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WASHTRENDS WANTS TO FEATURE  
YOUR TIPS FOR SUCCESS IN OUR UPCOMING ISSUES!

• Do you have great ideas for attracting customers? 

• Do you have tips for keeping employees happy? 

• What's your best solution for helping the environment, water reclaim or saving 
energy and lowering your electric bills?

• What's the best marketing or social media idea you've used to find success?

Any tips that have helped your business succeed are welcome. Please include your name and 
the name and location of your carwash.

Send your ideas to editor@washtrends.com
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WashTrends Magazine — MONTHLY  — Flipbook/PDF publication containing 
fresh, professionally written editorial content. The magazine also contains 
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F E B R UA RY 2015

Welcome to WashTrends February

February is an interesting month. Winter has set it’s course, and 
spring seems like a distant dream. But what makes February 
great, is that the year is still just beginning. There’s still plenty 
of time ahead in 2015 to make plans, changes and implement 
those new ideas you’ve been thinking about. So what actions 
should you take? We can help you with that, because we’ve got 
the lastest trends and lots of ideas to share with you, right here, 
waiting for you to discover in WashTrends February.

And all you have to do is sit back, relax and check out our latest 
news. You won’t want to miss our Trend Forecast, direct from 
Eric Wulf, CEO of the The International Car Wash Association. 
No question, it’s news you can use. We also face some tough 
technology truths that may affect your productivity and your 
job in the future and we’ve got solutions that may be critical 
to your company’s survival. We feature a carwash that knows 
success well and we offer some valuable information on how to 
make your carwash better. It’s often the little things that make 
all the difference.

At WashTrends, we’re always inspired by the ingenuity 
happening everywhere in the carwash industry and we think 
you’ll enjoy what we’ve found for you this month. 

We’d also like to know about any tips for success that can make 
a difference in a carwash. If you’d like to share your idea, just 
email editor@washtrends.com and we’ll be in touch. 

And now we invite you to open the pages of WashTrends 
February. Explore and see what inspires your 2015.

We hope you enjoy this issue.

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

Happy carwashing from everyone at WashTrends!

Sandy Travis Bildahl
Editor in Chief
WashTrends
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Proven Tools for Reaching 
and Retaining Customers

With SiteWatch® from DRB Systems, Inc.®

SiteWatch is used by quality operators 
around the country, including:
• Seven Flags Car Washes, Vallejo, California
• The Car Wash Barn, Killeen, Texas
• Triple Play Car Wash, Attleboro, Massachusetts
• Rainstorm Carwashes, Forsyth, Illinois
• Cactus Car Washes, Charleston, South Carolina

Contact DRB Systems at 1-800-336-6338, or visit 
www.drbsystems.com for more information.

Proven Performance
 in the Real World

U S I N G  T E C H N O L O G Y  T O  E N H A N C E  Y O U R  C U S T O M E R ’ S  E X P E R I E N C E

800-336-6338  Green, Ohio  / www.drbsystems.com
 © Copyright 2013. All rights reserved DRB Systems, Inc. 

• Through Mobile and Email Marketing with
 SmartCodes® – Create your own barcodes and
 QR codes for digital coupons and prepaid washes 
 sent to customers’ smartphones and email inboxes.

• Offsite with WashCAP – Sell washes from 
 retail fuel pumps, even when you don’t own  
 the service station!

• Online with Website ConnectTM – Generate 
 viral buzz online by offering Internet-only specials  
 on your website. 

• Onsite with Loyalty Promotion Module – 
 Offer frequency discounts and VIP club incentives.

• At the Point of Service with Intelligent 
 Receipt Messaging – Print targeted sales 
 messages on receipts.

• With Monthly Passes Using ARM® (Automatic 
 Recharage Module®) – Recharge passes every
 month to lock in customer loyalty.
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Building a Better 
Carwash: 

the need for nozzles

Photo Courtesy of Hydra-Flex
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Delivering a superior carwash is what 
carwashing is all about. Sure, there are 
many things that entice today’s carwash 
customer. Entertainment, great service 
and location all add to the success of a 
carwash. But the bottom line in getting a 
customer to return time after time is to offer 
the best quality wash, and the best way to 
achieve the best wash is to use the best 
quality elements... nozzles, for example... in 
the construction and maintenance of 
that carwash. As one might imagine, 
the market for these products is a 
competitive one. 

So what’s the news in nozzles? For the owner-operator, many factors must be considered when 
purchasing nozzles, such as effectiveness, cost, material, energy efficiency, environmental impact, 
among others. 

One company that has excelled in the business is Hydra-Flex in Burnsville, Minnesota, an expert 
engineering and manufacturing company that builds high-pressure nozzles, among other things. 
Their Blast-Tec Pro™ Rotating Turbo Nozzle, which delivers 1,000 PSI while using minimal water, 
was engineered specifically for high-pressure, high-impact vehicle-wash applications, including 
wheel blasters, undercarriage wash, rinsing and high-pressure cleaning, and it has been wildly 
popular.

Founded in 2002, Hydra-Flex’s mission is to develop innovative 
carwash products that solve problems, save precious resources, 
reduce operating costs and provide exceptional results for 
customers. When President Jaime Harris, along with co-founder 
Gary Brown, joined forces, the duo aimed to “find a better way” 
to engineer and manufacture original and reliable products for the 

vehicle-wash industry. Twelve years later, Hydra-Flex is listed 
on the 2014 Inc. 5000 Fastest Growing Private Companies 
list–at #2905 to be exact–proving their mission has been quite 
successful, to say the least.

To what do they owe their success? “I am an optimist, so my thoughts are, ‘Solve problems.’ If you 
see a void or gap– ill it. Create value, and be passionate about what you do,” says Harris. Another 
critical ingredient is customer focus. “We provide quantitative value for our customers. From 
saving money, using less water, using less chemistry, requiring less maintenance, etc., we provide 
real, measurable results. And it is because of these results that our customers have become 
advocates for us.”

BY ELLEN KINSELLA

Hydra-Flex Backroom 
Chemical Mixing Dispensing

Hydra-Flex’s  
Blast-Tec Pro™  

Rotating Turbo Nozzle
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It can be summarized by C-T-R: 
Customers are the reason 
they’re in business; Teamwork 
(solidarity) divides the task and 
doubles the success; and Results–
what gets measured, improves. 
“Our customers are our most 
valuable asset,” continues Harris. 
“We are only on this trajectory 
because they have been 
believers and strong advocates 
for us.”

