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Deep Dive: Business Line Global Service

Car Wash Assist

Q&A

Today’s Agenda

Eric Ferreira da Silva

Eric Ferreira da Silva

All

Introduction Michael Drolshagen

Financial Summary Andreas Pabst

Storyline – TBD Kevin

▪ Today our next building block in 
the CMW series with a strong 
focus on our service business

▪ CMWs Serie – heute zum Thema 
Service – Alle zusammen 
ergeben unsere Equity Story

▪ Service sicherlich ein Thema zu 
dem es weniger schöne Bilder 
von Produkten gibt > deshalb 
etwas kürzer

▪ Erste Maschine verkauft der 
Vertrieb alle weiteren der 
Service

▪ Servic = Burggraben
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Upcoming Events

Event Language Date Time

Annual Press Conference German March 26th, 2026 11:00 am (CET)

Conference Call on the 
Results of FY 2025

English March 26th, 2026 3:00 pm (CET)

Tomorrow! on Thursday, March 26th we will publish our annual report 2025

Dial-in to our Annual Press Conference or our Conference Call on the Results of FY 2025

Dial-ins can also be found on our Investor Relations Website: www.ir.washtec.de/en/

Link to Annual Press Conference Link to Earnings Call on the 
Results of FY 2025



Introduction
Michael Drolshagen, CEO & CTO



WashTec’s overarching goals as solution provider

Comfort & ease of use

Economic success

Sustainability

Market trends WashTec’s overarching goals

Personnel shortages

Machine availability 
(Uptime)

Sustainability

ComfortStagnating numbers 
of carwashes

Quality

Storyline - Michael

▪ Quick Repetition of market 
trends and overarching goals

▪ Highlight why Service is of such 
an high importance for Washtec’s 
overall strategy

▪ Uptime / Comfort & ease of 
use / Quality

▪ And of course recurring 
business and while sales 
reps only see our customers 
every couple of years, our 
service technicians see our 
clients multiple times a year

▪ …
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Transformation to a data driven service offeringTraditional service offering 

Full-service 
maintenance 

contracts My.Carwash

Reactive service / 
Helpdesk

Remote service

2021 2025

Our Carwash equipment operates 
daily in very harsh and demanding 

environments
(humidity, cold/hot temperatures, chemicals, dirt)

Preventive Failure 
Detection

2024

Storyline - Michael

▪ High level – how is Service 
changing over the years

▪ We transform into a solution 
provider > Service key 
component of solution offering

The business of our customers 
requires the highest Uptime and 

availability performance from our 
machines

WashTec Service is ensuring a 
continuous and reliable operation 

of our customer‘s sites through 
preventive and corrective 

measures and best-in class 
reaction time

Milestones in WashTec’s history: 
Service has always been at the heart of WashTec 
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2024: ~250
employees

2024: >1,500
employees

› ~ 1.800 employees worldwide

› With more than 700 service 
employees worldwide we 
ensure high uptime for our 
customers

Industry leader in service

North America

PY 79%

Europe and Other

Worldwide

Operations

Service

Sales

R&D

Admin

1%

Apprentices50%

Service

Others Others

40%

Service

SmartService for maximum availability, minimal downtime and full cost control.

› Dense service network: Over 700 service employees, always nearby

› Fast spare parts availability: Decentralized warehouse concept and express delivery

› Service hotline: 98% of calls are answered personally immediately

› Transparent status information and Remote Support+ for fast problem solving

Storyline - Michael

▪ Die Service Organisation ist 
unser Burggraben

▪ Die Service Organisation ist das 
Ohr beim Kunden

▪ ..

Gerne auf der Tonspur mit 
plastischem Beispiel warum Service 
so wichtig ist … wichtig aber auch – 

unsere Maschinen brauchen den 
Service nicht wegen manglender 

Qualität!

