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SITE ANALYSIS DASHBOARD

SUMMARY

/10 O V E R A L L

S I T E

S C O R E

A V E R A G E

What does my site score average mean?

Site scoring is a method to visualize data that determines the top-
line or revenue-producing aspects of the location. It is comprised
of the categorical scores with weighting to achieve the average.

It is important to understand that site scoring does not directly
translate to profitability because capital expenditures, loan
considerations, and other factors effect the bottom line.

A simplified example would be a location with a site score of 9
with a project cost of $7 million compared with a second location
scoring 7 with a project cost of $3 million. Site scoring is an
important aspect of return on investment, but is only one
landmark within a landscape of considerations.

Location Type

Retail Draw, Complimentary Businesses, Customer Base Aggregation

O n l y

A v a i l a b l e

O n  P r e m i u m

Demographics

Population Within 3 mile Radius
9 . 5

Demographics

Population Within 5 mile Radius
1 0 . 0

Local Economy

Growing, Stagnant, or in Decline
1 0 . 0

Site Visibility

Impulse Purchases & Passive Marketing

O n l y

A v a i l a b l e

O n  P r e m i u m

Traffic Quantity

Daily Average Volume in Both Directions on Primary Drive
9 . 0

Traffic Quality & Speed

Commuter/Local Travelers, Immediate Practical Speed (mph)

O n l y

A v a i l a b l e

O n  P r e m i u m

Site Accessibility & Queuing

Commuter/Local Travelers, Immediate Practical Speed (mph)

O n l y

A v a i l a b l e

O n  P r e m i u m

Vacuum Space Quantity

Allowing for Adequate Peak Volume Processing

O n l y

A v a i l a b l e

O n  P r e m i u m

Competition Levels

Relative Levels of Express and Full-Serve Washes, 3 mile radius

O n l y

A v a i l a b l e

O n  P r e m i u m

Get the Complete

Site Score with

Premium

Insite Analytics™
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SITE ANALYSIS PROCESSING DATA

DEMOGRAPH IC BREAKDOWN

3 Mile Radius 5 Mile Radius

P o p u l a t i o n 106,827 239,276

A v e r a g e

H o u s e h o l d  S i z e

*  T a r g e t  s i z e  >  2 . 1

2.79 2.74

P o p u l a t i o n  %

A g e  2 5 - 6 5

*  T a r g e t  %  >  5 4 %

I n c o m e  A v e r a g e

%  A b o v e  $ 5 0 , 0 0 0

A n n u a l l y

*  T a r g e t  %  >  5 0 %

49.1% 49%

62% 60.7%
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SITE ANALYSIS DASHBOARD

RETA IL  KEY  PERFORMANCE INDICATORS

TOTAL  NET INCOME

3 YEARS

Conservative

Model

Expected

Model

Aggressive

Model

Only Available with Prem
ium

 Insite Analytics™

5

ANNUAL RETAIL VOLUME
(VEHICLES) - YEAR 1

ANNUAL REVENUE
YEAR 1

ANNUAL NET  INCOME
3 YEAR AVG



SITE ANALYSIS DASHBOARD

MEMBERSH IP  KEY  PERFORMANCE INDICATORS

RETURN ON INVESTMENT

EXPECTED MODEL

YEAR 1 YEAR 2 YEAR 3

Only Available with Prem
ium

 Insite Analytics™
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MONTHLY AVERAGE
MEMBERSHIP QTY.

EXPECTED MODEL

ANNUAL MEMBERSHIP
REVENUE

EXPECTED MODEL

CAPITALIZAT ION RATE
EXPECTED MODEL



SITE ANALYSIS PROCESSING DATA

SITE -SPECIF IC INFORMATION
Site Visibility for Daily

Customer Traffic

Additional Retail Draw
from Other Business

Site Ingress & Egress
from Main Street

Vehicle Stacking before
Paying Stations

Vehicle Stacking before
Pay Stations

COMPETIT ION PACKAGE PRICING

1  M i l e  R a d i u s 1 - 3  M i l e  R a d i u s

Full Service

Competitors

Express Service

Competitors

R E TA I L

P a c k a g e  1 $

P a c k a g e  2 $

P a c k a g e  3 $

P a c k a g e  4 $

M E M B E R S H I P

P a c k a g e  1 $

P a c k a g e  2 $

P a c k a g e  3 $

P a c k a g e  4 $

VOLUME CAPACITY  CONSIDERATIONS

Quant i ty of Pay Stat ions

for  Volume Capaci ty

Conveyer  Length

Pay Stat ion Max

Through-Put  Per  Hour

Ant ic ipated Conveyor

Speed(Cars Per  Hour)

