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jobs that require different pressures without 
changing or resizing your tips. The farther the 
tips are from the surface being cleaned, the 
more fanned out or wider the spray pattern 
will be, effectively lowering the pressure and 
preventing damage to softer surfaces. You can 
go from cleaning sidewalks and driveways to 
cleaning softer surfaces by simply raising or 
lowering the adjustable setting on the surface 
cleaner.

The exclusive adjustable version of the 30” 
Steel Eagle Surface Cleaner will allow you to 
raise or lower the position of the spray bars 
to provide you the ability to clean different 
surface types. After determining the proper 
setting to use for your application, start off by 
cleaning a very small area and checking to ensure 
no damage is being done. If there is damage, 
then you will need to reduce the pressure while 
keeping the volume of water - so you can raise the 
adjustable surface cleaner as necessary. 

Final Thoughts:
When cleaning any surface with a lance, 

it is almost impossible to get a professional, 
consistent cleaning pattern. Surface spinners not 
only clean faster but the end result is a cleaner, 
better looking surface without random streaking.

Finally, when cleaning any surface, err on 
the side of caution. You can always increase the 
pressure to clean faster. Always begin cleaning 
on an area that is less prominent in case of 
damage. If you are using the adjustable spinner, 
you will want to start at the highest setting to 
prevent any possible damage. 

We understand your time is important 
and you need the correct product for your 
application. Take a minute to discuss your 
particular cleaning situations with your Steel 
Eagle sales person. They can recommend the 
perfect system utilizing the correct spinner 
and nozzles for the job. Whether you are doing 
concrete, wood or a variety of surfaces, Steel 
Eagle has a system that will do the job with 
ease and speed. 

To learn more about Steel Eagle and our 
products, visit www.SteelEagle.com.

Residential cleaning is challenging as there 
are many different kinds of surfaces to clean. 
Depending on what you are cleaning (metal, 
concrete, tile, etc.), you need different amounts 
of power to get the job done without damaging 
the surface. You also want to have a quick 
and efficient tool that minimizes the hours it 
takes to complete the job safely – that’s where a 
surface spinner comes in.

Control of the Pressure and Flow:
Gallons per minute (GPM) and pressure rating 

(PSI) are both critical to know before trying to clean 
any other surfaces. For example, 5 GPM at 3000 PSI 
might be appropriate for concrete at a close distance 
but it may damage softer surfaces. Knowing this 
information will allow you to use the correct setup 
for your cleaning application.  

Spinners commonly come assembled from the 
factory designed to clean concrete and asphalt for 
sidewalks and parking garages – not softer surfaces.

So What Do You Do?
The spray nozzles can be changed or sized 

to ensure proper flow and pressure from your 
pressure washer. The larger the nozzle, the 
lower the pressure. You can also change the 
angle of the nozzle (the wider the angle, the less 
aggressive). Nozzles commonly come in 15°, 25° and 
40°. Make sure the spinner you are using has the 
correct nozzles for the surface you are cleaning. 

All situations are unique but here are some 
starting points:

15°: The most aggressive, suited for the 
hardest surfaces like metal and concrete.

25°: Moderately aggressive, suited for 
intermediate surfaces.

40°: The least aggressive, used for softer 
surfaces.

When cleaning a tile or brick surface with grout, 
pay particular attention to the hardness of the grout 
and start with a less aggressive nozzle.

If you plan to use the same spinner on 
several different surfaces, you might want 
to consider a spinner with adjustable spray 
bars. By controlling the pressure based on 
raising or lowering the adjustable bars, this 
surface cleaner will allow you to do many 

 Residential Cleaning with Surface Spinners 
by Steel Eagle, www.SteelEagle.com
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There are many benefits associated with 
listing your small business in an online 
directory. This article lists some of these many 
benefits. Remember, the more online directories 
you can list your business in, the more benefits 
you will reap. 

 Exposure. Exposure is important for all 
business marketing strategies. After all, the 
more people who are exposed to your business, 
the more people are likely to utilize your 
business’s services. If online viewers aren’t able 
to see your website or even know that it exists, 
then they probably aren’t going to purchase 
your products or services. 

Listing your business’s website in online 
directories helps your website to gain exposure. 
Thousands of people use online directories 
everyday to find things they are interested in. 
These are people who are actively searching 
for websites that are directly related to your 
products or services. They are already looking 
– all you have to do is make it easy to find you.  
Online directories will expose your business 
to more online viewers, which could increase 
traffic to your website, leading to our second 
benefit. 

