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Welcome to WashTrends November.

November is the month to give thanks. Gratitude awakens 
appreciation for our families, our friends, and our business 
associates. At WashTrends, we appreciate our relationship with 
the carwash industry and the spirit of innovation and desire 
to learn and grow, as well as the unique camaraderie that we 
experience every day in working to bring you the latest trends. 
We are grateful to an industry that’s not only interested in 
what’s new but that wants to share stories about success: what 
works, what doesn’t, and philosophies that make companies 
grow. The carwash industry is clearly a very special community.
 
Of course, the holidays don’t change the business climate, 
and this month we have lots of stories to share about trends. 
Creative thinking and problem solving is thriving as part of the 
new business model for success. Ever think about having hens 
laying eggs at your carwash? Read about it in WashTrends. Ever 
wonder if renewable energy could work for you? We’ve got it 
here in WashTrends. We also feature two carwash guys who 
turned the “build it and they will come” dream into reality. And 
in case you’re not feeling inspired about your business, we’ve 
got a tough love pep talk that will get you back on your feet. 
All that and more--here in WashTrends.

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.

And one last note on our gratitude list is our appreciation of 
you, our readers. We thank you for looking to WashTrends for 
information as well as a connection to the community.
And don’t forget to check in with us on Twitter, Facebook and 
our very popular blog.

Happy carwashing!

Sandy Travis Bildahl
Editor in Chief
WashTrends
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When The Car Guys owner and visionary Fred Blair referred to his car detailing compound wistfully 
as his “field of dreams,” I sensed a connection to Kevin Costner. It didn’t take long to realize an 
association could also be made to Optimus Prime, star of the movie Transformers. 

“We specialize in transforming your car, truck, airplane, RV or boat into a spotless beauty,” boasts 
The Car Guys’ website. Owner Fred Blair, with his partner and son, Geoffrey, and their team of car 
professionals, go the extra mile to separate their company from the competition. “If you want to go 
to the carwash (for detailing), you go to the minute clinic; if you come to The Car Guys, you go to 
the Mayo clinic,” says Blair. “Nobody does the level of service we do,” he adds proudly. Vehicles are 
not the only transformations taking place here. The company continually evolves to accommodate 
the rapidly changing market.

BY DEB MURPHY

Transformers extraordinaire:
The Car Guys cater to the customer and the times

The Car Guys Co-owners Fred Blair and Geoffry Blair
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If you build it, they will come

Nestled behind an office park just minutes from Baltimore-Washington International Airport, The 
Car Guys’ detailing facility resembles more of a car resort than a service center. The 15-acre setting 
and 5,000-square-foot four-bay building is hidden by trees, framed by a pond, and guarded by 
the home of owner Fred Blair. It’s in this spotless complex that The Car Guy’s skilled autobots work 
their magic. The meticulously uniformed staff offers an array of auto detailing skills, many you 
would only expect from a body shop. Subcontractors who meet their rigid standards are also used 
for various specialty services. 

The phrase, “if you build it, they will 
come,” may work in the movies, but in an 
industry as competitive and specialized as 
car detailing, it takes more. The Car Guys’ 
detailing services span the gamut--from 
the traditional leather and upholstery 
cleaning, scratch and minor dent repair 
to custom glass tinting, stereo installation 
and even mold remediation. They also 
offer climate controlled storage and a 
tailored airport valet service nearly worth 
scheduling a trip for. Why hassle with the 
expense and inconvenience of parking 
your car in a garage at the airport? The 
Car Guys will drop you at your airline, 

detail and store your car, and when you return, pick you up at baggage claim in your shiny detailed 
vehicle! The Car Guys are even certified in flood restoration and accept most insurance. And as a 
privately owned company, services can be customized to the individual consumer.

Not just for the fast and furious

Car enthusiasts tout the glamour of car detailing, and according to Blair, about 40 percent of The 
Car Guys’ current clientele is made up of owners of collectable and vintage vehicles, weekend 
recreational cars and luxury automobiles. On any given day one can expect to see a Ferrari getting 
a makeover or a Porsche in the climate-controlled storage facility waiting to be summoned for use. 
He estimates the remaining 60 percent of their business is for family vehicles, RV’s and mini-van 
moms. “Our niche is affordable high-end service; it’s all about service,” he stresses.

Photo courtesy of The Car Guys
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It’s all about service
Averaging 20-25 details a week, The Car Guys’ 
focus on quality over quantity. “Nobody does 
the level of service we do. If we can’t get 
it out, it’s not coming out,” insists Blair. The 
before and after photos he shares say it all. 
“People accept the color their seats are as the 
color they are--until we clean them,” he laughs. 

The emphasis on tailored service results 
in custom pricing that can be geared to 
accommodate the budget-minded or satisfy 
the consummate perfectionist and anyone in 
between. Full details average 8-10 man hours 
and start at $250. Darker cars, Blair explains, 
require a more extensive process for maximum 
shine. Optional features, such as repairing chips 
in a windshield, a ding in the dash, or leather 
re-dye, are available as add-ons. An ozone 
generator treatment, to clean cabin air, for 
example, averages an additional $65. 

Photographed: Geoffry, paint genius
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Beneath the surface
Detailing services may bring the car back to brand-new luster, yet the benefits extend beyond 
the visual. “The car is an enclosed canopy,” cites Blair. The Car Guys’ offer services such as mold 
remediation, engine cleaning and an ozone generator to kill spores. They use state-of-the -art 
techniques and equipment to create a healthier environment for the passenger and extend the 
life of the vehicle. “What people love about us is that we are a one-stop shop,” says Blair. “We’ve 
had people bring cars in to prepare them for sale, then after a detail say, ‘honey we don’t need 
a new car—we just got one!’”

