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Letter from the Editor:

JA N UA RY 2016

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 weekly. This magazine is available by subscription and online. “Apps” for 
Apple and Android smart phones and tablets are also available. 

WashTrends Blog — PERIODIC — Blogs written by carwash operators and other 
industry insiders. 

Advertising packages are 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.

Welcome to WashTrends January, or as I like to call it, “The 
month of great expectations.” 

New energy always arrives in January, but do you ever feel 
that you’re making the same resolutions you made the 
year before? For some reason those dreams still hold the 
promise of possibility, and you think, “Maybe this year will 
be the year I get it all done the way I want!” Of course, you 
probably said that last year too. So how can you change 
this yearly tradition and make it really work for you? 

Face it. Face the facts. Face the problems and the 
successes. Take a good, hard look, and then make a plan. 
Combine strategy, planning and truth-seeking into a 
definite step-by-step to-do list that you can follow all year 
long, and when you get to the end of 2016 let us know if 
being a little strict with your resolutions made a difference. 
Of course, we’re talking about your carwash success, but 
we’re wishing you a year of turning dreams and great ideas 
into a reality. And what would feel better than that!!!

At WashTrends, we’re kicking off the year with news to 
inspire you to maximize your ability to succeed in 2016. We 
share news you can use today and trends that you need 
to keep in your sights at all times. You won’t want to miss 
our carwash profile, express detailing facts and strategy, 
customer service secrets to success, and much more.

We hope you’ve had a successful 2015 and are ready to set 
your sights on a great 2016. We’d also like to hear about 
your successes as they happen. If you’d like to share your 
success stories or ideas, please consider sharing your 
news with WashTrends and our wonderful community of 
WashTrends readers. You can reach us at  
editor@washtrends.com

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 New Year and Happy Carwashing from everyone at 
WashTrends.

Sandy Travis Bildahl
Editor in Chief
WashTrends
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800.999.7235
www.NACHEMICAL.com

20% off
first

order!
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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

The Tunnel Experts TM

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

Chris Dudar
Operations Manager 
Edwards Station  
Service Center  
Edwards Station, CO

We’re up 75% in volume some 
months and that’s in less than one 
year. With the Mini Tunnel, we’re able 
to wash 40 cars an hour compared 
to 10 cars an hour from the rollover 
it replaced. Sonny’s has been 
great.

Testimonial

Designed Here. Built Here. Backed Here.™

YOU 
CAN’T
FAKE
INNOVATION.

The Original 
Mini Tunnel 35-Foot Bay

50 Cars Per Hour

To watch this and many other car wash case studies,  
subscribe to SONNY’S® YouTube™ Channel
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BY LUCIA REGAN

Oh, to get a driver’s license when you’re 16! You can drive to school. Drive your friends. Drive 
to work. But how many 16-year-olds will turn their car into a mobile detailing business? Corey 
Campbell, president and owner of Classy Chassis, did just that. It has been his passion ever 
since.

Why has Corey Campbell been in the carwash business for more than 30 years? He explained, 
“I had real passion for the detailing industry, and in the early ’90s I had the pleasure of 
meeting, working, and learning from Terry Todd Sr. and Jr. at Sunset Car Wash and Detail in 
Bellingham, Washington. Terry Sr. had recently built this concept of combining a carwash with 
professional detailing as a “one-stop center,” and the light bulb went off to make this passion a 
real lifetime success, creating a synergy of a “one-stop car care center” was a viable avenue to 
own real estate, build a brand and have fun.”

Corey Campbell, owner and president of Classy Chassis, 
started a mobile detailing business when he was 16.

Photo by Lucia Regan

Classy Chassis
A Passion for Clean Cars
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Campbell is a past president of the Puget Sound Carwash Association (PSCWA) and has been 
on its board since its founding in 1997. He recently showed PSCWA members and guests the 
full-service Lakewood Classy Chassis Carwash, Quick Lube Drive Thru and Classic Coffee 
shop, and the nearby Self-Serve Carwash and Dog Wash. 

Building the Business

Campbell started Classy Chassis in 1992. He has built the 
business into a successful chain of two tunnel and four 
self-serve washes in six locations in the South Puget 
Sound region. Campbell explained how he got from 
one mobile-detailing operation to his six Classy Chassis 
locations: “After returning from Bellingham, I opened a 
small retail detail storefront in 1992 while I focused on my 
business plan, vision and financing for creating the site. 
In late 1995 I was blessed to have the grand opening of 
our flagship site in Lakewood, Washington, combining 
a flex service carwash and professional detailing and 
offices.” 

Passion is a great motivator. Based on his business plan 
and vision and the desire to provide exceptional service, 
the Classy Chassis brand shifted into high gear. 

2001 – The first self-serve location was purchased and completely rehabilitated. 

2005 – Two blocks from the main Classy Chassis carwash and office, a second self-serve  
location was acquired and rehabbed. 

2007 – Campbell and his team completed a long-planned expansion of the flagship site. 
They added a three-bay drive-through oil change service and Classic Coffee, a drive-up/walk-
in café. 

2008/2009 – A second automatic 50-foot tunnel wash in Puyallup, Washington, was 
acquired and fully remodeled. 

2009 – It was a busy year. Another self-serve carwash in University Place was bought and 
added the third self-serve carwash to their portfolio. They also built a self-serve Classy Dog 
Wash at the Lakewood self-service site with two tubs and shampoo, conditioner, oatmeal 
treatments and doggie treats in the vending machines.

Corey Campbell,  
President & Owner of Classy Chassis

Photo by Lucia Regan
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Core Values

All this growth depends on many people and a strong belief system. The Classy Chassis Core 
Value statement is WE TAKE PRIDE IN ALL WE DO, which is put into action with “exceptional 
service, positive team and family spirit and responsibility for community and environment.” 
(www.classychassis.com) 

Campbell talked about how he reinforces these values with the employees. “We start with 
making clear our mission and core values and trying to match that with the candidates for 
employment. We strive to stay flexible with meeting the needs to the individual team member. 
Along with individual and team rewards and bonuses, including local business gift cards, we 
also have team BBQs and events. We work hard to make this a family atmosphere while still 
maintaining a professional retail business.” 

He explained further, “This is important and one of the main reasons my family and I were 
able to be supported and continue forward through the very challenging years of having my 
number two son, who was born four weeks early (2001) with congenital heart disease and 
struggle through a number of significant and lifesaving heart surgeries while still maintaining 
business growth. Even upon his sudden death from cardiac issues at Christmas 2009, we have 
been held up by our faith and amazing staff.”
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2010 – Campbell seized the opportunity to purchase  
and remodel the fourth self-service carwash in Parkland.

