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Simoniz® Hot Wax and Shine is a credible service that I
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new Top Pacl mny operators are reporting an overall increase of $1.50/car by
creating a Rew Hot"Wax and Shine Top Package...because it does what the name
) implies.” ....Bill Gorra, Simoniz® USA
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800-233-3873

Simoniz Hot Wax is available from Kleen-Rite Corp.



http://www.kleen-ritecorp.com/p-36582-simoniz-hot-wax-30-gallon.aspx
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Coming
Soon in Red,
Blue & Gray!

The next big thing in carwash technology will wow your customers and keep
them coming back for the convenience of lighted vacuum nozzles.

Studies show that carwash customers go out of their way to the
catwash that provides mare features and value for thieir money.

The new Vaclitz lluminated vacuum nozzles give your custom-
25 2 light where they need it most, so they can better see
whigre they are vacliuming. Perfect for under seats, in the trunk,
ancl enpecially @t night

* Easily replaces your existing vacuum nozzles
* Provides light for customers vacuuming the
dark areas of car interior

Just press the button and VacLitz lights up the area yourass
vacuuming. After some time. the light turns off aumma‘maflﬁh,
to preserve batteries The nozzles operate an = AR Batberie
that are included.

Try Vaclitz today and give your customers a clear view of wity
your carwash deservas repeat busihess.

* Encourages vacuum use at your wash
» Easy to use with the touch of a button!
* Includes 3 AAA Batteries!



http://www.kleen-ritecorp.com/p-39093-vaclitz-led-lighted-vac-nozzle-black.aspx

Sam & Haas )
Twins Car Wash
Warren, Michigan

In his car wash for over 2 years, what does Sam ha

Tl HAMILTON

Find more information about our comprehensive line of products at www.kleenrite.com or call 800-233-3873
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“IlIl never give up my Wobbleheads!”
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Handle only
works when
foam is

flowing
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Vear 1 - Revenue up 11%
Year 2 - Revenue up another 3%

- Revenue Up by 5-10% or More?
" Provides Better Service?

" Equipment Lasting Longer?
Frustration Ended?

,.,%hh!eh%ﬂg


http://www.kleen-ritecorp.com/c-206-hamilton-changers.aspx
http://www.kleen-ritecorp.com/p-34948-wobblehead-foamy-handle.aspx

Blueprint For Success
Kieen-Team: Jefi Detz
Monthly Specials

Pit Cleaning: Ring-0-Matic

Here we are again in the dog days of summer. It is amazing Geir Magnusson: Making It In America
Association News: HCA - CCA

how fast time goes by and we take such little time to reflect. It was
just a few short months ago that we were at the ICA show in Vegas.
It was great to see and speak with so many fantastic customers that Online: Talkcarwash.com

took the time to stop by our booth. Despite the attendance numbers Industry Calendar
that were basically the same as the past year, the enthusiasm and
spirit of our customers was renewed and upbeat. It seems like a Charlie Says: Making Old New Again
new attitude of improving and growing the car wash business is How To Find Your Invoices Online
back. We must say that we are excited and look forward to work- . .
MFG Spotlight: Rowe International
Frequently Asked Questions
We invite you to visit our website as we continue to make im- Adding More Revenue: Credit Cards

provements. Our goal is to make shopping, or just finding infor-

, -
mation, a simple process. We have greatly enhanced our search Tom’s Way: Replacing a Fragrance Hose

feature and we’ve added information, such as breakdowns, daily. Oral History: Morris Hoole
We just wanted to remind you that you can manage your account

ing with you in any way to help you achieve your goals!

Online, like getting a copy of an invoice or reviewing past pur- WARNING: This publication is Kleen-Rite Corp. proprietary intellectual property and is

chases. It’s all there. Despite all of these improvements. we know protected under United States Copyright Laws. No part of this newsletter including all text
: ’ P P ’ and graphical information and cover design, may be reproduced or transmitted in any form,

. . . . , . .

there will be thlngS we’ve missed so don’t hesitate to call — we will by any means (electronic, photocopyi rding therwise) without the prior written

be happy to help you!! It’s amazing how many relationships we permission of a corporate officer of Kleen-Rite Corp. © 2013 Kleen-Rite Corp.

FREE SHIPPING
*% OFFER »

We are offering Free Shipping

on any ONE order placed over $750.00
during the month of August, 2013.

Simply reference Kleen-Scene Offer #21 to your
order taker to receive free shipping on your next

order to anywhere in the continental U.S.
* Select items such as Corrosive Chemicals, Non Stock Factory

have developed over the years talking on the phone. Thinking of
those relationships, we would like to say a simple ‘thank you’. We
will continue to work hard to deliver superior service and to have
what you need when you need it. We appreciate your business

and hope you enjoy this edition of the Kleen-Scene. Thanks, once
again, for allowing us to be “Your Reliable Supplier For The Car
Wash Industry”.

Dropships, Vacuums, Vac & Vending Islands, Extrutech Wall Board,
Anti-Freeze Detergent, Pole Covers, Grating, Mega-Venders, Cages
& Large Storage Tanks may be excluded from our free shipping offer.

OFFER GOOD ON ONE ORDER ONLY!

“ Does not apply to previously placed orders” ....new orders only.

Offer Valid Until September 1, 2013

R
X



wesTern car wash

SHOW

September 11-12, 2013 | San Diego Convention Center

WCA MEMBER
SAVINGS
ull Access Passes! W Condensed 2-day Show Format
Tradeshow Only » 525 Increased and Improved Education
One Day Only » 599 W FREE Injury and lliness Prevention Program Manual
Full Access Pass» 5149 (for Full Access passes)
Register Today! M Reception on Tradeshow Floor

San Diego Harbor Cruise

B Reduced Pricing with Early Bird Registration é VWESTERM
M Passport Program that Earns You Cash Prizes LN

CryptoNet
s tochnology

protection
Affordability @

End-to-end
encrypted security

Wholesale processing

Lryptor2y

Innovative Payrnent Sokstioss

800-233-3873 | kleenrite.com

Manufactured by Genesys Technologies.



http://www.kleen-ritecorp.com/p-36710-cryptopay-credit-card-swiper.aspx

PROFITABILITY

Blueprint for Success

The end-goal of any car wash (or for that matter, any
business) is making money. Giving your customers more options not

only keeps them coming back but gives you more chances to increase
your per person profit. At Kleen-Rite Car Wash we have a number of
different options to offer to our customers.

Kleen-Scene Magazine sits down with Kleen-Rite Car Wash Owner,
Mike McKonly, to get his insde scoop as to what makes his car wash
so sucessful and profitable.

Vending

“By putting vending
machines on all avail-
able wall space at our
wash we are able to give
customers more choices
therefore increasing our
potential profits. We
make sure to offer a full
array of products at a
range of prices to keep

up with our customers’
needs. The addition of our in-the-wall spiral vendor allowed us to
maximize a small amount of wall space with 24 additional products.”

Air Machines
“In my opinion, air
machines are the most
overlooked and one of
the most profitable
additions you could
have at your car
wash,” Mike says.

“We have 3 scattered
throughout our wash
and I am always surprised

Vacuums

“Kleen-Rite Car Wash currently has 7 vacuum islands with 11
vacuums and vac combos. Remember when purchasing a vacuum to
consider a combination vacuum. Whether it be a shampoo/vac combo,
a fragrance/vac combo or an air/vac combo - more choices for your
customers = more money for you!” Another helpful tip Mike adds is
to put a Dualer on some of your vacuums. “It increases profits even
more by allowing customers to spend more time at the vacuum by us-
ing the crevice tool.”

e

at the amount of profit we
receive from them - all

with absolutely no overhead.”

Soda Machines
“Another often overlooked item is the soda machine.” Mikes says.

“However, there was a time when mine wasn’t very profitable, which
is when I rented my machine from the ‘big beverage company’ and
had them come and service/stock it.
But, once I bought my own machine
and was able to put in several brands
of sodas, it became a big success! [
wasn’t just tied to one brand and I
could also put in differend sized bot-
tles and cans and price them accord-
ingly.” One of the biggest secrets to
Mike’s soda machine sucesses? He’s
a bargain shopper and takes advan-
tage of any (and usually all) specials
that our local grocery stores may

be having for the week. “I’m just
amazed at the amount of money this
machine has made me,” he says.



http://www.kleen-ritecorp.com/c-261-je-adams-combos.aspx
http://www.kleen-ritecorp.com/c-986-car-wash-vacuums.aspx
http://www.kleen-ritecorp.com/c-983-air-machinesair-vacs.aspx
http://www.kleen-ritecorp.com/c-552-car-wash-vending-machines.aspx
http://www.kleen-ritecorp.com/c-772-soda-machines.aspx

Overhead View of Kleen-Rite Car Wash
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Iin-Bay Volume Boosters

“In our self-serve bays, our deluxe coin boxes are set up to take any
kind of currency the customer has on them - don’t give them a reason
to drive away! We are set up to accept any denomination of coins and
bills and also have either Wash Gear or Cryptopay credit card accep-
tors at each of our boxes. Each coin box has 10 functions which offer
a variety of services. We currently offer Presoak, Tire Cleaner, Foam

Brush, Triple Foam Wax, Spot Free Rinse, High Pressure Rinse, High What is Mike’s inside tip for maximizing profits in his self serve bays?

Pressure Soap, Wax as well as the Air Shammy feature.”

He makes sure that he puts mat clamps in every one of his bays to sell

m even more minutes of wash time to his customers!




Rug Beaters

“The rug beater is another
unique feature that we offer at
our car wash. While it only
produces a modest amount of
profit monthly, we have
developed a loyal customer

following to the machine and
will continue to offer this self-serve feature to keep
them coming back!”

Dog Washes

“Dog washes are probably
the best thing to come along
to the car wash industry since
the foamy brush,” Mike says,
“They are highly profitable
and bring an entirely new
customer base to our wash.
I have one in every available
space (he now has 3) and if
I had more space I would
put another one in. They are
incredibly economical with an
inexpensive start up and
installation. With such a quick
return on your investment,
I can’t imagine not having

The Dog Washes are so profitable at one here!”

Kleen-Rite Car Wash that this is the
third one that was installed.

Motorcycle
Washes

“The motorcycle
wash is a great, unique,
‘one-up-menship’ to
separate your car wash
from the competition.
It appeals to a whole
new demographic of
potential customers.
I have found that the
longer the season
(warmer climate) you
have for motorcyclists,
it obviously creates
maximum profit. But,
even with our shorter biker season here in

Kleen-Rite Car Wash has the only motorcycle wash
in the area, making it stand out from the rest.

Pennsylvania, I have to say I am pleased with the return.”

Wash Choices

“In addition to our 7 Self-Serve bays we also have 2 High Pressure
Touchless Automatics, a Self-Serve Truck Wash and a Cloth Tunnel
Wash. This gives our customers a variety of ways to wash their ve-
hicles and we don’t have to turn anyone away for not having the wash
service that they wanted.”

The Cloth Tunnel Wash is manned by an attendent.

The Truck Wash

“Another customer niche that needs to be serviced is our Big Truck,
RV and Boat owners. In my opinion it is a largely underserved market.
In our area we are located near a river and capture a lot of the boat
traffic that comes past the wash. We also do a lot of marketing via the
local newspaper, advertising our fleet cards to commercial companies

and truck fleets. The truck bay is long enough that we have 2 coin
boxes in it so 2 people can wash at the same time. On high volume
days at the car wash, I can also put 2 cars in the bay to maximize the
amount of people that can wash at a time.

Additional Add-Ons

“For washes that have attendants, the number of additional revenue

profit centers that you can add by offering other services is limited
only to your imagination. At our wash we also have a propane filling
station and a produce wagon. It’s really just another way to drive more
traffic into our wash.” Mike says he has also seen other car washes
that have a food truck come to their lot or offer detailing services.

The Propane Filling Station is a great add on for attended washes.

Mike also says that another great (and inexpensive) way to advertise
your wash is to host community events like chicken barbeques, free
washes for military veterans (www.graceforvets.org) and other fund-
raisers. “Not only does it show your community support but it keeps
the traffic coming in!”

The Produce Wagon brings in more traffic on summer days.



http://www.kleen-ritecorp.com/p-5867-dog-wash-equipment-package.aspx
http://www.kleen-ritecorp.com/p-5867-dog-wash-equipment-package.aspx
http://www.kleen-ritecorp.com/p-32627-motorcycle-wash-equipment-package.aspx
http://www.kleen-ritecorp.com/p-32627-motorcycle-wash-equipment-package.aspx

Let Your Message Be Heard:
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Two Great W. C icate Your M ] igns
MESS hBE ~<— Choose The Me:’:ag:‘:l:ar; f:ste‘:t ogmg:gzzi;ethzuaui:;z:g:ge Sign Option ————>
BO ARDS * Quick-Change signs easily slide in and out.
co mE w lT * Sign stays securely in place.
ov ER 30 0 ¢ Internally weighted with sand to each leg.
*Hinges lock in open position.
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NU MB ERS & Stand Dimensions 46.375" Hx 27.125" W

Sign Size: 24”x 36" Weight 20 Ibs.
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- SALE

* No Maintenance - all plastic.
*No tape, Velcro, or screws needed.

