




Triple Foam Plus
with

Bug Remover 
Additive

NAPP5005B 5 $59.52
NAPP5055B 55 $541.45
NAPP5005P 5 $59.52
NAPP5055P 55 $541.45
NAPP5005Y 5 $59.52
NAPP5055Y 55 $541.45

Triple Foam Plus
with

Glass & Chrome
Enhancer

NAPP5105B 5 $59.90
NAPP5155B 55 $545.85
NAPP5105P 5 $59.90
NAPP5155P 55 $545.85
NAPP5105Y 5 $59.90
NAPP5155Y 55 $545.85



npe series
centrifugal
pumps

GB Series
Booster Pumps
starting at $566.06!

starting at 
$483.56!
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and graphical information and cover design, may be reproduced or transmitted in any form, 
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FREE SHIPPING
OFFER

We are offering Free Shipping 
on any ONE order placed over $750.00 

during the month of August, 2015. 
Simply reference Kleen-Scene Offer #25 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 

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, 2015

Thank you, Thank you, Thank you……….. this is the easiest place 
to start!!!!!!

     Many times it is the small thing like saying Thank You that 
makes the biggest impact. In the car wash business there is no 
doubt that we are in a weather impacted business, it is as simple as 
no constant rain equals more business. In many parts of the country 
this spring it was fairly dry during the pollen season which resulted 
in many smiles and higher revenues. It allowed operators to posi-
tively focus on their business and the upgrades that may be needed. 
Is it time to look at your vacs, vending, lighting or something as 
simple as freshening up your signage?
     Back to lighting for a minute, we believe with many states of-
fering rebates on LED lighting now is the time to take a good hard 
look. There are benefits to changing your lighting to LED, a bright 
inviting wash at night will create more business and also increase 
your security. On top of that changing to LED can create up to a 
70% savings. Take a look at our lighting section on the website or 
give the Kleen-Team a call to help guide you through the selection 
process. In a little twist with LED you have to spend some money 
to save some money!!!!!
     In the past we have recommended that operators make it easy 
for your customers to do business….Have you upgraded your 
boxes to accept bills and credit cards yet? If not…..why? It is no 
doubt a benefit to be able to accept payment all 3 ways, coin, cash 
or credit. Our team is here to help if you have any questions.
     The Kleen-Rite Mobile App was launched in June and is now 
available for download. We are very excited about the features of 
the App which allows you to view the catalog and Kleen-Scene 
magazine on your phone or tablet anywhere and at anytime. If you 
have not downloaded it yet be sure to check it out.
     We appreciate your business and look forward to a bright future. 
We work hard to earn and keep your business and appreciate all of 
the opportunities we get to interact with our customers. Once again 
Thank you for choosing Kleen-Rite and allowing us to be your reli-
able supplier to the car wash industry.
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48 Eliminate Complaints - Clear The Grit
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Buy a Dog Wash
Fragrance Machine:
Get FOUR Gallon Jugs of 
Fragrance of Your Choice!

PTW300

VEL899MAX-MA
3 Column Vender Decal - PTW128

PTW1000

Buy a 3 Column Dog Wash
Vending Machine: Get 3
Cases of Dog Wash
Vending Products of 
your choice!

Dog Wash Package
Includes:

Tub, Coinbox with Bill 
Acceptor, 2 Stage Dryer, 
Chemical Start-Up Package, 
Leash Restraint, Hair Trap

STOCK UP BEFORE ITS OVER!!

Soothing Oatmeal PTW305

Tropical Mango PTW310

Healing Aloe PTW315

Cucumber Melon PTW320

Calming Lavender PTW325

Tearless Shampoo RTU PTW215

Tearless Shampoo (Conc) PTW200

Creme Conditioner PTW202

Veterinary Grade Shampoo PTW231

De-Skunk PTW232

Oatmeal Treatment PTW201

Tub Cleaner PTW230

Nylabone Chews PTW167S

Disposable Ponchos PTW170

Terry Cloth Towel VSKTT100

Folding Pet Brush PTW130

Rain Ponchos PTW170

COMPLETE
PACKAGE

THIS MONTH
ONLY!



ELERTUS:
The Elertus Smart Water Sensor was designed to fill a very specific 
need. The idea was to create peace of mind in knowing your assets 
are monitored and protected while you are away from your home or 
business.  The Elertus unit is a cost effective device that detects 
and monitors specific parameters that users set for water, humidity, 
temperature, motion and light.  Elertus connects to your wireless 
Internet to send real time updates directly to your Smartphone via text 
message, push notification, or email. These alerts will be sent instantly 
if a change occurs outside of the parameters that have been set.  
Elertus will update its status hourly to keep you in the loop and up to 
date on what is happening in your home or business. 

How Does Elertus Work?
Elertus uses your Wi-Fi to connect to the internet to send you the noti-
fications. It is powered by 2 AA batteries thus making it a wire free de-
vice not requiring a power plug or cord. The average battery life is one 
year. To achieve this, the Elertus only stays active on the Wi-Fi when 
reporting an event and when it updates to the server every hour.  There 
is also a battery gauge and monitor to alert you when the batteries are 
low. The Elertus can be mounted anywhere within 6 feet of where you 
want to detect water (the unit comes with a wired water sensor that has 
a 6 foot lead wire that plugs into the Elertus unit). The Elertus comes 
with Velcro strips and mounting screws for your choice of mounting 
the unit. It is recommended not to mount the Elertus next to electric 
motors as they can sometimes interfere with Wi-Fi signals. The Elertus 
unit itself has temperature, humidity, light, motion and battery sensors 
built within the unit. When any of these sensors go outside of the user 

defined presets it triggers an “alarm” notification distributed to the 
user defined list of one or more people by text, email or app. 

Elertus gives you several options to stay connected with your most 
important assets, including:

l Smartphone App
l Text Message
l Email
l Web Browser

“Monitoring and alerts are FREE with the Elertus Smart Sensor!”
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The Elertus App is available for FREE on all IOS and Android de-
vices, making it easy to:

l Check the Elertus Smart Sensor’s status
l Receive Alerts
l Customize Trigger Points
l Manage Contacts (People you want to receive alerts)

Monitoring and alerts are FREE with the Elertus Smart Sensor for the 
lifetime of your device! That’s right!  You simply purchase the device 
once, with no hidden monthly fees or added costs.

What is the story behind Elertus?
Elertus was developed by Card Access™ Engineering, a company 
founded in 1995; they are a capable, reliable, proven and trusted devel-
oper of wireless communications products. World-class organizations 
in the medical, military and home consumer markets rely on Card 
Access Engineering for development of high-performance, low-power, 
miniaturized, mobilized and ruggedized wireless communications 
solutions. 

They originally developed the technology for Elertus in the homec-
are industry.  The technology used sensors that would detect motion 
in rooms, beds, and homes to help alert loved ones of any out of the 
ordinary activity.  

The next application of the technology was used in gun safes as a way 
to secure the contents of the safe by alerting the owner of any changes 
in humidity, temperature, or motion. From there, Card Access saw 
a niche in the market that involved this stand alone unit to be placed 
in businesses, homes and vacation homes to protect assets from the 
unforeseen elements.

Where can Elertus be used?
Elertus In Your Business:
Protect your carwash from flooded equipment room damage caused by 
frozen pipes, broken hoses, fittings, pumps, water lines and plugged 
drains. With Elertus, these problems can be caught early enough to 
minimize the damage or avoid damage altogether. 

Perfect for your car wash, just place the 
Elertus Water Sensor near a drain for 
water leak detection.



Elertus In Your Home, Vacation Home 
or Rental Property:  

This device has many applications within the home as well.  Frozen, 
leaky, or broken pipes, clogged drains, and leaky toilets cause millions 
of dollars worth of flood damage to homes each year.  In most cases, 
damage could have been minimized significantly or stopped altogether 
if the problem or the flood was caught early on.   Elertus gives you 
added protection in knowing that your home, vacation home, or rental 
property is secure wherever you are. 

With the rapid changing technologies available, Elertus is one of the 
best on the market.  With its competitive pricing, no monthly fees, 
user-friendly setup and reliability, there is no catch.  Elertus is a prod-
uct that was designed for the end user to help protect the things that 
matter most.

What will you receive with the 
purchase of Elertus?  
The Water Leak Detection Package provides you with the Elertus 
Smart Sensor, 2AA batteries, setup guide, 6’ wired-external water sen-
sor and mounting hardware.

Water leaks that go unnoticed can be catastrophic to your car wash.  
Sleep easy and be rest assured that your assets are secured. Order your 
Elertus water and temperature detector today!

Elertus Testimonial:
I have wanted a temperature alert and water detector for years for my 
car wash. I had a case last year where I had a broken fitting on my 
RO unit and it flooded my equipment room. We aren’t sure how long 
it had been flooding but found it on our daily cleaning at the wash 
the next day. If we would have had the Elertus then we would have 
known within minutes and would have eliminated much of the dam-
age and cleanup. I have a friend that had their car wash freeze inside 
the equipment room when the furnace malfunctioned on a polar 
express night and did all kinds of damage to pipes, for this reason I 
have wanted a temperature alert at my wash. We installed the Elertus 
at our wash in January 2015 and though we have been fortunate to 
not have any alerts, it is nice to have peace of mind to know it is be-
ing monitored.  

After installing the Elertus in the car wash I thought, what a great 
idea for my house, especially under our washing machine on the 
upstairs floor where the drain has been a problem in the past and one 
by my hot water heater. Within weeks of installation I got a text alert 
that there is water under my washing machine. Sure enough I move 
the washing machine and the drain was working but was very slow, 
allowing water to back up a little. This alert allowed me time to fix 
the drain before it got bad enough to cause flood damage.  Paid for 
that Elertus right there!

-Rick Diehl, Owner of Turbo Wash in Midvale, UT

Mount Elertus anywhere: On a shelf, attach to 
the wall or near the floor.

Complete Alertus System

Only
MELRT10-7

$199.95



offer good through August 31st, 2015

Just spray on and rinse off to clean: fiberglass, 
brick, block and painted walls. Simple and easy!

5 Gallon PA5590 $52.50
30 Gallon DR30590 $299.99
55 Gallon DR55590 $524.99
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I Installed the Self Serve Tire Shiner!
                                            Operator shares his experience...

OPERATOR INSIGHT:

Manor Auto: Lancaster, PA. — Recently we visited the car wash of 
Chris Woelfle at Manor Auto. Chris purchased and installed the Simo-
niz Self Serve Tire Shine System and we wanted to get his reaction on 
how it was doing.

   “I saw the Tire Shiner in the last issue of the Kleen-Scene and I 
ordered it like the next day,” says Chris, “That’s the way I am. If I see 
something that’s innovative and new and I think its a good idea, I buy 
it right away, the same with the Air Shammee and the Combo Vacs. 
When a new concept for the car wash comes out and I believe it’s 
going to catch on and enhance my car wash, I install it right away.”

   “It only took me about two hours to install the Tire Shiner into my 
self serve bays. It didn’t take very long at all to put the control panel 
on the wall in the equipment room, just a couple of tap cons. We 
already had an air outlet there for the foam brush system, so I tied 
that in. Then I ran the hoses out to the bays, put the booms on and put 
the signs up. Within a few hours of taking the thing out of the box, 
I had it functioning.”

   “I only have an eight position switch in my 
bays, so I needed to make room for the Tire 
Shiner. I took out my clear coat protector 
function because it just wasn’t selling. People 
love and use our wax but the clear coat pro-
tecant gets very little use, so I removed the 
clear coat protector and replaced it with the 
Tire Shiner.”

   “Our 
customers started 
using it right away. It comes 
with an instruction sign, but 
its pretty self explanatory.”

   “People are using it. The product gets atomized so well that 
you use very little product to shine your tires. It makes us re-
ally good money. One of these 5 gallon buckets costs around 
$110.00 and I bet that thing will bring in $1,000 by the time its 

empty because it goes down really, really slow because its atom-
ized so well.”