Lessons in marketing
Blair maintains an extensive portfolio of promotional pieces, including past coupons, brochures 
and advertisements, all reflecting a changing marketplace. “The biggest challenge is to get the 
car from the consumer,” says Blair. “Once we get them in and they become educated about the 
process, they usually become a customer.” The airport service is one way The Car Guys have 
remedied this. They have a database of about 2500 repeat clients and send tickler cards and flyers 
with specials such as holiday travel and gift options and Valentine’s Day and birthday promotions. 
Blair says while the majority of business comes from a 25-mile radius, they recently had a call from 
the Potomac area (50 miles away) and do detailing for collectors from all over. He cites Internet 
marketing--including Angie’s List--as helpful in expanding their outside market, and word-of-
mouth referrals and community based advertising among the best sources for local exposure. 

Cars in climate-controlled storage
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Cars, Chickens 
& Tomatoes 

Make an Impact

New Jersey Carwash 
Raises Vegetables On-Site 

for Area Food Bank
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Puzzled by the advertising tagline for this Wayne, New Jersey, carwash and quick lube?

After all, how many carwash operators have a flock of egg-laying hens? Or a massive 
organic garden? And in turn donates the eggs and produce to a food bank?

Rob Burke, a lawyer, business executive and tech venture capitalist, purchased Wayne 
Auto Spa in 2006. He immediately set about to make the operation as green and 
sustainable as possible. He set up systems to recycle his wastewater and safely burn 
waste oil for heat. Later, he installed 58 solar photovoltaic panels to generate electricity 
for the facility, which also sells tires.

After waging an eight-year battle with local officials, in September Wayne Auto Spa 
installed a 50-foot-tall wind turbine designed to produce 2KW of power, thereby cutting 
his electric bill by another 5-7 percent.

BY TOM SMITH

Why did the chicken cross the road? 
To get to Wayne Auto Spa.”“

The Wayne Auto Spa has a flock of 27 free-range hens. 
The eggs are donated to Eva’s Village in Paterson, New Jersey.
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ü 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.

ü 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.

ü 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.

ü 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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Built three years ago, the first garden, dubbed Victory 
Gardens, now represents just 35 percent of the acreage  
on the 2-acre business lot devoted to urban gardening.
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The chickens and the garden are a direct result of the high-profile campaign to get the 
windmill, Burke says. “I have a reputation of standing my ground.” Three years ago, Burke 
explains that he was approach by a Wayne resident who wanted to raise a few egg-laying 
hens. Town officials misinterpreted their own rules and denied him the permit. As Burke 
worked to get the man his hens, he says, it occurred to him that he had enough room on 
his 2-acre plot to raise hens. 

“I asked him to help me build a henhouse and a garden. That is where this all came from,” 
Burke explains. Dubbed the Victory Garden, Burke’s first garden contained eight raised 
beds, 8 feet by 4 feet. In the first planting season, he tried to donate the fresh produce to 
local food pantries; however, they could not handle perishable items. Instead, Burke sold 
the produce at the carwash and in turn donated the cash proceeds to area food banks.

Last year, Burke struck a deal with Eva’s Village in Paterson, a comprehensive program 
that provides food, shelter, house, medical services and job training. Eva’s Village can 
handle the fresh produce donations. By late August, Burke says Eva has received 26 loads 
of donations. Eggs and vegetables are sent to Patterson about twice a week.

“I am growing just about anything that can grow in Zone 6,” he says. The vegetables 
include a wide variety of greens, six different varieties of tomatoes, four types of carrots, 
and herbs. Burke starts all the plants from heirloom seeds.

His planting beds now include a trellis, with 400 square feet of vertical growing space 
that runs the length of the carwash building that hosts the solar panels, one 5 foot by 80 
foot raised bed and three more that are 3 feet by 12 feet raised beds. Another planter is a 
heavy-duty truck bed liner with 10,000 drainage holes.

To build his gardens, Burke had to bring in garden soil. He fortifies it with his own compost 
made from chicken wastes, table scraps, Starbuck’s coffee grounds and compostable 
waste from Eva’s Village. “The compost is chuck full of composting worms that I paid $50 
a pound.” 

“I don’t use chemical fertilizers or pesticides,” he adds.

“The garden is a constant expense, but that is OK. I spend $10,000 to $15,000 a year 
on stuff. I could cut it in half or by a third, but then it would not be as much fun,” Burke 
notes. “Like any carwash operator, I have a very critical eye when it comes to replacing 
equipment. When it comes to the garden, I just buy it.”

New Jersey’s climate is limiting Burke and his desire to grow even more for the food bank. 
He plans to build a geodesic dome greenhouse for a year-round garden. Burke raised 
$17,000 for the $23,000 dome before turning to Kickstarter to raise the remaining sum. 
While the campaign set a goal to raise $6,000, the campaign netted $6,581 by its October 
18 close. The dome will provide 550 square feet of ground space with 13-foot ceilings 
permitting a tall trellis. “I would like to have the dome up by Thanksgiving.”

Over the next few years, Burke plans to install three or four more domes and convert more 
space to planting and grow even more food. He plans to shift parking spots around on the 
lot to provide more sunny spots for garden space.
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He will continue to funnel the fresh produce 
from the expanded gardens and greenhouse 
to Eva’s Village.

To get a more productive garden, Burke now 
has a couple of beehives to pollinate the 
vegetables and to produce honey. Next up will 
be a straw building to house more hens and 
for storage. 

The sustainable business is now a regular 
tour stop for school field trips, scouting 
groups and college students from William 
Paterson College. “I am speaking on panels 
on sustainability. It has been part of the 
personality of the business well before I built 
the gardens. I guess it is weird enough for 
a carwash and quick lube to be doing these 
things that I do attract attention.”

A geodesic dome, similar to this model, 
will be built at the carwash with the 
vegetables grown for Eva’s Village. 

A successful Kickstarter campaign in 
October concluded the fundraising effort.

Wayne Auto Spa is a now a community of volunteers.

“A lot of other people help out. One volunteer comes three days a week and half a day.” 
The volunteers include a professional beekeeper stopping by weekly to help Burke 
maintain his hives.