Coroplast Message Board comes with tracks permanently attached and an indexed box for
letter storage. 2 boards per kit. Letter set contains over 300 letters and numbers plus ‘SALE’
and ‘SPECIAL headers and more.

Comes Complete with
4 Message Signs
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Dual sid od: 28" x 44" P
; NAVICADE™

Traffic Cone

* 48" high channelizer with a slim design

erfect for areas where space s anissue
L * Very durable, designed to rebound after impact

e i5 easy tograb
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Unscrew cap from fill hole and fill
withupto 115 Ibs. of dry sand.
$199.99

$28.50

$12.99


http://car-wash.kleen-ritecorp.com/search?w=plasticade
http://www.kleen-ritecorp.com/p-36502-signicade-deluxe-with-letters.aspx

KIEEN::TEAM

Chief Financial Officer

Education: Masters Business Administration, York College of PA

B.S. Business Management, York College of PA

Hometown: Columbia, PA

Tell us a bit about yourself. Where did you grow up?

I was born and raised in Columbia. After traveling around the world in the USMC
after high school, I returned to Columbia to go to college and raise a family. My wife
Christine and I have three daughters; Emily, 20, Maddy, 7, and Kailee, 3.

How long have you been with Kleen-Rite?

It will be nine years in August.

Tell us about your current role and what you do.

In addition to being the numbers guy, I am also responsible for leading the Purchas-
ing Team. I enjoy negotiating with our suppliers and trying to find that next deal.
What do you like about your job?

__ Every day is unique; there is always a new challenge. I enjoy the “family” atmo-

4 sphere and working with the wonderful people who make Kleen-Rite such a suc-
cessful company.

Tell us about some of your interests/hobbies outside of work.
I enjoy coaching girls fast pitch softball. I have coached for over 13 years; start-

ef‘f Det:z ing with my oldest daughter Emily and most recently with my middle daughter,
| Maddy.

Chief Financial Officer Favorite quote
“In business as in life, you don’t get what you deserve, you get what you negoti-
ate” (Chester Karrass)

TREADLEFLDDRSWITCHES

. Soluhmlﬁ in Car Wash Traffic Conirol
TRACTION(CONTROLSSERIESERS s S =ee ot fne 1 ‘i,”..‘,i

~—minimize slippage w

Introducing our Traction Control Series of Auto Alerts. + improving tfraction.
! The car wash industry finds the Auto alert ideal for
turning equipment on and off without touching cars. The
~ | RECORA Auto Alert is rugged enough to work under
multi-ton trucks, yet sensitive enough to react to the

Recessed, it performs -

its function without !

smallest, lightest cars. The Auto Alert is safer, faster regular maintenance ] 5 .
A . |— S Simple electrical switch
and easier to move to any spot in the wash tunnel or on and cleaning.

the apron for exact timing control. The Auto Alert has embedded in the trip device.

hundreds of uses.

'§”x2.4” ow ;
$109.22

5” x 32” Yellow Bla
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Treadle Floor Switch provides automatic vehicle detection without Simple electrical switch
frequent maintenance concerns. The RECORA Treadle Floor Switch edded in the Trlp dev'fel ; .
iy IUgd e d .|!||||

is manufactured for rugged reliability and is able to withstand
3” x 24” Yellow 32 x-ﬂﬁ'}; : we ther-resistant detector

severe weather conditions. The N3 is an extremely effective, yet
- |IT in ramp is designed
| $103.85 | IXETH| $103.85 anuchw,epd e
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uncomplicated economical vehicle detection device, perfect for
3” x 32” Yellow 3’

any drive through wash system where additional systems need to
AM325Y $110.37 AM325 $110 37

be activated within the wash tunnel.



http://www.kleen-ritecorp.com/c-86-auto-alert.aspx
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YOUR RELIABLE SUPPLIER FOR THE CAR WASH INDUSTRY

Buy 10, Get 1 FREE! w
Armor ALL® Vending Products

Protectant Ceaner 4oz 4oz
Sponge Sponge Protectant Tire Foam

VS10800 AR30800 AR13040 AR40040

Buy3 Get1FREE iy~

Blue Magic® Vending Products ~ _in m.s'iﬂgc,a,, '
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Glass Vinyl Plus Just4 Black
Cleaner Protectant Leather Jack

e = m| Trans-Matex

Air Logic Low Pressure & Triple Foam Panels
LPS4BAYFB | LPS4BAYTC TFS3BAY TFS4BAY

WE MAKE YOU SHINE

10% OFF! In-Bay Chemicals

LED Wall PackLights

Plastic Lens: LIGL200 Glass Lens: LIGL200G E Su perinr R‘E‘SU"S and LDW CDSt per Cﬂr

CAR WASH

FUN FACTS

o The first car wash was started e
in 1914 in Detroit, Michigan. -
It was a manual car wash that
required customers’ cars to be

pushed around a circle to . - :
different stations, where it . = 7 Banish Film Away
went through the various ; ; -3
stages of washing.

e
e An estimated 38 gallons of water is
used to wash each car at a car wash.
(Compare that to the 80-100 gallons of

water used per car in home washing!)
Hh"'l DR'I'

e Around 8 million cars are washed per
day. That’s around 2.3 billion per year!

e In 1988 police shut
down a car wash in Jacksonville Florida
that touted itself as “the only nude car Carnival Shamy Dry
wash in the nation”.

e [t is illegal to wash your car anywhere on
Sundays in Switzerland. AVAILABLE FROM

® 25% of people wash their cars on Saturday, making it the most K t EEN—R’ TE CORP:

popular wash day of the week. The least popular day is Monday. et o g e e

_'!

Second Pass

Dura Shine


http://www.kleen-ritecorp.com/c-516-armor-all.aspx
http://www.kleen-ritecorp.com/c-41-blue-magic.aspx
http://car-wash.kleen-ritecorp.com/search?w=Air%20Logic
http://www.kleen-ritecorp.com/p-38403-led-perimaliter-wallpack-light-69w-plastic-lens.aspx
http://www.kleen-ritecorp.com/c-730-performance-plus-in-bay-automatic-products.aspx

EQUIPMENT

Ring-0O-Matic

Henry Ford started rolling the first Model T’s off of his Detroit
assembly line in 1908. A few years later, the first carwash facilities
started showing up around the Motor City. Although these carwashes
were a far cry from what we have today, the basic concept has
not changed.

® The work is easier and cleaner for who-ever gets the job
of cleaning the pits.

® You can clean the pits on your schedule instead of on your cleaner’s
schedule. No one one wants to see their customers wait or go away
when the bay is closed for cleaning.

DM 2 =

With the carwash industry nearing the century mark, one challenge
that has not changed is the need to remove and dispose of the mud,
sludge, and other debris that comes along with washing vehicles.
Ring-O-Matic company founder, William (Bill) Van Zante, who was
always a bit of a tinkerer growing up on an Iowa farm, saw a need
to make a not so pleasant job a little easier. In 1968, Ring-O-Matic
debuted its first hydraulic operated pit cleaner. The Model 400 was
a clam shell digger that dropped its bucket into the pit, scooping out
anything it could grab. This made the job easier and cleaner for the
operator. In the 45 years since, Ring-O-Matic has proven its reliability
as there are still some of the original machines in use today. Since this
early start, Ring-O-Matic has continued to grow and improve its line of
carwash pit cleaners.

Today’s smart carwash
operator finds there are
several key advantages
to operating their own pit
cleaner. These include:

m
i I Vacuum Model

® Carwash operators report big dollar savings from doing their own
cleaning. In some parts of the country, pit cleaning costs can run up
to $300 per pit and some have reported costs over $600. With these
kind of costs, the carwash operator can get a very fast payback on
running their own equipment.

® When carwash operators run their own pitcleaners, it’s easy to get
into the habit of cleaning the pits on a regular schedule. Carwash
operators tell us stories about cleaning all of their pits on a monthly
or bi-monthly basis. This means it’s a quick, easy job and can
eliminate that dreaded phone call that the pit is full and running over.

Today, Kleen-Rite with Ring-O-Matic offers two different styles
of pit cleaners; a clamshell style and a vacuum style. The clamshell
model, which comes in three different sizes, is similar to the original
Model 400. The 450T, 500T
and 1000T models are trailer
mounted with a



http://www.kleen-ritecorp.com/c-240-pit-pump.aspx

hydraulically powered boom with a clamshell bucket. The clamshell
bucket is hydraulically lowered into the pit, closed, then raised up and
the debris is dumped into the box. All of the movements are controlled
using hydraulic levers. The work for the operator is easy since he is
simply moving a series of hydraulic control handles. Because the units

times are, so you don’t disrupt potential customers by having to close
bays while waiting on the septic truck to show up? It also allows for
you to clean your pits at regular intervals, avoiding the emergency

overflow cleanup. We have had some operators buy a machine with
the intention of cleaning just their own pits and before long they hear

Today’s smart carwash operator finds there are several

key advantages to operating their own pit cleaner.

have a hydraulic dumping hoist, even unloading the trailer is easy.
There are two different standard vacuum models, the 750 Vac and 850
Deep Vac. These machines rely on the vacuum created by the heavy
duty Masport rotary vane vacuum pump. The machines come standard
with a rugged 25 foot, 3 inch suction hose and suction tube. The tube
is lowered into the pit and operates like a giant shop vac. The debris is
sucked from the pit and is held in the enclosed tank.

There are several factors to think about when deciding which model
is right for you. The largest determining factor is the size of your
pit. The bucket of the clamshell model is just

“can you clean my pits, too”? There are also customers who do not
own a carwash, but have found their niche in the market simply just
cleaning pits. These machines can turn into money makers. We have
heard of customers who have cleared over $20,000 per year cleaning

other people’s pits. (t;\_

2

\

over 12 inches wide. You will also need some :
wiggle room, front to back and side to side, to
gain maximum performance using the clam

\As Clamshell Style

shell model so Ring-O-Matic only recommends their use if the pit ac-
cess is larger than 2 ft x 3 ft. The clamshell style has several advantag-
es. It requires little manual labor. Another advantage of the clamshell
model is that it leaves most of the standing water in the pits. You are
removing the stuff you want and leaving the water in the pits. This
helps when it comes time to dispose of the material.

The vacuum model has advantages too. As discussed before, some
pits do not allow the room needed to work with a clamshell model. As
long as you have an opening slightly larger than the three inch suction
tube, the vacuum model will work for you. The vacuum models can
easily get down to 15 feet. According to our customers, if you plan
on having multiple operators, the vacuum model is the way to go.

It is easier to train the operator to use the vacuum hose instead of
the multiple controls on the clamshell model. When you want to
completely empty your pits, water and all, you can accomplish this
with the vacuum model. Lastly, when you are on a tight schedule
and your time is valuable, the vacuum model will save you time.

Regardless of the style, either machine will be a great addition to
your operation. With the ability to tend to your own pits, you can clean
them on your schedule. Who better than you knows when the slow

=
Ring-0-Matic
% 1000T

Beyond the
basic questions of
functions, options and
cost, the most asked ques-
tion we get is “what do you do
with the mud and sludge”? Unfortunately, there is no cookie-cutter
answer to this question. The laws vary state by state, county by county
and city by city. Most locations allow you to dry the material until
it passes the paint filter test, and then dispose of it as clean fill dirt.
We’ve heard of an enterprising carwash operator who sold his dried
fill to a local plant nursery who used it for potting soil. The residual
phosphates from the wash detergent makes a great fertilizer. The paint
filter test is done by partially filling a paint filter with the contents of
your pit, if no water seeps out of the filter, the material is considered
dry. Again, because of the wide variety of regulations, the best answer
to this question is to contact your local governing agency. We will
close with this tip, it is often easier to get a simple answer about local
requirement from the operator of your local landfill.

I’m sure you have heard the old saying “work smarter, not harder.”
It is time to retire the shovel and wheelbarrow and let a Ring-O-Matic
pit cleaner do the work for you.

3
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Jim Zylstra
Sales & Marketing Manager
Ring-O-Matic


http://www.kleen-ritecorp.com/p-29725-550-gallon-pit-pump-trailer.aspx

FOR THE ENTIRE MONTH OF AUGUST

MIX AND MATCH: FREE PRODUCT WILL BE OF EQUAL OR LESSER VALUE.