   “I already talked to my friend in the next town about putting this 
into his car wash. I told him: You need to get this and put it in at your 
wash..”

   “Just like you guys showed in the last issue those half rings of tire 
shine all over your parking lot, I have them everywhere. People love 
tire shine, why not jump on board? It sells more time and I’ve gotten 
nothing but praise on it.”

SAVE NOW!
Save a whopping 20% Off 
on the Simoniz Self Serve Tire Shiner
This Month Only!
When you use Coupon Code: 15BXSM
1 Bay: TS8100 Reg. $2219.99 - $1,775.20

2 Bay: TS8200 Reg. $3866.99 - $3,093.59

3 Bay: TS8300 Reg. $5601.99 - $4,481.59

4 Bay: TS8400 Reg. $7336.99 - $5,869.59

5 Bay: TS8500 Reg. $9069.99 - $7,255.99

Chris Woelfle at Manor Auto

Simply Spray On

and Wipe In Free 
5 Gallon Pail of Product 
with your purchase!
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MONSTER HOGS HAIR 
W/ ALUMINUM HEADTriple Surface 

NYLON FOAM BRUSH

Triple Surface 
HOG’S HAIR FOAM BRUSH

• 20-25% more bristles!
                                     Available in 7 Vibrant Colors!

• Fits in 5 Gallon Bucket!
• Flow Through Head!

• Fits in 5 Gallon Bucket!
• Flow Through Head!

$46.50

$16.99

$78.50
FO1808

FO211ABL

FO1808G
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   Kleen-Rite Corp. founder, Harold McKonly was honored 
posthumously into the Car Wash Hall of Fame this past April. The 
award was presented at the International Car Wash Association’s 
Annual Car Wash Show in Las Vegas, NV. 

   Accepting the award on behalf of Harold was his son, Kleen-Rite 
President, Mike McKonly. The award was given in recognition of the 
tremendous contribution Kleen-Rite has had on the car care industry 
as a major outlet for car wash supplies and parts. 

   When Harold first started Kleen-Rite in 1959, there wasn’t a 
centralized location a car wash operator could go to for their parts 
and supplies. Harold’s vision changed all that by creating a one-stop 
shop for wholesale car wash parts. 

   Today, Kleen-Rite supports the operations of numerous car washes, 
not only in the U.S.A., but also across the globe. We are humbled and 
proud that Harold McKonly’s vision continues to impact the 
car washing industry.

Harold McKonly
Inducted into the Car Wash Hall of Fame

KLEEN-RITE FOUNDER:

Pictured Above: Harold McKonly, 
founder of Kleen-Rite Corp.

Below: Vice President, Keith Lutz and 
Harold’s son Mike, Kleen-Rite Corp. President



Overview: 
   Lots of conjecture, innuendos, and false information abound 
concerning chip card payment acceptance and to say this has caused 
confusion for the car wash industry is an understatement. This article 
will address this confusion, and move from ‘Myths to Reality’ and 
provide answers that are relevant to the car wash industry.

   So what does accepting credit cards in the car wash industry look 
like? First - most of the transactions are under $25.00 and this is con-
sidered a small-ticket transaction. Second, especially for the self-serve 
car wash, the wash location is largely unattended. This then is what 
Visa has defined as “small-ticket unattended merchants with low-val-
ue, low-risk transactions (e.g., parking meters, laundromats, car wash 
terminals, etc.)”. (Reference 1)

   The following information addresses the 
most common myths and misconceptions 
and provides answers that are relevant to 
the small-ticket unattended merchant – 
also known as the car wash industry. 

Myth #1 – The Magnetic 
Stripe is going away.
l Reality: Visa asserts that ‘All Visa-
branded chip cards will include a magnet-
ic-stripe on the back. Currently, there are 
no specific plans in place to eliminate the 
magnetic-stripe’. (Reference 1)

l Reality:  Magnetic stripe continues 
to be the required baseline card-reading 
format, and must be supported on both 
contact-only and dual-interface cards. 
(Reference 2)

l “Try as some might to kill the mag 
stripe card, it will be around for decades 
to come.”  Comments provided by: Mag-
Tek CEO Mimi Hart at a 2011 conference 
sponsored by the Federal Reserve Bank of 
Chicago.

l “Mag Stripe will not ‘go away’ when EMV starts in 2015. It will 
continue as an option. Visa and MasterCard want to give the consumer 
an option. Cards will be issued with a Mag Stripe and Chip. Currently 
there is no date for Mag Stripe going away.” Comments provided by: 
Elliott Watts, National Petroleum Sales, WorldPay US.

Myth #2 – All U.S. merchants are going to 
have to invest in chip technology.
l Reality: EMV is a risk decision, not a regulatory one. One miscon-
ception many people have is that there is a legal requirement driving 
this transition to EMV. This is not true. EMV has been brought about 
by the card brands themselves. Indeed, EMV is not a mandate, unlike 
PCI compliance which is a mandate. (Reference 3)

l Reality: When to implement EMV, and more 
importantly, how to implement EMV should be 
based on measuring the cost of adopting EMV 
against the potential liability of not implement-
ing it. (Reference 3)

Myth #3 – All U.S. merchants 
must be set up to accept chip 
payments by October 1, 2015.
l Reality: U.S. merchants are not required to 
support chip processing. However, effective 1 
October 2015, the Visa global POS counterfeit 
fraud liability shift will be instituted in the 
U.S. With this liability shift, the party that, due 
to their lack of chip technology, is the cause 
of a contact EMV chip transaction not occur-
ring (i.e., either the issuer or the merchant’s 
acquirer) will be held financially liable for any 
resulting card-present counterfeit fraud losses. 
(Reference 1)

l Question: How much card present fraud is 
happening at the car wash? This is especially 
important for small-ticket unattended mer-

chants with low-value, low-risk transactions (e.g., parking meters, 
laundromats, car wash terminals, etc.). (Reference 1)

There has been much confusion going around 
about the new Chip Acceptance in Credit Cards.
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Other Misconceptions & Items to Consider:
l I must install a Pin Pad and/or a Signature Pad.
	 t Small ticket purchases under $25.00 don’t require a CVM  
 (Card Verification Method). EMV has four cardholder 
 authentication methods; Online PIN, Offline PIN, Signature, and  
 None (no CVM). No CVM is a valid method, and makes perfect  
 sense for small purchases under $25. (Reference 3)
	 t Small-ticket unattended merchants must support the   
 processing of transactions without a Card Verification Method  
 (CVM). Unattended merchants are not required to support   
 PIN acceptance. (Reference 1)

l EMV currently doesn’t protect Card Not 
Present (CNP) transactions.
	 t All CNP (online) transactions do 
 not utilize EMV. Fraudulent   
 transactions have shifted to 
 more vulnerable 
 telephone, internet, 
 and mail order 
 transactions known 
 in the industry as 
 CNP transactions. As 
 of May 2009 CNP 
 transactions made up more 
 than 50% of all credit card fraud. (Reference 4)

l EMV currently doesn’t support Fleet or Gift Card transactions.
	 t At this time no Fleet or Gift card transactions can utilize 
 the EMV standard.

l EMV provides protection against all chargebacks – False! Liability 
shift is for counterfeit and lost/stolen cards only. (Reference 5)

l EMV secures cardholder data – False! EMV does not protect or 
encrypt card numbers. (Reference 5)

l EMV makes you PCI-DSS compliant – False! EMV protects against 
fraud, while PCI focuses on security of sensitive data. (Reference 5) 

l Chip Cards must be inserted and remain in the terminal for the 
duration of the transaction.
	 t Will this work well for a car wash?
	 t How many cards will be left in the car wash reader?
	 t What if the chip card reader contacts get wet?

Summary:  
   So what do I need to do today? Assess your risk - this is especially 
important for small-ticket unattended merchants with low-value, low-
risk transactions. Focus on security and purchase credit card equip-
ment that prevents credit card data from being ‘In the Clear’.

   The CryptoPay Credit Card System prevents credit card data from 
being ‘in the clear’ and at risk. This is accomplished by encrypting 
the credit card data at the moment, and point, of the credit card swipe. 
Encrypted data can only be decrypted by Magensa.net. Magensa.net is 
a PCI-DSS certified payment gateway. 

   The CryptoPay Credit Card System has a proven track record of se-
cure transactions. To date CryptoPay has securely processed over 4.5 
million transactions. You can rest assured that the CryptoPay Credit 
Card System will keep your credit card transactions secure.

Reference Documents:
Reference 1: VISA – Chip Payment Acceptance: Putting it 
into 
Perspective for Small-Ticket Unattended Merchants

Reference 2: Visa Recommended Practices for EMV 
Chip Implementation in the U.S., Chip Advisory #20, 

updated 7/11/12.
Reference 3: Merchant Link – EMV – it’s real and 
it’s coming to restaurants
Reference 4: Wikipedia – Chip and Pin

Reference 5: Heartland Payment Systems – Sim-
ple Guide to EMV Liability Shift, April 30th, 2015

U.S. merchants are not required to 
support chip processing. However...

by Dave Richards
Vice President
CryptoPay

www.kleen-ritecorp.com

IMPROVED PACKAGING

STREAK FREE SHINE

HANG HOLE FOR 

IN STORE SALES

NEW!



   CryptoPay Security: Prevents credit card data from 
being ‘in the clear’ and at risk by encrypting the credit 
card data at the moment, and point, of the credit card 
swipe.  CryptoPay provides secure credit card 
processing that ‘Simply Stops Fraud’.

   CryptoPay Consolidation: Reduces merchant 
and credit cards fees which are essential for small 
ticket purchases. Here’s an example of CryptoPay 
Consolidation: Imagine that a customer visits your 
carwash. He swipes his credit card at the PayStation 
and purchases an $8.00 wash. Ten minutes later 
swipes his card again at the vacuum, and is charged 
$1.00.  CryptoPay combines these two charges into 
one $9.00 charge that is submitted to the credit card 
company, which results in only one merchant fee 
for the purchase.

   CryptoPay GoGreen Receipt Service: Allows your 
customers to get their receipts from credit card 
purchases made at your car wash. Receipts are 
available online 24/7, two hours after last usage. 
It provides end-to-end encryption delivering 
receipts safely online. 

PayStation Features:
l 4 - Selection Large backlit LCD display and voice prompts. 

l Accepts cash, coins and credit cards securely 
 with CryptoPay!  

l Connect this Paystation CryptoPay to your existing 
 CryptoPay system or add CryptoPay to your In-bay boxes  
 for one complete credit card solution*. (*CryptoPay 
 Coordinator is required for each car wash location)

l Program up to 25 discount codes. Add an “optional” 
 2nd hopper to vend a bonus token that can be redeemed  
 for a free vacuum or a discount on your next 
 car wash purchase.

Replace or upgrade your ACW. 
Installs inside an existing ACW cabinet!

Accepts Cash, Coins and Credit Cards 

The most economical 24hr Automatic Entry System!

CryptoPay provides secure credit card processing that 
‘Simply Stops Fraud’

Features CryptoPay Consolidation reducing 
Merchant Fees

Compatible with CryptoPay In-Bay credit card system* 

Call Kleen-Rite toll free (800) 233-3873 
or American Changer (800) 741-9840 

for more information visit: www.americanchanger.com



72 Pouch 24 Carded Overlay
Cheeky AFPP143 AF24C1P143 AFO143
Seaside AFPP140 AF24C1P140 AFO140

Hands On AFPP141 AF24C1P141 AFO141
Desert AFPP142 AF24C1P142 AFO142

SINGLE COLUMN DECAL - AFSCDBG

Sweet Pea
AFPP115

Cucumber
Melon

AFPP117

BIKINI GIRLS

Berry AFPP110
Cherry AFPP101
Cinna AFPP103
Citrus AFPP104
Colada AFPP109

Ice AFPP113
Jasmine AFPP105

Nilla AFPP102
NuCar AFPP107
Pine AFPP106

72 Pouch Packs 24 Card Packs
Cherry AF24C1P101
Fresh AF24C1P137

Ice AF24C1P113
Nilla AF24C1P102

NuCar AF24C1P107

BOMB AIR FRESHENERS
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   Our customers have been utilizing our online Live Chat feature for 
the last few years. Tapping into the wealth of knowledge from our car 
wash technicians and sales staff. Whether you need help finding the 
right replacement part or have questions about soap solutions our staff 
is online as a resource for you.

