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Welcome to the latest issue of IPRA Forecourt & Retail News. It has been 
a busy start to the New Year with the publication by the Department of 
Communications, Climate Action, and Environment (DCCAE) Draft 
National Energy & Climate Plan. Why is this important to retailers? Well, 
it sets out Governments thoughts on the route to decarbonisation and this 
includes road fuels. Transport accounts for 20% of greenhouse emissions 
in Ireland and we are heavily fossil fuel dependent (97%) with minimal 
alternative fuel use (3.2% renewable and 0.1% electric).
 
The Government want to engage with stakeholders to change this and while 
it could be viewed as a threat to our sector it presents a huge opportunity for 
the retail forecourt and liquid fuel sector to be part of that change process.
 
At a recent stakeholder event, DCCAE discussed the potential for moving 
beyond 11% biofuels in road fuels, their vision of 5.5% electric vehicles 
on the road by 2025 and 21% by 2030. They see the adoption of new 
technologies and innovation as a challenge and we believe this offers our 
sector an opportunity to engage and assist in this transition.
 
Make sure March 14th is in your diary for the next IPRA Retail Forecourt 
Show in the CityWest Hotel, Dublin. This year we have Míchael Ó 
Muircheartaigh, the famous GAA commentator opening the event and 
have a jam packed seminar programme including a presentation on Platts, 
employment legislation, proposed revisions to the Dangerous Substances 
Act Licence, learn about a new approach to tackle the blight of drive offs 
which is working in Australia and a broker offering an opportunity to 
reduce debit and credit card costs!
 
It’s all under one roof, in one busy day, from air provision to insurance, new 
food ideas to car washing and fuel measurement to DSA & rates advice - 
we look forward to welcoming you to the event on the 14th March!

Michael Griffin
CEO

Dear Retailer

Welcome to
Forecourt & Retail News

Michael Griffin
Irish Petrol Retailers Association
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It’s been a tumultuous year for the Irish motor industry with 
Brexit confusion, rising numbers of imported vehicles, new WLTP 
emissions testing, more discussion on the death of diesel, resurgence 
of petrol and the steady increase in the number of electric and hybrid 
vehicles being registered here.

But as I write this, many of you are contemplating a new car 
purchase in 2019. What will it be: petrol, diesel, hybrid or electric? 
Amid the current climate, here are some of the key points for and 
against each.

diESEl
For all the talk of the death of diesel, it doesn’t look like it will 
be going away any time soon with over 68,000 diesel cars already 
registered in Ireland this year, representing just under 55% market 

share. Manufacturers have invested in diesel technology with a 
number of high profile releases like the Honda Civic, Audi A6 and 
next year’s Peugeot 508. For a lot of motorists, diesel still makes 
absolute economic sense, costing less at the pump and offering 
superior fuel consumption for long commutes and motorway miles. 
It’s not ideal for low mileage drivers who do frequent short journeys 
and jaunts into town as this is not best for the engine’s health and 
buyers won’t see the return on the investment of buying a more 
expensive diesel car. And diesel cars are set to get more expensive – 
from January 1st 2019, there will be a 1% surcharge on the Vehicle 
Registration Tax (VRT) on all new diesel cars and imports, which 
experts estimate will add on average €450 to the cost of a new diesel 
car. Diesel cars tend to hold their value well but with the uncertainty 
of the current climate, this cannot be guaranteed.

PETrOl
Sales of petrol cars have grown by about 
20% in 2018, accounting for about 
38% of new cars registered in Ireland 
in 2018. When diesel is not needed for 
overall fuel economy, many car buyers 
will default to petrol. Manufacturers 
have invested heavily in new petrol 
engine technology with a trend for 
downsizing engine capacity and adding 
a turbocharger for improved efficiency 
and performance. That means that there 
are some real gems to be had out there 
right now including the likes of the Ford 
Focus EcoBoost, Volkswagen Golf 
TSI and Peugeot 3008 1.2 PureTech. 
Generally petrol cars are cheaper to 
buy than their diesel counterpart. With 
changes to motor tax in 2008, petrol cars 
became less attractive because in many 
cases they were more expensive to tax 
than their diesel counterpart. However 
it’s worth checking before you buy as 
many of today’s petrol engines have 
low emissions and are just as ‘cheap’ to 
tax as a diesel! 

hybrid
Hybrid sales have seen significant 
growth this year, though overall they 
still account for just about 6% of new 
car registrations. We are seeing more 
and more hybrids coming to market, 
with Toyota in particular promising a 
slew of new hybrid models in 2019. 
Most of the hybrids on sale in Ireland 
today are petrol electric hybrids that 
combine a petrol engine with an electric 
motor for lower CO2 emissions and improved fuel economy. There 
are also plug-in hybrids that can be charged at home or on the 
public charging network and then driven on electric power alone for 
short journeys usually up to 50km, otherwise operating as a regular 
hybrid. Hybrids are quiet on the move and genuine savings can be 
made on running costs. But they tend to deliver their best economy 
in stop start town and city driving, so do your homework and test 
drives. They can be expensive to buy depending on the model and 
brand. Government incentives include VRT relief of €1,500 on 
regular hybrids and €2,500 on plug-in hybrids.

ElECTriC
Debate on electric vehicles (EVs) is still quite contentious with 
those who have switched to electric evangelical about the benefits, 
but equally there is a camp who think it’s too soon to ditch fossil 
fuels altogether with concerns around infrastructure to support a 
mass exodus to electric vehicles. There are very real savings to be 

made on running costs, with annual motor tax of just €120. Electric 
cars like the Nissan Leaf are actually very affordable, dispelling 
any myth that the EV is too prohibitively expensive for the mass 
market. At present charging on the public network is free while 
some local authorities also provide free parking during charging and 
there is also reduced toll fees available. However driving an electric 
car in Ireland for the most part still requires journey planning. For 
example the real world range on the Leaf is about 250km. Smooth 
EV ownership also relies on the availability of charge points being 
available and working correctly.

Caroline Kidd is a motoring journalist 
and jury member for Irish Car 
of the Year. She is the editor of 
Changing Lanes, one of Ireland’s 
leading motoring blogs. Visit her 

blog at www.changinglanes.ie

PetRol, diesel, hyBRid 
oR eleCtRiC?
CarOliNE kidd makES SOmE POiNTS fOr aNd agaiNST PETrOl, 
diESEl, hybrid aNd ElECTriC CarS.

fOr all ThE Talk Of ThE dEaTh Of diESEl, iT dOESN’T lOOk likE iT will bE gOiNg away 
aNy TimE SOON wiTh OvEr 68,000 diESEl CarS alrEady rEgiSTErEd iN irElaNd ThiS 
yEar, rEPrESENTiNg JuST uNdEr 55% markET SharE.
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did yOu kNOw ThE dSa lEgiSlaTiON iS 40 yEarS Old? 
Many retailers claim it is out of date as industry standards have 
changed and are constantly evolving; new fuels have been introduced 
and are planned for the market and kerbside pumps have never been 
properly addressed to mention some of the issues we hear about on 
a regular basis.

The good news is the Department of Business, Enterprise & 
Innovation held a conference before Christmas to discuss amending 
the DSA and IPRA were in attendance to represent Members’ views. 
The discussion included the following topics:

CurrENT aPPliCaTiON & rENEwal SySTEm
Currently all service stations require 2 licences – 1 x 
National Excise Licence Office (NELO) and 1 
x DSA – All service stations have a NELO 
licence but many have no DSA licence. 
Many claim that Local Authorities 
are not consistent in applying DSA 
regulations – different forms are 
used and in many cases, different 
standards applied.

Following constructive debate 
it was agreed that we should 
use the NELO data base to 
ensure DSA licencing is being 
applied to the same parties and 
Local Authorities should continue to 
administer DSA licencing through their 
Fire Departments with the Health & Safety 
Authority (HSA) remaining as the enforcing 
agency.

aPPliCaTiON aNd PrOCESSiNg
It was suggested that applications can be made online using a 
standard format application process for each site. The application 
should comprise Design Documents of Site/Management Plan/ 
Inspection Certificates/Risk Assessment/Licence Fee. If site has 
CNG, a separate application must be made to CRU for licence. 

Following constructive debate it was agreed that a standard 
application format should be adopted for all service stations with 
online availability during 2019. Local Authorities will retain copies 
of documents submitted and a risk assessment is to be carried out 
on ALL sites as part of application.  There was strong comment 
from both fire officers and Dept officials that retailers should not be 
permitted to complete their own risk assessments. Retailers will need 
to use a specialist to complete the risk assessment for their sites and to 
prepare/provide the initial documentation for licence applications.

It was agreed that non-compliant DSA sites to be followed up 
if not holding a current licence (this is good news for compliant 
operators).

fuElS 
The discussion centred on why there was no regulation on diesel 
only sites and whether storage of Class II and III products required 
a licence (ethanol and kero/jet fuel). It was suggested (and agreed) 
that classification of fuel be changed to align with Regulation 
1272/2008, Class 1, 2, and 3 (based on flash point classification). 
This means the classes will be; Class 1 is Petrol; Class 2 is Ethanol; 
Class 3 is Kerosene & Jet Fuel, DERV & Diesel. 

Going forwards it is proposed that all fuels should be 
covered by licence, including diesel, kerosene 

in line with Regulation 1272/2008 with an 
additional licence being required for 

sites dispensing CNG, LNG, LPG, 
Hydrogen and or Ethanol.

fuEl STOragE ThrEShOldS
A constructive discussion was 
held on appropriate licensing for 
large storage facilities – should 
it be a DSA or SEVESO (The 
Seveso Directive - Technological 

Disaster Risk Reduction) and 
which was appropriate. After some 

debate it was agreed that major 
storage terminals are governed by 

SEVESO rules and should remain so but 
bulk plants dispensing petrol should apply for 

DSA licence using same system as service stations.

Concern was expressed at “FUEL ME” container systems being 
offered in UK and the consensus was that these should be banned 
in Ireland. 

STaNdardS & COdES Of PraCTiSE
A discussion on the current technical specification for the DSA 
indicated that many of them are now outdated or no longer applied 
as industry standards have changed and the APEA Blue Book (4th 
Edition 2018) was promoted as being a good standard for site 
assessment. There was agreement that a risk assessment should be 
carried out for all sites and the competent person is an engineer who 
has experience of assessing sites for licence compliance.

imPlEmENTaTiON
Like all new or revised legislation it was agreed that there should 
there be a lead-in time for the new regulations with proposed 

revisions being communicated to site owners. The Department will 
create new legislation for the amendments and this will include the 
provision of an approved register of persons who can carry out Risk 
Assessments being set up.

In addition, there will be central register of persons approved 
created which means you can check to see if a competing site has 
a valid licence. 

liCENCiNg fEES
It was acknowledged that licencing 
fees varied across the country and were 
notionally, based on storage capacity. A 
positive result was agreement that the fees 
should be same for whole country and 
should not increase dramatically to ensure 
compliance.

