
Spring Maintenance and Site Prep:
Get Your Carwash Ready For Peak Season

2. Winter Cleanup & Facility Prep

Even if your wash stayed operational through winter, debris, salt, and grime can accumulate. 
Proper spring cleaning ensures a safe, inviting, and efficient site:

•	 Sweep and pressure-wash lots, lanes, and bays.
•	 Inspect and repair concrete cracks or potholes.
•	 Remove any debris from drains and gutters to prevent flooding.
•	 Power-wash exterior walls, windows, and signage for a fresh look.

A clean, well-maintained facility reinforces professionalism and boosts customer confidence.

3. Upgrade Safety & Compliance

Spring is also the perfect time to check safety systems and regulatory compliance:

	 •	 Test fire extinguishers, emergency stops, and safety signage.
	 •	 Ensure chemical storage is up to code and clearly labeled.
	 •	 Review employee safety protocols and retrain as needed.

Safety First
“A well-maintained carwash isn’t just about clean cars—it’s about protecting your 
team and your customers. Safety checks are a must.”

4. Optimize the Customer Experience

Site prep isn’t just about equipment; it’s also about customer satisfaction:

•	 Check point-of-sale systems, loyalty apps, and signage for accuracy and visibility.
•	 Restock consumables like towels, wipes, and tokens.
•	 Inspect lighting and landscaping—bright, inviting spaces keep customers coming 

back.

Even small improvements—fresh mulch, clean windows, and clear signage—can make a 
big impact on perceived value.

Contiuned on page 6

See page 3 & 5 for details!

41ST ANNUAL PRODUCT SHOW
MARCH 24-25, 2026
VENDORS GET DISCOUNT SHIPPING
CLICK HERE FOR DETAILS

Spring is the perfect time to shake off the winter blues and get your carwash in top shape. 
With the busy season ahead, operators need to focus on equipment, facilities, and customer 
experience to maximize efficiency, revenue, and satisfaction. Proper site prep now can save 
headaches later and ensure your business runs smoothly all season long.

1. Inspect and Service Equipment

Winter can take a toll on carwash systems, from pumps and motors to conveyor belts and 
brushes. Start with a full equipment inspection:

•	 Check high-pressure pumps, motors, and vacuum systems for wear or leaks.
•	 Examine wash brushes, cloths, and nozzles for fraying or damage.
•	 Test chemical dosing systems to ensure proper calibration.

Pro Tip: Keep a log of maintenance and repairs. This makes future troubleshooting 
faster and helps identify recurring issues before they escalate.

SPRING
2026
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Dear HCA Members and Industry Partners,

We’re just weeks away from the 2026 HCA Product & Equipment Show, happen-
ing March 24–25 at the Beardmore Event Center in Bellevue, Nebraska! This year’s 
theme, “Wash Intelligence: Where AI Meets ROI,” puts a spotlight on the cut-
ting-edge technologies and strategies shaping the future of the carwash industry.

We’re especially excited to welcome our keynote speaker, Miguel Gonzalez, Presi-
dent and CEO of Micrologic. Miguel is a nationally recognized expert in artificial intel-
ligence and business innovation, and he’ll be sharing practical, actionable strategies 
for applying AI in real-world carwash operations. His dynamic presentation will not only 

give you a glimpse into the future but also provide tools and ideas you can implement immediately to boost efficiency 
and profitability.

This show isn’t just about listening—it’s about learning, networking, and leaving with ideas you can put to work 
immediately. From hands-on education sessions to innovative products and solutions from our exhibitors, the 2026 HCA 
Show is your opportunity to connect, grow, and get ahead for the year to come.
Mark your calendars, get your tickets, and start planning your schedule—you won’t want to miss this inspiring, for-
ward-thinking event.

Thank you for being a part of our community. We can’t wait to see you at the show and celebrate all the exciting oppor-
tunities ahead for our industry!

Sincerely,

Kristen Corbisiero
Interim Project Manager | Editor-in-Chief
kcorbisiero@heartlandcarwash.org
518-635-0375
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Letter from the Editor-in-Chief

Connect with us!

