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O C TO B E R 2014

Welcome to WashTrends October 

We can’t resist saying a big Boo! Of course, it’s the month of 
Halloween, and while you might think goblins and witches 
are just for kids, it turns out that Halloween is good for the 
carwash industry too! We’ve been checking out the haunting 
possibilities, and we’ve discovered that Halloween is good for 
business, the community and having some fun. So don’t miss 
this month’s story on how to transform scary into positive 
marketing. 

We’re also featuring stories on new ideas for ceiling panels and 
the resilient spirit of entrepreneurs, featuring industry leader 
Joe Nance. You’ll also pick up some solid strategy in our 16 tips 
on accountability and how that can affect your business.

There’s no question that the carwash industry attracts 
innovation, and this issue offers ideas and solutions that we 
hope will impact the goals you’ve set for your business. New 
perspectives can open your mind to positive ideas trending in 
the carwash industry today. 

At WashTrends, we’re interested in sharing, learning and 
exploring all the news that’s happening in the carwash industry. 
If you have a story to share about success, strategy or a unique 
approach or product, please feel free to contact us at 410-647-
8402 or info@washtrends.com. We’d love to hear from you.

You can also check out our ongoing conversations happening all 
the time on our blog, Twitter and Facebook page.

We hope you enjoy this issue.

As always, our goal is to bring you up-to-the-minute, unbiased, 
trendsetting information that can move your business to the 
future with economic success.

Happy carwashing!

Sandy Travis Bildahl
Editor in Chief
WashTrends
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Normally the only people frightened by carwashes are those aged 3 and under. 
However, some creative business operators have found an opportunity in 
Halloween – an opportunity to provide some good, clean fun for the community 
during the bewitching holiday. A carwash provides the perfect potential of 
creepiness for a frightful Halloween display, since most have a hallway that doubles 
as a viewing area, which is a perfect setup for the macabre decor. Add some 
strobe lights, pipe in scary music or fog, and add bloodcurdling decorations and 
ghouls, and voilà! You have a “tunnel of terror” to amuse and thrill curious visitors!

John Nardini, owner of Grand Prix Car Wash in Deerfield, Illinois, sets up a Haunted 
Car Wash every year. The Shops at Deerfield Square, where Grand Prix is located, 
has a tradition of decorating for Halloween, so it was only natural for Nardini to join 
in the fun.

BY ELLEN KINSELLA

Tunnels of Terror
Carwashes See Creative Potential in Halloween

Photo courtesy of Venture Car Wash
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“Our Haunted Car Wash began our first year of operation in 1997,” he explains. “We made the 
coffin our first year, and it is one of our customers’ favorites,” Nardini states proudly. “We cover 
most of the tunnel windows with black lights so the webbing really stands out. We have old 
movies playing on the TVs, and we also have tons of motion-activated spiders and ghosts. But the 
decoration that always gets the most screams,” Nardini says, “is the giant rat in a trap that flips 
around when anyone is near it. We place it right by the cash register so it’s easy to find--and adults 
are the biggest screamers!” Nardini confesses they must get a new one each year because when 
people get so scared they stomp on it and break it. “We also put body parts in our display cases,” 
Nardini adds. “We tell people those are the remains of the customers who have complained!”

Besides having a good time, the Haunted 
Car Wash is one way for Grand Prix to 
give back to the community. “It’s just an 
added commodity for the community 
to enjoy while they are here,” explains 
Nardini, adding, “Without a strong bond 
with the community, our business would 
not be able to thrive. Halloween is fun; 
being able to put a smile on our guests is 
rewarding. Also, many kids might be too 
afraid or small to go to haunted houses, 
and by setting ours up, we give them an 
opportunity to experience it and enjoy it. 
For many kids this is their first ‘haunted’ 
experience.”

Setting up the Halloween event is a team 
effort at Grand Prix, and the whole staff 
is on board, from brainstorming to setup 
to execution. “Everything about the event 

is fun,” states Nardini. “The creativity involved adds to the fun of the event, trying to come up with 
new ideas to make it scary, yet kid-friendly. The look of enjoyment of our guests after walking 
through our Haunted Car Wash – which is free of charge to visitors – is reason alone to continue 
with our tradition.” Nardini admits the most difficult part of the event is coming up with new 
and different ideas each year so the Haunted Car Wash isn’t too repetitive from previous years. 
“For us at Grand Prix, it is very rewarding to hear from customers that we outdid ourselves,” says 
Nardini, who advises, “Any venue can be good for a Halloween theme; it just takes creativity and 
imagination.”

In Shreveport, Louisiana, Time-It Lube’s Fern Loop location is also gearing up for its annual 
Haunted Carwash at its Xpress Car Wash. Operations Manager Chase Burns confesses, “We had a 
bunch of fun and success with the Halloween carwash last year. This year we are even planning on 
extending it an extra weekend.” 

Photo courtesy of Time-It Lube

7WashTrends / October 2014



8 WashTrends / October 2014



9WashTrends / October 2014



The employees love setting up the event. Since the carwash already has limited visibility because 
of the brushes and soap, it doesn’t take a lot of additional work to make it scary. The windows are 
blacked out to make it dark inside, and the characters – who are carwash employees dressed up – 
ensure people get a “scary” ride. Company Spokesperson Anna Claire Stevens says, “It looks like a 
haunted house, and we even put in a cemetery. 

This year we’re planning to add a red tint to our carwash soap, so it looks like blood!” An added 
benefit of the venue is that from a safety perspective it’s low-risk because everyone has to stay in 
their cars with the windows rolled up. 

Although the event is a great morale booster for employees and great entertainment for visitors, 
the main impetus behind the Halloween Car Wash is to provide a family-friendly activity for the 
community. “At Time It Lube, it’s important to us to show that we care about the community, 
because we’re a part of the community. We live here and work here, so we are personally invested 
in keeping this a fun and safe place for families,” says Stevens. “They love it because it’s scary, but 
not too scary. Plus, you can stay in your car, and your car gets cleaned while you ride through.” An 
added benefit is it’s inexpensive and it’s a quick trip, so families can stop in on their way to or from 
other activities.

Photo courtesy of First Night See You Shine Haunted Car Wash
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The car wash starts here. Welcome your customers with a “wow”  
by partnering with Unitec, giving  them much more than simply  
a spot to pay. Your car wash payment entry system can create an  

experience – one that is simple, convenient and designed  
with the needs of your customers in mind.

Learn more about our products and the benefits of  
partnering with us by visiting  

www.StartwithUnitec.com.

You have one chance to  
make a first impression. 

Make it a good one, with Unitec.

7125 Troy Hill Drive, Elkridge, MD 21075  |  443.561.1200

 
Unitec’s diverse line of product 

offerings can streamline your 
operations, improve your 

efficiency and boost your bottom 
line revenue. Our payment 

entry systems are designed to 
automate the transaction process, 

while maximizing customer 
loyalty through use of innovative 

marketing tools and programs.

Products pictured left to right: C-Start, Sentinel, Portal.
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Some carwashes use the Halloween theme as an opportunity for fundraising. Venture Car Wash in 
Meridian, Mississippi, set up a Tunnel of Terror last year that raised over $5,000 for Hope Village for 
Children, a charity benefitting abused and neglected children. Venture’s Tunnel of Terror featured a 
haunted house, complete with cemetery, a hearse and volunteers dressed up like scary ghouls and 
goblins. The event was so successful that the line grew past the driveway and the conveyor had to 
be sped up to accommodate the crowd.

Venture is skipping the event this year due to ongoing renovations but plans to take it up again 
in 2015 in one or more of the Jackson locations. You can watch videos of the past two Tunnels of 
Terror at the following links: 

• 2012: http://youtu.be/2fUFZm2-WqY

• 2013: http://youtu.be/r8DHlCVlwCA

Not everyone reaps great benefits from hosting a Halloween Car Wash. Dom Previte, III, owner 
of Somerville Car Wash & Detail Center near Boston, spent lots of money and energy setting up 
a Halloween event that was not well attended. However, he has received numerous requests and 
references to photos from his past Halloween Car Washes, which have made a resurgence on 
social media sites recently. “Maybe I’ll try it again in the future,” muses Previte, speculating that 
perhaps with the rising popularity of Facebook and other sites he might be able to publicize the 
event enough so as to draw a sizable crowd. 