ENfOrCEmENT
It was noted that currently local authorities 
administer the licencing system but 
ironically, have no powers to enforce. In 
extreme cases, the FIRE ACT has been 
utilised to enforce regulations but this is 
a very exceptional option. The Health and 
Safety Authority (HSA) has powers to enforce and some areas have 
seen enforcement by the authority but it is somewhat inconsistent 
across the country.

It was proposed to retain the existing system but streamline it 
using online application system, desk-top study of applications and 
inspection reports to identify non-compliant licence holders or non-
licence holders.

The proposal is to suspend the DSA licence if site is found to be 
non-compliant with the applicant having an opportunity to comply 
with licence application requirements. If they do not, then it would 

proceed to court order /fine system if suspension is ignored and the 
fine would relate to turnover (profitability). 

CONCluSiON
IPRA is pleased with the outcome of the discussions and the 
amended legislation will mean there is more transparency in the 
DSA process and better regulations of ALL sites. The Department 
claim that they will have draft regulations ready as we go to print 

with the new regulation being implemented 
by Easter 2019 but we feel this timescale 
is ambitious and if the regulations are in 
place by the summer months that will be a 
positive outcome.

The use of the National Excise Licence 
Office’s database is good news and will 
ensure all service station sites are listed 
for licence. Retailers will welcome the 
online licence application system and this 
should speed up the application process 
with a time limit being applied to licence 
application decisions in local authorities.

Kerbside sites were discussed in some 
detail but no actual protocols were put 

in place for same however, the risk assessment system could be 
applied to them and we believe the age of tanks, pipework, electrical 
equipment and dispenser status could be problems for kerbside sites 
resulting in the refusal of a DSA.

If you would like further information on the proposed changes or 
need assistance or advice on your own DSA application or site 
design/layout/configuration then IPRA is pleased to recommend 
PABIA Consulting, a multi-disciplinary engineering consultancy 
with many years’ experience in forecourt design, installation and 
management. Please contact Alvin or Bernard at 021 242 8890 / 
info@pabia.ie

the dAngeRous suBstAnCes ACt 
(dsA) is ChAnging, WhAt does this 
MeAn foR youR Business?

iT waS NOTEd ThaT 
CurrENTly lOCal 

auThOriTiES admiNiSTEr 
ThE liCENCiNg SySTEm 

buT irONiCally, havE NO 
POwErS TO ENfOrCE. iN 

ExTrEmE CaSES, ThE firE 
aCT haS bEEN uTiliSEd TO 
ENfOrCE rEgulaTiONS buT 
ThiS iS a vEry ExCEPTiONal 

OPTiON. ThE hEalTh aNd 
SafETy auThOriTy (hSa) haS 

POwErS TO ENfOrCE.

the iPRA & loBBying
The IPRA actively lobbies on issues that affect our Members’ on a regular 
basis. We are regulars to Dail Éireann and we were heavily involved in the 
debate around the revised alcohol bill and the result implemented is a good 
compromise for our members who sell alcohol in store. 

We met recently with Irish Water and are putting a protocol in place to 
report and have them check washes – this will see positive developments 
this year.

The picture to the left shows IPRA and Members outside Dail Éireann 
following a meeting with Dr. Michael Harty TD to discuss the rates issue 
that is affecting members across the country.

Pictured are L-R; Michael Griffin (IPRA), Rory Hannon, James 
Bolger and Joe O’Toole
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Barry Coll, Inver’s Sales Representative proudly welcomed 
Dymphna and Eugene Sharkey to the Inver forecourt brand on the 
1st of November.  Eugene and Dymphna signed with Inver because 
they felt ‘Inver’s branding would bring a fresh look to our forecourt 
and they also offered a very competitive deal in comparison with 
the other fuel companies.  We like their quality assurance and direct 
fuel delivery and we wanted to stand apart from everyone else and 
be the only forecourt in Tuam with the Inver  brand.’

Dymphna and Eugene leased their forecourt and Spar shop in 
December 2011 and have worked tirelessly over the past 7 years 
to build their business and continue to improve it. They purchased 
the premises in 2014 and undertook a massive revamp of their Spar 
shop and Deli in May 2015.  They have continued to expand and 
offer better shopping experiences for their customers and purchased 
an adjacent site in 2017 to provide additional car parking spaces for 
customers and  storage for the business.

Ben Lenihan, Inver’s Retail Director also welcomed Dymphna and 
Eugene to the Inver forecourt family. ‘Inver’s forecourt network 
continues to expand across the country as we bring Inver’s premium 
assured quality fuel products and first-class customer experience to 
the nation.  Every additional forecourt is significant and we always 
appreciate the efforts of our team to make it happen.  

We are delighted to partner with Dymphna and Eugene, they have a 
very strong business in Tuam. We are proud they chose Inver for our 
dynamic branding, premium quality fuel and our commitment to the 
community.  We are working closely with them and giving them our 
trademark customer support and experience.”

Eugene noted, We really focus on providing a variety of services for 
our customers,  in addition to our premium quality fuel with Inver, 
we provide a wide range of services within our Spar shop including 
our award winning hot and cold Deli.  We are agents for the national 

lottery, we offer phone top ups, DCI fuel cards, Payzone, Calor Gas 
and Solid fuels.   Our goal is to continuously add value and we have 
planning permission for an Off license.  We will have the works 
completed and be open for business at the end of January, 2019.

“Community is very important to us’ 
Dymphna said, “we have strong links 
with the community organisations in 
our area. As past players we are strong 
supporters of Tuam RFC, and Eugene 
coaches Mini Rugby sessions on Saturday 
mornings. We regularly cater for blitzes 
with food and drinks and have catered for 
Connaught Junior Rugby training sessions as well. We sponsor 
many organizations throughout the year including the clubs 
fundraising activities throughout the year. We also proudly sponsor 
Tuam Cancer care and the FAI Schools 5 a side tournament, school 
quizzes etc.  Inver’s commitment to the communities around their 
forecourts through their Leading Lights programme was another 
important factor when we chose to brand with them.”

Managing Director of Inver Chris O Callaghan spoke about this 
new partnership, “It’s wonderful to watch Inver’s forecourt network 
continue to grow so significantly since 2012 and to celebrate another 
Inver branded forecourt and a strong partnership with the Sharkey’s.  

Inver’s forecourt network is growing 
consistently but this is just the beginning 
of a long-term expansion plan for our 
brand both in the Irish market and beyond. 
I would like to add my congratulations and 
best wishes to Dymphna and Eugene and 
to welcome them to the Inver forecourt 
family.”

In closing Ben Lenihan wanted to “Thank all our wonderful 
customers who continuously demonstrate their loyalty to Inver and 
for making it the collective success it is today. We have many more 
forecourt openings in the future and will always keep our customers 
at the heart of everything we do.”

inVeR oPen in 
tuAM, County 
gAlWAy

wE rEally fOCuS ON 
PrOvidiNg a variETy 
Of SErviCES fOr Our 

CuSTOmErS,  iN addiTiON TO 
Our PrEmium qualiTy fuEl 

wiTh iNvEr.
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Anne, Jack (John Senior) & John Junior ata Gala Retail Excellence Ceremony.

Official opening/re-launch day – Dermot Druhan (retired 
Engineer whom submitted re-development plans), John, Jack, 

Niall O’Rourke (Valero/Texaco), Michael Griffin,
Anne & Tom Hardiman (ex. Gala Retail ROE).

If you happen to be driving from Kilkenny City, northwards in the 
direction of Freshford on the R693 on your way towards Cashel/
Cork/Thurles you may notice the picturesque village of Talbot’s Inch 
(to your right) which stands on the west bank of the River Nore. The 
‘model’ village dates back to the turn of the twentieth century and was 
established to house workers at the nearby Kilkenny Woodworkers 
Company, amongst many other community focused enterprises. It is an 
area synonymous with the late Lady Desert – a well known and now 
worthy historical and commemorated figure in Kilkenny – to whom a 
new pedestrian bridge in Kilkenny City centre has been dedicated to 
her memory.

The Texaco site in Talbot’s Inch does not date from the early twentieth 
century but the family that runs it has been active in the greater Kilkenny 
environs since well before then! The de Loughry family are synonymous 
with the ‘Marble City’ since the early 1800’s. Jack de Loughry hails 
from a farming and business background. In his formative years he 
aided his mother with a retail enterprise in the Butt’s Green following 
the early death of his father. Jack served on the Kilkenny County G.A.A. 
Board for many years and was an active committee member of the local 
Dicksboro GAA Club. During this time of renewal for Dicksboro and 
as Chairman he assisted with others on the purchase of the ‘Boro Club 
grounds in Palmerstown. This gave him a great interest and appetite for 
launching his own new enterprise and he saw a business opportunity in 
Talbot’s Inch.

His wife, Anne and her family – the Sheehan’s, are well known in the 
county and are based midway between Danesfort and Stoneyford – in 
Ennisnag. Following her studies in Dublin, Anne worked for many years 
in financial services in Kilkenny City whilst finding time to assist with 
the flourishing business on the Freshford Road. Managing the accounts 
side of the business has always been a feature on Anne’s involvement 
and she now helps out with the busy deli counter as well as assisting in 
the overall management of 100 square metre well stocked retail shop.

The site located between St. Luke’s General and Aut Even Private 
Hospitals – first opened in February 1983. It was operated and run by 
Jack and Anne, with John Junior acquiring the business in 2012 after 
competing an Economics and Finance Degree.

“We ran with the ESSO livery for twenty years before going independent, 
trying the Q Oil brand and then signed up with Texaco in 2016” said 
John. “We fully upgraded the shop in 2015 and opted for Gala as the 
local independent wholesaler – Perry’s are well respected and trusted 
along with providing a good service which proves essential in our 
overall strategy. We promote local and source locally too – many of the 
tradesmen and fitters for the redevelopment were local people – all of 
whom are valued day-in-day-out customers” added John.

Speaking of his decision to partner with Texaco, John noted, “fuel 
quality and traceability were paramount in our discussions with any of 
the intending suitors from the various oil companies that approached us 
at our site. Niall O’Rourke and the team in Valero/Texaco have proved 
their commitment to Kilkenny – the service they provide to us is proof 
of that. Allied to this, their local distribution arm – Texoil is in Kilkenny 
on a daily basis. While walking around the site, the IPRA noticed an auto 
gas tank and dispenser, also we spotted marked oils on offer. Talbot’s 
Inch Filling Station has offered gas since it’s early days. John noted, “we 
are the exclusive Flogas Auto Gas dealer for the county of Kilkenny. 
Our customers appreciate that we retain this fuel grade and enjoy the 
convenience our site offers.”

At the time of the refurbishment, John applied and received planning 
permission for enlarging the shop to include a deli, coffee station and 
bakers corner combined with extending the parking area. All these 
upgrades have paid off with John citing local sourcing as a key success 
factor. “Customers like that we source locally and are family run and 
focused. It is important in a small community to be part of it, from the 
refurbishment works, the retail partner and even our kindling and timber 
fuels are all locally sourced. We practice what we preach – Keep it 
Local”, said John.