Other core values of innovation, 
reliability and accuracy have 
also contributed to Hydra-Flex’s 

success. In Harris’ interview for the Inc. 5000 honor, he explains, “In our early days, if you looked at 
our numbers they didn’t make sense, but we were too blind and stubborn to give up. It’s exciting to 
see our organizational mission align with creating value for our customers in a manner that delivers 
real results that are quantifiable.”

Has the competition been strong? Very much so, says Harris, but Hydra-Flex welcomes, 
and thrives on, competition. “We like it,” admits Harris. “It forces you to measure yourself. 
Competition is what creates innovation.” 

Spraying Systems Company in Wheaton, Illinois, in is another example of a successful nozzle 
manufacturer. In business over 75 years, they have 10 manufacturing locations and 90 sales 
offices around the world. “No other supplier can match the depth of our product line–90,000-
plus,” they claim on their website. This is the result of their sole focus on spray technology. 
“It started 75 years ago with the development of our first full cone and hollow-cone nozzles, 
which were used mostly for cleaning and cooling. Ten years later we were making nozzles for 
specific operations like spray drying and de-scaling. Today, our 
products are used in more than 200 industries and in cleaning, 
coating, cooling, drying, lubricating, dispensing, sanitizing, 
marking and dozens of other operations.” Spraying Systems 
has a full range of spray products to help save water, reduce 
chemical use and improve customer satisfaction, including the 
popular FullJet, VeeJet, WhirlJet and SpiralJet nozzles.

“Spray nozzles may seem like small components in carwash 
operations, but they can have a dramatic impact on 
profitability,” claims Spraying Systems. “Using the wrong 
nozzles or worn nozzles can drive up operating costs and 
shorten pump life. That’s why it is important to partner 
with a supplier with a full line of spray products plus the 
expertise to ensure you select the nozzles and take steps to optimize performance.”

Jaime Harris,
President,  
Hydra-Flex

Gary Brown, 
Co-Founder & Eastern  

Regional Sales Manager,  
Hydra-Flex

Spraying Systems Bex Twister Nozzles

9WashTrends / February 2015



Spraying Systems also has a strong focus on customer service, claiming, “We’re committed 
to providing exceptional customer service. Our local sales offices and technical support 
teams are available to help with product specification, application problems, spray system 
optimization and ordering. Contact us whenever you need any type of assistance–we are 
standing by and ready to help.”

Bex Spray Nozzles in Ann Arbor, Michigan, is another leader in the nozzle manufacturing 
industry, having over 50 years of design and manufacturing experience. Again, citing 
customer service as a key to success, their website states, “Our sales specialists, engineers, 
and technical support staff are capable and willing to help solve the toughest of application 
problems in industries ranging 
from cleaning, rinsing and 
washing to food and beverage, 
from chemical processes to dust 
control, and many more. Bex is 
known not just for our exceptional 
quality but also for our industry-
leading delivery and customer 
service.”

Distributors of nozzles have 
definite opinions also. Edgar 
Kron, a sales manager with 
18 years of experience at 
Bozeman Distributors in Baton 
Rouge, Louisiana, explains that customers are very cost-conscious, and there’s a fine line 
between helping them save money and ensuring they have the best quality and long-lasting 
product for the job. “Plastics are becoming the big thing because of cost,” he says, but he 
explains that plastics aren’t for every job. “Self-serve carwashes use metal tips; automatic 
and express washes use several different types of nozzles.” Kron points out, “There are many 
different applications in the carwash industry. 

Spraying Systems’ Spray Nozzles

Spraying Systems’  
Bex Flat Tip Zip Spray Nozzle

Spraying Systems’
Bex Flat Spray Nozzle Stream
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To most people a nozzle is just a nozzle, but over time you can save a lot of money by 
knowing the right kind and saving money through water and power savings.” Knowing 
the products and their proper applications takes time and experience, and again, superior 
customer service is necessary to ensure the customer has the best product for their particular 
job. “This is one of the reasons we’ve been successful since the 1960s,” concludes Kron. 

Cruz Lopez, a CSR with a Hotsy Pacific Distributers in Modesto, California, has a similar view 
on customer service. While admitting the competition is tough, he says he’s successful at his 
job because “I offer great customer service–I find what my customers’ needs are and supply 
the solution. For example, sometimes customers ask for new products, and I know we offer 
a product that can adapt their current washer to enhance its capabilities. Because they can 
adapt, rather than replace, they save money, and this makes them happy.” 

Lopez tells a story about a dairy owner who constantly needed to wash off dried-on manure. 
“We implemented a high-performance Turbo Nozzle that doubled his performance.” In 
conclusion, Lopez states, “We must build strong relationships with our customers and treat 
them like we want to be treated. Promptly. That’s the key to success!”

Another useful tool for successful nozzle companies is their use of social media. YouTube 
videos are very helpful in demonstrating different types of nozzles and their sprays. Facebook 
and Twitter help them keep in touch with their customers in real-time and helps companies be 
more approachable. 

Jaime Harris explains, “Social media allows us to put a personality behind our brand, to have 
a two-way conversation with our customers and partners, and build a better relationship with 
them. Our content strategy focuses on conveying the RITE information – information that is 
relevant, interesting, timely, and entertaining.” Hydra-Flex is present and active on Facebook, 
Twitter, LinkedIn and YouTube.

Of course, caring for the environment plays a large role in all aspects of the industry. “Pressure 
to be green will always be there,” explains Harris, “That is why one of our core chemical 
dispensing product values is ‘do more for less.’ When your products use less water than your 
competition, it is a very powerful value proposition. Because solution is applied to the vehicle 
at higher pressure, less solution is used, which can often result in significant reductions in 
water and chemical usage. Additionally, the use of super-concentrated chemicals can reduce 
packaging waste and shipping costs.

A carwash can only be as great as the sum of its parts. As long as quality parts are purchased 
from reliable and experienced suppliers with dependable customer service, you are 
halfway there. The rest depends on good old-fashioned customer service, environmental 
conscientiousness and lots of hard work!