      @heartlandcarwashassociation
      @HeartlandCarwash
      Heartland Carwash Association

80% of the US population has at least one social media profile
Nearly 66% of people access popular platforms like Facebook daily

Nearly 90% of consumers say reviews play a role in discovering a local business
80% of consumers consult online reviews for local businesses

Writing for the carwash industry since 2006
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41ST ANNUAL PRODUCT SHOW
Wash Intelligence: Where AI Meets ROI
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The Beardmore Events Center
3730 Raynor Parkway, Bellevue, NE 68123

VENDORS:
Get more details on our site!

Each 10 x 10 booth: $1,000, includes 5 Passes and one 8’ banquet table. Additional 
booths: $750, includes an additional 5 Passes. Add on Vendor Passes: $75 each.

Step into a professional, polished space! Our convention floor is fully carpeted, and every 
vendor booth comes complete with premium pipe and drape—so your display looks as 
impressive as your products.

Save big with the Heartland Express! Our special shipping program cuts your shipping 
charges from 6 to just 4 when attending all three shows—meaning less hassle, lower 
costs, and more time to focus on showcasing your products. Check it out on page 5 or 
see our website for more details!

SPONSORSHIPS:
Get the details on our site!

Platinum $4,000
Gold $2,000
Silver $1,000
Bronze $500
Wash Tour Sponsor $1,500
Lunch Sponsor $3,000
Lanyard Sponsor $300
Tote Bag Sponsor $200
Prize Sponsorship $300-$100
Swag Sponsor $800

HOTEL:

Secure our rates now before they
expire on March 1, 2026!
See our website for additional information
about booking.

AIR TRAVEL:

The closest airport near is Eppley Airfield (OMA), located approximately 16.2 Miles from 
the hotel.

SPONSORS RECEIVE PREFERRED BOOTH LOCATIONS

REGISTER ONLINE AT
WWW.HEARTLANDCARWASH.ORG

Registration Opens

Exhibitor Setup

Continental Breakfast AND Keynote speaker: Miguel Gonzalez, a 
National AI & Business Innovation Expert from Micrologic

Breakout Discussions: What’s on Your Mind and What is Go-
ing on in Your Business, hosted by HCA Board Member Tony 
Petta from Quick Shine Express Carwash 

PM Lunch

Floor Open! Collect signatures on your BINGO card for a chance 
to win prizes!

Educational Seminar 1 Presented by Mike Ohlinger from OhmCo: 
From Google to Generative AI: Rethinking Your Car Wash 
Web Content

MONEX educational seminar by Quentin Vitko: The Future of 
Payment Technology: Explore how modern payment systems, 
data analytics, and emerging AI tools are transforming how car-
washes accept and manage transactions.

Show Reception & Awards w/cocktails & heavy hors d’oeuvres

Live Band: Enjoy a high-energy performance by Chad Lee, de-
livering an electrifying mix of country hits, classics, and crowd 
favorites

AM Breakfast Buffet & Annual Meeting

Carwash Tours, a rep from each location will ride the bus with us 
to offer discussion

Lunch with discussion by our sponsor, WindTrax, Inc. 

PM Floor Opens – Day 2 Specials

Raffle drawing *Must be present to win!*

Educational Seminar 2 Presented by Hopkins Printing

Educational Seminar 3 Presented by Johnathan Kierman from 
WelcomeMat: Car Wash Marketing in 2026: Winning in the 
Era of SEO, AEO & Intelligent Search

Exhibitor Move Out
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SHOW AGENDA
Tuesday 3-24: Day 1

Wednesday 3-25: Day 2

Agenda subject to change

https://www.beardmoreeventcenter.com
https://www.beardmoreeventcenter.com
http://www.heartlandcarwash.org
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Continued from cover

5. Plan Promotions & Marketing

Spring is a prime opportunity to boost traffic:

•	 Launch a spring cleaning promotion or discounted wash packages.
•	 Promote loyalty programs to turn one-time visitors into repeat customers.
•	 Leverage social media and email campaigns to highlight seasonal specials.

