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N1 Buying Group

“We are excited that Howco has been invited to 
be a member of the N1 Buying Group.”

- John Gannon, Howco Inc.
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N1 Buying Group

The Car Wash 
Industry’s First 
Buying Group
The N1 Buying Group has been created to add value to its members, Distributors and Multi-Site Operators with 
5 or more locations, and Suppliers in the car wash industry.  The N1 Buying Group leverages the collective pur-
chasing power of its members to improve profitability for members and creates a platform of growth for suppliers.

The driving force in launching the N1 Buying Group was HOWCO Inc. and Autobell Car Wash. Both companies are 
well-respected leaders in the car wash industry and are also two of the founding members N1 Buying Group.  

The need for N1 Buying Group was identified by the founders and came from the fact that businesses in the car 
wash industry do not have an organization that can leverage the purchasing power of a group of operators/distrib-
utors.  There is also a need to create a forum focused on improving products and supply chain processes. The N1 
Buying Group’s goal is to address these two primary concerns.

The N1 Buying Group is the first of its kind in the car wash industry. There are no other buying groups in the car 
wash industry that focus on operators and distributors. 
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To bring purchasing efficiencies and networking opportunities 
to our members and suppliers while operating ethically and 
responsibly in all that we do.

Buying Groups are a proven model to help 
independent businesses remain indepen-
dent.  N1 Buying Group is made up of other 
independent car wash operators and distrib-
utors who want to remain independent and 
be profitable.  In today’s complex world we 
can’t do it all.  We are better together.  The 
better question would be, if you are a dis-
tributor or operator – 

“Why wouldn’t you join N1?”

Customer Base 
Gowth

Limited Suppliers per 
Product Category

Guaranteed 
Payments

O U R  M I S S I ON

W H Y  J OI N  N 1 ?
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N1 Buying Group

How it 
Works

N1 Buying Group is set up as a central billing purchasing cooperative for its 
Members. This is a “best practice” model used by most successful buying 
groups.  N1 Buying Group has and will negotiate supply agreements with some 
of the industry’s top suppliers and/or manufacturers.  These supply agree-
ments specify that the N1 Buying Group will earn rebates based on the total 
volume of purchases made by the members in exchange for recommending to 
the members that they support the supplier with their purchases.  Members 
still negotiate their own prices with these vendors and manufacturers.  Rebates 
earned by the Group are in addition to any discounts the member negotiates 
on its own.  The profit of the buying group (rebates minus operating expenses) 
are then paid out to the members proportionally as to how they were earned.  
If a member’s purchases represented 5% of the income earned, they would 
receive 5% of the rebates paid out.   

Members are asked to participate in the affairs of the Buying Group from time 
to time.  Members help qualify and select preferred suppliers through a com-
mittee process.  Members are elected to the Board of Directors to help deter-
mine strategy and set direction for the future.  Members are asked to attend 
annual meetings so they can participate in the various networking opportuni-
ties.  Members tell us they always get more out of being actively involved than 
they put in.
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Suppliers, by offering good supply programs have the opportunity to expand their customer base with access 
to distributors and operators within the N1 Buying Group that they currently are not selling to today.  Suppliers 
spend tremendous marketing dollars and energy just to get in the door to see key prospects. With the N1 Buying 
Group, suppliers can replace marketing costs with effective rebate programs that attract new members/customers 
without the additional sales and marketing costs typically associated with customer acquisition.  Rebate programs 
also incentivize existing customers to consider moving more purchases to participating suppliers.  Many business-
es will split spend between suppliers.  However, buying group members will evaluate moving as much spend to 
participating suppliers as makes sense for their business.

Grow Customer Base

N1 Buying Group uses the Central Billing system 
to improve the business process. Suppliers 
benefit from on-time payments, reduce/elim-
inate bad debt exposure, and streamline the 
invoicing and payment processes.  Today’s busi-
ness is being conducted quickly, accurately, and 
electronically.  The N1 Buying Group, by using 
the best technology solutions, positions the 
industry to move into this low-cost operating 
billing model. 

Central Billing & Efficiencies

The Supplier’s top executive team, typically, want 
to meet regularly with their key customers, but just 
don’t have the time to make all the personal calls re-
quired.  The N1 Buying Group, through its member 
functions, allow the top executive team to meet with 
all members on a regular basis.  This saves time and 
money and provides a huge value.  

Exclusive Networking & Events
Properly structured rebates will protect the street 
price of products while rewarding N1 Buying Group 
members that support the Group’s suppliers. Product 
category rebates can be structured to optimize a sup-
plier’s margin, as well as drive sales in specific product 
categories and provide a ‘kickstart’ to new product 
launches.

Rebates Protect the Street Price of 
Products

BE N E F I T S

Reduce administration efforts by negotiating the N1 
Buying Group “Rebate Deal” once on behalf of all the 
members, instead of with each customer separately.  
N1 believes pricing is best when left to the member 
and the supplier to agree upon, but rebates are ne-
gotiated once for all N1 Buying Group members.

