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STRONG SPASHOT TUBS

has in the industry 
is its spas’ durability. 
“The cabinet systems 
in our premium 

products are incredible strong,” he says, “with a lifetime 
warranty. You can take a bat to them.”

That’s exactly what the Strong Spas salespeople do in 
the showroom: They take a bat to the spa to demonstrate 
its quality. Sometimes the customers get in on the fun, 
too. The point is to demonstrate what happens to a spa 
in real life, such as falling tree limbs, mowers throwing 
rocks, kids riding bikes into them and exposure to natural 
elements. The spa is designed to withstand it all.

The base of a Strong Spa is three inches thick and 
resembles a spa pad, except that it’s incorporated into the 
system. This removes the requirement for a concrete support  
structure for the spa. “You can put it on any surface, even 
dirt, as long as it’s solid and level,” Spicer says. 

The structure of a Strong Spa also increases the R-value 
(energy efficiency) because the foam insulation is inside the 
cabinet walls. “We mold the hollow parts that gives you 
the spa cabinet and then we fill it with a high density foam 
fill,” Spicer says. “The benefit is two-fold. You get passive 
heat off the spa, which is huge because it keeps your energy 
bill lower, and you can easily access any of the components 
of the spa for repairs and maintenance.”

Strong Spas’ latest development is the Titan 
HardCover, a plastic, foam-filled hard cover that comes 
with a lever lift system, which makes removing the 
cover easy even for those with a smaller body structure. 
Additionally, Strong Spas is producing an all-new acrylic 
line, with the first glimpses of the models available to the 
public and dealers at the Orlando spa show in November. 
It has also invested in new molds for its roto-spas.

While Spicer admits the spa industry is hard, he 
enjoys the innovative side of things. “I like the fact that 
we seem to be on the cutting edge of technology,” he 
says. “Strong pushes the envelope. They used to laugh 
at Strong’s cabinet idea, and now we’ve had quite a few 
people trying to copy that. We’ve had several situations 
where we’ve had to defend our patents. And I think we’re 
way ahead of the curve on our hardcovers.” 

In a difficult economic time, Strong Spas went from 
zero to near 10,000 spas between 2004 and 2014, making  
it one of the largest manufacturers of hot tubs in the 
world. “And I think you’ll 
see our hard work on the 
technology pay off in the next 
few years,” Spicer says. n

WADE SPICER GREW UP in the pool and spa industry. His grandparents  
owned — and his father and aunt still run — what is now a big retail 
store for above-ground pools and spas in New York state. He grew up 
selling and installing pools and spas.

But when he started Strong Industries after college in 1994, it had 
nothing to do with spas. It was simply a plastics manufacturer, making 
pet products, water tanks and point-of-purchase displays, among other 
things. Around 2001, the company came up with the concept of an 
above-ground swimming pool called the Colosseum. After that, they 
were looking for ways to round out the product line — and couldn’t 
help but take advantage of the rotational-molding machines already in 
the factory. Strong Spas, founded in 2004, was the logical evolution.

“We invented a cabinet system that is virtually indestructible and 
is different from anything else,” Spicer says. “There’s no wood frame; 
it’s a double walled, molded resin product, with insulation injected 
inside the hollow cavity.” Initially, the plan was to create the cabinetry  
and buy acrylic shells from Europe, but the shells arrived damaged. 
“We had already put hundreds of thousands of dollars into the molds 
to build spa cabinets, so we were forced to look at building our  
own spas.”

Spicer says the number one competitive advantage Strong Spas 

The Strength of Spas
Durable products keep Strong Spas at 
the top of its game 
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LOSS PREVENTION PART 3OPERATIONS

respect to inventory, you can see the actual losses and 
narrow down the source.”

If you are a small company looking to deploy a loss-
prevention program, Aubele says your best bet is to search 
for independent loss-prevention practitioners who are 
knowledgeable, have extensive retail LP experience and 
are certified in the industry. He recommends contacting 
the ASIS International office (asisonline.org) to ask about 
retail loss-prevention resources in your area. They may 
refer you to the Loss Prevention Retail Council of ASIS, 
which has members certified in retail LP programs and 
platforms. 