Marketing your spring readiness reinforces the message that your wash is professional, effi-
cient, and customer-focused.

6. Staff Training & Scheduling

With longer days and increased traffic, spring demands well-prepared staff:

•	 Review operations procedures and customer service standards.
•	 Cross-train employees to handle multiple roles during peak times.
•	 Adjust schedules for higher traffic and holiday weekends.

A confident, knowledgeable team ensures your spring season runs smoothly and customers 
leave satisfied.

Looking Ahead: Make Spring Maintenance a Habit

Spring prep isn’t just a one-time task—it sets the tone for the entire season. Establishing 
a checklist and routine ensures equipment longevity, operational efficiency, and a positive 
customer experience.

Spring Maintenance Checklist

•	 Full equipment inspection & preventive maintenance
•	 Winter cleanup: lots, bays, drains, and signage
•	 Safety and compliance checks
•	 Customer experience upgrades (POS, signage, lighting)
•	 Staff training & schedule optimization
•	 Marketing & promotional planning

By tackling these tasks now, operators can avoid costly downtime, improve efficiency, and 
provide a top-tier experience for customers when traffic spikes. Spring is the season to 
shine—both literally and figuratively.

Spring Into Growth: Smart Advertising
Strategies for Carwash Owners and Operators

Understanding the Spring Opportunity

Winter is often focused on maintenance washes and weather-driven traffic, but spring brings 
a different mindset for customers. People begin thinking about deep cleaning — both at 
home and in their vehicles. It’s the season of renewal.

This shift creates a powerful marketing angle for carwashes. Customers are looking for ways 
to remove months of salt buildup, clean interiors, and restore their vehicles after a long win-
ter. Messaging that highlights “spring cleaning for your car”, salt removal, or protecting your 
paint after winter damage can resonate strongly.

Spring is also a time when many drivers reconsider their habits. If they’ve been washing less 
during the winter or visiting competitors, this is your opportunity to bring them back.
Refresh Your Message

One of the simplest ways to advertise effectively in the spring is by updating your messaging 
to match the season. This doesn’t require a full rebrand or expensive campaign. Small adjust-
ments can make a big difference.

For example, instead of generic messaging like “Best Car Wash in Town,” focus on seasonal 
benefits:

•	 “Wash Away Winter Salt”
•	 “Spring Clean Your Ride”
•	 “Restore Your Shine After Winter”

Visuals matter as well. Bright colors, sunshine imagery, and clean vehicles can signal that the 
season has changed and it’s time to wash again.

Your exterior signage, digital menu boards, and website banners should all reflect this sea-
sonal transition. Customers should immediately feel that your wash is ready for spring.

Leverage Digital and Social Media

Today’s customers often discover and evaluate businesses online before they ever visit. That 
means your digital presence plays a crucial role in spring advertising.

Start by reviewing your Google Business Profile. Ensure your hours are correct, your photos 
are updated, and your reviews are current. Adding new photos of clean vehicles, your wash 
tunnel, or staff members preparing for spring can help attract attention.

Social media is another powerful tool for carwash operators. Platforms like Facebook and In-
stagram allow you to showcase the experience of your wash while staying connected to your 
local community.

Continued on page  10  

For carwash owners and operators, spring is more than just the end of winter — it’s one of 
the most important opportunities of the year to attract new customers and grow revenue. 
After months of road salt, sand, and harsh weather, drivers are eager to clean their vehicles 
and start fresh. At the same time, warmer weather means more driving, more road trips, and 
more opportunities for customers to visit your wash.

The businesses that benefit the most from this seasonal surge are the ones that prepare their 
advertising early and strategically. Spring marketing doesn’t have to mean huge budgets or 
complicated campaigns. Instead, it’s about being visible, relevant, and easy for customers to 
choose when they’re ready to wash.

Below are practical strategies carwash operators can use to make the most of spring adver-
tising.
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          ““HHeeaarrttllaanndd  EExxpprreessss””    
                      SShhiippppiinngg  PPrrooggrraamm  
 

    
   Shows and save BIG money on shipping??? 