Gardening is now part of the responsibilities of some his 20 employees.

“A few of the guys who work for me have started helping out. I have not asked them to. If 
there is nothing going on, my guys will turn the compost pile. I got a couple of guys who 
first thing in the morning make sure the hens have fresh water and feed. I never asked 
them to; they just started doing it. One of the guys comes in on his day off to make sure 
the hens are OK.”

Yes, the employees are paid for their farming chores. And, yes they do get a share of the 
produce. In working with his employees, Burke says he continually stresses “outrageous 
customer service. That is what we are all about and that is what I expect. And that is what 
we do. If the issue is do I water my plants or take care of the customers, I take care of the 
customers. The beauty is that I have a lot of really good people who help me do both.”

Burke acknowledges that the publicity his work generates is “a good thing.” However, he 
says he has no way to measure if he is getting a reasonable return with a greater share of 
the local market. “I have no way of guessing at that.”

“The positive feedback, enthusiasm , active interest and curiosity for all the things I am 
doing on the property have snowballed. It makes me realize the impact I am having is 
more than just the satisfaction that I derive from this. I am on the receiving end more 
times than I can count on comments that use the word inspire. ‘I am inspired by what 
you do.’ It makes me uncomfortable to hear that because I don’t feel what I do is so 
inspirational. It makes me feel good. And that is addicting.”
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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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 LustraFoam with Carnauba Wax gives you the 
opportunity to upsell and experience the technology 
and benefi ts that the Ultrafl ex system of products and 
equipment provides. 
 Call Lustra today to have your customers start 
experiencing the benefits that LustraFoam with 
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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800.999.7235
www.NACHEMICAL.com

20% off
first

order!
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Deadline Looms 
for Federal Incentives

BY TOM SMITH

“Green” Operators 
Increase Investments  
in Renewable Energy

In November 2011, 
Naperville’s Brighton Car 

Wash installed a small 
wind turbine designed 

to produce 4kW.
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Next year will be a year of decision for carwash operators wanting to do the ultimate 
green thing – powering their facility with a renewable energy source – since the federal 
tax incentives for solar and wind power expires in 2016.

An informal survey of carwash operators around the country has found that once a 
renewable source has been tapped, many operators go back and install additional solar 
panels or add a small wind turbine.

Facilities with renewable or sustainable installations are finding “green” in several ways: 
tax savings, reduced power bills and more business. The “green” label does draw in more 
customers.

One operator, Jason Morin, of Brighton Car Wash & Detail Center in Naperville, Illinois, 
notes that his daily car count grew by 50 in the 18 months he waged his high-profile 
fight to install his wind turbine. The new business, he says, essentially paid for the turbine 
before it was operational.

The incentives for solar panels – both the hot water-producing thermal panels and 
electricity-generating photovoltaic – and wind turbines vary by state and locality.

The federal 30 percent Business Energy Investment Tax Credit expires at the end of 
2016. The U.S. Department of Agriculture’s Rural Energy for America Program provides 
additional funding for small businesses in rural areas for a variety of renewable energy 
sources, including small wind turbine and solar panels. Some states still provide incentive 
programs, as do some local governments. 

While electric companies are obligated to purchase power from businesses with 
renewable sources, the purchase price and any incentives differ with each utility. 

More than one carwash operator suggests consulting an accountant to maximize the tax 
credits and depreciation schedules as well as the local tax incentives or grants and power 
company’s rules. The cost of solar panel technology continues to decline, especially with 
an increasing number of manufacturers.

While 43 states provide some form of an incentive for solar panels, the Solar Energy 
Industries Association notes that some states, including California, have either stopped or 
cut back on providing incentives. 

The federal and state incentives helped drive most of the 2013 sales of small wind 
turbines, primarily in Nevada, Iowa, Minnesota, Oklahoma, New York, Texas and Hawaii, 
says Jennifer Jenkins, executive director for the Distributed Wind Energy Association.

While solar panels need the sun, the top states with solar panel installations are not 
necessarily the sunniest. The top five states with new commercial solar photovoltaic 
installations in 2013 were California, Arizona, North Carolina, Massachusetts and New 
Jersey, according to Solar Energy Industries Association data.
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It has been easier for operators to install solar panels on top of existing structures than 
to install a wind turbine. At least two operators have had to battle local land use boards 
for the right to install small turbines. In both cases, these businesses were advocating 
something that was not yet in the local zoning code.

Operators tell WashTrends that solar panels and the wind turbine balance each other 
in reducing electric bills. In many areas, wind blows the strongest in the fall, winter and 
spring while the sun shines the brightest in the summer. Nighttime breezes generate more 
power than the facility needs overnight and is thus sold back to the electric company for 
bill credits.

Three 7 Flags Carwash locations in Vacaville, California, now have solar photovoltaic installations.

Solar Now at Third Location

John Anthony III installed his first set of solar panels in 2012 at the 7 Flags Carwash 
in Vacaville, California. He recently finished installing photovoltaic panels at his third 
carwash. 

That first project was a 60KW installation, the second was 85KW and the third was 141KW 
with 432 panels. “Our first project saved 38 percent on our electrical costs, our second 
saved 47 percent, and this new one we are projecting to save about 70 percent,” Anthony 
says.

Anthony expects to earn back his $500,000 investment in less than 5 years. 7 Flags 
obtained Small Business Administration loans through a local bank to reduce the upfront 
capital costs. Pacific Gas and Electric, which serves Northern California, does not have any 
energy incentive, he notes. Nor does the state of California.

7 Flags will be installing solar panels at other facilities, he adds. However, trees or tall 
buildings casting shadows will preclude the solar panel installations at some of the 
locations.

“We were the first green certified company in Fairfield, California. We are certified for all 
of our conveyor carwashes. It is a marketing tool. People like to see businesses that are 
green. It is hard to say if we get greater volume. I do like being green and I like being part 
of the solution and not part of the problem.”