We wish our readers a Happy Halloween and hope you enjoy the tunnels of terror. But visitors 
beware: Many enter but only some come out, mu-waaa-hahaha!

Grand Prix Car Wash

Grand Prix Car Wash

Grand Prix Car Wash

See You Shine Car Wash
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Protecting Your 
“A” Factor: 

16 Accountability 
Killers to Avoid
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Are you accountable? If you’re like most people, your answer to that question is an 
automatic “Yes” or maybe even an indignant “Of course, why are you even asking me?” 
After all, you don’t believe that you’re above the law or lie about your behavior like 
Toronto Mayor Rob Ford. And you’re no Anthony Weiner (or is that Carlos Danger?), 
either: You don’t move heaven and earth to shift the blame when you’re clearly the one at 
fault. And you’re not like Sarah, your reliably unreliable coworker, who is chronically late 
and always full of convenient excuses. 

But are you truly in the clear? Probably not. Most of us are guilty of small behaviors that 
crack our accountability façade and hurt us, both personally and professionally, far more 
than we realize. 

We know from the Lance Armstrongs, Jerry Sanduskys, and Bernie Madoffs of the world 
what accountability absolutely isn’t. But rarely do we stop to examine what accountability 
is in action. That’s why it’s so easy for little behaviors—“accountability killers,” if you will—
to worm their way unnoticed into our lives.

BY JULIE MILLER & BRIAN BEDFORD

It’s easy to assume that you’re an accountable 

person if you don’t tell outrageous lies and 

generally follow through on your commitments. 

But even small lapses can affect the way others 

see you. Here, we list 16 common ‘accountability 

killers’ you might otherwise be tempted to overlook.“
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9 Maximize your properties revenue potential with our 
site layout engineering team that creates over 13,000 
site-specific drawings each year for many of the most 
profitable car washes on the planet.

9 Eliminate  costly project delays with as many as 50 
pages of mechanical drawings, free of charge, with 
every equipment purchase backed by a company 
with Dun & Bradstreet’s highest rating since 1997.

9 Protect your investment with Sonny’s retrofit-able 
Foundation Frame architecture.  You’re able to mount 
additional components to increase wash throughput 
and retrofit new technologies as your site matures.

9 Grow your business with new training, technology, 
and equipment innovations engineered to adapt 
to your existing Sonny’s tunnel and ensure your 
competitive advantage for generations to come.

Sure, our equipment is reliable, easy to 
maintain, and affordable, but that’s only a 
small part of why Sonny’s is the bestselling 
conveyorized car wash equipment in the 
world.  When you choose Sonny’s, you’re 
getting a partner that has been washing 
cars since 1949 with the hands-on operating 
experience to guide you every step of the way.

www.SonnysDirect.com | 800-327-8723
We make car washing easy!

The Tunnel Experts TM

Thank You for Making SONNY’S the Largest Manufacturer of Conveyorized Car Wash Equipment In The World!

YOU 
CAN’T
FAKE
EXPERIENCE.

Sonny’s Car Wash Massachusetts, 1956

The thing about SONNY’S is that they’re not just car 
wash manufacturer’s; they’re car wash operators and 
owners, they’ve been in it for over 60 years. They 
manufacture equipment that they know works, 
they sell you equipment to be successful!
Jack Barrett
Owner  
Superwash Express Car Wash
Port Orange, FL

Testimonial

Call today to claim your free site evaluation. Whether you’d like to evaluate how a 
component upgrade could improve customer satisfaction, or run a complete proforma 
to retrofit your site to a different wash format, we’ll show you your potential, with 3D 
renderings you can take to the bank.

You be the judge!
FREE Site Evaluation

Designed Here. Built Here. Backed Here.™
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Often, we’re critical of these behaviors when we see them displayed by other people, 
but we give ourselves a pass when we’re the ones engaging in them. We tell ourselves, 
It’s just a one-time thing--I don’t usually act like this. But that just doesn’t hold water. No 
matter how often it does or doesn’t happen, failing to act accountably can damage your 
reputation, your relationships, your career opportunities, and more. 

In our new book, Culture Without Accountability—WTF? What’s the Fix?, we examine what 
can happen when businesses, teams, families and individuals shirk accountability. The 
book is full of real-life stories of what accountability looks like and what can go wrong 
in its absence. It offers a proven process for installing an accountability-based culture, a 
platform for success in business and in everyday life.

Here, in no particular order, we share a list of our personal pet-peeve “accountability 
killers”:

Showing up late. Sure, there are legitimate reasons why even the most responsible 
person might be running late: a fender bender, a sick child, an unfortunate coffee spill, to 
name just a few. And yes, everybody gets a pass on this one from time to time when life’s 
curveballs happen. But if it happens again and again, you’ve got a problem.

If tardiness is a habit—if others expect it from you rather than being surprised by it—you’re 
not being accountable. In effect, what you’re saying is, “I don’t value your time. I believe 
I’m more important than you”—or at the very least, “It’s not important to me to honor the 
agreement we made.”

Saying you’ll do it—and then not doing it. Again, sometimes “life” happens. 
If an unforeseen accident or crisis derails your best intentions, most folks are likely to 
understand. But if you fail to meet your commitments more than once or twice, you lack 
accountability. If you find yourself constantly making excuses, asking for more time, or 
expecting others to understand why you “just didn’t get around to it,” it’s time to make a 
change. Either start pushing yourself harder or stop making promises you can’t keep.

Being offended by the truth. When someone calls you out—for dropping the ball, 
for behaving badly, etc.—how do you react? If you’re indignant or offended instead of 
accepting that the other person has made a valid observation, you’ve just killed your 
accountability. Denying or just having a bad attitude about what’s obviously true will 
cause your credibility and trustworthiness to take a significant hit.

Covering up mistakes. The fact that others don’t know about a slip-up doesn’t mean 
it didn’t happen. If nothing else, your accountability will suffer in your own eyes. You also 
run the risk of setting a bad precedent for yourself. The next time something comes up, 
you’ll think, Well, last time this happened I just shredded the document, or, I’ll just delete 
the customer’s email again. No one noticed before. 
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Do this sort of thing enough times and the tendency to cover up becomes a habit. You get 
away with it so you start to think it’s okay. But if your actions do come to light, your public 
reputation will take two hits: one for the original mistake and one for trying to hide it.

Blaming others. The so-called “blame game” is one in which nobody wins—least of all 
the person pointing the finger. Even if the fault lies with someone else, part of being an 
accountable person means doing your best to offer solutions in addition to pointing out 
problems. And if the blame does lie with you, it’s dishonest and reprehensible to attempt 
to shift it to someone else. 

Always own up to your mistakes. And keep in mind that you’re still participating in the 
blame game, albeit passively, by keeping your mouth shut when you’ve acted wrongly. 
Even if you experience unpleasant short-term consequences, you’ll build an overall 
reputation for integrity when you “fess up” to your mistakes.

Asking others to cover for you. “I have to leave a little early to run errands—will you 
just tell the boss I wasn’t feeling well if she asks?” Or, “I’m going to bail on John’s party but 
I don’t want to hear him whine about the fact that I won’t be coming. Just let him know 
something came up, all right?” Yes, these scenarios sound familiar to most of us. But that 
doesn’t mean that asking someone to deflect blame, conflict or questions from you is 
acceptable. 

What makes you worthy of shirking responsibility when everyone else on earth has to face 
the music? When you behave this way, you bring the “coverer” down with you, down to 
your low level of honesty, which damages both of you. And if you get mad when the other 
person refuses to cover for you, you’ve degraded your accountability even further.

Doing the bare minimum. Is your M.O. to do just enough to get by and then hope 
no one calls you on it? Do you ever withhold information or shoot down ideas that could 
make a project better because it will require you to do more work? 