The de Loughry’s are a family who were one of the earliest members 
of the IPRA, and Talbot’s Inch Filling Station also promotes the IPRA 
Quality Fuel Scheme offering quality assured fuel since it’s inception. 
John said, “There is a comfort factor being part of a recognised fuel 
quality scheme. Knowing that a sample can be taken at any time and 
checked is positive for customer satisfaction and something we are very 
happy to promote to our customers. Happy customers means return 
business which is what we all want”. “Fuel quality is very important to 
us.” Further to this,“I believe that the work that David, Michael, Orla 
and the team in the IPRA do is vital. We have accessed many of the 
benefits of membership throughout the years. Not alone is the IPRA 
a strong voice which is important for the sector, I feel independent 

tAlBots inCh 
seRViCe stAtion

retailers should unite more behind the IPRA especially now 
and into the future as the playing fields change more rapidly, 
now, more than ever before. I would like to see the IPRA 
grow”, remarked John.

IPRA asked John what he thought the future would bring 
to the forecourt retail sector, especially those outside of the 
main urban areas like Dublin and Cork. John said, “I do 
see change coming down the line, slowly at first but it is 
gaining momentum. We (retail filling stations) are becoming 
somewhat less about fuel and more about convenience 
shopping. I see an increase in impulse and small grocery 
style shopping. With the broad range we carry, customers 
are buying for the evening meal or doing small weekly top-
up shops. People like convenience, local shopping and fresh 
food. We aim to deliver this and deliver it with a smile, good 
service and a welcome. I have no doubt major changes will 
occur in our sector if Government objectives of all electric 
cars by 2030 comes to bear but there will always be a need 
for a well-run convenience retailer offering good products, 
locally sourced and served by local people. I do not fear the 
future and change, I embrace it and will continue to innovate 
to keep my customers happy. “Innovation combined through 
steady evolution, is the key.”

Jack & Frank Staples (Valero/Texoil) Recent Texoil in-store promotion.

2016 Re-launch in newly re-furbed shop - Fr. Eamon Foley, 

Jack, Tommy Walsh (ex. Kilkenny Hurler), Anne, Eddie Corr 

(Gilescourt – Main Contractor on re-furb works) & John.

Service station at night.

 History of Talbot’s Inch from Ireland’s Own article.
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Leaders in forecourt technology

Gough Brothers 
No 1, First Ave, Cookstown Industrial Estate, Tallaght , Dublin 24 
Ph: 01 443 8888 - Email: sales@goughs.ie - Online: CarWash.ie

More information on the M32 - go to www.carwash.ie/m32

Leaders in forecourt technology

Gough Brothers 
No 1, First Ave, Cookstown Industrial Estate, 
Tallaght , Dublin 24 
Ph: 01 443 8888   
Email: sales@goughs.ie   
Online: CarWash.ie

More information on AIR SHARE- go to www.carwash.ie/airshare

Gough Brothers is a privately owned Irish company, trading successfully for over 40 years in the supply, 
installation and maintenance of car wash systems for the Retail and Forecourt sectors throughout Ireland. 
 
Our new Headquarters is located in Cookstown Industrial Estate, Dublin 24 and our regional office is located in 
Cork. The company employs 16 personnel including a highly qualified unit which can respond quickly to customers 
throughout the 26 counties. This is backed up by State of the Art communication systems and a highly organized 
stock control system, which ensures spare parts are swiftly available to make sure downtime on your wash is kept 
to a minimum.All of our engineers are employed directly by the company  
 
                                                                                         On display at the show is the ISTOBAL COMBO  
 
THE COMBO 
 
The COMBO unit is a unit that dispenses - Water- Vacuum - Air- Fragrance …. All in one single cabinet. 
The modern designed stainless steel cabinet brings all of your services into one place. 
Branded in your company design this unit will enhance your forecourt. 
 
THE N’JOYWASH 
 
Gough Brothers proudly present N´JOYWASH, a new generation of the most advanced jet washes on the market. 
A new concept in jet washes designed to satisfy your customers and maximise your profits ... and now also based 
on the fun aspect of vehicle care. N´JOYWASH is a real vehicle SPA! 
 
Both the COMBO and the N’JOYWASH are available from Gough Brothers with our AIR SHARE services 
 
What Is AIR SHARE? 
 
• AIR SHARE will supply you with the latest ISTOBAL equipment for your service Island at no cost to you. 
• AIR SHARE is brought to you by Gough Brothers - Leaders in forecourt technology. 
• AIR SHARE is a profit share agreement. We provide your forecourt with the latest equipment & share the profits. 
• AIR SHARE has you making money from day one 
• AIR SHARE makes your forecourt look new and encourages new & old customers to make your forecourt a          
                       destination of choice. 
 
Advantages of AIR SHARE 
• No capital investment  
• Brand new equipment 
• Equipment is ISTOBAL IW Manager ready  
• Equipment supplied in your corporate colours 
• Management & installation costs included 
• No maintenance bills 
• Enhance your site with new services 
• Bring in new customers  
• All equipment serviced regularly  
• Supplied by industry leader – ISTOBAL 
 
 
 
 

COMBO unit  

N'Joy Jetwash

Our AIR SHARE agreements can be 
tailored to your needs 
Our agreement includes: 
• An agreed contract period 
• A share percentage split. 
 
All AIR SHARE contracts include 
• Free installation 
• Maintenance 
• Parts 
• Reconciliation reports 
• Invoicing
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Oil prices fell sharply in Q4 2018 following much higher than 
expected US crude oil production. The rapid expansion of US 
crude shale production surprised the market and caught OPEC off 
guard.  On 1st June 2018 there were 861 oil rigs operating both 
inland and offshore the United States. On 14th December this 
had only increased to 873 oil rigs. However, during that period 
US crude production increased sharply to 11.6m bpd from 10.8m 
bpd. This means US crude production has increased by 1.82m bpd 
since OPEC and non-OPEC announced production cuts of 1.8m 
bpd on 30th November 2016. It is amazing that the increase in US 
production has matched the cut in OPEC and non-OPEC supply. 
Therefore, OPEC and their Russian friends essentially wasted their 
time.  The biggest beneficiaries of the cuts were the US oil industry 
which both expanded production by the exact same amount and 
gained market share.  

SurgiNg uS PrOduCTiON 
Surging US production has also helped President Trump who imposed 
sanctions on Iran in November 2018. The US Administration has 
eased the sanctions by granting 180-day waivers to eight allies and 
trading partners who buy Iranian crude. We believe the waivers are 
designed to buy time for the US oil industry in order to enable them 
to expand export capacity. Once this comes onstream in Q3 and Q4 
2019 we expect the Trump Administration to reduce the waivers and 
this will enable the US to take market share from the Iranians. It is 
then the Iranian crisis could “blow-up.”

However, for now surging US crude production is mostly land-locked 
and this is great news for global consumers of oil.  In September 
2018 US crude stocks were 396mb and below both the five-year 
average and the level seen in 2017. By mid-December 2018 stocks 
had increased to 450mb and were above both the five-year average 
and the level seen in 2017…what a change in just three months!

The question is what will happen next? Typically, US crude stocks 
fall during January and increase during the spring. We expect crude 
stocks to remain above the level seen last year and as a result crude 
prices should remain weak in Q1 2019. However, as Tom Hanks 
said in the 1994 film Forrest Gump “life is like a box of chocolates.  
You never know what you’re gonna get.” There is really no knowing 
what 2019 will bring except volatile oil prices!

gaSOliNE dEmaNd grOwTh
rEmaiNS muTEd
US Gasoline demand accounts for about 47% of US oil demand 
and US gasoline prices are a key driver of global oil prices. In both 
2017 and 2018 the US gasoline market failed to grow with both 
years starting well in Q1 before spluttering to a halt. While sales of 
electric cars are just over 2% of US new car sales, electric cars and 
improved fuel efficiency in new gasoline cars are slowing demand 
growth for gasoline. This is not going to change and as a result the 
“scene is set” for another year of weak gasoline demand. This will 
further maintain the downwards pressure on oil prices.

diSTillaTE fuNdamENTalS lOOk firm
The fundamentals for kero and diesels are slightly stronger with 
US stocks holding lower than both the level seen last year and the 
five-year average. In addition demand growth has been very healthy 
over the last few months. Diesel demand is set to increase sharply 
as the global shipping fleet moves to low sulphur fuel in 2020. This 
will result in a surge in demand for Gas Oil 0.1% which will support 
the price of road diesel and European heating oil. This is off course 
bad news for Irish motorists who still prefer diesel cars.  

The global oil market continues to develop and surprise and 2019 
looks set to be another year of volatility on oil markets.

us CRude
PRoduCtion
suRges

New OMJ
Smartphone App

Never miss the action on markets with the

the-omj.com/evenbetter

Request a 
free trialTelephone

Email

+44 (0) 28 6632 9999

info@the-omj.com

Find out more:

Key features include:The new OMJ Smartphone service 
enables clients to access a wide range 
of prices, news and weather while on 
the move using their smartphone.

Over 5,000 oil and forex price options 
are available and the service can be 
customised for each user inline with 
their specific requirements.

Live Rotterdam refined product prices

Platts closing price assessments

Dow Jones and OMJ news

5 day local weather for your locations

14 day European weather

Intraday and settlement futures prices

Intraday and settlement forex prices



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

Airserv_FP_Advertv2_Retailer MARCH f  08/08/2016  13:53  Page 2
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If you decide to make positive changes to your health and fitness this 
year. Choose to not go the path easily followed. Choose consistent 
healthy choices with no restrictions. Being anti diet means you are 
anti health right? Not true. Being anti diet does not mean you don’t 
believe in self-improvement or healthy eating. It’s not a decision to 
let everything go. Instead it’s choosing to fuel your body not destroy 
it. Dieting destroys your body, your motivation and your mental 
health. Being anti diet means you are pro health, mind and body.

lEavE NEw yEarS rESOluTiONS iN 2018…
Well at least when the resolution is related to diet and exercise. 
Standing alone, diets simply don’t work. When placed with a 
mentality of “new year new me” they are certainly going to be 
miserable and short lived. Most resolutions are dropped by mid 
January normally due to motivation. Staying motivated at the least 
energetic time of year can be very difficult. You 
may easily become sucked into a diet again by 
marketing, friends, family or on social media. 
Have you Ever felt left out from this whole 
motivation bandwagon? Have you never been 
able to stay motivated? Do you feel that you are 
doing your very best, achieving the goals you have set for yourself 
only to be quickly reminded that in-fact,  you are not doing enough. 
You haven’t lost enough weight, you haven’t earned enough money, 

you haven’t reached “that point” in your life (the one we all search 
for). Put on top of this the pressure of having to do this all in 2019.

Motivation is a buzz word at the minute. Bloggers, CEO’s and fitness 
experts speak about how motivated they are. They share insights into 
their motivation, the “key to their success” This mindset of having 
to stay motivated all of the time has spread right across society; 
school, career, fitness, financially. If you haven’t your motivation 
switch turned on then you are being left behind.

So you read the tips from the people who have this “motivation”, 
you buy the book, you go to the seminars, you follow them on social 
media, hoping to one day get their motivation. This is all a BIG 
waste of your time.