Max  Volume Through Pay

Stat ions per  Hour

Max  Expected Volume

Through-Put  on Conveyor

(Cars Per  Hour)

Only Available with Prem
ium

 Insite Analytics™
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CAPITAL EXPENDITURE

CAP ITAL  EXPENDITURE PROJECTION

Land Contract Amount

Building & Site Construction

Car Wash Equipment

Contingency Funds (Overages)

Startup Working Capital

Bank Loan Fees

Development

Architectural & Engineering

Construction Interest

Tap Fees: Water & Sewer

TOTAL

Notes on the Break Even Proforma

The purpose of the Break Even Analysis is to
demonstrate the amount of revenue required in
order to be neutral on a project year one after
the loan payment and all expenses are paid.
Lending institutions focus on risk for
underwriting loans, which requires the Break
Even analysis for evaluation.

Land Contract

Amount

Car Wash

Equipment

Design &

Development

Building &

Site Construction

Financing

Tap Fees:

Water & Sewer

Only Available with Prem
ium

 Insite Analytics™
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FINANCIAL PROJECTIONS

FINANCIAL  DATA

Owner Equity

Financed Amount (Real Estate)

Financed Amount (Equipment)

Total

DEPRECIAT ION

To t a l Su b ject  t o  D ep r ecia t io n

Yea r s  t o  D ep r ecia t e

An n u a l D ep r ecia t io n  Amo u n t

LOANS & MORTGAGE

Monthly Mortgage

Interest Rate

Loan Term

Annual Mortgage Year

1

Interest

Principal

TOTAL

Annual Mortgage Year

2

Interest

Principal

TOTAL

Annual Mortgage Year

3

Interest

Principal

TOTAL

Financed Amount

(Real Estate)

Financed Amount

(Equipment)

Owner Equity

Loan Amor t i zat ion

Year 1 Year 2 Year 3 Year 10 Year 20

I nteres t P ri nci pal

Only Available with Prem
ium

 Insite Analytics™
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PERFORMANCE ANALYSES EXPECTED YEAR 1

VEH ICLE  WASH  VOLUMES BY  CATEGORY

R E TA I L M E M B E R S H I P

Daily Average

Monthly Average

Annual Average

TOTAL Volume

REVENUE BREAKDOWN -  RETA IL

Package Price % Sold
Daily Washes /

Package

Daily Retail

Revenue

Package 1

Package 2

Package 3

Package 4

Package 5

TOTALS

Retail Ticket Average
 

Ret ai l  P ackage Sales

M O N T H LY  G R O S S

R E T A I L  R E V E N U E

A N N U A L  G R O S S

R E T A I L  R E V E N U E

Only Available with Prem
ium

 Insite Analytics™

10



PERFORMANCE ANALYSES EXPECTED YEAR 1

REVENUE BREAKDOWN -  MEMBERSH IP

Monthly

Average Member Accounts

Expected Washes/Member

Total Wash Count

Ticket Average

Revenue

Annual

Ticket Average/Member

Ticket Average/Wash

Member Wash Count

Member Revenue

REVENUE BREAKDOWN -  MEMBERSH IP

Opening Campaign Sign-Ups

Daily Average Membership Adds

Monthly Average Growth

Membersh ip Sign-Ups by  Month

Jan Feb Mar Apr May Jun Jul Aug Sep Oc t Nov Dec

Only Available with Prem
ium

 Insite Analytics™
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PERFORMANCE ANALYSES EXPECTED YEAR 2

VEH ICLE  WASH  VOLUMES BY  CATEGORY

R E TA I L M E M B E R S H I P

Daily Average

Monthly Average

Annual Average

TOTAL Volume

REVENUE BREAKDOWN -  RETA IL

Package Price % Sold
Daily Washes /

Package

Daily Retail

Revenue

Package 1

Package 2

Package 3

Package 4

Package 5

TOTALS

Retail Ticket Average

M O N T H LY  G R O S S

R E T A I L  R E V E N U E

A N N U A L  G R O S S

R E T A I L  R E V E N U E

REVENUE BREAKDOWN -  MEMBERSH IP

Monthly

Average Member Accounts

Expected Washes/Member

Total Wash Count

Ticket Average

Revenue

Annual

Ticket Average/Member

Ticket Average/Wash

Member Wash Count

Member Revenue

REVENUE BREAKDOWN -  MEMBERSH IP

Opening Campaign Sign-Ups

Daily Average Membership Adds

Monthly Average Growth

Only Available with Prem
ium

 Insite Analytics™
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PERFORMANCE ANALYSES EXPECTED YEAR 3

