
Grow Your 
Revenue Today!



Increasing Revenue

Increase # Customers

Increase Visits / Customer 

Increase Avg. Spend/Wash



Increasing Revenue

Increase # Customers

Increase Visits / Customer 

Increase Avg. Spend/Wash

Increase spend per wash per customer. Typically easiest to impact 
quickly through pricing, menu management and offering innovation. 

Benchmark average ticket/car. 



Increasing Revenue

Increase # Customers

Increase Visits / Customer 

Increase Avg. Spend/Wash

Reward loyal customers and increase number of visits. Benchmark 
total visits or annual/lifetime value of customer 



Increasing Revenue

Increase # Customers

Increase Visits / Customer 

Increase Avg. Spend/Wash

Attract completely new customers to site. Typically expensive, 
consistent, outbound communications for established locations. 

Benchmark with redemption, market conditions



The Clutter Factor

A person sees 

5,000
messages a day 

on average

A person sees 

5,000
messages a day 

on average



Consumer Buying

▪ Data continues to represent 
consumers wash 4 times 
annually

▪ Among professional wash 
users, medium users up 
significantly to 56% from 9% 
in 2014

▪ Number of frequent wash 

members almost doubled to 
21% from 12% in 2014- and 
are most satisfied group on 
survey

▪ Only 11% received an offer 

from a car wash in previous 
year 16%

30.8%69.2%
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40%

44% 
EXCLUSIVELY EXCLUSIVELY

Source: 2016 ICA Consumer Survey



Why Do Consumers Wash?

It’s an EMOTIONAL Reward!



Menu Design

Capture consumers attention & sift 

through the clutter 

▪ Appealing

▪ Colorful

▪ Relevant

▪ Easy to read

▪ Visible from distance

▪ Organized



Menu Design

Order of packages, best to most basic, should 

read in the direction of one of the following:

▪ Top-down

▪ Left to right

▪ Big to small; best package is top/first/biggest

Best package:

▪ Most visible

▪ Takes up the most space

▪ Best value



Menu Design

Don’t give away too much in the lowest 

priced package

▪ No incentive to buy up

▪ Bottom wash is basic, no frills

Wash package names should clearly 

differentiate

▪ Deluxe, Complete, Premium:

What’s the difference?

▪ Descriptive package names



Sample Menu

Price Take Rate

$7 33%

$8 20%

$9 26%

$11 21%

Avg. $8.56



How Many? 



3 Versus 4 Packages



3 Package ~

$12 – 30%

$10 – 32%

$8 – NA 

$8 – 38% 

▪ Changes result in $9.84/car v. $8.56/car

3 Versus 4 Packages



Sample Menu

• Eliminating middle package, 

updating look and 

optimizing price changed 

our average revenue per 

car to $9.84

• Increase of $1.28/car, 

$12,800 per 10,000 cars 

washed

• Limited cost -marketing 
materials



Pricing

You can always promote price down… 
however, it’s difficult to go up again.

Price Points

• Generally, stay with even numbers

• Avoid $13 price point

• $10, $15, $20 are key price points. $9, $14, $19 

- it’s the same

• Price should be consistent with value 

proposition of wash package and identity



New Menu!

• Added new top package with 

added applications supported by 

bay signs and lighting. 

• Price at $15

• Assuming a minimal take rate of 

10%, average car rate $10.24-

additional .40/car

• Total changes from $8.56 to $10.24 

average

– $1.68 car= $16,800 profit/10k cars

– Limited costs to implement

Smart Menu Management Creates 

More Revenue! 
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