Motivation is not transferable. All of these people, the ones you 
aspire to be, they didn’t get where they are now, 
using someone else’s motivation. They got there 
through SELF- MOTIVATION, dedication and 
consistency. They didn’t allow setbacks to break 
them, they certainly didn’t let others successes 
become their failures. Just because someone 

else has achieved more than you, doesn’t take away what you have 
achieved.

So...is motivation as a term meaningless? No. Motivation is super 
important to achieve your goals. But the way motivation is marketed 
to you is. Motivation isn’t a copy, cut and 
paste system. If you want something you 
have to get it BY YOU and FOR YOU. 
There is a massive difference between 
being inspired by someone, admiring 
what they have achieved and being 
motivated by them. You can work with someone towards a goal for 
support. But, You cannot let someone else be a driving force for your 
goals. The time and focus you are putting into figuring out someone 
else’s “secret”, could be used to make a change for you. You need to 
identify what you want, make a plan, assess your achievements and 
pick yourself up after failures and stay going.

Stop looking for the magic trick, it’s simply handwork and dedication. 
It is making your goals a priority and not making any excuses.

Motivation is not something that people 
are born with, or something you can 
buy. But you can learn to develop it and 
maintain it. No one feels motivated all of 
the time, it is normal to have dips. What 

separates those who achieve goals and those who don’t, isn’t “staying 
motivated”. Its learning to pick yourself up after losing the motivation, 
reassessing what you want and finding the motivation after losing it. 

So this year if you decide to eat healthier, do it The True North Way, 
choose a consistent balanced diet with healthy choices. Making sure 
your motivation for doing so is positive and built by you for you.

sAy no to diets
in 2019!

the Anti diet 
MoVeMent

STOP TryiNg TO ruN 
wiTh OThErS, STay iN 

yOur OwN laNE. 

why NOT Try iNCOrPOraTiNg SOmE Of ThESE POSiTivE
habiTS iNTO yOur yEar

bE yOur OwN mOTivaTiON. TakE iT 
STEP by STEP. bE rEaliSTiC.

aNd STay fOCuSEd!

WI E C I T Y W E S T
WP X R E T A I L E R
WU H M C O F F E E U
WM I T P D S A I R O
WP B A P E T R O L C
WS I M A G A Z I N E
WL T K N A T R C A R
WE I A R A C H A S O
WU O Q U A L I T Y F
WF N C A R W A S H A

CiTywEST
ExhibiTiON
fOrECOurT
fuEl
PumPS
CarwaSh
rETailEr
magaZiNE
araChaS
qualiTy
TaNk
PETrOl
COffEE
Car
air
aTm
dSa

WoRd 
seARCh
find all the words to reveal the 
unused letters which make up the 
answer. Winner will receive a
€50 All for One Voucher.

Email answers to office@ipra.ie 
along with your details. Random 
draw of correct answers will take 
place end of February 2019.
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ThE markET ChallENgE
A HSA analysis of over 10,000 workplace inspections between 
2010 and 2016 shows that over 20% of workplaces had no slip, trip 
and fall (STF) risk assessments in place. Even worse, the Forecourt 
Retail sector show that over 30% of business owners operating in 
this sector did not provide STF risk assessments.

Given that STF risks are often the most prevailing, frequent and 
damaging potential risks to a business, it is alarming that over 30% 
of forecourt retailers do not assess this risk and attend to this area. 
In addition, the facts below demonstrate that the Forecourt Retail 
Sector needs to proactively address the STF risk as a priority in terms 
of managing both tangible and intangible costs to their business: 

Ireland is one of the most litigious countries in the EU, with 1. 
frequency of claims & cost of claims rising year-on-year, many 
of which are linked with STF risks
Large variation in court judgements result in new precedents and 2. 
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 implemented 4. 
within business operations to support the defence of certain 
claims, especially in the STF risk domain
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 around STF risks 
and hazards

See the table below that outlines key liability (public and employee) 
risks within the Retail Sector:  

The figures make it clear that forecourt retail employers have a 
responsibility to examine their risk management practices when it comes 
to slip, trip and fall hazards. The high frequency of STF accidents in the 
work place leads to the highest number of both public and employee 
claims in Forecourt Retail Sector. On average the STF risk causes up 
to 60% of liability claims and a large proportion of that massive figure 
is due to poor housekeeping and a distinct lack of proactive STF risk 
management practices in the Forecourt Retail Sector.

Let’s face it, the playing field is a challenging one, and with our 
grey legal system and our high claims culture there is always going 
to be unavoidable slip, trip and fall incidents that may occur in your 
business… people have after all been falling over since humanity 
learned how to walk. However, there is a large percentage (up to 
50% of all STF incidents) that are perfectly unavoidable. An analysis 
of the causal factors leading to STF accidents show that it is often 
employee behaviour (e.g. poor housekeeping) that leads to the hazards 
and consequential incidents. Numerous examples have been cited in 
court, where STF hazards were often left on the ground for hours with 
multiple staff members walking right by them before a member of the 
public then had accidents. This is a behavioural issue, and the fact that 
80-95% of all accidents are behaviour-based provides further proof that 
they are preventable. But employers need to know ‘HOW’ to prevent 
them.

So what are the usual suspects? Well the HSA has identified a cross-
sectoral overview of 8 causal factors leading to STF incidents and 
below are some of the primary hazards in order of frequency:

1. Descending Stairs 5. Ice
2. Slippery and Wet Surfaces 6. Uneven Surfaces
3. Exiting Vehicles 7. Cleaning Procedures
4. Walkways 8. Entrances and Exits

STF Hazards leading to injuries are responsible 
for some of the highest claims in Ireland, with 
compensation often reaching the six-figure 
mark. These incidents and consequential claims 
negatively affect insurance premium costs not 
to mention increases in excess and operational 
cost in terms of time, resources and loss of 
productivity throughout the process. It is time 
forecourt businesses take both responsibility and 
control of this problem and save money, time and 
reputation as a result.

JuNCTiON 14 lEadiNg ThE way wiTh 
ThE CaygO® digiTal STf maNagEmENT 
SOluTiON
Junction 14 is a part of the Lidon Group which is 
a group of sister associated companies owned and 
run by members of the Fitzpatrick family who 
have been in business since 1954. The site began 

when two local businessmen and brothers Liam and Donal Fitzpatrick 
identified Junction 14 as the perfect destination to give M7 motorists a 
break on the journey between Dublin, Cork and the South West. They 
spent several years researching the European Motorway Forecourt 
Industry with a view to bringing the latest trends and technologies to 
the Irish market, to help improve the existing motorway service station 
offerings. Junction 14 is one of the most innovative and proactive 
Forecourt Retail sites in the country, and their General Manager Gavin 
Moran personifies their appetite for best practice. 

“At Junction 14 we always strive to be the best at what we do. We 
embrace innovation and technology when it fits with our brand to 
offer commuters convenience with consistently high-quality fresh food 
and facilities, friendly and helpful staff and an excellent customer 
experience”.
Gavin Moran, General Manager, J14 Mayfield.

Part of this best in class customer experience is ensuring that J14 is a 
safe place to shop. Housekeeping standards are very important to Gavin 
and his team and given the extremely high footfall they experience 
every day their staff must be on the ball when it comes to ensuring the 
site is hazard free. An on-going challenge for any high footfall business 
is to ensure good housekeeping habits are formed and t is important that 
all staff are connected to STF hazard identification and removal. 

Most high footfall businesses (and their insurance partners) are 
unfortunately not adequately aware of and adept at risk management, 
especially when it comes to addressing the area of slip, trip and fall. 
SeaChange, an Irish-based company, resolves these issues through their 
behavior-based risk management systems. “We know that 80-95% of 
accidents are behavior-based and to manage risk effectively it is critical 
to impact behavior,” says Dr. Paul Cummins, Managing Director. The 
primary risk factor responsible for the highest liability claims frequency 
and cost is Slip, Trip, and Fall (STF). The high rate of STF accidents 
in the workplace leads to the most frequent number of both public and 
employee claims in high footfall sectors such as the Forecourt Sector. 
In some circumstances, STF causes up to 65% of liability claims and a 
large proportion of that massive figure is due to poor housekeeping and 
a distinct lack of proactive STF risk management practices. SeaChange 
has responded by developing an innovative and dynamic ‘behavior-
based’ solutions called CAYGO®- a Slip, Trip, & Fall Management 
Digital Product to effectively manage liability risk factors in high 
footfall sectors.

The CAYGO® Slip, Trip & Fall 
Management Digital Product 
proactively and exponentially 
improves housekeeping behavior 
standards in high-footfall sectors 
and instantly reduces the likelihood 
of STF accidents to decrease the 
client’s risk ratio. Staff are trained 
to run the digital product that 
automatically checks and manages 
the business areas routinely for STF 
hazard identification and corrective 
action. This digital product connects 
the business to SeaChange’s Online 

Portal where SeaChange experts remotely monitor all automated 
reports and leaderboards on a monthly basis to provide oversight and 
ensure better compliance rating.

Junction 14 embraced the CAYGO® Slip, Trip & Fall Management 
Digital Product in Q2 this year and continue to effectively implement 
it on a daily basis. From their perspective, the system is easy to use, 
staff friendly, automated and provides real-time data not only to track 
and trend housekeeping standards and STF hazards addressed, but also 
to provide proof that their site is being proactive when it comes to STF 
management. 

“We have a fantastic relationship with SeaChange who provide all of 
our Health and Safety services, and when they introduced us to their 
CAYGO® Digital Product, we jumped at the opportunity to implement 
this system as we knew it would support our staff in identifying and 
addressing STF hazards and improving housekeeping standards across 
the board”.
Gavin Moran, General Manager, J14 Mayfield.

ThE CaygO® digiTal STf maNagEmENT SOluTiON
The CAYGO® Product and Partnership is innovative, user-friendly 
and provides numerous features and benefits including: 

A Site-Specific Slip, Trip & Fall Risk Assessment•	
A Bespoke & Digital Housekeeping System to Improve STF •	
Prevention Standards 24/7
Management Training & Certification on the CAYGO® Digital •	
Solution
Reductions in Slip, Trip & Fall Incidents•	
Reductions in Costly Slip, Trip & Fall Claims•	
Defence against Fraudulent Claims•	
Positively Impact Insurance Costs•	

“Public and Employee Slip, Trip & Fall incidents are consistently the 
most frequent occurrences in the high footfall commercial business 
and insurance sectors. The resulting claims have added to a growing 
claims culture and increased premiums year on year but our CAYGO® 
system can separate your business from the heard by improving your 
housekeeping standards on a continuous basis and providing an 
interactive and proactive system that manages the risk of Slip, Trip & 
Fall in your business”.
Dr. Paul Cummins, Managing Director, SeaChange Ltd.

In conclusion, J14 have moved from a very good starting point, to an 
even more sustainable place by investing in safety culture systems that 
target the main risk factor in high footfall sectors through SeaChange. 
J14 are always focused on continuous improvement from an operations 
perspective and adopt innovative solutions that lead to real change. 
Slip, trip and fall management is a moving feast, and the evolution is 
never-ending but J14 are leading the way in the petrol forecourt retail 
space and are reaping the rewards as a result in terms of increased staff 
awareness, increased housekeeping standards, reduced accidents and 
managed insurance premium rates. 