Jack L. Hayes International conducts a loss-prevention  
analysis for clients, helping identify where they are most 
vulnerable to losses: internal theft, external theft or lost 
in the paperwork or systems. “We then help them put 
programs, policies and procedures in place to reduce their 
vulnerability to losses in key areas,” Doyle says. He is 
also a big believer in employee loss-prevention training 
and awareness programs, especially those that include a 
confidential 1-800 reporting line and reward program for 
employees who report dishonest activities.

You can also contact a reputable firm that will act as 
a loss prevention department for your company. Aubele 
recommends Loss Prevention Innovation (L.P.I.), head-
quartered in Milford, Mass.

“Loss-prevention planning is an afterthought for too 
many companies,” Aubele says, “ultimately causing them 
insufferable harm. The key adage in retail loss prevention 
is to be proactive, not reactive. This is a lesson best 
applied to many things in life and in business.” n

AS OUR FIRST TWO ARTICLES ADDRESSED, loss prevention is about 
keeping tabs on your inventory in a variety of ways. Great resources 
for implementing a simple loss-prevention strategy abound, but  
you need to know where to look. For instance, says Mark Doyle, 
president of Jack L. Hayes International, an asset-protection firm, 
few software programs are viable for small businesses with one or two 
locations, such as your average hot tub retailer.

“Most loss-prevention software are data-mining time programs 
used by companies with hundreds or thousands of stores to help  
identify problem issues,” Doyle explains.  

These large corporations spend millions developing and  
implementing loss-prevention strategies, according to Keith Aubele, 
president and chief executive officer of Retail Loss Prevention Group, 
Inc. These platforms are complex, and their confidential nature 
means there’s a high cost to developing them.

“For the small- to medium-size business owner, it is a difficult 
proposition putting together a solid, effective loss-prevention  
strategy,” Aubele says. “It involves many moving parts and tools, 
which, when implemented, act as a safeguard protecting the owner’s 
investment. But where are such tools available? That’s the challenge 
we all face.”

Inventory-management software may be the best answer for the 
average hot tub retailer. Keeping track of your inventory can prevent 
loss from many avenues and help determine where the loss likely 
occurs. 

Evosus designed its business management software specifically  
for the pool and spa industry. “With Evosus, you have everything  
you need to prevent loss,” says Jessica Chase, vice president of  
client services at Evosus. “Evosus is supported by individuals who 
understand inventory, some even having worked in the industry, so 
we understand the challenges.” 

RB Control Systems’ inventory software, designed for pool and 
spa companies, streamlines processes, says Corinne Kraft, chief  
operations officer. “If the numbers are off, do a quick physical  
inventory on an item or category of product using a handheld data 
collector that scans barcodes. If you can control employee errors with 

Loss Prevention, 
Part 3: Inventory 
Management Support
Software and resources to put your 
loss-prevention strategy to work.
BY MICHELLE L. CRAMER

INVENTORY MANAGEMENT SOFTWARE

EVOSUS
Features include: serial number tracking; multilocation 
inventory; purchase orders; packing slip and AP invoice 
reconciliation; multiple big-name industry integrations; 
intercompany purchase orders, stock transfers, physical 
counts
evosus.com

RB CONTROL SYSTEMS
Features include: physical inventory with discrepancy 
reports; purchasing and receiving modules; returned-
goods tracking; auto-deduct of inventory taken to job 
sites; tracking sales; exchanges and returns; barcode 
scanning; warehouse and service truck transfer module
rbcontrolsystems.com

Additional inventory management 
software providers: 
capterra.com/inventory-management-software

softwareadvice.com/inventory-management/simms-profile
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CHANGES ARE COMING 
TO HOT TUB COVERS, 
AND MANUFACTURERS 
SAY IT’S LONG OVERDUE.
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WHILE IT BEARS THE TITLE OF “ACCESSORY,” 
it may be more appropriate to call the hot tub 
cover a necessity when it comes to prolonging 
the life of a hot tub. And yet progress has been 
slow-moving in this category for quite some time. 
With several decades of little to no innovation, the 
cover industry is seeing welcomed new advances 
from a variety of companies.
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TITAN HARDCOVER FROM STRONG SPAS
strongspasdealers.com/hard-cover-hot-tubs

VACUSEAL FROM HOT TUB PRODUCTS
vacusealcoverlift.com

“Everyone is trying to build a product that’s going to  
withstand the forces of nature and humans, but we’ve been 
covering it with technology from 50 years ago,” says Wade 
Spicer, owner of Strong Spas in Pennsylvania. Mike Genova, 
owner and president of Leisure Concepts in Spokane, Wash., 
says that for most hot tub owners, the cover is the biggest 
downfall to owning a spa. “With really no cover options,” 
Genova says, “consumers have been left to purchase a product 
that has proven to consistently fail.”