 Increased Traffic. There are several ways 
that online directories can help you increase 
the amount of traffic your website receives. For 
starters, the more exposure your website has, 
the more people are likely to visit it. 

But online directories offer more than just 
exposure from potential viewers. They also offer 

exposure to the 
various major 
search engine 
crawlers like Google and Yahoo. This increases 
the chances that your website will appear on 
major search engine results pages or SERPs, 
which will allow more people to see the website 
when they perform a regular search. Both 
search engine optimization exposure and 
exposure to more people who are searching for 
your website could result in increased traffic to 
your small business’s website. 

 Cheap Advertising. As a small business 
owner, you already understand the importance 
of advertising. You know that it helps 
customers to find your business and recognize 
your name and brand. 

You probably have little room in your budget 
for more advertising right at this moment.
That is one of the major benefits of listing 
your business’s website in an online directory. 
Online directories are inexpensive to join and 
they offer a lot of exposure for the price. 

Some online directories will allow you to list 
your business for free, while others will charge 
a minimal fee. Either way, you are getting a 
lot of exposure for less money than you would 
spend on a TV or radio advertisement. 

 Professional Appearance. You want 
everything about your business to look 
professional in the eyes of your customers. A 
professional appearance enhances your status 
and makes customers more likely to patronize 

How Do Online 
Directories Benefit Small 

Businesses?
 Part 2

By Henry Bockman, Contractor’s Foundation
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your business. Online directories help you to 
look like a professional business. 

When an online consumer sees your 
business listing in an online directory they 
will consider your business to be an authority 
on the subject and a professional place to do 
business. Unlike a search that is performed 
on a major search engine like Google where 
there is little difference between the legitimate 
websites relating to a topic and the less-than-
useful websites, online directories are mostly 
legitimate websites.  Online consumers are 
more likely to trust what they see on online 
directories. 

 SEO Benefits. Online directories offer several 
search engine optimization or SEO benefits as 
well. First off, these online directories offer you 
more inbound links. When an online viewer 
sees your website link in an online directory, 
they will be able to click on it and be instantly 
redirected to your website. This is a great way 
to increase traffic. It is a great way to improve 
your status in the eyes of search engine 
crawlers too. The more backlinks that a search 

engine crawler can find, the more relevant they 
will rank your website. This is especially true 
of authoritative online directories. Being linked 
to a major online directory, such as Google 
Places, will give your website more relevancy 
in the eyes of Google’s search engine crawlers. 
This will result in a higher page ranking on the 
SERP. 

As you know, a higher search engine result 
page rank you get, the more people are going to 
click on your website link. 

 Increased Revenue. When more people 
are able to find your website, it increases the 
chances that they will visit your website. When 
people visit your website, they are more likely 
to purchase your goods or services. This means 
that online directories can help you increase 
your revenue stream. Online directories are 
good for your bottom line. 

 Increased Brand Recognition and Customer 
Interaction. When an online viewer locates your 
website though an online directory, they are 
more likely to remember your business’s name 
and directly interact with it. Online directories 
can help your business stand out to customers 
as well. Overall, listing your small business 
in an online directory will help you to create 
a more comprehensive and effective online 
presence.

  Listing your small business’s website with 
several online directories will help more people 
find your website, whether they are specifically 
searching for it or if they are just browsing 
around. In addition to gaining exposure, online 
directories will provide major SEO benefits, 
which will help your website get found by 
search engines. Increased exposure and higher 
search engine rankings will result in more 
traffic to your website, which will result in 
higher revenue. 

There are many different types of online 
directories, from large global directories to 
small, niche and location-specific ones. Some 
examples of other types of online directories 
can include reciprocal link directories, free 
directories, paid, directories, Business 2 
Business directories, theme-related directories, 
small business directories and many, many more.  

www.aaladin.com
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Why You Should Consider Listing Your Small 
Business in an Online Directory

Apart from the concept that online 
directories will increase the amount of exposure 
your website gets and help with your SEO 
strategies, they are also a very effective way 
to directly target potential customers. Online 
directories make it easy for online users to find 
something they want. 

According to a study performed by Burke, 
8 out of 10 people will use a print or online 
directory to find companies or products they 
are looking for. The same study also suggested 
that 8 out of 10 people who use these 
directories to locate a business do so with the 
intent to purchase a product or service from 
them. This is a very effective form of targeted 
advertising. The customer already needs or 
wants your product or service and you can 
directly target them by listing your website in 
an online directory. 

