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Rewarding Drive-Thru Customer Experiences 
 

About iDriveThru.com 
iDriveThru enables merchants, such as fast food restaurants and other drive-thru businesses, to offer customers a 
friendly, rewarding and faster drive-thru experience! 
 
The iDriveThru story started 4 years ago when our CEO’s 8-year-old daughter asked why a fast-food restaurant that she 
visited often for breakfast didn’t recognize her family on the drive-thru and couldn’t remember what they liked for breakfast 
and they chose to pay. 
 
By identifying customers before they even roll down their windows, iDriveThru facilitates a friendly, rewarding and fast 
drive-thru experience by:  

 Making customers feel special thru personalized service (e.g., greeting customers by name)  
 Ordering (by offering the customer the opportunity to choose their preferred or pre-selected order) 
 Rewarding customers for their loyalty (e.g., loyalty based discounts)  
 Skipping the payment step 

 
Interview with: Eli Grinvald, CEO 
Conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 

CEOCFO: Mr. Grinvald, what is the concept for iDriveThru? 
Mr. Grinvald: The concept is to create a friendly, rewarding and 
faster drive-thru customer experience. In turn, merchants can 
benefit financially through increased frequency of customer repeat 
visits, increased order size and simply serving more customers 
than usual because the drive-thru line now moves faster. 
 
CEOCFO: How do you accomplish this? 
Mr. Grinvald: We allow merchants to recognize their customers 
as they arrive at the restaurant’s drive-thru ordering board by 
reading the customer’s existing toll-tag, parking tag, iDriveThru 
provided tag, or Bluetooth device. This is powerful as merchants 
can then greet their customers by name, offer them a convenient 
way to place their orders, and allow them to automatically pay for 
their food without stopping at the payment window.  

 
CEOCFO: Is there really such a problem to pay for your food at the drive thru? 
Mr. Grinvald: It’s not just about paying for your food, which is important – but not the end of the story. I think it’s more 
about providing an experience that is hassle-free. People like to visit restaurants where the staff knows them by name, 
knows what they want to order and how they like to pay. That way, the restaurant team can focus on the customer as 
opposed to focusing on getting the order through the intercom and effectuating the payment. 
 
CEOCFO: What were the challenges in putting together the technology? 
Mr. Grinvald: The real challenge was understanding what the customer wants when visiting a drive-thru restaurant. We 
spoke with customers for months, trying to understand what would make for a better drive-thru experience. We also spoke 
with the restaurant staff about how to improve things from their perspective. Once we understood the problems facing 
both the customers and the restaurants, we were able to design the technology to satisfy the needs of all stakeholders. 
 
CEOCFO: Where are you in the process? 
Mr. Grinvald: Right now, the system is in production at all five Wendy’s drive-thru restaurants in Staten Island, New York. 
We are having great success with our pilot program, engendering customer loyalty and improving merchant profitability. 
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CEOCFO: Is interest through the individual restaurant or would it be through a chain or a district office? Who 
would be purchasing your technology? 
Mr. Grinvald: The iDriveThru service can be purchased by chains and franchises, either at the individual restaurant level 
or through the restaurant’s corporate office. 
 
CEOCFO: This concept has been talked about for a long time. Are there many compete systems either on the 
market or in progress?  
Mr. Grinvald: As far as we are aware, we are the only company focusing specifically on improving drive-thru operations, 
where approximately 60% to 70% of fast food purchases take place. 
 
CEOCFO: What will the revenue model be for you? What is the business side. 
Mr. Grinvald: We offer a “software as a service” model as well as the option to pay for the system in monthly installments. 
 
CEOCFO: Would the customer have to sign up? How will an individual make use of this? 
Mr. Grinvald: Customers need to sign up for iDriveThru to receive the benefits. It’s free to sign up and it’s free to use. 
Signing-up is quick and easy. Customers can sign up at our website or at the restaurant. 
 

CEOCFO: What is a little more detail about how it works on the restaurant customer end? 
Mr. Grinvald: The experience is very similar to going through a toll plaza, where the customer doesn’t stop to pay, and 
the system confers rewards in the form of an automatic discount. The same experience currently works on the drive-thru 
where it is completely hands-free. Ours is a hands-free solution for when you’re driving – no need to reach for your wallet 
or your phone. 