But change is coming. 

NEW AND IMPROVED
Sunstar Covers in Massachusetts calls its newest improvement 
N-Ergy Fit, a patented design that ensures a tight seal at the 
end of the hinge when the covered is closed. “This helps to 
save heat and prevent moisture loss, which is critical to long 
term energy savings,” says Sue Sousa, vice president of sales at 
Sunstar. Sunstar Covers boasts virgin foam cores and marine-
grade vinyl, which has mildew and UV-inhibitor treatments; 
cold cracking freeze resistance to 20 degrees below zero; and 
stain resistance to prolong use.

Hot Tub Products has the VacuSeal, the only cover that 
opens internally in just one motion. Its name comes from the 
fact that it vacuum-seals the cover to the hot tub and has no 
air gap at the fold. It works in conjunction with the VacuSeal 
Lifter, which makes opening and closing the cover easier and 
eliminates the difficult first step of folding the cover in half. 

Andy Tournas, president of Hot Tub Products in Bethany, 
Conn., says there are additional benefits of the VacuSeal: 
When opened, he says, the customer views the attractive  
exterior of the cover versus the often stained, discolored  
interior. Customers can also convert the cover into a canopy 
to protect from rain and sun and still relax in their hot tub. 

CONTINUED INNOVATION WITH HARDCOVERS
Leisure Concepts’ latest offering is the Smartop Cover, made of 
ASA polymer — the same material used in the manufacturing 
of vinyl siding, fencing and decking. The hard-shell exterior 
provides added strength while protecting the insulating foam 
from absorbing moisture and preventing weight-gain and odor, 
resulting in a product that won’t deteriorate, Genova says.

The Smartop can support up to 1,000 pounds, and comes 
with a steel cable cover-lock system and a padlock for added 

SUNSTAR’S N-ERGY FIT COVER
sunstarcovers.com/index.php/covers/20-reasons-to-buy

LEISURE CONCEPTS’ SMARTOP COVER
leisureconcepts.com/products/smartop-cover
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security. Controlled environment tests show that Smartop 
retains heat equal to or better than vinyl options. “Smartop 
allows retailers to finally offer customers a quality product  
that won’t fail and, when packaged with new spa sales or as 
replacement covers, yields more profit than traditional vinyl 
covers,” Genova says.  Consumers can opt for a custom-
designed Smartop as well.

In keeping with its outside-the-box approach to the hot  
tub industry, Strong Spas recently announced additional  
advancements to its Titan HardCover product line. 
Incorporating its 20 years’ experience developing plastic  
products, Strong developed the Titan HardCover to last  
virtually the lifetime of the hot tub and to be impervious to 
water absorption and odors. The cover, built from LLDPE 
resin, is engineered to be as indestructible as Strong’s  
DURA-LAST cabinet system, Spicer says. 

Even though Strong is a large user of soft covers for its 
product lines, Spicer and his team recognized their limitations  
and worked to address their deficiencies with the Titan 
HardCover. “As all spa professionals are aware, after a few  
years the typical spa cover becomes water-logged and heavy, 
harboring foul odors,” Spicer says. “Even with a cover lifter, a 
water-logged soft cover is very hard to open.”  

Strong Spas engineered the Titan HardCover to open and 
close with little effort, but also with the ability to support over 
1,000 pounds of weight. The most recent version uses a new 
cam-action steel cable secure locking method safety feature. 

“Because Strong is primarily a plastics molding company, 
we are able to utilize our core strengths to build the Titan 
HardCover at a relatively low cost,” Spicer says, “It really is 
an affordable solution when you consider that replacing a soft 
cover costs the consumer over $500 every two to three years. 
Since the typical lifespan of a hot tub is 10 years the Titan 
HardCover pays for itself many times over.” 