2014 – The Lakewood HQ Classy Chassis expanded.  
It was a big job. Campbell says, “When we expanded the 
coffee/lube it included purchasing more land, petitioning 
and having the city [of Parkland] vacate and sell the road 
back to us, and developing the full street frontage. Along 
with the energy improvements last year, it also included  
an all-new carwash remodel.” 

2015 – They continue to upgrade and invest in the facilities 
with a Touch Free Automatic Wash at the University Place 
Self-Serve as well as a full conversion of new credit card 
machines in the self-serve wash bays and vacuum stations. 
The credit card readers also accept Fleet and gift cards for 
greater convenience.

10 WashTrends / January 2016



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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Smart Marketing Tip:  
Share Car Care 

Essentials and 

Increase Business

Are Your Customers Prepared for Winter?

Help Them Get Ready and Increase  
Your Sales at the Same Time
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BY ELLEN KINSELLA

Most car owners realize that winter can create chaos with both their car and 
their driving safety. But while certain variables—such as ice and snow—are out 
of their control, there are still steps that can be taken to reduce the likelihood 
of vehicle damage, or worse, dangerous situations, such as being stranded in 
freezing weather or having an accident.

Carwash owners know that the best way to care for a car during frigid weather 
is to get frequent washings, but your customers might not understand that. 
Explain to them that if you live in a region where salt is used on the roads, 
they should consider getting an extra layer of coating to protect their car’s 
undercarriage so it doesn’t rust. And with all the acid rain, road grease and 
other unsavory elements that will attack their car this winter, getting a wax 
job to protect their paint might be a good idea. A common objection to winter 
carwashes is “Why should I pay to wash my car when there’s more snow in the 
forecast and it will just get covered in salt and road grit again?” 

Explain to your customers that regular washes can actually save them money 
and hassle in the long run. George Kok, owner of two Mr. Transmission/Milex 
franchises in Louisville, Kentucky and Clarksville, Indiana, replies, “Wash salt 
off, even if there’s more snow in the forecast. The salt crystals, dirt and grit are 
affecting the car’s finish even if they’re just sitting on it. Hidden corrosives hide 
under the car and wheel wells and can do damage every minute they remain.”

Keeping your car clean will extend its life and also preserve its resale value. 
More importantly, taking good care of your vehicle will prevent costly repairs 
and breakdowns. Although it might seem counterproductive to some frugal 
car owners, regular carwashing can actually have significant financial benefits, 
especially when performed by a professional carwash.

Vehicles are subjected to sun, road grease, tar, dead bugs, bird droppings, 
smog, salt, acid rain, tree sap and more. These elements can eat away at a 
car’s finish. The undercarriage, wheel wells and under-the-hood area can get 
corroded and rusted. Over time, while it may not be plainly visible, your car 
will degrade, eventually resulting in devaluation.
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“Also,” explains Kok, “if you park outside, leaves, pine needles, acorns and twigs can 
get into the air-intake ventilation system and will reduce the efficiency of your heating/
ventilation system.” On that same subject, Kok advises drivers not to set their HVAC 
system on “recirculate” in the winter, noting, “This causes humidity to build up, reducing 
visibility and aging your car.” For maximum efficiency set your car’s HVAC system to 
“fresh.”

Kok mentions another simple item that car owners usually overlook: the condition of their 
spare tire. “Most vehicles still have spare tires,” he explains. “If you have a spare that has 
to have air in it, many people don’t think to check its pressure. When it’s hanging from a 
lift-suspension system under the vehicle, it will lose air pressure over time, and often when 
they need to use it, it will be flat.” That lift suspension system can also get corroded with 
salt and dirt, and when it comes time to get the spare tire off the vehicle you cannot get it 
out. This can be very frustrating if you’re on the shoulder of a highway with a flat!

Likewise, if you have a spare that needs to be inflated, is your can of compressed gas 
operable? It might leak, especially if it’s been there a long time, and when your space-
saver spare comes out, you can’t inflate it. The same is true with electric inflators or small 
compressors. Sitting on the side of the road with a flat tire is not the time you want to 
plug it in and find out it doesn’t work, explains Kok.

Last, Kok stresses the importance of having fresh and properly working wipers. Brittle or 
streaky wipers will cause your view to be obscured, thus increasing your highway danger. 
He also recommends refilling your wiper fluid periodically so you’re not stuck with salt 
covering your windshield.

Moran Family of Brands, one of the nation’s leading franchises of transmission and general 
automotive repair, urges motorists to shape up their cars with some more winter tips:

• Take care of your battery. Cold temperatures reduce your battery’s power by up 
to 50 percent, and the cold also forces your car’s electrical system to work harder, 
especially with the demands of the heater, defroster and windshield wipers. Keep track 
of your battery’s age, and replace it when necessary. Also, check your battery cables 
and clamps for fraying or corrosion. Corrosion—a white, powdery substance on your 
battery—can be cleaned with baking soda, water and a toothbrush.

• Monitor your fluids. Keep your antifreeze/coolant mix at the appropriate levels to 
prevent the engine from freezing and reduce corrosion. A 50/50 mix will prevent 
freezing to temperatures as low as -34 degrees. Consider using a lighter grade of 
oil in the winter if you live in a cold climate. At the same time, check the fuel, air and 
transmission filters. Keep your gas tank at least half full during winter. This will prevent 
condensation from freezing and potentially blocking the fuel lines.
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www.sunheatsolar.com • 1-844-3-SOLAR-3 (844-376-5273)

Go Solar and Save!
Free Energy Pays for Itself

CALL TODAY 
for free custom 

info packet!

TAKE ADVANTAGE OF:
• 2015 Solar Tax Credit
• Cash Back Solar  

Incentives

SAVE ON NATURAL GAS  
WITH SOLAR HOT WATER

• Solar-Assisted Water Heaters

• Super-Efficient Heaters  
& Water Tanks

-NEW EQUIPMENT AND EXISTING RETROFIT-

SAVE ON ELECTRICITY  
WITH SOLAR ELECTRIC PANELS

• Solar Canopy & Awning

• Solar Rooftop
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• Check your tires.  
Cold air can cause tires 
to contract and deflate. 
This reduces the tread and 
traction, thus increasing 
the danger of skidding on 
ice or snow. Inflate your 
tires to the manufacturer’s 
recommended PSI, and 
check periodically. Your 
gas efficiency will also 
improve when your tires 
are properly inflated.

