

If you would like to find out more or join the QA 
scheme please send us an email at office@ipra.ie or 
orla@ipra.ie

The AA reported that that retail prices fell for the second 
consecutive month in April 2017 halting the upward trend we had 
seen in retail prices since OPEC and non-OPEC countries agreed 
to introduce production cuts back in November 2016. 

However, in the last couple of months oil prices have started to 
fall due to increasing supplies from Middle Eastern countries 
and evidence that global oil demand growth is waning due to the 
economic slowdown in the OECD.  

While there is never any certainty about future oil prices the 
estimate of crude oil remaining between $40-60 a tonne looks 
more achievable. A big influence on the market is the ability of the 
US shale oil industry to increase production rapidly and this has 
challenged Saudi Arabia’s traditional role as a swing supplier. The 
difficulty is that the Middle Eastern Countries need more than $60/

tonne to make their economies (heavily dependent on oil income) 
work.

It is interesting to note that the recent decision by OPEC to extend 
their cuts and not increase them has not materialised as the latest 
output figures (May 17) show that OPEC production actually 
increased by 250,000 bpd in May to 32.22m bpd.

IPRA has the view that prices will stay at their current level in 
the medium term and may even reduce further over the summer 
months unless something unforeseen appears over the horizon!

WHAT IS THE FUTURE FOR RETAIL PRICES?
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Implement Innovative SeaChange Safety Solutions
in your forecourt and… 

 
 
 
  
  

 

“Since we became a SeaChange Partner, our staff have become much more aware of the hazards
in their workplace and the store has become a safer place for staff and customers alike”.

Joey Clarke, Store Owner, MACE Ballyboughal, Co. Dublin

SeaChange Partners receive:

To find out more, call Orla at SeaChange on 085-2524679 or email the office at info@seachange-intl.com

Read about the difference we make at www.seachange-intl.com

A Proactive System to Manage Risk Effectively

Legal H&S compliance

Exposure to risk minimised

H&S expertise & ongoing support

€ Savings on required H&S staff training
(e.g. manual handling)

Practical H&S systems with proven results in

  • Reducing accidents & incidents

  • Reducing frequency & cost of claims

  •Managing insurance cost

Site specific risk assessment (s)

Site specific Safety Statement & Annual Review

Certified SeaChange System Training

Hosting & access to SeaChange Client Portal

Access to our Accident-Incident Tracker & 
Reporting tool

Expert Account Mgt. support (i.e. remote 
monitoring through portal)

Bi-annual site visit & report per annum

Annual audit, report and certification

Partner-rate H&S training & Safety products 
(ERP, EPD or Wrongful Arrest)

Newsletter & Phone-Support

Become a SeaChange Partner & Separate Yourself from the Herd

SeaChange Partners receive:

Are you a Forecourt Retail Business tired of the Irish claims 
culture, legal system and associated rising insurance costs? Then 
read on… 

There is no denying it, the current insurance market for forecourt 
retailers in Ireland is a challenging one, as it is for the insurance 
industry itself. We are experiencing what is termed a ‘hard 
insurance market’, which means higher renewal rates, less 
competition, a growing claims culture and generally poor risk-
management practices. There’s not much that we can take control 
of in this scenario, and this can be explained by the following 5 
evidence-based facts that you need to know:

Ireland is one of the most litigious countries in the EU, 1. 
with frequency of claims & cost of claims rising year-on-year.
Large variation in court judgements result in new 2. 
precedents and an ever-increasing ‘payment ceiling’ effect.
Because of an existing loophole that is not being addressed, 3. 
claimants can avoid the Injuries Board and claim through 
private solicitors, thereby dramatically increasing costs for 
insurers and directly impacting insurance premiums.
Preventive safety measures are not sufficiently 4. 
implemented within retail business operations to support 
the defence of certain claims, e.g. over 50% of all claims 
made against retailers are Slip, Trip & Fall claims (STF).
On average, there is a general lack of ownership and 5. 
accountability from the employer, customer and employee 
for their own personal safety and risk awareness, e.g. 
over 50% of employees believe it is the employer’s 
responsibility alone to prevent STF.

The above facts show that unfortunately your hands are mostly 
tied when it comes to insurance- except for points 4 and 5! 
The one thing you can take charge of and control is your Risk 
Management. By addressing some of the 10 key tips below you 
will reduce the risk of accidents/incidents and subsequent liability 
claims occurring in your business:

Make sure you are legally compliant from a Health & 1. 
Safety perspective
Make sure that you effectively communicate risk to your 2. 
Staff
Provide practical H&S training for your Staff3. 
Investigate accidents the right way 4. 
Learn from Near Misses 5. 
Have an external H&S audit at least annually6. 
Watch your Housekeeping7. 
Tackle the ‘big 3’ liability claim issues in your sector with 8. 
proactive solutions, e.g. STF; Wrongful Arrest; Manual 
Handling

Remember, 80-95% of all workplace accidents are 9. 
behaviour-based
Work 10. WITH your insurance partners

Did you know that in 2016 44% of retailers experienced claims 
and 85% saw increases in their insurance premiums (up 30% on 
average)? But did you also know that SeaChange have on average 
have reduced accidents by 50%, claims by 42% and helped their 
clients manage and reduce their insurance costs? With a portfolio 
of over 600 progressive retail sites nationwide including groups 
like Applegreen, Topaz, BWG and Musgrave, SeaChange is 
proud of its 98% client retention rate. We offer a ‘one-stop-shop’ 
proactive safety partnership that:

Provides 100% legal H&S compliance ✓

Implements preventive Visual Risk Management  ✓

System(s)
Reduces the risk of costly claims by 42% ✓

Saves over 40% on H&S training ✓

Provides legally required Forecourt Safety Training &  ✓

Certification (e.g. ERP / EPD)
Provides training to minimise the risk of Wrongful Arrest  ✓

and Slip, Trip & Fall Incidents
Offers leverage and facilities to secure lower insurance  ✓

premiums
Fulfils Owners’ corporate responsibility ✓

Listen to what SeaChange clients and insurance partners have to say: 

“SeaChange combines expertise with practical solutions and a 
large emphasis on customer service. For me the benefits of having 
the SeaChange System across our large forecourt retail group 
are greater teamwork, greater staff awareness of risk, increased 
savings on H&S training and compliance costs, and reduced 
accidents, claims and insurance”
Mike Dalton, Retail Director, Corrib Oil

“SeaChange have a number of sustainable risk management 
products and programmes that have proven to reduce risk in key 
claim areas through proactively ensuring and monitoring safer 
behaviours and practices within business operations through their 
interactive approach”
Billy Redmond, Group Development Director, Arachas Insurance

In short, this hard insurance market is here to stay for some time 
yet, so instead of standing by and feeling powerless, take control 
and manage risk and rising insurance costs in your business 
through the SeaChange Partnership.  

DON’T GIVE UP IN THE FACE OF RISING INSURANCE COSTS…
SEPARATE YOURSELF FROM THE HERD WITH SEACHANGE AS 
YOUR RISK MANAGEMENT PARTNER
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Never miss the action on markets with the

the-omj.com/evenbetter

Request a 
free trial

New OMJ
Desktop Service

The new OMJ desktop web 
application enables you to  
follow oil and foreign exchange 
prices which are relevant to  
your business.