 

  Heartland Express reduces that to 4 
 

 

How does it work – ABF ships your 

the HCA show ABF 
ABF will ship your exhibit home.  Reducing your cost to 

4 shipments. 
 

Addi�onal Savings – Because ABF all vendor freight and combining 
them into Full Truckload Shipments, Vendors realize the savings of not paying LTL (less 
than full truckload) rates. 
 

What are the warehousing Costs – ABF is providing 30-days free warehousing in-between 

delivery to your booth space. 
  

Will my Display be safe – ABF has enough trailers so that once your Display arrives at the 
next Show City, it will remain on  venue.  That 

, risking damages and it will be in a secure 
ABF Facility, locked in the trailer. 
 

What if we have �ues�ons while we are at the show – ABF will have people on-site at all 
 

 

ABF Point of Contact:  Timothy Allison, Senior Director Tradeshow Division 
p: (708) 458-8863 c: (708) 259-3718 Trade Show Shipping  

 

For a Quote Contact:  800 654 7019 and/or tradeshow@arcb.com  
Get your trade show display on the “Heartland Express” and start saving money today! 

 

A�end all � Spring Car Wash �rade Shows and 
save BIG money on shipping 

 
SCWA Show   Fort Worth, TX  Feb 25-27, 2026             
HCA Show    Council Blu s, IA  Mar 23-25, 2026 
ICA Show   Nashville, TN   May 11-13, 2026 
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Heartland Carwash Association’s
Newest Board Memebers
John Pinson
Vise President
Microligic

John Pison is based in St. Louis, Missouri, and has been in the carwash 
industry since 1997. His background includes 16 years in operations 
and the last 11 years on the vendor side. John spent a decade with 
CSI/NCS and currently serves as an Enterprise Sales Manager with Mi-
crologic.

In addition, John own a self-serve wash in Missouri. He has served on 
various boards, including local baseball leagues, and is an active mem-
ber of both the Elks and the Knights of Columbus. John can be reached 
at John.Pinson@micrologic.com or 510-725-7647.

Mel Ohlinger
Board of Directors
OhmCo

I am a data-driven CEO, Navy Veteran, and carwash enthusiast with 
a background in digital marketing and programming. My company 
makes carwash websites look great, work great, and rank competi-
tively.

Mike Ohlinger
Board of Directors
OhmCo

Synergistic para-thinking to coordinate with out-of-box concepts at 
post-30,000 ft. views with the ultimate goal of merging conceptual 
and “leaning-forward” values with classic principles: One more word 
and I’ll barf. Need help with carwash marketing? Go to OhmCo.

Preparing for the Rush: Staff Training
and Customer Education for the Spring

Carwash Season
For carwash owners and operators, spring represents one of the most important transitions 
of the year. After months of winter weather, road salt, and inconsistent wash traffic, warmer 
temperatures bring a surge of customers eager to clean and protect their vehicles. This sea-
sonal shift creates tremendous opportunity—but only for operators who are prepared.

While advertising and promotions help bring customers through the door, the real difference 
between a busy wash and a thriving one often comes down to two things: well-trained staff 
and educated customers. When employees understand how to deliver great service and cus-
tomers understand the value of what you offer, spring can become a powerful growth season 
rather than just a temporary spike in traffic.

Continued on page 12 
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Banners

Business Cards

Yard Signs

Direct Mail

Vinyl Window Clings

Stickers

Order Now at
Shop.HopkinsPrinting.com

NEED CAR WASH MARKETING
THAT ACTUALLY WORKS?
Professional print built for busy car
wash operators.

Fast, easy online ordering
Durable outdoor signage
options
Direct mail that drives
repeat business
Bulk pricing available
Professional quality,
reliable turnaround

Limited-Time Offer

10% Off 
Your First Order of $100+

Use Code: SPLASH10

Feather Flags Wall Decals

LOYALTY CARD
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Continued from page  6

Some simple social media ideas for spring include:

	 •	 Posting before-and-after photos of vehicles
	 •	 Sharing short videos of your wash in action
	 •	 Promoting limited-time spring wash packages
	 •	 Highlighting your team preparing for the busy season

Even one or two posts per week can keep your business visible and remind customers that it’s 
time to clean their cars.