If so, not only are you preventing yourself from giving and doing your best, but you’re also 
making yourself look bad in the eyes of others. Trust me, you aren’t getting away with 
anything. People are noticing your laziness, and it will affect your reputation, which can 
lead to very negative consequences in your professional life.

Not offering an explanation for bad behavior… I admitted I was wrong—do I 
have to get into the nitty-gritty details of why? you ask. Well, yes. Acknowledging that the 
fault was yours is the first step—but only the first step. If you don’t truthfully explain why 
you acted as you did, others might still question your motivation, judgment, etc. You may 
still be viewed as lacking accountability.
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…or trying to justify it with a bad one. There are a lot of adult versions of “The 
dog ate my homework.” But usually our peers can see through them. You don’t do yourself 
any favors when you try to talk yourself out of taking responsibility. It just makes you seem 
as though you believe you are above the law.

Ignoring others’ bad behavior. Remember that time when one of your peers 
was throwing his weight around and bullying one of his employees? Not wanting to get 
involved in the drama, you took the “none of my business” approach to dealing with the 
problem. You chose not to speak up about the guy’s bad behavior to keep yourself out of 
the line of fire. 

Here’s a reality check. Ignoring someone else’s bad behavior is just as bad as committing 
the act yourself. When people see you ignoring these problems, especially when you’re 
in a position to do something about them, they think you’re approving the bad behavior. 
They assume you’re the same kind of person as the manager yelling at his employees. 
Don’t be guilty by association. Speak up and show that you value fairness and respect.

Communicating in an immature manner. Gossiping at the water cooler. Sniping 
at your spouse instead of having a mature discussion. Making jokes at your brother’s 
expense. Giving a friend the silent treatment without explaining why. Making faces behind 
the boss’s back. The secretive nature of such communications is what makes them 
immature—after all, adults confront problems head-on—and indulging in it really eats away 
at your accountability. 

Always strive to be honest and up-front. At best, immature communication fails to 
produce useful results. And much more often, it causes others’ opinion of your character 
to drop. 

Failing to take—or give—feedback. When you can’t or won’t take feedback, you 
communicate to others that you aren’t interested in improving your performance. That’s 
pretty obvious. But there are also accountability implications associated with being 
unwilling to give feedback—it shows that you’re concerned with only your piece of the 
puzzle instead of the big picture.

If you sit back and hope that someone else talks to the team member who’s bringing the 
whole project down, for instance, you’ve forfeited your right to complain when the finished 
product fails to meet expectations. The same thing goes for complaining about a decision 
after failing to offer your thoughts and insights while it was being made.
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Expecting an “A” for effort. Accountability isn’t about following orders. It’s about 
meeting expectations. If you ever find yourself using the “I did what you said!” excuse, 
know that you’re killing your accountability. Expecting to be praised for doing what 
you were told to do even though the end result completely misses the mark won’t win 
you many friends in your professional or personal life. You have the responsibility to 
speak up when you know or suspect that something isn’t right or won’t end up meeting 
expectations. 

Forcing others to remind you to act. A colleague sends you several emails 
prompting you for the feedback you promised. Your spouse is constantly asking when 
you’ll fix the leaky faucet you said you’d take care of. A friend sheepishly reminds you that 
you owe her money for several meals she covered. Every other day, your boss has to tell 
you to act as though serving customers is a privilege, not a chore.

Whenever you force someone else to remind you of an obligation you’re fully aware of, 
you’re springing a leak in your accountability account.

%HLQJ�D�YLFWLP�LQVWHDG�RI�D�VROXWLRQ�ĆQGHU. Sometimes, the bad things that 
happen to you really aren’t your fault. You couldn’t have foreseen the fact that last night’s 
storm would cause a tree limb to fall on your car. You didn’t cause the economy to wreak 
havoc on your retirement account. And you certainly didn’t intend to catch that nasty flu. 
But guess what? The way you choose to handle these situations can still add to or detract 
from your accountability.

If you didn’t grumble, gripe and complain sometimes, you wouldn’t be human. But after 
you’ve vented your feelings, do what you can to find a solution and move forward. You 
can either be known as a problem tackler or a problem wallower—the choice is yours. I 
recommend choosing the former, which shows resilience and maturity. Let others see that 
you’re willing to take responsibility, even when a problem wasn’t your fault.

+DYLQJ�D�êPH�ĆUVWë�DWWLWXGH. During a night out, Bob zips into the last parking 
space at a crowded restaurant, conveniently “not noticing” that another driver had been 
waiting on it. After the meal, he sees that he was undercharged, but decides to simply 
consider the appetizer that didn’t make it onto the bill a windfall. On the way home, Bob 
encounters a car trying to merge onto the freeway, but speeds up instead of letting the 
other driver into his lane. 

Yes, Bob sounds like quite a jerk. But the truth is, most of us have been Bob at one point 
or another. Having a “me-first” attitude, especially when it means hurting or willfully 
inconveniencing someone else, hurts your accountability because you’re showing yourself 
to be inconsiderate, selfish, and maybe even dishonest.
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About the Authors:

In 2001, drawing on their respective years of experience in senior global leadership at 
Motorola, Julie Miller and Brian Bedford joined forces to establish MillerBedford Executive 
Solutions. MillerBedford helps businesses and organizations improve strategy, culture and 
leadership while addressing issues that limit success. And their clients actually have fun in 
the process!

For more information, please visit www.millerbedford.com.

About the Book:

Culture Without Accountability—WTF? What’s the Fix? (Criffel Publishing, 2013, ISBN: 978-
0-989-84692-9, www.millerbedford.com) is available from major online booksellers.
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800.999.7235
www.NACHEMICAL.com

20% off
first

order!
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PRACTICAL TREND: 
A New Solution for a Cleaner, Neater Wash Tunnel
Octaform listens to their clients
BY BRENDA GRAVELY

Photo courtesy of Sparkle showing 
interior with black ceiling panels
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Octaform Creates Innovative Product for 

their Clients

Looking for new solutions to improve your 
carwash? Maybe “black” ceiling panels from 
Octaform is the new fashion statement for 
your carwash. Carwash owners are always 
looking for ways to increase their profits. 
Creating a more welcoming environment is 
definitely one way of doing just that. And, 
of course, protecting and preserving your 
current investment is always important. Long-
term performance should be part of a good 
business plan.

Innovative Idea Came From Carwash 

Services of the Southeast

Zeev Josman of Carwash Services of the Southeast was instrumental in introducing 
the use of “black” ceilings for the construction or remodeling of wash tunnels. During 
a carwash remodeling job, Josman made the decision to paint the ceiling of the tunnel 
black because he liked the look and he saw the practicality behind this idea—it would 
make it much easier to keep the ceiling clean. Carwash owners know all too well how 
easily ceilings collect grime produced by brushes and rollers. Realizing that black 
ceilings would definitely present a cleaner, neater appearance to a wash tunnel, Josman 
approached Octaform and requested they start offering black ceiling panels to their 
customers. The ideas has really taken off.

Octaform Responds to Customer Requests for Better Protection for Walls and Ceilings

Upkeep is a thing of the past with the Quick Liner System (http://www.octaform.com/
products/quick-liner/) introduced by Octaform in 2013. The interlocking wall and ceiling 
panels fasten to existing structures, transforming dark, dingy surfaces into a clean and 
bright environment that is resistant to moisture, corrosion and dirt. This wall forming 
system is water tight, making it impossible for water and wash chemicals to compromise 
the integrity of concrete construction. And the system assembles quickly without 
specialized labor or heavy equipment.

“Early indications show that the black ceiling panel is finding excellent acceptance by 
early adapters,” says Octaform’s president, Dave Richardson. “As with any new product, 
there will be those who will embrace the new innovation and those who will wait and 
see. Once they realize the benefits, the uptake will be much faster. The black panels are 
most applicable to rotating soft washes that routinely flip dirt up on the ceiling of the 
tunnel, making it a challenging task to keep the ceiling clean. All our customers who have 
installed the black panels are extremely happy with the result.”

