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Welcome to the latest Issue of IPRA Forecourt and Retail News. It
has been a very busy period since our last publication and September
saw the largest one day jump in crude prices in 30 years following
the Saudi attack. Brent crude, settled at $69.02 a barrel, rising $8.80,
or 14.6%, its biggest one-day percentage gain since at least 1988.
Retailers had no option but to pass on immediate wholesale increases
but relief was quick as the Saudis repaired infrastructure and started
exporting oil within 3 days of the attack. We checked Conor Faughnan
for his comment, “If the high crude prices are sustained at current
levels we will definitely feel it in four to five weeks’ time”. He has
agreed to meet with IPRA and this will see a beneficial relationship
that will lead to more positive reporting on oil price movements.
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We continue to work hard at the revaluation issue and have secured
important concessions from the Valuation Office which are reported in
the magazine - while good, there is still work to be done in advance of
reval 2021 which will affect counties Clare, Cork, Donegal, Galway,
Kerry and Mayo.
We are always looking for new members and if you know of any
petrol station owner who is not a member please put them in touch
with us as it is important to have a large number of supporters. With
numbers your lobbying carries weight and you can effect change this is important as we approach Budget 2020 and the prospect of an
increase in the carbon tax.
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Forecourts of
the future
and lower EV prices for all. But the most significant development will
be the reduction in the cost gap between EVs and ICEs. It is predicted
that in about 3 years time there will be price parity for EVs with petrol
and diesel cars bringing Ireland ever closer to that crucial tipping
point, when buyers can walk into a dealership and an electric, petrol
and diesel version of the same car costs the same price; given how
cheap EVs are to run it will not make financial sense for most people
to buy petrol or diesel models. In addition, millennials are simply not
as car-orientated as their parents and many are forgoing car ownership
in favour of public transport, car-sharing and services like Uber, this
decline of car ownership present further challengers for fuel retailers.

charging points in 25 European countries. More recently in the UK,
BP is developing a nationwide ultra-fast network across it’s 1,200 UK
service stations.
However, currently, most people charge their cars at home or work and
in the future there is likely to be an even greater choice of charging
outlets. Also by 2030, technologies will be able to reduce vehicle
charging time to a fraction of what they are now so there will need to
be more compelling reasons for consumers to visit filling stations than
simply charging.

Mobility Hubs

Managing Consumer expectations

In addition to developing electric charging hubs, the broader mix of
vehicles, electric, autonomous and ride-hailing vehicles should also be
seen as an opportunity. Forecourts could evolve into highly efficient
mobility centres or hubs that could be used for charging vehicles,
picking up car-sharing vehicles and storing cars when they are not
in use. In the era of remote working, mobility hubs would also be
an ideal location for flexible workstations for travellers looking to do
work on-the-go.

For forecourts, the conventional retail dependence on fuel, snacks and
drinks will no longer guarantee survival so how can the forecourts of
the future reinvent their business model to survive in a world where
batteries, car sharing and self-driving cars rule?

Pulling up to the pumps
and filling your car is set
to become a thing of the
past so forecourts need to
reinvent themselves writes
Geraldine Herbert

it was clear that the automotive industry is facing pivotal change and
new technologies for electromobility, connectivity and autonomous
cars will rapidly transform every aspect of it. In addition, climate
change and poor air quality have become an increasingly important
issue for voters while students have taken to the streets across Europe
to protest at the lack of climate action. For many of them, the car is
not a symbol of glamour and freedom and their end goal is no longer
cleaner cars but fewer cars.

Government Plans
France and the UK are planning to reduce the sale of conventional
petrol and diesel cars by 2040. Here, the Government intends to ban
the sale of new petrol and diesel cars by 2030 and have almost 1 million
EVs on our roads by then. While no-one would disagree that the target
is wildly ambitious, the fact that this is a Government goal means that
it will shape State policy and so, significantly impact on what people
will buy. In 2008, a change to the motor tax policy in favour of diesel
resulted in an increase of 30% of new car buyers opting for diesel in
2008 to 70% one year later. In addition, over the next 12 to 24 months
we will see a doubling and tripling of new electric car models, leading
to more choice for new buyers, more used cars will come on stream

It’s a brave person who attempts to make predictions about the future
with any degree of certainty, particularly at a time when traditional
industries not only need to innovate but must be agile and early
adopters. Similarly, the automotive industry is being forced to
compete with Uber, Google and Apple for market share, balance the
demands of government and technology and prepare for fundamental
transformation.

Challenges for the Motor Industry
As the doors of the Frankfurt Motor Show opened earlier this month,
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Over the next decade, as electric vehicles grow in popularity, petrol
and diesel cars will endure while plug-in hybrids will also account
for increasing sales but the forecourt of the future can not simply rely
on fuel to attract customers. If there is one constant in business it is
that customer expectations will continue to rise and will demand a
customer experience that is delivered in a seamless and convenient
way. Ultimately, the goal must be to create an environment where
consumers visit service stations because they want to, not because
they need to.

Partnerships and collaborations
Fuel retailers should also consider striking partnerships and
collaborating in other ways with companies outside of their industry.
BP, for example, has a partnership that permits digital food delivery
service, Deliveroo to use BP service stations as collection points for
purchases. Similarly, in Australia, BP is trialling a home delivery from
its petrol and convenience stores that is available via Uber Eats and
enables BP to offer an on-demand service to customers.

To achieve this, fuel retailers need to focus on a customer-centric model
rather than a vehicle-centric business model and invest in customer
relationships that generate more than just occasional visits.

Opportunity not crisis
Autonomous vehicles, electric cars and car-sharing will transform
urban mobility over the next decade. Fuel retailers must embrace
the changes as an opportunity and not as a crisis and refocus their
businesses to operate successfully in an increasingly electric, digital
and autonomous world. As Mahatma Gandhi famously said, “The
future depends on what we do in the present”.

EV Charging Network
As the charging infrastructure grows to support the move towards
e-mobility fuel retailers need to figure out how to compete in this
space as not only will this drive customers but it will also go some
way to compensating for the loss of ICE revenue. In 2017, Shell
began installing EV charging points at forecourts in the Netherlands
and the UK (in partnership with Dutch charging operator, Allego),
as well as in Norway and the Philippines. It has also acquired Dutch
charging network operator NewMotion, which manages over 30,000

Geraldine Herbert is Contributing Editor and Motoring correspondent
for the Sunday Independent and the founder and editor of Ireland’s
first motoring website for women www.wheelsforwomen.ie.
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Pneumatic Cash
Delivery System
TUBES CONCEALED IN WALLS OR CEILING VOIDS

FIRE PROTECTION INSTALLED WHEN REQUIRED

IT ONLY TAKES A MOMENT
TO SECURE YOUR CASH
AND YOUR PEACE OF MIND
JUST A SIMPLE 1-2-3
1. Put the money in a pod
2. Insert the pod into the tube
3. Press the button

STATION
INSTALLED
TO YOUR
PREFERENCE

TAILORED INSURANCE SOLUTIONS FOR

THE PETROL RETAIL
INDUSTRY
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Your cash is then quickly and
securely delivered to the safe

DON’T WALK AROUND WITH
YOUR CASH

CHUTE IT!

PATENTED
BRAKING
DEVICE

Get better cover at a competitive price!
*POLICY FEATURES INCLUDE:

SAFE IN
OFFICE

- Material Damage All Risks Cover including business
interruption
- Employers Public & Products Liability Cover
- We allow for seasonal increases in stock
- Wrongful arrest cover included as standard
- Generous money limits with a wide scope of cover
- Flexible premium payment plans

TALK TO ONE OF OUR PETROL RETAIL
INSURANCE EXPERTS TODAY
GEAROID FITZGERALD: 086 896 9234
MICK CREMIN: 087 794 3987

01 213 5000
www.arachas.ie
insure@arachas.ie

*Full details on policy cover, benefits, ultimate insurer and
restrictions are available at quotation stage

Free 24 Hour Telephone Support

www.safelink.ie

17 Balbriggan Business Park
Balbriggan, Co. Dublin, Ireland

Phone: +353 1 841 3005
Arachas Corporate Brokers Limited trading as Arachas, Capital IM, Covercentre is regulated by the Central Bank of Ireland
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Pricing Options
Pricing is a key consideration in the fuels business and as well as the Schedule-lessRebate option we offer Platts Plus.