Rain Vision ' Glass Cleaner Never Fbg Vinyl Plus Protectant Vinyl Plus Cleaner Just For Leather
VSNA25 - 24/box: $9.36 VSNA10C - 100/box: VSNA28 - 24/box: $9.36 VSNA15C - 100/box: $39.00  VSNA16 - 24/box: $9.36 VSNA17 - 24/box: $9.36
VSNA25C - 100/box: $39.00 $19.95 VSNA28C - 100/box: $39.00 VSNA16C - 100/box: $39.00  VSNA17C - 100/box: $39.00

Headlight Lens Restorer Headlight Lens Sealer
VSNA247 - 100/box: $104.99 VSNA240 - 100/box: $104.99

|_ﬂ_| [

e s nan Black Jack

S — . Bug & Tar Remover VSNA27 - 24/box: $9.36
Headligh tlens Headlight Lens VSNA19C - 100/box: $39.00  ySNA27C - 100/box: $39.00
Restorer ¢ Sealer- " :

¥
LIS

Metal Polish
VSNA245 - 100/box: $104.99

METAL POLISH

O — T
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http://www.kleen-ritecorp.com/c-41-blue-magic.aspx
http://www.kleen-ritecorp.com/c-41-blue-magic.aspx

FROM ICELAND TO AMERICA

Geir Magnusson /

“I consider myself a tinker, I love to make things work. I get a lot of
joy from buying something used and getting it to work” says Geir
Magnusson, owner of two successful car washes in the Mechanicsburg
area of Pennsylvania. His story is one we can all appreciate, as most
Americans are descendants of immigrants. His is a first hand

account of coming to the United States as a young man and pursuing
the American dream.

Born in Reykjavik, the capital of Iceland, Geir Magnusson was the son
of a postmaster . He began his working career in a local bank and then
moved on to a company that exported frozen seafood. On St. Patrick’s
Day 1960, the frozen seafood company sent him to their Maryland
processing plant on a two year contract to work as an accountant.
Although Geir was eager to come to the U.S. to work, he did not real-
ize at the time that he would wind up making the United States his
permanent home.
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Not long after arriving in Maryland, or in the spring of 1961, he

was transferred to the company headquarters in New York where he
became the traffic manager. Eventually he worked his way up to office
manager and finally Vice President. Things were looking up for the
young Icelander when he made several career moves to finally being
offered the president’s position of Iceland Products in Camp Hill, PA.
He ran that company from 1975 through 1988.

“I bought my first car wash in 1979. A young man who worked for

me at the frozen fish company came to me and asked if I would be
interested in buying his uncle’s car wash.” The young man had been
running the car wash for his uncle, so with a down payment of $5,000,
Geir bought the site as an investment and kept the kid on board to

m help run the operation.
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“I always wanted to be an
engineer, I was very me-
chanical. I started working
at my new car wash for
the sheer pleasure, I found
it very enjoyable.” It
consisted of three self
serve bays and an old
Hydro-Spray automatic.

“Later on I bought into a

Canadian franchise called Perma-Shine. It was an add on service where
we applied a silicone based clear coat onto the car and it was very
shiny and lasted a very long time, so the owner would never have to
wax his car for years to come. We closed in one bay with a garage door
and the service became very popular. Eventually Perma-Shine diluted
their formula in an attempt to lower production costs and the product
suffered. It just wasn’t as good anymore.”

“I bought my second wash in 1981. The same young man told me
about another car wash for sale and it was only a mile away from the
wash I already owned.”

“In 1988 I was fired from the frozen seafood company. A board
member’s son was hired for a position of influence and wanted to take
the company in an entirely new direction. I questioned that move and
was subsequently let go. Not long after, they were out of business.

It was all for the best, I ended up working at my car washes full time.
Eventually I bought a third location in 1986.”

“I’m very cheap for fun, I try not to buy anything new if I can find it
used and usable. I like using something to solve a problem that it isn’t
supposed to be used for. It’s a challenge. I learn the hard way though.



When I first put a new motor on one of my pumps, I used the wrong
pigtails and burnt the motor. When I put my first vacuum in, I burned
out the motors. I had connected it the “high” leg but I learned as I went
along.”

“Before trigger guns came out, wands were just a bent pipe, since the
unloader had not been adapted for the car wash industry yet. And when
they first came out with the foam brush, I paid an arm and a leg for my

first one. Since then I have made my own; there is nothing to them, just

a tee and two solenoids.”

“In the early days I bought my supplies and parts from a local supplier
who always charged me list price. Then I found Kleen-Rite through
Emory Young, an old jobber who bought his stuff from Kleen-Rite and
then drove around and resold it to car washes.”

“My first trip to Kleen-Rite was to their original location on Cherry
Street. I remember seeing a shampoo sink in the corner and a big
plaque on the wall certifying Harold McKonly as a certified Hair
Dresser in the state of Pennsylvania.”

“I was pleasantly surprised at how reasonable Harold’s prices were.
As a member of the Carwash Association, I would get flyers in the
mail from all kinds of different suppliers and manufacturers.

Each flyer would be some sort of promotion or sale. Their sale
prices were never as good as Harold’s everyday prices.”

“I became a life-long Kleen-Rite customer. I had many friendly
arguments with Harold; we were the opposite poles when it came to
politics and I even exaggerated mine to really get things going.
His untimely death came as a shock to all who knew him and I was

GAR WASH

" OPEN “2 £ HOURS |

very honored when
his widow and son asked

me to deliver the eulogy
at the memorial service.
He was a great man and a
good friend.”

“His successors, Keith
and Mike, are doing a
fine job in continuing Harold’s work. The
attitude and helpfulness of every worker
reflects well on the management. I can’t
imagine a better guy to deal with than
Keith. Tom has yet to find a carwash prob-
lem that he cannot solve. When it comes
to computers and credit cards, Mike
Lefever is your man. Roxanne is my girl,
always so helpful and she knows the
location of every single product in the
warehouse. And the Kleen-Rite Catalog
is the best catalog in the
industry, I love to
read it.”
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FOAMY BRUSH BUCKET % % %

Heavy-Duty plastic molded
Foam Brush Buckets mount

to your floor or wall.
Simply drill drain holes
wherever you need them.

Available in Red, Black or Blue!

4
VACUUM DEBRI CATCHER % % %

Sturdy Rubber Dirt Catchers
for your car wash vacuums
make clean outs a snap!

ORIGINAL FLEX WANDS % % %
2 ' Flex Wands allow you to “Bend”
the wand on the end of the spray
gun, making it easier to clean
wheel wells or other hard to
reach places on a vehicle.

18" Galvanized:

Available in Stainless
Steel or Galvanized!

Available in 8 exciting colors!

TIP PROTECTORS

Mounts to the end of your wand

tube by screwing the spray tip

“through” the protector and on
to wand. Prevents accidental

scratches or damage to the car.

.99¢

Give your customers a place to
hang and clean their auto floor
mats. Simply mount on bay walls
or your vacuum stations for easy
cleaning of floor mats.

Stainless Steel
Channel Style: WIGSIoE]) $8.32
Available in Stainless Steel or Aluminum

AVAILABLE FRON

[EEN-RITE cose.

TOUN MELIADLE FUPPLITN FOR THE CAR WASN INDUSTRT ; J



http://www.kleen-ritecorp.com/c-52-foamy-brush-holders.aspx
http://www.kleen-ritecorp.com/p-2149-hamel-rubber-vacuum-dirt-canister.aspx
http://www.kleen-ritecorp.com/c-1251-flex-wands.aspx
http://www.kleen-ritecorp.com/c-109-nozzle-protectors.aspx
http://www.kleen-ritecorp.com/c-188-mat-clamps.aspx

Lbjf'} units provide 60 - 70% energy savings
A thirty LED light engine produces over 1400 lumens

LIGL200 LIGL200G

$357.99 $385.25

Dark bronze texture powder finish
120 - 277v 50/60Hz drivers

DRUMP"MP

IT’S SBRILLIANT
‘{,Easy Pumpmg
Safe’ __..-.A.-\
| "REIIEbIE f’ 'p
- Remstant |

- Fully Ser\nceable
5 . J{r

5 Gallon and
\ Drum Pumps Avallable |
‘.-
v i

II.\

$50.99

VIENOZZLE

Mr. Nozzie's combines the functions of the crevice tool and claw
nozzle, Vacuum more thoroughly by combining both functions.Wide
opening enabling strong suction and efficiency for large areas, while
also maintaining a narrow shape for hard to reach places!!!

$3.75 $3.75
Alurminum
Nozzle Hanger
orvse. S Nozzle Hanger

with Crevica
Claw Tool

Hose Adapter 2" Inlet Valve

Fits
Both
Sizes!

I} ©

$11.95

$21'99‘l


http://www.kleen-ritecorp.com/p-38403-led-perimaliter-wallpack-light-69w-plastic-lens.aspx
http://www.kleen-ritecorp.com/p-25834-new-zealand-55-gallon-drumhand-pump.aspx
http://www.kleen-ritecorp.com/p-36725-1-crevice-claw-nozzle-black.aspx
http://www.kleen-ritecorp.com/p-38985-vac-nozzle-hanger-for-claw-crevice-tools-15-2.aspx
http://www.kleen-ritecorp.com/p-39034-hose-adapter-for-1-12-hose-for-central-vac-systems.aspx

CAR WASH ASSOCIATION SPOTLIGHT:

Heartland Car Wash Association
Supporting Car Washes in our region of the U.S.A.

Member benefits:

Who we are and what we do:
The Heartland Carwash Association is a non-profit ® ‘Splash’: quarterly informational newsletter

industry trade association based in the central U.S. and ® Preferred Insurance Partnerships

established in 1981 to: ‘Strengthen the ® Assistance with regulatory issues

Professi.onalism of the car wash industry DT, ® Discounted credit card processing ‘q—t/C A
in our eight state region. Through the . ® Web site creation and hosting

dissemination of information, opportuni- ® Logos and business cards

ties for idea exchanges and networking, | @ Legislative monitoring and lobbying

lobbying efforts and access to the latest

in equipment and supplies. We support the
achievement of this goal. MISSOURI

Save the Date!
31st Annual
HCA Product &
Equipment Show

April 29th and 30th, 2014
Prairie Meadows Racetrack,
Conference Center,

Hotel & Casino

Altoona, Iowa
(minutes from Des Moines)

Who should join?:

Owner and Operators — any individual or company owning a car-
wash or thinking of building a carwash should join the HCA! We
are here as a resource for your needs as well as to represent your
interests. Manufacturers, Distributors, Suppliers — any company
currently serving the needs of those within the vehicle washing in-
dustry. Partner with the HCA to market your products and services
to our members. Exhibit at our Product Show, advertise in our CONTACT:
‘Splash’ newsletter or offer special discounts to Phone: (515) 224 - 6845
anyone involved or interested in the vehicle info@heartlandcarwash.org
washing industry shouldjoin the HCA! www.heartlandcarwash.org

Kleen-Rite would like to congratulate Jessica Richardson
for being one of this years recipients of this years Kenneth M.
Gustafson Sr. Scholarship, sponsored by the Connecticut Car Wash Association (CCA). Each
year the CCA awards two $1000 scholarships to CCA member employees at their annual
meeting. Jessica is the daughter of JR Richardson who works as the Inventory Control
Associate at Kleen-Rite’s Columbia PA facility.

Jessica is graduating from Northeastern High School with honors, Cum Laude, for being in
the top 25 of her class. She is also graduating as a member of the National Honor Society
and the National Business Honor Society. Throughout high school she participated in
soccer and tennis. She was awarded 3rd place in the Future Business Leaders of America
competition at the regional level as well as 10th place in the state level. She was also
awarded the department award for English at Northeastern High School.

In addition to the scholarship she received from the Connecticut Car Wash Association
she has also received scholarships from Fulton Bank as well as the York County
Essay Contest.

Jessica plans to attend Shippensburg University in the fall to major in
Communications in Journalism with a minor in English. At Shippensburg she hopes to
continue her achievements both in academics and co-curricular activities. Of all the
achievements she has made she would like to say that “I am
very thankful for the opportunities I have had and take pride
in all of my achievements. I am also very thankful for those cc A

who support me in my future endeavors”.


http://www.heartlandcarwash.org/index.cfm
http://www.heartlandcarwash.org/index.cfm
http://www.wewashctcars.com/index.cfm

ON THE WEB:

Talkcarwash.com

...build a better forum. by Jimmy Branch
My five children appreciate their upbringing. Not only did they
receive a natural birth and a good year or so of healthy nursing,
they were homeschooled until high school. My wife and I took our
five little ones everywhere we went. Because [ was so active in car
wash conventions, traveling to see the latest location or innovation,
we purchased a small motorhome to enable our children to travel
with us.

While I attended car wash
meetings, my wife and
kids enjoyed local sites for
educational purposes. I actu-
ally have the only children on
Earth that became weary of
going to Disney World because
of my frequent business trips
to Orlando. “Do we have to
go to Disney again?” “Please
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John, Lacy, Lauren, Alicia, Allan

Mom...not another museum.” My wife had the tenacity to make
everything either a life lesson or an educational opportunity.
My children grew up while traveling to car wash conventions
and looking at other car washes.