Negotiate the Group “Rebate 
Deals” Once

Supplier
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What the N1 Buying Group...

is not... a buy and sell company for car 
washes.

is not... a company that buys car wash 
products directly from suppliers or dis-
tributes products.

is not... a marketing or financing/credit 
company for car washes.

is not... a price negotiating organization.

is... a group that facilitates the coming 
together of like-minded car wash dis-
tributors, operators and suppliers.

is... a Member-owned buying group of 
Distributors and Operator members.

is... an opportunity for regional 
distributors to compete on a national 
platform.

is... a collective group that can influ-
ence the terms to the suppliers.

is... a group for distributors to leverage 
their collective purchases through the 
group.

is... a group for suppliers to participate 
in a growth platform that reduces their 
sales and marketing costs for that 
growth.

is not...is...
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The short answer would be, “No”.  Each N1 member is an independent business and can support the approved N1 
supplier when it makes sense for their business. 

However, experience has proven that when Member Committees endorse a new supplier, members take the time 
to very seriously consider the offering from the supplier. Peer endorsement of a supplier is powerful. Current cus-
tomers within N1 also serve as very strong advocates for supplier’s products and services. 

N1 insists that each supplier gets a real opportunity to present their offering to each member by on-site visits, 
phone call or at N1 Buying Group events like our AGM (Annual General Meeting), and regional meetings. Members 
are encouraged to support N1 suppliers for the benefit of all.

Are N1 members required to support or switch to an approved N1 supplier?

FAQ

The N1 Buying Group is a 100% Member-Owned LLC.   Once the initial capital invested to launch the Group is 
repaid, the N1 Buying Group converts to a governance model where members annually receive voting shares 
based on their previous year’s purchases through the group.  The members then elect a Board of Directors that 
oversee the operations.  N1 Buying Group has entered into a long-term relationship with Buying Group Services 
America Inc. to provide operational and managerial leadership for the group.  

How is the N1 Buying Group structured?

An Administration Fee of 1.75% of the N1 supplier’s sales is collected monthly.  This Admin Fee is in recognition of 
the efficiencies of electronic central billing, reduced credit risk and the lower administrative costs of dealing with 
the N1 Buying Group centrally, versus with each individual member.  It also means that all of the supplier’s rebates 
are paid out to members.  In addition to the Admin Fee charged to suppliers, each member is required to pay an 
annual participation fee.  This annual member participation fee ensures all members have a vested interest in the 
group.

How are N1 expenses covered?

F R E Q U E N T LY  A S K E D  Q U E S T I ON S

Each N1 member is required to meet rigorous credit criteria.  In addition, a third-party Accounts Receivable In-
surance is used to greatly reduce the impact of any default.  In the rare occasions where a member defaults on 
payment, N1’s AR insurance will pay the supplier payment within 90 days.  Accounts Receivable Insurance is a 
proven risk-reducing strategy that works well with buying groups. 

N1 guarantees member payment – what happens in the case of a default?
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Confidentiality of information is important in any business, but it is 
even more so in a buying group made up of independent businesses. 
All involved, the member, the supplier and the group must commit and 
ensure all the detailed confidential aspects of the Rebates Programs 
negotiated with the Preferred Suppliers are kept strictly confidential. 

The uniqueness of supplier programs is such that the enhanced 
pricing, terms and other considerations can quickly be lost if the ‘deal’ 
is known to member competitors and non-preferred suppliers.  Many 
advantages gained through group negotiations have been lost because 
the deal has become known to the trade.  

The members participating on the Preferred Supplier Selection Com-
mittee have also committed to keeping the information that they are 
exposed to confidential as a pre-condition of serving on the Commit-
tee. Suppliers should also institute similar measures for their staff.

How confidentially are the rebate programs negotiated 
with the Group?

N1 believes that buyers and sellers know where the locally competi-
tive pricing needs to be. Therefore, the supplier shall determine 
locally competitive invoice pricing for each member at its discretion. 
The prices that are to be paid by each member for the products the 
member purchases from the supplier shall be negotiated and agreed 
upon directly between the supplier and each member.  Rebates need 
to apply to all purchases and must be seen as above and beyond any 
locally negotiated price. 

The N1 Buying Group staff will work with both the supplier and the 
member to try to ensure that they arrive at a locally competitive price.  
If, after consultation with the supplier, their prices remain locally un-
competitive, the N1 Buying Group will encourage the member to look 
elsewhere for proper supplier support. 

The N1 Buying Group does not share invoice pricing amongst 
members, and while individual members may do so, the N1 Buying 
Group does not use its data to facilitate any such comparisons.

What is N1’s invoice pricing policy or strategy?
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“For a supplier to have an open invitation to a forum 
where buyers operate with a common purpose is a 
tremendous opportunity for growth. The benefits to the 
supplier are clear…security of payment, market intelli-
gence, invitation to an expanded marketplace, and the 
reduction of sales, marketing, and travel expenses.”

- John Gannon, Howco Inc.

“In a fragmented industry like car wash, collective 
purchasing power makes sense. It is an opportunity 
for operators and distributors to have access to better 
products and innovative ideas and it’s an opportunity 
for suppliers to add value to their product lines.”

- Chuck Howard, Autobell Carwash



As a business owner or manager in the car wash industry, you 
have the opportunity to share in the benefits of a buying group 
of like-minded car wash distributors, operators, and suppliers. 
If you would like to get involved or would just like more informa-
tion, please call or email us directly.

Su
pp

lie
r

igray@N1buyinggroup.com

Direct: 519-518-3075

Inquiries

www.N1buyinggroup.com

N1 Buying Group, LLC.

1700 - 111 West Jackson Blvd.

Chicago, IL 60604 U.S.A.

C R E AT E  N E W  G R OW T H