Another reason why you should consider 
listing your small business has to do with 
your Return On Investment or ROI. Since the 
potential benefits of getting increased website 
traffic are great when compared to how much 
you will have to spend to list your website in 
an online directory, you can see a great return 
on your investment in the form of increased 
revenue. You also want to keep your brand and 
your company name in the minds of consumers 
at all times, which is something else that an 
online directory can help with. 

In next month’s eClean, we will finish this 
article series by talking about which online 
directories you should use for your small 
business. 

 After leaving the military, Henry Bockman 
started a home maintenance company in 
Maryland called Henry’s Housework. Since 
1989 Henry Bockman has dedicated himself 
to learning everything he can about marketing, 
web site development and Internet Marketing 
Systems. 
 Bockman currently resides in Maryland with 
his wife of over 20 years and two teenagers. 
He operates 5 companies, 2contracting 

companies; Henry’s Housework Inc, Commercial 
Restorations, a marketing company called 
Extreme Marketing Solutions which specializes 
in SEO, Social Media Marketing, online 
marketing, and lead generation. 
 Contractors Foundation, which is a training 
company that provides power washing training, 
marketing and business success classes to help 
companies start up and succeed in any type of 
service based business, He also runs two On-
line companies and several internet directories.

Normally I sell this information with a step 
by step guide and a list of over 250 other 
directory sites for $29.99, but since you are 
an EClean Magazine Reader, You Can Get A 
Free Copy! Just click the link below and use 
Coupon Code: ECleanMag for your discount!

http://contractorsfoundation.com/product-
category/business-marketing-guides-service-
companies/

Please Leave A Review On This Article And 
The Guide Here: http://contractorsfoundation.
com/shop/get-listed-create-a-steady-stream-of-
customers-to-your-web-site/

http://contractorsfoundation.com/product-category/business-marketing-guides-service-companies/
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by Allison Hester, EditorFrom March 14 through 17, I joined 
with around 120 contract cleaners and 
vendors in Albany, New York, for the 2013 
Pressure Washing Seminar, sponsored by 
Matt Norman and Jack Evans of Contractor 
Education Services.

There they experienced education-packed days filled with 
seminars, presentations, demonstrations, exhibits and networking. 

“I can’t say I liked any one thing best,” said John Suberbielle 
of It’s So Clean in Austin, Texas, who attended all four days of 
the event. “I was looking for information about starting a pressure 
washing business so everything I heard from the hosts and 
presenters, from vendors and from talking shop with the other 
attendees was all ‘grist for the mill.’”

Ed Burgess of ELB Power Washing Services in Norton, 
Massachusetts, also attended all four days. “I found the pre-seminar 
classes helpful as well as speaking with the vendors,” he said. ”Just 
as important was the networking. I learned a few things by 
picking some brains and made several new friends.”

The networking opportunities also stood out for Andy 
Reinsel of A2Z Pressure Washing, LLC, in Pittsburgh, 
Pennsylvania – a self-proclaimed “newbie” to the industry – 
who arrived at the Thursday evening get together. “I gained 
a lot of information that will be helpful in my new venture, 
but I would have to say that the networking was my favorite. 
I met a lot of great people and a few really stood out,” he 
explained. “Tom Vogel (ACR Products) and Barry Riddell 
(Cyclone Pressure Washing), in particular, flooded my 
brain with tons of information and direction based off 
their many years in the industry.” 

Michael Albaladejo with Thunder Wash Pressure 
Washing “liked all the new information I learned to help 
me do my job better, like how to clean roofs in a whole 
new way,” he explained. “I learned a lot of new tactics to 
apply while working.”

Each contractor interviewed agreed that the event was 
well worth attending, and that the knowledge and connections 
gained will help them grow their businesses. “I plan on attending 
more events like this if the future,” added Reinsel. “They are 
a wealth of knowledge that a newbie or veteran can’t afford to 
miss!”

Burgess agreed, concluding that “Jack and Matt did great!”

Snapshots from the  
2013 Pressure Washing 

Seminar in Albany
by Allison Hester, Editor
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by Allison Hester, Editor

Classifieds:  
Products & Services

www.SkyPro.com
Automated window cleaning systems.  A safe 
wayto clean windows, frames and exterior of 
high rise buildings. Call 800-699-0251 or 651-
967-9031.

www.PowerWash.com
Mobile power wash equipment, schools, 
training, videos, environmental supplies & 
maintenance services. Call for a free catalog, 
800-433-2113.