It was on one of these car
wash adventures that a chal-
lenge was made. This was a
long trip from Panama City to
Detroit, just to see MacElroy’s

beta version of the IP dryer.

My two sons, Allan and John,
accompanied me on this long
trip. Allan had just finished col-
lege and was writing code for

| the Internet. He had achieved
some success already with his
own social networking sites,
high on confidence and full of
optimism. We discussed Bill’s
Auto Care Forum, how it began
as an advocate for the operator
in conflict with vendors and was

TatkCarWash oo l

under utilized by both vendors and conveyor operators. Bill’s site
had filled a needed void, but an active few “elites” dominated the
activity and attitude.

Allan said he could build a place where everyone

could speak, whether they were the most seasoned
vetferan vendor or a timid, unstained newbie.

My experience on the Southeastern and International boards was
that most vendors are not just vendors. Most began as operators
and more than likely, still have car wash locations in the family.
Their insight into operations has more history behind it and a larger
geographical base from which to speak. Sure, they have hardware
and supplies to sell, and a sales agenda, but many can put that need
aside just to “talk car washing.” Their passion and love for this
industry often exceeds that of the average operator.

Our industry is unique in that our associational boards are a bal-
ance of both vendors and operators. Other industries are usually
one or the other. Without vendors buying booths, our shows would


http://talkcarwash.com/

have little flair and our association’s financial abilities would be
greatly limited. Membership dues and day passes to the shows are a
very small percentage of the necessary funds needed to staff these
associations. We need the vendors’ financial support. We need

their historical wisdom and geographical knowledge. We also need
newbies...sure we may have to answer a simple question for the
hundredth time, but it’s this new blood that has fresh insights and
the passionate optimism others have lost.

Allan said he could build a place where everyone could speak,
whether they were the most seasoned veteran vendor or a timid,
unstained newbie. By their nature, forums are intimidating even

Father and Son: Allan & Jimmy Branch

without an elite few members of a clique trying to dominate others.
Thousands may read a thread, but only a handful will take the leap
and post. Bullying and ridicule just make it harder to get members
to have a dialogue. Allan had been around a lot of vendors and
operators and knew what I was talking about. He kept telling me
he could build a functional and balanced forum. Finally, I said, “If
you think you can, just do it!”

And he did. Now after 7 years, Talk Car Wash has 3400 members
and 32,000+ visitors per month.

Allan did exactly what he said he could do. I'm proud of what
he has done. He never said he would make a lot of money with it,
but he has done extremely well on his many other projects. TCW
has kept him involved in our industry, even while he has become
deeply involved in networking within his programing industry.
His company, www.lesseverything.com, has hosted six successful
conventions for programmers and web developers. My grandchil-
dren are now traveling with their father to programmer conven-
tions. The acorn didn’t fall far from the tree.

I’m proud of the platform he has generated for our industry: a
place where anyone--vendor, veteran or newbie--can talk without
intimidation, and a place that has become a tremendous reservoir of
information. Sometimes a challenge is all we need to find success.

Jimmy Branch, Speedy Car Washes, Panama City, FL
and 50th President of the ICA
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Fall 2013 Industry Calendar

Please visit the websites of the shows listed below for a complete
schedule of events and participating exhibitors.

Sept 11-12 Western Car Wash Show

2013 San Diego Convention Center, San Diego, CA
WWW.WCWa.org

Sept 26 Car Wash Assoc of PA: Golf Outing

2013 Cumberland Golf Club, Carlisle, PA
www.pacarwash.org

Oct 1-2 CARWACS: Calgary
2013 BMO Centre at Stampede Park, Calgary, AB
http://calgary.convenienceu.ca

Oct. 7-9 Northeast Regional Car Wash Convention
2013 Trump Taj Mahal, Atlantic City, NJ
www.nrccshow.com

KEEP YOUR PROFITS PUMPING

WiTH VERSA-MATIC AIR DPERATED PUMPS

Y-
VERSA-MATIC

ES 1/ e EB 3/8 ey

e The Elima-Matic™ air valve
system pravides the reliability
you need and lets you transfer
flulds safely and confidently

® Small enough to fit in your
hand, yet capable of pumping
up to 6.8 gallons par minute

e Can be mounted upside down,

& Available in plastic or metal sideways or inverted

VERSAMATIC.COM/CARWASH e<x



http://www.kleen-ritecorp.com/p-6557-versa-matic-santo-wet-end-kit-12-for-vme5ps.aspx

Quiet & Simple

Don't deny yourself the opportunity of a quieter and
more efficient operation. UPGRADE to Arimitsu Pumps
on your equipment.

Self Serve

Arimitsu 313
Upgrade from 310, 530, 5CP and more

* Self Serve and Single Gun Prep
. PN-E‘IIJIJE! Left Ias pictured)

Arimitsu 516
Upgrade from 310, 530, 5CP and more
# Self Serve and Single Gun Prep
* PN-61002 Left (as pictured)
» PN-61003 Right

Dual Gun Prep

Arimitsu 508
Upgrade from 7CP, 820 and more
¢ Dual Gun Prep

* PN-61004 Left (as pictured)

wu

il ) Upgrade Now
B SIMPLE
Why ask for Arimitsu Pumps:
QUALITY

Since 19823, Arimitsu Pumps has been providing these customer recognized benefits. Proven
high efficiency and reliability, deliver lower costs of ownership. Learn why more owners and

. PROVEN operators now specify Arimitsu Pumps on their new or existing equipment, and are migrating

away from old and costly habits,

KIEEN-RITE ...


http://www.kleen-ritecorp.com/c-283-arimitsu-pumps.aspx

There are now several things Kleen-Rite customers should keep in
mind to help reduce their shipping costs. Below are the Top 5 things
to consider when placing an order to help keep your shipping costs as

minimal as possible.

Buy in bundles! We don’t want you to pay any more than you
have to for shipping either so we bundle or package your order
into as few packages as possible.

Consolidate to larger orders to get even better shipping
discounts. Get to 200 Ibs and your shipment is eligible for
even steeper discounts with the UPS Hundred Weight
Service program.

Ship to a business address. UPS and Fed Ex small package
services charge more to ship to residential addresses,
$2.80 per package more.

Take advantage of the Kleen-Rite Free Shipping offers.

Full pallets of soap ship free in the continental United States
and most of Canada. Feel free to mix and match pails with
drums to take advantage of this offer. And don’t forget to top
off the pallets with vending products and supplies which can
ride along for free.

Avoid the small package hazardous fees.

Add these hazardous pails or boxes to your palletized freight
orders and we will let them ride along without the fee.

No minimum required.

Try and keep these 5 things in mind when planning your orders to
help lower your costs and add to your bottom line!

CONNECT v KIEEN-RITE c..-

BEoG

YouTube Facebook Twitter Linked In

_ HIGH PRESSURE!

J__= 4 Operating pressure 1500 PSI

4 Tested to 3,000 PSI
4 Sizes: 1[4 or 3|8 MXF
And 38" FxF
4 Full flow 1[4> ID

¢ Patent. Pending

VLA SON3SMFN

NO RUST!

[
|

4 Nickel-plated brass housing l _
é Lubricated stainless steel H
f{

é Bearing support at both ends . | ’

)L SON3SMF

bearings

of the swivel shaft

- | EASILY REBUILT!

5" JOne O-ring & one Back-up ring

4 Repair Kit Sold Separately
4 Three minutes!
4 No special tools
é Rebuild without removing it

e 23


http://www.kleen-ritecorp.com/c-223-sonic.aspx
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I often hear the comment, “I just purchased a run-down wash, but I
have no idea where to start.” This guide will give you a good idea of
where to start, and where to put your money with the best return on
your investment.. For this article, we will use a 5 bay self-serve wash
with one in-bay automatic for the example site.

Step One= Assessment. Dctermine what can be saved
and what will need to be replaced. Look at all the equipment, and
determine what can simply have new decals put on, and what needs to
be replaced or repaired.

Self Serve equipment
It is a good idea to repair the backroom equipment if possible. This
could cost you over $30,000. But, if it is in horrible condition, it

may need to be replaced. For this example, we will assume that the
back room is able to be saved, and you will only be replacing the pay
bay meter boxes in the self-serve. If you have a vault system, keep

the vaults, and purchase what is called in the industry “vault-ready”
meter boxes. Your customers never see the back room and as long

as everything works, they will think that they are using brand new
equipment! This is a great time to add all the new features available
with new meter boxes. Some options include; Cash acceptance, Credit
Card acceptance, and electronic coin acceptors (which will accept up
to 8 different coins). *TIP- I program my acceptors to take all compe-
tition’s tokens, and give the customer 50% of the value of the token.
The last thing you want is for the customer to leave because he has the
wrong tokens. If you accept them, it gives you a better chance for
them to stay, and if they like what they get, they will be back! It’s a
win-win for everyone. Cost of new vault-
ready meter boxes (5 bays) Around $8-10K.
You may have to find an add-on credit card
acceptor, depending on who you purchase
the meter boxes from, but a little searching,
and you can find one that will either fit on
the face of the meter box, or one that will
be in its own enclosure.

Vacuums:

A typical 5 bay self-serve will have 6-8
vacuums. For this discussion and cost
estimate, we are going to use 6. Vacuums
are really a very simple piece of equip-
ment. They are made up of the following;
Vacuum motors, (Usually 2, sometimes

Charlie

PART 1:

“An Operators
Oopinion on
making old . . .
new again”

3) and coin/cash
acceptor. Take a
look at the vacu-
ums. 95% of the
vacuums out there
are made from
stainless steel, so
they can last well
over 20 years. The
first thing to check
if a motor is not running is the motor brushes. These are accessed by
taking the dome off the vacuum (make sure to
power it down first) and then remove the black
lid off the vacuum motor. Once the lid is off,
you will see 2 motor brushes on either side
of each vacuum motor. They will be held
down by either 2 phillips head screws,
or a clip. Remove the brushes. They
are spring loaded, and when new, have
1-2 inches of graphite. If there is less
than }2” left, replace it. Repeat for all
motors, then test. If you have power
going to the vacuum motor, and it is still
bad, then replace the motors. Thisisa
good time to also replace the gasket it sits on.
If you see that you only have a 2 motor system,
depending on the vacuum, there may be a spot for
a third. Call the vacuum manufacturer and they
can walk you through the process.



Coin Acceptors:

Bill Changer and Tokens:

Now we want to look at the coin acceptors. Many older vacuums are

simply a mechanical whisker switch. If this is the case, talk to the
manufacturer about upgrading to electronic coin acceptors, along with
a digital timer. It will be well worth the cost in the long run. Thad a
site that had J.E. Adams vacuums, and the upgrade ended up cost-

ing more than the original vacuum! But now that site accepts tokens,
quarters, dollar coins, and let’s not forget the competition’s tokens.

Remember, you can accept
usually 8 different coins with
an electronic coin acceptor.
If you are doing an upgrade
from the manufacturer, see

if they will let you send them
all the tokens you want to
accept, and many times they
will program them for you.
Approximate Cost- $5-6k
(assuming you are replacing
the faceplates with electronic
coin acceptance). If you have
room, you also can look at
bill acceptance, but I feel that
there is money better spent
elsewhere, as that is what the
token machine is for. If you
don’t have to replace the face-
plate, the cost will be under a
thousand.

Extrutech Wall and Ceiling Liner Panels
Buighton Yo Bags wwith Pancls frowe EXTRUTECH 5 ST )

« Use on interior walls and ceilings for new and remodeling wash bays and tunnels

« Available in 12” and 24" panel widths, at one inch increments from 3 to 20 foot lengths
« Maintenance free, Easy to clean-just spray off, durable will not rot or rust

» Brightens the interior for a fresh clean appearance that quickly sheds water

« Tongue and groove design, installs quickly and easily with no exposed fasteners I
« Meets Class A for smoke and flame spread, ASTM E84-09 and CAN/ULC §1022-3

' sOKENg

CRENMIT CARDS
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« Don't be fooled with lesser quality look-a-likes with coated surfaces
« 10 Year warranty on wall and ceiling panels

If you already have a dual hopper, dual validator (bill acceptor), you
are in great shape. If everything is working, and dispensing tokens,
simply take a look at the decal, and determine if you need to refresh it.
The cost of this will be around $100. Check with the manufacturer of
the machine. If you are not dispensing Tokens, now is the perfect time
to switch over. There are a couple reasons why I feel this is a good in-
vestment. First, for every token that walks off the site, you are going to

profit over 60 cents (provided you are dispensing $1 tokens).
Second, it will reduce the chance of theft. Third, less trips

to the bank to get quarters. Many “non-customers” will use
you as a change machine if you dispense quarters. Espe-
cially if you have a lot of apartment complexes near by. Most
units can be converted to dispense tokens. Check with your
manufacturer. If you have an old, run down changer that is
always breaking, invest in a new bill changer. A great option
would be one that not only dispenses tokens, but one that also
breaks big bills, and accepts credit cards. (You must only
dispense tokens if you are going to use the credit card feature
here.) Cost of replacement- Around $3-5k, depending on
how many options you choose.