• Clear your car of snow 
and ice before driving. 
Not only is this a law in 
most areas, but it’s an 
obvious safety precaution. 
Always allow extra time 
in snowy or cold weather 
to properly clear all snow 
and ice off your windows 
and roof before driving. 
This is a courtesy and 
a safety precaution to 
those driving behind you, 
who can be dangerously 
blinded if a pile of snow 
flies onto their windshield 
from your car while driving 
on the freeway. You might 
even be liable for damages 
if this contributes to an 
accident. While you’re 
clearing your car, run 
your defroster to ensure 
it is properly working 
and to help improve your 
visibility.

• Keep emergency items in your car. Always carry a flashlight, jumper cables, ice scraper, 
snowbrush, blanket and water/snacks in your car. You might also benefit from having 
salt, sand or kitty litter to help you with traction if you get stuck in the ice or snow.

Now that you’re properly prepared, go out and enjoy the winter wonderland!

OVER 55 YEARS OF SKYLIGHT 
DESIGN AND MANUFACTURING.

713.673.7710 | skylights@plasteco.com | plasteco.com

Stand Out with Skylights that Stand 
the Test of Time.  

As one of the most experienced skylight providers in the industry, 
Plasteco delivers quality skylights on time and designed to meet 
your needs. Whether you need a custom design for a new building 
or to retrofit an existing structure, we offer a range of skylights and 
a hassle-free process. 

Trust Plasteco to make your car wash stand out against the 
competition with more than 30 years of experience designing and 
manufacturing skylights for the car wash industry. 

Let Us Design the Perfect Skylight for Your Car Wash.

REQUEST A QUOTE 
713.673.7710 | skylights@plasteco.com
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CARWASH ESSENTIAL  
BUSINESS SKILL: 

 Listening 
BY PROFESSOR EDWARD D. HESS
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Listening is one of the single most 
important skills you can have in the  
21st century. Improving your listening  
can improve your business and your life.

Today, it seems “busyness” is the measure of success. We power through 
our emails, conference calls and business lunches at breakneck speed. 
Unfortunately, all this frantic activity has taken a toll on our patience. The result 
is that we no longer stop to listen to one another—how can we when we’re all 
so busy and important? The trouble is that the ability that’s getting lost in the 
shuffle is the very MUST HAVE to be a viable player in today’s workforce: the 
ability to truly listen.

It used to be that the smartest guy in the room was the one who was constantly 
talking. Not anymore. Now, the smartest guy or gal in the room is the one who 
asks the right questions and then truly listens to what others have to say.

In other words, the ability to truly listen is the most important 21st-century job 
skill. Whether you’re the owner of a carwash or an employee, it’s the core skill 
needed for critical, innovative thinking, collaboration, and real-time diagnosis 
and problem solving that only humans can do. And that’s important because it 
allows you to listen to your customer, employees and even yourself!

As technology takes over, personal skills are the one thing you can offer to 
make you and your business shine. If what you do can be transformed into a 
software algorithm, technology will be able to do it faster and better than you 
can. What technology won’t be able to do in the near future is to think critically 
and innovatively and to relate emotionally to other humans. These abilities all 
require open-minded, nonjudgmental and non-defensive listening.

DO YOU KNOW HOW TO LISTEN?
Nine Bad Listening Habits and How to  
Change Them and Your Carwash Culture
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Unfortunately, many of us are terrible listeners who have picked up bad habits to stay afloat 
in today’s fast-paced business environment. Read on to learn more about our worst listening 
habits and what can be done to fix them. Putting listening at the top of your own list of 
priorities and sharing the value of listening with your employees can make a big difference in 
future success.

Thinking about your response before the speaker is finished. 
Most of us operate on autopilot much of the time. Our natural way of thinking is to confirm 
what we already believe, while our knee-jerk emotional reaction to new information is to 
engage in the three “D’s”: deny, defend and deflect in order to protect our egos. When it 
comes to listening, here, too, our natural tendency is to confirm and defend; we focus more on 
ourselves than on the person with whom we are speaking. 

Before the conversation begins, put yourself in a listening frame of mind with calmed 
emotions and a quiet ego. Listening requires concentration: Be present in the moment with an 
open mind. Take two minutes to get into the right frame of mind by taking some deep breaths 
and saying to yourself, Listening is not about me, and Slow down. Don’t rush to conclusions. 
Seek to understand.

Finishing the speaker’s sentence out loud or in your head. 
We live in a constant state of “on to the next thing” today. Our schedules are jam-packed, 
and as a result, we slip into survival mode, trying to move things along as quickly as possible 
regardless of how important the interaction is. We stop listening and instead finish our 
conversation partner’s sentences in our heads. Of course, the downside is we don’t always get 
it right.

Again, we humans prefer to simply confirm what we already think. Trying to complete 
someone’s sentences is one way of doing that. We start to think, Well, I’ve heard this a 
thousand times before. I know what he’s going to say. Then we zone out. But you will miss 
important details when you allow yourself to do this. Good listeners are people who actively 
listen with the goal of truly trying to understand what the other person is saying. Only after 
understanding and reflecting does a good listener thoughtfully respond. Be aware that you 
are making assumptions and inferences. Fight it by using exploratory questions to gain a 
deeper understanding of what the person is saying.

Interrupting the speaker. 
We interrupt one another for a lot of reasons, but many of them can be boiled down to our 
need to show how smart we are. We are either interrupting to correct the speaker or we are 
interrupting to get to a key point before the speaker does. I had to work hard to change my 
behavior. I learned that others would not think less of me if I listened, waited until they were 
finished talking, and then reflected on what they said before responding. To the contrary, by 
listening, inquiring and reflecting before responding, people saw that I respected them by 
listening. That made my meetings more productive and my relationships stronger. 
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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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Letting your mind wander to think about something you think is 
more important. 
Multitasking has become a way of life for many of today’s professionals. But more and more 
studies are showing just how ineffective and unproductive multitasking makes us. Remember 
this the next time you are trying to think through one problem while you are in a conversation 
about another one. 

Go slowly and reflect. Think intentionally about what the other person is saying. Do you really 
understand? What did he or she really mean? Ask her if what you believe you heard is what 
she meant. Listening is not a competitive process; it is a relational one. It requires exploring 
another’s thinking with an open mind. 