24 WashTrends / November 2014



Now a Solar Farmer

Bruce Forrestall is a Westborough, 
Massachusetts, real estate developer who 
happens to own Westborough Car Wash. 
Since installing photovoltaic panels at the 
carwash more than five years ago, Forrestall 
has built two solar farms. The largest is a $4 
million investment with 3,600 panels on 5 
acres.

Forrestall invested $150,000 to install 99 solar 
panels at the carwash. After incentives and 
depreciation, the installation has cost him 
$50,000 and has now paid for itself in energy 
savings. The savings are expected to grow 
each year. He notes that his local electric 
company will be hiking its winter rates by 37 
percent.

While the panels at the carwash do not 
generate enough electric to cover his entire 
power bill, Forrestall has a contract with the 
local power company to divert 25 percent of 

the revenue from his first solar farm to cover 
the carwash’s electric bill. His first solar farm 
– the first to be built in Massachusetts--is 3 
miles from the carwash and consists of 856 
panels. It cost $1.5 million to build.

Jack Anthony III, owner of 7 Flags Carwash.

While the Westborough Car Wash has photovoltaic solar panels  
to reduce its electric bill, the operation is supplemented revenue generated  

from a nearby solar farm also operated by owner Bruce Forrestall.
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Sun and Wind

In 2010, Naperville’s Brighton Car Wash spent $60,000 to install 360 solar thermal panels 
to heat the operation’s hot water, Morin says. The installation has cut its natural gas bill by 
70 percent, to $7,000. At the time, he said, the decision was made to install the thermal 
panels rather than photovoltaic ones because its monthly electric bill was a fraction of the 
gas bill.

In November 2011, Morin obtained approvals for a small wind turbine at the facility. It 
took 18 months to get the turbine approved, since the local ordinances did not permit 
commercial or residential wind power. The newly enacted law limits Brighton’s turbine to 
no more than 33 feet tall.

The turbine, rated to produce 4kW, starts to spin when the wind blows at 7 mph and 
starts to generate electricity at 10 mph. It cost $10,000 to install, but state, federal and 
local incentives offset half the costs, he adds. Since the installation of the wind turbine, 
Morin has spent $45,000 to install 8.2kW worth of solar photovoltaic panels.

After an eight-year battle, a small wind 
turbine was installed in mid-September at 
the Wayne Auto Spa in Wayne, New Jersey. 
Owner Rob Burke had to sue the town 
officials for the right to install the small 
turbine. Burke won the lawsuit and the town 
had to reimburse him $300,000 in legal bills. 
While waging his own battle to get the right 
to build his windmill, Burke was successful in 

passing state legislation requiring all New 
Jersey municipalities to make provisions for 
renewable energy.

The turbine will be just shy of 50 feet tall 
and is expect to generate 2kW, Burke says, 

or yield a 5- to 7-percent savings. The turbine costs about $20,000. He expects a return 
on his investment in six to eight years. Burke had already installed 58 solar panels at the 
carwash and had been obtaining 15- to 18-percent savings.

A Light Breeze

A wind turbine requires enough of a breeze to spin its blades. Chuck Kaady installed a 
small 3.8kW turbine at his Vancouver, Washington, location about six years ago. However, 
sitting 20 feet in the air turned out not to be tall enough, he reports, because it is not 
spinning enough to generate electricity. Kaady had hoped to generate a small amount of 
power – 25 percent of the average residential bill – when the turbine would spin in winds 
of 15 mph.

Before the first year of operation was completed, he says, it was apparent that it would 
not produce enough power to cover the $20,000 installation. As the maintenance 
increased over the years, Kaady disconnected it from the power grid about a year ago. It 
is now a landmark for his business helping motorists locate his firm along the highway. 

After an eight-year fight,  
a small wind turbine was installed in September  

at the Wayne Auto Spa in New Jersey.
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Arimitsu 313
Upgrade From All Brands

•	 Self	Serve	and	Single	Gun	Prep
•	 PN-61000	Left	(as	pictured)
•	 PN-61001	Right

Self Serve

313

516

Dual Gun Prep

508

Why to ask for Arimitsu Pumps:

Since	1923,	Arimitsu	Pumps	has	been	providing	these	customer	recognized	benefits.	
Proven	high	efficiency	and	reliability,	deliver	lower	costs	of	ownership.	
Learn	why	more	now	specify	Arimitsu	Pumps	on	their	new	or	existing	equipment,	and	are	
migrating	away	from	old	and	costly	habits.	

arimitsupumps.com  l  763.205.8341  l  greg@arimitsupumps.com

Upgrade Now

Enjoy the benefits	 of	 a	 quieter	 and	 more	
efficient	pump.	UPGRADE	to	Arimitsu	Pumps	
on	your	equipment.

Quiet & Simple

Etowah Valley 
Equipment

Coleman 
Hanna 
Carwash 
Systems Sonnys Carwash 

Factory

National 
Pride 
Equipment

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

Arimitsu 516
Upgrade From All Brands

•	 Self	Serve	and	Single	Gun	Prep
•	 PN-61002	Left	(as	pictured)
•	 PN-61003	Right

Arimitsu 508
Upgrade From All Brands

•	 Dual	Gun	Prep
•	 PN-61004	Left	(as	pictured)
•	 PN-61005	Right

QUIET

SIMPLE

QUALITY

PROVEN
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NEVER STOPS
WORKING
FOR YOU

Smart. Smooth. Attractive. And always at work. 
The Hamilton HTK is an automated transaction kiosk designed and built to 

improve customer convenience and grow your business through 
technology, security, and legendary Hamilton durability.