Check out these videos to learn more about nozzles:

• Hydra-Flex Video of Ripsaw Speed
• Hydra-Flex Video of Gary Brown
• Hydra-Flex Video of Blast-Tec Pro
• Spraying Systems Co. Video of FlowMax Comparison 
• Spraying Systems Co. Video of Maximum Free Passage FullJet® Nozzle vs. Competitor Nozzle 
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MORE  Carnauba...

   GREATER  Shine!

800-225-2231  •  www.LustraBear.com

LustraFoam® with Carnauba Wax is a supreme foaming polish  
and sealant that is fortified with NATURAL CARNAUBA WAX 
providing a deep, glossy shine with UV protection and an appealing 

orange-vanilla scent. Because of its unique formula, more carnauba 
wax is applied to the vehicle surface than competitor  

brands, creating a deeper shine and added protection.

Provide greater value to your customers by offering 
LustraFoam® with Carnauba Wax and keep them coming 
back again and again!

See for yourself, contact your Lustra®  
representative today 1-800-225-2231.

  100% Satisfaction Guaranteed

Marketing 
Available!

Driveway 
Antenna Sign

Scan the QR code to 
see LustraFoam® with 
Carnauba Wax being 
applied.
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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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Eric Wulf, CEO of The International Carwash 
Association, says he sees no sudden trends in 
the carwash industry this year but is carefully 
watching ongoing issues impacting the 
association’s membership.

From the organization’s base in Chicago, 
midway between the East and West coasts, he 
has a good view of what’s going on not only 
regionally and nationally, but globally.

From a consumer perspective, he says, the 
rebounding U.S. economy, rise in discretionary 
income and higher employment numbers are 
all good signs for the carwashing business. So, 
too, is wage growth, rising stock prices and the 
lowering of gas prices.

“As the economy improves, so does, typically, 
the number of passenger miles driven in the 
U.S. With dollars in the pocket and cars on the 
road, two foundationally important pieces are 
in play for an uptick in the carwash industry,” 
he notes.

Trend Topic

A Look At What Is Trending  
In The Carwash Industry
An Interview With One Of The Industry’s Leaders

Eric Wulf, CEO 
The International Carwash Association

BY WENDI WINTERS
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On the margins of the industry, he points out, with more money and dirtier cars, how does  
a car owner get his or her vehicle cleaned? They either do it themselves or have someone 
else do it. Based on the most recent research from 2014, the consumer is marching 
increasingly toward having a professional do the job. Currently, more than 70 percent have 
their car washed professionally.

Also increasing, among both government regulators and consumers, is the awareness that 
carwashes are safe for the vehicle and safer for the environment than a do-it-yourself wash.

Cleaning a vehicle, by most measures, has been the same for quite a long time. “The days  
of using nylon brushes or bristles are gone. The emphasis now is on high-pressure water  
and soft cloths. Polyethylene, a material of an older generation, is gone too, replaced by  
new synthetic fibers that shed the dirt and don’t hurt a car’s finish or attachments like 
antennas or side mirrors.”

“The technology is better,” Wulf says. “Modern washes have sensors so the wash machinery 
adapts better to each vehicle to avoid damage to sensitive areas.”

Wulf points out that the automotive industry’s manufacturing and design processes have 
improved, too. In most new models today, there are less places to trap dirt than there were 
20 years ago. One example was the rear spoilers that were “hot” among some drivers 
15 years ago. “They were notorious for being cheaply attached to the main body of the 
vehicle,” he says.

Photo Courtesy of  
The International Carwash Association
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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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So, too, were earlier glass sunroofs. They were sensitive to the high temperatures of the 
carwash water.

“Today’s cars have more aerodynamic features and fewer sharp corners,” Wulf notes.

Some trends are slowly changing the face of the carwash industry. It is gradually moving 
from an industry that was highly fragmented with two-or three-site ownership to an 
industry that is more aggregated, with owners possessing increasing numbers of carwash 
operations. 

“The average median of washes owned is increasing,” Wulf says. “It used to be mom and 
pop washes, with one or two more opened as business improved. Now, we are seeing 
more investor types.”

“It’s still a lifestyle business with car people who love working around cars, but owners 
who are strictly investment groups or real estate groups are coming in year to year in 
increasing numbers.”

It’s not a sudden trend, but a gradual shift over the past two decades.

A more sudden change, “not including any unforeseen draconian government regulations,” 
Wulf says, is what is happening in the area of automotive paint technology. ICA is 
watching the inovations carefully.

Nanotechnology, the manipulation of matter on an atomic, molecular and supramolecular 
scale, is being used to develop and manufacture new paints or finishes that do a better job 
of repelling dirt from a vehicle’s surface. “I expect these new paints to emerge first on the 
highest end vehicles,” he says, “but it would immediately impact carwashes.”

He adds, “However, the underbodies and interiors of vehicles still need to be cleaned, so 
washes will need to evolve to handle these changes.”

Carwash operators are continuing to experiment with lava arches, which have been 
gaining in acceptance and popularity the past three years. For proof, Google “lava arches” 
and see how many “lava arch light shows” pop up on YouTube. Also gaining acceptance is 
online drying with soft cloths after the dryers have finished.

Looking ahead, ICA is watching as technology for “driverless cars” improves. While it may 
reduce the number of vehicular accidents and passenger fatalities, there will be additional 
benefits and challenges for carwash owners.

Eventually, Wulf muses, “Smarter cars will certainly impact the industry. Wash operators 
will want to make cars more discoverable. If the system is fully operable, maybe a car 
could go get itself washed at night while its owner is having dinner or is asleep.”

Imagine that!

On the retail side of the business, unlimited subscription clubs or monthly wash clubs have 
been around for a generation. More recently, club prices have come down significantly, 
though. Wulf has seen some clubs offering unlimited washing for $10 a month--so low that 
a customer would be loathe to cancel.

18 WashTrends / February 2015



19WashTrends / February 2015



Photo Courtesy of  
The International Carwash Association

It’s up to the wash operator to create other enticing features, services, products or items a 
club member would want to “add on” to the monthly fee.

Trending carwash industry enhancements that owner-operators should be quick to 
capitalize on and market to current and potential customers are automated cash 
machines, automated gates, online protectants, lava washes and enhanced drying 
features.

He cautioned, “Operators also have to devise ways to create a continuous revenue stream 
for their business as opposed to operating a business entirely dependent upon the 
weather.”