Interpreting the speaker’s message in a way that makes you feel 
comfortable or smart. 
Remember the three D’s—deny, defend and deflect. Here again, they rear their ugly heads. 
Good listening is not about you; it is about the speaker and trying to understand and relate to 
him or her.

Listening is not about YOU! It is not a competition. It is not about you showing how smart you 
are. It is not about you winning. In fact, when you do make it about you, you’ll most likely find 
you achieve the opposite. Instead of people thinking you are smart, they think you are rude, 
inconsiderate and pompous. Listening is about showing you care enough about the speaker to 
focus on trying to understand his or her view or situation. 

Offering advice before being asked. 
You might try to convince yourself that giving other people advice is a great way to show that 
you have heard them out and want to help them. But deep down you know that is not true. 
Giving advice is really another way for you to validate your own opinions and make yourself 
feel smart. 

Maybe you think that a colleague or friend is sharing a story with you precisely because her 
or she wants your advice. That might be the case, but chances are what they need more is 
for someone to hear them out and to truly listen to what they have to say. Never, ever, offer 
advice before being asked.

Sharing your own experience before fully exploring the speaker’s 
experience. 
Your experiences are your experiences. They do not match up to everyone’s reality. In fact, 
in many cases, your view of the world will not even be accurate. It will be skewed by your 
preconceived notions and everything that you don’t know that you don’t know. 

This is another situation where well-timed questions will serve you much better than talking 
over someone or trying to interject your way into the conversation. An effective rule to follow 
for breaking this habit is to always inquire before advocating and to always inquire much more 
than you advocate.
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Defending yourself when receiving feedback. 
Feedback is essential if you want to become the best in the carwash business. The importance 
of pausing and reflecting rather than automatically defending, deflecting or denying when you 
receive negative feedback is key. 

Rather than getting the kind of specific, constructive feedback that can help us improve our 
skills, most of us will receive guarded or politically correct feedback that is fairly useless in 
practice. Thoughtful and constructive feedback is a valuable thing, especially when you can 
foster your mindset to absorb and not deflect it, and it will only become more valuable as our 
workplaces become dominated by technology.

Critiquing the speaker instead of his or her idea. 
Here is another reaction we use to try to make ourselves look smarter rather than give the 
other person his or her moment in the sun. By critiquing a speaker instead of his idea, we’re 
really seeking to discredit him in order to invalidate his idea—hoping our own idea will, then, 
rise to the top. Of course, this can also be a natural defensive reaction. If someone disagrees 
with us, we attack him to try to even the playing field. But it’s important that you always 
critique the idea, not the person giving it. Listening in a business context should focus on the 
merit of the idea and the credibility of the data provided to support it. The person presenting 
the idea should never be on trial.

Learning to listen well takes practice—lots of practice. Grade yourself daily. Hold yourself 
accountable. If you are stuck on a bad behavior, seek out a good friend and ask him or her to 
help you uncover why you are having difficulty changing. When you work hard to improve 
your listening skills, you will become a better collaborator—a necessary skill for critical and 
innovative thinking and being successful in the 21st century.

About the Author
Edward D. Hess is professor of business 
administration and Batten Executive-in-Residence 
at the University of Virginia’s Darden School of 
Business and the author of 11 books, including 
Learn or Die: Using Science to Build a Leading-Edge 
Learning Organization, by Columbia Business School 
Publishing (September 2014).

Edward D. Hess
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Express Detailing:
BY BUD ABRAHAM

A NATURAL EXTENSION OF THE CARWASH SERVICE
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To understand the reasons for the phenomenal success 
of the express detailing service offered by many 
carwash operators across the country, one needs to 
understand:

1. What express detailing service is
2. How it differs from traditional detailing
3. Why it evolved
4. Where it is going

Express Detailing
The first time I saw the word “express” used in connection with auto detailing was in the 
late 1980s when the Armor All Company began promoting an express wax and carpet 
shampoo service using their various products.

At that time, and into the ’90s, I continually asked myself if this service was “express” 
because it was fast, or “express” because it was priced so low. Frankly, I did not know 
the answer, and those advocating express services were not able to clearly answer the 
question.

To simplify matters, I will give my view of express detailing.

To begin, I believe the term “express detailing” could be construed negatively by many 
motorists. 

Consider that most detail customers are high-end buyers, and they could consequently 
perceive a service that is fast as one that is not of the highest quality. Would a Mercedes 
Benz driver go to a “fast tune-up shop?”

Customers do not make purchasing decisions for a service like detailing simply because 
it is fast. They purchase the service because they have a need. The fact that the service is 
also fast is a secondary consideration.

So, if NEED is the primary reason for the decision to purchase the service, then the service 
must be defined in terms of NEED, not in terms of speed or price—even though these 
factors could ultimately affect the purchasing decision.
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Therefore, when promoting your services, a carwash operator should promote them as 
MAINTENANCE SERVICES, that is, detailing services designed to maintain the vehicle’s 
appearance, not to restore a poorly maintained vehicle: maintenance services that are also 
fast, capable of being completed in 30 minutes or less.

What, then, compromises maintenance detailing services (a.k.a. express detailning)? In my 
opinion, only two elements: wax or sealant, and carpet shampoo.

Wax or Sealant
Whether you call it an express wax or sealant, maintenance wax or sealant, or hand wax or 
sealant, it is just that: a coat of wax or sealant applied to a paint finish that does not have 
oxidation, etching, water spots or heavy scratches. In other words, it is a protective coating, 
not a corrective coating. It can be done quickly, providing protection and some shine 
enhancement. There are many companies selling products called “protection services” to auto 
dealers. These are simply paint sealants and fabric protectants.

If you called this service a “maintenance wax” or “paint sealant,” it would be much clearer to 
the customer and easier to sell because the description of the service explains how his needs 
will be met. That it is done in 30 minutes is an added feature.

Carpet Shampoo
Again, the primary selling feature here is NEED, not speed. A maintenance carpet shampoo 
is service performed on carpets and floor mats that are only slightly dirty, not caked with 
ground-in dirt and stains. The analogy would be the carpets in your home. Few of us allow the 
carpets in our homes to deteriorate much beyond surface dirt and a few stains.

The carpet service is performed with an extractor and hand scrub brush, or an extractor 
and rotary shampooer, or a rotary shampooer and vacuum. In almost all cases, it is difficult 
to provide a quality shampoo service without some type of friction, either by hand or 
mechanical.