Contact SeaChange if interested to learn more about the innovative 
CAYGO® Solution at info@seachange-intl.com / 045-856028.

JunCtion 14 MAyfield using innoVAtiVe 
seAChAnge teChnology to PReVent And MAnAge 
sliP, tRiP & fAll ACCidents in the WoRkPlACe

 SPF (housekeeping)
 Manual Handling / stretch / Overstretch
 Falling Stock
 Equipment Fault
 Combi Use
 Cut / Laceration
 Wrongful Arrest / Defamation
 Food Safety Issue
 Impact / Crush
 Chemicals
 Abuse (on sta� / security / contractors)
 Product Fault
 Burn
 Electric Shock
 Other (unknown)

50.60%

5.70%
4.90%

4.30%

5.50%

6.60%

6.90%

4.70%

5.02%

0.8% 0.2%
2.9%



AdBlue® Usage
The European Adblue® market has developed enormously 
since its introduction in 2006. In the early years, the use of 
Adblue was exclusive to larger commercial vehicles. Fast 
forward 12 years to today and the situation is very different. 
As the EU emission levels allowed, continue to fall in line with 
Euro 4, 5 and 6 standards, the levels of NOx allowable from 
diesel engines has reduced for 0.5g/Kwh to 0.08g/Kwh. As we 
move forward to beyond 2020 these limits will continue to fall 
even further. 

To keep pace with these emission requirements, car 
manufactures have incorporated the SCR/Adblue technology 
into over 400 diesel models by May 2018, with more to follow 
in the coming year. This rollout will drive total European 
Adblue® consumption beyond 6 Billion litres by 2025. 2.8 
Billion of this consumption will be by passenger cars and 
small commercial vehicles.

Servicing AdBlue® Demand
With increased usage of Adblue®, drivers have turned to the 
forecourt sector to service their requirements. Currently there 
are more than 8500 locations across Europe distributing 
Adblue® at the pump. These locations however are still 
mostly directed towards the heavy commercial vehicle sector. 
Passenger cars sector is still mostly service by packed 
product (i.e.) 10L, 5L, 3.5L cans, but as demand increases 
further, many forecourt sites are installing pumps to service 
the car sector as well.

It is clear that Adblue® is still a rapidly growing market and is 
here to stay with 85% of all new diesel cars coming equipped 
with SCR technology. This percentage will continue to grow 
as will the quantity of Adblue® used by these models.

AdBlue® – The fast growing 
market in the diesel industry
The automotive industry is a constantly changing sector. 
Improvements in technology, new laws and regulations and 
many other factors insure this fast moving industry is always 
evolving. The introduction of environmental laws regulating 
exhaust emissions in diesel engines has led to the development 
of SCR (selective catalyst reduction) technology. The SCR 
system allows diesel engine vehicles to meet emission 
standards without compromising on engine power. The SCR 
technology was initially introduced mostly in large diesel 
vehicles like trucks, buses, and agricultural machinery but has 
recently been adopted by most car manufacturers. The SCR 
system uses AdBlue® as an integral part of its system.

What is AdBlue®?
AdBlue® is a high purity (32.5%) aqueous urea solution for 
use in SCR Diesel Vehicles. Sometimes referred to as Diesel 
Exhaust Fluid, AdBlue® is a registered trademark of the 
German Association of the Automotive Industry (VDA). The 
AdBlue® mark is a guarantee the product is produced to ISO-
22241 standard and is fully certified for use in all SCR engine 
vehicles.

The AdBlue® is stored in a separate tank on the vehicle and 
from there it is dosed automatically into the exhaust gas, 
creating a chemical reaction, which converts the harmful NOx 
(nitrogen oxide) to harmless Nitrogen and water.

Using AdBlue®
AdBlue is stored in a separate tank to the diesel. The filling cap 
is usually found in one of three places depending on car model. 
They are located next to the diesel filling cap, in the trunk or 
under the bonnet. It is very important that the diesel and AdBlue 
are never mixed as this will cause serious damage to the engine 
or catalyst converter which will be very expensive to replace. 
Using a sub-quality DEF will have the same effect over a period 
of time and so only high quality AdBlue® is only recommended. 
Vehicles that use AdBlue have a warning light on the dashboard 
which signals when they are running low on AdBlue. These 
warnings differ between car manufacturers but typically 
happens witch approx. 1000KM left to go. When the AdBlue® 
runs out, the vehicle will lose power and will not restart until 
tank is topped up.

AdBlue has been available for many years in service stations 
with a high traffic of HGVs and Buses but as it becomes more 
widespread with the growing demand and use in personal 
vehicles, demand across the mainstream service network will 
increase substantially. Currently, demand for AdBlue® is

serviced mainly by small retail pack or 1.5l, 5l and 10l. These 
are generally sold over the counter but as demand increases 
many new forecourt pumps are being installed to dispense 
AdBlue® directly into cars.

The future of AdBlue®

It is clear that AdBlue is a rapidly growing market and is here 
to stay with 80% of all new European diesel passenger cars 
from 2016 onwards coming equipped with SCR Technology. 
The AdBlue market is already well established within the 
agricultural, haulage and transport industry and it is expected to 
grow exponentially in the passenger car sector over the coming 
years. It is expected that total usage of AdBlue® will more than 
triple by the year 2025, with European Consumption increasing 
to over 6 billion liters annually.

Decreased  
Levels of EGR

Catalyst Converts Ammonia/N0x Mix 
to Nirogen and Water

Diesel  
Particulate Filter

DEF Injected into  
Exhaust Steam

DEF Tank

DEF Decomposes into Ammonia  
& Mixes with Exhaust Gases  
including N0x

AdBlue

®

CONTACT US: 
EuroBlue Ltd. Ballybrennan, Clonroche, Wexford,Ireland.
T: +353 53 9247134  E: info@euroblue.ie  www.euroblue.ie

Key Points
• 85% of new diesel cars using Adblue

• European Adblue usage to exceed 6 Billion Litres by 2025

• EU emission regulations continue to drive use of SCR Technology

The Automotive industry is a constantly changing sector. Improvements in technology, new laws and regulations and many other 
factors insure this fast moving industry is always evolving. The increasingly stringent environmental laws regulating exhaust emissions 
in diesel engines is driving most car manufacturers to incorporate SCR  “Select Catalyst Reduction” technology into their diesel 
models. Adblue® is the consumable fluid required to allow the SCR technology to work.

European Adblue® 
demand will continue 
to rise!

WHY CHOOSE EUROBLUE:

Quality Guaranteed:
As a fully licenced and audited VDA Approved 
manufacturer of AdBlue®, All EuroBlue 
AdBlue® is produced to ISO 22241 standard 
and independently tested prior to release. 
Every batch is fully traceable and is backed 
up by a full certificate of analysis.

Complete Range:
Whether its bulk loads or an emergency pack 
for your car, EuroBlue offers the complete 
range of AdBlue® Products.
With its fleet of bulk tankers and next day 
delivery service for all packed options, 
EuroBlue has the Adblue solution to suit all 
customers.

Service and experience:
Renowned as “Easy to do business with” the 
team at EuroBlue are always ready to help 
with any queries or problems you may have.

 

• Bulk storage solutions

• Retro Fit tanks and dispensing options

• Truck and car compatible

• Complete range of packed options

• Point of sales promotional stands

•  1.5L and 3.5L non-spill options suitable  
for all cars

•  5L,10L 20L for light commercials  
and trucks

Is your forecourt ready 
to take advantage of
increasing demand for 
Adblue?
Euroblue has a solution to suit.

T: +353 53 9247134  E: info@euroblue.ie
www.euroblue.ie
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The IPRA is still working to achieve a change in the methodology 
used by the Valuations Office to value petrol stations under the new 
revaluation process. 

valuaTiON OffiCE 
We met again with the Valuation Office in the second week of 2019 
and would like to thank our members Joe O’Toole, James Bolger, Rory 
Hannon and Martin McSorley who generously donated their time and 
joined us for this discussion. We believe the discussion was useful, 
particularly having members there to discuss their issues personally, and 
we submitted a revised paper for their review and response. We will keep 
members updated of all discussions. 

valuaTiON TribuNal
Those following the rate issue closely may be aware of 2 recent 
judgments issued by the Valuation Tribunal which unfortunately held for 
the Valuations Office. The outcome of this was extremely disappointing 
but hopefully there will be more favourable judgments in 2019 of which 
we will keep all of our members up to date on. Please contact the IPRA if 
you would like us to email you a copy of these decisions.

If you are planning on taking a Test Case before the Valuation Tribunal 
please contact us to discuss. Also, if you believe that you may have a 
valid test case to take please let us know as we would be happy to work 
with you on this. 

PrESS 
The IPRA has been in touch with various newspapers including the 
Sunday Business Post who published an article on our plight on Sunday 3 
February 2019. We hope that our members will continue to see coverage 
of this issue in national newspapers over the coming weeks. We are also 
currently preparing a database of valuations and will be in touch with 
members in case they can contribute relevant information to help with 
this. 

POliTiCal lObbyiNg
With the help of our members we lobbied a lot of TDs and Ministers 
throughout 2018 and are hoping that this issue is finally getting to the 
forefront (unfortunately the current and ongoing housing and hospital 
crisis are making it difficult to highlight the serious impacts that the 
revaluation is causing to small towns across the country but with the 
threat of a general election looming we have secured the support for 
revised legislation in this area from some local representatives). We 
would like to thank all members who followed up on our email requests 
and made contact with their local representatives – this is really having 
a positive impact as these TDs want to make sure they are re-elected so 
helping us by putting local pressure on these politicians is really helpful. 
Please keep up the good work as it opens avenues for us to be invited to 
meet with politicians and to get them to help us push for reform in this 
area. 

If you have not yet contacted your local representatives or have mislaid 

our email setting out what to ask for etc. please contact us at office@ipra.
ie and we will send you on the required information and updated paper 
on this issue. 

In December 2018 both and Noel Grealish TD (Independent Galway 
West) and Eamon Scanlon TD (FF Sligo-Leitrim) submitted written 
questions to the Minister for Housing, Planning and Local Government 
on behalf of the IPRA as follows respectively “To ask the Minister 
for Housing, Planning, and Local Government the way in which 
businesses as a collective can appeal the methodology for calculating 
the new rates scheme under Reval 2018-19, rather that each business 
having to individually appeal to the Valuation Tribunal; and if he will 
make a statement on the matter. “ and “To ask the Minister for Housing, 
Planning, and Local Government the way in which businesses can, as a 
collective, appeal their rateable valuation in cases in which the problem is 
with the methodology for calculating the new rates under the revaluation 
programme 2018-19; if his attention has been drawn to the fact that 
petrol forecourts are seeing increases of up to 400% in rateable value; 
his views on whether the effect of the programme is inequitable; the way 
in which the calculation methodology can be challenged; and if he will 
make a statement on the matter.”