While some owner-operators are embracing social online marketing, Wulf says, “Some 
aren’t. Some are striving to make their business more visible via traditional methods and 
digitally, though the participation in social media in this industry is low compared to other 
retail businesses—like fast food.”
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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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Touch Screen 
Payment Terminals
for Every Car Wash 
Business Model

icscarwashsystems.com  |  800-642-9396
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Ron Bousquet says  
the secret to success is very simple:  

“Be honest and fair with your customers.”
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Bousquet is the general manager of Randy’s Car Wash, a chain of four outlets in suburban 
Boston. With more than 40 years in the industry, Bousquet recently stepped down from 
the board of the New England Carwash Association as the 2013-14 immediate past 
president. He served the organization twice as president. His most recent two-year term 
was 2011-12.

Reflecting on his involvement in the industry and the NECA, Bousquet offers his insights 
tempered with experience to WashTrends.

“Carwashing is not a real difficult thing. You want your customers to come out and say, 
‘You made my car nice and clean. It’s shiny!’” The customer had expectations and you met 
them, he remarks.

“Meeting a customer’s expectations is what it is about. Just try to be honest and 
reasonable. We are not going to tell them we are going to do something we are not. 
Always be honest with them.”

Consistency is the key to meeting those expectations in an honest manner.

Bousquet notes in the “old days” when tunnel operations were not computerized, “we 
used to play with the conveyor speeds.” On busy days the speed was increased and on 
slow days the operation operated at a slower pace. “At one point we decided it was stupid 
and decided to keep it all at the same speed. I think that helped us give a better quality 
wash consistently. All we were doing was giving our customers what we promised them.”

Over the last 40 years, there are a lot more carwashes to compete with. “We are all 
trying to find our piece of the pie. In the greater Boston market, we have a lot of great 
competition. We just try to be out there and try to be the best that we can,” Bousquet 
explains. The niche for Randy’s Car Wash is not the high-end operations, but instead, “we 
try to give a good wash at a reasonable price. Today, a lot of people don’t want to wait in 
line. Time is too precious to them. They want to get it done and as quickly as possible and 
that is what we try to do.”

Randy’s Car Wash is still owned by Tom Rando, Bousquet’s father-in-law. Rando, 86, still 
comes into the office two to three times a week.

As the general manager, Bousquet tries to visit each location every day and starts each 
morning at a different location. The locations with automated exterior washes and self-
serve bays have not physically changed much since he started working there in 1975.

Sage Advice from Industry 
Vet Ron Bousquet

BY TOM SMITH
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Rando was one of NECA’s founding members and Bousquet became actively involved in 
1978.

The association, which now has about 120 member firms, continues to serve two vital 
roles–networking and monitoring.

“The networking is tremendous. It is the biggest thing the association can do. I think our 
industry is unique. You can have five carwashes and all five of them are a little different. 
Most carwash operators are helpful to other carwash operators.”

Working within the association and within International Carwash Association, Bousquet 
explains that the groups monitor government regulations and offer solidarity to work for 
change.

Part of working for change is educating regulators, local officials and drivers. Bousquet 
cites his involvement in efforts to get people to understand that washing a car in the 
driveway is not good for the environment. The carwash will treat and recycle water while 
the homeowner just lets the dirty, soapy water flow into the storm drain. 

While serving on the board, Bousquet was instrumental in starting the NECA scholarship 
program.

Twenty-five years ago Bousquet was involved in getting the Northeast Regional Carwash 
Convention off the ground. In return, in 2009, the NRCC made Bousquet the first member 
of its Hall of Fame. “It was great to be honored by your peers because they know how 
much you work to make it good for everyone. We all worked hard to get the NRCC to 
where it is today.”

Bousquet sees positive signs on the horizon for the industry.

“As society starts to get its act together again, people are starting to get more money in 
their pockets. Car sales are starting to increase and they will want to keep their new cars 
clean. The lower gas prices and wage increases will help.”

Bousquet also sees a brighter future because of technology. Computers are helping to 
make operators more efficient saving water and electricity. “I think operators are learning 
that we have to make ourselves better to help our industry grow.”
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john bildahl
410.991.3580

jbildahl@aol.com
bildahlphotography.com

facebook: john bildahl
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Is your job secure?  
Are your job skills ready  

to face the power  
of new technology?  

The carwash industry isn’t  
immune to the possibility that  

technology may do  
a better job  

than you’re doing. 

But it doesn’t have to be  
that way if you’re prepared.  
Check out our story about  

what’s happening and how you  
can avoid becoming a casualty.
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Want to Survive the Coming Tech Tsunami? 
Overcome Your “Humanness”

Well over half of Americans are at risk of losing their jobs to computerization in the 
next few decades. To stay relevant, we’ll have to “dehumanize” ourselves by overcoming 
qualities that hold us back from becoming the best thinkers and learners we can be.

You know technology is advancing by the day. You may know that over the next 10 to 20 
years, according to two experts, 66 percent of U.S. employees have a medium to high 
risk of being displaced by smart robots and machines powered by artificial intelligence 
(just read the study by University of Oxford researchers Carl Benedikt Frey and Michael 
Osborne). But here’s a twist you may not have considered: To hone the human strengths 
that will carry you through this tech tsunami, you first must conquer some very human 
failings.

Ironically, being human helps us and hurts us. We possess extraordinary abilities that 
machines can’t replicate, including the ability to create, emotionally engage, and 
empathize. But (here’s the irony!) to tap into these abilities when the tech tsunami hits, 
we’ll have to overcome our human nature.

Research in neuroscience, psychology and behavioral economics has offered up an 
unflattering picture of the way we think and learn. While humans have the capacity to 
be highly efficient, fast, reflexive thinkers, our “autopilot” thinking isn’t very critical or 
innovative. Instead, it’s rather lazy and is hobbled by our egos, biases and emotions. This 
is the humanness we must overcome to stay competitive. 

Here, I spotlight eight things you (and, if you’re a leader, your employees) need to do to 
“dehumanize” yourselves so you can think better, learn better, collaborate better, and 
emotionally engage better:

BY EDWARD D. HESS

Put less stock in being right.

When we’re right, our egos (in other words, the views we have of ourselves) are 
reinforced and validated—and that feels good. So we instinctively seek out situations that 
validate our views of the world and of ourselves—and we selectively filter out information 
that contradicts what we “know” to be “right.” The problem is, none of this supports the 
cultivation of better thinking and learning.