Promote Memberships

Spring is an excellent time to grow your unlimited wash membership program. Many custom-
ers who return to the wash after winter are open to new habits, especially if they plan to keep 
their vehicle clean throughout the warmer months.

Consider promoting a Spring Membership Special, such as:

•	 The first month discounted
•	 A free upgrade on the first wash
•	 A limited-time “spring shine” membership bundle

Advertising these offers through signage, email, and social media can help convert occasional 
visitors into recurring customers. Membership programs not only increase revenue but also 
create consistent traffic throughout the year.

Use Email to Reconnect With Customers

If you’ve collected customer emails or phone numbers, spring is the perfect time to reconnect 
with them.

A simple email campaign reminding customers to “wash away winter” can drive immediate 
visits. Include a coupon, a membership promotion, or a limited-time upgrade to encourage 
action.

Email marketing is especially effective because it reaches customers who have already inter-
acted with your business. They know your wash and are more likely to return with the right 
reminder.

Partner With Local Businesses

Spring advertising doesn’t always have to happen online. Local partnerships can be incredibly 
effective for carwash operators.

Consider collaborating with nearby businesses such as:

•	 Auto dealerships
•	 Oil change centers
•	 Tire shops
•	 Convenience stores

These businesses share a similar customer base, and cross-promotions can benefit everyone 
involved. For example, you might offer a discounted wash to customers who show a receipt 
from a partner business, while they display your promotional materials in their waiting area.
Community partnerships not only increase visibility but also strengthen your reputation as a 
local business.

Highlight the Experience

Customers don’t just visit a carwash for a clean vehicle — they visit for convenience, speed, 
and experience. Your advertising should reflect this.

Instead of focusing only on price, emphasize what makes your wash unique:

•	 Fast wash times
•	 High-quality equipment
•	 Eco-friendly practices
•	 Friendly staff
•	 Convenient hours

If your wash has features like free vacuums, towel service, or advanced wash technology, 
make sure those benefits are clearly communicated in your advertising.

When customers understand what makes your wash different, they are more likely to choose 
you over competitors.

Prepare for Increased Traffic

While advertising is important, the customer experience ultimately determines whether peo-
ple return. As spring traffic increases, make sure your operations are ready.

Check equipment, update signage, and ensure your team is prepared for higher volumes. A 
positive first visit can turn a new customer into a long-term supporter of your business.

Spring advertising is most effective when it’s backed by a strong, consistent experience.

Turning Spring Into Long-Term Growth

Spring offers a natural marketing advantage for carwash operators. Customers are already 
motivated to clean their vehicles — your job is to make sure they choose your wash when 
they do.

By refreshing your messaging, strengthening your digital presence, promoting memberships, 
and engaging with your community, you can turn seasonal interest into lasting customer re-
lationships.

With the right advertising approach, spring isn’t just a busy season — it’s the start of sus-
tained growth for your carwash business.
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All on one scalable platform.

engineered to scale

micrologic.net
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ing that team members know their roles during peak hours.

For example, tunnel washes often rely on clear coordination between staff directing vehicles 
and those operating equipment. Even small miscommunications can slow down the line or 
create confusion for customers.

By practicing these procedures ahead of time, teams can develop a rhythm that keeps vehicles 
moving safely and efficiently.

High-volume periods also require employees to stay calm under pressure. Reinforcing team-
work and communication can make a big difference when lines begin to form.

Helping Customers Understand Spring Car Care

While staff training is critical, customer education is equally important. Many drivers simply 
don’t know how winter conditions affect their vehicles or how regular washing protects them.
Spring is the perfect time to share this information.

Educational messaging can be integrated into signage, social media posts, website content, 
or conversations at the wash. Topics might include:

•	 The importance of removing winter salt buildup
•	 How road chemicals can damage paint and metal
•	 The benefits of protective wax or sealants
•	 Why regular washing extends a vehicle’s lifespan

These messages not only inform customers but also reinforce the value of professional car-
washing.