   Recently we’ve made some upgrades behind the scenes to make your 
Live Chat experience better and faster than ever. The chat has proven 
to be so popular that we’ve had to add additional staff dedicated to the 
Live Chat feature. Currently we have Tugger and Kevin from our Tech-
nical Department as well as Lauren and Jessica from the sales staff.

   The extra man power handling our Live Chat has benefitted everyone 
by reducing response time to just a few seconds.

   Having trouble finding us? The chat icon is located on the top left of 
our our web site home page. Simply click on the “Chat Live” button 
and be instantly connected to our staff, who are standing by, ready to 

help with all your car wash questions and concerns.  We aim to please 
and have made it our goal to answer all your questions as quickly and 
as concisely as possible!

   Our Live Chat feature has proven over time to be and efficient option 
while saving our customers money, and more importanly, time, a 
currency that is valued not only by us, but by to you, our customer.  
We look forward to chatting with you soon!

Want to connect with Kleen-Rite now? We can be reached by these 
three simple and easy ways.  Give us a call at 800-233-3873, visit us 
online at www.kleenrite.com or send us a chat! Talk to you soon.

Better Than Ever!



   99% of the time, when a hose fails, it is usually at the join of the hose 
and the crimp fitting. Hose guards are made to prevent the pressure on 
these stress points by restricting bending and twisting where the hose 
meets the fitting.

  To properly put the hose guard 
on, it needs to be heated. Normally 
we run it under very hot water for 
several minutes to let the rubber 
expand and soften. A heat gun can 
also be used, just be careful not to 
melt the rubber.

   Once the hose guard has 
softened, simply push and twist it 
over the fitting and work it down 
onto the hose.

   Keep working it down until the 
hose guard fully exposes the 
threads and nut.

How To Install 
PVC Hose Guards  Here’s how....

COMMON QUESTIONS:

   When the hose guard is properly 
installed, you’ll notice that it 
greatly reduces the ability to bend 
the hose at the stress point, 
greatly increasing the life of 
your hose assembly.

Part # Size Color Price 

HF0800 3/8” Black $1.30
HF0805 1/4” Black $1.28
HF0810 1/2” Black $1.49

Hose Guards are an inexpensive way to 
protect your hose assemblies...

19



TREADLE FLOOR SWITCHES
RECORA
SOLUTIONS IN CAR WASH TRAFFIC CONTROL

AM330
AM300

AM310

AM310Y

Simple electrical 
switch
embedded in the 
trip device.

Recessed, it performs its 
function without getting 

in the way of regular
maintenance 

& cleaning.

N3 SERIES
TREADLE FLOOR SWITCH

AM300 5” x 24” Black, 20’ Lead, 24V $103.67

AM305 5” x 32” Black, 20’ Lead, 24V $114.95

AM295 10” x 24” Black $178.12

AM325Y 3” X 32” Yellow $114.22

AM330 10” x 24” Black $162.51

TRACTION CONTROL
TREADLE FLOOR SWITCH

AM310Y 5” x 24” Yellow $113.06

AM315Y 5” x 32” Yellow $123.48

AM310 5” x 24” Black $113.06

AM315 5” x 32” Black $123.48
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   At Kleen-Rite, we are constantly striving to make your ordering pro-
cess as simple as possible, making sure you get the products you need 
at the right price and in a timely manner. That’s why we’ve developed 
the new Kleen-Rite Mobile App for our customers.

   The new Kleen-Rite Mobile App is our latest endevour to help you 
simplify your day to day operations. The App is completely free and 
available to download at the Apple iOS App Store and on Google Play.

   Once you’ve successfully downloaded 
the app to your device, 
simply click on the 
KR icon to launch the app. 

When the App is 
launched it will open the library. Here 
you can choose to download our master 
catalog or back issues of the Kleen-
Scene magazine. Once you’ve down-
loaded the publications you want, they 
are on your device forever and can be 
viewed whenever, wherever you want.

   The Catalog and Magazines are 
totally interactive. We’ve placed icons 
throughout the publications to make 
navigation, purchasing and videos easy 
to access.

   Navigation through the catalog has 
never been easier! We have specific 
category pages that help you find ex-
actly what you are looking for. Add 
to that a rich, robust search feature 
that will identify items by name or 
part number.

Located at the top of every page, click 
to go to the main category section

Wherever you see the Video icon, simply 
click it to watch a video on that product.

Shop Now! icons are spread throughout 
every page. Simply click this icon to launch 
the Kleen-Rite website and it will take you 
to the purchase page for that product.

For iOS & Android
Download your free 
Car Wash App @
Apple APP Store or
Google Play
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New 360º 
Vacuum 
Swivel 
BOOMS
“These vacuums were the 
perfect solution to our project. 
They look good, customers 
love them and it fit our budget. 
We expect years and years 
out of this investment.”

l Connects to any JE Adams Vacuum
l Quick Disconnect Hose for 
 theft prevention
l Height of arch: 155”
l 102” from the back of mounting 
 plate to tip of arch
l Includes Claw Hanger
l 180º stopper available
l Post colors: Blue, Red & Yellow

For more
information on JE Adams
Booms and Central Vac Systems
contact Kleen-Rite - 800-233-3873



 Tapeswitches, Treadle Mats, Floor Switches.  
 Call them what you want, they have been around for a long 
time and are still used every day, but the technology is basically 
still the same.  We are not perfect but we have tried to add more 
reliability to the products we offer.  Unfortunately in your environ-
ment nothing is going to last forever but we always strive to make a 
better product.  Nothing fancy or high tech, just a switch that closes 
when a car runs over it.
 We have been in the safety and sensing mat industry for 50 
years, the last 12 years we have been making sensing mats for the 
car wash industry.  For many years before that we were only manu-
facturing the RBMA Road Switch but now we have a full line of 
sensing mats DESIGNED for the car wash industry.
 When we started in the car wash industry there was basically 
a 5 x 24 and in some cases 5 x 32 inch mats.  You could have any 
color you wanted as long as it was black.  Where have you heard 
that line before? This sounds like an old Ford commercial!  We also 
had the RBMA switches available and still do but they are not as 
good in this wet environment.  

 We have made a lot of changes.  Not in the operation, or in the 
function but in the features, advantages and benefits to give you a 
more user friendly and reliable product.  We have always had the 
molded mat technology.  We just had to adapt it to the car wash 
industry.  One of the first changes you could see was the cable we 
use.  It is a “Dry Run Cable”, which is a cable that does not allow 
water to wick between the conductors.  
 One of the first requests we had was to build in ramps on the 
sides of the mats for a smoother rollover.  The square edge style 
was designed to be mounted in the floor not on top of the floor so 
the mat was flush with the top of the floor.  Many installations did 
not have the slot in the floor to put it in and it was a real job to cut 
the slot into the floor especially if the floor had heating built into it.  
The mats were being installed flat on the floor.  The logical thing 
to do was to build the ramps as part of the mat.  This made for an 
easier roll over and less damage to the edge of the mat.

 We designed that in the first year.  Our first trip to the ICA 
was very interesting as we were setting up our booth a manufac-
turer came to talk to us. His question was can you do custom mats.  
We do in all other industries so I am sure we can for the car wash 
industry.  Here is what they wanted:  24 “ x  30 “, Ramped edges on 
the entrance and exit sides, 2 switches , yellow in color, their logo 
in it, Indicators to show them exactly where the switches were and 
6 mounting holes.  We actually got the AutoCad drawings done 
before the show opened and a prototype to them in just over a week.
Since then we have built a lot of variations and most of them are 
available today.  Our standard offering is 5 inch wide square edge 
in 16, 24, 32, 36 and 48 inch lengths.  We have the ramped versions 
in all those lengths.  We also make a double wide in square edge 
and ramped edge in all the length.  They are available in one switch 
or two switch models.  Our standard color was originally black but 
has changed to gray but for certain customers we build blue, yellow, 
black and orange.
 We have certain customers that have their name or logo on 
the top.  We have even made a couple to drop into inside a metal 
treadle.  All of these are available through Kleen-Rite and most of 
them are in stock.  We have been working with Kleen-Rite for 
over 10 years and hope to continue on for many years to come!

Floor Switches
A closer look at Tapeswitch Floor Mats

EQUIPMENT:

23





   Once, the hardest part to get right was lining up the driver-side 
wheel with the conveyor track. Nowadays, the difficulties of getting 
a car cleaned at the local automatic car wash are increasing, varied 
and of a far more complex – and sometimes perplexing – nature.

   “When it used to be you pulled the car up, you shifted into neu-
tral and turned the key,” said David Reep, operations manager for 
the Autobell Car Wash Inc., one of the largest car wash chains in 
the U.S. The same procedure worked for most makes and models, 
and didn’t require the owner to stay with the car or forfeit the keys 
to the car wash employee. On exit, the driver simply got back into 
the car, started it up and shifted back into drive.

   But the proliferation of automotive technology features has 
thrown a wrench into the mix, with push-button ignitions, keyless 
entry, smart transmissions, active safety systems and anti-theft fea-
tures causing headaches for an industry more accustomed to trying 
not to snap off your antenna or mangle your wipers.

   According to Eric Wulf, CEO of the Chicago-based Interna-
tional Car Wash Association, the problems seem to fall under one 
of four broad categories: cars automatically locking when the key 
fob leaves the vehicle; cars 
locking up when the exterior 
keypad is hit; cars shifting into 
park when shut off or a door is 
opened; and pre-collision sys-
tems engaging the brakes. The 
issue is made more compli-
cated when you consider that 
individual models pose their 
own set of hurdles, and even 
vary in the approach required 
based on model year.

   The problems started pop-
ping up in significant numbers 
about 18 months ago, says 
Wulf. “Some of this technol-
ogy has been around longer 
than that, but we’re seeing more and more cars on the 
road every day with it.”

   “Our biggest issue right now is that Chrysler came out with an 
eight-speed transmission in 2012 on the 300 and Dodge Charger,” 
says Reep, “The transmission does not allow the car to be shut off 
in any gear except for park, so when our attendants see anything 
with this eight-speed transmission, they have to request that the 
customer remain in the vehicle and ride through with it. They’re 
what we call special-needs vehicles.”

   Chrysler has not yet responded to an email inquiry.

   Many car wash operators have come up with detailed posters and 
signage for their employees to follow, too, each focusing on the 
precise steps to deal with a specific model. For example, here are 
Autobell’s instructions for dealing with a 2010 Range Rover:
	 l Hold the “power” button for approximately 3 seconds 
 to turn the vehicle off.
	 l Shift the vehicle to a neutral position. Note: The emergency 
 brake will turn on automatically.
	 l Remove foot from brake pedal and then press “power” 

 button for approximately 1 second.
	 l With foot on brake pedal, press the emergency brake 
 release located in the center console.

   Pre-collision systems, too, 
have made their way into an 
increasing number of vehicles, 
but for now, the only one that 
seems to have caused grief to 
the car wash industry is that 
found on Toyota and Lexus 
vehicles. “When the car is 
rolling down the conveyor belt 
and comes into contact with 
certain types of wraps or cloth 
that touch the car to clean it, it 
can lock up the brakes because 
it thinks it’s close to another 
vehicle,” says Wulf, “The car 
will jump the rollers, and it 
risks having the car behind hit 

it.” The problem stems from the fact that Toyota’s system seems to 
be the only one that does not shut down when the car is off.

Can Your Car 
                    Get Through the Wash?
 Safety and convenience technology on modern cars is causing problems for automatic car wash operators.

TUNNEL WASH:

“When the car comes into contact with certain cloth wraps for cleaning, the 
pre-collision system thinks it is in proximity to another vehicle and locks the brakes.”