To which the following identical response was received: “The Valuation 
Acts 2001 to 2015 provide for the valuation of all commercial and 
industrial property for rating purposes. The Commissioner of Valuation 
is independent in the performance of his functions under the Acts and the 
making of valuations for rating is his sole responsibility. I, as Minister, 
have no function in decisions in this regard.

The Deputy may be aware that, under the relevant legislation, there 
is a distinct separation of function between the valuation of rateable 
property and the setting and collection of commercial rates. The amount 
of rates payable in any calendar year is a product of the valuation set 
by the Commissioner of Valuation, multiplied by the Annual Rate on 
Valuation (ARV) decided annually by the elected members of each local 
authority.

Having a modern valuation base is very important for the levying of 
commercial rates on a fair and equitable basis across all economic sectors. 
The Valuation Acts provide for the revaluation of all rateable property 
within a rating authority area so as to reflect changes in value due to 
economic factors such as business turnover, differential movements in 
property values or other external factors and changes in the local business 
environment.

A valuation for commercial rates purposes is arrived at by estimating 
the Net Annual Value(NAV) of the property in question, at a specified 
valuation date. The term “net annual value” has a legal definition and is 
set out in section 48 of the Valuation Act 2001 as “the rent for which, one 
year with another, the property might, in its actual state, be reasonably 
expected to let from year to year, on the assumption that the probable 
average annual cost of repairs, insurance and other expenses (if any) 

that would be necessary to maintain the property in that state, and all 
rates and other taxes payable in respect of the property, are borne by the 
tenant”. This definition of Net Annual Value is applied to all rateable 
properties and on a nationwide basis.

Estimating the NAV of a rateable property is an evidence-based exercise. 
During a revaluation, the Valuation Office analyses relevant market 
rental transactions for all rateable properties, including service stations, 
in accordance with the legislation, best practice internationally as set 
out in published Practice Guidance Notes, well-established valuation 
principles and case law arising from the independent Valuation Tribunal 
and the higher Courts. The conclusion drawn from that analysis is applied 
to similarly circumstanced property using the “comparative” method of 
valuation which, as the name implies, employs direct comparison with 
other similar properties.

There are a number of avenues of redress for an occupier of rateable 
property who is dissatisfied with a determination of valuation made 
under the provisions of the Valuation Acts, 2001-2015. Firstly, before 
a determination is made, there is a right to make representations to the 
Valuation Office in relation to a proposed valuation. Later in the process, 
if the occupier is still dissatisfied with the determination, there is a right of 
appeal to the Valuation Tribunal which is an independent body set up for 
the purpose of hearing appeals against determinations of the Valuation 
Office. There is a right of appeal to the Higher Courts on a point of law. 
Appeals are made on an individual case basis. However, the decision in 
one case can have relevance in other similar cases.

There is no provision in the legislation for taking a “class” or group 
appeal before the Tribunal, as each case is considered on its individual 
merits and by reference to the specific circumstances of the property. 
However, individual appellants can make arguments to the Valuation 
Tribunal in relation to their concerns about the overall valuation 
methodology adopted by the Valuation Office for a specific category of 
rateable property.

Notwithstanding this, I am informed that it is possible for a Test case to 
be heard by the Valuation Tribunal. In order to proceed with a Test case 
all parties involved must agree that such an approach is appropriate. In 
addition, such a process must be entered into on the clear understanding 
that the determination of the Valuation Tribunal in the test case would 
set a precedent which would without exception apply to the remaining 
cases identified as being part of the test case series and only these cases. 
All cases involved would have to be similarly circumstanced. A test case 
would be identified and nominated through mutual agreement. This 
particular case would then be heard by the Valuation Tribunal.

The need for attention to detail and confirmation of such cannot be 
underestimated in the use of a test case. The determination of the 
Valuation Tribunal would be applied to the nominated test case and all 
other cases identified as being part of the test case series and only these 
cases. The Valuation Tribunal would be advised in advance that the case 
being heard was a test case and would be relevant for these other cases. 
The right of appeal to the Higher Courts on a point of law for either the 
appellant or respondent still applies in a test case situation.”

We are pushing back on this response and at our request Mr Scanlon 
TD has submitted a response to the written response querying that if the 
Valuation Office is acting to meet “best practice internationally” why 
does the methodology it uses to value the ARV of forecourt stations not 
take into account the system used in Northern Ireland which is to treat the 
shop element of the business in the exact same way as neighbourhood 
shops are treated? As surely, that would be a sensible and precedented 
approach so that forecourt shops can fairly complete with convenience 
shops often operating within a very close distance. Furthermore, attention 
should be paid to the level of detail set out in the Northern Ireland practice 
notes as compared to the recently published Valuation Offices practice 
notes – providing much less transparency for businesses under the Reval. 
We will keep our members updated as this progresses. 

Our next lobbying meeting is with Bobby Aylward (FF Carlow-
Kilkenny) to discuss this issue in person and we will keep all members 
updated of our progress. In the meantime, following our initial brief, Mr 
Aylward has helped us to push for a status update and publication of 
the new Commercial Rates Bill in the Dáil debate of 16 January 2019 
by questioning “Page 45 of the programme for Government refers to 
commercial rate valuations. I have correspondence from numerous small 
businesses in Carlow and Kilkenny which are being crippled by 300% 
and 400% increases in rates following a review carried out last year. 
Some of the business owners I spoke to will have to close if the rates 
keep rising. Fianna Fáil introduced a Bill in the Dáil proposing that the 
level of increase for an individual business be capped and that increases 
should be staggered at the discretion of the local authority over a five-
year period. This would mean increases are limited and spread over time 
rather than the current system which involves a single large increase. 
There is a clear need for a formal appeals mechanism for businesses to 
the local authority to restructure debt payments on the basis of inability 
to pay. The Government should also consider a choice of direct debit 
payments rather than two tranches of payments to help businesses cope 
with cashflow issues. Turnover and square meterage should also be 
considered. I hear from numerous business owners who have appealed 
rates increases that they have not yet heard back from the Valuation 
Office. What is the status of the commercial rates Bill? Will the Minister 
include measures within the legislation to address these issues.” And 
telling the Minister for Housing that “Businesses in Carlow and Kilkenny 
now have debt collectors after them. They paid the same rates as the year 
before. They made appeals but have heard nothing back from the appeals 
office in 12 months and they are now being pursued for money while 
their appeals are under way. I told them not to pay the money until the 
appeal is replied to but they now have debt collectors after them to pay 
the money and to close them down”. Minister Murphy replied “Rates 
legislation is currently being drafted in my Department. It will allow for 
rates alleviation and for different measures within local authorities to 
help businesses and to help promote a certain type of business activity. I 
will ask the Minister of State, Deputy Phelan, to brief the Deputy on the 
details of the legislation this week”. The IPRA will continue to chase for 
these details and will, of course, keep all of our members updated. 

Our members will also have received an email from us regarding the 
most current Dáil debate on the Local Government (Rates) Bill 2018 
(on 30th January 2019) during which the following relevant points were 
raised:

CoMMeRCiAl ReVAluAtion uPdAte – 
the fight Continues

Continued on page 33 
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These attacks can be rapid, silent and very damaging. Imagine losing all your records and data within 60 seconds?  What
do you do & what will your  customers think?  

Arachas have handled insurance claims from sole traders right through to larger companies. On that basis all companies
should be cyber aware and have a risk strategy in place to protect themselves. This is a requirement under new EU
regulations. It may also affect investment in companies as we see more investors looking for confirmation that a company
has a cyber risk policy prior to investment. One of these risk measure should be Cyber Liability Insurance which can be
purchased at a reasonable cost, starting at €350 and can provide guidelines for protection.

Cyber Threat 
As the number & severity of cyber attacks continues to increase, 
the need for effective action becomes ever more important.

Dublin
Call: (01) 213 5000

Cork
Call: (021) 427 0505

Waterford
Call: (051) 877 700

Email: insure@arachas.ie   |   Click: www.arachas.ie

Gearoid Fitzgerald BBS,
DipCompSc., APA-CL
Account Director

086 896 9234
gearoid.fitzgerald@arachas.ie

Martin Adams ACII MIRM
Special Risks Director 
Arachas Insurance 

087 279 6677
martin.adams@arachas.ie 

Some interesting facts:
Sony have lost $100m in a cyber attack 
Talk Talk have lost £3.5m in a cyber attack perpetrated by a 15 year old 
Estimated cost of Cyber crime to date in 2017 is $600bn

Organisations of all sizes are vulnerable to hacking attacks & data
breaches. A recent study carried out by PWC examining data
breaches showed that not only had there been a rise in 2015 but
that the scale & cost of these breaches had doubled. What is of
particular concern for these businesses is that data breaches for
large businesses are now “a near certainty”. 

Highlighting  just how damaging this can be for businesses is a study
from Centrify, which reveals that 75% of adults would stop doing
business with, or cancel a membership to, an organisation that has
been hacked.

In an Irish Examiner poll on 4th May 2016, 4 in 10 companies had
no formal cyber security strategy despite the fact that a majority
of directors identified this as an important issue. This apathy is
even more pronounced in small companies under 100 staff
where 68% have no strategy in place.

This partly explains why some SMEs go to IT vendors who claim to
provide an automatic solution or a “one stop shop”.
Unfortunately  this  form of “quick fix” does not exist and the
company itself still needs to invest to protect itself.  This needs to
be done through education , training and practical guidelines for
all staff.

In fact Cyber risk should not be approached any differently to
any other risk such as fire or theft. Companies would not ignore a
fire risk on the premises and they would take action to mitigate or
reduce the risk. The same frame work should be taken to combat
cyber issues by understanding  the risk, taking action to reduce
that risk  & through education of staff and implementation of risk
reducing measures.

So what is the threat & who could pose a threat?
Threats can come from:

- Rogue Employees  
- Negligent Employees 
- Company Outsiders 
- Vendors 
- Social Networking 

This can lead to: 

- Loss of Intellectual Property 
- Business Interruption

(Loss of Profits) 
- Data Loss 
- Extortion 
- Network Failure 
- Reputational Damage 

For further information please contact: 

Arachas Corporate Brokers Limited trading as Arachas, Capital IM is regulated by the Central Bank of Ireland

Jan O’Sullivan TD (Labour – Limerick City) raised for discussion • 
“While it is not in the Bill, the Minister of State noted that the 
Department is conducting a periodic critical review of the valuation 
tribunal. That relates to the valuations that are currently being carried 
out in various local authorities. Some of us received correspondence 
from owners of forecourt stations who argue that the system is not 
being very fair to them. They make the point that they have to take 
individual cases and are unable to take a class action which would be 
more helpful. I do not know whether the Minister of State can respond 
on that point as it is not strictly within the parameters of the Bill, but it 
is very much related to it.” 
Pat Casey (FF – Wicklow) “There is a huge mystery to it for all • 
commercial ratepayers. There is not a great understanding of how it 
works and even after having been in the local authority for 12 years I 
still do not understand how my property is valued today. The biggest 
challenge is the revaluation process which started in 2008 and still has 
not been completed 11 years on. The whole valuation system is so 
archaic… We all know that the elephant in the room is the valuation 
process. This Bill does not go near that.”
Robert Troy (FF – Longford-Westmeath) “One business can operate • 
from a small premises, with high levels of turnover and profit, and 
pay small commercial rates. Another business that is heavy duty and 
chunky and needs a large footprint but does not have the same level of 
turnover and profit pays large commercial rates. There is an inequity 
there.”
John Paul Phelan (FG – Carlow-Kilkenny) “There is a balance here • 
- Deputy O’Sullivan mentioned this in her contribution - between 
ensuring that local authorities can be funded while having an 
appropriate modern system of commercial rates. The Deputy raised 
the concerns of forecourt operators not being able to take class actions. 
This is effectively a competition law matter, and I received those 
emails as well. When it comes to businesses, competition law is very 
strict as to the appeals that can be heard. I can understand some of the 
frustrations in this regard”. 