The service provides real-time 
prices, settlement prices,  
graphs, energy news, weather   
and research.

Every aspect of the service   
can be customised ensuring   
a perfectly tailored solution  
based on your needs.

The Oil Market Journal provides intraday 
and closing price assessments for a wide 
range of refined products on the Rotterdam 
spot market including petrol and diesel.  
The company launched a new generation 
of products at the Federation of Petroleum 
Suppliers Expo in May 2017 including a 
new oil and forex desktop web service and 
mobile app.  These new services enable 
Irish oil distributors and forecourts to track 
oil prices in a clear and simple format.  
In addition, the OMJ provides oil price 
analysis.  This combination of oil prices and 
trend analysis enables Irish oil distributors 
along with forecourt operators to make 
informed buying decisions, improve the 
timing of purchases and increase margins.

WhAT IS hAPPENINg ON MARkETS…
OPEC and non-OPEC producers including Russia agreed to cut 
production by a total of 1.8m bpd from 1st January 2017.  This 
has failed to reduce global stocks as expected and the cartel was 
forced to forge an extension to the agreement in May 2017.  This 
extension will last to 31st March 2018 and should help reduce the 
global oil surplus.  

However, the US shale industry has proved more resilient and 
competitive than OPEC expected, posting solid expansion in the 
second half of 2016 and the first half of 2017.  During this period 

US crude production increased by 750,000 
bpd.  As a result the price of crude oil has 
struggled to rise above $55/b.  We believe 
the outlook for oil prices remains generally 
stable and although global supplies may 
tighten in the second half of 2017, it is 
important to note the US Government are 
forecasting the oil market will be over 
supplied for much of 2018.  This is great 
news for Irish motorists.

ThE EuRO
While the outlook for oil prices looks 
stable, it is a different story for the Euro.  
Barclays Bank forecast the Euro will be 
worth £0.76 by Q1 2018.  However, the 

leading Swiss bank, UBS forecast a value of £0.92 by the end of 
2017 and a value of £0.97 by the end of 2018.  

With European economic growth increasing and the ECB talking 
about normalising interest rate policy, we believe the risks for 
the Euro are to the upside.  We are also concerned that the UK 
Government has unrealistic expectations regarding Brexit.  As a 
result we believe the Euro will rise against Sterling and that could 
have a negative impact on the Irish economy.

In order to follow the action on oil markets which are 
relevant to your business contact The Oil Market Journal. 
www.the-omj.com

WITh EuROPEAN 
ECONOMIC gROWTh 

INCREASINg ANd 
ThE ECB TAlkINg 

ABOuT NORMAlISINg 
INTEREST RATE POlICy, 
WE BElIEvE ThE RISkS 
fOR ThE EuRO ARE TO 

ThE uPSIdE.
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According to Westmeath Motors’ managing 
director Noel McIntyre, whose late father Raymond 
Snr established the firm on its landmark site on the 
Dublin Road in 1968, the link with Applegreen is 
the completion of the firm’s move away from its 
car dealership origins.

“We have been on site for over half a century. The 
way I see it, the transformation of recent years is 
complete with our new strategic partnership with 
Applegreen.”

“Applegreen is a fantastic Irish success story and 
in a very short space of time has become a very 
recognisable and trusted brand in the forecourt 
market. Most importantly, it is associated with 
value for money and a high quality product.

When the opportunity presented itself to Noel he found the offer 
from Applegreen hard to refuse, he says. “They say in life that 
time is everything and my contractual position with our previous 
supplier had come to an end. I was in a position to negotiate with 
the market and see what was on offer. As soon as I stepped into 
Applegreen’s head office, I had a positive feeling. Everyone 
I encountered from the receptionist to the senior personnel 
impressed me. I got the feeling that this is a company doing things 
differently to everyone else. I felt that we wanted to be part of the 
team and we haven’t looked back.”

Applegreen’s arrival into the local forecourt market will certainly 
be of advantage to local motorists, Noel says. “When Applegreen 
came in with their lower fuel prices our competitors followed 
suit. The company has a commitment to consistently lower fuel 
prices, which has to be welcomed by motorists. Our fuel is also 
100 percent fully traceable and is a top quality product. There 
has been very positive feedback from our customers and we are 
committed to offering them fantastic value on the Dublin Road for 
many years to come.”

Applegreen’s fuel card is also the most competitive on the market 
and adds further savings to the pump price for firms who sign up. 
There is also a very good loyalty scheme where customers can 
redeem points accrued against a host of options including hotel 
trips, cinema tickets and electronic products.
With the new Applegreen partnership, as well as its busy deli, 
Insomnia Coffee, Four Star Pizza concession and its popular Spar 
outlet, it’s easy to see why Noel is confident that his business is 
placed in a very healthy position as it looks forward to its second 
half a century in operation in Mullingar.

Currently employing 19, Noel says that the secret to the firm’s 
success is down to the quality of its staff, in particular the hard 
work and dedication of store manager Maria Molloy and Geraldine 
Niven, manager of the fresh food section. “From when my father 
founded the firm in 1968, as a management team we have always 
tried to make progressive decisions and have tried to respond 
proactively rather than re-actively to changes in the market. I guess 
that people have seen massive changes over the last ten years in 
particular. These changes are very positive for Westmeath Motors 
and have been positively received by our customers, for whose 
continued support we are extremely grateful.

Applegreen’s National Sales Manager David Watson says that 
“Westmeath Motors” along with Noel and his dedicated staff are 
the exact fit that Applegreen are looking for to represent them 
in such a vibrant town as Mullingar. “From the first time I met 
Noel to discuss the Applegreen Dealer Agency Model I had a very 
positive feeling that his site would be an excellent addition to our 
expanding dealer network” I am very proud to welcome Noel his 
staff and an excellent forecourt to the Applegreen family of Dealer 
Sites. David outlines that Applegreen now have 54 dealer sites 
pumping in the Republic and with a fantastic team supporting 
from HQ have plans to add many more this year and in the coming 
years. If you would like to become an Applegreen dealer today 
please contact Dealer@applegreen.ie or call 01 512 4868.

APPLEGREEN DEALER BUSINESS ARE DELIGHTED TO 
ANNOUNCE THEIR NEW PARTNERSHIP WITH NOEL 
MCINTYRE ON THE DUBLIN ROAD IN MULLINGAR

If yOu WOuld lIkE yOuR COMPANy NEWS 
fEATuREd IN OuR NExT EdITION PlEASE CONTACT 

OffICE@IPRA.IE
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NSAI Authorised Verifiers 
The authorisation is granted to applicants that demonstrate that they have the required expertise and 
resources to carry out verification work and the suitability of each is assessed so as to ensure they    
operate with: 

• Trained personnel 
• Traceable testing equipment 
• Test procedures according to international standards 
• Records systems 
• Customer charter 
• All of which must be documented in a quality management system certified by an accredited body or        
company. 
 

ECSL successfully tendered for and were appointed as Authorised verifiers on behalf of the Legal Me-
trology Service (NSAI) in 2012 and have since then become the largest nationwide verifier and           
calibration body for diesel, petrol, kerosene and agricultural diesel dispensers (pumps) nationwide.  