 
CEOCFO: Does it go to their credit card or would it be an account that they set up? 
Mr. Grinvald: All food purchases appear on the customer’s payment card statement, not their toll-tag statement. 
iDriveThru purchases don’t reduce a customer’s pre-paid toll account balance. 
 
CEOCFO: Would they have to fund the account up front? How does that work? 
Mr. Grinvald: No. There is no need to pre-fund the iDriveThru account. iDriveThru payments are made in real-time. It’s as 
if the customer handed over the payment card (but they don’t actually have to hand it over). We simply read their toll-tag 
and charge the linked payment card if the customer says that they want to pay with iDriveThru.  
 
CEOCFO: Is there a way for someone without a credit card to take advantage as well? 
Mr. Grinvald: Right now they can also use their debit card or prepaid card and link that card to their toll-tag for payments 
at the drive-thru. 
 
CEOCFO: When you talk to franchises or restaurant chains, do they have any skepticism? What are they wanting 
to know and how are they willing to test it out? 
Mr. Grinvald: Every conversation is different but generally, people are very impressed that we have created a hands-free 
customer experience that promotes loyalty and confers rewards automatically and also creates an environment where 
customers feel special. 
 
CEOCFO: You mentioned that several times. Why are you so sure that is important? 
Mr. Grinvald: Because we are getting terrific feedback from both our customers and the restaurant staffs. Once a 
customer tries iDriveThru, they generally don’t want to go back to the old way of doing things. It’s just a better experience. 
 
CEOCFO: Why is that important for someone getting coffee in the morning? 
Mr. Grinvald: It’s important because drive-thru customers want: 

1. To get the correct order.  
2. To avoid wasting time communicating over and over again how they like their coffee and breakfast 
3. To avoid the hassle of unbuckling their seat belts, removing their wallets, and waiting for the cashier to process 

their transactions 
4. A service that focus on them rather than on the chore of getting through the transaction 
5. To get rewarded for their loyalty 

 

CEOCFO: What is involved with implementation? What needs to be done when the restaurant wants to provide 
your service? 
Mr. Grinvald: First we need to install an RFID reader at the menu board, some related hardware, and connect to the 
point-of-sale. We streamline POS integration through the use of Datacap Systems, Inc., which is a payment middleware 

“Ours is a hands-free solution for when you’re driving – no need to reach for your wallet or 
your phone.” - Eli Grinvald 



 
 
 

3 
 

provider that is installed in hundreds of points-of-sale and payment systems throughout the U.S. Datacap has been in 
business for over thirty years and is extremely well respected in the industry. By using Datacap, iDriveThru can easily be 
integrated with any POS.  
 
CEOCFO: Would the individual restaurant or chain then be promoting or advertising the service if they sign on, 
or would you be involved as well? 
Mr. Grinvald: We would certainly be involved. And, iDriveThru can be promoted just like any loyalty program. But 
iDriveThru is better because once the customer chooses to participate, they never need a loyalty card. We just read their 
tag/Bluetooth device, and keep track of their loyalty points for them. 
 
CEOCFO: Are you funded for the next steps you would like to take? Will you be seeking partnerships or funding 
in any way? 
Mr. Grinvald: We are sufficiently funded for our current needs and will revisit the issue as we move forward. 
 
CEOCFO: What do you see as your challenges over the next few months? 
Mr. Grinvald: Our challenge is to continue to learn and continue to move forward. Our service is fast, convenient and 
rewarding. Others say they are customer focused, but being customer focused and forcing the customer to go through the 
chore of the transaction, sometimes conflicts. When you remove the chore, especially in the drive-thru when every second 
counts, you have an opportunity to make the customer feel special. If we succeed there, the rest will be easy. 
 

 
BIO: With a six year foundation in the IDF’s elite technology program and over 20 years in the financial services industry 
leading technology in support of large, international, critical lines-of-business, Eli Grinvald has joined forces with a like-
minded, high-caliber team, to create an innovative drive-thru experience that: 

1. Rewards all stakeholders! 
2. Delivers results!  
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iDriveThru.com 
908-415-4561 

www.iDriveThru.com 