CONVENIENCE
Cash

Credit Card
Coins

Barcode Reader
Tokens
RFID

Coupon Codes
Dual Bill Dispenser

À La Carte

INNOVATION
Custom Decals
Custom Display

Video
Special Event Times & Pricing

Customer Value Cards
Hamilton Tokenotes®

Hamilton Hosted Solutions 
(cloud-based, real time reporting)

SECURITY
High Security, 11 Gauge Door

Alarm
Standard Security Camera

Password Protection
Heavy Duty Locks

Separate Locked Cash Chamber
Email & Text Notifications

For information on our full range of high performance 
products, visit us at hamiltonmfg.com or call 888-723-4858

ALWAYS LEAD. NEVER FOLLOW.
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Suzanne Evans offers a plan that works

The Way You Do 
Anything Is the Way 
You Do Everything

(and Nine More  
“Tough Love” Truths 
for Business Owners)

In November 2011, 
Naperville’s Brighton Car 

Wash installed a small 
wind turbine designed 

to produce 4kW.

Ask anyone in the carwash industry how their carwash is doing and the range of answers is 
endless. Some carwashes are thriving, some are still struggling to make a comeback from 
economic setbacks, and some are frustrated and wondering if they’ve got what it takes to 
make their carwash work. 

Whatever stage of success your carwash faces, everyone can be vulnerable in an industry 
that’s constantly changing. And while WashTrends often highlights stories about success, 
we know that times can be tough. For that reason, we’re bringing you some tough love 
tips from business advisor and author Suzane Evans, who knows how to inspire business 
leaders and show them how to turn the negative into a positive. 

Evans starts with a simple truth. She says that when many entrepreneurs hit a snag, they 
point the finger at outside factors. But you, and you alone, are the source of your success 
or failure. The following story features 10 inconvenient but ironclad truths that all business 
owners should take to heart.
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So you decided to seize your dream and start your own business. What happens when 
your fledgling company loses altitude fast? Despite putting in the work, what happens if 
you’re not seeing the profits? No matter how much you scour profit-and-loss statements, 
analyze your data, tweak your advertising, encourage your employees or suck up 
to potential clients, you can’t move the needle. It feels hopeless, like the universe is 
conspiring against you.

Before you throw in the towel, though, hear some “tough love” advice: Your problem isn’t 
bad luck, bad breaks, bad people or even a bad economy. It’s you.

Before you can hope to change your company’s fortunes, you have to first change 
yourself. Business acumen doesn’t matter as much as who you are and how you play the 
game.

Evans speaks from experience. In the space of just five years, she transformed herself 
from a dissatisfied secretary in a dead-end job to the owner of a business-coaching firm 
that has surpassed the seven-figure mark and is on the Inc. 500 list of fastest-growing 
companies.

 Incredibly, she did all of that without earning any new degrees or certifications. She 
didn’t come into any money or team up with any partners or discover a hot new business 
strategy. In fact, only three things separate yesterday’s burned-out secretary from today’s 
on-fire entrepreneur: a willingness to recognize and own her mistakes, a desire to improve 
and unrelenting attention to Every. Single. Detail. 

Evans realized if she changed the way she did things, those things would inevitably 
change. It’s true for you, too. Your profits mirror your choices. Your success mirrors your 
commitment. Your cash flow is a reflection of the consistency in everything in your life.

In her new book, The Way You Do Anything Is the Way You Do Everything: The Why of 
Why Your Business Isn’t Making More Money, she shares 10 truths to help you get started:

The way you do anything  
is the way you do everything.

Most of us approach life with the belief that as long as we get the major stuff right, it’s 
okay to let the little stuff slide every once in awhile. As long as you get the shipment out 
in time, it’s okay to leave a few voicemails unanswered. As long as your team signs the 
client, it’s okay to skip out of a few meetings. As long as you don’t actually lose anything, 
it’s okay if your files are disorganized. But you’re deluding yourself: Your attitude about 
the little stuff says a lot about your overall approach. 

Stop telling yourself that “good enough” is acceptable or that the little things don’t 
matter. It’s not and they do. It’s all those little details that add up to who you are.

1 
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Emotions are worthless.

Yes, you read that right. Emotions really don’t do you any favors when you’re trying 
to launch and grow a business. If your motivation and enthusiasm are tied to feeling 
the warm and fuzzies, you’re dead in the water because (newsflash!) there are a lot of 
disappointments and challenges ahead—even if your business is on the path to ultimate 
success.

 You don’t have time to mope all afternoon when you receive an email from an unhappy 
customer. You can’t afford to sit at your desk and stew after an employee quits with no 
notice. You have to keep moving forward and making smart decisions—and to do that, 
you need to stop giving your energy to unhelpful emotions. And make no mistake: That’s 
a choice. You can choose to plug into negativity or into enthusiasm.

2 

You only think you’re a special snowflake 
(and that belief is why you’re failing).

When you were a kid, your parents and teachers told you that you were different from 
everybody else on planet Earth. At that point, your specialness motivated you and built up 
your self-esteem. But over the years, she’s betting that your specialness has morphed into 
something toxic. You’ve decided that you are different, and not in a good way. Because 
of certain circumstances that set you apart (health problems, debt, family issues, a lack 
of education, you name it!), you just don’t have what it takes to make more money or get 
more clients.

Here’s a newsflash. Problems don’t make you different; they make you the same as 
everyone else who has problems—and that’s all of us! So stop using your “differences” to 
justify your lack of success. Evans adds that her “differences” didn’t magically disappear, 
allowing her to finally launch her business. She simply stopped fixating on what was 
holding her back and started paying attention to beliefs and habits that helped her 
achieve her goals.

3

Playing it safe is for wimps.

A lot of entrepreneurs have a “better safe than sorry” mindset. They follow the rules, avoid 
the risks and accept mediocrity as the price of stability. Did you catch that last part? A lot 
of entrepreneurs accept mediocrity in order to preserve the status quo. They aren’t willing 
to gamble the way things are for the way they’d like them to be.

Hello! That’s why you aren’t getting ahead! There is no such thing as wild success without 
going out on some shaky-looking limbs. Yes, taking a chance at failing might feel scary—
but often, that’s the only way to succeed.

In order to get what you really want, what are you willing to fail at in life, in business, in 
your career?