Platts Plus Pricing
Based on published price movements and a fixed margin, Platts Plus is considered
the most transparent pricing mechanism available and offers large potential savings
to dealers over the contract term. If you would like to know more about Platts Plus
please contact your local Business Development Manager, details listed with this
article, who can provide more detailed information and sample prices.

Professional Branding
Our recently updated branding is modern, eye-catching and creates a professional
and trustworthy image for our dealer’s forecourts. Creating a great first impression
with customers is an asset to any business. Our branding image has been highly
complemented by our dealer and their customers.

Fuel Quality & Traceability
Fuel quality and provenance is hugely important nowadays, dealers and their customers
demand the highest standards. Our products are only sourced from industry majors
and are fully traceable; delivery is direct from the terminal to our customer’s tank.

Fuel Card Foot-fall
Emo has developed a successful own-brand fuel card business and this continues to
grow driven by a dedicated sales team based at our head office in Portlaoise. As well
as our own Emo branded fuel card our network accepts the leading third party fuel
cards. Being part of our fuel card network drives foot-fall in our dealer sites for both
fuel and impulse purchases.

Lubricants Offering
Emo now supplies a full range of passenger vehicle lubricants, under our own brand
name and the Texaco and Lotos brands. Our comprehensive range of lubricants and
ancillary products offer convenience to customers and enhance the forecourt offering
for our dealers.

Emo is part of DCC Retail and Oil, the leading Oil and LPG sales,
marketing and distribution business in Europe and leverages this scale
and experience to benefit our dealers and our network. Allied with this
background we are a local business with customers in communities all
over the country.

operators who are fully supported through the process of joining our
network. Many of our dealers are family run businesses and have been
customers for many years. Family run forecourts are a particularly
good match for our personal customer service; we value their business
and are attentive to their needs.

Emo had been building strong, long lasting relationships for more than
40 years and has huge experience in fuel supply across many markets,
including - Retail, Commercial, Domestic, Industrial and Marine.

As well as providing an attentive and helpful service we offer a number
of key and unique benefits:

Flexible Offering
In the Retail space, Emo seeks to deliver an attentive and personalised
service. Dealers are at the centre of our retail business and our dealer
service is very-much customer focused with experienced team
members available, through all areas of the business, to answer
questions and assist customers. This is particularly attractive to new

Every dealer’s business is different and Emo prides itself on the
flexibility of what we can offer. With a choice of models (DODO/
DOCO), pricing options, marketing support investment levels
and credit options, we can tailor a package to each dealer’s unique
requirements.
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“I switched to Emo Oil 12 months ago
and the new branding is vibrant, and has
changed the image of the site driving more
value. Emo Oil is a pleasure to work with
and I have had a very positive experience
from ordering fuel, to credit control and
building a relationship with the team.”
Dan O’Flynn, Bruff
“We are very impressed with the logo and
look of our Emo site and since switching to
Emo in June 2017, the site has been much
busier with customers responding really
well to the branding. We have another
Emo Oil site in Killenaule, Co. Tipperary
which is also a DCI site, and has received
fantastic feedback from our customers
under the Emo brand.”
Lorraine McCarthy
Mooncoin & Killenaule

Latest in Service & Technology
We supply the full range of forecourt services and partner with the best hardware and
technology suppliers in the industry to make your business a success.

To learn more about the benefits of being part of the Emo
Network please contact your local Business
Development Manager.
DJ Cunningham - 086 607 3751
Business Development Manager (South)
Paddy Daly - 087 365 5525
Business Development Manager (East)
Richard Irvine - +44 7834 964884
Business Development Manager (Ulster)
Sean Kelly - 087 052 3471
Business Development Manager (West & Midlands)
Lubricants Enquiries - 057 868 4500
Fuelcard Enquiries - 1800 33 66 33 / 057 867 4820
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Energy you can
depend on.
Everything we do at Emo is rooted in
the principle of dependability. That
means you can depend on us to boost
your profitability by providing a reliable
delivery service, and quality fuel at
great value prices every time.

Emo is part of DCC Retail & Oil, the
leading oil and LPG sales, marketing
and distribution business in Europe.
DCC Retail & Oil has total sales of
12.2 billion litres annually throughout
Ireland, the UK and mainland Europe.

Platts Pricing Benefits You

Retail Network Ireland, UK and Europe

For increased accuracy and value, Emo’s
pricing model is linked directly to Platt’s
commodity pricing.

SITES SUPPLIED
Ireland
UK
France
Sweden
Denmark
Norway
Austria
Total

So as well as the industry standard Wholesale
Schedule prices which can increase over the
term of a contract, we offer Platts pricing which
follows the daily movement of the commodity
market only.
Enabling a completely transparent pricing
structure, Platts is the world’s largest agency
for oil commodity price assessments, and is
the benchmark provider to the oil industry. This
means fairer, keener pricing to you.
Most importantly this offers the peace of mind of
knowing that every order of Emo fuel you place
will be as competitive as the previous one. This
sets Emo apart from some other competitors in
the market place.

Emo Oil Limited
Clonminam Industrial Estate,
Portlaoise, Co Laois.
P 057 867 4789 E info@emo.ie

115
850
475
365
230
245
295
2575*

*1,060 Company owned / 1,515 Dealer sites
TOTAL VOLUME

4.25 Billion Litres
FUEL CARD SERVICES

DCC RETAIL & OIL TOTAL OIL SALES

1 Billion 56,000 12.2 Billion Litres
Litres

Customers

Marketing fuelcards under
various brand names

Annually Ireland, UK
and Mainland Europe
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GLOBAL DEMAND FOR
DIESEL SET TO SURGE
IMO 2020
However, as always, there is a
complication! On 1st January
2020 new IMO rules on the fuel
ships can burn is changing. The
new rules are designed to reduce
CO2 emissions and shippers
will have to move to cleaner
fuels or invest in expensive
and complex fuel cleaning
systems called “scrubbers.”
Currently most ships outside
the European Union use 3.5%
fuel oil to power their engines.
However, the new rules will
reduce demand for this dirty
fuel and increase demand for
cleaner lower sulphur diesels
including Gas Oil 0.1%. While
this is great news for the
environment it is extremely bad news for not only ship owners but
also diesel car owners as it means that suddenly demand for diesel
will increase. Although ships will be using a higher sulphur diesel of
at least 0.1%, compared to road diesel which has a sulphur content
of 10ppm, the net result is the same – increased demand for diesel.
According to the IEA demand for marine diesel will double to 1.98m
bpd in 2020 from an estimated 0.89m bpd in 2019.

Brent Crude prices have averaged $65/b from 1st January 2019 to 31st
July 2019 with the market very stable. While tensions in the Middle
East have increased due to U.S. policy on Iran, increased U.S. oil
production has cushioned lost supply. As a result, oil consumers have
enjoyed a period of stable prices.

Iran
The decision by the Trump Administration in 2018 to apply sanctions
on any country importing crude oil from Iran effective 1st November
2018 has led to an increase in Middle Eastern tensions. Iranian exports
of crude have fallen sharply to about 400,000 bpd in July 2019
compared to 2.8m bpd in May 2018 when President Trump announced
the policy. This has led to an increase in Iranian aggression in the
Middle East most visible of which has been attacks on a small number
of oil tankers in the Persian Gulf including the seizure of a UK flagged
oil tanker, the Stena Impero. Although the attacks have been extremely
expensive for the companies which have experienced them,
the actions by Iran have been carefully calibrated not to draw
an aggressive over reaction from President Trump.

Never miss the action on markets with the

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

Key features include:

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

Platts closing price assessments

Live Rotterdam refined product prices

Dow Jones and OMJ news
5 day local weather for your locations
14 day European weather

In summary we expect increased global demand for diesel from
January 2020 and this will certainly result in increased premiums for
diesels on global oil markets.

Intraday and settlement futures prices
Intraday and settlement forex prices

The Oil Market Journal provide real-time and settlement prices for
road fuels including diesel and petrol. For more information contact
Sam Galloway 048 6632 9999 or email sg@the-omj.co.uk

Despite the Middle East tensions the price of oil has remained
very stable largely due to the fact US crude production is
increasing. During 2018 US crude production increased
by 2.064m bpd. While production has increased slightly in
2019, US crude exports are expected to increase dramatically
as new pipelines come on stream in the second half of 2019
into 2020. These new pipelines will connect the landlocked
shale oilfields with export terminals on the US Gulf Coast and
greatly increase US crude oil export capacity. This will further
enable the US to replace the lost Iranian supply.