We have a team of 5 authorised verifiers so we will not be beaten on our level of service, response 
times, price or levels of professionalism.  

For a quotation please contact our office at 046 9433002 or email info@eurotechcalibration.ie  

Kevin Davis Managing Director - kevin@eurotechcalibration.ie -  mobile: 086 8160697 

Rachel MacManus Office Manager—rachel@eurotechcalibration.ie   

 

Eurotech Calibration Services Ltd 

Unit 6, Enterprise & Technology Centre 

Kells Business Park 

Kells, Co Meath A82 E1C6 

Have you ever wondered why the 
distance you get out of your tank of 
petrol or diesel varies slightly from 
time to time?
 
It could be down to the temperature 
of the fuel at the service station when 
you were filling up your vehicle. 
When we buy fuel, we are buying 
energy. As the temperature of the 
fuel rises, the amount of energy 
contained within the same volume 

of fuel decreases.
 
On a cold day, defined for these purposes as below 15°C, fuel 
contracts and becomes more dense. In these conditions, you 
receive fuel which contains more energy per litre. Conversely, on 
a hot day (above 15°C), fuel expands and you will receive less 
dense fuel.
 
Less dense fuel contains less energy by volume, resulting in higher 
fuel consumption. That is why the temperature of fuel dispensed 
into Formula 1 race cars are controlled – the cooler the fuel, the 
more energy you can put into the race cars’ fuel tank.
 
As a rule of thumb, the volume of a litre of petrol changes by 
approximately 1.2ml per 1°C and diesel changes by approximately 
0.8ml per 1°C. While these numbers may appear miniscule, they 
can add up to a lot of lost energy over time – for both businesses 
and consumers.
 
So, what is the solution? Liquid Fuel Dispensers can be equipped 
with a Standard Temperature Accounting (STA) device, which 
ensures that extremes temperatures outside the fuel tank do not 
result in significant changes in the energy contained within.
 
With STA, the volume of the fuel delivered is automatically 
corrected, so that it is equivalent to the amount that would be 
delivered at 15°C. This assures that, although the physical volume 
of fuel changes as its temperature changes, the energy value per 
litre remains constant. The Metrology Act 1996, which gives Legal 
Metrology in the National Standards Authority of Ireland (NSAI) 
its powers, permits the use of equipment that corrects physically 
dispensed volume to a set temperature volume reading.
 
This means that when our inspectors come to check your petrol 
pumps, you can rest-assured that the STA system is both legal and 
approved.
 
On a retail forecourt, there is no legal metrological requirement 

that would prevent STA from being enabled on one dispenser and 
not on another, providing that the correct markings are shown 
on the dispenser. Buyers of liquid fuel at a retail forecourt can 
recognise an STA fuel dispenser by the legend on the faceplate, 
“Litres at 15°C”, or something similar.
 
Liquid fuel dispensers that are verified and have the STA function 
enabled should remain STA enabled throughout the whole year 
to avoid consistently favouring the retailer or the customer. 
Alternatively, if the STA function is disabled then it should remain 
disabled for the same reason. Switching the STA function “on 
and off” throughout the year to gain a commercial advantage 
from seasonal changes in fuel temperature is an offence under the 
Metrology Act, 1996.
 
Regardless if STA is installed or not, the dispensed volume must 
meet the legal tolerances. It is not the intention to introduce 
regulations to prescribe for STA at this time. However, NSAI 
Legal Metrology is seeing an increase in the number of retailers 
using STA and of the 7,693 liquid fuel dispensers inspected last 
year, approximately 20% were fitted with STA.
 
As Ireland’s legal authority for measuring instruments used for 
trade, Legal Metrology ensures both traders and consumers can 
have confidence that, when goods are sold by weight, the values 
are correct and the quantities charged for are accurate. NSAI offers 
vital assurance, from the factory to the forecourt.

TEMPERATURE COMPENSATION OF
LIQUID FUEL DISPENSERS

Aidan Kelly - NSAI

IPRA IS dElIghTEd TO RECEIvE SuPPORT fROM ThE 
NSAI fOR IT’S QA fuEl SChEME.
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CRYPTO DIT
A single or double sided solution that fits neatly across the range 
of Quantium dispensers offering a payment option, as well as 
tailored retrofit solutions for Tokheim legacy and other third party 
dispensers. The DIT payment terminal is always securely installed 
within a specially designed anti-fraud protection housing unit.

CRYPTO SLIMTOUCH
A compact, standalone outdoor payment terminal, combining sleek 
looks and a smart design. It can connect and control payment for 
multiple dispensers (including third party dispensers) on one site.

CRYPTO BNA
A smart, secure design that is available as a single or double-sided 
solution. The crypto BNA accepts bank notes as well as card and 
RFID payment. The cash is housed in a safe compartment within 
the unit that utilises the latest sensor and alarm technology.

TOKHEIM IRELAND LTD.
UNIT 1L, BALDONNEL BUSINESS PARK
BALDONNEL, DUBLIN 22

T. +353 (1) 461 9800
F. +353 (1) 461 9850

www. tokheim.com

NORTH, NORTH WEST & NORTH EAST
Neville Irwin:  086 388 9759

EAST, SOUTH EAST & MIDLANDS
Paul Darcy:  086 245 5428

SOUTH, SOUTH EAST & WEST
Brian Slattery:  086 248 6596

S A L E S  C O N T A C T S
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T.E Laboratories is an ISO 17025 accredited and ISO 9001 certified 
laboratory based in Tullow Co. Carlow. We have been testing fuel 
and water since 1991.

Initially TelLab started testing for microbial bacteria in fuel 
systems for the main fuel storage terminals based at the Docks. 
This is a service we still provide today. 

With an increase in the FAME content in fuel we have noticed 
an increase in problems associated with microbiological 
contamination in fuel systems.

The main problems associated with contamination are:
Recurring filter blockage of fuel pumps. This can extend down 1. 
to customers vehicles
Prolonged water suspension in storage tanks and fuel 2. 
degradation
Corrosion and pitting in the base of tanks leading to pin-hole 3. 
leaks. 

TelLab has the solution for these problems:
The first and key element is monitoring. Samples can be taken by 
a TelLab service engineer using specialist sampling equipment to 
collect the last millimetre of fuel/water from the bottom of the tank. 
These samples are tested within our laboratory for the presences 
of three strands of bacteria, each causing unique problems. Upon 
analysis of result a diagnosis report is prepared on each tank 
sampled. This will detail the course of action required to solve 
the problem. 

Treatment with Biocides:
If the level of bacteria within the tank is high we may recommend 
a treatment with a biocide. The biocide acts similar to an antibiotic 
killing the microbial bacteria within the tank.

It is important to emphasis the treatment with biocides is a last line 
of defence. We have witnessed the over prescription of biocides 
in recent years. Similar to an antibiotic the overuse of a biocide 
will reduce its effectiveness. We recommend that when treating a 
microbial problem we treat the tank as opposed to treating the fuel. 
This provides prolonged treatment of the problem. 

