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Letter from the Editor:

IMPORTANT NOTICE: WashTrends Magazine is now MONTHLY!

WASHTRENDS PUBLICATION INFORMATION 
WashTrends consists of the following family of publications:

WashTrends Magazine — MONTHLY  — Flipbook/PDF publication containing 
fresh, professionally written editorial content. The magazine also contains links 
to Blogs published during the month. Available by subscription and online, as 
well “apps” for Apple and Android smart phones and tablets. Includes Product 
Guide. 

WashTrends Blog — WEEKLY — Blog written carwash operators and other 
industry insiders. 

Trends Report — ANNUAL (Summer) Spotlights top industry trends 

Advertising packages available that include logo/link ads, special promotions, 
and classified, as well as conventional display advertising. Call 410.647.8402  
or email info@washtrends.com.

F E B R UA RY 2014

Spring is here, and the carwash industry is awake with 
optimism and inspiration.

Everyone at WashTrends has witnessed the upbeat 
energy, flow of ideas, new products and confidence  
— indicators of business growth and strength.

Our latest issue focuses on examples of the many 
exciting things taking place right now. April kicks off 
with The Car Wash Show, which features a visit from 
TV’s Shark Tank. We cover education that’s essential 
for many carwash businesses and sound advice on 
how to generate business through referrals, and we 
share news about a new product that makes wheel 
sense!

We’ll also be attending The Car Wash Show. If you’re 
at the show, please stop by the WashTrends booth. 
We’d like to meet you and hear your news, and we’d 
like to give you a special treat!

We hope you enjoy this current issue of WashTrends. 
As always, our goal is to bring you up-to-the minute, 
unbiased information that can move your business to 
the future with economic success.

Happy Spring!

Sandy Travis Bildahl
Editor-in-Chief
WashTrends
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BY BRENDA GRACELY

Pictured: McCormick Place in 
Chicago. Home of the 2014 
ICA Car Wash Show.

Shark Tank at The Car Wash Show?
Success in Business !rives at !e Car Wash Show 2014
March 31 through April 2
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Carwash shows aren’t just about selling; they’re about camaraderie, having fun and making 
connections and success. This year the ICA Car Wash Show gets creative. Wonder why Shark Tank 
is visiting the ICA show? Meet up with your business friends in the Windy City and find out. Or 
how about taking part in Chicagoland Carwash Association’s “speed tours?” Plus, the 100 Years 
of Car Wash Celebration held at the House of Blues will be a great place to network and share 
information while celebrating your business success.

The venue is reserved, sponsors have signed on the dotted line, exhibitors and attendees are 
registered. The International Carwash Association is gearing up for The Car Wash Show held this 
year at McCormick Place, the largest convention center in North America, located near the shore 
of Lake Michigan and just south of downtown Chicago. 

“Our core proposition is essentially to provide attendees with access to the carwash industry’s 
best seminars and products,” says Eric Wulf, CEO of the International Carwash Association. “We 
do this with the world’s largest carwash exhibition and more than 20 hours of seminars from 
leaders in business and carwashing.”  
(http://www.TheCarWashShow.com)

The International Carwash Association is the nonprofit trade group representing the retail and 
supply segments of the professional carwash industry in North America and around the globe. 
With 2,000 member companies representing more than 15,000 carwash locations in nearly two 
dozen countries, the ICA is the voice of the professional carwash industry.

“The Car Wash Show has grown exponentially since its beginning in 1956,” adds Claire Moore, ICA’s 
chief operating officer. “Today it attracts the top buying power in the industry.” The show brings 
together vendors, distributors, owners and operators. “Though overall attendance may be down 
due to the economy and largely to quite a bit of industry consolidation,” Moore continues, “those 
who are attending the show are better educated, represent more locations and are more qualified 
buyers.”

According to Wulf, “Attendance, number of participating companies and the number of carwash 
sites represented by those companies plus the size of the exhibit hall all contribute to making The 
Car Wash Show the largest carwash show in the world.” This year’s event features 125,000 square 
feet of exhibits.

“The secret to bringing all these companies together is our talented staff,” says Wulf. “Of course, 
we need to make sure that we have the right seminar topics, exhibiting companies and networking 
events planned, but we wouldn’t get anywhere without the people who handle everything from 
marketing to exhibit hall services to education management. It takes dozens of people to pull off a 
successful show.”
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1-800-975-5910 

www.PosTechSolutions.com

sales@PosTechSolutions.com 
Stop by and see us at  

The Car Wash Show at Booth #554!

Accept Wright Express  

& Other Major Credit Cards
Text Message  

Error Alerts

Internet  

Ready

Remote  

Management

Emailed  

Reports

Liberator easily connects inside your Hamilton Auto-Cashier 

to give you these additional features:

TURBO CHARGE
Your Hamilton Auto-Cashier

Hamilton Auto-cashiers are top of the line. 
Why not make something that’s great, even better? 