4
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john bildahl
410.991.3580

jbildahl@aol.com
bildahlphotography.com

facebook: john bildahl
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John Bildahl Photography
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You don’t have what it takes to do it all.

In some ways, entrepreneurs are the ultimate narcissists. They tend to tell themselves that 
no one is as smart, capable or caring as they are: No one can pitch to clients as effectively 
as I can. No one is as meticulous with accounts as I am. As a result, these entrepreneurs 
suffer from “founder syndrome:” They can’t do all the work of running a business alone, 
but they don’t have enough faith in others to do it, so they get stuck. 

You don’t have what it takes to run a business singlehandedly. You cannot do it all. 
Ultimately, you’re going to have to take a leap of faith. Hire the smartest, most capable 
people you can and trust them to support you.

5 

There is no such thing as “right” and “wrong.”

There is no failsafe way forward; everything is a lesson waiting to be learned. Because 
we’ve been raised to believe tests are pass or fail, we usually become overwhelmed and 
scared when faced with them. But in the real world, outside of the classroom, tests exist 
to help us to grow—not to determine whether or not we know the right answer. And 
anyway, what’s right for someone else may not be right for you and vice versa.

 Stop worrying about getting it right or doing it wrong. Throw the rules out the window 
and do what you think is best for your business.

6

Yes, you can spend your way to success.

Sometimes, money—more money than you’re comfortable spending—is what it takes to 
jolt your business out of the mediocrity rut.

Evans says she’s overinvested and overspent on her business many times over the years. 
When she saw opportunities from sponsorship to hiring, she grabbed them, regardless 
of whether the expense was “prudent” or success was guaranteed. She’s rarely had any 
regrets.

She identifies some investments that, while pricey, consistently deliver benefits:

• Marketing programs and consulting where you get a specific plan.
• Opportunities where you will be in front of your ideal clients.
• The right team members to grow the business in the right areas.
• Programs where you receive mentoring from people who are where you want to be.
• Workshops and events that keep you connected and motivated.
• Software and programs that allow you to systematize and streamline.

7
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The world needs to know  
your ugly stepsister story.

A lot of people believe their personal lives—especially their mistakes—don’t have a 
place in their businesses. They paste a canned bio on their websites; the stories they tell 
clients are scrubbed and sanitized. But the fascinating stuff—the stuff that enables you 
to connect with someone, really care about someone, and develop a sense of empathy—
comes when you know their story—their real story.

Don’t tell the Cinderella version of your story. Tell the ugly stepsister warped version. It’s 
the best thing you can use to encourage your clients to find their own success People will 
connect to your mess and your pain, and they’ll want to do business with you.

8 

You don’t know as much as you think you do.

When you believe that you know it all (or most of it) and that you’re ahead of the pack, 
you don’t leave much room for learning more. And in an age where competency is no 
longer enough, that’s the kiss of death.

You can’t be merely good at what you do; you need to be excellent and maintain your 
excellence by continuously studying your craft. If you don’t actively seek to develop and 
deepen your skill set—and many entrepreneurs don’t—you are severely limiting yourself. 
Remember, your skill or talent is simply that: a skill or talent. Reaching excellence is a 
choice. It’s what makes you better equipped than anyone else to serve your clients.

9 

Goofing off will help you succeed.

When you’re bootstrapping a business, it can feel like you’re constantly under the tyranny 
of the to-do list. Taking a break, taking your eye off the prize, or even (brace yourself) 
taking a vacation seems like outright blasphemy. Do it anyway.

On a daily basis, Evans recommends closing your email and doing something fun—playing 
Candy Crush or tossing a football in the hall—every few hours. And every three to four 
months, you should take entire days off to do something you love, whether that’s traveling 
or just sitting on the couch with a book. Here’s why: You will get more from the play than 
from the practical. You will get more ideas and answers from shutting down your to-do’s 
than you will from driving yourself relentlessly. 

You’ll always do your best work when you’re relaxed, happy, and experiencing new things, 
not when you’re exhausted and stressed.

10 
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As entrepreneurs, she adds that you have an amazing opportunity to shape the world, 
but you can do it only through expanding your thought processes. Every success she 
has had, and every success you will have, is a reflection of your ability to expand your 
knowledge, to change your approach, and to adapt. It is not a reflection of your MBA, 
your invention, or even your past success, but of what you bring to the table. In other 
words, your business is you. So it’s time to face the truth and get on track.

About the 
Author:

Suzanne Evans is the author 
of the New York Times best 

seller “The Way You Do Anything 
Is the Way You Do Everything:  
The Why of Why Your Business  

Isn’t Making More Money.” 

She is also owner and founder  
of SuzanneEvans.org,  

the “tell-it-like-it-is,” no-fluff  
boss of business building.
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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
 	 Pre-wired	and	pre-plumbed	for	easy	field	installation

 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. 

Other	benefits	include:

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
 	 2	–	6	Bay	Configurations
  Pump Options: CAT, GP & Arimitsu
 	 5	HP	Efficient	Motors
  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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Car Wash Cameras.com

Patent # - 7,764,194

866-301-CCTV
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Cal l  Now for Your FREE  Power Wash Equipment 
& Suppl ies Catalog! Or Vis i t  dultmeier.com  today!

90,000 Sq. Ft  of  Stock
20,000 Dif ferent Product I tems

Dultmeier has What You Need,
When You Need It!

38 WashTrends / November 2014



BY PAT TROY, PUBLISHER OF WASHTRENDS

A Weekly Blog Posting  
from WashTrends  

and the Industry Leaders From  
the WashTrends.com website

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. 