By Natalie Neff
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   Ford and Lincoln vehicles offer a unique problem involving their 
signature Securicode keypads. While the keypad once comprised 
physical buttons, most now are touch-sensitive and located on the 
B-pillar, and are invisible until pressed.

   “The Fords, with their keyless entry, are locking up,” says Reep, 
“Our local dealers tell us that when 
the bottom two numbers are mashed 
simultaneously, it automatically locks 
the doors. We’ve started having at-
tendants look for these and ask the 
customers, do you know your num-
ber? Surprisingly, most customers do 
not know their entry code.

   “Detroit-area car-wash chain Mr. 
C’s is facing the same difficulty with 
Ford-family vehicles. It instructs its 
employees thusly: ‘Look for keyless 
entry on the side door. For any of 
these vehicles with the keyless entry, 
make sure the customer takes key 
fob with them. Keep vehicle running 
at all times. When we put it on the line, before getting out, MAKE 
SURE IT IS IN NEUTRAL, NEVER IN DRIVE!’”

   When reached via email, Ford says it’s well aware of the issue, 

but doesn’t offer any advice to car wash operators. A spokesper-
son gave Ford’s official statement on the topic: “Ford’s Securicode 
Keyless Entry Keypad is designed to help our customers gain entry 
to their vehicles if they lock their keys in the car. If the wrong code 
is entered seven times, the keypad goes into an anti-scan mode, 
disabling it for one minute. After that time, customers can enter the 
correct code and gain entry into the vehicle.”

   The statement simply echoes any standard-issue Ford/Lincoln 
owner’s manual, but falls short of proffering any help. Further, Ford 
has no plans in the works to provide any sort of override – an idea 
that the car wash industry would love to see standardized across 
auto manufacturers, a sort of “car wash mode” that would tackle 
the variety of hurdles all these new technologies pose.

   “We’ve just begun working with a couple of car wash operators, 
and we do in fact think that this is something we should be working 
on collaboratively with the auto manufacturing community,” says 
Wulf, “As an example, there is a car wash mode that BMW has for 
some of their vehicles that will allow the car to roll with the engine 
off. And so some kind of a common engineering solution perhaps, 
would be something we’d love to talk to the OEM community 
about.”

   “You would want that car wash mode to disengage any pre-col-
lision systems, fold power mirrors, turn off auto wipers, be able to 
put that car into neutral with the engine off,” says Reep, “It would 
be a long list of items, but it would be great if there was a button or 
something that basically you would disarm all of these systems.”

   In the meantime, car wash operators are forced to continue do-
ing their homework, to determine exactly which cars require what 
procedures to keep from stopping on the conveyor, locking drivers 
out or shifting out of neutral into park, and all without help from 
automakers.

   “It’s still a low occurrence issue in 
terms of problems, but the real chal-
lenge for the car wash operator – and 
it affects the end consumer, too, the 
owner of the vehicle – is there are 
so many variations, there’s nothing 
even approaching a standard in how 
these things are handled,” says Wulf, 
“So the Chrysler 300 is different than 
the BMW which is different than the 
Prius, and those are just transmis-
sion issues. And so for all of those, it 
requires car wash operators to keep 
a list and say OK, how does this car 
interface with our car wash, and 
then what do we have to instruct the 
customer to do?”

Road test editor Natalie Neff has been with Autoweek for 11 years and 
oversees all new-car reviews and testing. She has tested cars across 
glaciers in Iceland and through the jungles of Belize.
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Scrub, Shine and Sparkle
                                          CLEAN: Its’ not just for vehicles

BILL ACCEPTOR & CREDIT CARD SWIPER CLEANERS:

  Let’s be real. Money is dirty. Not just dirty but filthy.  In a 
recent (but not yet published) study conducted by New York Univer-
sity’s Dirty Money Project, over 3,000 types of bacteria were found on 
$1 bills. Studies have also found food particles, drug residue, germs, 
grease, feces, dirt and DNA from a variety of animals, including a 
rhino. I’m not kidding. And many of these contaminants have also been 
found on credit and debit cards. When customers use your payment 
terminals, all those contaminants are transferred into the devices. Now 
doesn’t THAT make you want to clean?
 But how?  Cleaning cards. What’s a cleaning card you ask? 
They are inexpensive disposable products specifically designed to 
clean the interior contact points that facilitate transactions on electronic 
devices such as bill acceptors and payment terminals. They remove 
dirt, salt, sand, dust, oils and other contaminants in a safe, efficient 
manner. Cleaning cards are used to ensure overall device efficiency and 
for preventing expensive repairs and replacement costs by eliminating 
or minimizing failed transactions. Time and again we hear the devices 
aren’t broken, they are just dirty. 
 In 2013, a pilot study was done in 15 national retail locations 
over a 5 week period. Store owners and operators were asked to test a 
very simple cleaning kit designed to target specialized POS equipment 
including card readers, touch screens and thermal printers.  The results 
might surprise you:
100% of Test Stores recommended that this cleaning kit be 
implemented as Preventative Maintenance because:

• Customers were more satisfied that card readers worked the first time
• Lines moved faster since the devices functioned properly
• Managers felt the small investment in the cleaning kit reduced need 
  for service and device replacement which would bring about 
  considerable savings and increased efficiency.
• And , unexpectedly, cleaning increased employee pride
                 (continued)

 Anyway you slice it, clean is what 
you’re all about. And while speed and efficiency 
are critical to your bottom line, they are also the 
main components to ensuring customer satisfac-
tion and loyalty. In car washes everywhere, terms 
like “E-Z”, “Zippy” and “Express” convey to 
vehicle owners that efficiency is king.  And it all 
starts with a “clean” payment. 
 Say what?  Yes. Really.  In today’s Car 
Wash Industry, the core component is payment. 
It is your fundamental revenue generator and the 
starting point of the customer facing experience. 
Wouldn’t ease and speed of payment be the first 
thing you consider to create the best experience 
possible? Nothing frustrates a paying customer 
more than the inability to use their cash or credit 
card due to devices that jam, incur errors or won’t 
accept payment.  And nothing is more debilitating 
to operations than a line of waiting vehicles, unable to move because 
of POS failures.  The amount of time wasted on rejected bills or read 
errors has become measurable and revenue losses stunning. Think 
about it.  Your business runs like clockwork. Every minute, every 
second a patron has to stop a transaction to change cards, find new 
bills or track down an employee to fix a device is revenue lost. An 
exasperated customer, who drives away because your machines won’t 
work, may not come back.  Even the newest, most advanced customer 
payment systems are still subject to wet, grimy environmental con-
ditions, chemical drift settlement, airborne contaminants and dirty 
money.  The answer?  A simple weekly device cleaning. Whether it’s 
a mag stripe, an EMV or just plain currency, payment failures could 
be the difference between a fast, steady stream of clean cars bringing 
in revenue and a growling group of discouraged people driving away 
from your business in dirty vehicles. 
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Results from the post-test survey:

Some of the actual comments from Pilot study participants:

“We no longer need to replace print heads every 8 weeks!”

“Loved the credit card cleaners…the cards run much better. 
No misreads!”

“This was a big eye opener to how dirty equipment gets in just one 
week. We normally don’t clean it every week. 

We haven’t had any issues with our equipment since.”

“I believe taking the time once a week to do the cleaning could 
save a lot of downtime from equipment not functioning properly.”  

“Card reader cards are great – loved it!  
Machines are running better.”

 KICTeam is delighted to provide the car wash industry with 
the ideal products to keep their devices operating at optimal levels,” 
said Joline Bell, Vice President of Business Development for KIC-
Team, the leading manufacturer of technical cleaning products. “The 
idea to advocate routine cleaning has proven extremely effective in the 
industry, saving companies thousands annually.”  KICTeam also makes 
cleaning cards for thermal receipt printers and currency counters as 
well as cleaning swabs for coin/token acceptors and coin counters. The 
swabs easily reach inside clean the dirt from within the mechanisms.
In your business, there are things you can’t control; weather, power 
failures, the economy, acts of God. So you have to rely on the things 
you can control to make things go smoothly. Everyone is looking 
for that “edge”.  The one that helps your business succeed without 
a lot of time or money while keeping competitors at bay.  The edge 
that increases operational efficiency.  The one that raises the revenue 
bar – without too much exertion.  The edge for your car wash?  Clean 
devices.  But you already knew that.

Did you notice a reduction in error messages when you cleaned the 
credit card machine?

Do you think by doing weekly preventitive maintenance your 
employee’s pride and engagement will increase?

Did you notice an improvement in image quality of your POS 
printer?

Would you recommend implementing the monthly cleaning kit that 
you tested as part of a preventitive maintenance program?

Yes

Yes

Yes

Yes

100%

100%

100%

70%
30%

No

No

No

No
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Next Generation Car 
Wash Vacuum Motor
   The goal of any car wash business is too keep the downtime of all
the various equipment to a minimum.  Revenue is lost if any bay is
temporarily closed for maintenance or repair or if the change
machine does not produce the coins needed.   This applies to 
car wash vacuum units as well  Not only is there the loss of 
revenue from a vacuum sitting inoperable, there is customer
dissatisfaction that can likely result in customers searching for
another local car wash facility.

   At the heart of any vacuum system is the motor.  The most
commonly used car wash vacuum motor is a 5.7-inch diameter, 
2-stage, peripheral bypass motor, with a brush life of 600 to 700
hours.  The common practice in car wash vacuums is operating 

two motors in air-parallel (side by side) 
to achieve an increase in air volume 

(CFM).   Replacing the brushes will 
likely mean an additional 300 to 400 
hours of life, since the commutator 
surface is worn considerably from 
the first set of brushes.  Each time the 

brushes wear out, the vacuum unit is 
unavailable for customers until either 

the motor’s brushes are replaced or a replacement motor is in-
stalled.  This usually involves a costly service call.  And for owners 
who repair their own units, it means costly motor and replacement 
brush purchases along with 
labor time.   
 
   Over the decades, not much 
has changed in the universal 
vacuum motor design.  That is 
until now.  AMETEK Floorcare 
& Specialty Motors, the global 
leader in universal vacuum mo-
tors for the car wash industry, 
has successfully incorporated 
its new patented “Eternity 
Brush” design into a 5.7-inch 
diameter bypass motor.  The 
“Eternity” Brushes are longer and curved to provide 1500 to 2000 
hours life from one set of brushes.  This means less downtime and 
a lower part and motor replacement and labor costs.  And since the 
fan diameter of the 122315-18 is the same as the standard brush mo-
tors, the 122315-18 fits in any car wash vacuum unit.  The overall 
height of the motor is about 0.5 inches taller than the standard 
motor.  

   The new Model 122315-18 car wash vacuum motor is now avail-
able thru Kleen-Rite.  Call today for pricing and additional infor-
mation, especially regarding any mounting concerns.

 VAL2315 $55.99

30



Jeff Richardson
Inventory Control Specialist

   I started working at Kleen-Rite in 2005.  I first started in purchasing 
as a buyer. After 4 years in purchasing I changed departments and 
became the Inventory Control Specialist. I am responsible for 
monitoring the company’s inventory.

   I currently live in Manchester, PA with my wife, three kids, two 
grandchildren and our golden retriever puppy.

   I enjoy spending time with my family and going to Steelers games. I 
am an avid power lifter. I have been involved with power lifting for 15 
years.

   My favorite vacation spot is Disney World 
   and I’m planning a trip in the next year.

               We appreciate all the hard work from JR 
               and the team in the Pennsylvania facility 
                for helping our day to day operations 
                 run smoothly.
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y selecting a Ring-O-Matic pit cleaner, 
owners and operators are able to maintain 

their car wash pits on their schedule, not at the 
mercy of a contractor. In addition to main-
taining their own schedule, Ring-O-Matic pit 
cleaner owners are able to control costs by 
doing the work themselves and not paying the 
inflated rates of an outside source.