1
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Effective learning requires us to uncouple our egos from our beliefs by admitting that as 
humans, we’re wired to be suboptimal learners. In order to learn, we have to be willing to 
look closely at our mistakes and failures and to really listen to people who disagree with 
us. In other words, we have to be willing to be wrong! Overcoming the strength of our 
ego-defense systems requires deliberateness, mindfulness, management of our emotions, 
and quieting our ego—more on those things later!

Overcome lazy thinking.

Believe it or not, it takes a disproportionate amount of energy to learn. Although the brain 
comprises only about 2.5 percent of our body weight, it generally uses 20 percent of the 
body’s energy. As a result, the human learning machine prefers to operate in a low gear—
on autopilot—as much as possible to conserve energy. Nobel laureate and behavioral 
economist Daniel Kahneman puts it this way: “Laziness is built deep into our nature.”

What this means is that no matter how intelligent or experienced you are, you probably 
aren’t doing your best thinking. Especially in situations with important consequences, 
you need to deliberately think about how you, well, think. Are you proceeding based on 
impressions, feelings, impulses, or a desire to protect your ego? Or are you unpacking and 
questioning assumptions, weighing alternatives, and digging deeper?

To start “strengthening” your thinking, mentally rehearse each upcoming day by thinking 
about what instances, meetings, occurrences, decisions and events may need higher-
level thinking. Then in the evening, take 15 minutes and replay the day with an eye to 
identifying situations in which your lazy thinking may have gotten you in trouble. Over 
time, you’ll be able to create a checklist of the types of issues, problems or situations that 
require deliberate thinking. And forewarned really is forearmed.

2

Stop being so judgmental.

Our human drive to be right, combined with our predisposition toward lazy thinking, 
causes us to be judgmental of other people and situations. We do it in work and in life 
all the time: That’s a terrible idea. He’s an idiot. She didn’t try hard enough. I know better. 
And so on. The problem is, judgments like these set the stage for division, resentment and 
roadblocks, not collaboration, dialogue and progress.

 Suspending judgment has always been a particular challenge for me. My mind always 
wants to formulate a response or counterattack instead of really listening to what the 
other person is saying. (Maybe yours is the same way!) I have to remind myself that 
interactions with others are not guerilla warfare, nor are they tools to help me confirm 
what I already believe. They are stress tests to help me evaluate and—if necessary—
change what I believe.

3
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Scan to  
watch video

SELF-SERVE UNDERBODY SYSTEM

 Looking for an easy way to increase 
your customers time in the self serve 
bay? The Self-Serve Underbody System 
provides a simple, fast and easy way to 
add a unique service option to your car 
wash.

Features include:

  Compatible with all self-serve car wash equipment
  Easily adapts to any existing high pressure pump 
  Controlled by the rotary switch on any existing meter box
 	 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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Get less rigid.

Throughout history, rigid processes and procedures were (usually) a good thing for 
humanity. Do Action X and Action Y and get Result Z, which provides comfort, shelter, 
sustenance, or some other desirable outcome. But in today’s rapidly changing world, 
doing things the way they’ve always been done is a recipe for obsolescence. We humans 
will have to start fixing things before they’re broken in order to stay relevant. 

It’s okay to have preferred methods and procedures, but it’s equally important to realize 
that risk, creativity and breaking new ground are all part of the learning process. 

4

Rein in your emotions.

Emotions are one of the defining qualities of being human, and they can certainly make 
life wonderful, worthwhile and interesting. But when it comes to doing your best thinking 
and learning, emotions tend to hold us back. Even if you consider yourself to be a very 
rational person, I guarantee that your emotions impact your attitudes, communications 
and behaviors, as well as your approaches to problems, new situations and decisions. 

Learning to self-manage your emotions is a valuable skill to develop. Tactics as simple 
as taking deep breaths or taking a walk to reduce physiological stress can help you 
begin to “tame” emotions. Although we can’t completely “turn off” our emotions, we can 
deliberately try to think rationally about the situation, causing the emotional reaction to 
“turn on” cognitive areas of the brain that can “tamp down” emotions. In many cases, this 
could help us make better decisions and be more open-minded.

5

Stop letting fear drive your decisions.

From an evolutionary standpoint, fear is a good thing. It alerted our ancestors to danger 
and held them back from making decisions that might threaten the species’ survival. But 
in the business world, playing it safe because you’re afraid of the consequences is likely 
to have the opposite effect: A bolder colleague (or computer!) will step up to take your 
place. Abraham Maslow aptly stated that an individual would engage in learning only “to 
the extent he is not crippled by fear, [and] to the extent he feels safe enough to dare.”

Fear of failure, fear of looking bad, fear of embarrassment, fear of a loss of status, fear of 
not being liked, and fear of losing one’s job all inhibit the kind of learning that’s essential 
for your long-term job security. To proceed more fearlessly into the future, you (and 
ideally, your whole organization) need to adopt a different mindset about mistakes. 

Learning is not an efficient 99-percent defect-free process. Far from it. So mistakes have 
to be valued as learning opportunities. In fact, as long as they don’t violate financial risks 
guidelines and you aren’t making the same mistakes over and over again, mistakes can 
be good. The key is making sure you’re learning from them. And the faster and better 
you are at turning mistakes into learning opportunities, the less likely it is that you will be 
replaced by some machine. Acknowledging mistakes, confronting weaknesses and testing 
assumptions are reliable strategies for long-term success.

6
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Make it (whatever “it” is) less about you.

Looking out for number one is engrained in human nature. We instinctively think about 
how situations and events will impact us and how we can use them to our advantage. I’m 
not saying you should stop looking out for your own interests, but I am advocating that 
you make more of an effort to empathetically consider how others are being impacted 
and how you can all work together to achieve desirable outcomes. 

Humans have the best chance of surviving the coming technology tsunami when we band 
together. We’ll need to draw on our collective intelligence to innovate and adapt, and we’ll 
need to work in teams to confront and get past individual biases and egos. 

Humility will help you really hear what your customers and colleagues are saying, and 
humility will help you be open-minded and more willing to try new ways. Both make 
innovation and entrepreneurial activities more likely to be successful.

7

Stop the time traveling.