See how Liberator can take your bottom line to the top while minimizing downtime.

by
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With 300+ exhibitors, The Car Wash Show consists of a wide range of carwash equipment and 
supply solutions. The New Product Gallery is the place each year to discover the latest, most 
innovative products. The 2014 show opens Monday, March 31, with education seminars beginning 
at 8:30 a.m. See the full event schedule at http://www.carwash.org/thecarwashshow/for-
attendees/schedule-of-events.

Tuesday’s dynamic keynote speakers will be Daymond John and Robert Herjavec from the 
ABC hit series Shark Tank beginning at 11:00 a.m. Hear John and Herjavec talk about their 
business background — “Daymond on Making Lemonade Out of Lemons” and “Herjavec Kills the 
Competition — With Kindness.” How about these two risk takers. Herjavec was waiting tables 
during the dot-com craze while launching his first technology company by night. And John, who 
is now a successful fashion icon behind the FUBU brand, mortgaged the family home and turned it 
into a makeshift factory for FUBU clothing. Listening to John and Herjavec share their experiences 
is bound to build your confidence and help you take the next challenging leap (http://www.
carwash.org/thecarwashshow/events/keynote).

This year’s 20 hours of education are designed specifically for carwash owners, operators and 
managers, providing strategies and insights on leadership, employee engagement, marketing and 
social media, and customer growth. All sessions are led by business management experts and top 
carwash professionals with the knowledge attendees need to take their businesses to the next 
level.

The ICA is also offering potential new investors the opportunity to learn the ins and outs of 
entering the carwash business through their exclusive New Investor Seminar. The seminar offers 
best practices for starting a carwash business from experienced industry professionals. “The 
New Investor Seminar is an efficient way for entrepreneurs to learn the essentials of entering the 
carwash business,” says Wulf. “It’s a chance for new investors to establish a solid foundation in the 
business.” The New Investor Seminar takes place Sunday, March 30, from 1:00 to 6:00 p.m.

Another Sunday, March 30, event is the new Chicagoland Carwash Association “speed tours” 
of Chicago area carwashes. Two tours are being offered: one focusing on conveyor carwashes 
and another focused on a mix of models, including in-bay automatic/roll-over, self-service and 
conveyor at retail carwash and gas station sites. The “speed tours” will provide attendees with an 
excellent overview of the Chicago market, with tour leaders from the area providing information 
and answering questions. (http://www.carwash.org/thecarwashshow/events/chicago-car-wash-
tours)

Peer-to-peer networking dinners are always a great way to connect with friends and colleagues 
to discuss industry happenings and share stories. This year you don’t want to miss the biggest 
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The Original 
EPRO™ ELIMINATOR 

Built in the USA by Crane Water 

www.cranewater.com 

Crane Water: 730 Commerce Drive / Venice, FL 34292 USA Tel: 800-828-2447 Email:lhayward@cranewater.com  

Call us today for a system 
quote. 800-828-2447 

Designing, Manufacturing and Supporting 
Innovative Approaches to Clean Water 
Since 1863 

EPRO Duel ELIMINATOR 

•� Spot-Free Rinse for Carwash 
•� Available from 1,500 to 20,000GPD 
•� Eliminators are available direct (save 

thousands $$$) at OEM prices in most 
locations* 

•� Parts and service available for all 
Eliminators and other Crane RO systems 

•� All systems built in the USA and backed by 
150 years of innovation. 

*Call for details 

EPRO ELIMINATOR 

Mention code (WT239) 
And receive additional 
discounts on membranes and 
other in- stock parts. 

networking event of the 2014 show — the 100 Years of Car Wash Celebration - held on Monday, 
March 31, from 7:00 to 10:00 p.m. at the House of Blues, a premier music and special event venue 
that has hosted legendary musical acts ranging from The Who to Pearl Jam (http://www.carwash.
org/thecarwashshow/events/100-years-of-car-washing-celebration). 

One last note — if you are interested in a taste of Amsterdam, consider this The ICA has announced 
the launch of the Car Wash Show Europe. This inaugural trade fair and convention will take place 
October 5 — 7, 2015, at the RAI exhibition center in Amsterdam, The Netherlands. Mirroring the 
highly successful The Car Wash Show in North America, Car Wash Show Europe creates a new and 
important biennial event for the professional carwash industry. Find additional information at www.
carwashshow.eu. 
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icscarwashsystems.com  |  800-642-9396
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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 o!ering 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)
!e Hamilton Transaction Kiosk (HTK) is the next generation of point-of-sale transaction 
systems o"ering convenience, security and increased marketing capabilities in one machine.  !e 
HTK o"ers access via the Internet to view and print audit reports, clear so# 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 o"er 
unattended car wash owners peace of mind. !e 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.  !e 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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BY LUCIA REGAN

Insurance E-Learning — Anytime, Anywhere

“Safety First” it is a message that is seen and heard in every work environment. Ask any business 
owner and they will tell you that safety is a top priority because without it there can be a big 
impact on your business — really big. It seems obvious to anyone that workplace safety is 
essential. But how you create a safe environment is not always as plain as the nose on your face. 
Safety requires knowledge of the risks as well as training and information about how to avoid 
injuries to employees, customers and visitors. Thanks to our computer-driven lives, this information 
is available online.