*TIP- If you do switch over to tokens, make sure that all your
equipment is set up to accept them. Old style “pull-knob”
vending machines can be converted with a kit. Fragrance
machines and Carpet shampooers can also be converted, as
long as you have a 24v source in the machine.

\kkbg*

« Rust proof PVC doors also available

Time Tested! Superior Qucz{fdly! Exceptional Value! Since 1992
Manufacturing American Made PVC Panels for 21 Years!

Available from

Kleen-Rite
1-800-233-3873

www.kleen-ritecorp.com
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http://www.kleen-ritecorp.com/c-411-wall-paneling-and-accessories.aspx?pagesize=9999

Available with a variety of
payment acceptance options!

AVAILABLE FROM

KIEEN-RITE ...

RELIABLE SUPFLIER FOR THE CAR WASH INDUSTRY

Iillll 233. 3873
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KLEEN-RITE WEBSITE:

How To Find Your Invoices

A simple guide to a great online resource

Some customers prefer to shop as a guest each visit to our site, which is fine. But there are many benefits to placing your order while
logged in with your customer number. The main benefit being able to access and print out all your past invoices at anytime you wish.

Below is a short tutorial on how to print out your invoices.

Step 1: Log In
Simply click on the Log In Button on the top right of our Home
Page. You will be instructed to Log in using your customer number

and password.
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Step 2: Customer History
Once you are logged in, find and click on the tab called
“Customer History” to the far right of the top tabs. \
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Tall Free: 1-800-233-3073

Step 3: Invoice History

Once you are in the Customer History screen, a new set of tabs will
appear on the top of the page. Click on “Invoice History” to access
all your past invoices. Scroll down to see your list of past invoices
arranged by date. Double click on any invoice listing to open it.
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Step 4: Click on the Icon
After clicking on a listing to open, the icon below will appear on
your screen. Double click on the icon to open your invoice.

bk o Selnction

Step 5: View and Print your Invoice
After you have successfully followed the simple instructions above,
your invoice will open in a new page ready for printing.
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Rowe Bill Changers Continue to
Lead the Industry

The New England Car Wash Association
recently named Rowe’s Model 400 recycling
bill changer the Most Innovative Car Wash
Product.

B IK"?‘_.‘:“'-:""'-: = -'W'%

-
Tom Kozlik & Chuck White win
Innovative Award.

Tom Kozlik, Rowe’s Vice
President - Major Accounts
for the Bill Changer Division
says, “Rowe products are
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“The Rowe Model 400 creates a much safer
car wash for attendants because they no longer
carry cash for customers,” says Vincent Cook,
Manager of Otto Car Wash in Topeka, Kansas.
In addition to the safety factor, the location’s
cash flow improves by recycling a patron’s
$5 bills as change for another patron without
the operator or attendant handling the bills.
Operators can also select the USA Technolo-
gies wireless ePort credit card system, which
accepts all major credit cards and dispenses
tokens. Plus, the Model 400 can connect to
a remote computer for audit and help code
reporting.

Car Wash Industry First

Rowe has just introduced another
car wash industry first by match-
ing up an MEI bill recycler with a
Fujitsu bill dispenser. Gary Baright
of Foam & Wash in Hudson Valley,
NY has been one of the Carwash

shaped by car wash opera-

—— Industry’s biggest innovators,
tors wants and needs, not by h 4 L .. .
providing the vision to combine
what our company wants and CASH — « .
T R [ the two components. “By recycling
needs.” The inspiration for the “asGe s , .
Rowe Model 400 desi == e A patron’s $5 bills, we now have
owe Mode esign came i o - . . .
£ o agas LSEMESISH plenty of bill capacity, reducing the

from listening to car wash -
owners. Rowe learned that ":,
most car wash operators have
attendants on their locations
with a pocket full of bills

trying to satisfy their patrons

@)

number of times we need to restock
the changer with bills,” says Gary.
“It saves us time and money.” The
new Model 500RL-3 recycles $5

bills and dispenses $10, $5, and $1

that do not like receiving 80
quarters for a $20 bill. Rowe developed a bill
changer to eradicate those concerns.

Model 400RL

dollar bills, $1 coins, or $.25. This
new bill changer offers time-tested
software and hardware components now pack-

In 1958, Rowe International merged with
Automatic Canteen, Co, then nation’s largest
vending company, and recognized an oppor-
tunity to take the vending industry’s existing
changers to the next level. Understanding the
needs of the coin-op vending industry, Rowe
began manufacturing their first bill changing
system, the Model 5, revolutionizing the bill
vending business forever.

Not resting on the
success of the Model
5, the company
continued to inno-
vate and earned a
reputation of high
quality, reliability,
and dedication to
their customers.
After introducing
several leading-
edge changer
features, including the

“Dynamic Scan System” bill

acceptor and the “Hopper/Escrow Payout
System” to the vending industry, the business
quickly expanded to support and serve the
car wash and laundry industry.

Working closely with car wash owners
to determine the best car wash bill changer
specification, Rowe was the first to intro-
duce a rear loading bill changer and other
wall mount bill changer applications. These
rear load models featured heavy duty, long
lasting, unique 1/8” stainless steel face plates
that became the foundation for the Rowe Bill
Changer product line.


http://www.kleen-ritecorp.com/c-208-rowe-changers.aspx

aged in the same popular compact cabinet size as % I

ETER
TRULY . __
BILL 3 o
“My customers tell me they keep coming back EREAKER ey I
because the equipment at my washes always o j:':E A -

work,” says Phil Tutt, owner of Mr Sudz in e ' r ]
Conroe, Texas. That is the kind of dependability . Fton T vn lve s ful : VEIVEE
and peace of mind that Rowe bill changers have e e AR "_,f,,.“-'i"- o
provided car wash operators since 1958(see side 1 it ok
bar). The heavy duty BC1400 demonstrates the
reliability and security that operators have grown

to expect from Rowe. In addition to displaying
help codes to quickly diagnose a problem,

_*"High flow

* MaxTemp 115°F
— * Shuts down slowly to minimize water hammer

~ «20-60mm (34" - 2 %2") water level differential
(increases as water inlet pressure increases)

* 5-100 PSI

* Has port to connect Frostpro anti freeze device
» With complete float and arm

Rowe changers have well-trained technical
experts on hand Monday — Friday from 8:30am-
7:00pm EST. “Keeping bill changers up and
running is job #1 for our support team,” states
Rowe’s Technical Support Manager, Tim Kotzen.

Kleen-Rite is Rowe’s Lead- 3/4” Valve
ing Car Wash Distributor
Rowe is proud to be
long-time partners with 1” Valve
Kleen-Rite, Rowe’s leading
car wash distributor. With $54.99

Kleen-Rite’s 3 offices stra-
tegically located in Pennsyl-
vania, Nevada, and Texas,
Rowe and Kleen-Rite have
been able to provide the best

INDUSTRO
' FLOAT VALVE

customer support in
the industry.

Made in the USA

Rowe’s BC models, including the BC 1400, and Century Model
changers are all assembled in McAllen, Texas. Parts repairs for these
models are also handled at this facility. Model 400 recycling changers /1
and Model 500 bill breakers are assembled and supported with parts ¢OR

* High flow

* Compact robust construction
e Maximum water 176°F

* Made from corrosion resistant materials
¢ 20 - 60mm (34" - 2 ¥2") water level differential

irs in Litt] h of th . i fth 0‘ (increases as water inlet pressure increases)
repairs in Littleton, MA. Both of these sites utilize a state-of-the-art - “ 1E“ . « Pressure rating 5-100 PS|
small batch assembly process so that each changer manufactured in a - WR A « With complete float and arm
batch can be custom built to meet each operator’s needs. 7y
When you think about

Rowe Bill Changers, you
think value and depend- f Al
ability. You can trust that JFVT12
$156.99

these qualities are built
into every manufactured
Rowe changer. With its ~ ] o "

BC Models, the Model : _ x - S - 1 dValveX
400, Bill Breakers, Cen- | 4 & 74 ’ e TN
tury Bill Changers, and : - ' o S AVAILABLE FROM $157.99

continuous innovation and dedication to the industry, Rowe is proud to ¥ K ‘ EEN -R I TE CORP

lead the bill changer business. © ' YOUR RELIABLE SUPPLIER FOR THE CAR WASH INDUSTRY 29
- - ¥ [ ] -



http://www.kleen-ritecorp.com/p-27614-34-topaz-standard-float-valve.aspx

The Pumps with Mine Lives

#1PUMP

.af
[+
IN CAR WASH -
Pl =
Over 85% of all car wash owners rely on (1
Cat Pumps to keep their washes operating ;
at maximum profitability.

Contact Kleen-Rite for a quote at
ARAR AR FREW

K EEH‘R’TE customerservice@kleen-ritecor P.com
‘ L ORP

A 800-233-3873 - www kleen-ritecorp.com

EQUIPMENT:

athorsare saying
about Cat Pumips

Low Pressure Panels @@

For years Air Logic has been supplying the Carwash industry
with quality product dispensing equipment.
It's a very economical way to upgrade
your old systems or to offer new products
to your customers. We offer foam brush,
presoak, tire/motor, bug/mag, single foam
wax, and triple foam wax.

Double Function

Our single panel boards are compact
and very easy to install. They are only 14”
wide and vary in length from 19" to 36".

As an example, to install a new foam
brush panel, all you have to do is remove
all your old system in the room and mount
the panel to the wall with 4 fasteners such
as 1/4" nail anchors. Attach an air line
from the compressor to the pre plumbed
air regulators,and bring a water source to
the Hydrominder. After that, attach the
1/4" poly tubing that goes to each bay.
Next, attach the 24 volt control wires
from each bay to the wiring strip on the

panel. Insert the correct tip in the Hydrominder and fill the product
tank. Now turn on one of the bays and set your air regulators. A

High Volume

good starting point is 45 psi for the Flojet
pump and about 30 for the air. Remem-
ber to adjust the metering screws on the
product solenoids for desired flow.

Installation for Air Logic's TRIPLE
FOAM SYSTEM is very similar to our
single function panels. The control box
consists of a pre programmed logic con-
troller that is pre wired. The triple foam
system requires 120 volts to the panel
to activate the 24 volt transformer. The
three tanks for the different colors come
pre plumbed and only require one water
source to the hydro minders.

Install your 1/4 poly to the coily hose or
boom in the bay and start it up the same
way as the single product panel.

Air Logic builds SPOT FREE RINSE


http://www.kleen-ritecorp.com/c-785-air-logic-low-pressure-systems.aspx
http://www.kleen-ritecorp.com/c-874-cat-pumps.aspx

DIXMOR
Weep Mizer,

B Cycles your weep system on and off for
maxiumum dollar savings

B Continuous dls;_ﬂa:_f of outside temperature
for your convenience

AKTARY FERW

KIEEN-RITE ...
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systems varying in size
from 800 gpd to 9000

gpd. The repressuriza-
tion system utilizes our
pre programmed logic

controller and will pro-
vide years of trouble

free service. The 800 gpd wall
mount will handle up to 8 self
serve bays.

We have been building
custom dispensing panels for
AUTOMATIC EQUIPMENT
in our area for years. We
recently refined them and they
are available as single, double,
triple (single product) and triple
foam. These are very simple
to install and adjust. We have used them to replace or upgrade all
types of manufacturers dispensing designs.

Reasons for purchasing our products vary from just needing to
upgrade an outdated system, to adding new services. Remember the
more you offer your customers, the more they are likely to spend.

DIXMORK

B shelf mount timer - case size 3.5 W x 2 Tx3'D

u Super bright red dot matrix LED display 2.5" x 3/4"

ettings:Onelforitimingistandard

ARLLANT FRIN

KILEEN-RITE ....
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Triple foam systems offer a great ROI since you not only sell the
time to dispense the wax, the customer has to rinse his vehicle again
after applying it. Reduce your down time and frustrations of con-
tinually adjusting and replacing parts on your old system.

Take advantage of the 10% OFF all low pressure self serve
panels and triple foam systems.

Sale good through September 1st, 2013!

Spot Free
Rinse System



http://www.kleen-ritecorp.com/p-8-dx1000-weep-mizer.aspx
http://www.kleen-ritecorp.com/p-30540-dixmor-led-6-vacbay-car-wash-timer.aspx
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Empernr?umps.
Premium patented pumps that can
withstand temperatures up to 185°

and can run dry for several hours.