On this last point, the IPRA has recommenced discussions with the 
Competition and Consumer Protection Commission and will keep all 
members updated as discussions progress. If you would like a link to 
this entire debate session please email office@ipra.ie and we will send 
this out to you.  

lEgal avENuES
The IPRA has engaged the well-respected barrister Senior Counsel Eoin 
Hickey to advise us on this matter. We are working through various plans 
of action and will keep all members updated regarding this via email. 
If you run a station in Wexford you will be receiving your Revaluation 
Information Pack shortly and we ask that members contact us on receipt 
of these packs before returning them. We will be hosting a meeting in 
Wexford in the coming weeks and will keep you updated. If you are not 
an IPRA member but would like to attend please contact michael@ipra.
ie. This meeting is relevant for all rate payers but particularly those who 
have not yet been revalued under the revaluation. 

NExT COuNTiES
Ideally, all members with stations based in the next set out counties up 
for revaluation should contact us and attend our next meeting before 

returning their Revaluation Information Packs. The next counties up 
for revaluation are Cavan, Fingal, Louth, Meath, Monaghan, Tipperary, 
Wexford and Wicklow.  

rECENT rEPrESENTaTiON SuCCESS aNd mEmbEr TiPS
Recently an IPRA member successfully negotiated single handedly (no 
rating advisor was involved) and secured a decrease of 37% percent on 
the original valuation issued by the Valuations Office. Our member has 
kindly passed on some tips to members who are dissatisfied with their 
revised valuation under the new revaluation process.

Communicate and meet with the Valuations Office officials;• 
Do not be intimidated by seemingly serious official letters – call the • 
IPRA and discuss these before panicking;
Bombard the Valuations Office with every piece of relevant • 
information you possibly can;
Have a couple of different local auctioneers who are familiar with the • 
forecourt industry provide you with detailed letters of valuation for 
both your station property and if there are any other vacant stations 
etc. that may be relevant towards your argument locally. Also request 
them to submit a valuation based on a property in a similar location to 
your station with a similar flow of traffic to its site; 
Know you figures inside out  – be able to break down your sales • 
figures etc. very clearly;
Focus on the mix on your shop floor;• 
Highlight and check the percentage of profit on services; • 
Highlight the competition and what they sell;• 
Point out that just because your business has added an off licence or • 
upgraded its deli, it is because you want to stay in the race, not because 
you necessarily have the money to spend; 
Highlight the fact that sites in large urban towns are soaking up • 
opportunist impulse sales, as more and more families migrate to shop 
or go to the cinema most weekends; 
Compare fuel prices to your local competition and with other similar • 
businesses in other towns; 
Request as many meetings with Valuation Office officials as you • 
believe necessary; 
Customers in small towns buy their fuel by E10 or E20 depending • 
very much on what the plan is for the week. Make sure businesses 
show figures especially where there is no growth or negative growth; 
If you are meeting with the Valuation Office officials do so at a neutral • 
venue; 
Include all possible evidence you have evidence a lower value; • 
It’s up to each business to prove that the valuation office was incorrect • 
in their valuation. If you can get that far and you know your business 
you will have a strong case;        
Do not give up. • 

As of 23 January 2019 John Paul Phelan (FG Carlow-Kilkenny) 
confirmed that the Commercial Rates Bill will be the next legislation to 
cross his desk. The IPRA have made submissions regarding this Bill and 
will be in touch with all of our members once the draft Bill is published. 

Please contact us if you have concerns as we can help and can also 
put you in touch with other members who have successfully fought 
this issue. 
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Last year, Top Oil, one of Ireland’s leading fuel services providers, 
opened a new forecourt just off the N15 in Donegal Town. It was 
another first for TOP and site operator Ken Foley as it houses the 
first Supermacs in Donegal County.

The new multi-million-euro investment employs over 70 people, 
from the local area and the site comprises a Supermacs, Supersubs, 
Bewley’s Barrista Coffee, PapaJohns in addition to the Londis retail 
offering and a hot carvery, cold deli, car wash and fuel provision!

It’s a busy site and we asked Ken what made his station stand 
out in the area. Ken said,” I believe we offer the user a positive 
experience; convenience coupled with a good food offering from 
breakfast through morning coffee with pastries through to lunch and 
dinner options at the variety of food stations we have on site – in 
addition, it’s all under one roof. I believe there is a certain ‘wow’ 

factor when customers visit the site and see what all is on offer 
here”, added Ken.

Ken is no stranger to retail sales as he is already the operator of 
two Supermac’s outlets in Sligo and Ballina. Ken said it was his 
experience with Supermac’s that pushed him to become a TOP 
site for fuel. He said, “Supermacs is a premium Irish product and 
I wanted an Irish based fuel provider and I have that through my 
relationship with TOP. My fuel is of the highest quality and local 
people recognise and respect the Irish fuel brand”.

The site is already part of the local community and Ken believes 
there is a good feeling about Donegal and the North West in 
particular with a mixture of tourism business and local growth in 
small businesses.

Despite the negativity around 
Brexit, Ken say that while customers 
are being a bit more careful with 
the euros they will still shop for 
convenience, with an eye on quality 
and good service. He believes the 
future for this site and the local 
economy in general, is good.

Ken said, “Yes, the market will 
change over the next few years but whatever is thrown at us be 
it electric cars or changes in the food market, you can’t stay flat, 

a business has to continue to 
move forward and evolve with its 
customer base to stay at the top of 
your game”.

Martin Daly, Sales Director with 
TOP Oil said, “We are delighted to 
be partnering with Ken at this state 
of the art facility and have been very 
encouraged by the initial trading 

volumes. Ken’s track record speaks for itself and we are looking 
forward to working with him and his team at Donegal Plaza”.
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 Our Services 
• Dangerous Substances Act Consultancy 
• Site Suitability 
• Feasibility 
• Surveys 
• Design 
• Structural & Civil Design 
• Planning (Consultation & Application) 
• Project Management 
• Fire Safety Certificates 
• Disability Access Certificates 
• Legal Mapping 
• Expert Witness 
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Is your site DSA compliant? 

PABIA Consulting  
Engineering, Planning and Design Consultants 

1G North Valley Business Centre, 
Mallow Road, Cork, T23 KH74 

(021) 242 8890 
info@pabia.ie 

www.pabia.ie 
 

 
Have you recently reviewed your;  
• Fire & explosion risk? 
• Hazardous area zoning? 
• Fuel delivery process? 
• Petrol vapour & Wetstock management? 
• Fuel contained in controlled storage units (LPG)? 
• Potential for fuel leaks in the environment? 
 

Do you need guidance on Dangerous Substances 
management, or to renew your Dangerous Substances 
Licence?  
 
Whatever your Dangerous Substances Act requirements, 
PABIA Consulting has the technical expertise to help.  
 
We provide a wide-ranging consultancy service, in a professional, personal and economic manner. 
We're not just a 'professional service' … we'll be your trusted business partner - Always. 
 

The IPRA is pleased to confirm it will be continuing to offer its support to the some growing Irish businesses. We have chosen products which 
we believe are perfect for sale in forecourt stores  particularly focused towards customers looking for quick food to take home and heat quickly, 
and some quick and healthy on the go snacks. 

We’d like to introduce you to these businesses and invite you to support them. They will all will be attending our Forecourt Retail Exhibition in CityWest 
on 14th March – please stop by and introduce yourselves to our fantastic entrepreneurs. Please join us in supporting these Irish businesses. 

SARAH’S RAWBITES are handmade in small batches to ensure the best product. They contain only 
whole-foods, packed full of minerals, superfoods, antioxidants and nutrients to nourish the body. They are 
free from dairy, gluten and refined sugar, and designed to curb any sugar cravings and give a natural boost 
of energy throughout the day. 

Sarah Holm is currently 8 different raw slices (Raw Caramel Slice, Raw Superfood Brownie, Raw Carrot 
Cake, Raw Peanut Caramel Bar for example) along with a range of Raw Bliss Balls in 100g ‘To Go’ tubs.

www.sarahsrawbites.ie  |  sarahholm@me.com |  Phone: 086 238 6257

IRISH BIlTOnG COMPAnY was created in late 2015 by Noreen Doyle and her husband John,  both of 
whom come from farming backgrounds and understand the importance of high quality produce.
“As a family run business and an advocate for supporting local and recognising the importance of promoting 
the Irish Beef heritage and quality, Noreen explains: “The meat we use to produce the Irish Biltong is from 
the very finest of local Irish farms. Coming from a North Cork farming background myself and Johns beef 
expertise, we have a life-long history connected with the beef and dairy sector.”

Irish strips of beef are marinated, spiced and hung in special containers to dry at the company headquarters 
in Naas. With over 80 per cent of the moisture extracted during this process, what is left is a highly nutritious 
condensed strip of beef. This is then finely sliced and packed in shelf-ready bags.

www.irishbiltong.ie  |  info@irishbiltong.ie

SPUDBUD lTD is a new business start-up, set up in 2016 specialising in topped baked potatoes, developed 
by the founding buds, Conor Mc Tague and Sarah Walsh. Spudbud is ready made baked potatoes with 
toppings that are ready in 3 mins in the microwave. There are 2 options: The Chorizo Pizza Spud which is 
a baked rooster potato topped with pizza sauce, chorizo and mozzarella (266 Calories) and the Chilli Bean 
Sweet Spud which is a baked sweet potato topped with chilli mixed beans and vegan cheese (210 Calories) 
(veggie and vegan product). Both spuds are also gluten free.

Spudbud aims to promote, encourage and educate people in helping them to make healthy food choices. 
A potato usually takes an hour to bake, we want to reduce the time constraints by providing a quick and 
convenient alternative while also including novel, healthy and nutritious fillings. Spudbud are also in the 
process of developing new products.

www.spudbud.ie  |  spudbudireland@gmail.com  |  @spudbudireland

If you would like us to support any growing Irish food producing businesses located near you
pleasedrop the IPRA an email to office@ipra.ie

DR. COY’S is a family run Irish business and is passionate about positive eating and a healthy lifestyle. 
Based on the research of award-winning oncologist, Dr. Johannes Coy, they offer an innovative, patented 
54% “Nutritional Chocolate Bar” with certified health benefits. It has lower effects on blood glucose levels, 
is high in fibre and vitamin E and is gluten and lactose free. Offering a choice of 6 flavours this is the perfect 
chocolate bar for on the road. Dr. Coy’s free-from cooking range includes award- winning organic coconut 
oil, organic coconut flour, stevia for baking and an organic vegetable bouillon made from 18 different herbs, 
vegetables and sea salt.