We spoke to Mike Benmosche, risk management specialist; Shawna Hays, carwash safety 
specialist; and Heather Fredenburg, training and risk management manager, all with McNeil & 
Company, about online classes for carwash owners and operators. McNeil & Company is one of 
several insurance companies in the country to offer coverage and risk information for carwash 
operations. Since 2009, McNeil & Company has offered the E-Learning Training Platform to clients. 
The company launched carwash insurance classes in 2012. 

Mike Benmosche lists several reasons to train your team members, and one important reason 
besides increased productivity is that “training is also known to help diminish errors and in turn 
keep the accident rate down. The hidden costs of incidents can be a big expense that greatly 
impacts the budget.” 

He emphasizes to owners, “…it is very important that they be sure to utilize all of the loss 
prevention resources made available to them. This will help them to better protect their 
employees, customers and [their] relationship with the insurance company.” Benmosche and 
McNeil & Company promote the importance of protection: “We also have offered a partnership 
with several carwash associations for limited access to a few of our courses at no cost.” 

Click here to watch McNeil & Company’s 
e-learning video for carwashes.
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Benmosche, Hays and Fredenburg, worked together to build the courses for clients to view at any 
time and wherever they operate. Fredenburg notes, “Most of our classes have been offered online 
to our insureds to offer the best flexibility to meet the demanding schedules and responsibilities 
associated with the carwash industry, since our training platform is available 24 hours a day, seven 
days a week.” The class offerings give a broad perspective on the issues owners need to worry 
about:

• Distracted Driving
• Fire Extinguisher Training
• H1N1 Influenza
• Hazardous Communications MSDS
• NYS OSHA Introduction to Standards
• Sexual Harassment
• Workplace Harassment
• Workplace Violence 

Source: http://www.mcneilandcompany.com/risk-management/e-learning/ (select carwash)

So, which online class is the most popular? “The most frequently used courses are related to OSHA. 
The most requested one at this time is our Hazardous Communication: GHS The New Standard” 
says Hays.

Fredenburg has a teaching background and works with Hays and Benmosche to develop the 
courses. She says, “We have added and expanded our courses available to our insureds and have 
plans to continuously add more. Once an insured is logged into the system, they will see the 
additional courses.” Here is a link to a brief demo course: www.mcneilandcompany.com/ 

Safety is a 24/7 concern, and now owners/operators can address that concern at any time, 
wherever they are.

www.carwashins.com
Like them on Facebook
Follow them on Twitter

McNeil & Company “Car Wash OSHA Hazardous Communication: 
The New Standard” Classroom Snapshot
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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!
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A Weekly Blog Posting from 
WashTrends and the Industry Leaders 
From the WashTrends.com website

BLOG
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Hogs Hair FoamMaster® 
Product #212302 

 
 
 
 
 
 
 
 
 

Hogs Hair Tri-Level Squeegee  
Product #224906 

�

ERIE Hogs Hair Brushes Achieve: 
 

� Less Wear 
� Produce a cleaner car 
� INCREASE your profits  
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800.999.7235
www.NACHEMICAL.com

20% off
first

order!
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RALLY THOSE REFERRERS!
Why Praise from “Friends” Is Worth Its Weight in Gold  
(and Seven Ways to Keep It Coming)

How to turn your loyal fans into active referrers who spread the 
word about what you have to offer—and help you grow your business.

BY ANNIE TSAI
Picture this: After a long day’s work, you sink onto the couch and turn on the television. As you flip 
through the channels, you see a commercial for a new local restaurant. Later, as you scroll through 
your Facebook newsfeed, you see that a friend has checked in at that same restaurant, posted a 
picture of his meal, and captioned it, “Delicious! Can’t wait to come back.” Which is more likely to 
make you reserve a table: the commercial or your friend’s endorsement?

If you’re like most Americans, you’re much more likely to be influenced by your friends’ 
recommendations (even if they’re “just” online friends) than by ads. In fact, a recent Nielsen report 
reveals that 92 percent of consumers trust recommendations from friends and family above 
all other types of advertisements. And they’re four times more likely to make a purchase when 
referred by a friend. 

Here’s the takeaway for businesspeople: Referrals are a huge, sparkly, tied-up-with-a-bow gift—
and if you aren’t already working to harness and maximize their power, it’s past time you started.

Photo by Katy Bildahl
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Businesses are so busy focusing their energy on acquiring new customers that they often neglect 
one of their most valuable resources: active referrers. Though this may be a small percentage of 
your overall customer segment, setting up a basic program to support them and encourage their 
activity is well worth your time and resources.