FUEL & WATER TESTING

TRAdE EffluENT dISChARgE MONITORINg 
While testing fuel for fuel companies TelLab were asked to test 
water discharge from the interceptors. This led us to test car wash 
interceptors on forecourt sites. Each car wash interceptor has either 
a Section 4 or Section 16 licence issued by the local authority to 
test discharge coming from their premises before entering the 
public sewer or water course. Normally this requires the licence to 
test their discharge either twice or four times per year for a range 
of parameters as per their discharge licence. 

Our service engineers can take samples and return them to our 
ISO 17025 accredited laboratory for analysis. The results are 
generally alongside guidance levels as laid out in the licence. We 
highlight exceed levels to the licensee allowing them time to get 
their interceptors cleaned.

If you are interested in any of our services above then please 
contact our sales office on +353 (0) 59 91 52881 or email sales@
tellab.ie alternatively visit our website www.tellab.ie for more 
information.

TelLab currently manufacture Marker Dye for the fuel industry, 
as a result we have developed a fuel testing kit that can detect the 
presence of illegal fuel in under 2 minutes. Incredibly easy to use 
and accurate, the kit has been used by customs and excise for over 
15 years. 

PETROl TEST kIT 
Petrol Stretching cases have increased over recent months. Over 
800 motorists have suffered damage to their vehicles as a result 
of unknowingly using petrol stretched with kerosene. Kerosene 
simply does not burn as well as petrol and a sooty deposit forms on 
the pistons causing the engine to seize. In the majority of cases this 
leads to the replacement of the engine. Fuelmonitrix can detect 
down to 1% kerosene in petrol.

dIESEl TEST kIT
Laundered diesel is agricultural diesel that has had the dye removed. 
This process removes beneficial additives and the diesel usually 
contains acid residue. The resulting fuel can have a disastrous 
effect on an engine particularly at risk are fuel injectors.

If you are interested in purchasing a fuelmonitrix test kit 
please visit our website www.fuelmonitrix.ie or alternatively 
call 059 91 49094 or email sales@fuelmonitrix.ie 

TELLAB FUEL TESTING KITS

ThE IPRA IS PROud TO WORk 
WITh TEllAB ON IT’S QuAlITy 

ASSuRANCE SChEME
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ThE lITTlE PhARMA - WORTh IT’S “WhEAT” IN gOld
The Little Pharma Ltd. is an Irish company & has developed some great new products that more & more 
people are consuming as part of a healthy lifestyle. Our products not only provide the most convenient 
way of consuming Wheatgrass & Barley Grass juice, but also maximize the enzyme, nutrient & vitamins 
absorbed due to our proprietary process & bottling technique. 

Each 30ml shot contains the nutritional equivalent of 1 kilo of leafy green vegetables, plus living enzymes 
& many benefits.  Made with Organic, Non GMO seeds, our shots are all natural, free from artificial 
colours, preservatives & flavours. They currently have certified extended shelf life of 12 weeks, due to the 
innovative HPP technique  – High Pressure Process. A process of applying pressure to liquids to improve 
their safety & quality, which does not affect the live enzymes or nutritional content, due to their molecular 
structure, unlike powdered, tablet or freeze dried forms. 

Suffering terrible side effects from prescribed medication for a slipped disc & trapped sciatic nerve, Amanda found natural remedies a 
much more effective treatment.  We started to educate ourselves further on this subject & found Wheat Grass & Barley Grass juice to 
be just two of the most all round natural foods. Like many consumers, we found it quite difficult to find a consistent supply of Barley & 
Wheatgrass, so we started growing our own. When delving further into this area, feedback indicated that consumers also could not source a 
consistent supply & most required a much more convenient product than having to grow & juice the grasses themselves. This then sparked 
the idea to produce The Little Pharma product range, now sold in a variety of retail outlets.

MOyEE COffEE – WORldS fIRST fAIR-ChAIN COffEE
Moyee is a coffee social enterprise that’s trying to turn the coffee industry on its head! It was set up by 
Shane Reilly and Killian Stokes in 2016. Our forest-grown, speciality coffee is produced from bean-to-
bag in Ethiopia, so it supports five times as many jobs as fair trade. We call this FairChain.

FairChain is based on the principles of shared value, trade over aid and transparency. At the same time, 
we’re all about quality, not charity. Our coffee beans are amongst the finest in the world, ranking in the 
top 15% of all beans on the planet - perfect for a retailer trying to offer a better quality coffee to their 
customers. 

In partnership with Jura, we are supplying offices around Dublin with top of the range bean-to-cup coffee machines, including tech com-
panies like Groupon, Social Talent and FoodCloud. Talk to us about how you can offer radically good coffee to your customers! 

MóR IRISh gIN IS fROM TullAMORE, CO. OfflAy.
Starting out with making something unique and refreshing, Mór is a new take on what Gin lovers have 
tried and tasted. We use 4 key botanicals and 3 wild berries to give a sweet, fruity & citrus taste. Our mix of 
blackberries, cranberries & raspberries combine with juniper, coriander, angelica root & rosemary; all of 
these flavours combined make it an exciting twist of the classic style and taste of Gin. With new products 
and collaborations down the line, keep an eye out for our next range.

THE IPRA SUPPORTS NEW IRISH 
START-UPS
The IPRA is delighted to be able to support the following growing Irish businesses this year.  If you are looking to broaden your 
retail shops horizons and stock something that little bit different and special for your customers look no further than at the 
following fantastic products.  Please contact these suppliers directly if you have any questions and you’ll be delighted to know that 
these products and a few others will be appearing at the show for you to take a closer look (or taste!).  Please come along on 7th 
September 2017 and show our featured Irish entrepreneurs your support.

fuSEd By fIONA
Fiona Uyema is the owner and founder of FUSED by Fiona Uyema which focuses on inspiring Japanese 
flavours. Fiona’s journey as an award winning cook, author, food consultant, food producer and TV cook 
began in Dublin City University where she studied Japanese and International Marketing. During her 
three years living in rural Japan she was completely immersed into the Japanese way of cooking and fell 
in love with the Japanese diet.

Fiona saw a gap in the market to launch her own Japanese/Asian food brand to marry her corporate 
experience with her public profile as a Japanese cook. Fiona launched FUSED by Fiona Uyema in 
April 2016. FUSED first range of products appeared on supermarket shelves in September 2016. Clever 

Classic, Cheeky Chilli and Glorious Ginger is a range of healthy and tasty flavoured soy sauces that brings excitement to your everyday 
cooking. Fiona wanted to create three different flavours with their own personality. They are extremely versatile and can turn a basic dish 
into a tasty meal within minutes. The range of sauces are made using clean ingredients filled with health benefits and save on time for the 
busy yet healthy home-cook. FUSED soy sauce range is high in protein with no added sugar, preservatives or additives.

You’ll find her on the Bord Bia’s Chef’s Food Stage at BLOOM every year fusing local Irish produce and Japanese flavours alongside 
Neven Maguire and Catherine Fulvio. Fiona recently launched FUSED Japanese Street Food pop-up where customers can experience 
first hand FUSED great tasting food. FUSED brings excitement to mealtimes with the tagline “Inspiring Japanese Flavours”.