Sparkle Express Carwash Chose Black Ceiling Panels

“We chose Octaform panels for our newest location,” said Lee Richardson, owner of five 
Sparkle Express Carwashes in Georgia and South Carolina. “We had worked with their 
regional manager, Steve Ehrenpreis, in the past and appreciated not only his product but 
the level of customer service that he and Octaform provide.” 

Photo courtesy of Octaform
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john bildahl
410.991.3580

jbildahl@aol.com
bildahlphotography.com

facebook: john bildahl
CARS • CARWASH PROFILES •  PORTRAITS • EVENTS

John Bildahl Photography

“We chose to use white panels on the walls and black on the ceiling because we have a 
top brush in our tunnel. Any operator will agree that a top brush makes a white ceiling 
an eyesore as a result of the dirt and chemicals slinging off the brush onto the ceiling,” 
continued Richardson. “We also have colored LED lights throughout our tunnel on several 
pieces of equipment, and the lights show up great against the black ceiling. Customers 
really like our bright tunnel!”

“I cannot speak for other operators,” Richardson commented, “but every tunnel we 
build from this point forward will have the black ceiling and white wall configuration. 
These panels can really extend the life of a carwash, and we especially like how this 
configuration cuts down on clean-up time.”

Octaform is Product Partner for Atlanta Area Construction Company 

The Arbor Companies, headquartered near Atlanta in Acworth, Georgia, is a design-build 
contractor specializing in designing and building express tunnel car washes throughout 
the Southeast. “We have specified and installed all types of liner panels in car wash 
tunnels over the years,” says Craig Condra of Arbor Companies. “In trying to give our 
customers the best end product at the best price, we made the decision to use Octaform 
because of its value, durability, innovation and ease of installation. The new Octaform 
black ceiling panels is a prime example of Octaform’s forward thinking. The black panels 
help hide dirt on the ceiling and enhance the new LED equipment lighting innovations. We 
understand we have a long-term relationship when we build for our customers, so we use 
products that are both innovative and that will stand up to the test of time. That is why 
Octaform is one of our product partners.”
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The map for success is not a flat piece 
of paper. It is more like an app that gets 
updated every time the entrepreneur makes 
a decision--like the auto-voice that says 
“recalculating.”

Entrepreneurs are resilient. They often 
set out with a map for success, but as 
the journey progresses life happens and 
the map changes. Entrepreneurs make 
adjustments and keep going. Joe Nance 
is that type of entrepreneur. He started his 
carwash career while he was still in college. 
After 14 years, he went out on his own 
with Nanco Services. He also invested in 

real estate and carwashes as Nance 
Properties. 

The amount of time and energy that 
it takes to run two thriving businesses 
means that an entrepreneur has to 

make choices. Nance chose to downsize his 
life after the birth of his son. He sold Nanco 

Services and signed a five-year noncompete contract. He sold his house, his plane, his boat and his 
car. He wanted to spend more time with his child and less time on the road. As Nance says, “Life is 
simpler and life is better.” 

Joe Nance started at AUTEC while he was in college. During his 14 years there he learned the 
ins and outs of the carwash business from the CEO, Tom Hobby. “AUTEC’s facility encompasses 
marketing, research and development, engineering and drafting, welding and metal fabrication, 
paint and surface preparation, electrical, assembly, technical service and a complete chemical 
blending, formulating and packaging operation.” (www.autec-carwash.com). He learned everything 
one could possibly learn about the business.

An Entrepreneurial 
Road Map:

Joe Nance 
Took an Interesting Route

BY LUCIA REGAN

Courtesy of Nance Properties
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This depth of experience led Joe 
to form Nanco Services in 1995, 
a “one-stop” distributorship for 
carwash owners using AUTEC 
equipment and materials. Nanco 
Services provided just about 
everything for the petroleum 
marketers/convenience 
store operations, franchised 
automobile dealerships, retail 
carwash operators and the 
investor market. Nanco Services 
was a one-source vendor for 
owners. Owners like the ease 
and convenience of making one 
telephone call for all of their 
carwash needs. The company 
received an “end of the month 
fee,” a percentage of each car 
washed. If they were busy and 

everything was running smoothly, Nanco Services would make money. And it did. This “end-of-
month fee” was pioneered by Tom Hobby. Nance found that it worked very well with his clients as 
well.

Nance built the company to 30 employees providing building designs, construction services, 
equipment installation, chemicals and maintenance services. At the time he had 12 service and 
maintenance employees on the road constantly. 

He also purchased properties in Swansboro, North Carolina, and formed Nance Properties, where 
he owns and operates 12 carwashes and two Valvoline locations.

After years of operating both companies, he sold Nanco Services in 2008 and signed a five-
year noncompete agreement. Why? Every entrepreneur has to have an exit strategy. Some are 
precipitated by life events. “I had all the stuff and I had my first child at 47. [I] didn’t want to spend 
the first five years of his life on the road,” Nance explained. He divested himself of all the “stuff” – 
the house on the water, the airplane, the boat, the expensive automobile. It was a major downsizing. 

Nance still owns Nance Properties--12 carwashes and two Valvoline locations, which keeps him 
quite busy. In 2013, after the noncompete agreement with the buyer of Nanco Services ended, 
Nance opened Greenwater Inc., a carwash equipment and supply distribution company. While not 
as big as Nanco Services, Greenwater Inc. and Nance Properties keep him on the go. 

Courtesy of Nance Properties
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HAMILTON TRANSACTION KIOSK
ADVANCED TECHNOLOGY. 
RUGGED CONSTRUCTION.

Hamilton Manufacturing has been in 
business since 1921 and in the Car Wash 
Industry for over 30 years. We are recognized 
as an industry leader in the development, 
manufacturing, and support of automated 
point-of-sale transaction systems; Data Access 
Networks, and token/change machines.  
Hamilton products are designed and built to 
improve customer convenience and loyalty, 
while offering contemporary technology, and 
durability. 

PROUDLY MADE IN THE U.S.A.

For more information about our full line of  
carwash products, visit us online or call:

888.723.4858
hamiltonmfg.com 

Hamilton Transaction Kiosk (HTK)
The Hamilton Transaction Kiosk (HTK) is the next generation of point-of-sale transaction 
systems offering convenience, security and increased marketing capabilities in one machine.  The 
HTK offers access via the Internet to view and print audit reports, clear soft errors, change prices 
and display messages.  Added security features such as a high security door, password protection, 
heavy duty interior and exterior locks, a security camera and a separate locked chamber offer 
unattended car wash owners peace of mind. The brilliant display on the HTK is ideal for 
promoting other areas of the car wash owners business and allows for promotional messages and 
custom graphics as well as video capabilities.  The HTK’s features can be customized to meet the 
individual needs of car wash owners.  Available features include touch screen, bar code reader, 
custom graphics, voice and videos and a dual bill dispenser.  

Contact – For more information or to request a quote, contact Hamilton Manufacturing Corp. 
directly at (888)723-4858, or visit us online at www.hamiltonmfg.com.
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How does Joe find time in the day to get it all done? “It is a function of having the right people 
in the right place and let them do their job without micro-managing.” It also helps to hire retired 
military personnel. “They have a tremendous background in structured work,” he explains. “Most 
are retired Marines. They are job oriented, not clock oriented.” Nance Properties and Greenwater 
Inc. is based in Central and Eastern North Carolina, close to Camp Lejeune and Pope Air Force 
Base. Nance explains, “We target that kind of employee and [then when we need to hire more 
employees] they network with their comrades.” 

He says that the company has “very little turnover because you pay to the qualifications. You pay a 
little more because they get up to speed fast and there is good camaraderie with employees with 
the same background.” Since 1996 he has hired retired military; this is “something that has evolved” 
as he recognized the unique camaraderie of those with military backgrounds.

Asked about his book, Murder by Suicide, which is listed on his LinkedIn page, he said that he had 
gone through a period of isolation that he felt he needed to write. When friends read his poems, 
they urged him to publish the book. It was a dark time, Joe says. “What got me through it was a 
faith in God. Now every day is a new challenge…. Life is simple and life is better.” 