Find out more:
Telephone

+44 (0) 28 6632 9999

Request a
free trial

Email

info@the-omj.com

Diesel demand shown in yellow
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the-omj.com/evenbetter
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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

3 TANK SLUSH MACHINE FROM SLUSH.ie

SLUSH MACHINES • SLUSH MIX • SLUSH CUPS
SLUSH STRAWS • SLUSHYARDS • SELF SERVICE STATIONS
SALES SERVICE & SUPPLIES NATIONWIDE

We are the proud distributors of NISSEI
Ice Cream Machines. 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 run efficiently,
reducing energy consumption.
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UNIT 4-6
KINAWLEY ENTERPRISE PARK
KINAWLEY
CO.FERMANAGH

DUBLIN 01 254 2727

|

BELFAST 028 95 811 544

info@slush.ie

|

www.slush.ie
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GOVERNMENT CLIMATE
PLAN NEGLECTS LIQUID
FUEL MARKET
By Jim Power, Economist

32% renewable energy across all sectors, plus a 40% cut in overall
carbon emissions, with this number likely to rise to 50% if the new
European Commission president in Brussels follows through on her
statements this summer.
Ireland’s progress is unacceptably slow. In 2017, the contribution of
renewable energy was 10.6%; compared with the 16% target. The
target for renewable electricity is 40% with progress at 30.1%; the
target for renewable heat is 12% with progress at 6.9%; while the target
for transport is 10% with progress at 7.4%. Ireland will not meet its
targets by 2020 and will be subject to EU fines as a result. The targets
for 2030 are more ambitious, but it seems clear that unless Ireland
changes its approach dramatically, it stands little chance of achieving
them. From an economic perspective and from a global climate change
perspective, this situation is totally unacceptable.

Diesel and petrol retailers supply three quarters of Irish transport
energy, which in turn accounts for over 40% of our total national
energy consumption. The liquid fuel market will be dramatically
affected by climate policy. Ireland’s climate policy fails to recognise
the long term importance of liquid road fuel in the Irish economy and
hence it fails to include proper measures to reduce the carbon footprint
of liquid fuels. This short-sightedness undermines the credibility of
government policy, holding up all progress.

I was commissioned by Ethanol Europe to consider the role that
Ethanol could play in meeting Ireland’s international climate change
obligations. This led me to explore more deeply climate action and
progress in the transport sector generally.
Transport is our largest energy-consuming sector, with a 43% share
of final energy consumption. In 2017, transport accounted for the
largest share of energy-related carbon emissions, at 39%. This was
up from 33% in 2005. Under EU legislation, Ireland is supposed to
have reached 10% renewable energy use in the transport sector as
a whole by 2020. By 2017, the country had reached 7.4% and until
very recently was without a plan for going beyond this by 2020. To

For anybody who doubts the reality and global implications of climate
change from human, social and economic perspectives, the evidence
that is being presented on a daily basis should provide a strong reality
check. Climate change represents the most fundamental challenge
that humankind has ever faced and the window of
opportunity to address it is rapidly closing.

be 3 million or more by 2030, so even if the number of EVs on the
road reaches the improbable 936,000 units envisaged they will still
represent less than a third of the fleet while at least 30% of the energy
they use will be fossil based. They will consume 11% of Ireland’s
electricity(1) and they will result in significant loss of tax revenue.
Something substantial will be needed to lower the emissions of the
non-electric fleet. There is a role for biofuel in the government’s Plan,
but the levels and timing envisaged are modest.
Ethanol provides a very compelling partial solution to Ireland’s
transport targets. The country currently has 5% Ethanol in its petrol,
which was introduced without any adverse effects in 2005. It would
now make sense for Ireland to move to E10 for a number of reasons.
These include the fact that E10 would help Ireland move towards its
RES-T targets and avoid fines or financial commitments; it would
reduce the dependence on imported energy and reduce the energy
import bill; and it would provide an alternative activity and source of
income for Irish farmers. E10 and higher works well in many other
countries and has had no adverse impacts on engine performance, and
unlike Palm Oil, does not pose an environmental threat. E10 is good
for car engines and helps cut tailpipe emissions.

THE CASE FOR ETHANOL IS UTTERLY
COMPELLING
In the context of Ireland’s challenges and obligations, the aspiration of
moving towards total electrification of the car fleet are to be welcomed.
However, for a variety of reasons the targets look totally unobtainable
based on existing evidence. While it is essential that Ireland continues
to move towards the zero-carbon position, it is essential that an
environmentally-friendly bridge is put in place to ensure that the
country can move from the current position to a zero-carbon position.
Ethanol could and should be part of this solution.
In 2018, diesel cars accounted for 54.4% of total new registrations,
down from 65.2% in 2017; petrol cars accounted for 38.5% of the
total, up from 30.7% in 2017; petrol hybrid accounted for 5.5% in 2018
compared to 3.4% in 2017; and electric accounted for just 1% of the
total in 2018, up from 0.5% in 2017. Based on a combination of factors,
it is fanciful to believe that Ireland will achieve full electrification of
the car fleet by 2050, or indeed a third of the fleet by 2030.

It makes sense for Ireland to move to E10
It is difficult to understand why E10 has not already been introduced
by the Irish Government as the way forward for Ireland’s transport
climate obligations. It is the strongly held view of the author of this
report that Ethanol should be accepted and taken on board as a solution
for Ireland, and a solution that would have many positive direct and
indirect effects.

The recently published Climate Action Plan, which places climate
change at the heart of the political and administrative system in the
country, has to be welcomed by anybody who cares about the climate,
but its targets are implausibly ambitious while falling short in terms
of specifics regarding how they will be achieved. The Climate Action
Plan strategy is to achieve a 45 to 50% reduction in transport emissions
by 2030.

The reality is that climate change is startlingly bad and despite much
rhetoric, Ireland still is not making substantial progress. Thousands
of children are now taking to the streets to protest against climate
inaction. The Irish government will have to take this on board, think
outside the box for once and grasp the most obvious solutions.

The full report on ethanol by Jim Power can be found here:
www.eerl.com/Uploads/JP-ETHANOL.pdf

In order to achieve this objective, the key measures in relation to
electrification of private transport include:
• Increase share of electric cars in total new car purchases to 100%;

Despite the small size of the country, Ireland will
have to play its part in addressing this momentous
global challenge. To date, its progress is limited
and half-hearted. As a small country that likes to
consider itself punching above its weight in many
arenas, Ireland is not performing well in relation to
its climate change obligations, but there is still an
opportunity to alter that.
Ireland’s international climate obligations are clear:
These are to reduce Greenhouse Gas Emissions by
20% relative to 2005 levels for areas outside of
electricity; and achieve a 16% renewable energy
share of gross energy consumption, by 2020,
with 10% in transport specifically. Under new EU
legislation for the 2030, Ireland will be aiming for

compound matters, of the progress made to date, over a third of it
is illusory, being actually traditional diesel artificially counted as
renewable under the EU “double-counting” mechanism for used
cooking oil (UCO) biodiesel. The provenance of the “real” cooking
oil in the mix is also questionable as there are concerns it may often
be fresh palm oil fraudulently certified as used cooking oil. The rest
of Ireland’s progress to date results from ethanol blended to 5% in our
petrol and sustainably derived from European grain and beet crops.
The contribution of renewable electricity is negligible.

(1) 936,000 EVs will require 2.8 TWh or 11.2% of Ireland’s current 25TWh demand.

• increase number of passenger EVs on the road to 840,000;
• increase total number of EVs to 936,000;

Jim Power teaches Business Economics at the Michael Smurfit
Graduate School of Business, University College Dublin. He is a board
member of Agri-Aware, the food awareness body and is Chairperson
of Love Irish Food. He is Chairman of investment firm Three Rock
Capital Management, editor of Friends First’s regular ‘Economic
Outlook’ which has become established as one of Ireland’s leading
commentaries on the Irish economy, and he also edits the SIMI
quarterly motor industry update. His first book ‘Picking up the Pieces’
was published by Blackhall Publishing in November 2009. He is a
native of Waterford.

• No NCT Certificate issued for non-zero emission cars after 2045;
and
• by middle of 2020s, EVs will reach Total Cost of Ownership parity
with diesel and petrol vehicles.
The Climate Change Action Plan recognises that an optimum mix of
regulatory, taxation and subsidy policies will be required to drive a
significant ramp-up in passenger EVs and electric van sales.