The human mind has a tireless ability to dissect past events and project what might 
happen in the future. This power can be very beneficial when used for good—but too 
often we use it for “evil.” We obsess over past mistakes and beat ourselves up, instead 
of learning what we can and moving on. We stress about future “what ifs” over which 
we have little to no control—or we plan our responses to other people instead of 
actually listening to them talk. And in the meantime, we fail to use the present moment 
productively. 

We must train our brains to “be” where we are right now, fully engaging with and 
responding to our current experience. This is especially important (and difficult) when 
we’re connecting with other people. Consider that while most people speak at a rate 
of 100-150 words per minute, we can cognitively process up to 600 words a minute! 
To fight cognitive boredom and keep your attention from wandering, listen actively by 
summarizing what the other person said and asking questions for clarifications.

8
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About the 
Author:

Edward D. Hess is a professor 
of business administration and 

Batten Executive-in-Residence at 
the University of Virginia’s Darden 

School of Business. He is the author 
of Learn or Die: Using Science to 
Build a Leading-Edge Learning 

Organization, by Columbia Business 
School Publishing (September 2014).

I want to assure you that I’m not anti-technology at 
all. I’m excited by all the tech advances that are being 
made, and I think there’s room for everyone—man and 
machine—if we humans focus on developing the skills 
that are ours and ours alone. As technology drives 
business change, not only will we have to rewire the 
way we operate as individuals, but entire organizations 
will need to be radically restructured in terms of 
their cultures, leadership models, view of employees, 
innovation and collaboration processes, and more. In 
this new environment, will you be prepared to utilize 
the competitive advantage your humanity gives you?

“
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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

• 5 Easy Ways To Grab The Attention of New Customers  
 November 23, 2014

• The Evolution of The Car Washing Industry 
 by MacNeil Car Wash Systems 
 December 21, 2014

• 3 Car Wash Services You Can Offer To Increase Average Sale Price 
 by Ryko Solutions 
 December 28, 2014

RECENT BLOGS:
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800.999.7235
www.NACHEMICAL.com

20% off
first

order!
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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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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!

CARWASH SUPERSTORE
3350 Hwy 309 N
Byhalia, MS 38611
877-ONE-WASH (663-9274)
Sales@CarWashSuperstore.com
www.CarWashSuperstore.com

Car Wash Superstore has been known for providing 
superior, personalized service since 2003. We carry a 
complete line of car wash parts, supplies, and vending 
to help your business be the best it can be. Recently, 
we teamed up with National Pride Equipment which 
makes us bigger, stronger and better than ever.  Our 
partnership allows us more buying power that means 
bigger savings for you. Your order is always shipped 
same day and now from multiple distribution points. Car 
Wash Superstore: Quality first, service second to none.

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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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.

SONNY’S ENTERPRISES, INC.
5605 Hiatus Road
Tamarac, Florida 33321 U.S.A
800-327-8723 (toll-free)
954-720-4100 (International & Local)
Sales@SonnysDirect.com
www.sonnysdirect.com

SONNY’S The CarWash Factory is the largest 
manufacturer of conveyorized car wash equipment, 
systems, and parts in the world. With over 65 years of 
experience Sonny’s is committed to making car washing 
easy through their four departments of service: Car 
Wash Equipment, Parts and Accessories, CarWash 
College, and Auto Pilot Control. Discover more by 
visiting, www.sonnysdirect.com

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.

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.

HAMILTON MFG. CORP.
1026 Hamilton Dr.
Holland, Oh 43528
(888)723-4858 (phone)
sales@hamiltonmfg.com
www.hamiltonmfg.com

Hamilton Manufacturing Corp. is a recognized industry 
leader in the development, manufacturing, and support 
of automated point-of-sale transaction systems, parking 
access systems, Data Access Networks and token/
change machines. Hamilton products are engineered 
and built to meet the demanding needs of the 
unattended car wash and parking industries, as well as, 
amusement, coin laundry, weigh stations and various 
other customized applications. Hamilton products are  
designed and built to improve customer convenience 
and loyalty, while offering contemporary technology, 
legendary Hamilton durability and superior security.

Buyers GuideBuyers Guide
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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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The International Carwash Association®, in partnership with the Western Carwash 
Association will take place April 23-25 at the Las Vegas Convention Center in Las Vegas.

The largest carwash event in the world and one of the fastest growing trade shows, The 
Car Wash Show™ 2015 will draw thousands of carwash professionals from around the world 
for premier educational offerings, networking, and the latest products, technologies and 
services available in the industry.

“This year’s education and networking program will bring together our attendees from 
every carwash segment, and will allow them to achieve business success by discussing 
shared experiences and solutions,” said Eric Wulf, CEO of the International Carwash 
Association. “We are excited to see everyone come together to gain perspective and 
increase their knowledge about the industry and their businesses.”

Headlining the show will be keynote speaker Rick Pitino, NCAA Basketball Coach for the 
University of Louisville. Coach Pitino was able to turn Louisville into NCAA champions by 
applying his idea of the one-day contract: to focus on making the most of each day, by 
creating a contract with yourself. Coach Pitino will illustrate how every attendee can achieve 
success by honoring each day, each goal and each interaction, through a one-day contract 
with themselves.

This year’s educational program will focus on interactive workshops and round table 
discussions, allowing the attendees to learn from each other, as well as industry experts. 
Attendees from every aspect of the carwash industry will be able to interact with one 
another, discuss common challenges and solutions, and will leave The Car Wash Show with 
tangible takeaways they can bring back to their business. Specialized networking events 
will also provide opportunities for attendees to interact with colleagues from all corners of 
the carwash industry.

Also new this year, WCA is sponsoring additional education focused mainly on self-Serve 
operations as well as other Western Region-specific carwash issues. These sessions will be 
open to all WCA members, regardless of what level of registration they have for The Car 
Wash Show.

Brad Hooper, WCA President continues, “We want to provide a level of education that 
addresses self-serve as well as legislative, labor, drought and safety challenges unique to 
Western carwash operators. We are also working on other enhancements that will benefit 
our members as we partner with ICA to offer enhanced benefits to the WCA membership.”

Carwash owners and operators are encouraged to register for the Show. The Car Wash 
Show’s All Access Plus Pass will provide attendees with the best bang for their buck.

For news and updates about The Car Wash Show™ 2015, visit www.TheCarWashShow.com. 
To share or find information on the Show use hashtag, #carwashshow.