The road is never wide open on the way to success. The map is always recalculating, but an 
entrepreneur keeps going and always adjusts. When he went through all of the upheaval in his life, 
a mentor said to him, “You can lose things, but it doesn’t take away your ability to make money.”

Courtesy of Nance Properties
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watch video

SELF-SERVE UNDERBODY SYSTEM
 Looking for an easy way to increase 

your customers time in the self serve 

bay? The Self-Serve Underbody System 

provides a simple, fast and easy way to 

add a unique service option to your car 

wash.

Features include:

  Compatible with all self-serve car wash equipment

  Easily adapts to any existing high pressure pump 

  Controlled by the rotary switch on any existing meter box

 � 3UH�ZLUHG�DQG�SUH�SOXPEHG�IRU�HDV\�¿HOG�LQVWDOODWLRQ

 An Elite Pro™ is an industry leading self-serve system 

sure to attract more customers and produce cleaner 

vehicles from your car wash business. Consumers feel 

more value and enjoy better cleaning power as a result 

of the Elite system’s Advanced Product Delivery, 
which gives car wash operators the ability to 

customize the delivery pressure for all functions. 

2WKHU�EHQH¿WV�LQFOXGH�

800-528-5733
w w w . h y d r o s p r a y . c o m

c o n t a c t   u s 

TODAY

Equipment that adds value!

Standard Functions Include: 
Rinse, Soap, Wax, Pre-Soak, Wheel 

& Tire, Foam Brush, Spot Free, Foam 

Polish & Extra Service9
  Integrated System Design

  Industry Standard Parts

  Multi-Pressure Delivery, 0 – 1500 PSI

  Quick Purge Functionality

  Maintenance Friendly

 � ��±���%D\�&RQ¿JXUDWLRQV
  Pump Options: CAT, GP & Arimitsu

 � ��+3�(I¿FLHQW�0RWRUV
  1 Year Warranty, 90 Day Labor 

  (Subject to Terms & Conditions)

MORE REVENUE!
Add a New Service & Generate

Plug & Play
Installation

Easy
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Patent # - 7,764,194

866-301-CCTV
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Carwash Words is a weekly blog, with 
a new post each weekend. Posts are 
written by an array of carwash industry 
folks on carwash related topics of their 
own choosing. It is my observation 
that innovation in the carwash industry 
springs from individual hard work and 
flashes of genius, coupled with a healthy 
competitive environment. 

The trends don’t trickle down from a few 
people at the top. On the contrary, they 
seem to percolate up from the bottom. In 
my opinion, that is why a magazine like 
WashTrends is important to the industry. 
Somebody needs to keep an eye on what 
is driving change and report it throughout 
the industry. 

BY PAT TROY, PUBLISHER OF WASHTRENDS

A Weekly Blog Posting from WashTrends and the Industry Leaders 
From the WashTrends.com website

BLOG

To come...

OCTOBER

• Car Washing in the Desert
 by Nithin Mathew
• Working at the Carwash: Is the Customer Always Right?
 by Deandre Simms
• 3 Things To Do with Social Media at Your Next Carwash Tradeshow
 by Tim Patterson

SEPTEMBER
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 LustraFoam with Carnauba Wax gives you the 
opportunity to upsell and experience the technology 
DQG�EHQHÀ�WV�WKDW�WKH�8OWUDÁ�H[�V\VWHP�RI�SURGXFWV�DQG�
equipment provides. 
 Call Lustra today to have your customers start 
H[SHULHQFLQJ� WKH� EHQHILWV� WKDW� /XVWUD)RDP� ZLWK�
Carnauba Wax provides. ®

Div of        

800-225-2231  www.LustraBear.com

ONE Product
CAN INCREASE YOUR PROFITABILITY

Long-lasting Shine  Surface Protectant
Pleasing Unique Scent  Ability to Add Color

with

Pleasing Unique Scent 

Click the QR code to 
see LustraFoam® with 
Carnauba Wax being 
applied.
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Buyers GuideBuyers Guide

AMERICAN GARAGE DOOR SUPPLY, INC.
1225 Industrial Park Dr SE
Bemidji MN 56601
kevin@americandoorsupply.com
http://www.carwashdoors.com

American Garage Door Supply Inc. designs and 
manufactures door, operator and radiant heater 
WYVK\J[Z�ZWLJPÄJHSS`�MVY�JHY^HZOLZ��4HU\MHJ[\YLK�
products include the Survivor Polycarbonate Carwash 
Doors, Supralift and NuMax Air-Powered Operators, 
Stainless Steel Track & Hardware, Magnum SP 
Rollers, Daystar Stainless Steel Infrared Heaters, and 
products designed for maximum performance in tough 
conditions. Complete line of universal and brand name 
replacement products for renovation or repair.

ARIMITSU PUMPS
700 McKinley St., NW
Anoka, MN 55303
(763) 205-8341 (phone)
(763) 433-0404 (fax)
greg@arimitsupumps.com
www.arimitsupumps.com
Product List: Arimitsu Pumps

Since 1923, Arimitsu Pumps has been providing 
[OLZL�J\Z[VTLY�YLJVNUPaLK�ILULÄ[Z!�8\PL[�:PTWSL�
8\HSP[ �̀�7YV]LU�OPNO�LѝJPLUJ`�HUK�YLSPHIPSP[ �̀�(YPTP[Z\�
delivers lower cost of ownership. Learn why more 
owners and operators now specify Arimitsu Pumps 
on their new or existing equipment while migrating 
away from old and costly habits.

BLENDCO SYSTEMS, LLC
1 Pearl Buck Court
Bristol, PA 19007
(215) 781-3600 (phone)
(215) 781-3601 (fax)
kswope@blendco.com
http://www.blendco.com
Product List: SuperSat Custom Detergent Systems, 
Red Rhino Waxes and Dressings, Two Clean, 
Durashield Total Car Protectant, Tunnel Vision, Total 
Tunnel, Diamond Magic Tire Shine, NEW Cool Dry, 
NEW SuperSat 700 Plus

Blendco Systems, LLC manufactures and supplies 
a full line of transportation cleaning products, 
including formulated powders, liquids, SuperSat 
Custom Detergent Systems and Red Rhino waxes 
and dressings. Blendco has been providing the 
transportation cleaning industry with innovative 
detergent solutions for more than 30 years. At 
Blendco, we\’re dedicated to providing you with the 
very best in car wash products to take you where 
you want to go- putting out cleaner cars faster and 
easier and improving your bottom line.

CARWASH SOLUTIONS
23 East First Street, SE
Leesburg, VA 20175
(571) 220-6997 (phone)
(703) 777-7994 (fax)
tighegillis@carwashsolutions.net
www.carwashsolutions.net
Product List: Belanger equipment-Belanger 
manufactures the following well known brands: 
Vector™, Freestyler™, Enduro Class 60™, Pro Class 
100™, insta-Kleen™, Duratrans™, DuraShiner™ and 
8\PJR-PYL�
Carwash Solutions is a service-driven company with 
customers in Virginia, Maryland, Washington DC, North 
Carolina, South Carolina parts of West Virginia and 
Pennsylvania. Our customers are car wash retailers, gas 
station operators and auto dealers. Carwash Solutions 
proudly sells Belanger equipment. In addition to our 
WYVK\J[Z��^L�HSZV�VќLY�[OL�MVSSV^PUN�]HS\L�HKKLK�
ZLY]PJLZ�[V�PUJS\KL!�ZP[L�L]HS\H[PVU��ZP[L�KLZPNU��ÄUHUJPHS�
consultation, engineering support, project management, 
installation expertise, sales training, service training, and 
marketing support. We look forward to earning your 
business!