CyC-lOk - ACCESS CONTROllEd SECuRE BICyClE PARkINg
Cyc-lok is a new and award winning modular bike parking system has evolved following intensive 
research and development and state of the art design.  Cyc-lok can take up to 12/24/36 full sized 
bikes in individual lockers and utilizes innovative control technologies that open and close the in-
dividual lockers thus ensuring a safe and secure environment for the cyclists when they reach their 
destination.  The lockers are also alarmed for added security.  Due to it’s sleek and versatile design 

the modular wedges can be manipulated to fit into any space and can be moved around to meet the needs of the consumer and their al-
located space.

Cyc-lok can be run on small amounts of power with back up batteries installed for security and can be accessed via RFID cards/fob or 
through our App with a designated PIN code.  It is neither site nor user specific so a cyclist can use our unit anytime, anyplace with ease 
and instantly due to our state of the art software payment system.

COOl BEANS
Sarah and Isolde (co-founder of the Cool Bean Company) initially came up with the idea because like 
many others they worked really long hours. At the end of the day they yearned for something super 
healthy and tasty for dinner but they just didn’t have the time to cook and weren’t inspired by any of the 
convenience foods they found in supermarkets as many of the products were packed full of sugar, salt, 
additives and preservatives. Cool Beans was born bringing fancy baked beans and beaneology to the 
masses.

With Cool Beans we are trying to create a bean revolution! Our product is essentially very fancy baked 
beans in three delicious flavours – Original Tomato, Smokey Paprika and Hot Chilli. Each of our pots 

are low in fat, salt and sugar and contain only 270 calories! There is no refined sugar and they are all gluten free. Cool Beans is a healthy, 
convenient and tasty side to add to any meal or it works perfectly as a filling lunch on the go. We are proud to say that Cool Beans is a 
natural, wholesome food product; it contains no nasties, no preservatives and no additives. We source only the best ingredients and it is 
made with love.

If you know of an innovative and exciting new product or service that you think the IPRA should get behind and help to promote 
please drop us an email to orla@ipra.ie
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F I R E K A R T
INNOVATIVE MOBILE FIRE POINT

JONESCO - Pittman Way - Preston - Fulwood - UK - PR2 9ZD
Tel: 01772 706888  sales@jonesco-plastics.com

www.jonesco-plastics.com

Jonesco is a leading UK manufacturer of rotationally 
moulded products. For the last 50 years we have 
manufactured reliable and durable products into a variety 
of industries. Our product range includes mudguards, 
toolboxes, fire extinguisher boxes and spill containment 
equipment.

Utilising our extensive research and development 
facilities and working directly with our distributor 
base in the fire safety market, we have developed a fire 
extinguisher trolley with many advantages over the 
current metal versions that are available in the market. 
Visit us at the IPRA Retail Exhibition to see the Jonesco 
Firekart, it’s an elegant, innovative mobile fire point for 
2 extinguishers, including C02 extinguishers - up to a 
maximum combined weight of 30KG. 

Made from non-corroding polyethylene the Jonesco 
Firekart is ideal for use on petrol forecourts. The unit 
is easy to manoeuvre as it has an optimised centre of 
gravity, enabling it to be pulled, pushed and moved up 
and down steps easily, even when fully loaded. 

Rotomoulded polyethylene is a durable material helping 
it resist knocks/bangs and also the elements. As it does 
not rust the Firekart will be a longer lasting replacement 
to a metal fire extinguisher trolley. 

The Firekart can be customised to suit many requirements. 
There is space on the unit for a sand bucket and an alarm 
or labelling that you may wish to add. Whilst the standard 
colour is red, many other colour options are available 
(subject to minimum order quantities). This means the 
Firekart can blend in with any company branding or 
colours you may have.

We have been developing and supplying fire safety 
products into the industry for many years, not just into 
UK and Irish markets but also around the world.  This 
means we have an extensive range of products aimed 
at helping you comply with fire safety legislation. 
In addition to the Firekart our full range of fire safety 
products includes; fire extinguisher cabinets and stands, hose reel 
cabinets and also grit bins. 

We have an extensive range of spill containment products, essential 
for use when storing oil and chemicals, including AdBlue. This 
includes oil drum trays/funnels, spill trays, spill pallets, IBC spill 
pallets and bunded work floors. Please visit our website or speak 
to our representative at the show to discover the full range of 
products that we offer. 

Our extensive range is manufactured in Preston, Lancashire and 
we sell throughout the UK and Ireland and to over 50 countries 
worldwide.

Jonesco, Pitman Way, Fulwood, Preston PR2 9ZD 
Tel: 01772 706888. www.jonesco-plastics.com

JONESCO FIREKART, THE IDEAL REPLACEMENT FOR 
YOUR CORRODED FIRE ExTINGUISHER TROLLEY.





Mor Irish gin is a premium hand crafted gin made 
in Tullamore, Co. Offaly. Blackberries, Cranberries 
& Raspberries are infused with juniper, coriander, 
angelica root & rosemary. They are steeped in local 
mountain spring water to release the natural flavours 
that gives this unique gin its refreshing, sweet flavour.

A new styled gin with old school traditions, a family 
line in Distilling has been passed down 3 generations 
to our head distiller, who still uses methods that 
came from his Grandfather and his whiskey making 
exploits in the same town.

Earthy at first, with coriander and rosemary making 
a big impression. Becomes sweet and juicy with big 
bundles of fresh berry notes at the core. A slight 
peppery hint on the finish.

For more info or to keep up to date with Mor Irish Gin, 
visit www.moririshgin.com or @moririshgin

Country of Origin - Ireland
ABV % - 40%
Bottle Sizes - 5cl  50cl  70cl 750cl
Bottles per Case - 6

Double Gold: Gin Category - Wine & Spirits 
Wholesale of America

Best in show: Gin Category - Wine & Spirits 
Wholesale of America

Gold Medal: Design & Packaging - San Francisco 
World Spirits Competition

Bronze Medal: Gin Category - San Francisco 
world Spirits Competition

Mor Irish
Gin

Tasting Notes

Statistics

Awards

+353 1 443 8888 

sales@goughs.ie 

www.carwash.ie 

Rollover     Jet Wash     Truck Wash     Tunnel Wash     Vacuum     Air Towers 

As an Irish company established over 40 years we have built our 
reputation on service and product reliability.                                   
Gough Brothers have been the Irish agent for ISTOBAL since 1996. 
ISTOBAL are one of the largest car wash manufacturers in the 
world and can supply every aspect of your car washing and 
forecourt equipment. 
For further information on our products please call us on 
01 443 8888 or email us at sales@goughs.ie                                     
                                   www.carwash.ie 

LEADERS IN FORECOURT TECHNOLOGY

Gough Brothers are leaders in forecourt technology

COMBO Unit
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Length of time at Top Oil?
I joined Top Oil in September 2016 as Communications and 
Marketing Manager for the entire business which includes; Direct, 
Retail and Fuel Card.

Tell us a little about your position and what you do on a day-
to-day basis?
No day is the same – that’s for sure, which is what I have always 
loved about my job. As Communications and Marketing Manager, 
I look after all internal and external communications, marketing 
planning and activation, including our digital marketing across 
each of our channels. 

Who are your coworkers, meaning what type of people do 
you work with? Are you in a team environment or do you 
work independently? 
It’s always about a team approach at Top Oil. In my role I work with 
all of the departments in some way, depending on the requirements 
really. As I manage the internal and external communications and 
marketing department, we get to support all aspects of our business 
in achieving goals, for example, whether to drive awareness 
around health and safety with the teams, work on new leads and 
sales collateral, or supporting our retailers in driving footfall to 
their locations through social media or point of sale. 