Want to find out more? www.drcoys.ie or follow us @DrCoys



www.slush.ie

Slush Machines
Slush Mix

Slush Cups
Slush Straws
Slushyards

Self Service Stations
Sales SeSales Service and 

Supplies Nationwide

*Special IPRA offer*

Call us now on 

01 2542727

We have a range of 
coffee machines and 
self service solutions to 
suit all sizes of retail and 
convenience outlets.

 Call us today to 
discuss your 

requirements  and 
maximise your 

hot drink sales.

We are the proud distributors of 
Ice Cream Machines

WAYNE CURRY
UNIT 4-6 KINAWLEY ENTERPRISE PARK, KINAWLEY, CO.FERMANAGH.
Coffee Machines      Slush Machines      Ice Cream Machines
SALES        SERVICE        SUPPLIES

DUBLIN 01 254 2727
BELFAST 028 95 811 544

WWebsite: www.slush.ie      email: info@slush.ie 

These machines are built to 
last and so reduce servicing 
and replacement costs. 
They are designed to let you 
pull more ice creams, 
desserts and milkshakes, yet desserts and milkshakes, yet 
run efficiently, reducing 
energy consumption. 

Call us on 01 2542727

Call us on 01 2542727

ours

1890 252 923

Come and visit us on Stand 55 at the IPRA Fuel Retail Show on Thursday 14th March 2019



PHONE  (01) 536 3263    |    EMAIL  info@cardfox.ie    |    cardfox.ie

NO SAVING - NO FEE
Card Fox Works On Behalf Of Your Business - Not Any Bank

Have your existing payments solution independently audited.

Savings and improvements can be negotiated for 95%
of businesses.

Reduce your transaction charges without always having to
switch provider.

Are there pricing errors on your account? You may be due a refund
or compensation.

If your account is priced using Interchange+ you should have it
checked immediately.

Recent audits have yielded between €2,000 - €25,000 annual savings.

Ireland’s only fully independent merchant services consultants
and brokers.
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IPRA: First of all congratulations on establishing CashGuard as 
a recognised brand throughout the country and leader in cash 
management solutions. What is it that makes retailers need or 
want CashGuard?

PT: A combination of two basic requirements - security and time. 
A lot of the early stores installed CashGuard to provide over the 
counter security as well as address behind the counter issues on cash 
reconciliation. As more and more systems were installed the word 
spread that CashGuard’s were not just a security system but saved 
enormous amounts of time in the back office with no more floats to 
organise, no counting of money etc. etc.

Ultimately though - it is peace of mind. It allows business owners, 
managers to get on with concentrating on their core business rather 
than spending countless hours worrying about money and staff.

IPRA: Is it only forecourt and convenience stores you are 
installed in?

PT: Not at all - CashGuards are presently installed in bars, restaurants, 
hotels, pharmacies, shoe shops, play centres, hardware stores, toy 
shops - you name it - any business with a till and a point of sale 
system is potentially a site where there is a need for CashGuards. We 
are presently installed throughout Ireland in ‘nearly’ every county.

IPRA: Are they expensive?

PT: Yes – you cannot expect a system this efficient to not have a cost 
however with that cost you get speed, security, reliability, time savings, 
ease of use etc. etc.

IPRA: Are there alternatives in the market?

PT: Yes – We see competition as a positive as it means more and more 
retailers are discussing cash management. CashGuard was established 
in 2011 and now has 200+ sites throughout the country across all retail 
sectors.

Our competitors have a much smaller installed customer base even 
though each have been in the same market space the same amount of 
time.

IPRA: Why is that?

PT: It is simple - each of the retailers that have systems installed looked 
at the variables – reliability, security, speed, ease of use, references and 
ultimately cost. Affordability is obviously important and a retailer may 
sacrifice on speed or security or reliability and install an alternative at 
a lower cost. 

Fortunately for us and them, the majority of business owners to 
date have chosen to install CashGuards and further promote them 
to all others inquiring. Effectively the systems work out as value for 
investment in the returns they are constantly providing and installing a 
system that is less expensive will ultimately cost a retailer more.

IPRA: Do you find the market easier now than in 2011?

PT: Actually yes, at the start we were creating a brand, making all 
the phone calls, now we are receiving the phone calls. Our website 
has videos, testimonials, pictures, history of all our installations and 

locations throughout the country. The business 
owners inquiring about the systems now have a lot 
more knowledge when they contact us and unlike 
in 2011 when it could take six months to 2 years to 
purchase we now have retailers who call one week 
and install 3 weeks later.

IPRA: Is a site refurbishment required or does 
a retailer have to go through their point of sale 
company?

PT: Only a third of all installations are site/counter 
refurbishments the remainder are RETRO fits 
into existing counters. On point of sale, we have 
integrations to all the leading software point of sale 
companies – CBE, Retail Solutions, Stationmaster, 
Leaders, Merit, Western, Touchstore and many 
many more.

IPRA: If as a business owner I wanted to get 
further information how would they do so?

PT: We will have working CashGuard solution at 
STAND 34 for the IPRA conference. All further 
information is on the webpage www.cashguard.
ie or one can also call 01  455 9511 to arrange 
site visit.

IPRA: More and more we are seeing cash 
being used less and less in retail - does this 
concern you?

PT: There is no doubting that card transactions or 
online transactions are rising and cash transactions 
are falling. How much will cash decrease 
in the next 10 years and when can we 
expect to see it disappear altogether? 

In relation to CashGuard systems if a 
retailer’s cash intake was to fall by 50% 
from where it is now - they would still 
have significant amounts of cash going 
through tills that they have to manage 
and safeguard with same amount of time 
spent on counting and cash reconciliation 
as they are spending today so that is not 
going to change. 

When do we expect to have no cash going 
through the tills? 10 years, 15 years? If you are a business owner with 
security or time issues, spending every waking hour in a business 
watching your money - do you want to do that for the next 10 or 15 
years or more or do you want to improve your business or life and put 
in CashGuards now. I know what I’d do.

IPRA: What next? Where do you see the future 
in retail?

PT: ERetail the parent company of CashGuard 
systems have been repeatedly asked that question 
by our existing customers.

We are looking at a future where E commerce 
is the standard and are using the IPRA show 
(STAND 38) to launch two new products to the 
Irish marketplace with Strongpoints ‘Vensafe’ and 
‘Click and Collect’ solutions.

Strongpoint Vensafe addresses Shrinkage due 
to theft - internal or external and is one of the 
most urgent issues for the retail industry to solve. 
Shrinkage due to employee theft and shoplifting 
make up 77% of the total shrinkage globally.

The most stolen products are small premium price 
products: razors, tobacco, non-prescription drugs, 
condoms, pregnancy tests, batteries, mobile 
accessories, and makeup – products that are easy 
to conceal and re-sell.

Closely connected to the shrinkage issue, is 
inventory control. Monitoring inventory, counting 
and restocking ties up a lot of resources and takes 
away from more productive activities.

With a Vensafe solution, shrinkage can be 
eliminated at the same time as inventory control 
becomes more efficient. 

Strongpoint Click and Collect solution 
features a pick-up station that enables 
you to meet the demands of the modern, 
connected customer. They can shop 
online and pick up the groceries without 
having to enter the store or keep to the 
store’s opening hours. This gives them the 
convenience of online shopping without 
the costs and inconveniences related to 
home deliveries.

We have seen in Ireland the development 
of Parcel Motel’s business and the 
customers ease of use. This is advancing 
this concept further into the grocery 

market with ambient and refrigerated units. 

The issue with home delivery is cost of operation for the supplier and 
inconvenience of end user to be at a specific location at set window of time 
- this takes away the delivery process cost and adds to the convenience 
of the end user to pick up in their specified window of time.

ARe you tiRed of eRRoRs At the till, Being 
RoBBed, ConstAntly WoRking With floAts, stRess 
RelAted to Money MAnAgeMent?

Inside Counter / Cashier Facing

Outside Counter

Vensafe

Click & Collect

STOP - with installations in 200+ retail businesses in Ireland and with 
each and every owner promoting the significant benefits being attained 
there is a solution to all of these problems - CASHGUARD.
We talked with Patrick Turner – Managing Director of one of the fastest 
growing companies in the retail sector.
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You can never have enough curry recipes. Am I right? This is 
a classic, fruity and sweet beef curry recipe I’ve been making 
for years. I use stewing beef and cut the fat off myself because 
you get bigger cuts and it’s better value. You cook it for 3 and a 
half hours so all the tissue breaks down, making it melt-in-the-
mouth and really tender when it’s time to serve up. I’m a huge 
advocate of getting the kids into the kitchen to cook; it gives 
them self-confidence and a sense of worth. There will always 
be little jobs for them to do. I know it’s not always possible 
because life is so hectic, but cooking is a great way of getting 
them away from the screen and gives you a bit of bonding time 
together (it does get messy though!).

Some of Lil’s favorite jobs are peeling the garlic, chopping 
mushrooms with a blunt knife and flouring the beef (she is 
so particular about flouring it, making sure every inch is 
covered).

And you know what? She really enjoys eating it that little bit 
more when she’s helped; it’s like she worked extra hard for it.

siMPly Beef CuRRy 
fRoM Jolene Cox

INGREDIENTS
500g of stewing beef (cut all the fat off)•	
1 tablespoon of flour, seasoned with •	
salt and pepper
2 large onions•	
2 garlic cloves•	
2 tablespoons of medium curry powder•	
1 teaspoon of turmeric 3 tablespoons of mango chutney•	
1 pint of beef stock made from one stock cube•	
1 tablespoon of tomato puree•	
Chopped coriander to garnish•	

METHOD
You will need a pan with a lid.1. 
Toss the beef in the seasoned flour.2. 
Heat some oil in a pan on a medium heat.3. 
Add the floured beef to the pan to brown. Once browned, remove 4. 
and leave to one side.
Now fry the onions and garlic for 2 minutes, until they are lightly 5. 
golden – you may need another splash of oil.
Sprinkle over the curry powder and the turmeric, and cook, 6. 
stirring for 1 minute.
Return the beef to the pan.7. 
Chuck in the mango chutney, stock and the tomato puree and 8. 
bring to the boil.
Turn the heat right down, cover with the lid and simmer for 3 9. 
and a half hours.
Serve with rice, flatbreads and garnish with coriander (optional).10. 
SC friendly.11. 

SERVES:
4 PERSONS

COOKING TIME:
3hrs 45mins

PREP TIME:
10 mins

Extracted from One Yummy Mummy: Family Food 
Made Easy by Jolene Cox, published by Orpen 
Press, price €20.00. Available now from all good 
bookshops and online at www.orpenpress.com. 
Find Jolene at oneyummymummy.com

www.jonesco-plast ics.com sales@jonesco-plast ics.com
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