   You can choose the clamshell pit cleaner as 
an economical approach to maintaining your 
pits.  Whether it be the 450T, 500T, or 1000T, 
there is sure to be a machine to suit your 
needs.  The hydraulically controlled boom-
mounted bucket can be equipped to reach 
depths of seven feet and hydraulic 
dump box make fingertip easy work of 
emptying your pits.   

   If you have a need to reach to a depth of ten 
feet, or have limited accessibility pits, a Ring-
O-Matic vacuum style pit cleaner may be right 
for you. These high performance machines are 

WASH PIT DIGEST
For The Take-Charge Operator

“Owning our own pit pump saves us from being 
overcharged by outside contractors.”

available in either the base 650 gallon capacity 
machine (known as the 750 Pit Cleaner) or the 
larger 800 gallon capacity machine (known 
as the 850 Deep Vac).  Both machines offer 
a hydraulic dump tank and a pneumatic load 
breaker to make emptying your tank simple 
and easy. Regardless of which machine you 
choose, there is an extensive option list avail-
able to ensure you get exactly what you need 
for your specific operation.

   Ring-O-Matic prides itself on being an in-
dustry leader in all markets we serve.  This is 
done not only by building machines that stand 
above the rest, but also by carefully selecting 
our distribution partners.  With Kleen-Rite, 
we know that we have chosen one of the 
absolute best, customer focused car wash 
supply companies in the country.  For 
additional information on any Ring-O-Matic 
products, visit www.ring-o-matic.com or 
contact your Kleen-Rite representative today.

What Owners are Saying!
e clean several different washes on a 
scheduled rotation. One wash we 

acquired hadn’t been cleaned for a long time 
and was all dry-packed. It was a lot of work, 
but our 850 Deep Vac Pit Cleaner worked fine 
with no issues. We use our 850 to clean pits in 
most of the washes we service. We also have a 
1000T pit cleaner that works well for us.   

– Gary Fisher, Quality Pit Cleaning

he first machine we bought was a used 
500C (in the truck box model) in 1979. 

We upgraded to our first new 1000T in 1994 
and pull it with a 1/2 ton 4×4 truck. We use it 
in our own car wash business and do a lot of 
custom cleaning also.  We usually buy a new 
one every 3 years as there is always market 
for a good, used machine. The 1000T works 
very well and is easy to operate and unload pit 
waste. We wouldn’t consider anything else but 
the best in pit cleaner technology.   

– Craig Zylstra, Classic Car Wash

August 2015

Ring-O-Matic, Inc. is an Iowa based manufacturer of vacuum-style and 
clamshell pit cleaners used by car wash professionals across North America.

1000T Model

450T Model 500T Model

850 Deep Vac

750 Pit Cleaner

W

B T
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2015-2016 Industry Calendar 
Visit the websites of the shows below for a schedule of events and 

participating exhibitors.          - Kleen-Rite Booth

Oct. 5-7  Northeast Regional Car Wash Convention
2015  Atlantic City Convention Center, New Jersey
  www.nrccshow.com

Feb. 28 -  Southwest Car Wash Convention
March 1  Arlington Convention Center, Arlington, TX
2016  www.swcarwash.org

March 8-9  CARWACS/Convenience U Show Toronto
2016  The International Centre, Mississauga, ON
  toronto.convenienceu.ca

May 9-11 The Car Wash Show / ICA
2016  Music City Center, Nashville, TN
  www.carwash.org
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DESALT:
   In the northern parts of the country, salt covered roads are equated 
with white gold by today’s car wash operators. However, traditional 
sand and salt mixtures are being replaced by many municipalities with 
a liquid brine mixture and other treatments which prove to be tackier. 
These solutions stick to the surfaces of vehicles, are harder to remove 
and as a result can be more corrosive.

INTRODUCING “SIMONIZ DESALT”
“Desalt” is a special blended detergent designed to directly neutralize 
the activity of these new road de-icing treatments right down to the 
pores of metals, painted and other hard surfaces, in addition giving 
you the cleanest, shiniest and driest cars.

   Once the snowy weather starts and moisture is introduced all of 
these accumulated particles become sticky and cling to the vehicle 
surfaces – unlike the old sand and salt this stuff does not just dry up.
   Simoniz DeSalt is formulated to effectively remove salt and calcium 

residues, counteracting the activity of salt brines and rock salt on 
vehicle surfaces. By neutralizing the corrosive properties of deicing 
chemicals, Desalt can help to prevent rust and alter the adverse effects 
to vehicles.

   By simply switching your Bug Remover with DeSalt as one of the 
first options on your meter box, you can increase time in the bay 
without having to add new equipment, simply swap out your chemical.

5 Gallon DeSalt Detergent
PA5568 $45.88

DeSalt Rotary Decal
CB04619 .48¢

DeSalt Menu Strip
SI0130S19 $1.75

DE-SKUNK:
   Most Dog Wash units out there have a De-Skunk option. We’ve 
recently visited an operator who switched his De-Skunk Rotary Decal 
to say “Dog Odor Eliminator” and he reports selling a 
ton more time on his Dog Wash Units as customers 
are dousing their dogs with the product. 

   By simply swapping your De-Skunk decal to Dog 
Odor Eliminator, you too can boost your bottom line 
by having customers use a function they might not 
use on a regular basis. The De-Skunk product is an 
Odor Eliminator and will work great for customers 
trying to rid their pets of that “Dog Smell.”

Odor Remover Rotary Decal
PTW184-01 .48¢

Odor Remover/De-Skunk Decal
PTW184-02 .48¢



   A quick reminder about replacing solenoid valves in your wash.  
A lot of times the tags or stickers containing the make and model 
number of the valve have fallen off or become unreadable over time. 
Not a problem. We just need some of the specifications 
of the valve to help you choose a proper 
replacement. What size is the valve?  
Pipe Thread size can easily be determined 
by using Kleen-Rite’s pipe thread chart in 
our catalog, or we can work with you to 
determine the size over the phone. 

   Voltage of the coil is usually stamped 
into the metal cover on the valve, or can 
be checked with a voltmeter. 

   Is the valve normally open, or normally closed? 
Normally Open valves allow fluid to flow when power is 
not applied, and close when power is applied. Normally 
Closed valves are just the opposite.  They are closed 
when no electric is present, and open when power is 
applied. Is the valve metering 
or non-metering?  

   Metering valves will have a small 
adjustable screw near the outlet to 
meter the fluid flow. Non-Metering 
valves will not have this adjustable 
screw.  These are a few of the main 
specifications that we would need to 
aid you in choosing a replacement 
solenoid valve for your wash.  

   With so many different manufactures and options, it can be some-
what difficult cross referencing to a new replacement valve.  Some 
simple pieces of information or maybe a picture sent to one of the 
Kleen-Rite Technicians, and we can help find a valve that will work 
for your application.

The Model of the Valve & Voltage

Metering Valves

Tugger Burke
Kleen-Rite Technician

36



Rocket
       Injector 
Dema’s Revolutionary New Injector
   This summer, DEMA launched the Rocket injector with one lofty 
goal in mind.  To  revolutionize the car wash injector market place.  
With the target at hand, we asked ourselves, “What if?” 

What if you could modify an injector when the application changes, 
rather than replace it?  
What if you could fully field service an injector, rather than replace it?  
What if you could save money on your overall cost of ownership for 
an injector, making it the only injector you need?    

   With a relentless passion for designing the best products, we final-
ized the design of the Rocket and knew it was a match.  It’s not just 
designed for ease of use and durability, it’s designed for you.  The 
Rocket doesn’t require anything special, other than your commitment 
to making your every dollar count.  The Rocket is the first and last 
injector you need for your car wash requirements.  

What makes the Rocket unique?
   It’s the most efficient injector in the market.  With the lowest pres-
sure loss among competitive units, the Rocket delivers more pressure 
for any application.  The Rocket enables cleaning at higher pressures 
while consuming less chemicals overall.  

   Rocket is simplistic to repair.  We believe that when you buy an 
injector, you buy it for the long haul, not to be replaced a 
year down the road.  With the use of a removable nozzle 
and metering barb, the Rocket makes maintenance and 
repair simple, extending the life of an injector well 
beyond what you thought was possible. 

   It’s also durable, designed to last a lifetime.  The components inside 
a Rocket injector are just short of bullet-proof.  For the ultimate in 
chemical compatibility, we use Hastalloy springs instead of Stainless 
Steel.  Injection molded polypropylene to protect the body of the injec-
tor and Aflas seals for the very best in chemical durability.  The Rocket 

will take your profits into outer space all 
while saving you money in your total cost 
of ownership.

   The Rocket offers the greatest range of 
operating pressures out of similar com-
petitive systems.  Rocket leads the indus-
try by covering the richest and the leanest 
of dilution ratios required.  By offering 
an extreme range of dilution ratios, the 
Rocket allows systems to operate at lower 
pressures, saving you energy and reducing 
your overall operational costs.  

   
DEMA also offers a wide variety of 

accessories to fit the Rocket.  

   The DEMA promise: You can customize a Rocket injector system to 
meet your every requirement.  For low minimums, you can color code 
metering barbs to your preference, choose the seals that best fit your 
application and combine those with a multitude of nozzles to cover 

any flow needed for your application.  

   What are you waiting for?  Check out the Rocket 
Injector, by DEMA.  Chemical Injecting has 

never been so simple.
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Injectors are available single barb or dual 
barbed with a flow rate 1.1 - 5.3 GPM.
Contact your Kleen-Rite Order Taker for 
More Details - 800-233-3873.



CREDIT CARD ACCEPTANCE
New 3 and 5 column electronic DigiMax vending machines 
provide significant new advantages, features, and options.

CryptoPay Credit Card Acceptance
Laurel’s new 3 & 5 column machines now offer the CryptoPay Credit 
Card Swiper.  What are the benefits of adding the CryptoPay Credit 
Card Swiper?

l Adding credit card acceptance at vending sites provides additional 
revenue and purchase convenience for your car wash customers. How 
many sales are lost by the cashless customer who would like a glass 
cleaner and towel but won’t take the extra 30 seconds to walk over to 
the changer?  Always wanted to try selling a $5 mini detail kit?  With 
the credit card option it opens up a world of possibilities. Customers 
love the speed and ease of swiping their card and getting what they 
want quickly and securely. 
  
l The CryptoPay security prevents credit card data from being ‘in the 
clear’ and at risk. This is accomplished by encrypting the credit card 
data at the moment, and point, of the credit card swipe.  CryptoPay 
provides secure credit card processing that ‘Simply Stops Fraud’.

Which Is Right For You?
Don’t feel like dropping $6000 for a glass front coil vender and con-
centrating all your vending in one position on your lot?  Placement of 
your vending products closer to your customer’s vehicles improves 
sales, long walks mean lost sales. Return on investment is always a 
factor when deciding to purchase any equipment. The lower priced 
DigiMax machines start at $1100.00.  Your investment pays off far 
sooner as compared to a stand-alone coil machine.

Locate your vending machines close to the action – next to your vac’s, 
between the bays, anywhere that minimizes walking will increase 
payback.

Machine failures a concern?  No expensive service technicians needed 
with the simple component design of the Laurel DigiMax vending 
machines.

New  Dot Matrix  Display 
Laurel’s new 3 & 5 column machines 
now include a bright LED dot matrix 
display which clearly instructs the 
customer through the vend process.   
A few taps of the programming button 
switches the display language.  The 
most common language choice in 
practice is English & Spanish alternat-
ing.  Reach a wider audience while 
helping them understand and complete 
the process.  More customers mean 
more revenue, simple!
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WHAT OPERATORS ARE SAYING:
Doug W. – 
Town & Country Car Wash 
(Santa Fe Springs, CA)
The new DigiMax is the 
perfect upgrade for multi-col-
umn venders. Since we already 
use the CryptoPay credit card 
system, now by adding a card 
reader, it’s easy for customers to 
buy more vending product without 
dropping a handful of coins into the 
slot. And the large easy to read display 
gives customers the feedback they want to 
know their transaction is being handled as expected, 
either with a credit card or coins. This is a great way to 
make it easier for car wash customers to spend more money.