THE CARWASH SHOW 2015
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The International Carwash Association® is the non-profit 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 Association is the voice of the professional 
carwash industry. The Association produces The Car Wash Show™, the world’s largest 
carwash convention and trade show; publishes CAR WASH magazine, the preferred source 
of information for the carwash business leader; administers the WaterSavers® environmental 
recognition program; and provides Wash Count™, a tool for carwash operators to 
benchmark their business results. To learn more, visit www.carwash.org

ABOUT THE INTERNATIONAL CARWASH ASSOCIATION®

Western Carwash Association (WCA) was formed in 1983 and is one of the largest 
regional carwash associations in the United States, representing operators and suppliers 
in 12 Western States. WCA’s membership includes full serve, conveyor, express, self-serve 
and detailers. As a non-profit trade organization, WCA provides legislative oversight 
to all 12 states and tools for operators such as carwash-specific employee manual and 
safety manuals; ongoing information (b-monthly EXPRESS newsletter); Western-specific 
educational workshops and Roadshow/Carwash Tours; environmental benefits; consumer 
information and carwash insurance program through Western Carwash Insurance Agency 
(WCA co-owns WCIA with Wells Fargo Insurance Services).

ABOUT WESTERN CARWASH ASSOCIATION

The Car Wash Show™, presented by the International Carwash Association® and the 
Western Carwash Association, is the world’s largest carwash convention and trade show. 
The Car Wash Show brings together carwash owners and operators, equipment and supply 
manufacturers, and potential investors from more than 30 countries.

ABOUT THE CAR WASH SHOW™
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ZEP INC. AWARDED SOLE CONTRACT FOR FLEET  
WASHING PRODUCTS AND SERVICES FROM THE 
COOPERATIVE PURCHASING NETWORK (“TCPN”) 

Zep Government, a unit of Zep Inc. a consumable chemical packaged goods company that 
manufactures a wide variety of high-performance maintenance and cleaning chemicals, has 
announced that it was the sole awardee of The Cooperative Purchasing Network (“TCPN”) 
Fleet Washing Products and Services Contract. 

“We are thrilled to be the sole awardee of the TCPN Fleet Washing Products and Services 
Contract,” said John K. Morgan, Chairman, President and Chief Executive Officer of Zep 
Inc. “This is the first State and Local Government Cooperative contract to benefit from 
multiple Zep Inc. brands and I’m confident that TCPN members will find our breadth of 
highly effective products, application expertise and equipment capability to be a winning 
combination,” continued Mr. Morgan. 

“TCPN is proud to partner with Zep, which has an outstanding track record with both public 
sector and non-profit organizations,” stated Chris Penny, TCPN’s Vice President. “This 
contract will allow fleet and maintenance departments to work more efficiently, saving 
agencies both time and money.” 

TCPN members will be able to choose from the largest collection of professional car and 
fleet washing products and services in the industry delivered through Zep Inc.’s North 
American Sales and Service and Zep Vehicle Care business units, whose portfolio of trusted 
brands clean, maintain and protect over one million vehicles at over 10,000 customer 
sites every day. TCPN members will quickly realize the value the Zep team can bring to 
their operation with the benefit of the largest network of service providers, unparalleled 
marketing, and the leading research & development team in the industry. 

Zep Government has a 12-year history of working with cooperative purchasing 
organizations that includes four national awards, numerous state contracts and contract 
extensions. In the past 12 years, Zep Government has sold over $120 million through 
cooperative municipal sales. Additionally, Zep Government offers eight vehicle washing 
products and 14 SKUs on the Federal Ability One Program procurement list.
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Diamond Shine Inc. has announced the addition of Todd Glover as Business Development 
Manager for the Eastern United States. Todd comes to the position with over 23 years of 
carwash experience and a proven track record of creating value for our customers. He has 
spent the last 2 years focused on developing the Michigan market for Diamond Shine Inc. 
“We are very excited that Todd is joining the Diamond Shine Distribution Service Team. 
Todd has a wide range of skill sets that will allow us to provide world class service to 
our existing distributor customers and accelerate our market share in the Eastern United 
States.” states Ryan Cook the Director of Distributor Sales and Development.

DIAMOND SHINE INC. HIRES  
BUSINESS DEVELOPMENT MANAGER  
FOR THE EASTERN UNITED STATES

DIAMOND SHINE INC. ANNOUNCES  
DIRECTORY OF TECHNICAL SERVICES. 

Diamond Shine Inc. has announced the formalization of Tim Akin’s position as Director of 
Technical Services. The Director of Technical Services will play a key role in our strategic 
sales growth. Tim is a great fit for the role and has been a cornerstone of Diamond Shine 
Distributor growth for over 5 years. Tim comes to the position with 30 years of carwash 
experience. “We see Tim as a global asset and feel this position will accelerate our growth 
while continuing to foster the great relationships Tim has developed.” states Scott Soble, 
President. 

Diamond Shine Inc., headquartered in Wickliffe, Ohio, is a family-owned business 
manufacturing quality chemical solutions for over seventy years. Products are 
manufactured and distributed globally from its 106,000 sq.ft. facility. This allows for 
sustained growth now and into the future. Diamond Shine has built its reputation on long-
term relationships and customer satisfaction. Diamond Shine prides itself on providing 
cutting-edge chemistry and cost-efficient solutions. For more information, visit www.
diamondshine.com.
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WASH PARTNERS WITH GAS STATION AT 16TH LOCATION

Prime Shine Car Wash, in California, has opened its 16th location with its second in the area. 
It opened along with a new Cruisers gas station and convenience store in a busy area of 
town, said the release.

“We partnered with our good friends at Cruisers for the ultimate in convenience,” shared 
Evan Porges, Prime Shine president.

Prime Shine has another location in Ceres which opened in 1994. Prime Shine began in 1991. 
It is the only member of the International Carwash Association’s WaterSavers program in 
the Northern San Joaquin Valley.

SONNY’S THE CARWASH FACTORY POSTED ITS 2015 
CARWASH COLLEGE TRAINING SCHEDULE, AND 
REGISTRATION IS CURRENTLY OPEN.

Carwash operators can take part in courses on management, maintenance and repair. 
Thirty-three percent more courses have been added for 2015 compared to 2014.

A quarterly one-day New Investor Seminar will also be held for those interested in entering 
the carwash industry.

Students will have access to a state-of-the-art laboratory containing equipment typically 
found at a carwash.