BLOG
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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 
products specifically for carwashes. Manufactured 
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 
these customer recognized benefits: Quiet.Simple.
Quality. Proven high efficiency and reliability, Arimitsu 
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 
QuickFire™

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 
products, we also offer the following value-added 
services to include: site evaluation, site design, financial 
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, 
Refillable containers- eliminates drum disposal and cost 
of 55 gallon drums, “Safe-Acid” wheel cleaners (non hF 
formula)

Clean Edge is a custom blender of car wash chemicals. 
We will design products to meet your specific chemical 
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
Wickliffe, OH 44092
(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

Diamond Shine Inc., headquartered in Wickliffe, Ohio, 
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 
chemistry and cost-efficient solutions. Diamond Shine 
offers premier service and marketing support through a 
team of distributors and representatives committed to 
helping operators achieve product performance, cost 
effectiveness, and profitability.

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 
offerings. Dultmeier also represents over 460 product 
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 
or refurbished construction. Panels are available in 12″ 
and 24″ widths, and cut to the inch from lengths 4 to 20 
feet. Install quickly with no exposed fasteners, providing 
a smooth easy to clean surface. Come with a ten year 
warranty and Class A smoke and flame rating.
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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, 
Tunnel Master®, Jr., Auto Sentry® flex, Auto Sentry® 
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

Lustra™ offers high-quality, innovative car care 
products, exceptional service and creative marketing. 
Ultraflex is Lustra’s™ advanced system of ultra-
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 
product offerings the best in your market.

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, 
floor heat, change machines, parts and supplies

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
Product List: PDQ’s products include LaserWash® and 
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 
— PDQ Manufacturing, a Dover Company, is a leading 
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. 
PDQ also provides wash marketing, customer loyalty 
and wash payment products under the ACCESS® 
brand name. Since 1984, PDQ Manufacturing has 
represented Performance, Dependability and Quality 
with outstanding products, and support that contribute 
to our customers’ profitability.

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™

Warsaw Chemical Co., Inc. offers over two hundred 
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
Product List: PDQ, LaserWash, MacNeil, Carolina Pride, 
Lustra, Ginsan , Unitec, Ultraflex

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
Clearfield, PA 16830
Contact: Cliff Reed/ Thom Miller
(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 
wash equipment provider based in Clearfield, PA. Our 
company offers more than the equipment and supplies 
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 
to offer years of trouble free operation. For replacement 
parts or new wash systems, Hydro-Spray meets your 
needs.
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PDQ Manufacturing Inc., manufacturer of in-bay automatic vehicle wash systems, 
announces the availability of the new Access® PayGlow Illuminated Payment System. 
Available as a component with new orders from the factory or as a retrofit kit installed in 
the field, PayGlow is a colorful lighting system for PDQ’s Access® Entry Stations that has 
been designed to make the carwash stand out from the crowd.

The PayGlow system includes a series of bright LED light bars, customizable software 
that allows carwash operators to personalize their Access entry stations, and a translucent 
Access shroud and sign-topper. This will make it a glowing beacon outside of the wash bay 
and an effective way to draw attention to the wash site.

The PayGlow system can be programmed to illuminate the entry to the wash day or 
night through the use of a steady color scheme or multiple combinations of flashing light 
patterns. Additionally, unique wash promotions can be tied into the color of the entry 
station’s glow, which will draw customers. The color combinations can be customized to tie 
into local sports teams or create holiday color patterns. The colors can also be programmed 
to flash green, red and yellow as a way to assist in the loading process.

Mark VII Equipment Inc., the North America subsidiary of WashTec AG of Germany, the 
world’s largest manufacturer of vehicle cleaning systems, has named Chris Andersen as its 
new CEO. Following a transition period, he will replace retiring CEO Steve Jeffs, who has 
been in leadership positions within the WashTec group for the last 10 years. 

Mr. Andersen’s background includes 10 years in various senior level positions in sales, 
marketing and management with Hilti, a Liechtenstein based provider of products, systems 
and services to the global construction industry. 

Mark VII also promoted Ryan Beaty to the position of Executive Vice President, Sales and 
Service and Pierre-Yves Leclercq to the position of Executive Vice President, Operations. 
Mr. Beaty joined Mark VII in 2005 and has been Vice President of Direct Sales since 2012. 
Mr. Leclercq joined WashTec France in 2002 and became Operations Director for WashTec-
Mark VII’s Canada subsidiary in 2012. 

PDQ INTRODUCES ACCESS® PAYGLOW  
ILLUMINATED PAYMENT SYSTEM

MARK VII APPOINTS NEW CEO
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On November 8, Flagstop Car Wash will be celebrating the grand opening of its newest 
location in North Chesterfield, Virginia. During the event, there will be a fundraiser cook-out 
held in order to help a family in need, chosen by the Christmas Mother program.

The grand opening will be celebrated with free carwashes. Each and every customer will 
receive a free carwash of choice. The top wash, Fire and Ice Express, features the new Fire 
and Ice from Turtle Wax Professional.

Flagstop will have a table set up for Christmas Mother during the event. Christmas Mother 
is a program that is dedicated to helping families in need for the holiday season. During 
these hours there will be a cook-out, and proceeds will go toward the program. Christmas 
Mother will accept additional donations in the form of NEW toys, children’s clothing, books 
and cash.

Flagstop Car Wash has been in the car care industry since 1981! From its modest beginnings 
in Chester, the company has grown and expanded to eight locations throughout the tri-
cities and Richmond.

FLAGSTOP GRAND OPENING IN NORTH CHESTERFIELD

Auburn Hills, Michigan – PECO Car Wash Systems has announced that Mike Jacques has 
joined the company to further develop its growing business in the eastern United States 
and Canada. Jacques comes with a wealth of experience within the industry, having spent 
the last 17 years at a major tunnel manufacturer. Jacques was instrumental in contracting 
negotiations, developing territories and managing accounts.

Jacques joins PECO Car Wash Systems as a business development manager to continue his 
recent success providing business services to many carwash companies in eastern United 
States and Canada. 

PECO supplies carwash parts, carwash equipment and carwash systems throughout the 
world. PECO Car Wash Systems manufactures a comprehensive line of conveyorized 
carwash equipment, available in stainless steel and its Z-Line series.