WHAT OPERATORS ARE SAYING:
Bruce Sayles –

Four Seasons Car Wash
(Madison, WI)

The convenience of the credit 
card payment option for my cus-

tomers has been a great addition 
for my vending.  The low price of 
the CryptoPay swiper is what made 
my decision and since I already have 
them in the bays and vac’s it made 

sense to me.  I am going to try vending 
bags of tokenotes now that I can sell high priced items. 

l CryptoPay Consolidation reduces merchant and credit cards fees 
which is essential for small ticket purchases. Here’s an example of 
CryptoPay Consolidation: Imagine that a customer visits your car-
wash. He swipes his credit card to start the carwash, and is charged 
$4.75 to wash his car. Ten minutes later swipes his card again at the 
Laurel 5 Column Electronic Vender and purchases an air freshener for 
$1.25.  CryptoPay combines these two charges into one $6.00 charge 
that is submitted to the credit card company, which results in only one 
merchant fee for the purchase. 

Summary
What has not changed is the drop-shelf delivery system, this is proven 
to be the most reliable way to vend all of your car wash products 
whether it is a paper or microfiber towel, air freshener, packette or flat 
bottles – they all have a home on a drop-shelf.  No extra electronic 
gimmicks needed to sense that a towel is being strangled by a coil, a 
clang of the shelf tells the customer his product is ready and waiting. 

Customers today love to push buttons instead of pulling handles, they 
appreciate the bright display guiding them, the convenience of swiping 
their card to pay and being thanked at the end of the transaction.   But 
it is the simplicity of operation which equals satisfied customers and 
more revenue.

3 Column Venders Price
VEL899MAXC - With Cryptopay Swiper - Slugbuster $1,462.99
VEL899MAX-MAC - With Cryptopay Swiper - MA800 $1,543.99
VEL899MAX-QLC  - With Cryptopay Swiper - MicroCoin QL $1,623.99
5 Column Little Tree Venders Price
VEL599MAX-MAC - With Cryptopay Swiper - MA800 $2,194.99



Viking provides an excellent location to support our eastern and mid-
Atlantic customer base.

   DEMA has grown internationally over the last 20+ years.  DEMA 
operates warehouses and assembly operations in Australia and the 
Netherlands, where US products are adapted to the local markets of 
Australia, New Zealand, Europe, the Middle East and Africa.  DEMA 
also has sales offices and local representatives in Central America, 
Brazil, Southeast Asia and China.  DEMA’s global sales force supports 
regional international customers as well as our global customers based 
anywhere in the world.

   DEMA’s core strength remains here in the US with seven Regional 
Managers and National Accounts sales teams.  Our long tenured teams 
are experts in the institutional markets.  They support Kleen-Rite and 
other distributors ensuring they have the latest knowledge and training 
on DEMA’s products.

Solenoid valves and injectors are key 
product lines for DEMA and the 

carwash industry.  

   DEMA solenoid valves are constructed to ensure a long, trouble-free 
life.  They employ proven design features for reliable performance on 
all applications.  They’re suitable for most industrial applications and 
are rated for 200ºF/93ºC fluid temperature and 120ºF/49ºC ambient 
temperature except for the Mini Diaphragm Valves which are rated 
for 180ºF/82ºC fluid and 120ºF/49ºC ambient. The molded waterproof 
coils have wiring options that include a junction box, spade, conduit 
and din. They have voltage options of 12VDC, 24VDC, and 24, 120, 
208, and 240VAC 50/60 cycle on most models. Component materi-
als are available in 
Buna N, EPDM, 
Viton, Teflon and 
Silicone. DEMA 
offers valves made 
from brass, stain-
less steel, Celcon, 
PVC, polypropylene 
and nylon. Stainless 
steel seats are stan-
dard on all pilot 
piston, diaphragm 
(except mini 
series), and high 
pressure valves. Valves 

   Started in 1956 by brothers and German immigrants, Bela and Her-
man Deutsch, DEMA is a leading provider of fluid control devices 
and dispensing equipment for the carwash, institutional and industrial 
markets.  DEMA began with a customer request for a device to dilute 
cleaning chemicals accurately and safely.  The proportioner was born 
and dilution control was introduced to the institutional cleaning in-
dustry.  Even today the original 167 Faucet Proportioner is part of the 
DEMA product offering.

   DEMA remains a family owned 
and operated business committed to 
their US manufacturing facilities in 
St. Louis and Gerald, Missouri and 
Nesquehoning, Pennsylvania.  DEMA 
has been under the leadership of 
the third generation Deutsch family 
members for the last decade and the 
fourth generation is coming of age 
and entering the business.  DEMA 
manufacturers solenoid valves, 
injectors and other fluid control 
devices in our St. Louis plant 
which is also our corporate head-
quarters.  State of the art automation and robotics has allowed DEMA 
to continue to weld, machine and braze domestically when much of 
their competition has moved overseas.  Efficiency and a commitment 
to quality base manufacturing techniques such as LEAN, 5S, A3 and 
Kanban has allowed DEMA to thrive in a competitive global market.  
DEMA’s two Gerald facilities are final assembly plants for the solenoid 
valves and DEMA’s water driven and electronic dispensing equip-
ment.  Currently DEMA is adding a 20,000 square foot addition to the 
water driven and electronics final assembly plant to accommodate their 
growing demand. DEMA’s Viking facility serves as the injection mold-
ing operations for all plants as well as manufacturing Viking equip-
ment including the industry leading Viking Bowl product line, Drain 
Chief and other electronic dispensing equipment.  Located between 
Philadelphia and New York City in the beautiful Pocono Mountains, 

DEMA®. . .Precise Fluid Control

DEMA 167 faucet proportioner.
The 1st chemical proportioner

available to the institutional market

DEMA 453P
Solenoid Valve 
High pressure valve

rated to 1000 psi



different chemical injection rates allowing for injection rates anywhere 
from 1000:1 to 10:1 depending on model.  MixRites are easy to use, 
simply place in-line, connect to the chemical pick up tubing and apply 
water pressure.  No need for electricity!  Ease of maintenance is a 
major advantage when using MixRites.  Wear parts, such as lip seals, 
are incredibly easy to replace making downtime into no time at all.  
No need to replace the engine, unlike the competition.  Every MixRite 
purchased includes a lip seal kit, at no additional charge.  This allows 
for a year of maintenance, free of charge.  CW models of the MixRite, 
designed for the car wash market work great with most all chemicals 

including pre-soaks, different 
detergents and Triple Foam.  
In addition to MixRite pumps, 
DEMA also offers the world 
class Watch Guard float valve 
system.  Watch Guard does 
what the competitive systems 
do, only better.  Filled with a 
water soluble granular mate-

rial, instead of the typical 
system clogging sand, Watch 

Guard avoids hang-ups and 
flooded floors.  DEMA’s 
float valve system is 
easier to service and 

maintain with a strong focus 
on quality and total cost of ownership.  It comes with an industry 
standard mounting bracket for tank mounting simplicity.  Watch 

Guards can be customizable, choosing different seals, inlet con-
nections and metering tip barbs (small, large and dual).  

   DEMA’s growth is rooted in the commitment to customer’s suc-
cess.  The entire DEMA team prides themselves in providing the 
best fluid control and chemical dispensing solutions.  Their deep 
industry experience and flexible plus responsive operations have 
allowed DEMA and their customers to thrive in this competitive 
marketplace.
 

may be mounted in any position except with the coil under the valve.  
Many of DEMA’s valves are listed by Underwriter’s Laboratories, Inc. 
and reference numbers are available upon request.  

   Injectors have no moving parts, nothing to wear out or lubricate, 
resulting in extremely low maintenance. They are compact, need-
ing no foundation or mounting bracket, and can be installed in any 
position. Injectors require no wiring, are self-priming and need no 
bleeding or filling. Injection rate is simple to set and can be quickly 
adjusted during operation. There is nothing to drain for seasonal shut 

down.  DEMA offers 
injectors for many 
different applications.  
The standard C series 
injector has a molded 
Ryton knob with a 
stainless steel meter-
ing screw.  Special 
models are available 
for high chemical 
resistance, high pres-
sure and the use of a 
metering tip kit.  B se-
ries injectors have an external adjusting screw 
for easy compensation to system variations.  It 
efficiently adjusts to flow or pressure changes 
after installation and allows the system to 
operate at maximum performance level 
without a teardown.  They are beneficial in 
high pressure pump discharge line applica-
tions when it is desired to keep pressure loss to a 
minimum.  DEMA also has a polypropylene injector 
for corrosive applications and a new line, Rocket, for 
high performance and high chemical resistance. 

   DEMA offers many other products well suited for 
the car wash market.  Their water powered propor-
tioning pump, MixRite, provides accurate dispensing 
across varying water pressure and water flow ranges 
and is ideally suited for in-line injection.  MixRites are 
available for different chemical compatibilities as well as 

DEMA’s St. Louis Corporate headquarters
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Kleen-Rite now offers the CryptoPay Retrofit Kits for the Hamilton Goldline (CPS3030), 
ACW4 & ACW5 (CPS3032 or CPS3034), and the Unitec Wash Select Autocashiers (CPS3036 or CPS3038) 

l Secure Credit Card Processing that Simply Stops Fraud at the point of credit card swipe 
l Reduce card verification time utilizing broadband internet speed

l Reduce your fees with CryptoPay Consolidation
l New Lexan Face Plate provides a fresh, clean, modern look
l GoGreen Online Receipt Service (Included for 1 year)

Check Daily Weekly 50 hrs. 500 hrs.* 1500 hrs.** 3000 hrs.**

Clean Filters X

Oil Level/Quality X

Oil Leaks X

Water Leaks X

Belts, Pulley X

Plumbing X

Initial Oil Change X

Oil Change X

Seal Change X

Valve Change X

Accessories X

* If other than Cat Pumps special 
multi-viscosity ISO68 oil is used, 
change cycle should be every 300 hours.

** Each system’s maintenance cycle will be 
exclusive. If system performance decreases, 
check immediately. If no wear at 1500 
hours, check again at 2000 hours and each 
500 hours until wear is observed. Valves 
typically require changing every other seal 
change.

Duty cycle, temperature, quality of pumped 
liquid and inlet feed conditions all effect 
the life of pump wear parts and service 
cycle.

**Remember to service the regulator/
unloader at each seal service and check 
all system accessories and connections 
before resuming operation.

CAT PUMPS® 

Preventive Maintenance
           Check-List
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Armor All Flat Bottles
are designed to fit 
perfectly inside your 
vending machines.

Armor All Products now in a 
handy 2 wipe vend pack. Great 
addition to vending machines!

Extreme Wheel & Tire AR17235
MultiPurpose Cleaner AR17233
Extreme Tire Shine AR17236
Auto Glass Cleaner AR17234

24 Bottles Per Case

100 Packs per Case
Cleaning Protectant Leather Glass
AR17239 AR17238 AR17237 AR17240

$60.25
$31.25
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   One operator’s journey in the car washing business....

Miracle Car Wash
Harrisonburg, Virginia

    Before September of 1997, Scott Eichlin was helping run Star 
Rentals, a family owned rental center. Then Scott’s father came 
up with the idea of getting into the car wash business, eventually 
convincing his son to become a partner in the new business.

   “We hired a contractor to build our new wash from the ground up,” 
explained Scott, “We developed a lot located behind our local mall. It 

was a lease with an 
option to buy.”

 “The new location 
was composed of 4 
self serve bays, an 
in-bay automatic and 
2 express lube bays. 

Today the express lube 
bays are used as service 

facilities for fixing pumps 
and the like plus storage.”

 “We didn’t know a thing as 
far as running a car wash. 

There was no operational 

guidance. It was all trial and error. I had been a mechanic by trade for 
a lot of years, so as far as fixing things, I could usually figure it out. At 
times I did call Hydro-Spray for some pointers, but for the most part, 
my knowledge was pretty much self taught. Now-a-days you can pick 
up a Kleen-Rite magazine and learn some stuff, but back then there 
weren’t many resources at all.”