What keeps you motivated to go to work in Top Oil each day?
Knowing that I am doing what I love to do, working with a great 
team in a great Irish family company, working on innovative ideas 
and the vision of where we want to go to next with the brand.

What do you like best and least about your role?
What I like best is the variety of my day to day schedule and 
seeing a campaign idea come to fruition. The least can sometimes 
be the tight turnaround deadlines but that’s the nature of the role, 
it keeps us on our toes!

Are there any challenges in your job? If so, how do you 
handle them?
When an aspect is delayed, or has an issue that can cause a 
challenge to the overall outcome of the campaign, I try to always 
have a Plan B in my back pocket to mitigate those challenges.

One of your current challenges must also be the impact of 
Brexit on Top because Top has sites both sides of the Border? 
Can you please tell us a bit about that?
We do a significant amount of trading in Northern Ireland, so 
yes it will be a challenge for us, but like all other businesses we 
are awaiting the outcome from Brexit negotiations, and how that 
will affect us.  We have drafted plans depending on a number of 
scenarios and when the time comes, we will respond accordingly.

IRIS KAVANAGH, COMMUNICATIONS & MARKETING 
MANAGER AT TOP OIL

MEET ThE 
PEOPlE 
BEhINd 
ThE 
BuSINESS
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What do you (and Top) think of electric cars and their impact 
on the future of service stations? 
We recently partnered with Nissan Leaf for its electric car advert, 
which raised some eyebrows, as we are a fuel company. But 
the reality is that the one constant in our industry is change; if 
someone had said 20 years ago that retail forecourts would be as 
important to customers as a destination as they are today – some 
may not have believed it. A number of our forecourts already have 
electric charging points, reflecting our commitment to giving our 
customers what they want. 

Given you’ve been with Top Oil for almost a year now and 
with your background in retail, how has the face of the retail 
service station changed over the last ten years – what are the 
major changes that you have seen? 
Forecourts have become destinations for people, we have seen an 
increase in business meetings being held on site, as the forecourts 
can mark a central meeting point for those conducting business up 
and down the country, and can provide customers with good WIFI, 
great coffee and tasty food for any business meeting.

What advice would you give someone who is seeking the same 
line of work in a fuel retail organisation?
I would say go for it – the reason I joined this industry having 
come from food services and retail was that I wanted to give a 
different perspective to the industry as well as learning about a 
new industry for my own development. 

Where do you hope to go with this job or in your career in 
general?
My objective is to support Top Oil’s growth and brand presence; 
we are on a very exciting journey and new era for our brand and I 
look forward to supporting that growth.

How did your education or past experiences prepare you for 
this job?
I was very lucky to have worked with some great mentors in my 
career to date – especially Donal O’Brien and Joan O’Shaughnessy 
– they taught me how to network and nurture relationships, as 
well as how to strategise and plan next steps. I would say that 
my education gave me the knowledge but my experiences gave 
me the skills. My past experience taught me to never forget that 
people buy from people and the right road is not always the easy 
one, even if you end up standing alone on occasion, integrity is 
everything.

Any funny stories from life in Top Oil?
Top Oil is a great company to work with, we work hard but keep 
smiling which is a testament to the company that I believe makes 
us relatable to our customers, it’s the Irish company charm! Most 
of our funny stories tend to include our mascot Mr. Ted – he 
tends to get himself into some interesting scenarios – you’ll see 
for yourselves at the upcoming ploughing championships this 
September that we will be sponsoring again this year, he can be a 
little mischievous. 

What is your proudest accomplishment at the job?
My proudest accomplishment would have to be developing our 
new CSR programme with the team - we kicked it off with the 
first Top Oil ‘Charity Mascot Race’ at Leopardstown Racecourse 
in December 2016, which was a great event supporting worthy 
Irish charities.

What do you do for downtime when you escape the office? 
I love travelling and I love music. With my husband, three dogs 
and I play piano so between all of that, my weekends go very 
quickly.

How has Top oil emerged from the recession and did you 
learn any valuable lessons from this period? 
Most definitely, our focus on our customers understood that fuel 
poverty for example was a real concern. Fuel by its nature is what 
we describe as a grudge purchase, a necessity, so we introduced 
ways of making this process easier for our customers through our 
budget plans, focused on supplying our retailers with quality value 
fuel and support that they needed as small businesses, and also 
keeping a close focus on our customers needs and on price.

How has recent litigation for slips, trips and falls affected Top 
Oil or has it at all? 
The safety, health and wellness of all our staff and customers is 
paramount to Top Oil. Knowledge and understanding is key to 
reducing these incidents across the board, our focus is on training 
to mitigate these issues happening.

Do you think there is any loyalty to fuel brands in Ireland or 
is it more price driven for consumers? 
Having emerged from the recession, there is no doubt that 
consumers have become price sensitive. We have a loyal customer 
base because we support and invest in our communities. We 
have local teams working directly with our customers and we 
have a vast depth of experience in our business, which has been 
in operation for over 200 years in Ireland. Customers value and 
appreciate that.

Loyalty in a fuel brand can be a challenge as it can come down to 
so many different elements, for example, a 1c or 2c difference in 
price, geography, demand and the additional offer. These elements 
influence the consumer at any one time. We are grateful for our loyal 
customer base and reflect this with our commitment to providing 
exceptional service with a safe and quality fuel offering.

AS PART Of A NEW fEATuRE IN fORECOuRT NEWS 
WE WIll BE INTERvIEWINg ThE PEOPlE BEhINd 

ThE BuSINESS. If yOu WOuld lIkE TO APPEAR OR 
TO NOMINATE A COllEAguE TO fEATuRE IN OuR 

NExT EdITION PlEASE EMAIl uS AT OffICE@IPRA.IE 
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Every tank does
some good.

  For your car

  For your pocket

  For your community

Moving Ahead

Proud sponsors of Munster Rugby Junior Supporters Club.

www.inverenergy.ie    |    021-4396950

Since Inver’s inception, the company has established 
itself as one of the major fuel importers and suppliers 
in Ireland.  Currently they supply about ten percent of 
Irelands fuel needs, including fuels to Inver’s growing 
forecourt network

Inver launched their forecourt business in 2012 and the 
network has grown rapidly in the past four years to 42 
signed forecourts, currently 39 are operational and 3 are 
in development and will open soon.   Inver has invested 
in 4 company owned sites to support and continue 
building the Inver network. They are looking at other 
company owned sites in the future.  

Ben  Lenihan, Inver’s Retail Director stated, ‘Our 
expansion is built on a foundation of credentials that forecourt 
owners can trust. Inver has over 30 years’ experience and 
integrity in the fuel industry.  We offer significant advantages 
with our products, better pricing and our forecourt technical and 
management services. We continue to develop new innovative 
products and services that deliver real and tangible advantages to 
forecourt owners and motorists.’

Ben also stated  ‘Every forecourt in our expanding network is 
very important. The opportunity to collaborate with our forecourt 
partners, to understand their vision for their business and work 
together to develop and grow within the Inver network provides 
a unique and exciting opportunity. Equally satisfying is the 
cementing of long term relationships, many of our forecourt 
partners have renewed their contracts with us and some have two 
or more forecourts branded with Inver.’