In fact, if your company is delivering value to your customers, you probably already have active 
referrers—even if you aren’t aware of them. These people are posting positive reviews about your 
business all over the social media landscape and bragging on you to their friends simply because 
they love what you offer and/or how well you treat them—in other words, because you’ve earned 
their loyalty.

Harnessing that loyalty is a no-brainer. And here’s the thing: These active referrers often don’t 
expect or even want incentives for referring others. Sure, you can offer incentives, but don’t think 
you have to break the bank in order to get referrals from current customers. In fact, I advise that 
before you spend the time designing a referral program based on monetary rewards, test out how 
willing your customers are to simply help spread the word.

If you’re ready to harness the power of active referrers, read on for seven of my tips on designing 
offers that continue to nurture your most valuable customers:

Be an equal-opportunity rewarder.
Reward the referrer and the referee. This should be an easy modification if you already have a new 
customer acquisition deal in place. Even if you don’t have a formal offer that rewards the existing 
customer for bringing in new business, find a way to say thank you. Put a note on that person’s 
account to give them a little something the next time they come in. The gift could be as small as a 
coupon for purchase, a small freebie, or a gift card for future service.

'RQèW�VWRS�SOD\LQJ�DIWHU�\RX�VFRUH�WKH�ĆUVW�JRDO��
Provide an incentive to get the referred customer back a second time as a part of the referral 
program. It’s the same as when you’re designing deal site promotions or any other new customer 
acquisition program. Building in a strategy that incentivizes that new customer to return a second 
time provides you with additional leeway and a captive audience. New customer acquisition 
through your referral channel is no exception to this rule.

Be magnanimous with merchandise. 
Reward customers with retail products instead of services offered to increase perceived value. If 
you have a retail component to your business, make sure you find ways to leverage this channel. 
Offering retail items is a great way to increase perceived value due to the built-in mark-up from 
cost. For instance, at a salon, the retail price of a bottle of shampoo may be $22, but the wholesale 
price is half that at $11. Including the bottle of shampoo or any other styling product with a 
100-percent markup significantly increases the value of the service delivered to the customer 
without impacting your bottom line.
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Use gift cards to your advantage. 
Encourage gift card purchases into your customer base as a key driver of referral business. This is 
a great way to broaden the scope of your actively referring customer base. For those customers 
who are evangelists for your business in the offline or online world, gift cards are an easy way for 
them to introduce your business to friends and family.

Additionally, if you don’t have a solid handle on precisely which customers are referring business 
to you, putting an aggressive gift card promotion out there is a great first step. For tracking 
purposes, you can append the gift cards with some internal coding; if you’re printing them out, 
simply use a different color or numeric identifier for easy coding. This way, you can track gift 
cards as they are redeemed and will know over time which promotions generate the highest new 
customer referral rate. You’ll also know exactly who is gifting your gift cards, so make sure to say 
thank you with an extra something the next time that person returns to your business.

Go old school—distribute business cards! 
Don’t discount the power of handing out some business cards to your favorite customers. 
Asking for the referral is often the most difficult part of building a referral program; however, you 
need to educate your customers on how they can help support your business—especially in the 
beginning. 

Even if you don’t establish a formal referral program, you can use business cards as an easy 
conversation starter here. Simply hand the customer three business cards at the point of sale 
and say, “I’d really appreciate it if you could let a few friends know about the great service 
you received today.”

Harness the power of “In their own words.” 
Use existing customer recommendations and testimonials. If you have a recent customer 
review that emphasizes how amazing a product or service is, turn that recommendation into 
a referral engine by pitching your offer as “customer approved” and share their story. You 
can go several directions here; including a customer video testimonial, a before and after 
photo, or a snapshot of their post-visit review are all effective ways to draw new business 
from your current fans.

Ask customers to bring a “plus one.” 
Create referrers using “you and a friend” deals. This is a great approach for businesses 
for two reasons. First, it turns an existing customer into a returning customer. Secondly, it 
encourages that existing customer to bring someone completely new to the business. We’ve 
all heard the adage “the best customers are referrals”—and it’s true. The great thing about 
this type of customer is that you already know that your existing customer is reliable and 
operating in potentially socially savvy space. And since they’re a return visitor, you know 
they already enjoy being a patron of your business. By posting these kinds of deals, you 
increase your chances of getting more customers like the ones you already have.
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“Bring a friend” deals also benefit businesses because they give them a very clear indication of 
how effective their existing customer base can be at driving new patronage on the business’s 
behalf. Every once in a while—perhaps once a quarter—it’s always a good idea to offer a “bring 
a friend” deal and test word-of-mouth willingness and conversion within your currently active 
customer base. Of course, in order to leverage the “bring a friend” deal to influence the “now” 
sale, the deal must offer a higher discount when purchases or appointments are made at the 
same time. The customer is able to take advantage of a group discount, or better incentive, 
and the business is able to measure how effective word-of-mouth is in bringing on new clients 
in this manner.