PRODUCTS:

The Dualer

The Dualer is an easy, inexpensive way to increase the time cus-
tomers spend on your vacuum, as well as offering a new convenient
feature that not many car washes have available. The Dualer allows
you to connect 2 hoses with different attachments to one vacuum and
lets the customer switch between the two. The Dualer attaches to your
vacuum where you would normally connect the hose. Then you attach
your standard 2 inch hose to one side of the dualer with a normal claw-
type vacuum nozzle, and attach a 1 % inch hose to the other side with
a crevice tool. The customer chooses between them by moving a lever
from one side to the other.

The Dualer is easily retro-fitted to any vacuum that has an exter-
nal nipple that the hose is attached to. It will not work on vacuums
where the hose is screwed into the body of the unit. Once you remove
your hose from the vacuum, the Dualer slides over the nipple and is
clamped on to it. Then your 2 inch hose is inserted in one side of the
Dualer and the 1 %2 inch hose is inserted in the other side and both
are clamped in place. Use a normal nozzle on the 2 inch hose and a
crevice tool on the 1 % inch hose. The customer can use the traditional

GENERAL PUMP

nozzle to do the majority of his vacuuming and the crevice tool to get
in small areas where a normal nozzle will not fit. Your customer is
able to do a better job cleaning his vehicle, and spends more time using
your vacuums in the process.

John Slatky, owner of Splash N Dash and Splash Away car washes
in York, PA recently installed 6 Dualers in each of his locations. He
says, “I see a lot of people using the crevice tool. They like the option
and the idea is to get them to spend more time. I’d buy them again in
a heartbeat.”

Call Kleen-Rite if you’re interested in trying the Dualer for yourself.
There are instructive decals available to help train your customers how
to use the Dualer, as well as hooks to hang the secondary hose on. The
Dualer is also available as a pre-installed option on new J.E. Adams

vacuums.



http://www.kleen-ritecorp.com/p-2032-the-dualer.aspx
http://www.kleen-ritecorp.com/c-929-general-pump.aspx

Frequently
Asked
. Questions
A vitGayrey

Kleen-Rite Sales Team

1. Does Kleen-Rite offer free shipping?

The answer to this is YES. When you purchase a full pallet of car
wash chemicals from Kleen-Rite, we will cover the shipping. A full
pallet of chemicals consists of the following:

36 - 5 Gallon Pails 36 - 50 Ib. Boxes
18 - 100 Ib. Drums 5-30 Gallon Drums
4 - 55 Gallon Drums

In addition to covering the shipping of your chemicals, Kleen-Rite
also allows you to top off your pallet with vending supplies and car
wash equipment and replacement parts.

Another way to receive free shipping is to take advantage of the
Kleen-Scene coupon on orders over $750.00. The Kleen-Scene is a
bi-annual publication that is sent out every February and August. Don’t
forget to place your order before the end of these months.

The best way to minimize shipping costs on your bottom line is by
proper planning and order consolidation. If you can place your orders
throughout the year when we have our promotions and soap special you

HOGS HAIR BRUSH (6 MONTHS OLD) can virtually eliminate all your shipping cost.

This Is how a foam brishiwEals if thefoam is NOT 2. With the rising cost of water, how can | lower my monthly cost?
flowing when it is used. If your brushes look like this One of the easiest and most economical ways to control your monthly
your customers are NOT PAYING to use the foam brush water bill is by inspecting and performing preventive maintenance on
your spray nozzles.

The number one reason for increased water usage at your wash can be
attributed to erosion and/or wear of spray nozzles.

If you do not change your tips over the course of a year, the orifice
will gradually enlarge. This enlarged orifice can increase the flow of
water/chemical and decrease the pressure coming from your pumps.
Ultimately this is raising your cost per wash and in many cases offering
an inferior wash to your customer.

This topic has been covered on two separate occasions in past issues
of the Kleen-Scene. The articles can be viewed in the archive section of
our website www.kleenrite.com.

HOGS HAIR BRUSH (18 MONTHS OLD) Issue No. 13, August 2009...Nozzle Wear the Hidden Profit Drain

Issue No. 9, May 2008...Spray Nozzle Maintenance
This is how a foam brush wears if the foam IS
flowing when it is used. If your brushes look like this 3. How often should | change my pump oil?
your customers ARE PAYING to use the foam brush Generally, manufactures recommend an oil change after the first 50
hours on a new pump and 500 hours of operation then after.

While many pumps may be listed in the same family plunger pump
and/or piston pump, they have different size crank cases and in some
instances use different weight oil.

To insure proper lubrication for the pump you are using, it is important
! that you refer to the service manual for your specific pump model num-

ber. Many of these can be found on our website www.kleenrite.com.



http://www.kleen-ritecorp.com/p-34948-wobblehead-foamy-handle.aspx

% 57 % BECOMING AMERICAN [l

Congratulations to Yifei Zhang, our Multi-Media Creator for recently

becoming an American Citizen. e N
> ___,.*-
N _— | 7 |
Yifei was born in Dalian City in Northeast China. His father worked in ;
the Finance Department of the local government. Yifei earned a degree - —

in Enterprise Management from Liaoning University in China.

Yifei met his wife, Julie Shumway from York, Pennsylvania when she

travelled abroad to teach English as a second language to Chinese

students. The two met and soon fell in love. They were married in
York, PA on July 30th, 2004.

Yifei attended the Art Institute of York, PA
where he gained a degree in Digital Art. He is
responsible for creating all of the Kleen-Rite
Videos that appear on our YouTube channel

and web pages.

Yifei and Julie have two daughters: 7
year old Verona and 2 year old Arden.

“America offers a better life for me

and my family. More freedom, the
environment is much cleaner and the
people are really warm. [ am proud
to be American!”

77 YA Ao ye v [ kaliable o Kiserfites
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* painted walls
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spray it on and rinss

spectacular results! e

~ Call today for
a free sample!


http://www.kleen-ritecorp.com/p-35661-lamb-ametek-112315-18-eternity-brush-motor-2stg-57.aspx
http://www.kleen-ritecorp.com/p-21991-kleen-wall-wall-cleaning-product-5-gallon.aspx

APPLICATIONS
Simoniz° Hot Wax

There are now numerous quality equipment options
to apply Simoniz Hot Wax and Shine in your tunnel.
Chose the one that’s best for you...but always chose
Simoniz Hot Wax and Shine.

Why? To start with our unique formulation is a
technological breakthrough. It combines the shine
produced by a blend of polymers, the durability of car-
nauba wax, the ability not to adhere to glass, the rinse-
ability produced by surface active agents to provide a
spot free finish, and the ability to be applied again and
again without a build up on your cloth or equipment.
At the end of the day...or at the end of your tunnel...we

have proven that customers can see and feel the differ-
ence...and become repeat buyers of the service.

that properly executed,

But the real deal is that properly operators are adding over [

$1.00 per car in revenue!

executed, operators are adding over
$1.00 per car in revenue! So whatever equipment pack-

age you chose...and Simoniz

has many to offer...get off
the sidelines and get into the
game. Upgrade the services
you offer your customers...

Secondly... branding. Simoniz Hot Wax and Shine resonates with

the consumers. They know and trust the brand and the name says

exactly what they want...shine and protection. And a recent survey said
overwhelmingly that consumers understand what “car-

v . . and drive profits to your
nauba wax” is and that they believe it provides

. . bottom line.
long lasting protection.

Thirdly... marketing. Our Simoniz Hot
wax and Shine marketing collateral is
cutting edge. Your customers will see

CREATE A NEW TOP PACKAGE

BEFORE AFTER

“Simoniz Hot Wax and Shine” marketing
collateral from driveway entrance to menu
presentation to tunnel and walkway signage. E

And our marketing approach to add a new “Top
Package” is almost fool proof. Simoniz will assist
you in designing a new menu and will help you build

your packages in a “value added” way. We have

proven over and over again that at least 10% of the
car wash consumers will purchase your “Top Pack-
age” if they feel there is value. Simoniz Hot Wax

]
and Shine represents that value. - e
¥ UWOEACATRIELS - CLEAR COAT
1 PRFSILE SAOT FRTE
FAMEI  MTER

Finally... it represents a great investment and e e — Y
rr’{ an incredibly fast ROI. Most equipment and m
|I signage packages range from $5 -$7k and T e
f we have had many operators return that . WO 0

| investment in 60 days. But the real deal is


http://www.kleen-ritecorp.com/p-36582-simoniz-hot-wax-30-gallon.aspx

GROWING TRENDS:

Adding More Revenue:

Accepting credit cards at a self-serve or automatic car wash is
a growing trend. The benefits seem to be obvious; credit card
customers will add new revenue, credit card customers spend more
money, the younger generation doesn’t carry cash, and so forth. So
why aren’t car wash owners getting on the bandwagon by ac-
cepting credit cards?

This article will provide information to help you make an
informed decision about accepting credit card payments at
your car wash.

What do the numbers tell us?
The team at Genesys Technologies reviewed data from
over 300,000 car wash purchases that are using
the CryptoPay Credit Card System. After
evaluating the data the following
trends emerge:
® The average ticket for a car wash
is $5.51.
® Sixty percent of the sites use the
count-down mode with an average
swipe of is $4.29
® Forty percent of the sites use the count-up
mode with an average swipe of $5.80
® The average purchase includes 1.2 swipes. This means
that one out of 5 swipes is consolidated with another
purchase using the CryptoPay Consolidation feature.

Does CryptoPay raise the ticket average?
Yes - The CryptoPay Credit Card System does raise the ticket

average. Here’s why:

® Customers spend more money when paying with a credit card
rather than cash. Investment advisor Dave Ramsey quotes,
“When you pay cash, you can ‘feel’ the money leaving you. This
is not true with credit cards. Flipping a credit card up on a
counter registers nothing emotionally. A study of credit card use
at McDonald’s found that people spent 47% more when using
credit instead of cash.”

® The CryptoPay Advanced Count Down feature allows the end
customer to purchase their wash and then add additional wash
time as needed by simply pressing a button on the CryptoPay
Swiper. Every button press provides the customer with more

wash time which raises the

ticket average.

® The CryptoPay Count Up feature allows the customer to
purchase as much time as they think they will need and then
press the CryptoPay Swiper button to end the wash cycle.
This process will typically raise the ticket average.

What is my Return on
Investment (ROI)?
The average ROI for the CryptoPay
Credit Card System is just under 120 days.
Obviously car washes with higher traffic
will recover their investment sooner than
car washes with low volume. ROI is due to
several factors including:
® The CryptoPay Credit Card System is a
cost-effective solution. The initial invest-
ment for a 5 bay system would be approxi-
mately $2200.00.
® CryptoPay is an easy to install wireless
solution. Jeff Staffin, owner of Lil Rascals
Car Wash in Dallas Texas, said ‘CryptoPay Credit
Card System has no complicated wiring. If you can
screw in a light bulb you can install CryptoPay.’
® CryptoPay consolidation reduces transaction fees. For ex-
ample, a customer swipes his credit card to start the car wash
and is charged $4.50 to wash his car and then ten minutes later
he swipes his card again to use the vacuum, and is charged $1.00.
CryptoPay combines these two charges into one $5.50 charge that
is submitted to the credit card company, which results in only one
merchant fee for the purchase.

So let’s answer the question at the beginning of this article.
Should I be accepting credit cards at my car wash? The answer is an
emphatic yes and here are the conclusions.
® Credit Card Customers expand our customer base
® Customers spend more money when paying with a
credit card versus cash

® People increasingly don’t carry cash and avoid businesses
that don’t accept credit cards.

® CryptoPay Credit Card System raises the ticket average

® CryptoPay Advanced Count
Down and Count Up features
raise the ticket average

® CryptoPay has a rapid Return
on Investment

® CryptoPay is an easy to install
wireless solution

® CryptoPay individual charge
consolidation reduces
transaction fees

Considering the benefits, why
would you not start accepting
credit cards today at your car wash?



http://www.kleen-ritecorp.com/p-36710-cryptopay-credit-card-swiper.aspx

Your Satisfaction is 300% Guaranteed with the

ERIE 3 FOR 1 GUARANTEE®!
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YOUR RELIABLE BUFPLIER FON THE CAR WARH INDUSE



http://www.kleen-ritecorp.com/c-169-erie-brushes.aspx

Frice includes boom, covers available

in Red, Blue and Yellow!

«Tire and Engine Cleaner
«Foam Brush

Presoak

-Bug and Mag Cleaner

Offers good through September, 2013!

3B Air LoQIC Affordable Quality Since 2002


http://www.kleen-ritecorp.com/p-36335-autodry-in-bay-hand-held-dryer-120v.aspx

CAR WASH CHEMICALS

There are many factors in running a successful in-bay carwash,
most important of all is producing superior-looking cars at a low cost
per car. Creating customer-pleasing results requires good equipment,
quality chemicals and ongoing maintenance and upgrades to both your
equipment and facility.