Norman Foley, Co. Kerry has built-up his forecourt and 
convenience business over the past five years. He joined Invers 
forecourt brand in 2012 and now has four Inver branded forecourts 
in Tralee, Killarney, Killorglin and Nenagh.’

There are multiple elements within the ‘Inver Advantage’ offered 
to forecourt partners that are appealing.  Forecourt partners reap 
the benefits of dealing directly with a major Irish fuel supplier.  
Ben noted ‘Our co-owned terminal in Foynes, Limerick, offers 
security of supply, quality assurance and better pricing options for 
our partners.

We are proud to be a long standing, Irish company that can provide 
local, knowledgeable personal service to our customers in a 
changing service market.  Our goal is to work with our customers 
and look to provide ways to build their business.’

Every tank does some good for your car, your pocket and your 
community is Inver’s anthem for motorists. ‘An important element 
of our company ethos is ‘the local community’.  This is a value 
shared by Inver forecourt partners and our ThinkTank initiative is 

our way of giving back to our motorist customers through support 
of their communities.

There are multiple ways we demonstrate our support to the 
communities around our forecourts.   We have sponsored 9 
Techspaces geographically located around our service stations.  
At a “TechSpace” young people are inspired to create, produce 
and have fun with digital technology. Children are provided with a 
fun, interactive environment to develop their technology skills and 
we will continue to add Techspaces to areas where our forecourts 
are developing. Providing opportunities for children to build their 
STEM knowledge is incredibly important to their future.’

Inver began sponsorship of Munster Rugby Junior Supporters 
Club last September and provide free membership to 5,000 junior 
Munster Supporters.   The goal for this sponsorship is to give all 
children who love Munster Rugby even if they don’t play rugby, 
an opportunity to engage and interact with their local team.

In April, Inver sponsored a fantastic event in Thomond Park 
that combined our two-main sponsorships.  Junior supporters 
of Munster Rugby, went to Thomond Park and enjoyed a day 
making robots called ‘Scribble Bots’.  ‘Our Techspace partners 
demonstrated and supervised the kids during this activity. They 
also met some of the players and did a Q&A with them at the end 
of the day. It was a hugely successful event and one we will do 
again in the future,’ stated Ben.

 In conclusion Ben stated ‘The opportunity to continue to partner 
with forecourt owners to better our collective businesses is very 
exciting and one we are prepared to continue to build and expand 
on.’ 

INVER, MOVING AHEAD SINCE 1984
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In 1870 Charles Gilbert and John Barker came together to light out 
of town areas, turning crude oil into gas vapour and produced a fuel 
dispenser in 1929 and the name Gilbarco was formed. In 2002 the 
company became Gilbarco Veeder-Root and today employs over 
5000 people worldwide and is now the changing face of fuelling 
technology with 150 years experience behind it.

With fuel dispensers, retail solutions, automatic tank gauges, 
management software, environmental compliance services with full 
media at pump technology. It’s mission statement is simple, keep 
the world moving with the best fuelling technology and services, 
with a motto of ‘Every action, Customers First, Everyday’.

In 1999 Tom Melvin formed PetroCourt to bring a complete 
Forecourt Fuel dispensing service to the Irish Market, both North 
and South. Now with 12 fully qualified service engineers and 
technicians and the Gilbarco range of equipment, things have 
never been better for the Irish Forecourt Operator. In this business, 
when purchasing new forecourt equipment the smart site owner 
will look at equipment in the right order; Product; Service; Price. 
Someone once said, “If you think good equipment is expensive, 
try using bad equipment”.

When you have the right product, with a high quality service 
backup, then look at the price. If you base a decision on price only, 
it could end up a lot more expensive than the price tag suggested. 
Once a sale is concluded, the real service starts. Building a 
partnership is what’s important. A customer once said, when a sale 
was agreed, “I am now your client and you are now my supplier”, 
a nice way to start a business partnership.

At PetroCourt, we want more than the sale of equipment. We want 
to build a relationship to help grow a client’s business and offer 
them a support and service they simply will not find anywhere 
else. With Gilbarco, that is what we offer, the best range of fuel 
equipment on the market. John Kearns prides himself on his 
reputation of 25 years in the forecourt market and to him, the 
client always comes first. John delivers the goods, if you have any 
doubt, ask one of his clients.

PetroCourt offer Gilbarco fuel pumps, Veeder-Root tank gauge 
systems, Pump Controllers, Outdoor Payment Systems, Multi 
Media pump screens, fuel storage solutions, pipework and 
comprehensive service contracts. PetroCourt deliver the complete 
fuel dispensing solution. ‘MOVING THE WORLD’

PUMPS, PRICE TAGS & CLIENTS

WONDERING WHERE THE MONEY GOES
ON EVERY PETROL FILL? LOOK BELOW

Crude Oil Costs 30%

Retailer Gross Margin 4%

Oil Company Costs & Margin 6%

Government Tax & Duty 60%
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IPRA - WhO WE ARE
The Irish Petrol Retailers Association (IPRA) is the industry body 
representing the interests of petrol and diesel retailers in Ireland. 
We have Members across all 26 counties. We are made up mostly 
of independent retailers with a broad mix of brands. 

As of April 2017 we represent upwards of 500 retail sites including 
sites belonging to our corporate members. The IPRA is run by 
experienced and industry aware personnel. It is a hands-on and 
independent organisation operating on your behalf. Advice and 
assistance are available at the end of a phone.

We believe there is power in numbers and hope to have you on 
board with us soon.

IPRA - WhAT WE dO
We provide beneficial support services to the busy retailer and our 
offerings include the following: 

Pricing – would you like to improve the price you buy fuel at?
We update a scroll bar on our website at least six times a day •	
for bi-weekly and daily pricing with live and confirmed prices 
shown.
We also post up-to-date wholesale prices on the IPRA website •	
each week which is very important information for independent 
retailers particularly when negotiating contracts. There are 
differences between the highest and lowest prices which can 
impact on the net prices charged to retailers over the contract 
term.
Our magazine “Forecourt news” and our website (www.ipra.ie) •	
also both include useful information and articles regarding oil 
prices and the impact of certain events on these etc.

Quality Assurance Scheme – do you want to improve 
consumer confidence in what you sell?

We have just received the Certificate of Trade Mark Registration •	
for our petrol and diesel quality assurance scheme that has been 
taken up and is promoted by over 220 of our Members sites. 
This certification trade mark has been reviewed by the •	
Department of Jobs, Enterprise and Innovation and certified by 

the Patents Office and is the only fuel quality trade mark in the 
Republic of Ireland.
Membership of this scheme involves meeting a series of •	
regulatory requirements and undergoing initial entry and 
random fuel testing (carried out by the independent Tel labs 
laboratory) in order to be able to display the Quality Assurance 
mark on your station [flags, stickers, signage etc.].

Lobbying/PR – do you want to have someone raising and 
discussing issues on your behalf?