Many operators offer upholstery shampooing in addition to carpet shampooing as part 
of their maintenance detailing program. This can create a new set of difficulties. What 
constitutes upholstery? Seats alone, only one seat? What about the console and the dash—
are these included? How about the door panels and the headliners? In my opinion, do not call 
it express upholstery shampooing, but rather offer an “express interior detail,” which includes, 
carpets, mats, seats, counsole, dash, door panels and glass. 

You do not want to confuse the customer, but you do have to draw the line with your 
customers. With a maintenance wax or a carpet shampoo and express interior detail it should 
be clear what you do and what is included.
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Other Services
Since most carwashes considering offering these detail services already offer the vinyl and 
leather protectants using Armor All or other similar products, I would not consider these 

services part of maintenance detailing.

Traditional vs. Maintenance (Express) Detailing
Once we are in agreement that what are being called express detailing services are really 
maintenance services, it becomes easy to differentiate these services from traditional 
detailing discussed in the last article.

For the most part, when “detailing was detailing,” that is, done by or for the auto dealer, the 
services could be called “restoration services”—in other words, the restoration of every part of 
the vehicle to a like-new condition: engine, wheels, paint, trunk and the interior. 

A typical restoration shop is equipped with every chemical and tool needed to achieve this 
restoration process. 

Maintenance detailing, on the other hand, requires few chemicals: a wax or sealant and a 
carpet shampoo. As for equipment, a vacuum and/or soil extractor, hand scrub brush and/or 
rotary shampooer should suffice. 

The difference between a detail shop that offers restoration services and one that offers 
maintenance services might be best understood by comparing the differences between the 
two types of auto repair shops. 

On the one hand you have the shop that performs only tune-ups and brake jobs; on the other, 
you have the shop that offers all services: engine and transmission rebuilds in addition to 
tune-ups brakes, etc. 

Both are professional. Both perform needed services. The difference is that one does 
maintenance and the other does restoration. 

Evolution 

There is no question that detailing has evolved from a wholesale restoration service to include, 
today, maintenance services sold to the public. 

This occurred because of several factors: 

• Rising prices of automobiles 
• Increase in the cost of financing 
• Increase in the length of vehicle ownership from three years in 1978 to almost nine years 

today.
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YOU HAVE COME TO EXPECT 
                               FROM LASERWASH ® 

Everything 

 A WHOLE LOT MORE!
• Aircraft grade anodized aluminum bridge and main rails - Now Standard

• New redesigned LaserWash 360Plus Navigation System for improved bridge 
movement, accuracy, and speed

• Non-corrosive materials used – stainless and aluminum

• Fluid valves eliminated from the bridge

• Air valves now enclosed for increased reliability

• New stainless steel pump station design focused on improved functionality and 
  low maintenance costs

• 25 gallon water tank – Now Standard

• Welded manifolds replacing assemblies of fittings – reduces leak points

• Larger low pressure pump that feeds spot free to the bridge, eliminating the need to 
  pressure feed spot free through the main pump, reducing energy /saving costs

• Ultimate cover package – Now Standard
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With the increase in the length of vehicle ownership, the need for more cosmetic car care 
beyond the occasional carwash became increasingly evident. Car owners could still take care 
of the job themselves washing, cleaning and waxing their vehicles on the weekends.

However, as vehicle prices were rising, other social changes were taking place that have 
impacted the detail business. With both husband and wife in the family working outside jobs 
and singles commanding more disposable income, consumers have become possessive of 
their leisure time and simply no longer wish to spend time cleaning their cars themselves. 

So here is a group of monied consumers who want to maintain their vehicles cosmetically but 
with nowhere to have it done.

Now, to that statement there might be protests to the effect that there are thousands of 
detail shops around. Remember, however, that these shops were, and many still are, back-alley 
wholesale establishments providing quick and dirty detailing for auto dealers. 

If a wholesale shop in one of these out-of-the-way locations could be found by a retail 
customer, and if the business owner were willing to fit the retail work into his busy wholesale 
schedule, the detail job would normally have to be one of the complete top-to-bottom, 
front-to-back variety because that is the service a wholesale shop provides. The workers are 
paid on a per-car basis, and it would not be profitable for workers to do a buff or a carpet 
shampoo for $5 to $10 when they could make $20 or $25 for an entire detail. 

Besides, because they are not geared to dealing with the general public, many wholesale 
detail shops, including their employees, may not necessarily convey the image of 
professionalism that a person driving a $20,000 to $50,000 vehicle might expect.

The result is that retail consumers have turned to the carwash operator to satisfy their need 
for cosmetic maintenance services. How often have you been asked, “Can you wax my car?” 
or, “Do you shampoo carpets? My child spilled a Coke on the floor, and it is so sticky.” 

It has taken awhile, but carwash operators are finally recognizing that maintenance detailing 
services (express detailing) can be a lucrative profit center for the carwash business. 

The Future 
Maintenance detailing services have a bright future. Carwash operators will be better 
positioned to capture the lion’s share of this market if they take the time to really understand 
the services they are selling: Determine who will be buying the services and why, and set up a 
well-organized maintenance detailing program. Unfortunately, many carwash operators look 
upon detailing as a stepchild and treat it as such.
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A good job of merchandising 
and selling the services, and then 
completing the services in 30 
minutes or less, will severely limit 
any competition. 

Look at your advantages: 

• High volume of customers 
• Easy sales close 
• Proper facilities (in most  
 cases) to perform services 
• Sales personnel 
• Detailing personnel

Because of these advantages a 
quality service can be performed 
fast. With this potential for high 
volume at a low price, who could 
compete? 

For example, a free-standing 
detail shop that must cover all 
expenses from detailing would 
be hard pressed to perform a 
maintenance detail service for 
$29.95. In my own retail stores 
we had to charge $59.95 to 
$79.95 for a maintenance wax and 
$49.95 for a carpet shampoo in 
order to turn a small profit. 

There is no question that a 
maintenance wax at $29.95 and 
a carpet shampoo at $29.95 to 
$39.95 are far more attractive to 
any customer, especially if 

 
Conclusion
Carwash operators who are interested in the revenue opportunities that detailing may offer 
should, in my opinion, limit themselves to maintenance detailing services (express detailing), 
which in turn should be limited to maintenance wax or sealant and maintenance carpet 
shampoo. 

Providing these limited services requires unskilled personnel, less equipment and fewer 
chemicals. They are easier to sell and can be completed quickly at an attractively low price for 
the value provided.