Training programs are non-brand specific and 95 percent of the material learned can be 
transferred to any type of conveyor carwash. More than 30 percent of students own a 
brand other than what they were trained on.

“Since its inception, SONNY’S The CarWash Factory has had 2,350 CarWash College 
graduates,” stated Robert Andre, president of CarWash College, in the release. “I have had 
the opportunity to meet some really amazing people and form long term relationships 
during the past eight years.”

Mister Car Wash has added two Travel Clean locations to its business in Utah.

The acquisition brings its total number of carwashes to 136 across 14 states. Mister Car 
Wash operates 10 washes and one lube center in the Salt Lake City area.

“2014 has been an exciting year for our company, and all of us at Mister Car Wash are 
delighted to have the opportunity to further expand our service area in Salt Lake City with 
these two new locations,” shared Mister Car Wash CEO John Lai, in the release.

MISTER CAR WASH ACQUIRES NEW SITES
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MaxLite, a manufacturer of LED lighting solutions, has opened a new Leadership in Energy 
and Environmental Design (LEED) certified facility. The more than 48,000-square-foot 
building features the company’s first full showroom on the West Coast. It also increases the 
company’s product assembly and testing capabilities.

The $7.5 million facility is outfitted entirely with energy-efficient MaxLite LED lighting 
products. The building received its LEED certification from the U.S. Green Building Council 
for following best-in-class green building strategies and practices.

“Our new Anaheim building and its capabilities will play a key role in strengthening 
MaxLite’s position as one of the easiest companies to work with in the industry,” says 
MaxLite President and CEO Yon Sung, in the release. “Achieving LEED certification further 
supports our company’s commitment to sustainability and energy efficiency.”

The new location will allow the company to get its product to customers faster.

The laboratory is expected to achieve full recognition by Underwriters Laboratories by May 
2015.

MAXLITE EXPANDS 

The New York State Car Wash Association (NYSCWA) met for a carwash tour, dinner, fall 
membership meeting and program.

The group toured Pelham Manor Car Wash & Lube, Diamond Car Wash and White Plains 
Car Wash.

After a buffet dinner and business meeting, Hoffman Carwash Customer Service Manager 
Rodney Bronson presented the program “How to Win in Small Claims Court.”

Bronson has more than 20 years of experience, and his 99 percent track record is evidence 
of how effective preparation and documentation can be when dealing with customer 
claims.

Event sponsors included Micrologic Associates, ZEP Vehicle Care, Turtle Wax and Carwash 
Insurance Program Sponsored by McNeil & Co.

NEW YORK ASSOCIATION TALKS SMALL 
CLAIMS COURT AND TOURS WASHES
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Innovative Control Systems (ICS) added Leonard (Lenny) Cavalier to its regional sales team. 
Throughout his 17-year career in the carwash industry, Cavalier served in a variety of roles 
including sales and service, branch inventory and management.

Cavalier has assisted distributor companies launching carwash divisions, and he worked for 
manufacturers for 11 years, much of which was spent with a payment terminal company. 
“I’m looking forward to using my experience and relationships within the industry to help 
grow both my territory and the ICS brand as a whole,” shares Cavalier in the release. “When 
I started out in the western region I worked with some great distributors … I am excited 
to work with those distributors again and build relationships with new distributors in the 
future.”

Cavalier will be based out of ICS’ West Coast office in Irvine, Calif.

ICS FILLS SALES POSITION

PECO Car Wash Systems has hired Mike Jacques as its business development manager.

Jacques brings a wealth of experience to his position. He spent the last 17 years at a major 
tunnel manufacturer, where he was instrumental in contracting negotiations, developing 
territories and managing accounts.

At PECO Jacques will continue to provide business services to carwash companies in 
the Eastern U.S. and Canada. “I am excited to start a new challenge with PECO and look 
forward to working within the PECO team to further develop their already extensive 
product and service to the carwash industry,” states Jacques, in the release. “I am fortunate 
to be joining such a respected company that prides itself on top quality customer care.”

PECO supplies carwash parts, equipment and systems throughout the world and it 
manufactures its own line of conveyorized equipment.

PECO HIRES INDUSTRY VETERAN AS 
BUSINESS DEVELOPMENT MANAGER
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Starco Chemical has hired Barbara “Barb” Riehle as its new Midwest regional manager.

Riehle has more than 14 years of sales experience in the industrial and institutional cleaning 
products industries. She has worked with manufacturers’ and distributors’ representatives.

Starco Chemical is a division of Diamond Chemical Company Inc., a national manufacturer 
of warewash, laundry, floor care, housekeeping and industrial products.

Starco has partnered with the U.S. Environmental Protection Agency to manufacture a line 
of approved Green Key products.

STARCO CHEMICAL ANNOUNCES NEW REGIONAL MANAGER
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classifieds

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.

Blendco Systems, a division of DuBois Chemicals, is looking to hire a proven 
sales professional to lead our car wash Tunnel Sales Team as the National Tunnel 
Sales Manager. The Tunnel Sales Team is tasked with growing Blendco’s market 
share specifically in the tunnel market. In helping to grow the tunnel market, this 
individual will be expected to lead the other members of the Tunnel Sales Team in 
tunnel efforts and to work both independently and alongside other sales managers 
and distributors as needed. The ideal candidate will have experience with tunnel 
carwashes and previous management experience.

Requirements

• Previous experience in the transportation cleaning industry, specifically tunnel  
car washes 

• Computer proficiency and basic knowledge of Microsoft Office 
• Previous sales experience 
• A bachelor’s degree or better are preferred
• Previous management experience is a plus
• Access to a major US airport for national travel 

To apply for this position, please send your resume to sarnovick@blendco.com.

NATIONAL TUNNEL SALES MANAGER

Career Opportunity, Competitive Salary & Benefits for an individual with experience 
on mechanical systems and electrical control systems. 

A strong ability to diagnose and repair mechanical and electrical control system 
failures, the willingness to read and understand system manuals to properly diagnose 
and repair a failure correctly, and the willingness to travel within Pennsylvania 
providing on site customer service with some overnight stay is required. 

Serious and Experienced individuals interested in learning more about this 
opportunity with a local growing company in a team environment please email  
your resumes to: employment@hydrospray.com.

MAINTENANCE TECHNICIAN I.E. “PROBLEM SOLVER.” 
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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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