  “Business was pretty good right from the bat. We did a lot of cross 
advertising with the express lube. We’d give away free car washes to 
folks who got an oil change. Over time the express lube was so much 
more management intensive that it just demanded too much of my 
time. After we built our second car wash four years later, eventually 
we just closed down the express lube altogether and just focused on the 
car washes.”

   Scott’s wife Dana started helping out at the car washes in 2004. She 
started out by doing the bookkeeping. “I hated bookkeeping, but it 
needed to be done and it gave me something to do. I felt I was doing 
my part.”

   Eventually Scott and Dana aquired majority ownership of 
Miracle Car Wash.

   As far as cleaning cars in their part of Virginia, Scott explained, 
“The truck diesels and soot from off the highway present a specific 
challenge at times to getting vehicles clean around here, especially 
after it rains, it will kick up a lot of that soot and deposit it over the 
back ends of cars in our area. It can be a challenge to clean in the touch 

free bays. I’m very 
diligent to keep an 
eye on things and 
ensure we produce 
clean cars for our 
customers.”

   “I like the ability 
to take time off and 
be flexible with 
my schedule while 
running a car wash. 
I can’t take long 

periods of time off as I am the main mechanic and need to be available 
to fix things, but I can take short amounts of time for myself and fam-
ily when I need to.”

   “For anyone looking to get into the car wash business I would recom-
mend that they do a lot of time researching, get to know other opera-
tors, check with local car wash associations. There is a lot to learn 
and networking with others in the business can really be an invaluable 
resource. I would highly recommend checking out some trade shows 
and learning everything you can before you decide to buy. As long as 
someone is willing to put the effort and time in, I’d say go for it, just 
know what you are getting yourself into. It’s a challenging business 
because of the time requirements of running a successful operation.”

   Now with four state of the art car wash locations, Miracle Car Wash 
is a model of success for the people in our industry.



Trans-Mate Featured ProductsTrans-Mate Featured Products

In-Bay High pH 
Presoak/Detergent

In-Bay Neutral pH 
Body Soap

Self-Serve Foam 
Brush Detergent

n Quickly emulsifies road film,    
    great choice for touch-less 
    washes
n Contains water conditioning 
    agents, great for hard water

n High foaming
n Great lubricity keeps cloth 
    cleaner and lasting longer

n Customer pleasing rich foam
n Vibrant purple color and great 
    grape fragrance

CITRI
SUDS

TM5019 Banish TM5009
Emerald Foam 

TM5140 
California Grape

Check out our videos showing both Trans-Mate’s In-Bay and Self-Serve 
Chemicals in action at www.kleen-ritecorp.com/videos.aspx

SUPER
CONCENTRATEDFOR GREAT

VALUE!!
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4 Piece Set
Colors: Black, 
Grey or Tan

Many More Styles Available In 
The Kleen-Rite Catalog & Website!

Carpet Heavy Rubber Rubber

4 Piece Set
Colors: Black, 
Grey or Tan

4 Piece Set
Colors: Clear, 
Black, Grey,Tan

$6.32 $13.65 $6.23
FM00724 FM37126 FM21186



   We all know that the goal for tunnel and in-bay carwash operators 
is to move cars through the wash as quickly as possible: more cars 
equals more money. Well, for self serve operators it may seem counter 
intuitive to say that we want to keep our customers in our bays as long 
as possible: because when it comes to self serve customers, more time 
equals more money!

   In other words what we are selling to our self serve customers is 
time. The more time they spend cleaning their cars, the more money 
we make. The key then is to make sure you have the types of services 
your customers want and that your equipment is functioning properly 
at all times.

   So here are some tips for attracting more customers to your wash and 
maximizing your revenue per customer:

Make sure everything works
   This may seem obvious but it is important to check every wash func-
tion in every bay frequently, preferably at the start of every day. Go 
through each function on the dial in every bay, especially the less fre-
quently used presoak and engine degreaser, to make sure everything is 
working properly and that you don’t have an overlooked maintenance 
or repair issue that could cost you money from customers not being 
able to perform complete washes.

   Don’t count on your customers complaining to let you know when 
something needs fixing, more often than not they’ll simply drive away.

Check your pressure
   An often overlooked issue is worn high pressure 
nozzles. Nozzles wear out over time, which reduces 
water pressure and cleaning efficiency. Replace your 
nozzles at least annually and use high quality stain-
less or MEG nozzles, any extra cost is more than paid 
back in increased revenue from satisfied customers.

Leaky swivels?
   Nothing frustrates a customer more than having colored soap drip on 
their clothes or hands from leaky swivels, so make sure your swivels 
are not leaking and replace them as necessary.

Suck it up!
   Think of loss of suction as loss 
of revenue when it comes to your 
vacuums. Common causes of loss 
of suction are leaky seals around 
the access door to the collection 
bag, as well as leaky seals around 
the vacuum motor itself, so check 
these frequently. Not only is it a a 
good idea to empty the collection 
bags frequently, but also wash the 
collection bags periodically to 
ensure proper vacuum function.

What’s that smell?
   Self serve customers love foam, color and fragrance. The more of 
these that your chemicals produce the more time your customers will 
spend on their cars, and the more often they’ll return.

   Make sure your 
presoak detergent and 
foam brush soap gener-
ate plenty of foam, 
color and fragrance. 
Also make sure each of 
your chemical services 
have distinct color and 

foam: when the customer turns the dial you want them to see a real 
difference in color and fragrance.

   Making sure your equipment and chemicals are always working at 
their best will ensure that your customers spend more time on their 
cars and return more often.

   So remember, when it comes to self serve customers, time is money!

By Michael Ilacqua, Trans-Mate Inc.

Don’t count on your customers complaining to let you know when
something needs fixing, more often than not they’ll simply drive away.



CHICAGO -- Grit can act like sandpaper, rubbing against the auto-
motive paint jobs that car-wash owners are trying to clean and shine. 
Gritty road debris, such as small sand particles, often stick to car 
surfaces due to adhesion, particularly when adhered with dirt or oil.

   “Since sand is many times harder than the paint surface, it can mar 
the surface of paint jobs if left in place,” said Dan Pecora, owner of 
Erie Brush & Manufacturing, a supplier of car-wash brush and detail-
ing supplies. “So the grit must go.”

   While grit is a problem for any paint job, black cars tend to show the 
marring from grit more than other colors. According to a DuPont Au-
tomotive Popularity Report, 18% of cars in North America are black, 
and black is the second most-popular car color after white.

   “Since many of the car-wash complaints come from grit-related paint 
marring, particularly of black cars, handling the issue can improve 
both your process and profits,” said Pecora. “Solving the grit problem 
can cost just pennies per car, and at the same time retain clients who 
may be worth $10,000 in lifetime business.”

   The problem with cleaning black cars is often caused by the grit 
stuck in the stiffer, harsher cleaning brushes used at some self-serve 
and conveyor car washes. The solution is to use softer brush filaments 
and better lubrication, which together will help release grit.

Eliminate the Grit Problem
   While stiffer filaments have their place, they should not be used 
before grit is removed from both surfaces, Pecora said.

   “Unless grit is removed from both the car’s surface and the brush 
filaments, the harder you push, the more the grit can mar the paint,” 
he said.  “Shiny black paint is prone to such problems because every 
perceived blemish is more noticeable on its mirror finish.”

   Handling the grit problem is critical not only 
because car-wash owners want to retain custom-
ers, but also because nothing hurts business 
more than an angry customer complaining in 
person or, worse, online in today’s social-media 
world.

   “No car-wash owner wants to argue with a 
customer in front of other customers because it 
makes everyone question your quality and 
service,” Pecora said. “But the stakes are much 
higher with social-media reputation apps like 
Yelp that drive business toward you or away 
from you. So car-wash owners should not ignore 
the grit problem.”

   While a complementary polishing of any area of perceived paint 
problem will quiet an upset customer, not every car wash has polishing 
operations. A far better solution for car-wash owners is to eliminate 
grit before it becomes a problem. Using a softer brush with better 
lubrication can resolve the situation.

   “The softer the brush filament used, whether microfiber, 
closed-cell foam or hog’s hair, the easier it is to release 
grit,” Pecora said.

   According to 
Pecora, hog’s 
hair—actual hair 
that comes from 
hogs—is one of the 
softest materials for 
handling grit for a 
number 
of reasons.

   “The hog’s 
hair has the 
smallest diam-
eter tapered 
filament, 
which helps 
to make it 
the softest,” 
Pecora said. “Since it is soft, tapered and feathered at the tips, it tends 
to release grit when properly lubricated and will not grind it into the 
car surface. Because of the taper, the hairs still retain stiffness for 
washing up close, if scrubbing is needed.”

   Pecora, however, cautions against purchasing cheap brushes, which 
are typically imported from Asia. These products are usually stiffer, 

and less dense, than high quality domestic 
options and are unable to foam feed, which 
removes grit.

Another aspect to consider is 
bend recovery. 
   “Stiffer filaments like polypropylene and poly-
ester may lack sufficient bend recovery, so if a 
brush is flattened out it could drag the grit along 
the car’s surface, which is the last thing car-wash 
owners want to do,” Pecora said.

   In part, because domestically manufactured 
hog’s hair brushes are able to retain their original 
shape even when bent 90 degrees, some offer al-
most 50% more brush life than imported options.

Car-Wash Owners: Clear the Grit
How safely handling road debris can eliminate up to 80% of complaints

Dan Pecora,
owner of Erie Brush & Manufacturing
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   Since proper lubrication can release grit as well, it is also important 
that brushes have enough wet foam holes to enable such lubrication.

   In self-serve foam brushes, for instance, some brushes like Erie’s 
FoamMaster offer 6 foam holes on a typical 9-inch brush. This spreads 
the soapy foam far more thoroughly than brushes with typically 2 or 3 
foam holes.

   “A continuous flow of soap foam will help to cleanse grit and dirt 
from the brush head to provide a better cleaning,” Pecora said.

   As a final word of wisdom to self-serve car-wash owners serious 
about minimizing grit in their process, Pecora advises posting signs 
for customers to wash the grit from self-serve brushes and cars before 
use.

   For conveyer car washes, Pecora also advises washing the grit from 
brushes before use. In addition to this, during the wash, employees 
should use a tall drum dipping the brush head 
into the top of the soap solution and stroking 
the car a few times and then re-dipping the 
brush allowing the grit to fall to the bottom of 
the barrel.

Published in CSP Daily News  



FrequentlyAsked
 Questions

with Gary Frey, Kleen-Rite National Sales Manager
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Gary shares the answers provided to frequently asked questions by 
our customers. 

What are Kleen-Rite’s hours of 
operation?

Columbia, PA

Pennsylvania Hours of Operation:  MON-FRI 8am-5:00 pm EST
Sales Department:  MON-FRI 8am-6:30pm EST
Technical Assistance:  MON-FRI 8am-5:00pm EST
Accounts Receivable:  MON-FRI 8am-5:30pm EST
Customer Service: MON-FRI 8am-6:30pm EST

(limited availability after 5pm)
Hours for Customer Pick Up:  MON-FRI 8am-5:00 pm EST 

(limited availability 12pm – 12:30pm)

Any returns must be called into the Customer Service Department 
in PA and assigned a RGA number. If you bring the returned 
product back to the DC the return must be accompanied by the 
RGA number assigned and customer number.

Grand Prairie, TX

Texas Hours of Operation:   MON-FRI 8:00am-5:00pm CST
Hours for Customer Pick Up:  MON-FRI 8:30am-4:30pm CST

Any returns must be called into the Customer Service Department 
in PA and assigned a RGA number. If you bring the returned prod-
uct back to the DC the return must be accompanied by the RGA 
number assigned and customer number.

Las Vegas, NV

Nevada Hours of Operation:  MON-FRI 7am-4:30 pm PST
Hours for Customer Pick Up:  MON-FRI 7am-4:00 pm PST 

(limited availability 12:30 – 1pm)

Any returns must be called into the Customer Service Department 
in PA and assigned a RGA number. If you bring the returned prod-
uct back to the DC the return must be accompanied by the RGA   
          number assigned and customer number.