INTRODUCING  

the END OF GUESSTIMATION  
WITH THE NEW  

SUPERSMART  
REMOTE MONITORING SYSTEM  
FOR CHEMICAL MANAGEMENT

>  Real time web-based inventory tracking

>  Optimize chemical usage with product usage alarms

>  Car count information by wash type

>  Active messaging on many key wash parameters

YOU HAVE QUESTIONS, BLENDCO HAS THE ANSWERS. 

END GUESSTIMATION, ASK YOUR BLENDCO EXPERT  

TODAY ABOUT SUPERSMART RMS.

1.800.446.2091

blendco.com

TIMATION

completed in 30 minutes or less. 
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Top Tweets 
of the Month

@WASHTRENDSMAG WANTS TO FEATURE  
YOUR “TOP TWEETS” IN OUR UPCOMING ISSUES!

Send your ideas to editor@washtrends.com

34 WashTrends / January 2016



OF THEmonthphoto 

35WashTrends / January 2016



BY PAT TROY, PUBLISHER OF WASHTRENDS

A Periodic Blog Posting  
From WashTrends  

and the Industry Leaders From  
the WashTrends.com Website

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

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

BLOG

36 WashTrends / January 2016



AMERICAN GARAGE DOOR SUPPLY, INC.
1225 Industrial Park Dr SE
Bemidji MN 56601
kevin@americandoorsupply.com
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)
cfrey@blendco.com
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!

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.

Buyers GuideBuyers Guide

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®.
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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.

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.

ICS (INNOVATIVE CONTROL SYSTEMS)
1349 Jacobsburg Road
Wind Gap, PA 18091
610.881.8000 (phone)
www.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.

KLEEN-RITE CORP.
“Wholesale Carwash Supplies”
257 S 9th St.
Columbia, PA 17512
Toll Free: 800.233.3873
Phone: 717.684.6721
Email: sales@kleen-ritecorp.com
www.kleen-ritecorp.com

Kleen-Rite Corp. is a wholesale car wash supplier providing carwash 
supplies, parts and equipment at an affordable price. Some of the top 
sellers we stock include Cat Pumps, Flojet Pumps, Dema Solenoid Valves, 
Armor All Sponge, Simoniz Car Wash Soap, and Little Trees Air Fresheners. 
The best prices for you!

LUSTRA PROFESSIONAL CAR CARE PRODUCTS
1997 American Blvd.
De Pere, WI 54115
800.225.2231 (phone)
920.337.9410 (fax)
cwsales@lustrabear.com
www.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.

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
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.

Buyers GuideBuyers Guide

NATIONAL AUTOMOTIVE CHEMICAL
1000 Highland Ave.
Cambridge, OH 43725
740.439.4699 (phone)
www.nachemical.com

National Automotive Chemical prides itself in offering high quality chemicals 
for the car wash industry since it’s beginning in 1979. We are constantly 
keeping pace with the current market demands by formulating new 
products for the continually changing car wash needs as well as consumer 
demand. We are a proud supporter of American Entrepreneurs and our 
vision is to manufacturer the best quality, cost effective products in today’s 
market conditions. “We are here for You” NA Chemicals’ extensive product 
line includes pre-soaks, detergents, tire, rim and wheel products, waxes/
polishes, clear coats, drying agents, powders, detailing, pet wash products 
and more.
 
Rob Johnson 
rjohnson@nachemical.com
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PLASTECO, INC.
PO Box 24158
Houston, TX 77229
713.673.7710 (phone)
www.plasteco.com

Plasteco has manufactured skylights since 1957 and supplied the car 
wash industry for more than 30 years. With skylights available for new 
construction and retrofitting, we provide on-time delivery and a trouble-free 
experience to meet your skylight requirements. 

Where Form Follows Function.
713.673.7710
skylights@plasteco.com
www.plasteco.com

PROTO-VEST, INC.
7400 N Glen Harbor Blvd.
Glendale, AZ 85307
623.872.8300 (phone)
advertising@protovest.com
www.protovest.com

At Proto-Vest, the globally known expertise in the specialty device drying 
industry with over 40 Patents in design and engineering on their products
with several more pending lends them to offer a unique, superior 
equipment that separates them from the others in exceeding expectations
in the industry. Their systems offer fully automated drying applications that 
uses low energy consumption and utilizes integrated processing control 
devices, solely developed and patented by Proto-Vest Inc.

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.

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
www.washtechinc.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.

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.

Buyers GuideBuyers Guide

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

SONNY’S ENTERPRISES, INC.
5605 Hiatus Road
Tamarac, Florida 33321
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SONNY’S hosted 25 students from Dillard High School’s rigorous engineering magnet 
program for a tour of SONNY’S The CarWash Factory in December.

The goal was simply to spend some time with these students while on a behind-the-scenes 
manufacturing tour of the SONNY’S factory and have the students interact with factory 
employees who explained what the company does: the intricate, daily manufacturing 
processes, educational requirements for each position and specific skill requirements 
that students in these programs need to master to be successful in the real world. 
SONNY’S gave the students an overview of all the technical disciplines associated with the 
manufacturing side of the company, as well as a glimpse of days in the lives of the front 
office departments.

 “By investing in the latest technology, SONNY’S is able to avoid outsourcing and keep 
manufacturing here in this 135,000 square-foot facility. We take pride in being a true 
end-to-end manufacturer of our own equipment. We want to show these students that 
manufacturing isn’t just some dark and dingy plant and that there are careers in a number 
of areas that are required to keep the machines running. From programming our machines 
to manufacturing the parts and equipment, developing new products, and all of our supply 
chain functions needed to get the required materials in and our parts shipped out—Sonny’s 
has a huge team that makes this all possible,” says SONNY’S 0perations manager Dan 
Kaiserian.

Earlier this year, SONNY’S was selected as a finalist among only 20 other companies for 
Manufacturer of the Year in South Florida by the South Florida Manufacturers Association. 
This recognition was based on a plant visit where SONNY’S exemplified a focus on 
leadership, strategic planning processes, customer and market focus, workforce and 
operations focus.

 To learn more about SONNY’S The CarWash Factory, please visit www.SonnysDirect.com 
or call 1-800-327-8723.

SONNY’S THE CARWASH FACTORY  
SHOWS WHAT IT’S MADE OF
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WARSAW CHEMICAL INTRODUCES NEW WEBSITE

Warsaw Chemical Co., Inc. announces its new, updated website, www.warsaw-chem.
com. The website features a new design and layout that is easy to navigate. Visitors can 
find complete information on the company’s line of Car Choice® Brand carwash products, 
maintenance products and detailing products. The website also offers contact information, 
company and products news, literature, technical sheets and data sheets.