When customers understand the “why” behind your services, they are more likely to visit reg-
ularly and invest in higher-level wash packages.

Using Visual Education

Sometimes the most effective education is visual. Before-and-after photos of vehicles that 
have been cleaned after winter can demonstrate the dramatic difference a wash makes.

Short videos showing the wash process, protective coatings being applied, or undercarriage 
cleaning systems in action can also capture attention online.

Digital screens or posters at your location can reinforce these messages while customers wait 
in line or use vacuum stations.

Visual education helps customers see the results they can expect—and builds confidence in 
your services.

Training for Membership Conversations

Many carwashes offer unlimited wash memberships, and spring is one of the best times to 
introduce customers to these programs. However, successful membership growth often de-
pends on how staff present the opportunity.

Training employees to explain memberships clearly and confidently can increase participa-
tion significantly.

Rather than delivering a sales pitch, staff can simply highlight the convenience and value 
of unlimited washing. For customers who plan to keep their vehicles clean throughout the 
spring and summer, memberships often make financial sense.

Continued on page  14

Continued from Page 8

Investing time in staff training and customer education before the spring rush begins can set 
the tone for the entire year.

Why Spring Is the Most Important Training Season

Winter operations can be unpredictable. Weather conditions, freezing temperatures, and fluc-
tuating traffic often mean that staffing levels shift and routines change. When spring arrives, 
however, volume increases quickly. Many drivers who avoided washing during cold weather 
suddenly return, bringing with them months of salt, sand, and grime.

This sudden influx can overwhelm teams that aren’t fully prepared.

Spring training is about ensuring that every team member—from new hires to experienced 
staff—understands the expectations for customer service, safety, and operational efficiency. 
Even small improvements in these areas can have a major impact when traffic increases.
Operators who dedicate time to training early in the season often see better throughput, few-
er mistakes, and more satisfied customers.

Reinforcing Customer Service Standards

Carwash customers typically spend only a few minutes at a location, but those moments 
shape their perception of your entire business. Friendly greetings, clear instructions, and 
helpful recommendations can transform a routine wash into a positive experience that cus-
tomers want to repeat.

Spring is an ideal time to reinforce customer service basics with your team.

Staff should be trained to greet customers confidently, answer common questions, and guide 
vehicles safely through the wash process. For locations that offer multiple wash packages, 
employees should also understand how to explain the differences between options.

This doesn’t require aggressive upselling. Instead, the goal is simple: help customers choose 
the service that best meets their needs.

When employees feel comfortable communicating with customers, they create a welcoming 
atmosphere that builds trust and loyalty.

Teaching Staff to Educate Customers

One of the most overlooked roles of carwash employees is that of educator. Many customers 
don’t fully understand the benefits of modern wash technology, protective coatings, or regu-
lar vehicle maintenance. A knowledgeable team can help bridge that gap.

For example, customers may not realize how damaging winter salt can be to paint, undercar-
riages, and metal components. Staff members who can explain the importance of removing 
salt buildup—especially early in the spring—provide valuable information that encourages 
repeat visits.

Similarly, if your wash offers protective products such as wax, sealants, or ceramic treatments, 
employees should understand how those services benefit the customer. Instead of simply 
naming the upgrade, they can explain what it does and why it matters.

This approach transforms a transaction into a conversation about vehicle care.

Preparing Staff for Increased Volume

As spring traffic grows, efficiency becomes just as important as customer interaction. Training 
should include operational practices that help the wash run smoothly during busy periods.
This may involve reviewing vehicle loading procedures, clarifying safety protocols, and ensur-
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Your Trusted Carwash PartnerYour Trusted Carwash Partner

www.coyotecarwashsystems.comwww.coyotecarwashsystems.com
Ames, Iowa  888-239-2982Ames, Iowa  888-239-2982

NEW FOR 2026NEW FOR 2026
The Ultimate Stainless Card Reader Add On Box

Stop By Booth C10/D10 And See How We Can Help You!Stop By Booth C10/D10 And See How We Can Help You!