Who do we contact if we have a 
return or a warranty question?
To better serve you in returning a product to 
our facility please make sure to call us at 
800-233-3873 and press option 2 for 
Customer Service. You will need a return 
number so we can track your return and 
properly handle the process for you. We are also here to help you 
find lost packages and damaged shipments. Please note that the 
manufacturer is the sole provider of the warranty and each offers 
different warranty services. 

In order to view more information on our policies please view the 
back of your packing slip that comes with your shipment. 
This is also available in the front of your catalog under Terms and 
Conditions or you can read it on our website www.kleenrite.com.

Did you know…
When you initially create your Kleen-Rite 
online account, you need to use your existing 
account number as well as the email address 
you have on file.  Within 24 hours of 
successfully creating the account, you will be 
able to view purchase history and past invoices.

If you use different email addresses when 
ordering online, multiple accounts will be created.  When this 
is done, we are unable to merge your purchase history and past 
invoices.

If you have difficulty signing in or creating an account, feel to 
utilize the Live Chat feature on our website that is available from 
9am – 5pm EST.



How To Install CryptoPay 
Credit Card Swipers

A merchant account should be set up prior to installing 
your CryptoPay system. If you need help, CryptoPay 
can assist you in setting up a merchant account.

Choose where on your faceplate 
you want to mount the swiper.

When done drilling the holes, you 
will have burrs protruding on the 
front of the faceplate. These burrs 
must be removed. You can use a 
file or gently use an electric grinder 
until the burrs are flat.

In our case it is the Bill Acceptor 
that compromises access to the 
area where we want to mount, so 
we remove it for now.

Feed the wire through the hole 
and then mount the CryptoPay 
swiper with the supplied bolts.

Place the supplied template that 
comes with the swiper and place 
it on the inside of the faceplate 
making sure it is straight. Mark 
the holes with a sharpie and 
remove template.

Route the wires to the connection 
point. CryptoPay will work with 
any timer, but the Dixmore LED7 
is the only timer that will allow for 
the “Count-Up” feature.
Blue Wire: Count Up Red Wire: Count Down
Yellow: 24V Hot      Black: 24V Neutral
Blue wire goes to the White with 
Black stripe on an LED7 timer.
Any other timer the blue wire goes 
to the coin switch.

Use a 1/4” Titanium drill bit for the 
anchor holes and 5/16” for the wire 
hole. I use a drill press but you can 
use a hand drill at a low speed.

Reassemble faceplate and turn on 24V 
power. If the lights on the swiper light 
up, you are correctly hooked up. You 
will need a CryptoPay Coordinator 
mounted near your internet connection 
for your swipers to work.

#1

#5 #6 #7

#2
#3 #4

“The CryptoPay credit card 
system has been taking the 
car wash industry by storm. 
It is the simplest, easiest and 
most affordable way to add 
credit card acceptance to 

your car wash.... period!”
           Tom Allen

 Senior Technician
 Kleen-RiteCorp.

www.getcryptopay.com



   Paul Kennedy had always enjoyed working outside, so he quit his job 
in law firm management without any idea of what he was going to do 
next except that he knew he wanted a change. He wound up attend-
ing a seminar in Houston about getting into the car wash business. It 
inspired Paul enough that when he returned home, he began to search 
for car washes that were for sale.

   He found his first car wash in 2004. It consisted of a seven bay self 
serve with a Water Wizard automatic. The location was great, the 
property was located where two major routes merged and it brought in 
great traffic. The wash was located in an environmentally strict part of 
town which meant there wouldn’t be competitive car washes popping 
up in the future.

   “It was tough at first,” Paul said, “Being new at this business there 
was a steep learning curve. I didn’t know what questions to ask when 
I was considering purchasing the wash. So I started to work at the 
car wash as an attendant for ten hour days just to learn the business. I 
just dove right in. I was a little stubborn at first if I had a problem or 
something needed repaired, I wouldn’t call the previous owner or the 
manufacturer, I just tried to figure it out on my own. Trial and error, 
some things I got right , some things I got wrong. But I learned when I 
got it wrong. These were invaluable lessons. I learned the proper steps 
to take to troubleshoot any problems that could come up in the future.”

   “After a year and a half the first location was doing well, and what 
I discovered was that the fellow who I bought the wash from was a 
distributor of certain parts and supplies who was able to get these parts 
at a much lower price than I could get. I realized that for me to take 
advantage of larger scale pricing, I was probably going to need more 
than one property. So the search was on for my next location.”

   “I purchased two more locations at the exact same time from the de-
veloper I got my first car wash from. All the equipment was the same 
as my current car wash, so I knew exactly what I was getting. I knew 
that with three locations I would have a better purchase power and 
would be able to get better deals from some distributors. And it worked 
out that that was the case, it was a good move on our part to expand to 
three locations.”

   “A year and a half after that I purchased our fourth location. It was a 
little bit different, different seller, different developer. It had a McNeil 
tunnel and there was a learning curve to that. I had never operated a 
tunnel. The property was in need of some work, so we got in there and 
started to replace some of the equipment and do some different things. 
We put credit card readers into all the bays, which all the other loca-
tions always had in the bays and the vacuum stations.”

   “Some of the upgrades we’ve done throughout the past few years 
was to switch to CryptoPay credit card systems. We put in over 21 Air 
Shammee dryers in the self serve bays. The Air Shammees have been 
great, each one of them has paid for itself within a year if not sooner, 
we’ve got hour meters on them and can tell exactly how much use they 
are getting. Our customers really like and use them. The great thing 
about them is the customer is spending time using air and not chemi-
cal or water, so basically we are just selling them air. Water is very 

Mr. Sharky’s
Austin, Texas



valuable here in Austin these days so selling air on a timer in the bay 
is great for us.”

  “We also added two Dog Washes at one location. They both paid for 
themselves within a year as well. They have definitely brought clients 
in that might not have gone to the car wash before hand, prior to hav-
ing the Dog Washes. Sometimes customers will wash the dog and then 
go ahead and get a car wash, so we are getting two sales for one visit. 
It has brought in new customers to our car wash.”

   Antonio Martinez came on board as the manager of Mr. Sharky’s 
in September of 2004. Antonio enjoys 
the car wash industry and taking care 
of the customers.

   “I do my rounds every day to the 
different locations, take care of any 
maintenance. Making sure everything 
is well stocked and working properly. 
Depending whether certain equipment 
malfunctions or needs repair, my day is 
always different than the last. I learned 
to do repairs as I went along, Paul 
showed me how to fix a bunch of stuff 
and the rest I learned as I went along. I 
really enjoy my work.”

   Paul feels that it is very important that customers from any of his 
locations are able to get in touch with him if they ever have a problem, 
that’s why he has his cell phone number posted at each of his locations.
“I think that’s important because I don’t want anyone to lose a quarter, 
lose ten dollars or pay for something that they don’t get. There’s a 
variety of reasons I feel that way but the main reason is it just makes 
good customer service.”

   “We are always looking at improving our car washes. I’d like to add 
Dog Wash units at some of our other locations. We have to amp that 
out and decide what would be the best way to do that.”

   “Very early on, back in 2004 the 
person who sold me my first car wash 
mentioned that Kleen-Rite was the place 
to go for any parts or equipment that you 
needed at the best price. I looked around 
and went to the trade shows and Kleen-
Rite, by far had the biggest selection at 
the best prices. Now that they have a 

distribution center here in Texas it has been great, we get our orders 
the next day. We don’t have to stock as many parts on the shelf because 
we know that generally we can get the needed parts within a day.”

   “I think that the car wash is a great business. I love it, I wouldn’t be 
in it if I didn’t love it. Anyone wanting to get into this business needs 
to do their research. We get a lot of customers who inquire about buy-
ing our wash and there is a misconception that all they have to do is 
go and pick up the cash and that’s it. I highly recommend that people 
do their due diligence and investigation, find out what it takes to own 
and operate a car wash. I definitely encourage it if you do all your 
homework and pick out a great location. Hopefully one that is not right 
across the street from someone else.”

   

Owner Paul Kennedy & Manager Antonio Martinez
Paul Kennedy
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New England Car Wash Association
CAR WASH ASSOCIATION SPOTLIGHT:

   In 1973, a group of local industry visionaries, formed and incorpo-
rated the New England Carwash Association, a not-for-profit trade 
association that provides networking and educational opportunities, 
business services and representation, to enhance the professionalism of 
the car washing industry in New England. We represent the industry in 
MA, NH, VT, ME and RI. Membership is company held so member-
ship privileges extend to all employees of member companies.

What does NECA offer its members?
Business Services Our group buy-
ing power can save you money and 
create efficiencies. 
l Credit card processing services - 
From TSYS
l Windmaster sign program - The 
current program has ended but will 
be re-launched in the future.
l National Car Wash Insurance 
Program - Expert risk management 
assistance for our industry

Special Services  We work hard to find new ways to 
support you.
l Annual Scholarship Program 
l Wash for a Cause - NECA’s fund raising web site; an 
environmentally sound alternative to driveway, charity 
car washes, to complement existing 
marketing efforts 
l Leadership opportunities – Devel-
op your skills by getting involved in 
the future of NECA and the industry.  

Information/Education We are the 
region’s source.
l NECA News Brief - bi-monthly 
broadcasts
l Northeast Carwasher - quarterly 
regional magazine
l NECA E-News - quarterly e-
newsletter
l Website – www.newenglandcarwash.org 
l Dedicated Board of Directors - Representing your interests and 
ready to share their knowledge and expertise
l Business office is managed by professional association managers
l Fall and Winter Dinner Meetings - educational programs and 
problem-solving sessions Visit the members-only section of the web 
site to see copies of presentations.
l Spring Table Top Show and Car Wash Tours - The latest car wash 
products and services 
l Market research - Customer attitude research downloadable from 
the members-only section of our web site

Advocacy and Public Affairs  We watch your back.
l Legislative monitoring to help you stay ahead of the regulatory 
curve and advocacy to address laws and regulations that can cause 
financial hardship or otherwise interrupt the normal course of business 
for car wash operators
l Public Affairs - Initiatives to enhance the public’s and decision mak-
ers’ understanding of our industry

Marketing   We want you to prosper.
l carwashgifts.com - Website developed by NECA for 
members; Sell gift books, make Group- On type offers 
and announce specials without sharing the income with a 
middle man. 
l Supplier Showcase - On our Facebook page. 
l Web Site Directory Profiles - ”Hot links” to your web 
site from the NECA web site 
l  “Vendor Spotlight” - E-Newsletter feature

l “Members’ Marketplace” - web page 
to help car washers clear out back storage 
rooms

Networking   Get to know our members!
l  On-line Membership Directory - 
Contact fellow members; Customize your 
listing for maximum advantage.
l  Fall and Winter Dinner Meetings - 
Live opportunities to share challenges 
and solutions, and connect with others in 

the industry
l  Facebook and LinkedIn - To facilitate com-
munications 
l  Annual Table Top Show and Car Wash Tours 
- Business-to-business networking and one-stop 
shopping 
l  Northeast Regional Carwash Convention 
(NRCC) - Trade show produced by those in our 
industry for our industry
l  Golf Outing - For fun and charity
                                                                               

What’s in the works?
l  Print version of the “Members’ Marketplace” 
l  Social media advertising to inform the public about the benefits of 
professional car washing and to drive business to our members
l  Annual Golf Outing: Monday, Sept. 28th, Shaker Hills Country 
Club, Harvard, MA
l  Fall Meeting, Dinner and Program: Tuesday, Nov. 17th; Focus on 
customer relations/dealing with angry customers 

To learn more about NECA: visit 
www.newenglandcarwash.org or 
contact our office at 781/245-7400 
or info@newenglandcarwash.org

Member Golf Outing

NECA Scholarship Winner

Table Top Show Bus Tour
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257 South 9th Street/P.O. Box 886
Columbia, PA 17512