PECO CAR WASH SYSTEMS
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TOMMY TERRIFIC’S CARWASH COMING  
TO BECKLEY AVENUE IN OAK CLIFF

Third Dallas location for the express exterior carwash brand 

Oak Cliff is the next target for the growing Dallas-based Tommy Terrific’s Carwash 
brand. The company has purchased 2008 North Beckley Avenue and intends to build an 
express exterior carwash. The conveyor carwash tunnel and hand-drying time will take 
approximately three minutes, and the location will offer complimentary customer use of 
vacuums and mat cleaning machines. 

This will be the third Tommy Terrific’s Carwash. The first location opened in 2008 in 
North Dallas at 3541 Forest Lane and has washed more than 800,000 vehicles. The 
second Tommy Terrific’s Carwash opened in 2012 at 5021 Ross Avenue in Uptown/East 
Dallas. To date, the Ross location has out-performed all projections of growth, washing 
approximately 100,000 cars last year.

Construction on the Beckley location is scheduled to begin spring of 2016 after completion 
of the Dallas Horseshoe Project connector ramp located directly to the north of the 
property on Interstate 30 and Beckley Avenue.

“Following the success of our Ross Avenue location east of downtown, we are now ready 
to expand south,” says Tom Miller, owner of Tommy Terrific’s Carwash. “We see many 
similarities in the two areas with the considerable retail and residential growth and overall 
community revitalization. By opening a location on Beckley Avenue, we believe we will be 
well-positioned to serve the residents of Oak Cliff as well as commuters and destination-
driven visitors.“

Miller, a Dallas native, has more than 25 years’ experience in the carwash industry. In 
addition to the Tommy Terrific’s Carwash brand, he also owns/operates a full-service car 
wash in Allen, Texas, called TradeMark Car Wash.

Rain-X’s new national advertising campaign focuses on Rain-X Wiper Blades and Rain-X 
Original Treatment products. It will run for six straight months, through March of 2015. 

The Q4 2014/Q1 2015 Rain-X advertising campaign includes strong national TV 
programming, a national sponsorship on the NFL network and digital advertising on 
Weather.com and Accuweather.com. National TV will feature a heavier emphasis on sports 
programming compared to recent quarters, helping ensure the valuable Rain-X consumer 
sees the 30-second commercial. The commercial will run on networks such as ESPN, Fox 
Sports, SEC Network, ESPN U, NBC Sports, American Heroes Channel, FXX, The History 
Channel and the Weather Channel. 

RAIN-X LAUNCHES NEW ADVERTISING CAMPAIGN
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The new national NFL network sponsorship, “Outsmart the Opponent,” will run during the 
weekly “Playbook” program airing from 8:00-9:00 pm EST. The Rain-X segment will feature 
former Super Bowl-winning coach Brian Billick, setting up key weekend match-ups and 
what those teams will need to do to outsmart their opponent and win the game. Rain-X 
will own the idea of outsmarting both the opponent and the elements. The sponsorship 
includes strong visual and audio branding throughout the segment in addition to a 
favorable schedule for the Rain-X 30-second commercial on the NFL network to drive 
increased brand awareness during the winter driving season when demand for wiper blades 
and glass treatment products peaks. The NFL sponsorship will run through January 2015 
and will include programming leading up to Super Bowl playoffs. 

 Finally, Rain-X will supplement a heavy TV advertising effort with digital advertising on 
the relevant Weather.com and Accuweather.com sites. The digital initiative will leverage 
weather triggers to run ads when consumers are most receptive to the Rain-X wiper blade 
advertising message, building on the success from the Q1 2014 weather-triggered digital ad 
campaign.

The Car Wash Show™ 2015 will be held in Las Vegas on April 23-25. Some of the Car Wash 
Show highlights are: 

Unique networking receptions tailored to specific members of the industry, including new 
investors, rising leaders, women in carwashing and international attendees. 

A revamped education program offers tools, tips and takeaways.

Car Wash Connections where industry members will network by carwash category, 
including full/flex serve, exterior/express, self-serve/in-bay and c-stores. Gain valuable 
insight from experts.

Breakfast on the Show floor on Saturday, April 25, offers one last chance to re-energize 
before heading home at Ignite Ideas: A Networking Breakfast. 

The Car Wash Show 2015 is expected to bring together 6,000 industry professionals 
engaging in learning, networking and business growth. Will you be one of them? 

*All access pass required for some events.

SCRUB YOUR CALENDAR CLEAN
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 “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. 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 a 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. 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, in October we offered $1 off of our MONSOON Premium 
Wash for every pair of shoes a customer donated each time they visited,” says Rain Tunnel 
Express owner Scott Knight. “A customer could bring in 10 pairs of shoes, donate them all, 
and then receive our MONSOON Premium car wash for free that day.” (The normal cost of 
the MONSOON Premium Car Wash Plus+ with Paint Guard featuring Carnauba Wax is $10.)

“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.” 

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 carwash technology 
is constantly updated to provide a safe, gentle, effective and environmentally friendly 
system, as well as the local ecosystem. For more information, visit us at raintunnelexpress.
com.

SHOEMAN WATER PROJECTS TEAMS  
WITH RAIN TUNNEL EXPRESS
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classifieds

Well-established Car Wash Distributor is growing and needs a full-time, dedicated 
Service Manager based Florida.

We are looking for someone with strong communication skills, mechanical ability 
and experience with electrical, plumbing, pneumatics and hydraulics.

This person must have five+ years of hands-on car wash installation, management, 
maintenance or operational experience and is expected to maintain our current 
customer base, as well as developing new business.

We offer an attractive benefits package, including health insurance, paid vacation 
and holidays.

If you are detail-oriented and enjoy a fast-paced work environment, email your 
resume, including salary requirements to ServiceManagerFL@aol.com.

Career Opportunities

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

Place an ad in our new classified section to maximize your 
exposure and reach just the right audience!

Contact Tricia Miller at sales@washtrends.com  
or call 410-647-8402.
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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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