VEH ICLE  WASH  VOLUMES BY  CATEGORY

R E TA I L M E M B E R S H I P

Daily Average

Monthly Average

Annual Average

TOTAL Volume

REVENUE BREAKDOWN -  RETA IL

Package Price % Sold
Daily Washes /

Package

Daily Retail

Revenue

Package 1

Package 2

Package 3

Package 4

Package 5

TOTALS

Retail Ticket Average

M O N T H LY  G R O S S

R E T A I L  R E V E N U E

A N N U A L  G R O S S

R E T A I L  R E V E N U E

REVENUE BREAKDOWN -  MEMBERSH IP

Monthly

Average Member Accounts

Expected Washes/Member

Total Wash Count

Ticket Average

Revenue

Annual

Ticket Average/Member

Ticket Average/Wash

Member Wash Count

Member Revenue

REVENUE BREAKDOWN -  MEMBERSH IP

Opening Campaign Sign-Ups

Daily Average Membership Adds

Monthly Average Growth

Only Available with Prem
ium

 Insite Analytics™
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PERFORMANCE ANALYSES EXPECTED SUMMARY

REVENUE

Y E A R  1 Y E A R  2 Y E A R  3

Retail Volume - Annual

Retail Increase

Retail Sales - Annual Gross

Membership Volume - Annual

Membership Pass Quantity - Average Monthly

Membership Revenue - Annual Gross

Annual Gross Revenue

Annual Gross Revenue % Increase

EXPENSE

Operating Expenses (Average)

Annual Operating Expense Amount

Annual Depreciation Expense

Annual Loan Interest Expense

Total Expenses

PROFITAB IL ITY

Annual Net Income (Before Tax)

Debt Service (Cash Out)

Add Back Depreciation (non-cash expense)

Actual Cash Flow (Before Tax)

Only Available with Prem
ium

 Insite Analytics™
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PERFORMANCE ANALYSES EXPECTED SUMMARY

RETURN ON INVESTMENT SUMMARY

O R I G I N A L  I N V E S T M E N T  A M O U N T

R O I  -  S TA N D A R D Y E A R  1 Y E A R  2 Y E A R  3

Annual Net Income (Before Taxes)

ROI (Net Income/Equity)

3-Year Average ROI

R O I  -  C A S H  O N  C A S H

( C C R  A D D S  B A C K  D E P R E C I AT I O N )
Y E A R  1 Y E A R  2 Y E A R  3

Annual Net Income (Before Taxes)

CCR ROI (Actual Cash Flow/Equity)

3-Year Average CCR

C A P I TA L I Z AT I O N  R AT E Y E A R  1 Y E A R  2 Y E A R  3

Net Operating Income

Value of Property

Cap Rate

Only Available with Prem
ium

 Insite Analytics™
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PERFORMANCE ANALYSES CONSERVATIVE YEAR 1

REVENUE BREAKDOWN -  MEMBERSH IP

Monthly

Average Member Accounts

Expected Washes/Member

Total Wash Count

Ticket Average

Revenue

Annual

Ticket Average/Member

Ticket Average/Wash

Member Wash Count

Member Revenue

REVENUE BREAKDOWN -  MEMBERSH IP

Opening Campaign Sign-Ups

Daily Average Membership Adds

Monthly Average Growth

Membersh ip Sign-Ups by  Month

Jan Feb Mar Apr May Jun Jul Aug Sep Oc t Nov Dec

Only Available with Prem
ium

 Insite Analytics™
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PERFORMANCE ANALYSES CONSERVATIVE YEAR 2

VEH ICLE  WASH  VOLUMES BY  CATEGORY

R E TA I L M E M B E R S H I P

Daily Average

Monthly Average

Annual Average

TOTAL Volume

REVENUE BREAKDOWN -  RETA IL

Package Price % Sold
Daily Washes /

Package

Daily Retail

Revenue

Package 1

Package 2

Package 3

Package 4

Package 5

TOTALS

Retail Ticket Average

M O N T H LY  G R O S S

R E T A I L  R E V E N U E

A N N U A L  G R O S S

R E T A I L  R E V E N U E

REVENUE BREAKDOWN -  MEMBERSH IP

Monthly

Average Member Accounts

Expected Washes/Member

Total Wash Count

Ticket Average

Revenue

Annual

Ticket Average/Member

Ticket Average/Wash

Member Wash Count

Member Revenue

REVENUE BREAKDOWN -  MEMBERSH IP

Opening Campaign Sign-Ups

Daily Average Membership Adds

Monthly Average Growth

Only Available with Prem
ium

 Insite Analytics™
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PERFORMANCE ANALYSES CONSERVATIVE YEAR 3