Remember, if you’re doing your job well, customers will want to tell their friends and family about 
the great new store, restaurant, service, etc. that they’ve found. Choosing to spend a little time and 
energy actively converting those customer fans into active referrers is a no-brainer. And the best 
news of all is that once you have a successful referral program in place, it will practically run itself. 
One referral will lead to the next, which will lead to the next, and so on. When you put in the effort 
to cultivate your active referrers, they can become one of the most profitable segments of your 
customer base. 

And keep in mind that while increasing the odds that potential customers will make a purchase 
is one of the biggest benefits of utilizing active referrers, it isn’t the only one. The customers your 
active referrers bring in are also more likely to work with you if they encounter a problem during 
their purchase experience—and they may also be more apt to tell others about their (hopefully 
positive) experience. What’s not to love?

ANNIE TSAI is the author of The Small Business Online Marketing Handbook: Converting Online 
Conversations to Offline Sales (Wiley) She is chief marketing officer at Demandforce, an Internet 
marketing and communication company that advises small- to medium-size businesses. She 
and the team at Demandforce have worked closely with small businesses for over a decade to 
understand how to leverage online tools to maximize return. Tsai has prior experience designing 
global customer experience and retention management strategy and managing sales, sales 
engineering, and social and email marketing strategy design and implementation.

http://www.anniesaid.com/small-biz-book

26 WashTrends / March 2014



Patent # - 7,764,194

866-301-CCTV
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Bringing the Best to  
Your Car Wash Business

www.HydroSpray.com  |  800-528-5733

Looking to upgrade your touchless in-bay equipment?  
 

Find a match in the Kondor® or the Saber®.  

 The Kondor® product suite is customizable to fit 

every bay and every budget! Featuring a sleek design 

in an open environment and LED lighting designed for 

in-bay navigation and marketing aesthetics, this series 

is sure to impress. The suite includes a one-arm KL1 

series and a two-arm KL2 series, each available in four 

custom models.  

 The Saber® SL2 is a true wash and dry touchless 

automatic with built-in appeal for both operators and 

customers. This machine is built to maximize an opera-

tors ROI via reduced maintenance needs, auto-reset-

ting breakaway arms and high vehicle output software. 

Standard features include two-step presoaks, triple 

foam, two wax applications, and the DuoDry® system 

that offers on-board and drive-through drying all on the 

same machine.

In need of Soft-Touch In-Bay Equipment?  
 

 The Freestyler® soft-touch automatic features a 

ClearBay® design created for an open, airy and pleas-

ant wash experience. The powerful five-brush system 

provides a fast and effective wash sure to please cus-

tomers and operators alike. Additional benefits of this 

machine include an overhead gantry design, a variable 

frequency drive, and damage prevention technology. 

Looking to upgrade your self-serve system?  
 

  An Elite Pro or an Elite Series 

Self Serve System is sure to fit 

your business needs. Both sys-

tems easily adapt to existing 

car wash equipment. Featuring 

variable speed motor control, a 

plug and play design, a compact 

stainless steel frame, and a  

multi-pressure system, these 

systems are some of the best on 

the market. 

For More Information Contact Cliff Reed at Hydro-Spray

800-528-5733  |  511 Spruce Sreet, Suite 1  |  Clearfield, PA 16830  |  cliff@hydrospray.com

Offering unmatched delivery 
performance that your  

customers will recognize! 

6-bay system shown

 by

Designed for  
rapid and  

sustained return on investment.

 by

High-flying  
performance, 
down-to-earth pricing.

An easy and  
smart decision  
for all operators.

 by

®
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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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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 bene!ts of  
partnering with us by visiting  

www.StartwithUnitec.com.

You have one chance to  
make a !rst impression. 

Make it a good one, with Unitec.

7125 Troy Hill Drive, Elkridge, MD 21075  |  443.561.1200

 
Unitec’s diverse line of product 

o"erings can streamline your 
operations, improve your 

e#ciency 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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Any time carwash owners can increase customer satisfaction and revenue while reducing labor and 
chemical cost, they’re interested, and for good reason. 

Simoniz USA realized that the costly, inconsistent performance of manual labor and chemical waste 
of a tire dressing add-on was having a significant effect on the bottom line for many carwashes. 
Simoniz USA and Sonny’s, The CarWash Factory knew if they collaborated on a product that could 
revolutionize the tire dressing add-on, developing a client base would not be a problem. 

Sonny’s took on the challenge and developed the Simoniz Tire Shine machine that dresses tires 
online, automating and improving the quality of the most requested and profitable extra service in 
the industry.

Sonny’s Equipment Division President Anthony Analetto talked with Wash Trends about the 
process.

IMPROVE THE QUALITY OF YOUR TIRE DRESSING
BY BRENDA GRACELY

www.sonnysdirect.com
www.youtube.com
www.mikescarwash.com
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Did You Know? Six of SONNY’S last eight car wash equipment 
innovations were retrofitable to our existing equipment.