We regularly lobby and promote legitimate retailers and are the •	
first organisation that the media seeks out for industry queries 
or comments on topical issues. We are at the forefront of all 
fuel retailer related issues.
We established a fuels group in conjunction with Revenue •	
that meets regularly to review issues including abused fuel, 
reporting requirements of ROM1 etc.
We seek out political assistance in order to find the right •	
politician/ local councillor / government body etc. to understand 
our issues and help us find the correct path to solving these.
We are at the forefront of all fuel retailer related issues.•	

MEMBERSHIP OF THE IRISH 
PETROL RETAILERS ASSOCIATION
dO yOu WANT TO BE PART Of A WINNINg TEAM? 
ARE yOu lOOkINg fOR SuPPORT & INfORMATION TO ASSIST yOuR BuSINESS?
ThEN yOu NEEd TO BE WITh ThE IPRA.



F O R E C O U R T  N E W S

52

Group schemes – do you want to make savings on your day-
to-day expenses? 

We have negotiated deals (note all savings are passed on to •	
our members) with a number of relevant companies servicing 
the following forecourt sectors: 
•  Insurance; 
•  Car Wash; 
•  Signage; 
•  HR services; 
•  Health, Health and Safety and Employment law; and 
•  Pump Monitoring.

We pay close attention to our members ever-changing requirements 
and are always working on expanding this list and improving 
savings for our members. 

Contracting  - would  you like a sounding board before you 
sign a contract?

Using it’s extensive experience in the petrol industry in Ireland, •	
the IPRA can offer expert advice on contracting and motor fuel 
rebates to our members.

Representation:
The IPRA is an important representative for over 400 fuel retailers 
throughout Ireland and is actively involved in the following issues 
currently faced by our members:

Commercial rates revaluation:•  
•  The IPRA is taking a stand against the recent commercial 
rate increases our members are facing in the ongoing 
revaluation. 
•  Following various meetings with our members we have 
engaged rating experts and are dealing with this issue on 
various levels including formal inquiries with the Competition 
and Consumer Protection Commission and directly with the 
Valuations Office. 
Unauthorised Car Washes:•  
•  This is a serious issue for our members who simply cannot 
compete on pricing with “pop up” unregulated car washes 

who are operating without licence and insurance, have no 
valid planning, operate on a domestic supply and have no 
suitable plan for the disposal of effluent. 
•  We are hitting this issue from all angles including tackling 
the Government, local councils, Irish Water, Revenue and the 
Department of the Environment. 

As a member we will be fighting these issues (and more) on your 
behalf and will provide you with regular updates. Please also 
engage with us on these issues. 

MEMBERShIP
An IPRA member is a bona fide petrol retailer in 
Ireland and we would look forward to reviewing any 
application you would make to join our association. We 
need support from the ground up in order to maintain a 
representative and credible voice for the industry sector 
and we would welcome your active involvement to helps 
us in maintaining this position in the industry – there is 
strength in numbers.  

If you would like to join please fill out the attached 
membership application form and return it to us by 
post (as above) or email to office@ipra.ie. If you are 
also interested in joining our Fuel Quality Assurance 
Scheme we can offer this as a bolt on to Membership 
provided you meet the mandatory prerequisites. 

If you have any questions or would like to discuss any 
issues you are currently having please don’t hesitate to 
email or call us.  

Yours faithfully,
All at the IPRA

In their 2016 Annual Report, Revenue say that the introduction 
of the new maker, Accutrace has been a major success. Their 
random sampling in January 2016 and again in January 2017 
found no trace of Accutrace in any site tested. They claim that 
this is only one of a number of measures introduced to enhance 
compliance in the fuel trade which provides an annual tax take of 
€2.9 billion in Excise Duties, VAT and Carbon Tax on oils were 
paid to the Exchequer.

While the virtual elimination of ‘fuel laundering’ is to be wel-
comed the recent find of a plant in Mayo shows that the criminal 
fraternity will still attempt to abuse fuel for financial gain.

An interesting comment in their annual report is on fuel tourism.  
The combined Excise, Carbon Tax and VAT contribution to the 
Irish Exchequer associated with fuel tourism is estimated at €202 
million for diesel and €28 million for petrol based on 2015 data. 
These sales equate to approximately 13 per cent of national diesel 
sales and 3 per cent of national petrol sales.

If you have any information on fuel abuse you can contact 
Revenue on Revenue’s Confidential Freephone 1800 295 295 
or anonymously through IPRA.

REVENUE CLAIMS ACCUTRACE A SUCCESS 





Station Master
Church House, Church Road, Celbridge, Kildare
Tel: (01) 610 2000  |  www.stationmaster.ie

Station Master
Point-of-Sale & Backoffice

Excellence in Ireland
Over 25 years providing

   cutting edge, smart, reliable
   and ever-evolving software 
   for the Irish retail, convenience
   and forecourt market

SMARTtillTM

Cash Management

Streamline your Cash Handling

  - Reduces cash losses
  - Tracks all cash movements
  - Reconciles cash to sales made
  - Deters temptation for cash theft
  - Identifies the cash in the drawer by
    denomination
  - Identifies and flags errors by 
    shift, time, cashier and 
    transaction

Check out 
our stand at
the IPRA 
Tradeshow
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Investing 
in the future 

 

www.maxol.ie

Our vision is to be the customer’s champion in each of the communities 
that we serve. We are growing through investment in our service 
stations; raising standards in customer experience and dedicating 
ourselves to being at the heart of life in our local communities.

 /Maxol  @TheMaxolGroup   / TheMaxolGroup

ClASSIC ChICkEN PESTO 

So simple, yet so delicious! Everybody loves a super quick pesto 
and it makes for a great weeknight supper for the family. One of 
those recipes that you only need a handful of ingredients to make, 
it’s full of flavour and ready in under 20 minutes. 

Serves 4
Prep: 5 minutes
Cooking time: 15 minutes 
Total time: 20 minutes

Ingredients 
2 x medium Chicken breast, fat trimmed and cut into bite size •	
pieces

350g Penne pasta•	
1/4 cup Pesto (homemade or store bought)•	
2 tablespoons of extra virgin olive oil•	
Salt & pepper to taste•	
*Optional - Pine nuts and a grating of Parmesan cheese•	

Method
Cook the pasta to the pack instructions, with 1/2 tsp of sea salt 1. 
added to the boiling water.

While the pasta is cooking, heat the oil in a fry pan over a 2. 
medium heat, then add the chicken and cook for about 5-7 
mins, until the chicken is cooked through. 

Add the pesto the the chicken and coat well. Feel free to add 3. 
2-3 tablespoons of milk to the sauce in this step. 

Drain the pasta, saving 1/4 cup of pasta water. Add the pasta 4. 
directly to the chicken pesto and stir until all combined. 

To loosen and add moisture to the sauce, you can add a little 5. 
of the saved pasta water and stir through. It will be quickly 
absorbed.

Serve sprinkled with grated Parmesan cheese and pine nuts.6. 

A handy little tip I’ve picked up from my Italian friends is to add 
a few tablespoons of milk to the sauce towards the end. This just 
gives the dish a nice rounded and creamy flavour and finish.

FUEL YOURSELF AS WELL AS YOUR FORECOURT

fOR MORE gREAT RECIPIES By jOCElyN hOgAN 
vISIT:   EAT-SlEEP-NuRTuRE.COM 