Operators from time to time may discover that their cars are not
coming out as clean and shiny as they know their wash can produce,
and can become frustrated trying to figure out why, which is why we
offer the following “5 Troubleshooting Steps for Cleaner In-Bay Cars”.

Step 1: ““You can't clean cars with cold water”

Your mixed water and presoak/detergent wash solution needs to be
100-120 degrees Fahrenheit at the nozzle to provide effective clean-
ing. Whether you use a hot water storage tank or a tankless “instant”
hot water system, be sure to check the actual solution temperature at
the nozzle to make sure you are in the effective range, and make any
necessary adjustments if below that range. Note: in the summer you
don’t need to heat the water as high, 80-100 degrees will work in hot
temperatures, which can save you money.

Step 2: ““Check your pressure!”

Your wash solution nozzles should be set at 1,000-1,200 PSI to
create enough impact on the surface to generate the friction that helps
wash off soils and grime. As nozzles wear, the pressure they create
drops, which reduces cleaning. Replace your nozzles at least every
12 months, and at least every 6 months if you use a reclaim system.

Step 3: “Titration...what?"

Titration kits provided by your chemical manufacturer measure
the pH of diluted car wash chemicals to determine the actual dilution
concentration. Dilution tips can be inaccurate depending on water
pressure, metering device, etc. so be sure to check that your actual
dilution meets manufacturer recommendations for effective cleaning.

Step 4: ““How's your water?"

Hard water reduces cleaning effectiveness of most detergents, so
check your water hardness to make sure your water softener is working
properly. If you have hard water and don’t have a water softener look
for a presoak/detergent designed to work in harder water.

Troubleshooting
Steps

for Cleaner In-Bay Cars

Rick Leizgold and Michael llacqua, Trans-Mate Inc.

Step 5: “Dwell on it..."””
Chemicals need time to sit on the
vehicle surface to better dissolve soil
and grime, ideally 15-30 seconds
dwell time for presoak/detergents to
work. Some equipment manufacturers
and operators are pushing for faster
wash cycle time, but be careful you

don’t short change clean-
ing solution dwell time.
Also, be sure you are using
high-quality (and consis-
tent-quality!) car wash
chemicals. Going

with a cheap product usually
means you are
getting less cleaning
effectiveness!

These trouble
shooting steps are
invaluable in im-
proving your wash
processes, and should
get you back on track
to producing customer-
pleasing clean
and shiny cars!




at a station or wash on a trial basis, and when he came back a month
later he would either sell it to the operator or take it home with him. He
never took one home. There were many, many, white domed, round,
blue vacs popping up all over the state.

At this same time he was learning a lot about the few car washes that
existed in the state by doing maintenance and repairs for them so he
decided to start building pumping systems for self service car washes.
It so happened that my brother, Bob, was doing part time work for
Miller Distributing. They had just sold a 4 bay system for a wash in
Eagle Co. Since I was unemployed at the time, I went along to help
on the installation. When that was done, Gene asked if I would be

_ interested in working part time at the shop which was about the same

time Gene bought an old run down tin building 4 bay wash in N.W.

In an attempt to capture our industry’s heritage, we present to you Denver. So of course I helped and learned more about carwashes. We
the chronicles of various personal stories that helped shape our gutted it and put in all new equipment and naturally it immediately
industry in this regular feature, an Oral History. became a real moneymaker. At this same time there were a few self

service car washes around the Denver area that used Hypro and Moy-
Morris Hoole no pumps so there was a need for someone to repair

Golden, Colorado \ pumps. Gene had 2 full time employees and 1 part

time so I became the second part timer, and soon
After working 16 years in the after we were all full time as we started building
aerospace industry for Martin and installing complete carwash pumping systems.

Marietta, Denver, I was asked to
In November, 1975 I had an opportunity to buy a

2 bay self service car wash which was part of a very
busy gas service station. Oddly enough while I had
been out of work at Martin, I had spent a lot of time
visiting Phil, the-manager and-hanging out at this ~
service station and working for him part-time

move to the New Orleans, LA area

to help set up and train local hires

what I knew about the business of

testing large booster rockets and
_etcetera. I really-had-no-desire to—— ==

move but I did like the business as

at another location. Since I knew nothing about
the industry, I sort of laughed at the idea and said ;
thanks, but no thanks. Well, by then in late 1975 I f_"

I quite frequently worked side by
side with the original astronauts of
those days such as Alan Shepard,
 Charles Conrad, and I got to travel
around the country quite a bit on
official business for various space
programs. I really enjoyed my time
there and was not looking to change professions. I knew
that if I refused the transfer I would be laid off in a few 5
months. I then refused and sure enough in June of 1974 E
I was laid off, with recall rights when and if they got
another contract from NASA or the Air Force. This was

- o
at least a half dozen or so times already, so I was
somewhat used to it. b

really nothing new as I had been laid off and recalled

At that time there was a company in Denver called
Miller Distributing; not the beer but auto detailing sup-
plies and they were just beginning to get into the car

wash supplies. Years before, the owner, Eugene Miller
had started a route traveling the state of Colorado selling soap and

detail supplies to service stations and the few carwashes that existed was familiar with carwashes and knew there was an opportunity to

at that time. He began building barrel mounted and wheel mounted make some money if I could find a way to buy the place. My new

wash units using Hypro pumps. The station operators used these to bride Dixie and I had just been married in July, so after 4 months,
wash cars and anything else as they could now increase the hose pres- I approached her with the idea of putting our money together, mostly
sure from 75 or so to 500 lbs. Somehow Gene became involved with hers, to buy this wash. She passed this place almost every day and very

Monorail and realized he could make money by placing a new vacuum seldom saw any cars in the bays and no business. The building was a


http://www.dixmor.com/

former Robo Wash and had been converted to a 2 bay self serve.All

the walls were glass and most of them were broken. When you putin
a quarter, most of the water came out at the boom and very little came
out the nozzle. My challenge was to convince her to let me invest all of
her money along with mine, into this crazy idea of owning a carwash.
There were only 6 or 7 washes in the whole South Denver metro area
at that time and probably 75,000 to 100,000 people that needed to keep
their cars clean.

Somehow I convinced her to join me in going broke together. 1
called the seller on Friday morning and told him we wanted to buy it.
He agreed to meet me at the location later that day and I would give
him a check for the deal and I would get the keys. We met and our
handshake closed the deal Friday afternoon. On Monday while I was at =
work, my boss, Gene Miller, received a phone call from the seller; he
wanted to know what kind of person I was because I had written him
a bad check to buy the carwash. Gene told him I was good for it but
apparently I had not gotten the money transferred into my checking
account yet. Gene said if he was in a big hurry for the money to come
by and he would give him a check to cover it. He was not supposed to
deposit the check that soon but his secretary saw it on his desk Friday
afternoon and took it to the bank.

From that day on when we were not at our regular jobs, we were
trying to get that little two bay into good operating condition by
working there almost every night. I don’t remember exactly why but
we needed 2 more wires to the coin boxes. Words of wisdom, don’t
even attempt to attach 3 wires to 1 and pull them through a ./ inch

_conduit with 7 or 8 elbows. Pull all the old ones out and rgplace them!
We had to reduce the control Voltag_e from 120 to 24 , and add wax.
First we put new plexiglass in where all the windows were broken out .
‘We left the clean tan paper covering on the gas station side and wrote

" on it with black spray paint; “IT WORKS! NOW NEW OWNERS”

} The business boomed instantly.

There was a sign
on a post out front
of the building that
said “CAR WASH”
on it and it had some
extra room at the
top. Being a proud
businessman now,
I thought we had to
have a name for the
wash, so I decided
“DIXMOR” would
fit just fine. We were
now the proud own-
ers of DIXMOR CAR
WASH. If you don’t know
the story behind the name,

Keltner Optic Eye

ask me at the next show. We currently own and operate 5 loca-
tions with a total of 25 bays in the area, after having 8 at one time.

After a few months it was quite obvious that carwashing was a good
up and coming business so we began looking for a piece of property to
build a second location. We found a spot in what I thought was an
excellent location. I made a deposit on the land without knowing how

-

I was going to buy it or come up with the money to build. Once again
my boss, Gene, found a backer to buy and build to my specs and then
lease the operation back to me with an option to buy after 10 years.
It took about a year total to get it all done. Of course I used Miller’s
Hi Performance Wash System equipment and had most of the work
done by Miller employees. Dixie and I still spent a lot of nights and
-weekends pulling wire and etc. to try and save a few dollars. Once we
reached the point to start firing up the pumps and setting pressures,
the customers were sitting behind us waiting to wash. As soon as we
moved to the next bay they came in even though we only had cold
water. At that time I knew we had a winner. This was November of
1977 and the following spring I received a registered letter from
Martin offering me my old job back at a pretty good rate of pay, but
we made the decision to change our life from there on, even though I
really missed the Aerospace industry and wanted to get back into it.

By the late 70s there were basically 2 suppliers for the carwash
industry in the Colorado area, A COL sales, who was a ditributer
of Weben equipment made in Texas and Miller Distributing, where
we made our own equipment called Hi Performance Wash Systems.
Around 1980, I believe, Weben went out of business and A COL had
no supplier. Harry Mathews and Bill Marti were the primary princi-
pals of A COL so they decided to build their own equipment and call
it Mark VII . This was a very good move on their part as there was al-
ready the distributer network in place. As you know Mark VII has now
grown to become one of the largest suppliers of car wash equipment.

- By then, Bill Bruggerman had introduced the model 400 series up to
430 of Cat Pumps, and Ray Simon had brought the model A40 series of

- —_— x
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Introducing the NEW
D14MZ3000-D Super Concentrate
Chemical Injector!

+ Water-Powered - pislon technology you've
come to trust

» Consistent Chemical Mixing - the
D14MZ3000-D is unaffected by viscosity and
there is no need for tiny orifice tips that plug

» Adjustable 300 to 3000:1 — set your
chemical mixiure where you want it

Order today! Ask for:

=

Need more floor space? Then
you need the Bucket Stacker!

« Space Saving = stacks two buckets in the
footprint of one

» Efficient — allows chemical to be drawn
frem two different buckets at
the same time

Start stacking your
buckets today! Ask for:


http://www.kleen-ritecorp.com/p-36285-bucket-stacker-5-gallon-space-saver.aspx
http://www.kleen-ritecorp.com/c-908-dosatron.aspx
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M‘O Continued

Giant pumps in from Germany. We offered both pumps and usually
set them up to run 1200 PSI at 3.75 GPM . This was a great leap in
the carwashing business as we now had pumps capable of putting out
enough pressure to do the job and they did not have to be rebuilt
constantly. As long as you had a good liquid supply to feed them. If
you let them run dry it took about 5 to 10 minutes and the cups were
shot. These pumps were built for high volume use, but not to run dry,
so we had to be careful not to run empty
on any liquids or the pump would suck
air and burn up the cups. It was only a
15 minute job to replace cups on site.

With the high pressure and volume,

we had to charge more for the wash. At

that time most washes were 25 cents

for 5 minutes. One of the coin accept-

ers widely used in those days was the

Greenwald 5900 series; insert quarter

in slot and twist knob. This unit was not

only a coin accepter but also a mechani-

cal timer. Most used in our industry was
~a24vac-1/20- rpmrmoter- We-could-use-a——

4 pin timing wheel to get 5 minutes or a 5

pin wheel to get 4 minutes. Many of these

same style accepters are still used today.

There were quite a few combinations of motor

speeds and wheels available so we could end up with quite a

few time and price combinations. There were also a few other various

accepters such as Meter-all and Coin Mech which would send a pulse

to a timer. About this same time the new easily adjustable timers

with dip switches were coming on the market. I believe the Gin San

unit developed by Don Parker was probably the first. It was an

electronic timer capable of 1 to 15 coins to start.

We couldn’t get away with doubling to 50 cents for 5 minutes, so
the great experiment of 35 cent carwashes began. We used two N.A.P.
plastic coin rejecters side by side with escrow coils. There was a push
pull solenoid coil attached to a holding bracket that the coins would
rest on while waiting for the second coin to be inserted. It required one
dime and one quarter. Put a coin in one side and it would hold in place
till the second coin was inserted. Once both coins were inserted, the
coil would energize and the coins would fall into the coin box, tripping
the start switches as they fell. The 35 cent pricing didn’t last very long
and we went to 50 cents for 4 minutes. Now just drop in two quarters
and the switch would send two pulses to the timer. This was all great
until the weather changed and the thin copper strips, which were an
integral part of the accepter, would move or warp slightly due to the
stresses from stamping out the part. This then would cause the coin
to reject or jam. Between the coin mechs screwing up and the coin
switches getting wet, I believe Dixie and I spent all day on Saturdays

=

and Sundays running from wash to wash keeping the bays operating.
There were quite a few different coin mechs available, this is just the
one we were using at that time,-as they all seemed to have various
problems.