New Commission President Ursula von der Leyen proposes 50% carbon emissions cuts by 2030.
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The shortcoming in the government plan for transport is that the
measures described, while very ambitious, still don’t meet with
the ambition of 45-50% emissions cuts: The fleet size will likely

http://jimpowereconomics.ie
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Fuelling the
future, today.
SK700-II
The complete
dispensing solution
•

Protect your profits with integrated
temperature compensation and
best-in-class meter technology

•

Drive more c-store revenue with
Applause, the only truly integrated
multimedia solution for the forecourt

•

Enjoy ultimate flexibility with the most
customizable and modular dispenser
on the market

Introducing
Veefil-RT 50kW
DC Fast Charger
Recharge your business
profits with Veefil
•

The World’s smallest footprint DC fast charger.
Easy to install just about anywhere

•

Low maintenance and supreme reliability
with patented liquid cooling and IP65
protected electronics

•

High customisability for powerful
brand communication and seamless
forecourt integration

•

Drive more c-store revenue as drivers
take the opportunity to recharge
their own batteries on site

For more information call
Dublin: +353 (0)1 6251570 Mayo: +353 (0)96 73902
or email mail@petrocourt.ie

www.petrocourt.ie www.gilbarco.com/eu
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Forecourt
Compliance
• signage should be regularly checked
and cleaned, ensuring it is visible
to all;
• universal access for all (doors,
WC’s, parking, pumps and
emergency controls);
• under-ground equipment (tanks and
pipework) monitored and tested;
• groundwater and/or soil samples to
prevent environmental damage.

Forecourt operators run their businesses in one of the most challenging
environments imaginable, in terms of safety for both staff and
customers. While all employers have a duty of care, Health and Safety,
Dangerous Substances, Fire Safety and Universal Access legislation,
also means that forecourt operators have additional legal obligations
to meet – and severe penalties may be applied for to those who fail to
do so…

Do you need help with Forecourt Compliance?
Our Services
Our engineering expertise provides the • Dangerous Substances Act Consultancy
support you need to ensure your
• Fire Safety Certificate applications
compliance with statutory requirements. • Advice on current legislation and best
practice in fire related design
Whatever challenges you face,
• Fire Engineering Strategy
PABIA Consulting has the
• Means of escape design
technical knowhow to help.
• Liaison with Local Fire Safety Officers
We provide a wide-ranging consultancy • Disability Access Certificate applications
service, in a professional, personal and
• Advise on requirements of Part M (Access
economic manner.
& Use) of the Building Regulations
• Design of Universal Access for buildings
We're not just a 'professional service' …
• Project manage the material alterations of
We'll be your trusted business partner buildings
Always.
• Liaison with Local Authority Access Officers
• Planning Compliance

PABIA Consulting
Engineering, Planning and Design Consultants

© All rights reserved. PABIA Consulting Ltd.

1G North Valley Business Centre,
Mallow Road, Cork, T23 KH74
(021) 242 8890
info@pabia.ie
www.pabia.ie

Consider for moment the obvious hazards; storing large volumes of
highly flammable material; the transport of and off-loading of fuels
from trucks to site; vehicles driving on site around pump islands;
handling potentially combustible materials whilst filling vehicles or
jerry cans; mobile phones or cigarettes on the forecourt; spillages on
the ground; the risk of fire on the forecourt / in the store.

In addition, you may wish to consider
the following measures;
• barriers, bollards and high curbs/
islands to protect against impact
damage;
• turning circles for fuel and
convenience store delivery trucks;
• location of other combustible materials; LPG, coal, briquettes, wood, etc.

Then there are the less obvious hazards; leakages underground; fuel
evaporation or vapour release (which is highly flammable even at low
temperature); electrical faults; overheated / running engines; vehicle
collisions on site; personal injury; drive-off’s and theft. This is not an
exhaustive list. There are many more scenarios which could arise.

The service station landscape has changed immeasurably; health
safety and environmental considerations, changes in forecourt
technology and legislation, have transformed the business model.
Current environmental pressures plus green energy initiatives will
continue to do so. The wide range of possible projections about the
future demonstrates that prediction is hard. Forecourt operators must
adhere to current compliance measures at a minimum and continually
evolve to future proof their businesses. This investment will enable
them to face the future with more confidence and withstand whatever
challenges may arise.

For more modern forecourts (built in the last decade), the use of
contemporary materials and technologies (double-walled tanks, leak
detectors on pump systems, overfill protection devices) helps to ensure
overall site safety and can be easily monitored using real-time data.
Nevertheless, they are not completely infallible – tanks can fail due to
a shift in sub-surface strata or ground-swell due to flooding.
Monitoring the potential hazards for older sites, however, can be far
more problematic; many of which may have single-skin underground
tanks, aged pipework, and could possibly be corroded and leaking
fuel. They may also operate an ‘old style’ approach to fuel spills and
merely hose-off the surface, which is acceptable where there are spill
control systems in place; e.g. sloping surfaces, drains to interceptors
– but these too need to be well maintained and regularly assessed to
prevent against ground or water contamination.

At PABIA, we understand the challenges your business faces and
can provide industry specific knowledge and a professional solution
focused approach to meet these head on. Our multi-disciplinary
engineering consultancy specialises in the petroleum and convenience
retailing sectors. If you are considering an investment in your site’s
future or indeed need advice on fire safety, universal access, or
dangerous substances legislation, PABIA would love to help.

In PABIA’s experience, compliance with today’s health and safety
regulations, plus adherence legislation, is paramount and ought to
be reviewed regularly. Even where certificates are still valid (e.g. fire
safety certificate, disability access certificate, dangerous substances
licence), systematic compliance checks as well as regular staff
training - particularly for new team members - will ward against the
foreseeable and concealed risks. These checks, coupled with routine
regular maintenance, could include;
• reviewing forecourt potential hazards and safety procedures;
• above-ground equipment inspection, including accessibility of same;
• servicing and replacing parts where required. e.g. hoses, nozzles,
extinguishers;

To find out more about PABIA’s full range of services please contact
via telephone on 021 242 8890 or email info@pabia.ie.
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EuroBlue
leads the
way in AdBlue
dispensing
Caroline Kidd spoke to Edward Galavan, Director of
EuroBlue, about the market for AdBlue in Ireland and the
future of AdBlue dispensing on forecourts.
dispensing from a pump. It is an investment
but will pay off in the long term in terms of
cost and less waste.”

The Galavans were already established in
the fertiliser manufacturing business before
starting EuroBlue. It was their own need
for AdBlue across their fleet of machinery
that prompted the brothers to investigate the
market for AdBlue in Ireland.

EuroBlue is committed to offering a
consistent quality and cost-effective
AdBlue product. While AdBlue is quite a
generic product, it’s the level of service that
EuroBlue offer customers that has helped
them to grow over the last three years.

They found that the market was dominated
by European suppliers and what was
offered was costly. With their contacts and
experience already in manufacturing, they
saw an opportunity to produce a more
cost-effective, Irish-manufactured AdBlue
solution.

Forecourt AdBlue Tank

The company offers a full-service product,
from manufacture, to the distribution and
installation of tanks and dispensers. The
company has facilities in Clonroche to store 10
million litres of AdBlue and can deliver to fuel
retailers anywhere on the island of Ireland
within 24 hours.

“Slowly but surely, AdBlue is starting to appear
on the forecourts,” says Edward. “In most
forecourt shops you can buy AdBlue in 5 or 10
litre containers. But as forecourts are upgraded
and the volumes of AdBlue needed increase,
more and more AdBlue is coming available on
the pump.”

Minister Paul Kehoe at the official opening of Euro Blue’s manufacturing plant.

“Trucks and heavy goods vehicles have been using AdBlue since
2008,” says Edward. “But in the last three to four years, most cars,
tractors and off-road vehicles have come with an AdBlue tank as new
Euro 6d regulations come into play. We reckon the market has doubled
in the last three to four years and will continue to double again as the
fleet is renewed in the next two to three years.”

AdBlue dispensing is a relatively new addition to forecourts. But
demand is set to grow with new diesel vehicles entering the market
that use more AdBlue to comply with more stringent Euro 6d emission
standards.
EuroBlue is an Irish-owned company based in Clonroche, Co.
Wexford, which has seen demand grow for their Irish manufactured
AdBlue and their range of AdBlue packaged products and dispensing
options. While the market for diesel vehicles has declined to now less
than 50% of the market, over 51,000 new diesel vehicles have already
hit the roads in Ireland this year.