Chris Himes     
Four Seasons Car Wash
Cedartown, Georgia

Increase customer satisfaction 
and revenue while reducing labor 
& chemical costs with SONNY’S 
SIMONIZ Tire Shine Machine.

www.SonnysDirect.com    Toll free 800-327-8723

© 2008 SONNY’S Enterprises, Inc.  All prices & availability subject to change without notice.

We make car washing easy!

NE
W

SONNY’S 2008
Car Wash Systems 
& Equipment Catalog.
Order your copy by visiting
www.SonnysDirect.com

SONNY’S SIMONIZ

Tire Shine Machine$10,295

TSA101

     SONNY’S 80MT — Up to 100 cars per hour   
Whether your going Express Exterior, Flex Serve or Full Serve;
                            view sample site plans and quote this or any other 
                               SONNY’S system on line at www.SonnysDirect.com

“Tire dressing is one of the 
fastest growing extra services on the 

market today. I added a Sonny’s Simoniz Tire Shine 
Machine to my wash and increased my revenue per car 
without increasing labor.  Sonny’s tire dressing machine 

provides a consistent application day in and day out, 
and my customers love the long 

lasting shine”

SONNY’S is the largest manufacturer of conveyorized car wash equipment, parts, and supplies in the world.
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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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Wash Trends: Why did you develop the product? 

Analetto: “At the time when we developed the Simoniz Tire Shine Machine, tire dressing was the 
most noticeable and desirable product offered at tunnel carwashes. It was also one of the most 
labor intensive. The objective was to perfect an online application process that would deliver a 
more consistent and superior service than manual application while also reducing labor expense.”

Wash Trends: Why did the Simoniz Tire Shine Machine fit a need?

Analetto: “There were a couple early machines that tried to spray the dressing on the tires, which 
was messy and inconsistent. So Bill Gora at Simoniz challenged Sonny’s to design a unit that would 
wick a sponge and then rub against the tire to apply the dressing. When you can automate your 
most desirable service, eliminate labor, control quality, reduce chemical costs, and speed up the 
time of service, the need gets filled fast.”

Wash Trends: Did you receive requests from clients for such a machine?

Analetto: “Yes, we always survey our customers for the biggest problems they have related to their 
operations. If we can develop a solution, then we know we can fill the demand.”

Wash Trends: How long has it been on the market?

Analetto: “The Simoniz Tire Shine machine was introduced at the 2000 ICA Car Care World Expo.” 

Wash Trends: How long did it take to develop the machine?

Analetto: “It took about six months to develop a working prototype. Over the years, the machine 
has had several upgrades to improve longevity and chemical consumption and to make it easier 
to maintain. The toughest part was developing a sponge durable enough to hold up in the 
environment and the actual tire dressing product. That’s where Simoniz has shined.”

“A lot of weekends with wet feet,” continues Analetto, “testing sponge after sponge and dressing 
after dressing went into perfecting this machine. Many people said to give up, but we just kept 
testing. Our challenge was to make a product that would work in the drip space because that’s 
where most operators had the room to put it.”

Wash Trends: How many customers are using this equipment? 

Analetto: “From 2000 to 2012 we shipped over 10,000 Simoniz Tire Shine Machines, and even now 
some operators still prefer the older machine. Today, however, most of our clients have upgraded to 
the new Sonny’s Tire Seal Machine we launched at the 2012 Car Wash Show. It uses less chemical, is 
easier to maintain, and can deliver a more consistent shine across a wider range of tire profiles and 
sizes. But it never would have happened without the lessons we learned making the older design.”

Sonny’s also shared with Wash Trends that one of its best customers, Mike’s Carwashes of 
Indianapolis, Indiana, embraced the Simoniz Tire Shine Machine early on and has been successful 
with it for many years. “They’ve recently begun to replace all of their 47 units with the new Sonny’s 
Tire Seal machine,” says Analetto. “They’re focused on improving their customer’s experience and 
the working environment for their team members. The Tire Seal machine lets them deliver a better 
product with less maintenance.”
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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

• Building Your Carwash & Detailing Business From The Ground Up 
 by Clint Allerton

• Dealing With Weather In The Carwash & Detailing Business 
 by Clint Allerton

• The Carwash Industry Perseveres 
 by Brent McCann

MARCH

• Do Professional Car Washes Really Save Water? 
 by Travis Kimball

• Quality Service: How to Convert Visits into Return Customers  
 by QwikWash America!

• Managing Disgruntled Customers With Honesty 
 by Clint Allerton

• Carwash Employees: One of Your Greatest Assets! 
 by Brent McCann

FEBRUARY
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AMERICAN GARAGE DOOR SUPPLY, INC.
1225 Industrial Park Dr SE
Bemidji MN 56601
United States
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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HOWCO, INC.
1521 East 3rd Street
Charlotte, NC 28204
704-731-2073 (phone)
704-333-4399 (fax)
howcosales@howco.com
www.howco.com
Product List: Howco, INC., Turtle Wax, Armor All, Hanna 
Jim Coleman, Istobal USA, Autec, INC.