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

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.

SO LONG, OZZIE 

Wisconsin drivers can wave their last goodbyes to “Ozzie,” the iconic mascot of Octopus 
Car Wash, in five locations that were acquired by Mister Car Wash last June. As Mister Car 
Wash completes the integration of these locations under its national brand, it oversaw with 
loving care the removal of the Ozzies to make room for Mister Car Wash signage. Mister 
Car Wash would like to reassure customers that the Ozzies will be in good hands—those of 
Octopus owner Jeff Jurkens. 

The three-dimensional multi-armed mascot was originally conceived by a close friend of 
John Jurkens, the founder of Octopus and a patriarch of the carwash industry, according to 
Sarah Ross, director of integration for Mister Car Wash. “We bought the locations from his 
son Jeff, who has requested that we return the Ozzies to him,” Ross said.

Among those relieved to hear this news was Ruth Rohlich, business development specialist 
with the city of Madison. She indicated in an email to Ross that there are a number of 
folks who would like to see one of the Ozzie signs preserved and displayed somewhere if 
the family is agreeable. Calling the signs “beloved,” Amy Scanlon, the city’s preservation 
planner, explained that the signs became part of Madison’s zoning history and car culture 
when the city had to make a special designation for these types of creative signs. “I am 
working on a plan to display the Ozzies, and I appreciate the cooperation I’ve gotten from 
Mister Car Wash in this effort,” Jurkens said.

“The Ozzies will be moved but certainly not forgotten. We’re honored to build on the 
tradition of great service that Octopus worked hard to maintain in Madison and Rockford,” 
Ross said. The signage changes will be taking place at 1039 East Washington, 2202 
University Avenue, 907 S. Park and 3708 E State St. 

Mister Car Wash (www.mistercarwash.com) operates 160 car washes and 34 express lubes 
in 19 states. Headquartered in Tucson, Arizona, Mister Car Wash is an operating company of 
Leonard Green & Partners L.P.
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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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But Representing Only One Percent of all Vehicles
Hampshire, UK: A new study from Juniper Research forecasts almost 20 million fully 
autonomous or self-driving vehicles on the road by 2025, with consumer adoption set to 
take off in 2021. Driven by increased safety and convenience for drivers, development has 
progressed to live trials, with North America and West Europe set to become the first to 
witness driverless cars in use on the road.
The research found that in the interim, consumer usage of Advanced Driving Assistance 
System (ADAS) technologies such as adaptive cruise control and automated braking will 
become key. It argued that these systems will serve to prepare drivers for the psychological 
change from the role of driving a car to operating a driverless car.
HOW TO MONETIZE DRIVERLESS CARS?
The new research, Autonomous Vehicles: Adoption, Regulation & Business Models 
2015-2025, finds that although the market has progressed to live trials, a discernible 
monetization strategy has not become evident. Stakeholders are currently investigating 
multiple business models with manufacturers expected to engage in product licensing, self-
production or open sourcing the systems.
TOP FIVE PLAYERS DRIVING THE MARKET
Juniper Research ranked the top five most promising players in the driverless car sector. 
They were scored on a number of key factors such as live trials, miles tested on the 
road, technology development, project scale and scope, future potential and market 
opportunities. The results were as follows:
Google
Volvo
Daimler
Tesla
Apple
Google was ranked as the most promising player, having been in development the longest 
and having logged the highest amount of autonomous miles on public roads. 
DEALING WITH POTENTIAL PROBLEMS
The research noted that concerns over the decisionmaking capabilities of these systems 
have been raised and questions have been asked about the decisions autonomous vehicles 
would take when presented with the Trolley Problem, where the autonomous car will be 
forced to choose between two disastrous outcomes.
The Juniper study argued that the nature of technology development requires stakeholders 
to collaborate and ensure a minimum level of safety for those in the hands of autonomous 
driving systems.
Juniper Research provides research and analytical services to the global hi-tech 
communications sector, providing consultancy, analyst reports and industry commentary.

SELF-DRIVING CARS TO TAKE OFF BY 2021, 
APPROACHING 20 MILLION ON ROAD BY 2025
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Autobell Car Wash, Inc., has opened a full-service in Portsmouth, Virginia.

This marks the family-owned and -operated chain’s first location in Portsmouth and 11th 
in the Hampton Roads area, with other washes in Hampton, Chesapeake, Virginia Beach, 
Newport News, Norfolk and Williamsburg. The company now has 72 locations in four states.

Autobell Car Wash is America’s second largest conveyor carwash company, with 72 
locations in North and South Carolina, Virginia and Georgia. The company was founded in 
1969 in Charlotte, North Carolina, by the late Charles Howard Sr. and remains privately held 
and operated by the Howard family. Autobell now employs approximately 3,000 people 
and washes over 4 million cars annually.

Autobell is a full-service carwash offering an array of customized exterior and interior 
cleaning options, with most of its personalized wash services completed in 15 minutes or 
less.

The company is well known for its water conservation procedures and has received 
numerous recognitions from utilities, governments and media for its environmental 
commitment, as well as its community involvement, employee scholarship program and 
charity car wash program. All Autobell washes treat 100 percent of wash water used and 
recycle up to 100 percent.

For more information, visit www.autobell.com or follow the company at Facebook.com/
AutobellCarWash or on Twitter @AutobellCarWash.

CLASSIFIED, CALENDAR, LINKS AUTOBELL®  
CAR WASH OPENS FIRST LOCATION IN PORTSMOUTH, 
11TH IN HAMPTON ROADS

Kwik Car Wash partnered with Southeast Community Outreach – SECOR to help support 
families in need this past holiday season. For every holiday wash book purchased, 30 
percent or $15.60 was donated to SECOR to provide food, clothing and toys to help share 
the joy during the holiday season. The goal was to sell 1,000 wash books, which would 
provide $15,600 to local families.

KWIK CAR WASH HELPED OTHERS  
IN THE COMMUNITY HAVE A WONDERFUL HOLIDAY
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Warsaw Chemical Co., Inc.
P.O. Box 858, Warsaw, IN 46581
Phone: 800-548-3396
Fax: 574-267-3884
warsaw-chem.com

Get Your Shine On!
Wave ShieldTM

Wave Shield 
For a “wow” 
foam show

Step 1— Formula 701 Wave Curtain Foam Bath 
Super-concentrated low pH bright foam starts the show.

Step 2 — Formula 702 Wave Shine 
pH balanced foam cleanser & protectant.