Stichwort: good service – bad 
service

Bitte aufpasen warum 
man dann eine Karte hat – 

Aussage muss sein 
Service ist überall mit 
vielen FTE hinterlegt!
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SmartService for maximum 
availability, minimal downtime 
and full cost control:

› Dense service network: Over 
700 service employees, 
always nearby

› Fast spare parts availability: 
Decentralized warehouse 
concept and express delivery

› Service hotline: 98% of calls 
are answered personally 
immediately

› Transparent status 
information and Remote 
Support+ for fast problem 
solving



Deep Dive: 
Business Line Global Service

Eric Ferreira da Silva, Head of Business Line 



The largest geographical coverage efficiently serving customers: 

   

WashTec’s Global Service at a Glance

> 700 WashTec employees in Service and 300 in our Partner Network 
 Augsburg (Central Steering)
 with 14 own service entities in Germany, Austria, France, Benelux, UK, Spain, Italy, Denmark, Norway, Poland, USA, 

Canada, New-Zealand, Australia 

 
 6-7 interventions  per year at our Car Washes sites
 250.000 Service Reports generated with a first fix rate of 87%, 
 Support in all local languages
 Certificates: ISO 9001/14001/50001

 WashTec is an attractive company for service workforce thanks to its strong Brand, local entities adapted to market 
conditions, Best-In-Class working conditions and competence management

 

Storyline - Eric

▪ Auch wenn Michael bereits eine 
Intro gemacht hat > nochmal 
kurz alle Zuhöhrer mit den 
eigenen Worten abholen: 
Weshalb ist Service so wichtig 
für WashTec

▪ ..
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Long-term development of service revenues

2016 2021 2022 2023 2024 2025

97.1

113.5
125.6

137.1
144.6

155

CAGR’16-’25: 5.3% CAGR’21-’25: 8.1%
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26% 26% 26% 28% 30% 31%▪ Service revenues of WashTec 
were growing continuously over 
the past years, especially since 
2021

▪ The business line Service grew 
from 2016-21 in line with the 
WashTec Group, since 2022 
however, the BL Service 
increased its share steadily 
from 26% in 2021 to 31% in 
2025 – main reasons are:

− Increase of geographical 
coverage

− Pricing power

Service revenue Service revenue in % of Group revenue



Service activity spectrum:
a comprehensive service portfolio for our complete product range

~30%

Preventive maintenanceDigital Platform Repair

Warranty & Goodwill

Installation at customer site Remote Support

~8%

Spare Parts 

~55%

Storyline - Eric

▪ Hintergrundinfos zum Bereich 
Service vermitteln – welche 
Activities gibt es und ggf. auch 
wie ist der Bereich aufgebaut / 
Strukturiert (machen die 
Service Techniker alles ..)

▪ Hinweis, dass Installationen 
fast immer von externen 
vorgenommen werden – Erste 
Inbetriebnahme von unserem 
Service
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Support by WT-Central

Training, Admin etc.

~7%

Share of total working hours performed by the 
WashTec Service Organization including Subcontractors



By Call & spare parts
▪ Re-active support in all markets ensuring 87% first fix rate performance
▪ Helpdesk available in all local languages
▪ Spare parts supply, also through Webshop

Key Accounts
▪ SLA based service for complete networks across multiple countries, 

ensuring service performance across whole Key Account network
▪ Case management, financial model adapted to Key Accounts
▪ Remote monitoring supporting highest Uptime performance.

Non-Key Accounts
▪ High service performance 
▪ Remote monitoring insuring highest Uptime
▪ “Worry-free” full maintenance contract giving a stable cost base to 

our customers. 
▪ Strong market position allows premium pricing

WashTec Service Portfolio: overview of market segments

~6
0%

Key Accounts under 
service contracts

By-Call & spare partsOther customer 
under service 

contracts

Labor

Material
Margin

▪ Strong market position 
allows premium pricing

▪ SLA based service for 
complete networks across 
several countries

▪ Re-active support in all 
markets ensuring 87% first 
fix rate performance

▪ Spare parts supply, also 
through Webshop

Up-Time
Reaction time

Fix-rate

Completion rate maintenance

26%* 14%* 60%*

Notes: 
*) Revenue share to total revenue Service before consolidation effects

Storyline - Eric

▪ Erklären wie verteilen sich die 
Umsätze heute 

▪ Wie wollen wir unsere KA und 
NKA in langfristigen Verträgen 
binden

▪ TBD – Bundling / Global Scope
Configurator

TBD

~70%

~30%

Active customers
Sleeping Customers

~ 
2/

3
~1

/3

~4
0%
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Strong position: Service share by region

€125m

>40%

~70%

Europe and other

Service Revenue FY25:

Installed base:

Machines with 
WashTec Service

€31m

Share of service contracts: ~30%

Roll-Over 86%

Jet Wash 11%
Tunnel 3%

~5,500

~55%

Roll-Over 73%

Truck & Bus
8%

Tunnel 
3% Jet Wash 

17%

~38,000

€155m

~40%

Roll-Over 74%

Truck & Bus
7%

Tunnel 
3% Jet Wash

16%

~43,500

~65-70%

North America WashTec Global

Notes: 
1) Ratio calculated with Roll-Over Equivalents installed for countries with own WashTec service technicians.