CLEAN EDGE CO.
3121 Wilmarco Drive
Baltimore, MD 21223
(443) 524-0864 (phone)
1-800-982-2436 (toll-free)
info@cleanedgeco.com
www.cleanedgeco.com
Products List: “CleanGreen” earth friendly 
products,”Clean-Concentrate” super concentrates, 
9LÄSSHISL�JVU[HPULYZ��LSPTPUH[LZ�KY\T�KPZWVZHS�HUK�JVZ[�
of 55 gallon drums, “Safe-Acid” wheel cleaners (non hF 
formula)

Clean Edge is a custom blender of car wash chemicals. 
>L�^PSS�KLZPNU�WYVK\J[Z�[V�TLL[�`V\Y�ZWLJPÄJ�JOLTPJHS�
needs. We Service Belanger and many other major 
brands of equipment. Our service department is open 7 
days a week.

DIAMONDSHINE
1340 East 289th Street
>PJRSPќL��6/���� �
(440) 585-1100 (phone)
(440) 585-1195 (fax)
customerservice@diamondshine.com
www.diamondshine.com
Product List: Green&Clean, WeatherGuard, Black 
Diamond, Vividplus, Sensations, Assault, GrimeBuster, 
Cleantech, Foamtech, Fast Break X55, Bead Up, 
Premium, Wheel Guard, Blitz, Infusions

+PHTVUK�:OPUL�0UJ���OLHKX\HY[LYLK�PU�>PJRSPќL��6OPV��
is a family-owned business manufacturing quality 
chemical solutions for more than six decades. Products 
are manufactured and distributed globally from its 
106,000 sq.ft. facility, allowing for sustained growth 
now and into the future. Diamond Shine has built its 
reputation on long-term relationships and customer 
satisfaction and prides itself on providing cutting-edge 
JOLTPZ[Y`�HUK�JVZ[�LѝJPLU[�ZVS\[PVUZ��+PHTVUK�:OPUL�
VќLYZ�WYLTPLY�ZLY]PJL�HUK�THYRL[PUN�Z\WWVY[�[OYV\NO�H�
team of distributors and representatives committed to 
helping operators achieve product performance, cost 
LќLJ[P]LULZZ��HUK�WYVÄ[HIPSP[ �̀

DRB SYSTEMS, INC.
3245 Pickle Road
Akron, OH 44312
(800) 336-6338 (phone)
(330) 645-2299 (fax)
info@drbsystems.com
www.drbsystems.com
Product List: POS Systems, Self Pay Terminals, Tunnel 
Controller, RFID

Computer solutions for the car wash and quick lube 
industry. Our point-of-sale cash register system tracks 
your sales and labor as well as connects to your tunnel 
controller. We provide strong marketing solutions like 
loyalty promotion, customer tracking, ticket book control 
and prepaid cards. Our popular products include 
SiteWatch®, TunnelWatch®, Portable Touch Terminal, 
Xpress Pay Terminal®, FastPass®, and the Automatic 
Recharge Module®.

DULTMEIER SALES
13808 Industrial Rd.
Omaha, NE 68137
(800) 228-9666, (800) 553-6975 (phone)
(402) 333-5546, (563) 386-5448 (fax)
dultmeier@dultmeier.com
www.dultmeier.com

Dultmeier Sales has been supplying and manufacturing 
equipment and supplies for the carwash industry 
since 1982. Bill and coin meters, triple foam systems, 
pumping stations, foam brush, spot-free rinse systems 
and pressure washers are just a few of our product 
VќLYPUNZ��+\S[TLPLY�HSZV�YLWYLZLU[Z�V]LY�����WYVK\J[�
lines and manufacturers. With two warehouses and over 
a million items in stock, we can easily meet your supply, 
parts and equipment needs. Give us a try!!

EXTRUTECH PLASTICS, INC.
5902 West Custer Street
Manitowoc, WI 54220
(888) 818-0118 (phone)
(920) 684-4344 (fax)
info@epiplastics.com
www.epiplastics.com
Product List: P2400 Wall Panel, P1300 Ceiling Panel, 
Colored Panels, Corrosion-proof PVC Doors

Extrutech Wall and Ceiling Panels create a bright, 
clean, inviting experience for your customers. For use 
in self-serves, automatics, tunnels and perfect for new 
VY�YLM\YIPZOLK�JVUZ[Y\J[PVU��7HULSZ�HYL�H]HPSHISL�PU���ґ�
HUK���ґ�^PK[OZ��HUK�J\[�[V�[OL�PUJO�MYVT�SLUN[OZ���[V����
feet. Install quickly with no exposed fasteners, providing 
a smooth easy to clean surface. Come with a ten year 
^HYYHU[`�HUK�*SHZZ�(�ZTVRL�HUK�ÅHTL�YH[PUN�
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Arimitsu 313
Upgrade From All Brands

�� 0AHB�0ANRA�=J@�0EJCHA�$QJ�-NAL
�� -+�������)ABP�Ġ=O�LE?PQNA@

�� -+�������/ECDP

Self Serve

���

���

Dual Gun Prep

���

Why to ask for Arimitsu Pumps:

0EJ?A�������NEIEPOQ�-QILO�D=O�>AAJ�LNKRE@EJC�PDAOA�?QOPKIAN�NA?KCJEVA@�>AJAłPO��
-NKRAJ�DECD�ABł?EAJ?U�=J@�NAHE=>EHEPU�@AHERAN�HKSAN�?KOPO�KB�KSJANODEL��
)A=NJ�SDU�IKNA�JKS�OLA?EBU��NEIEPOQ�-QILO�KJ�PDAEN�JAS�KN�ATEOPEJC�AMQELIAJP�=J@�=NA�
IECN=PEJC�=S=U�BNKI�KH@�=J@�?KOPHU�D=>EPO��

arimitsupumps.com  l  763.205.8341  l  greg@arimitsupumps.com

Upgrade Now

"JFKU� PDA� >AJAłPO� KB� =� MQEAPAN� =J@� IKNA�
ABł?EAJP�LQIL��UPGRADE�PK��NEIEPOQ�-QILO�
KJ�UKQN�AMQELIAJP�

Quiet & Simple

Etowah Valley 

Equipment

Coleman 

Hanna 

Carwash 

Systems Sonnys Carwash 

Factory

National 

Pride 

Equipment

x� View “Resources” at arimitsupumps.com for helpful tips!
x� Request Arimitsu Pumps when refurbishing old or building new!
x� Special pricing when mentioning this ad!
x� Call us today: 763-205-8341!

Arimitsu 516
Upgrade From All Brands

�� 0AHB�0ANRA�=J@�0EJCHA�$QJ�-NAL
�� -+�������)ABP�Ġ=O�LE?PQNA@

�� -+�������/ECDP

Arimitsu 508
Upgrade From All Brands

�� !Q=H�$QJ�-NAL
�� -+�������)ABP�Ġ=O�LE?PQNA@

�� -+�������/ECDP

QUIET

SIMPLE

QUALITY

PROVEN
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A Division of National Pride Equipment

Same Day 
Shipping

Expanded 
Inventory

Multiple  
Distribution 

PointsQuality First, 
Service Second  

to None

No Part #
No Customer #

No Problem

Full Line  
Self-Serve  

Equipment

www.CarWashSuperstore.comOrder Now: 877-ONE-WASH
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ICS (INNOVATIVE CONTROL SYSTEMS)
1349 Jacobsburg Road
Wind Gap, PA 18091
(610) 881-8000 (phone)
icscarwashsystems.com
Product List: WashConnect®, Tunnel Master® wbc, 
;\UULS�4HZ[LY���1Y���(\[V�:LU[Y`��ÅL_��(\[V�:LU[Y`��
Petro, Auto Passport™

Innovative Control Systems is the leading provider of 
innovative business solutions for the carwash industry. 
Our mission is to help our operators achieve success 
through advanced control products and management 
solutions. We maintain an extensive distribution network 
throughout North America and Australia.