Established in 2016 by brothers Edward and John Galavan, EuroBlue
now accounts for about 40% of the AdBlue market in Ireland, with
applications across passenger cars, buses, commercial vehicles,
agricultural machinery and construction.
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EuroBlue will also consult with fuel retailers
to help them find the best solution for their site.
They offer a wide range of products including
bottles and containers for the retail shop, and
tanks and dispensing options.

While AdBlue consumption varies depending
on the model, the size of the tank and driving style,
Edward sees the forecourt as the place where motorists
will be filling up between services. The accessibility of the
filler cap for AdBlue (more often than not positioned under the flap
for the conventional fuel tank) makes it easier for motorists to top up
themselves.

Looking ahead, Edward Galavan sees the demand for
AdBlue only increasing in the next few years. “We see demand
for AdBlue growing for the next ten years and after that those vehicles
will still need supply until end of life,” says Edward. “We’ve expanded
our plant to produce 20 million litres and we are well positioned here
to account for 50% of the Irish market by 2020.”

While a lot of AdBlue for motorists is sold in containers, fuel retailers
can offer consumers a more cost-effective product by investing in
pump dispensing. “There’s a lot of wastage in plastic and packaging
with the 5 and 10 litre packs,” says Edward. “The way forward is

“As long as fuel retailers are selling
diesel, they will be selling AdBlue.”
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THE COST OF CASH
How cash impacts your business in three key areas
Administra/on? Customer 4a/s5ac/on and Access to Finance
Cash has been knocked oﬀ its
throne. Today, regardless of

also accessing data and insights
into their business; allowing for

adequately staﬀed counter and
as queues build, and staﬀ

your target audience’s age, data
indicates that most consumers

beNer and more informed
decision making. You do not

aNempt to compensate with
speed, room for error increases

want the op7on to pay with a
debit or credit card. Irish
consumers now spend more

need to be a large retail chain to
automate your accoun7ng and
inventory control, or to oﬀer

drama7cally.

using cards than they do using
cash, namely €7,442 on the
former versus €5,388 in cash

digital loyalty programmes to
encourage card usage and return
visits.

withdrawals. Beyond the
obvious beneﬁts, how else does
this impact your business for
beNer or for worse?

Handling &
Administra/on
There is a misconcep7on that
card transac7ons are the more
expensive method of payment.
In fact, cash handling costs are
es7mated at 2.5 cents per euro
of turnover, compared to 1.6
cents for a card transac7on.
Combine that with the
es7mated 28 minutes per day in
back oﬃce administra7on 7me
versus 94 minutes for cash,
there are material soV and hard
savings to be made. By making a
deliberate eﬀort to increase the
amount of card payments over
cash, retailers could save
thousands annually on cash

Customer 4a/s5ac/on
Customers are becoming less
likely to carry cash meaning
despite the quality of your
products, your service, or the
extensive marke7ng you have
done to get the customer there,
if they are unable to pay, they
will go elsewhere. There is less
of a psychological constraint for
people to part with their money
when they use cards, and they
are more impulsive when
compared to using cash.

Cashﬂow is a key indicator and
determinant of a business’s
ability to access ﬁnance,
however there are ﬁnance
products that put speciﬁc
emphasis on the volume of
revenue being generated
through cards. Cash Advance
facili7es allow retailers to access
working capital ﬁnance by
leveraging the strength of their
card sales. The more volume of
revenue that runs through the
card machine, the larger the
working capital facility a retailer
can access. Repayments are

Retailers can use the decreased
price sensi7vity customers tend

made daily using a por7on of
what comes through their card
machine. By encouraging card

to have when paying with a card
to upsell the most proﬁtable
items or make POS impulse

over cash sales, a business
owner can directly inﬂuence
how much ﬁnance they can

purchases easier.

access and how quickly they can
pay it back.

Studies indicate that customers

Finance for your
Forecourt & Retail Business
www.gridfinance.ie

Business finance when you need it
GRID Finance specialises in business loans for the retail sector.
Whether it be for working capital, a refurbishment, fuel purchase or a
new location, the GRID Team are here to help you get financed quickly.

6nline Applica9on

Fast Approval

Flexible Repayments

Apply any?me 24/B
straight from your smart
phone, tablet or computer.
www.gridﬁnance.ie

Iur eJcient applica?on approval
process and experienced team
can approve your loan within
24 hours.

Lse a por?on of your
card takings to make daily
repayments on your loan.

No Security Required

Irish Support Team

High Approval Rate

Don’t own your premises?
No problem, we understand
that your business is to serve
your customers, not to
manage property.

We are Irish owned and
operated. The team in Dublin
and Limerick are always on
hand to help.

A business with strong and
consistent debit/credit card
revenue is highly suited to
our loans.

view the appearance of a line

handling costs, while also
reducing the risk of fraud and
simplifying 7me intensive

nega7vely]regardless of how
quickly it is moving. For those

administra7on. Digital payments

of 7me, wai7ng means their
depar7ng experience is nega7ve
and stressful. Cash payments

and 7ll systems help Irish
retailers to become more
eﬃcient and automated, while

Access to Working
Capital Finance

FINANCE

customers with a limited amount

FINANCE

FINANCE YOUR RE-FURB

Contact: Lorraine Blake
Head of Sales
GRID Finance
Call: 01-5241615

slow down even the most

FINANCE YOUR NEW SERVICES
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New Store & Facilities
At Woodview Service
Station, Cahir

“Our staff engage with the public
in a unique and friendly WAY. WE
CANNOT THANK them enough for their
work and this is single-handedly the
proudest achievement of the store.”
In 2015, the economy started to pick up again, and the O’Donnells
made a decision to sell take away dinners at lunch time. This proved
to be a hit with customers and plans for a new store were back on
track again. In December 2018, the O’Donnells opened a new two
storey, 10,000 sq. ft, purpose-built store, which includes seating for
100 people and two meeting rooms for private meetings, conferences
and parties.

Woodview Service Station is a family run business that has been
operating in Cahir, Co. Tipperary since 1989. The O’Donnell
family recently celebrated the refurbishment of the premises on the
Mitchelstown Road, which has been transformed into a modern
complex with a variety of services and facilities on offer.
Alan O’Donnell is the next generation of the family now steering
the growth of the business that started with just petrol pumps, tyre
repair and van hire back in 1989. Woodview Service Station has a
longstanding relationship with Texaco and a strong rapport has been
built up over the years.

The store is open from 6 am to 11 pm and services include shop, deli,
parking, ATM, WiFi and car wash. It’s a truly modern station and well
prepared for the future with LPG and AdBlue dispensing, as well as
electric vehicle charging.

In the year 2000, the O’Donnells undertook a major shop revamp. A
deli was added and this was the start of the O’Donnell’s journey into
engaging in freshly prepared food on the go.

“We are extremely lucky with our local customer base, which comes
not only from the town but also the nearby hinterland,” says Alan.
“The town of Cahir is also strong in industry and commercial activity,
which brings a lot of people from outside the town to work here.”

The business went from strength to strength, in particular the fresh food
aspect. By 2008, the business was outgrowing the premises. However
due to the downturn in the economy, plans for a new purpose-built,
state-of-the-art service station were postponed.

Fresh food is the main theme of the store. The hot and cold deli sells
the ‘old reliables’ like breakfast rolls and hot chicken rolls, while also
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serving freshly made salads that are varied daily. There is also a bakery
on site producing fresh breads, rolls, tarts and cakes. For hungry
commuters, ‘Chipmongers’ is sure to satisfy with fresh cut chips, fish,
burgers and pizzas, while there is also a carvery unit in store.
Woodview Service Station employs over 50 people and Alan is keen
to praise the staff for the wonderful atmosphere that pervades the store.
“Our staff engage with the public in a unique and friendly way. We
cannot thank them enough for their work and this is single-handedly
the proudest achievement of the store,” says Alan.
Looking to the future in the forecourt retail sector, Alan notes changes
regarding how cars will be powered but is optimistic about the
opportunities that will present themselves.
“Change is coming down the line but it won’t be as quick as people
may think,” says Alan. “We don’t have the infrastructure for electric,
but this will change just as quick as technology has in the past.
However, as an industry, historically we have proved we can adapt
and evolve as the market demands and I find no reason why we can’t
continue this strategy into the future.”
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IPRA
Ashgrove House
Kill Avenue
Dun Laoghaire
Co Dublin.