#of Service Employees / 
Service technicians

~70 ~32

Storyline - Eric

▪ Service Organisation anhand 
von einigen Kennzahlen 
erklären  + wie unterscheidet 
sich Service in Europa und 
USA?

▪ Auf Tonspur nebenbei 
erwähnen: Service Umsätze 
hier sind von 2024, die Zahlen 
von 2025 werden erst morgen 
veröffentlicht, aber wir werden 
eine aktualisierte Version mit 
den 2025 Zahlen hochladen

▪ USA: Haben Regionen in denen
wir denser werden können +
USA sind wir führer in Online
Service

▪ Europa: #Machines / Tech(1)

~630 /~490 ~120 / ~90 ~750 / ~580
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Fragmented competitive environment with a large number of active players. The main 
competitors are the ones active in the carwash Equipment business.

Competitive Environment Service in  Europe

Carwash Equipment 
manufacturers with own 

support & service 
business

Local carwash 
maintainers with small 

structure
(…)

(…)

Please note: The size of the bubbles does not indicate market share.

Multinational service 
providers, covering Support & 
Service for refueling stations

(…)

Storyline - Eric

▪ Das Service Offering ist bei 
vielen Kunden / insbesondere 
bei KA zum Zeitpunkt der 
Anschaffung ein 
entscheidendes Kriterium > 
hier stehen wir mit Christ, 
Istobal & co im Wettbewerb 
aber bezogen auf die 
Gesamtlösung und die Total 
Cost of Ownership

▪ Nachdem wir aber keine Istobal
Maschinen Servicen
(normalerweise) sind unsere 
Wettbewerber kleine lokale 
Service Anbieter, oder aber 
große Full Service Tankstellen 
Service anbieter

Es fehlt die Aussage, warum es auch 
für den Mum & Pap Shop von Vorteil 

ist, bei uns den Service zu kaufen
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WashTec Service – 
Main drivers of sustainable future growth and profitability

Storyline - Eric

▪ Übersichtsseite  - wie wollen 
wir im Service Wachsen 
(Topline und Bottom Line)

Efficiency gainsRevenue growth

Main areas:

1) Bundling: sell service 
contracts together with 
equipment

2) Introduce new smart / digital 
products

3) Increase regional coverage  
4) Extent service offering to 

carwash related areas

Main areas:

1)  Efficiency through introduction 
 of digital tools 

2)  Efficient onboarding  of new 
service technicians & training

3)  Program installation cost 
 reduction / introduction Hub
 concept

Sustainability

Main areas:

1) Digital tools allow remote 
servicing with lower travel 
activity of service 
technicians and hence less 
CO2 emissions

2) Service improves longevity of 
machines

Wir brauchen eine Übersichtsseite – wo kommt das zukünftige Wachstum her:

A: Mehr Umsatz:

• Weitere Service Techniker in Regionen in denen wir heute unterrepresentiert sind => Seite 
von Struwe / peter Reindl -  anfragen > Heatmap Service Deutschland – Karte mit Service 
Technikern und Maschinen

• Neue Produkte (Bay Cleaning Mud Cleaning)

• Neue Smart / Digital Produkte 

• Kundenbindung (Best in class service, langfristige Verträge etc., Bundling)

B: Steigerung der Effizienz

▪ Program Installation Cost reduction (Hub Concept + schnellere Abläufe etc.)

▪ Effizienz durch digitale Lösungen und unsere Smart Tools (effizienteres Dispatching)

▪ Effizienteres Onboarding / WashTec Akademie

▪ (TBD: Servicetechniker aus Polen)

C: Und wir wollen Nachhaltig sein

➔ Zu den wichtigen Themen anschließend jeweils eine Detailseite
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Exemplary service heatmap Germany
Storyline - Eric

▪ Details > wie wollen wir 
Wachsen

By combining our data from 
our equipment like:

- type of equipment

- age of equipment

- last services etc.

and data about our service 
technicians in the field like:

- experience and knowledge

- distance

We can efficiently exploit our 
service business.