LUSTRA PROFESSIONAL CAR CARE PRODUCTS
1997 American Blvd.
De Pere, WI 54115
(800) 225-2231 (phone)
(920) 337-9410 (fax)
cwsales@lustrabear.com
lustrabear.com
Product List: Presoaks, bases, boosts, Sealants, 
Conditioners, Drying Agents, Accessories

3\Z[YH��VќLYZ�OPNO�X\HSP[ �̀�PUUV]H[P]L�JHY�JHYL�
products, exceptional service and creative marketing. 
<S[YHÅL_�PZ�3\Z[YH»Z��HK]HUJLK�Z`Z[LT�VM�\S[YH�
concentrated, environmentally-friendly car wash 
products, packaging and equipment. This allows you 
to create an extraordinary Car Wash Experience for 
your customers, while controlling operating costs, 
and improving safety and handling. Lustra’s™ global 
network of distributors provides local support when 
you need it. Let Lustra™ make your car cleaning and 
WYVK\J[�VќLYPUNZ�[OL�ILZ[�PU�`V\Y�THYRL[�

MANNI’S WASH SYSTEMS
1131 Greensburg Rd.
Lower Burrell, PA 15068
(800) 552-4492 (phone)
(724) 337-8554 (fax)
Frank@manniwashsystems.com
www.manniwashsystems.com
Product List: In-bay automatics, complete self-serve, 
ÅVVY�OLH[��JOHUNL�THJOPULZ��WHY[Z�HUK�Z\WWSPLZ
Manni’s Wash Systems has been in business for 34 
years! Buy direct and save today.

PDQ MANUFACTURING, INC.
1698 Scheuring Road
De Pere, WI 54115
(920) 983-8333 (phone)
(920) 983-8328 (fax)
sales@pdqinc.com
www.pdqinc.com
7YVK\J[�3PZ[!�7+8»Z�WYVK\J[Z�PUJS\KL�3HZLY>HZO��HUK�
Tandem® RiteTouch in-bay wash systems, WashTools 
tunnel wash systems, MaxAir dryers, Access® 
Customer Management Systems, Wash Access Loyalty 
Systems (WALS), and Site- Management Systems 
(SMS).

LaserWash® Touch Free In-Bay Vehicle Wash System 
·�7+8�4HU\MHJ[\YPUN��H�+V]LY�*VTWHU �̀�PZ�H�SLHKPUN�
designer and producer of vehicle wash systems. 
LaserWash® and Tandem® brands of in-bay systems 
and WashTools conveyor tunnel products are cleaning 
vehicles in thousands of facilities around the globe. 
7+8�HSZV�WYV]PKLZ�^HZO�THYRL[PUN��J\Z[VTLY�SV`HS[`�
and wash payment products under the ACCESS® 
IYHUK�UHTL��:PUJL�� ����7+8�4HU\MHJ[\YPUN�OHZ�
YLWYLZLU[LK�7LYMVYTHUJL��+LWLUKHIPSP[`�HUK�8\HSP[`�
with outstanding products, and support that contribute 
[V�V\Y�J\Z[VTLYZ»�WYVÄ[HIPSP[ �̀

UNITEC
7125 Troy Hill Drive
Elkridge, MD 21075
(443) 561-1200 (phone)
(410) 579-6827 (fax)
marketing@startwithunitec.com
www.StartWithUnitec.com
Product List: C-Start, Sentinel, Portal, Wash Select II, 
WashPay and EZ Trak

Unitec develops, manufactures and services automatic 
payment stations for unattended car washes. Our 
technology enables car washes to run 24/7, helping 
owners increase revenue and improve their marketing at 
the same time. From swipe-and-go credit card kiosks 
to internet-enabled touch screens integrated with fuel 
pumps, Unitec machines work in any environment, with 
any type of car wash control system. We design custom 
solutions, as well.

WARSAW CHEMICAL CO., INC.
P.O. Box 858
Warsaw, IN 46581
(800) 548-3396 (phone)
(574) 267-3884 (fax)
www.warsaw-chem.com
Product List: Car Choice®, MicroDrum®, Green Line 
Solutions™

>HYZH^�*OLTPJHS�*V���0UJ��VќLYZ�V]LY�[^V�O\UKYLK�
Car Choice® Brand car wash and Maintenance 
products internationally and throughout the United 
States. The Car Choice® line includes products for 
self-service, automatic, and conveyor carwashes, 
including pre-soaks, detergents, foam brush shampoos, 
clear coat conditioners, the MicroDrum® ultra-
concentrate packaging line and Green Line Solutions™ 
environmentally friendly products. 
For more information contact Warsaw Chemical 
Co., Inc., P.O. Box 858, Warsaw, IN 46581. Phone: 
800-548-3396, Fax: 574-267-3884. Website: www.
warsaw-chem.com.

WASHTECH
P.O. Box 573
Earlysville, VA 22936
(800) 448-4735 (phone)
(434) 978-4328 (fax)
washtech@laser-washtech.com
http://laser-washtech.com
Facebook: facebook.com/Washtech
LinkedIn: Click to view
7YVK\J[�3PZ[!�7+8��3HZLY>HZO��4HJ5LPS��*HYVSPUH�7YPKL��
3\Z[YH��.PUZHU���<UP[LJ��<S[YHÅL_
Washtech sells, services and supplies car wash 
equipment to all segments of the Car Wash Industry. We 
operate the largest service department in the industry 
with same and next day service throughout VA, MD, NJ, 
DE, PA,and WV.

Buyers GuideBuyers Guide

HYDRO-SPRAY WASH SYSTEMS INC.
511 Spruce Street, Suite 1
*SLHYÄLSK��7(������
*VU[HJ[!�*SPќ�9LLK��;OVT�4PSSLY
(814) 765-9097 (phone)
(800) 528-5733 (toll free)
(814) 765-9107 (fax)
info@hydrospray.com
http://www.hydrospray.com

Hydro-Spray is a full-service car wash and pressure 
^HZO�LX\PWTLU[�WYV]PKLY�IHZLK�PU�*SLHYÄLSK��7(��6\Y�
JVTWHU`�VќLYZ�TVYL�[OHU�[OL�LX\PWTLU[�HUK�Z\WWSPLZ�
our customers need; we provide the service and 
support to make it all work. Hydro-Spray manufactures 
superior Touchfree Automatics, durable Self Serve 
equipment and Ancillary Equipment. Our Rainmaker 
Touchfree Automatic integrates the latest technology for 
the best possible touchfree wash performance. Our Elite 
and Elite Pro Self Serve System equipment is designed 
[V�VќLY�`LHYZ�VM�[YV\ISL�MYLL�VWLYH[PVU��-VY�YLWSHJLTLU[�
parts or new wash systems, Hydro-Spray meets your 
needs.
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Save $1 off the Premium Wash at Rain Tunnel Express for each pair of shoes you donate. 
Proceeds help provide clean water in underdeveloped countries.

“Someone dies every 21 seconds to waterborne diseases,” says George Hutchings, founder 
of the Shoeman Water Projects (SWP). His company has pioneered the channeling of funds 
raised from the donation of used shoes to help people in developing nations gain access to 
clean water.

Since 2008, using “donation stations” at participating businesses, Shoeman Water 
Projects has collected more than 3.5 million pounds of shoes and donated them to poor 
communities in South America, Haiti and Kenya. Some of the footwear is sent to be used 
and sold by the people in these underdeveloped communities, while the profits from 
re-selling/exporting the shoes is used to repair water pumps, as well as the purchase 
of well-drilling rigs and water purification systems. So far, SWP has helped more than 
250,000 people live better lives with clean water, and that number is growing every day. 
(shoemanwater.org)

Though certainly happy with the progress of his organization, Hutchings has bigger plans, 
including the collection of enough shoes to purchase a $300,000 rig that has the ability 
to drill one well per week in Kenya. To help his organization reach this and other goals, 
Hutchings is hoping that retailers will get involved in his mission, and Rain Tunnel Express 
Car Wash is one of many local businesses to recognize the importance of his work and 
happily extend a helping hand.

“Each of our six locations is now collecting shoes for SWP, and as an added incentive for 
our customers to get involved, we’re also offering $1 off of our MONSOON Premium Wash 
for every pair of shoes a customer donates each time they visit,” says Rain Tunnel Express 
owner Scott Knight. “A customer can bring in 10 pairs of shoes, donate them all, and then 
receive our MONSOON Premium carwash for free that day.” ($10 is the normal cost of the 
MONSOON Premium Car Wash Plus+ with Paint Guard featuring Carnauba Wax.)