IPRA SECURES AMENDMENTS TO THE METHODOLOGY
USED BY THE VALUATION OFFICE TO VALUE SERVICE
STATIONS BUT CONTINUES TO FIGHT FOR A BETTER
DEAL FOR OUR MEMBERS

• An allowance of 50% to the prevailing percentage rate applied to
total shop turnover made to the turnover attributable to cigarettes
and lottery;
• An allowance of 100% to the prevailing percentage rate applied to
total shop turnover made to the turnover attributable to Payzone;
and
• An allowance of 50% to the prevailing rate per litre applied to total
throughput made to the throughput attributable to fuel card sales.

Currently the concessions on offer will only apply to service stations
revalued under Reval2019 being:
• Cavan

• Monaghan

• Fingal

• Tipperary

• Louth

• Wexford

• Meath

• Wicklow

I,

• Offaly

• Dun Laoghaire-Rathdown

• Roscommon

COMPANY NAME

CONTACT NUMBER

• Fingal

• Sligo

• Kildare

• South Dublin

ADDRESS

EMAIL

• Kilkenny

• Westmeath

• Laois

• Dublin City

• Leitrim

• Waterford

• Longford

• Limerick

DATE ESTABLISHED

Prospective members must be able to demonstrate
their compliance with the current legislation
applicable to the oil sector as set out below.

We are continuing to pursue the indirect state aid issue both in Ireland
and Europe and the Directorate General for Competition of the European
Union recently confirmed to us that they are in the process of reviewing
our complaint and that as a next step, they will be forwarding our
complaint to the relevant Irish body for their comments. We believe this
to be a very important step in this process. We have also recently filed a
request with the Data Protection Commission requesting that legislation
observations be carried out regarding s.45 of the Valuations Act 2001.

If you have businesses in these counties it is vital to be aware that as of
the time this article is going to print the deadline for filing an appeal to
the Valuation Tribunal if you are dissatisfied with your final valuation
(you should have received this in writing from the Valuation Office
in or around 10th September 2019) is 14th October 2019. If you fail
to appeal by this deadline you will have no further recourse on this
revaluation (unless you qualify for a material change of circumstances)
and your valuation will not be reviewed by the Valuation Office for
another 5-10 years. Please make sure you talk with us before the 14th
October deadline regardless of whether you plan to appeal or not. The
IPRA will be hosting a session before this deadline to help people with
their appeals and will have details emailed out to members shortly –
please make sure you check your inbox.

• Galway

• Kerry

• Mayo

• Clare

• Cork

Valid planning permission?

Yes / no

current Auto - Fuel traders licence?

Yes / no

Do you sell kero/gasoil?

Yes / no

Valid certificate for calibration from
nsAi/authorised verifiers?

Yes / no

if ‘Yes’, please give details below.

CURRENT BRAND (if any)
NAME OF PROPOSER
NAME OF SECONDER
(Both must be current and local to applicant paid up members of the IPRA)

I have provided the above information in the belief that it is
correct and understand that the IPRA hold the right to verify such
information through audit.
I confirm that I am willing to abide by the rules and regulations
of the body corporate and I authorise the IPRA to give out my
contact details in order to secure group deals from 3rd party
suppliers approved by the IPRA if my membership application is
accepted.
SIGNED

Yes / no

has any person owning, controlling,
managing or otherwise involved in
operating the business been convicted of
an offence or had goods seized by revenue? Yes / no

DATED
Completion of this form does not constitute membership of
IPRA. The Directors of IPRA reserve the right to reject or accept
applications without cause or justification. Completion of the
form is voluntary and implies no rights or obligations on the
applicant or the IPRA.

O F F I C E U S E O N LY
INFORMATION CHECKED BY

The IPRA urgently needs to strengthen its membership base in these
counties and so we urge non-members in these counties to complete and
return the application form enclosed here. If you are currently a member
and have a relationship with any service stations in these counties please
encourage them to join. It is essential that we have the numbers in those
counties to continue to fight for a better deal for our members.

DATE

✁
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Yes / no

Valid dangerous substances Act licence? Yes / no

The next set of Revaluations are expected to commence in November 2019
and will be called Reval2021. The following counties will be revalued:

• Donegal

trading for at least two years?

if yes, do you have a current Marked
Fuel trader’s licence

As our members will be aware, the IPRA and its Commercial Rates
Committee recently held a members meeting to discuss our future plans
for tackling this issue. If you are a member based in Cavan, Louth,
Monaghan or Wexford you are likely to be contacted by a designated
member of our Committee in order to help us to progress some of the
various options we are currently pursuing. If you have not been contacted
in the next 2 weeks please contact us at office@ipra.ie.

Please also note that the Valuation Tribunal released a set of Valuation
Tribunal (Appeals) Rules 2019 on 16th September 2019 [these will
not apply to appeals lodged prior to this date]. If you were revalued
in the above counties and wish to appeal your valuation and are not
using a rating agent please ensure that you are aware that this new set
of rules will apply to your appeal.

hereby apply for membership of the Irish Petrol Retailers Association.

• Carlow

The IPRA does not accept this position as by offering to amend the
methodology for Reval2019 counties essentially the Valuation Office
has conceded that the methodology used for Reval2017 was incorrect. If
you were revalued under Reval2017 and appealed your valuation to the
Valuation Tribunal please get in touch with us as the concessions offered
to service stations under Reval2019 should be raised in your appeal if
this has not already been heard (noting that there are currently over 800
appeals waiting to be heard).

The IPRA has designed a tool to calculate these amendments to
the methodology and we invite all members to contact us directly
on office@ipra.ie or orla@ipra.ie to receive a copy of this and to
discuss how these concessions should affect their valuation and
what stations are required to do in order to secure these.

www.ipra.ie

MeMbership ApplicAtion

Please note that the concessions the IPRA have secured to do currently
do not apply retrospectively and so do not apply to the Reval2017
counties and the counties revalued prior to that being:

Following on from a set of negotiations with the Valuation Office the
IPRA has managed to secure various concessions on the methodology
used by the Valuation Office to value service stations. The concessions
secured are as follows:

T. +353 1 2103894
M. +353 87 2546512
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IPRA JOIN
PREMIER
PUBLISHING
FOR
PRESTIGE
CITYWEST
TRADE SHOW
IPRA partnered with Premier Publishing & Events for their Food & Drink Conference in the
CityWest Hotel Complex on the 5th September 2019. Premier Publishing & Events have an
enviable track record of setting up and co-ordinating high-quality conferences and exhibitions
within the B2B sector across Ireland and the UK matching exhibition space with seminars
stimulating debate between industry leaders.
This years conference was jam packed with interesting seminars for retailers including topics
like ‘impulse buying, ‘creating customer loyalty’ and ‘enhancing your brand, on and off the
shelf’. There was a wealth of trade stands, including IPRA offering everything from food to go,
new product lines and of course, the benefits of retail trade membership of IPRA!
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COMPLETE FORECOURT MAINTENANCE

Congratulations to Ken O’Conner (an IPRA member)
on having one of the biggest lotto wins in recent years.
Ken has a number of service stations and the lucky site is
situated in the picturesque village of Enniskerry.
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•
•
•
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•

Agents for Tatsuno Fuel Dispensers
NSAI Appointed Authorised Verifiers of Liquid Fuel Dispensers
Specialists in Dangerous Substances Applications (DSA) & Regulations
Suppliers of Fuel Dispensers, Pump Controllers, Pay@Pump Terminals
Fuel Management Systems, Tank Gauging Equipment
Pipe Installations
Service Contracts

For more information please contact: Petro Systems Management Ltd, Inchirahilly, Crookstown, Co. Cork
T: 021 7335690 F: 021 7336990 E: info@petrosystems.ie
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Ireland’s fastest growing forecourt network continues its expansion
with Inver’s first branded forecourt in Cork City. Westlink Service
Station joined the Inver network. Ben Lenihan, Inver’s Retail Director,
said ‘We are absolutely delighted to welcome Joan and Garry Virgo
to the Inver family. Westlink is our first Cork City based forecourt
and an excellent addition to our continuously growing network. We
look forward to delivering our premium quality fuels to Cork City
motorists!’
Built in the mid 90’s Joan and Garry took over Westlink station as
first time forecourt owners in 2002. Joan’s original plan was to find
a viable forecourt location for a cosy community-based coffee shop
with homemade baked goods from locally sourced producers. ‘When
we visited Westlink, we liked the location as it had a great mix of
community and businesses in the area. Westlink looked like a good fit
for us, and it was!’ said Joan.

to get to know them better. Now she knows most of them by their first
name. ‘One of my favourite parts of the business is dealing with people
and getting to know them’, said Joan. ‘It was important to us, to create
a community feel around the forecourt and make sure our customers
feel comfortable and welcomed. All nine members of our staff are
from the local area, and we are very proud of it.’ stated Garry.