Available for most credit card readers on the market.

Retrofit Card Reader Mounting Plate
Convert your card reader without converting your faceplate

High Cycle Direct Drive Garage Door Opener
A electric garage door opener, made for the car wash enviroment.

Card Reader Not Included

Card Reader Not Included

garage door supply inc.garage door supply inc.

TMTM

meriCanAmeriCanA
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Contiuinued from page 12

When team members understand the benefits and communicate them naturally, customers 
are more likely to sign up.

Creating a Culture of Learning

Staff training shouldn’t end after a single meeting or orientation session. The most successful 
carwash operators create a culture where learning continues throughout the year.

Short refresher sessions, quick team meetings before busy weekends, or occasional product 
demonstrations can help employees stay engaged and informed.

Encouraging staff to ask questions and share feedback also strengthens the team. Employees 
who feel invested in their work are more likely to provide excellent service.

This ongoing commitment to training ultimately improves both employee satisfaction and 
customer experience.

Building Loyalty Through Knowledge

At its core, the carwash business is about trust. Customers are trusting you with their vehicles, 
and they want to feel confident that your team knows what it’s doing.

Well-trained employees and informed customers create a powerful combination. Staff mem-
bers who understand the services they provide can explain them clearly, while educated cus-
tomers recognize the value of returning regularly.

Spring offers the perfect moment to build this connection.

By investing in staff development and customer education, carwash operators can turn sea-
sonal traffic into long-term loyalty—ensuring that the energy of spring carries through the 
rest of the year.

Welcome to the newest section of our newsletter where the suds get silly, the hoses go
haywire, and even the most seasoned carwash pros find themselves in hilarious predica-
ments. From slippery floors to unexpected spray mishaps, this is your front-row seat to the 
funniest moments behind the bays.

This screenshot is from a recent Facebook group discussion that caught our attention and 
sparked some great conversation.

Got a story that had your team laughing (or facepalming) after the rinse? Snap a photo, 
share your tale, and send it our way—we want to feature your Foam Fumbles in upcoming 
issues! Email us at: info@heartlandcarwash.org.

Heartland Carwash Association Board of Directors
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    john.pinson@micrologic.com 

TREASURER: 

KEVIN WEHDE . . . . . . . . . . . . . . . . . . . . . . . . .                         (515) 865-4044 
Simoniz - Ankeny, IA 50021 
simoniz.com

DIRECTORS

Axel Foley . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                             (402) 707.0044 
Koala Wash LLC 
admin@koalacarwashusa.com

Carol Hamel . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                           
    Hamel Manufactuiring Co 
    carolhamel007@gmail.com 

Matt Horton . . . . . . . . . . . . . . . . . . . . . . . . . . .                           (507) 529.4370 
    Heartman Insurance - Rochester, MN 
    heartman.com 

Michael Janes . . . . . . . . . . . . . . . . . . . . . . . . . .                          (920) 200-1502 
    OPW Vehicle Wash Solutions 
    michael.janes@opwvws.com  

Dan McNerney . . . . . . . . . . . . . . . . . . . . . . . . .                         (515) 491-6675 
Ver-Tech Labs - Rockford, MN 
ver-techlabs.com 

Mel Ohlinger . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                          
OhnCo 
mel@ohmco.com

Mike Ohlinger . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                         
OhnCo 
Mike@ohmco.com

Tony Petta  . . . . . . . . . . . . . . . . . . . . . . . . . . . .                            (815) 258.4507
Tower Car Wash - Blue Island, IL  
towercarwashes.com

Dante Pierangeli . . . . . . . . . . . . . . . . . . . . . . . .                       (515) 965.6276 
Casey’s General Stores - Ankeny, IA 
caseys.com

Mike Typer . . . . . . . . . . . . . . . . . . . . . . . . . . . .                            (785) 230-4578 
WindTrax 
mtyper@windtrax.com

http://simoniz.com
http://ver-techlabs.com