Step 3 — Formula 703 Wave Seal 
Contains siliconized “carnauba” for outstanding shine
and protection.

Step 4 — Formula 704 HOT CARnauba 
HOT CARnauba SHINETM delivers a hand polished look 
and feel.

Give your customers a great show and a clean, dry and 
protected finish with the Wave Shield™ process. Visit us
at warsaw-chem.com today.

Car Choice®. “If your car could choose.”

The new 4-step online 
premium protectant process.
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The Grace for Vets Organization, which brings together professional carwashers in four 
countries to wash veterans’ cars for free on Veterans Day, announced that it surpassed one 
million free washes since its inception in 2004.

“The total cars washed for free is actually more than 1.2 million with this year’s total topping 
268,000 free washes,” said Mike Mountz, founder of Grace for Vets and chairman of the 
board of the organization.

More than 3,300 carwash locations participated in the one-day event. Operators from the 
United States, Canada, Australia and New Zealand took part. Mountz looks to expand the 
event to other countries because he feels “all veterans need to be honored for their service 
to their countries.”

GRACE FOR VETS TOPS MILLION-CAR MARK

Splash and Dash carwashes in Fairbanks and Anchorage, Alaska, raised more than $11,000 
for the local Breast Cancer Detection Center (BCDC).

In October, Splash and Dash and Pink Elephant carwash employees “went pink” for the 
entire month of October. To show their support, the employees wore pink uniforms with 
matching beanies and gloves. Splash and Dash provided pink bracelets and gave them to 
every customer who bought a LAVA wash. In addition, Splash and Dash donated $2 from 
every LAVA wash sold during the month of October.

The BCDC was started by local Fairbanks women and provides mammograms to everyone, 
including those who could not afford it. BCDC also has a mobile mammogram truck, called 
the Nancy truck. The Nancy truck is able to access remote areas and provide mammograms 
to women that are not able to get into hospitals or other breast cancer detection centers.

Splash and Dash owner Gerald Timmons has made a vow to raise $20,000 in the next 
fundraiser in October 2016. “Raising money for breast cancer research is a great cause. 
We feel that almost every life has been affected by cancer in one way or another,” said 
Timmons. “Our lives at Splash and Dash have been hugely changed by cancer invading 
someone very special to us. We have made a commitment and will stand by it. We can 
change the course of cancer, one wash at a time.”

ALASKAN CARWASHES RAISE MORE THAN  
$11,000 FOR BREAST CANCER DETECTION CENTER
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In an attempt to further expand the scope of its annual trade show and educational 
program, the board of the Northeast Regional Carwash Convention (NRCC) has retained 
Meeting Industry Experts (MIE) of Schenectady, New York, to manage the 2016 show, 
according to 2016 Show Chairman Ron Bousquet of the host New England Carwash 
Association. “We are just thrilled to be working with Brigitte Connors and her team at MIE 
to grow this show,” said Bousquet. “Their level of expertise and experience is unmatched.”

Since the success of the NRCC’s move to the Atlantic City Convention Center in 2015, the 
board would like to increase the record-breaking number of exhibits past the 301 mark hit 
in 2015 and encourage vendors to bring in more hardware. They would also like to expand 
their reach beyond the Northeast. 

The 2015 show boasted a near-record-breaking number of 1629 attendees. “MIE can help us 
get to the next level and strengthen our brand while providing our vendors and attendees 
with more exhibits and education,” said Bousquet.

MIE is a professional meeting and conference planning firm that sets itself apart by 
becoming passionate about the industry for which they represent. “We are thrilled to have 
the opportunity to work with the NRCC in 2016,” said Brigitte Connors, MIE CEO. “We 
have begun the planning process and we are learning a lot about the industry and the 
past successes of the trade show and education segments of the conference, and we look 
forward to learning more.”

The 2016 NRCC is slated for September 19-21 at the Atlantic City Convention Center, and 
the host hotel is the Borgata Hotel Casino & Spa. For exhibit information visit nrccshow.com 
or call 800/868-8590.

MEETING INDUSTRY EXPERTS  
TO MANAGE NORTHEAST CARWASH CONVENTION

48 WashTrends / January 2016



System

Ultraflex®, by Lustra®, revolutionized the car wash industry as the FIRST complete ultra-concentrated chemical line & 
packaging system. The development team at CSI & Lustra® spent years developing the UltraFlex® system, including the 
ultra-concentrated products as well as their delivery system.  With cutting edge research and development and extensive 
testing on a global scale, the Ultraflex® system fundamentally changed the way car washes approach chemical usage. By 
eliminating drums, backroom space was maximized, waste was completely eliminated, and washes were able to easily 
commit to going green. Most importantly, the Lustra® ultra-concentrated products delivered an incredible clean, shiny, 
dry vehicle that maximized the car wash user experience at an affordable cost per car that car wash owners demanded. 

Since the release of Ultraflex®, others have tried 
to copy the ultra-concentrate system concept, but 
NOTHING can copy the years of research, testing, and 
continual commitment to product excellence that have 
maintained Lustra’s leadership position in the industry.

ANDFIRST BEST!

OFTEN COPIED.
NEVER MATCHED!

Facebook “f ” Logo CMYK / .eps Facebook “f ” Logo CMYK / .eps

1997 American Boulevard
De Pere, Wisconsin, 54115 • USA

920.337.2175 • www.LustraBear.com

john bildahl
410.991.3580

jbildahl@aol.com
bildahlphotography.com

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

John Bildahl Photography
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CARWASH SHOW SCHEDULE 2016

FEBRUARY 16 - 18, 2016 
WPMA Expo (Western Petroleum Carwash Association) 
The Mirage Hotel 
Las Vegas, NV 
http://www.wpma.com 

FEBRUARY 28 - MARCH 1, 2016 
SCWA Convention & Car Wash Expo (Southwestern Car Wash Association) 
Arlington Convention Center 
Arlington, TX  
http://www.swcarwash.org 

MARCH 2 - 3, 2016 
SE PETRO EXPO (Southeast Petro-Food Marketing Exposition) 
Myrtle Beach Convention Center 
Myrtle Beach, SC 
http://www.sepetro.org

MARCH 31 - APRIL 3, 2016 
NADA (National Automobile Dealers Association)  
Las Vegas Convention Center 
Las Vegas, NV 
http://www.nadaconvention.org

MAY 9 - 11, 2016 
The Car Wash Show (International CarWash Association) 
Music City Center 
Nashville, TN 
http://www.TheCarWashShow.com
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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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