There was a very good —very bad type of acceptor introduced about
this time called the optic eye coin switch. A jam was almost impos-
sible, acceptance rate was incredibly high. Problem was it was quite
easy to cheat. The stringing method was cured pretty easily but they
would accept anything that was the proper size without a hole in the
middle. Someone figured out that a round circle of linoleum cut to the
proper size made a pretty good quarter replacement for washing cars.
I wasn’t particularly happy with selling washes for a linoleum circle
so it was time to change again. Somehow this just didn’t seem to be the
best answer as a coin accepter.

Thankfully, the electronic coin comparator accepters were being
developed and used about this same time, thanks again to
Don Parker. This was the answer to most
# of the coin handling problems. All we
a had to do was insert a sample of the coin
we wanted to accept and the unit would
reject most other coins. This idea quickly
expanded into multi coin comparaters in
which you dropped samples through the
unit to program it for various coins. Now
we had the best of both worlds and most of
our_coin accepting problems are gone.

old platic rejector
'3 K A lot of current operators have not had the real

pleasure of trying to keep a car wash running with parts and pieces

that you have had to modify yourself and the real pleasure of
basically living at the wash to try and keep things working. For all of
you, I feel sorry for you, because you will never know the feeling of .
accomplishment that we have gained since the 1960s.

As most of you oldtimers know the vandalism in those days was
pretty heavy for quite a few of us even though we tried to keep every-
thing working. The coin acceptors jammed a lot, the bill changers ate
a lot of bills, the soap and wax mixtures were hard to maintain at a
constant level, and we were constantly having something go wrong. It
seemed like if someone lost a quarter they thought they should destroy
something and in my washes it was either beat on the coin boxes or
bend the wands or both. One morning in the summer of 1985 I was in-
side my 2 bay on the way to work and heard quite a racket outside. By
the time I got to the door to check it out I saw a guy driving off the lot
in a soapy car and the wand was bent like a u in the bay he was using.
We were up to a dollar for 4 minutes by then and it took a full dollar
to restart the wash, I put money in it and the rinse worked fine so I
assumed he either had no more change or no more money. Obviously
I was quite upset and steaming at that time, but in reality he did me a
big favor; that’s was when I decided to get into the digital display timer
business. I thought if he would have known he was about:to run out of
time he could put in one more quarter and keep rinsing: He was the in-
spiration for my first ever advertisement in any of the trade magazines.



This was the beginning of the Dixmor Enterprises timer business. I
took some vacation time from my job at Miller Distributing and flew to
Toledo, Ohio to meet with Herb Weingarden and his engineer, Marty
Klaiber. They were in the business of designing and building elec-
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tronics, a lot of which was for Hamilton changers. I told them what |
wanted to do; build a display timer that had variable message program-
ming capabilities, and various other capabilities, a user friéndly timer
__instead of just a bunch of numbers that counted down, yef' still small
enough and tough enough to fit inside the coin boxes of a car wash, and
the answer was, sure we can do that. Since 1985 we have added many
changes to the basic timers and many variations. We now have about
15 or so different products, all of which fit into the carwash industry,
including the Weepmizer, weep system controller. Every one of these
products has been designed and built by Marty and his partners since
1985. You, the owners and operators, have given me all the ideas for
products and if I thought it sounded good, I would get together with
Marty and we would build it. We of course have had a few failures
along the way but overall most have worked out pretty well.

It has been a very fast and exciting past 40 years and I have made
many, many very good friends over those 40 years. I have repeated
many times that I believe I could take a month long vacation from

coast to coast and

border to border and
if I really wanted to
I could go the whole

time without paying
for any motel rooms and only paying for very few meals. I have had

so many invitations to spend the night or come to dinner at their house
that I could not begin to remember them all. There is no way I could
have made all these friends without being in this industry and I can
quite honestly say there are more down to earth, hard working, caring,
helpful and knowledgeable people willing to share info than I could
have ever dreamed. I would not try to name anyone here because it
would be an injustice to all those left out. All of you know who you are
and I hope you can accept my appreciation with these few words.

AMERICAN CHANGER

The 1st to incorporate the MEI Recycler Bill Acceptor
intoe our full line of Changer Machines!

The MEI Recycler allows customers to receive bills
back through the bill acceptor. Customers can receive
either $5 or $1 bills along with their change when a
higher valued bill is inserted. Considered to be a mini
bill breaker, this option allows customers to receive
bills back and just enough coins to help prevent
unused coins from leaving your business!

o 2 Power H.lel

» 2 Hoppers

* 11,200 coin copac

* Custom payout 5

¢ Machine dimensions:
19"W x 29'H x 14D

AMERICAN CHANGER

For more information
contact Kleen-Rite Corp.
800-233-3873 | www.kleenrite.com
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http://www.dixmor.com/
http://www.kleen-ritecorp.com/p-6836-american-bill-changer-rear-load-dual-hopper-with-mars-validator-2225.aspx

KIEEN-RITE ....

YOUR RELIABLE SUPPLIER FOR THE CAR WASH INDUSTRY e

Your

Maximizing your profits by offering Little Trees®|
Little Trees® are the number one selling air fresheners m =
in the car wash industry, and Kleen-Rite offers them at

the lowest price, adding to your bottom line! m.”een-r“em]"l.cﬂm


http://www.kleen-ritecorp.com/c-46-car-freshner.aspx

WHAT'S NEW?

Armor All° Custom Shield”

New Armor All® Custom Shield" Coating allows consumers
an opportunity to ditch that pesky automotive bra on the front
of their car for a more sleek and non-abrasive look. This new
innovative product is a temporary, spray-on, peel-off coating
that allows consumers to help protect their vehicle’s paint and
body from the elements.

This technology not only helps protect the vehicle’s paint and
body, but it comes in black, white and clear, giving consumers the
ability to create a temporary customization. You can add rading
stripes down the center of the car for that instant racer look or cheer
on your favorite sports team by creating stencils showing your spirit
on the hood of your car.

Armor AIFF Custom Shield” Coating:

® Helps protect front grill, hood and rocker panels from
scratches and nicks caused by flying road debris
® Available in three colors: Black, White and Clear

® Can be used on wheels to defend against brake dust build up

® ]t’s easy to apply, as its aerosol delivery allows for a simple
application and it dries quickly

® When it’s time to remove, just peel off and throw away;
Removal never requires tools

® Weather resistant and can last up to three months

6 per case

Clear
AR17230

Black
AR17229

White
AR17231



http://www.kleen-ritecorp.com/p-37826-aa-all-custom-shield-black.aspx

HOW TO CHANGE A FRAGRANCE
HOSE & HANDLE

oh a combo vac

Eventually the fragrance handle and hose will need to be
replaced as your unit gets used. With a little know-how, the job
can be a snap!

STEP ONE: TURN

Step 2: Open up the front face doors of the unit. Step 32 Remove the Power Cover inside the unit. Step 4: Remove the Dome from the top of the unit.

% {
) .
Step 5: Loosen up the Lock Nut on the hose from Step 62 Unhook the three Pick-Up Tubes from the Step 7: Remove all the tie wraps from the power
the inside of the cabinet. Peristaltic Pumps. lines. Locate Connection #14 on an Adams Combo Unit,

these are the wires for the button on the spray gun.


http://www.youtube.com/watch?feature=player_embedded&v=vXLOSKo8tqA

Vacuum Shan.,

Step 8z Once located, unhook the wires of the old Step 9: Remove the Air Line from the compressor Step 10: Thread the new wires, pick up lines and air
handle from the connector. on top of your unit. Once the wires and air line from hose through the the hole.

your old hose are disconnected, remove the old hose
completely from your unit.

Step 12: Now it is time to feed the power lines and
the air tube up through the channel. By taping these
lines together, it makes it easier to thread.

Once taped together, feed these lines through the
' channel located behind the coinbox and bill acceptor.

i

>

Step 112 Feed the lines through the interior lock nut
and attach the lock nut to the interior of the hole.

Step 132 The Air Hose will continue up through the ~ S€ep T4 Trim the excess power lines down and at- Step 15: Reconnect the three feed hoses to the Peri-

channel until it comes out at the top. Cut off any excess ~ tach the connector. Then reconnect the two connectors. staltic Pumps. Once this is done, turn the power back

tubing and attach to the air compressor. on to your unit and test it before reassembling the entire
unit. You’ll want to ensure that fragrance is coming out
for all three fragrance selections.

Have a problem/suggestion
you'd like us to feature?

Send your questions/suggestions to
Tomsway@kleen-ritecorp.com

and we’ll show you Tom’s Way of solving it.

To watch Tom’s Way in Video Format:

Simply got to www. kleenrite.com and click on the
Video Tab for a full list of Tom’s Way Videos.



http://www.youtube.com/watch?feature=player_embedded&v=vXLOSKo8tqA

Taylor’s Kwik Kar Washes ==
Arlington, Texas

hours and someone having to be there all those hours that the
"2 store was open. Then I thought, “what type of business does not
I was in the Grocery Store business, and after my son was born, have employees?” Thats how I came up with self service car wash.
I decided it was taking too much of my time. I still had two years

of college to complete and I wanted to do that. So I sold my store We opened our first wash in May, 1977. Today we have nine washes,

and looked for a way to do that. I sat down and made a list of all eight paid for. It’s a family business now as I am getting on in years.

the things I did not like about the grocery business. Then I put the My son, Preston Taylor, takes care of three we have in Duncanville,
list in order. At the top of the list was Employees followed by long Texas. Me and my son in law, Matt Leo, take care of the six we have in
I__‘_H__ﬂ____________,_...,_,._._.--q-.--,—-s—-—'—-—:—!—".-'-'-—i'-'—'.—'—|-!"'““1"'$"'!*“I-1—1—1—'1—'-—1"'!—1—1—r-1—'
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Lee Taylor»

Arlington, TX

with his son in law, Matt Leo.




Arlington, Texas. Kleen-Rite opening a warehouse in Grand Prairie,
Texas has helped us as we have one location just minutes away. We no
longer have to carry near as much inventory as we were.

The self service business has changed a lot since 1977. Our first wash
was a metal building with a black top lot. We had one of the very first
low pressure functions, it was Tire Cleaner. It was so new, the compa-
ny didn’t even have a face plate to show it - they used an add on decal.




“They give my customers

MORE

Scont Funk: Prospect Car Wash, Mountvilie, PA

“While building my second car
wash, I wanted to create the
ultimate wash experience.
That’s why I added J.E. Adams
Combination Vacuum Units.

The units offer my customers

More Options

to choose from. Whether regular
vacuum, Turbo vacuum, carpet
shampoo and even a spot remover. |-

Adding all these options means
my customers actually spend

More Time

at the vacuum station than a
traditional vacuum area.

Which equates to

More Revenue

generated from my vacuums.

It’s simple math. For any
operator who wants to see
their bottom line increase,
J.E. Adams Combo Units
are an easy addition.”

Scott Funk

For e
a complete R
listing of all our professional

car wash vacuums and accessories,

visit the Kleen-Rite Catalog or Website.

AVAILABLE FROM

‘ EEN-RITE CORP.

YOUR RELIABLE SUPPLIER FOR THE CAR WASH INDUSTRY


http://www.kleen-ritecorp.com/c-261-je-adams-combos.aspx

—£ )\ MODEL 400
Rowe | o111 CHANGER

c "nN E E Rowe’s Model 400 is

economically-priced and offers
top-of-the-line features only found
B i I I B rea ke r in Rowe's Bill Changer a_m:l Bill Breaker
models. The Model 400 is the same
E—————————— Si7e a$ Rowe's BC-1200 and 1400

models and comes in dual validator and
dual hopper front and rear load models.

It also offers the MEI bill recycler,

USA Technologies high-speed wireless
ePort credit card PCI compliant system,
a second back up bill validator option,
and now offers custom faceplates.

With features only offered by Rowe

and new customization options, the
Model 400 is everything carwash

"',1'=: ] Pl owners need. This exciting new line
r ..i-!t__ mm QD of bill changers truly does it all.

4
"1",?

Visit www.roweinternalional.com/billchangers to view o live demo of the Modal 400.


http://www.kleen-ritecorp.com/p-32772-rowe-400rl-rear-load-changer.aspx

KIEEN-RITE ....

YOUR RELIABLE SUPPLIER FOR THE CAR WASH INDUSTRY
257 South 9th Street/P.O. Box 886
Columbia, PA 17512

VWASH

Gegatal YIGLD SURVEILLAKCTE

Our Systems Feature:
® Crystal Clear License Plate Reading
® Remote Veiwing on Any iPhone, Pad or Droid Device
® High Definition Video on Your Monitor


http://www.kleen-ritecorp.com/p-27124-16-channel-dvr-package.aspx