Based on that data we are able 
to reduce our indirect service 
cost with AI tools in near 
future.
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Future growth through additional digital and traditional service offerings

New digital / smart Products Extent service offering to carwash related areas

Storyline - Eric

▪ Details > wie wollen wir 
Wachsen
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Real time monitoring CarWashAssist

MyWashTec Platform EasyCarWash PRO/4U

Ein Bild, das Grafiken, Symbol, Grafikdesign, Schrift enthält.

KI-generierte Inhalte können fehlerhaft sein.

Bay Cleaning Mud Recycling

Refill / Top-up Service

https://www.washtec.com/de/de/produkte/wasserrueckgewinnung/


Installation cost reductions

Strategic Objectives

▪ Significant shortening of installation process

▪ Solving bottleneck of installation capacity 

▪ Reduce overall installation costs

Major components and status

▪ Introduction of hub concept (start of south HUB on March 30th)

▪ Flexibilization of installation teams for more efficient capacity 
utilization

▪ Alignment of processes between sales, procurement, 
manufacturing, and installation

▪ Reduction of complexity in periphery and small parts for installation

Expectations

▪ Program on track, will see significant savings by 2027

Major components

Local HUBs
Consolidation Centre

Augsburg

Suppliers Nyrany ,CZ

Customer Site

Deliver within 2 days

Machines 

Add. componentsComponents

Installation 
Efficiency

▪ Shorten installation 
process

▪ Flexible and 
decoupled logistics

▪ Reduce bottleneck in 
installation capacity

Jetzt eigne Seite (siehe 
vorherige Slide)

Storyline - Eric

▪ Details > wie wollen wir 
Wachsen
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Further development of 
MyWashTec Platform

WashTec Service – Efficiency Levers accompanying the revenue growth

Leverage of Digital Backbone WashTec Academy

Storyline - Eric

▪ Details > wir wollen wachsen 
und effizienter werden

▪ Service becomes more
important > more service
technicians > Academy for
faster onboarding

Kann man auch unter dem Aspekt: 
wir Investieren in den Service sehen.

Daher CAPEX und Aufbau der 
Service Techniker (→ siehe Anfrage 

an A. Metzger)
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Service deployment 
➔ Leveraging Digital & AI Preventive failure correction

Process integration

▪ Foundation of new WashTec Academy in Q1 2027

▪ Reduce time of training phase for new technicians

▪ Strengthen Service Quality and upskill competence level



Carwash Assist
Eric Ferreira da Silva, Head of Business Line Global Service



Our solution – CarWash Assist



The “carwash equation”: Up-time of the machine is the most relevant factor

An operator is earning money only if the machine is washing …

NUMBER OF WASHES PRICE PER WASH REVENUE
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CarWash Assist offers support for your wash customers

Often too few and poorly trained staff
on site leads to frustration among
carwash customers.

CarWash Assist increases customer
satisfaction, saves man hours
and increases turnover.

Higher 
uptime

Happy 
customers

Quick 
response

More 
washes
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CarWash Assist
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What does CarWash Assist consist of?

▪ Our team of experts monitors the status of 
the machine, is alerted by the system in the 
event of errors and is contacted directly by 
car wash customer in case of problems

▪ Four cameras provide a live, 360° view of the 
car wash and archive all events for up to five 
days (e.g. can be used in case of accidents).

▪ State-of-the-art technology enables our 
experts to control the machine remotely. 
Due to security policy, on-site confirmation 
of car wash customer or staff is required to 
set machines in motion.