HOWCO dedicates itself in providing superior quality 
car wash equipment, supplies, and chemicals. Above 
all else though, HOWCO is about supporting car wash 
investors and operators with the hands on assistance 
they need to keep their projects moving. HOWCO’s 
strength is in its people, experience, and reputation. 
Utilizing the latest equipment and processes, HOWCO 
employees provide assistance in sales, project planning, 
installations, parts, chemicals, and service in the 
Southeast and Mid-Atlantic geographical areas.

HOWCO is a full line distributor of professional car 
^HZO�JOLTPJHSZ��>L�VќLY�[OYLL�JOVPJLZ!�;\Y[SL�>H_��
Armor All Professional, and HOWCO private label 
brand. Our relationship with our manufacturers allows 
\Z�[V�IL�H�JVZ[�LќLJ[P]L�KPZ[YPI\[VY�VM�[OL�P[LTZ�`V\�
need. We know the demands professional car wash 
VWLYH[VYZ�OH]L�HUK�^L�HYL�WYV\K�[V�VќLY�[OL�TVZ[�
innovative items in the industry to help you achieve 
cleaner cars. Turtle Wax and Armor All Professional 
VќLY�H�JVTWYLOLUZP]L�SPUL�VM�WYVK\J[Z�[V�TLL[�`V\Y�
car washing needs. Using these two name brand 
manufacturers can help you earn co-op points towards 
`V\Y�THYRL[PUN�LќVY[Z�

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.

JBS INDUSTRIES
2550 Henkle Dr
Lebanon OH 45036
1-888-745-0720 (phone)
sales@jbsindustries.com
jbsindustries.com

8\HSP[ �̀�PUUV]H[PVU��ZLY]PJL�HUK�]HS\L�HYL�[OL�MV\Y�N\PKPUN�
principles that make JBS Industries a trusted chemical 
provider for the car wash industry since 1979. We 
simply deliver higher dilutions, more fragrances, brighter 
JVSVYZ��ZOPUPLY�]LOPJSL�ÄUPZOLZ�HUK�JSLHULY�JHYZ��*HSS�
us today at 1-888-745-0720 or visit us online at www.
jbsindustries.com. We are Just Better Soap.

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.

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.
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SONNY’S The CarWash Factory has released its 2014 Car Wash Case Studies DVD. Now in 
its eleventh year, this video takes viewers on a behind-the-scenes look at some of the most 
successful carwashes in the country as their respective owners share the challenges and 
the actions they are taking to grow their businesses. Available for a limited time, anyone 
interested can pre-order a free copy at www.SonnysDirect.com. 

This year’s DVD highlights three never-before filmed locations. Recipients will tour a 
struggling location that raised volume by over 100,000 cars in its first year under new 
ownership, join a carwash veteran as he dissects his decision to convert a friction rollover 
machine into a mini express tunnel at one of his 15 self-serve and in-bay locations, and 
meet an automotive dealer leveraging a newly constructed 125-foot flex serve to draw new 
business and add incremental revenue to his dealership. 

“Providing operators the ability to see real life examples of what others are doing in the 
carwash industry helps spark new ideas to move our industry forward as a whole,” says Paul 
Fazio, CEO of Sonny’s Enterprises, Inc.

Place your reservation online and specify pickup at Sonny’s booth # 1811 at The Car Wash 
Show in Chicago, Illinois, taking place on March 31 - April 2. You can also have the DVD 
shipped to you after the show.

Lustra Professional Car Care Products has appointed Jack Bonow to assistant vice 
president of the Central U.S. and Canada Division and Rob Raskell to assistant vice 
president of the Western Division. 

“Both Jack and Rob’s performance in sales have been influential. They have both 
demonstrated excellent customer relations and problem resolution skills,” says John 
Antonis, vice president of sales — CSI. “They both are valuable leaders and mentors for our 
sales team.” 

Bonow has been with Lustra for 25 years. “I look forward to working in an expanded 
territory and meeting new distributors,” says Bonow. “I’m also eager to work with the new 
regional manager in this territory and to continue moving the company forward and expand 
our business.”

SONNY’S THE CARWASH FACTORY RELEASES 
ITS 2014 CAR WASH CASE STUDIES DVD 

LUSTRA ANNOUNCES THE APPOINTMENT OF  
TWO NEW ASSISTANT VICE PRESIDENTS OF SALES
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Raskell has been with Lustra for four years. “I’m excited to have this opportunity to be able 
to contribute to the growth of such a cutting edge and dynamic company like Lustra. I’m 
most excited about continuing to work with all of the great people that make up the entire 
Lustra organization.” 