Inver’s pricing and quality fuel testing processes are
exemplary. Inver’s brand is also visually strong and appealing.
The addition of the Suresite health and safety assessment
package was another key component in our decision. I feel
this is a very valuable element to the Inver package and
support system for any forecourt owner.

Ben introduced Garry and Joan to the potential of the Inver Advantage
a few years ago. ‘When I first met Joan and Garry, I thought they were
a very dynamic couple. Their forecourt is well situated within Cork
City and is a very successful business serving a unique mix of business
and motorists’ said Ben.

Last but not least, community matters to us and Inver’s
Leading Lights nationwide initiative truly resonated with us’.

Garry stated, ‘Over the years we had built up a great relationship with
Ben. When the time was right for us to rebrand our forecourt we were
very comfortable talking with Inver. Ben and the rest of the team are
professional, approachable and easy to talk to. The Inver Advantage
made sense to us! Inver’s attention to detail and their transparency
throughout our discussions and rebranding process really inspired us
with confidence that we made the right decision.

Garry’s and Joan’s goal was to create a business with a personal touch,
and it was essential for them to get to know their customers. Part of
that personal touch for Joan was to chat with at least one client daily
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With more new forecourts set to join the Inver network within
the coming weeks, this looks to be a bumper year for Inver.
Ben Lenihan, Inver’s Retail Director, noted, ‘The Inver
forecourt network is continuously growing and expanding
across the country. It is very gratifying to see the brand and
the Inver Advantage resonate with the forecourt owners and
motorists around Ireland. We are looking forward to a fruitful
partnership with Joan and Garry and wish them continued
success at Westlink Service Station.
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TSG & KÄRCHER –
A WINNING
COMBINATION

Last year at the Uniti Expo Kärcher launched their
latest range of automatic car washing equipment,
the Klean!Star and Klean!Star iQ. This range of
equipment is a whole new concept building on
established engineering and manufacturing processes.
The Klean!Star and Klean!Star iQ attracted a lot of
interest due to some innovations not seen previously
in the industry. Some of these features are as follows:

Given the extensive TSG network of service
technicians you can be sure that no matter your
location TSG has a premium product and service
network to satisfy all your car valeting
requirements.

K!Back iQ ensures rear cleaning on vehicles with varying profiles,
for this the side brushes are rotated 90° at the rear of the vehicle and
then tilted 15° while performing the overlapping sequence. This
feature ensures a constant contact is maintained with the vehicle
ensuring optimum cleaning in those most awkward to reach areas for
an automatic machine.

K!Wheel iQ ensures that the wheel brushes always extend to the
centre of the wheel being washed due the self-alignment of the wheel
wash brush regardless of the size of the wheel being washed.

The SB MC Jetwash can be supplied with in single or dual bay
configuration and comes complete with frost protection ensuring
machine availability in even the harshest of Irish climates. The dual bay
configuration means that the operator may have double the capacity in
a small area, this can sometimes be of benefit as most washing tends
to take place at weekends or in the evening. Kärcher signage on the
Jetwash ensures that the customer is aware that they are using the best
that the pressure cleaning industry has to offer while washing their
vehicle.

K!Planet iQ is an exciting new development in the process of
washing vehicle wheels using the principle of the electric toothbrush,
three brushes move in a planetary motion ensuring precise deep
cleaning of the wheel rims.

The Irish consumer is very brand aware and having an established
brand on your forecourt can only lead to increased interest in the
service that you provide. Indeed, we have seen many retailers align
themselves with known and established coffee brands in order to
attract business and offer consumers
The Irish consumer is very brand a high level of expectation in the
product that they are purchasing.
For many years the name of Kärcher
aware and having an established Purchasing a carwash or vacuum
has been synonymous with quality
brand on your forecourt can
programme is just like purchasing any
German engineering and reliability,
only
lead
to
increased
interest
in
other product, however brand alone is
add to this the well proven track
the service that you provide.
not enough. The equipment must look
recork of TSG in bringing quality
the part, provide a quality finish and
products and service solutions to the
Irish forecourt industry and you have a winning combination. It is always be available to the customer. We are very confident that this
with this concept in mind that we are pleased to announce the launch can be achieved with the range of Kärcher products and service now
the Kärcher range of cleaning equipment now available to the Irish been offered by TSG to the Irish forecourt industry.
forecourt market.
Padraig Tyrrell has been involved in the sales and service of forecourt
valeting equipment in Ireland for over 25 years. He has been involved
with numerous manufactures down the years and is very excited to be
part of the team bringing the Kärcher range of equipment to the Irish
forecourt.
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The SB VC Vacuum can also be supplied in single or dual
configuration again optimising space available should the operator
wish to maximise throughput in a suitable area. Powerful suction is
provided by automatic filter cleaning and the use of powerful vacuum
motors, an option of using DC brushless motors is also available
providing a longer motor lifetime expectancy than the current industry
standard offers.

The Klean!Star machine can be supplied in various wash heights
and indeed each machine can be adjusted on site to three different
wash heights in order to suit individual customer requirements. We
will have our first two machines installed by the end of October and
interestingly both customers have established business with their
respective automatic carwashes but recognise the need to upgrade. In
both cases they also anticipate an increase in business by moving to an

Given the extensive TSG network of service technicians you can be
sure that no matter your location TSG has a premium product and
service network to satisfy all your car valeting requirements.

The equipment must look the part,
provide a quality finish and always
be available to the
customer.

“We are very pleased to add such a premium product to our extensive
equipment portfolio”
Gerry Galvin - Head of Sales | Tokheim Services Group

industry leading brand in terms of their equipment supplier.
TSG is also very pleased to introduce the Kärcher range of Jetwash
and Vacuum equipment, both items are new in terms of aesthetics
however they are built on a platform of tried and tested technology.

For more information contact Padraig: + 353 (0) 1 4619800 or
email: padraig.tyrrell@tokheimservices.com
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Furey Smyth Retail Group partners
with SeaChange to grow Safety
Culture and Reduce Insurance Costs
shop. In 2015 Chris knew he had to do something about insurance costs
which had spiralled out of control and which were on an unsustainable
upward trend. He realised that he had to separate his business from the
herd in terms of how the group managed risk from an operational and
safety perspective. The challenge was knowing HOW this could be
done. Most high-footfall businesses (and their insurance partners) have
little awareness of how to manage risk in a way that creates and sustains
a positive safety culture. The majority are happy to ‘tick the compliance
box’ but doing this alone will not increase safety awareness for staff and
customers, nor will it actively reduce the likelihood of accidents and
claims, or support claims defense. It certainly won’t help manage rising
insurance costs.
SeaChange, an Irish-based company, specialise in providing behaviourbased risk management systems in partnership with clients that span
multiple sectors including retail.

Chris Furey, Owner Director, Furey Smyth Group

Despite the rising costs of insurance for high-footfall commercial
business, some organisations are bucking the trend and have experienced
insurance premium reductions. How is this possible, you may ask?
Every week there is a new story in the media highlighting the problem
of rising insurance costs, the challenging claims culture in Ireland and
the unfair variability in judgements and pay-outs when a claim does go
to court. So what is high-footfall business to do?

“We know that 80-95% of accidents are behaviour-based and to manage
risk effectively and sustainably it is critical to impact behaviour. Ticking
the compliance box is never enough when it comes to something as
fundamental as safety, and certainly in today’s business environment
where Ireland has the highest claim culture in Europe, it is critical
that organisations protect themselves by investing in their people and
processes, and by creating safe habits” Dr. Paul Cummins, Managing
Director, SeaChange Ltd.

The Furey Smyth Group took a proactive approach and focused on
the safety risks and hazards within their control in their retail business.
They partnered with SeaChange in 2015 with the goal to improve their
group’s safety culture, reduce the likelihood of accidents and claims, and
manage their rising insurance costs.

“We are delighted that we were able to effectively improve our safety
culture through SeaChange and as a result defend ourselves where
appropriate and reduce our insurance costs so that we can continue to
re-invest in other areas of our business.” Chris Furey, Owner Director,
Furey Smyth Group

“We are delighted that we were
able to effectively improve our
safety culture through SeaChange
and as a result defend ourselves
where appropriate and reduce our
insurance costs so that we can
continue to re-invest in other areas
of our business.”