▪ Third-party devices can also be connected 
and remotely controlled using our IoT-
gateway (e.g. turning on/off lights, 
compressors, controllers and more).
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Benefits of CarWash Assist

Benefits for our Customers Benefits for WashTec

▪ Higher customer satisfaction and loyalty
▪ Regular revenue streams
▪ Enabler to bundle digital tool with long-term 

service and consumables contracts
▪ Increased operational service efficiency 

through remotely solved issues

(Existing) service 
contract

with WashTec

Chemicals must
be purchased from 

AUWA

Monthly fee for
 support services and 

hardware/software

▪ Higher customer satisfaction and therefore 
also higher customer loyalty

▪ No need for trained onsite staff (also allows 
unmanned sites)

▪ Higher uptimes
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Financial Summary
Andreas Pabst, CFO



Why is service key – the financial perspective

Average lifetime revenue per machine Service EmployeesProfitability (CM3) by Business Line

50-60%

20-30%
15-25%

Equipment
Service

Consumables

7-12%

Equipment

17-25%

Service

25-30%

Consumables

CM3 Margin Direct costs

5%

75%

20%

Group
Indirect

Service Technicians

› Individual revenues show broad variety 
over the different locations and product 
offerings (rollover, tunnel…)

› Calculation based on avg. lifetime of 10 
years with 8.500 washes p.a.

› Highest CM3 margin in Consumables, 
followed by Service and Equipment

› CM3 includes gross profit and selling 
expanses

› Ratio of direct service technicians 
increased by ~1% compared to PY

› Group service in charge of establishing 
group products and standards

› Indirect service in charge of all back-office 
and deployment
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How to achieve mid-term revenue increase

in €m

61%

26%

12%
1%

2022

57%

28%

13% 1%

2023

55%

30%

14% 1%

2024

54%

31%

14% 1%

2025

100%

2027 (MTP)

482.2 489.5 476.9 498.6

559.5

Equipment Service Consumables Other

Mid-term plan – revenue by business lines How to expand recurring revenues – in terms 
of service:

› Increase customer loyalty – service excellence 
is key

› Bundling of our offerings (e.g. via Global Scope
Configurator)

› Digitalization (e.g. CarWashAssist, Subscription 
models)

2026

~50%2027
38%

Revenue split:

45%20252022

Recurring revenues Equipment



Overview of major non-financial KPIs in Service

Service Reports Service Reports / 
Service Technician

Sleeping CustomersProductivity First Fix Rate

2025

>85%

2025

~30%

2025

>85%

2025

~250.000 per year

▪ Technician productivity as 
key indicator for service 
resource usage and 
deployment efficiency

▪ Activity indicator enabling 
an efficiency trend steering

▪ WashTec as solution 
provider with plenty of 
opportunities to grow with 
existing equipment 
customers 

▪ Learning curve of new 
service technicians – new 
hirings will increase REV 
and profitability

▪ Leading capability in fixing 
customer issue with one 
intervention

+1% 
vs.PY

+2% 
vs.PY

+1% 
vs.PY

~500 per year

v

2025

-1% 
vs.PY
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Q&A





Disclaimer

Cautionary note with regard to forward-looking statements: This document contains forward-looking statements and statements of future expectations 

that reflect management's current views and assumptions with respect to future events. Such statements are subject to known and unknown risks and 

uncertainties that could cause actual results, performance or events to differ materially from those expressed or implied and that are beyond WashTec 

AG's ability to control or estimate precisely. In addition to statements which are forward-looking by reason of context, the words 'may, will, should, expects, 

plans, intends, anticipates, believes, estimates, predicts, potential, or continue' and similar expressions identify forward-looking statements. Actual results, 

performance or events may differ materially from those statements due to, without limitation, (i) general economic conditions, (ii) future performance of 

financial markets, (iii) interest rate levels (iv) currency exchange rates (v) the behaviour of other market participants (vi) general competitive factors (vii) 

changes in laws and regulations (viii) changes in the policies of central banks, governmental regulators and/or (foreign) governments (ix) the ability to 

successfully integrate acquired and merged businesses and achieve anticipated synergies (x) reorganization measures, in each case on a local, national, 

regional and/or global basis. WashTec AG does not assume any obligation and does not intend to update any forward-looking statements to reflect events 

or circumstances after the date of these materials.

No obligation to update information: Due to rounding, numbers presented throughout this and other documents may not add up precisely to the totals 

provided and percentages may not precisely reflect the absolute figures. WashTec AG does not assume any obligation and does not intend to update any 

information contained herein.

No investment advice: This presentation is for information only and shall not constitute investment advice. It is not intended for solicitation purposes but 

only for use as general information. All descriptions, examples and calculations contained in this presentation are for illustrative purposes only. 
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