The new Token Conversion Kit takes the worry out of converting from quarters or dollars 
to tokens and is available free from TokensDirect. This comprehensive package is ideal for 
any carwash owners/operators who wish to increase profits, decrease vandalism and theft, 
achieve greater flexibility on pricing, and increase the per-cap spend. Contents include 
step-by-step instruction on choosing the right kind of token given the other equipment 
already on site, multiple pairs of sample tokens for set-up and testing, instructions on how 
to convert bill changers and coin acceptors, a booklet of free token designs, and a coupon 
for a free custom die (worth $195). Kits are available for quarter or dollar conversion. 
Interested parties can register for the kits online at http://www.tokensdirect.com/free-
token-conversion-kit. 

TokensDirect offers hundreds of standard token designs — which can easily be customized 
for particular locations — providing marketing and promotional benefits as well as 
operational ones. Tokens provide self-serve convenience to customers and added profit 
to operators. Unlike cash-based carwashes, which can be a target for cheats and thieves, 
tokens are a theft deterrent.

TokensDirect, a division of Osborne Coinage Co., offers a full line of tokens through its 
online store with factory-direct pricing, low minimum order quantities and fast turnaround 
time on all orders. Over 250,000 tokens in a variety of designs and sizes are available for 
immediate shipment. Custom tokens minted with company name, logo and marketing 
message can be shipped within 10 business days.

TokensDirect is a division of Osborne Coinage Co., America’s oldest private mint. 

FREE — TOKEN CONVERSION KITS FROM TOKENSDIRECT 
ELIMINATE THE WORRY IN CHANGEOVER FROM QUARTERS 
OR DOLLARS TO TOKENS 
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Hydra-Flex releases the AQUA-LAB EVO, a fully integrated yet modular chemical 
dispensing system designed for use with in-bay automatic/rollover machines. 

Designed for reliable and consistent performance, the EVO offers enhanced options for 
optimizing chemical and water control. Injector manifold “wings” are available in sets of 
four for up to 12 total applications plus foaming air. The space-saving system includes an 
integrated 10 GPM pump and integrated electrical control box with UL enclosure and is 
delivered pre-wired and pre-plumbed for easy installation. 

Optional features such as an inlet water selection valve, pressure switch or frost protection 
are available to customize the Aqua-Lab EVO for each unique equipment configuration. 

Hydra-Flex is excited to be partnering with in-bay equipment manufacturers in the rollout 
of this new platform. Istobal USA has signed on as one of the first and is now including the 
Aqua-Lab EVO with the sale of new MNEX-22 and MNEX-24 machines.

HYDRA-FLEX ANNOUNCES THE RELEASE OF AQUA-LAB EVO

The Board of Directors of Franklin Electric announced today that Chairman and Chief 
Executive Officer R. Scott Trumbull will retire effective May 2, 2014 and that Gregg C. 
Sengstack has been appointed to succeed him in that role. Mr. Trumbull will remain non-
executive chairman of Franklin Electric.

Mr. Trumbull first joined the Franklin Electric board in 1998 and was named chairman and 
chief executive officer in 2002. During his tenure, Franklin Electric has transformed itself 
from being a submersible motor supplier for pump manufacturers to being a pumping 
systems supplier for distributors. Additionally, the company’s revenues have grown to $965 
million in 2013, with 37 percent of those revenues coming from developing international 
markets. Under Trumbull’s leadership, the company’s market capitalization has increased 
from around $520 million to about $1.9 billion.

Gregg C. Sengstack, 55, first joined Franklin Electric in 1988 and has been president 
and chief operating officer since 2011. He had previously been senior vice president and 
president, Franklin Fueling Systems and International Water Group, and has held numerous 
positions in the company’s finance organization before becoming chief financial officer in 
1999. Sengstack is a member of the board of directors of Woodward Inc. (NYSE:WWD), a 
diversified manufacturer and service provider in the global aerospace and energy control 
markets.

FRANKLIN ELECTRIC ANNOUNCES SCOTT 
TRUMBULL’S RETIREMENT AND APPOINTMENT OF 
GREGG SENGSTACK AS CHIEF EXECUTIVE OFFICER
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WISCONSIN GOVERNOR VISITS PDQ FACILITY 
FOCUS ON MANUFACTURING GROWTH

PDQ Manufacturing, manufacturer of in-bay automatic vehicle wash systems, was a recent 
stop on Wisconsin Governor Scott Walker’s Blueprint For Prosperity Tour. Walker visited 
PDQ after announcing the state’s $911 million surplus and the intention to direct some of 
those funds to train skilled workers in great manufacturing jobs at facilities like PDQ.

At the PDQ plant, Walker told workers that the surplus was generated by a stronger-than-
expected economic recovery. “Wisconsin’s manufacturing job growth is strong, and thanks 
to companies like PDQ Manufacturing, it’s getting stronger,” Walker said.

 “We are honored that Governor Walker choose our facility here at PDQ to visit and discuss 
the points for his Blueprint For Prosperity,” says Mike Savignac, president of PDQ. “I believe 
PDQ represents the type of commitment to manufacturing that the people of Wisconsin 
can call their own. We are very proud of our products and the workers who dedicate 
themselves to creating those products every day.
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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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