From a cost perspective, being safe can save retailers money. The direct
and indirect costs of a workplace accident vary across the sector but are
always high-impact as they include lost time, lost productivity, cost of
investigation and reconciliation process, cost of staff retraining, impact
on claims culture, insurance premium increases, legal costs, lost morale,
reputation loss, and so on.

Many of the top insurance companies recognise the best-practice
approach that SeaChange takes because it gets tangible results: average
before and after client results following full implementation of the
SeaChange system include a 50% reduction in accidents, 42% reduction
in claim frequency and a 40% reduction in claim costs. Insurers also
value how SeaChange respond to market requirements with innovative
solutions in order to improve client risk profile.

More importantly than cost, being safe is core to any business that
actively involves people, as outlined by Dr. Paul Cummins, Managing
Director, SeaChange:
“Organisations that prioritise proactive safety culture as a primary
business pillar consistently report increased staff morale, decreased
absenteeism and increased productivity and quality in comparison
to organisations who don’t invest in their safety culture. The most
important resource any organisation has are its people, and proactive
safety systems connect with both staff and customers alike to motivate
safety behaviour based on autonomy rather than a compliance-based
obligation than seldom makes a tangible difference”.

Since 2015 Chris and his management team have implemented 2
SeaChange Solutions across their group: the Risk Management System
and the CAYGO® Digital Slip, Trip and Fall Management System.
The Risk Management System was put in place first, and Chris and
team invested time to ensure it was implemented effectively on each
site. Once this system was firmly established throughout the group,
Chris introduced the CAYGO® Digital Solution to automatically track,
address and log slip, trip and fall hazards across the 7 sites. The Furey
Smyth Group effectively took control of the risks and hazards that
they could impact in a hands-on manner, and they did this by using the
innovative SeaChange approach.

It is a legal requirement for business owners to have a safety management
system that reflects current reality, e.g. risk assessments, safety statement,
staff training. Given this fact, Dr. Paul Cummins contends that instead of
just ticking the box, a business benefits much more by going the extra
mile and investing in a solution that actually makes a tangible cultural
difference and helps the business save money over the long term. Given
existing challenges for high-footfall business with our high claims
culture, grey legal system and rising insurance costs, doing business
in Ireland will be an uphill battle for the foreseeable future. However,
there is a large percentage of accidents and consequential claims that
are absolutely avoidable. The fact that 80-95% of all accidents are
behaviour-based means that connecting with people and tapping
into their common sense can bring about immediate improvements.
Employers need to know how to achieve this, and SeaChange have
the experience, expertise and innovative solutions to help.

“SeaChange systems are best in class, but like any great system, you
get out of it what you put into it” Chris Furey, Owner Director, Furey
Smyth Group

“I knew I had to be proactive in managing risk throughout our retail
group. Safety is often treated as a box-ticking exercise and we weren’t
happy with that – we wanted to go further and bring safety to life in our
business so that our people felt accountable for their own safety and the
safety of our customers. We engaged with SeaChange, the experts in
behaviour-based safety solutions, and the rest is history” Chris Furey,
Owner Director, Furey Smyth Group
The Furey Smyth Group comprises 7 Eurospar sites that serve loyal
customers nationwide. The Furey Smyth Group pride themselves on
customer service, operational best practice and providing a best-in-class
retail experience serving communities across Ireland.

Dr. Paul Cummins, Managing Director, SeaChange Ltd.

“We always strive to be the best at what we do. We embrace innovation
and technology when it fits with our brand to offer our loyal customers
high-quality fresh food and facilities, friendly and helpful staff and an
excellent customer experience” Chris Furey, Owner Director, Furey
Smyth Group

SeaChange provide visual, interactive and practical systems that bring
safety best practice to life. A key aspect of the SeaChange approach
is their client portal which enables client sites to track their progress,
log proactive safety KPIs, trend near misses and update their safety
compliance. SeaChange don’t just provide a system and walk away; they
support clients towards improved performance and audit them annually
to measure safety culture progress. They also provide key reports and
recommendations to help clients manage their rising insurance costs.

One aspect of their best-in-class approach is ensuring that every
Eurospar within the Furey Smyth Group is a safe place to work and

42

The Furey Smyth Group have set themselves apart from the herd by
investing in safety culture systems that target the main risk factors
in high-footfall sectors through a partnership with SeaChange. The
group are always focused on continuous improvement from an
operations perspective and adopt innovative solutions that lead to
real change. Safety culture is a continuous journey that requires attention
to remain sustainable, but the Furey Smyth Group are leading the way
in the retail space and are reaping the rewards as a result in terms of
increased staff awareness, increased defensibility, reduced accidents and
significantly reduced insurance premium rates.

The effort invested by the Furey Smyth Group gained a significant
return. The group has reduced their accident and claim rates by over 75%
since partnering with SeaChange, and as a result while most retailers are
experiencing increases in their insurance premiums the Furey Smyth
Group has made considerable savings on their premium in each of the
last 2 years. The group has also successfully defended liability claims
as a result of their proactive use of the visual SeaChange system which
provides proof of key safety training and local knowledge transfer on a
routine basis.

If you would like to find out how SeaChange can help your business
improve safety culture, manage risk, reduce accidents, manage
insurance and defend claims, please get in touch. Contact Andrew on
085 861 9499 or andrew.oconnor@seachange-intl.com
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Where next for
oil prices?
As anyone working in the oils sector knows, wholesale
prices are based on the Platts market which trades
daily and with the majority of retailers on daily pricing
the impact is more or less immediate.
We sent Conor the following note and in fairness,
he acknowledged same and has agreed to meet with
the IPRA which can only be beneficial for future
commentary on the sector.
Dear Conor
I note your comment in the Independent; “If the
high crude prices are sustained at current levels we
will definitely feel it in four to five weeks’ time”.
As you are no doubt aware, the wholesale markets
move DAILY so any increase in Platt’s price today
is effective to retailers from the next day! The
market closed up over 4cpl yesterday – that
has the immediate effect of adding over 4cpl
to the retailers’ cost price – they have no
option but to pass this on in the retail price
immediately or they stand to lose money!
I don’t know where you get the idea that
it takes 4 to 5 weeks to see increases in the
wholesale market passed on to consumers but this
type of comment is both misleading to consumers’ and
makes the retail sector look as if they are profiteering –
this is not good press for forecourt retailers already struggling to make
profit on retail fuel.

September heralded a new record for Brent crude futures, the global
gauge of oil, which soared 15% to $69.02 a barrel on Monday 16th
September 2019. This was the largest-ever percentage gain for the frontmonth contract on a closing basis, according to Dow Jones Market Data
analysis of figures going back to 1988.

We have welcomed your recent inclusion of the Government duty and
VAT making up the pump price in your recent releases but please
refrain from putting messages into media about increases taking
4/5 weeks to come through as these are totally inaccurate and very
damaging to the industry.

Of course, this was on the back of that weekend’s attack on the heart of
Saudi Arabia’s oil industry and the concern that it could cause supply
shortages and pose a new threat to the global economy. However, the
spike was short lived and that same week saw global oil prices retreating
on the news that the Saudis were quickly back up to 70% production.

If you would like to meet and discuss how the market works in more
detail, please contact...

One of the key issues from this short lived ‘spike’ was how the media
and correspondents shared the news. While the potential for an uplift
in prices was obvious, the comment from the AA spokesperson, Conor
Faughnan was neither correct nor helpful! He said, “if the high crude
prices are sustained at current levels we will definitely feel it in four to
five weeks’ time”.

Looking forwards it would be nice to predict that oil prices will stay
‘stable’ for retailers and consumers alike but with the current stand-off
between the US and China on trade and technology, the saga of Brexit
and the potential dispute between the US and Iran, I don’t think that
claim is easy to make given current global conditions!
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Tackling Slip Trip and Fall in
High Footfall, High Risk Businesses
Proven to Reduce Accidents and
Resulting Claims
Drive Accountability
Instant and Accurate Reporting
Engage Staff in Routine
Housekeeping Checks
Grow Safe Behaviours
Manage Insurance Costs
Online Portal for Increased
Functionality

Contact SeaChange Sales Team Today:
Andrew O’Connor - Head of Sales
085 861 9499
andrew.oconnor@seachange-intl.com
Revisit our article in the February 2019 addition on how
Junction 14 has used CAYGO to Manage STF.
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