VEH ICLE  WASH  VOLUMES BY  CATEGORY

R E TA I L M E M B E R S H I P

Daily Average

Monthly Average

Annual Average

TOTAL Volume

REVENUE BREAKDOWN -  RETA IL

Package Price % Sold
Daily Washes /

Package

Daily Retail

Revenue

Package 1

Package 2

Package 3

Package 4

Package 5

TOTALS

Retail Ticket Average

M O N T H LY  G R O S S

R E T A I L  R E V E N U E

A N N U A L  G R O S S

R E T A I L  R E V E N U E

REVENUE BREAKDOWN -  MEMBERSH IP

Monthly

Average Member Accounts

Expected Washes/Member

Total Wash Count

Ticket Average

Revenue

Annual

Ticket Average/Member

Ticket Average/Wash

Member Wash Count

Member Revenue

REVENUE BREAKDOWN -  MEMBERSH IP

Opening Campaign Sign-Ups

Daily Average Membership Adds

Monthly Average Growth

Only Available with Prem
ium

 Insite Analytics™
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BREAK EVEN ANALYSIS YEAR 1

VEH ICLE  WASH  VOLUMES BY  CATEGORY

Notes on the Break Even Proforma

The purpose of the Break Even Analysis is to demonstrate the amount of revenue required in order to be neutral on a project
year one after the loan payment and all expenses are paid. Lending institutions focus on risk for underwriting loans, which
requires the Break Even analysis for evaluation.

R E TA I L M E M B E R S H I P

Daily Average

Monthly Average

Annual Average

TOTAL Volume

REVENUE BREAKDOWN -  RETA IL

Package Price % Sold
Daily Washes /

Package

Daily Retail

Revenue

Package 1

Package 2

Package 3

Package 4

Package 5

TOTALS

Retail Ticket Average
 

Ret ai l  P ackage Sales

M O N T H LY  G R O S S

R E T A I L  R E V E N U E

A N N U A L  G R O S S

R E T A I L  R E V E N U E

Only Available with Prem
ium

 Insite Analytics™
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BREAK EVEN ANALYSIS YEAR 1

REVENUE BREAKDOWN -  MEMBERSH IP

Monthly

Average Member Accounts

Expected Washes/Member

Total Wash Count

Ticket Average

Revenue

Annual

Ticket Average/Member

Ticket Average/Wash

Member Wash Count

Member Revenue

MEMBERSH IP  STAT IST ICS

Opening Campaign Sign-Ups

Daily Average Membership Adds

Monthly Average Growth

Membersh ip Sign-Ups by  Month

Jan Feb Mar Apr May Jun Jul Aug Sep Oc t Nov Dec

Only Available with Prem
ium

 Insite Analytics™
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BREAK EVEN ANALYSIS YEAR 1

REVENUE SUMMARY :  YEAR 1  ONLY,  ANNUAL  AMOUNTS

R E TA I L

Volume - Vehicles Washed

Ticket Average

Retail Revenue

A N N U A L  G R O S S  R E T A I L  R E V E N U E

M E M B E R S H I P

Average Quantity

Ticket Average/Member

Membership Revenue

E X P E N S E S

Operating Expenses (Average)

Annual Operating Expense Amount

Annual Depreciation Expense

Annual Loan Interest Expense

Total Expenses

P R O F I T  S U M M A R Y

Operating Expenses (Average)

ROI (Net Income / Equity)

Debt Service (Cash Out)

Add Back Depreciation (non-cash

expense)

Actual Cash Flow (Before Tax)

“CCR” ROI (Actual Cash Flow /

Equity)

Capitalization Rate (CAP Rate)

Term Definitions for this Site Analysis

Revenue/Gross Income The total earnings or gross income before expenses are deducted.

Net Income/Profit The amount remaining from revenue after expenses have been deducted.

Return on Investment (ROI)
A relative comparision of the Net Income divided by the equity invested.

Example: $1,000,000 invested by owner realized a $100,000 Net Income
for a 10% ROI.

Cash on Cash Return on
Investment (CCR)

The actual cash flow reflects an adjusted net income that adds back
non-cash expenses. Depreciation is an expense which reduces the “Net
Income” shown for accounting purposes but does not reduce cash on

hand.

Capitalization Rate (CAP Rate)

The yield of the investment over a 12-month period assuming the entire
project is funded by cash. Debt Service, interest expense and depreciation
expense are not considered. The net operating income (NOI) is calculated
by deducting operating expenses from revenue and dividing that amount by

the market value of the project.

Only Available with Prem
ium

 Insite Analytics™
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For a FULL site assessment and consultation with the experts click

here or email sales@ncswash.com

https://insiteanalytics.ncswash.com/download?report_token=14e207ad-9fad-49c0-a185-6998a35f3c1e
mailto:sales@ncswash.com