To Advertise in our New 
Classifieds Section

Contact Jenna Horsley 
jenna@ecleanmag.com

www.PWNA.org
Power Washers of North America. For 

certification or membership information, visit 
our website, email info@pwna.org,   

or call 800-393-7962.
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Have you ever sent out a postcard or 
brochure about your power washing business 
and got no sales from it? Well you’re not alone! 

A lot of power washing business owners do 
what I call “spray and pray.” In other words, 
they buy 5000 postcards cheap, then send 
them out to anyone and everyone they can find 
an address for, praying that someone calls. 
They have no strategic plan and no clue who 
their target market is. Theit approach is that 
their power washing service could really help 
just about everyone. But here is something 
to think about: if you have everybody for a 
prospect I can guarantee you will have nobody 
for a client! 

Ok, yes, I know about this all too well. Why? 
Because I was a sprayer and prayer for years. 
It got to the point that it was so expensive 
and frustrating that I said “forget it! This 
stupid marketing stuff just doesn’t work” and I 
stopped sending out postcards. 

What I didn’t realize was that I was running 
a hit or miss type of marketing, which is 
probably the most costly marketing out there. 
I had absolutely no plan whatsoever when it 
came to my marketing. I would go buy some 
stamps and send some postcards out. That was 
my plan. I had no clue who my target market 
was and it was killing my business. 

The Need for Niche
Power washing is a niche business, but there 

are niches within this niche of a business. You 
have residential and commercial/industrial and 

SPRAY 

you can even break it down more. On  
the residential side you 
have house washing, roof washing, deck 
cleaning, driveways, walkways – the list can 
go on and on. The commercial side is even 
larger: fleet washing, flat surface cleaning, 
hood cleaning, large building cleaning, mine 
equipment cleaning, rail car cleaning, boat and 
ship cleaning, and so on. The more narrowly 
you define your market the easier and less 
expensive it will be to fill your business with 
new clients. 

For the sake of this article, we are going to 
use house washing as our target market. 

The first thing you would want 
to do is figure out who your 
audience or target market 
is. You’d think this 
would be easy, but 
I’ve seen people 
(myself included) 
send postcards to 
apartment buildings 

                 and 
                     Pray

by Dan Galvin, owner of East Coast Power Washing and 
Founder of SuccessInPowerWashing.com
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or areas of town that typically aren’t going to 
have their homes washed. Not only did these 
people not want my service, many did not need 
it. 

Now we know that our target market is 
homeowners, but what type of homes are you 
looking for? Are you only looking to do vinyl 
or are you a wood guy? Large homes or small 
homes? The more you can narrow  
it down, the easier  
it is to  
 
                                define which niche you  
                    want to be in and the  less  
           expensive your marketing cost will be 
per customer. 

Getting Your Target’s 
Attention

Now that you know who your target market 
is, how do you get their attention? Here are 
some examples:

“Attention Homeowners” (General): 
This would be a general attention getter, and 
good if you an area in mind and you know what 
the homes are like.

“Attention Lion Estate Residents:” 
(Narrower):  This one is really cool for 
developments. This gets the prospect to look 
at the postcard because it’s narrowed down to 
their development. Where I live, I’m really lucky 
to have one development with 800 homes and 
just down the street have another development 
with 400 homes. I develop postcards for those 
specific developments and they work fantastic.

“Attention Homeowners with a 
wooden deck:” This is a general attention 
getter to homeowners but your narrowed it 
down with a specific niche -- deck restoration. 
If you just want to restore decks this is a great 
method.

“Attention Lion Estate Residents 
with a Wooden Deck:” (narrow with a 
niche): That’s even more specific because you 
are targeting one particular area and you’re 
looking for a specialized niche to do in that 
area. 

Making your marketing material as specific 

as you can helps get your target market’s 
attention. Think of it like you are writing a 
personal ad for a specific type of client you 
want to work with. Once you have their 
attention, structure a message that resonates 
with them because you know who they are.  
Your response will increase and the cost of 
each client will decrease. And that’s awesome! 

Dan Galvin is the owner of East Coast 
Power Washing and the founder of 
SuccessInPowerWashing.com. He also teaches 
the PWNA’s House Washing Certification Course 
and the House Washing School.

Let us put our expert 
knowledge of legendary 

Landa equipment 
to work for your 
cleaning needs.

Specializing in Power 
washing equipment 

sales, service and 
custom manufacturing

(403) 771-7774
www.HydraEquipment.com

www.HydraEquipment.com