AFTERMARKET SALES
Hot tub covers provide some aftermarket value as well. Sunstar 
sells covers to OEMs and dealers only. “We work with more 
than 1,000 pool and spa stores worldwide, making replacement 
covers for existing spa customers,” Sousa says. While Sunstar has 
thousands of cover patterns in its database, the company also 
makes custom covers following dimensions or dealer-provided 
templates. 

Hot Tub Products focuses equally 
on selling both upgraded covers to  
new spa owners as well as replacement  
covers. To emphasize marketing 
efforts, Hot Tub Products developed a 
website for the VacuSeal and provides 
short videos ideal for showroom and 
website applications, along with direct 
mail to assist dealers in reaching their 
existing customer base of hot tub owners.  
“Our target market is brick-and-mortar  
spa retailers, and our direction is to 
assist dealers in better competing with 
Internet sellers,” Tournas says. 

Internet sellers are aplenty, including  
Easy Spa Parts, a Dimension One Spas 
parts dealer in San Diego that recently 
launched an online ordering system 
for replacement hot tub covers for a 
variety of spa brands. The company 
makes the cover-buying process faster 
and easier, president Phil Sandner says. 
Consumers can visit the website, enter 
their hot tub dimensions, choose a 
color and select optional upgrades. 

“With the advent of cheap,  
lower-quality covers on the Internet, 
aftermarket cover sales continue  
to struggle,” says Don Riling, vice 
president of Olympic Hot Tub 
Company in Washington. “It definite-
ly has damaged cover business. Most 
people think they’re getting a deal, only to  
realize how shoddy the covers they purchase online are,  
and they end up coming back to us after the fact.” 

AFTERMARKET CUSTOMIZATION
To match a hot tub’s dimensions for a replacement cover, Hot 
Tub Products uses a database of virtually all recently built spas 
with CAD measurements of the accompanying covers so each 
replacement fits perfectly. For older replacement covers, “we’ve 
created a simple order form for dealers to use that assures  
accuracy,” Tournas says.

COMPANIES WITH 
REPLACEMENT 

COVERS

Be-Lite Aluminum 
Spa Covers

be-lite.com

Castle Spa Covers
castlespacovers.com

CORE Covers
corecovers.com

Covana
covana.com

CoverLex
coverlex.com

Hot Tub Products
hottubproducts.com

Leisure Concepts
leisureconcepts.com

Prestige Spa Covers
prestigespacovers.com

Rayner Covering 
Systems

raynercovering.com

Sunstar Spa Covers
sunstarcovers.com

Strong Spas
strongspasdealers.com
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Sousa says it may be difficult to exactly match the color 
of the original hot tub when a customer orders a replacement 
cover, but perfection may not be necessary: “Sunstar offers 
replacement covers in an array of colors,” Sousa says. “This 
allows the consumers to match their cover with other accent 
colors that may be present in their spa area, like hunter green, 
teal or sky blue.”

Hot Tub Products also offers 10 vinyl colors at no additional  
charge, and three unique colors in a Sunbrella material, which 
Tournas says is one of the most popular options because it 
comes with a five-year, 100-percent warranty. At no additional 
charge, customers can also order covers in a reverse hinge, 
“ideal for those seeking to fold the cover in a different direction 
than originally ordered,” Tournas says. 

Leisure Concepts provides a step-by-step measuring guide 
for custom Smartop orders. The cover is available in seven  
colors that match the cabinets of leading hot tub manufacturers.  

Consumers can also select from a cabinet- or deck-mounted 
cover lift, as well as choose from a four- or eight-inch skirt. 
Most covers are built and shipped within 72 hours of receipt of 
order, Genova says.

Currently, the Titan HardCover is only available for  
hot tubs manufactured by Strong Spas, but not for long. At  
the Orlando hot tub show in November, Strong will join  
the aftermarket bandwagon and make Titan HardCovers  
available to select dealerships for a variety of hot tub models, 
using plastics molds the company invented to allow for  
dimensional changes.

“Since its beginnings in the hot tub industry, Strong has 
always strived for innovation and we are confident our Titan 
HardCover exemplifies this commitment,” Spicer says. He 
believes you will see many more advancements in the years to 
come. “This is the forefront of what’s happening in the cover 
and hot tub industries,” Spicer says. n