“The seasons are changing, and many of us have some shoes that we may be thinking of 
getting rid of in some way or another. Often, we just throw those shoes in the trash. Don’t 
just toss them; those shoes may likely have the power to help a person who really needs 
clean water--a basic necessity for good health.”

SHOEMAN WATER PROJECTS TEAMS 
WITH THE LOCAL CARWASH
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“Through October 31, if you donate your shoes at any of our six locations, you’ll also save a 
$1 off our premium wash for every pair you donate each time you visit. You can save some 
money while you help SWP save some lives, too. We’re proud of this effort and partnership, 
and we encourage any retailer in the area who isn’t already involved to consider joining the 
team,” Knight concludes.

Established in 1995, Rain Tunnel Express offers high-quality carwash services at six locations 
throughout the St. Louis metro bi-state area. Its advanced automated car-wash technology 
is constantly updated to provide the safest, gentlest, most effective and environmentally 
friendly system for protecting customer’s investments as well as the local ecosystem.

Fabulous Freddy’s was proud to show appreciation to customers and community by 
providing a free basic exterior carwash to all of its customers on Thursday, September 25, 
2014, all while giving back to local schools.

With a $2 donation to local school districts, Fabulous Freddy’s provided a free basic 
exterior carwash to all customers, all day, in celebration of Customer Appreciation Day. 
Fabulous Freddy’s is also offering 50-cent fountain drinks, prize giveaways, contests 
and more. All donations will go straight to the school districts to help provide books, 
scholarships and more.

Fabulous Freddy’s operates eight locations in Las Vegas, Nevada; St. George, Utah; and 
Sandy, Utah. The stores feature full-service carwashes with detail shops, express lube 
services, 24-hour convenience stores and gasoline. Fabulous Freddy’s mission is to be 
fabulous to both the customers and their vehicles. 

Warsaw Chemical Co., Inc. introduces the new Formula 704 Wave Shield Hot CARnauba 
Shine High Foaming Polish as part of the Car Choice® line of products. This high-foaming 
polish features advanced polymer technology with the durability of carnauba to provide 
a high-shine protective barrier on paint, chrome and trim. Hot CARnauaba Shine polish 
features premium surface protection and is ideal for all foaming wax arches.

Hot CARnauba Shine is available in 15-, 30- and 55-gallon plastic drums and in 5-gallon 
plastic tighthead.

Warsaw Chemical Co., Inc. offers over 200 Car Choice® Brand carwash products and 
maintenance products internationally and throughout the United States. The Car Choice® 
line includes products for self-service, automatic and conveyor carwashes. 

FABULOUS FREDDY’S CAR WASH THANKED 
CUSTOMERS WITH FREE CARWASH ON SEPTEMBER 25

NEW HOT CARNAUBA SHINE HIGH FOAMING POLISH
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RAIN-X INTRODUCES THE NEW RAIN-X PLASTIC TREATMENT

Rain-X Introduces the NEW Rain-X Plastic Treatment, providing superior water-beading 
technology that cleans plastic on your car, motorcycle, boat and even plastic showers, 
bathroom applications or household items. With consumers clamoring for an alternative to 
clean plastic, this formula will not harm or change your plastic valuables and will effectively 
prevent water spots, making the ease of cleaning a breeze.

Before applying, make sure the plastic surface is clean and dried. *This product is for plastic 
surfaces ONLY.

1. Apply Rain-X Original Plastic Treatment to a small, folded dry cloth / paper towel and 
wipe onto the glass using firm, circular and overlapping motion. 

2. Allow to dry until slight haze appears. 
3. Reapply the product to ensure complete and uniform coverage.
4. Remove final haze with dry cloth / paper towel until crystal clear.
5. If streakiness or hazing is still noticeable, rebuff with a damp cloth/wet paper towel.

Rain-X Plastic Treatment comes in a 3.5-oz., 7-oz. and 16-oz. sizes.

The longest running carwash show in the U.S., the Western Car Wash Show will be held 
October 28 – 30, 2014, at the Rio All-Suites Hotel Las Vegas. In its 33rd year, the Western 
Carwash Association’s show will be the ONLY carwash show in Las Vegas in 2014.

Over 1,300 attendees walking the tradeshow floor include more than 800 carwash owner/
operators from the West as well as throughout the country. Operators and suppliers alike 
will be attending the expanded education sessions, keynote presentations, roundtables 
and new this year—a carwash tour. As one of the more densely populated regions, with 
an improved economy and one of the lowest registration costs, this show will draw huge 
crowds of interested buyers.

Western Car Wash Show provides unique access to suppliers and carwash operators in the 
West and throughout the country.

There’s Something for Everyone!

General Session

• TRUE ALIGNMENT: Linking Company Culture with Customer Needs for Extraordinary 
Results – Edgar Papke (author and global award-winning speaker)

THE 33RD WESTERN CAR WASH SHOW 
IN RIO, LAS VEGAS, OCTOBER 29 – 30
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Keynote Speaker

• Excellence in Leadership – Dan Quiggle (speaker and former staff aide to President 
Ronald Reagan)

Health Care

• Affordable Health Care – Liliana Salazar (benefits compliance professional, Wells Fargo)

Roundtable Topics (will include):

• Dealing with Conflict – Edgar Papke 
• Health Care – Liliana Salazar 
• U.S. Dept. of Labor Answers Your Questions – Alba Jarrett 
• The Business of Detailing – IDA 
• Pump Maintenance 
• Marketing Your Business 
• ...and more!

Nuts & Bolts Education (will include):

• Can You Convert? Possibilities of Converting to an Exterior Express Operation – 
presented by Harvey Miller 

• Latest Labor Laws & Issues – presented by Gary Bethel 
• Acquisition, Renovation, Refinances, and Construction Financing – presented by PetroCal 
• The Importance of Marketing – presented by CarWash Facelift 
• ...and more!

(topics/presenters subject to change)
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David Kirk from Gloss-Ter Car Wash in Gloucester NSW took a stall at the local Platypus 
Festival and used it to demonstrate how a commercial carwash can protect our rivers from 
pollutants and save our precious drinking water. The stall featured slide shows, ACWA 
videos, promotional posters and photos of customers washing cars in the self-serve bays, 
and dogs (and a goat) in the dog wash.

This is a great example of a carwash piggy backing on to an environmental festival to 
promote our stormwater pollution and good/bad carwashing messages.

NEWS FROM THE ACWA (AUSTRALIAN CARWASH 
ASSOCIATION): GLOSS-TER CAR WASH PROMOTES 
CARWASHING AND THE ENVIRONMENT
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A Weekly Blog Posting from 
WashTrends and the Industry Leaders 
From the WashTrends.com website

BLOG

FODVVLÀHGV
Looking to sell a piece of 
equipment or an entire car wash 
location? Want to hire someone 
perfect to run your business? 

3ODFH�DQ�DG�LQ�RXU�QHZ�FODVVL¿HG�
section to maximize your exposure 
and reach just the right audience!

For Sales Information: 
Contact Tricia Miller at 
sales@washtrends.com  
or call 410-647-8402.

:DVK7UHQGV�1RZ�2IIHUV�&ODVVLÀHGV�
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WashTrends Magazine is a publication geared toward carwash 
professionals. It focuses on trends, innovations and impacts in the 
carwash industry. It is an educational benefit to carwash operators, 
employees and suppliers.

WashTrends markets visibility with social media, and creative thinking.

WashTrends is all digital with more OPTIONS than ever before!!!

If you would like an EXCLUSIVE TOUR of WashTrends magazine in the 
digital format contact us today at Info@WashTrends.com
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Yes, there is an App for us! 

Download Now at the Your App Store

Our new 

WashTrends 

apps puts the 

trends at your 

fingertips. 

See our trends, 

tips, and 

resources all 

available on 

Android, iPhone 

and iPad.
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