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As the PWRA nears its one-year anniversary, 
membership is growing rapidly (over 120 
members as of March 25, including two non-
continental international members 
joining in March). Contractors 
are lining up to jumpstart 
their spring marketing 
and take their business to 
the next level. 

Three new sponsors 
have also joined the 
team: Bob Williamson of 
Pressure Tek, Jake Clark 
of Armstrong Clark, and 
Peirce Flitchett of Ready 
Seal. There are more 
sponsor opportunities 
open so watch for new 
announcements. 

The Pressure Washing Resource 
Association (PWRA) – founded by Thad Eckhoff, 
owner of Apex Services, and Chris Lambrinides, 
owner of Window Cleaning Resource.com – is a 
for-profit group that aims to provide practical 
and profitable business and marketing benefits 
that will help individual contractors increase 
their bottom lines. 

The PWRA is not an organization. It’s not 
about politics. It’s not about charity. It’s not 
about larger industry-related issues. It’s 
about helping honest, hardworking individual 
contractors make money so they can support 
their families…and the benefits begin as soon 
as they sign up.

So what are these benefits? 
Tested and proven marketing materials. 

These include postcards, door hangers, 
proposal packets, email templates, mailings, 
business forms, and more.

The Pressure Washing Resource forum. In 
its first year, the Pressure Washing Resource 
forum (www.pressurewashingresource.com) has 
grown to around 7,500 users and has built 

a solid reputation as a business-oriented, 
drama-free zone where contractors can feel free 
to talk about their businesses and whatever 

else is on their minds. The main 
forum is free to join. You 

don’t even have to create 
a log-in, as the forum 

boasts a one-of-a-kind 
custom-coded feature 
which allows users 
to participate directly 
with their Facebook 
account and have their 
comments appear 
directly in the thread 
instead of in small 

print at the bottom of 
the page. The innovation 

keeps moving light years ahead 
of the rest of the pack! You can also 

interact with other PWRA members on our 
Facebook group and page, if you prefer. 

One new feature that is proving to be 
quite popular and a lot of fun is the “Like-
orometer” Forum software automatically 
tallies who had the most “liked” posts in the 
past day, week, and in forum history. Right 
now Tim Fields of Complete Power Wash in 
Hagerstown, Maryland is firmly seated as the 
“Most Liked Overall” poster but Len Sutton of 
Sea to Summit in Clemson, SC has captured 
the “Most Liked” for the day and the week as 
of this writing. Who will be on top tomorrow? 
Check it out and see for yourself. 

The private, member-only forum provides 
a tight-knit community where contractors 
can discuss their business issues, strategies, 
and aggravations in an intimate environment. 
It’s the place to freely discuss such topics as 
money, growth strategies, employee issues, 
difficult clients, and those super secret 
marketing campaigns that are not for public 
view. This is also where the RFP job leads are 

Pressure Washing Resource Association 
Explodes across North America ...and Beyond!

by Thad Eckhoff, Co-Founder of the PWRA and Owner of Apex Services
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posted. Members have access to local, state, 
federal, and military requests for proposals in 
the United States and Canada. 

The huge printing discount from Gotprint.
com, which has more than paid for many 
contractors’ memberships whether they used 
one of the many free PWRA templates or their 
own designs. Members have saved tens of 
thousands of dollars on printing since it became 
available. 

The second highest savings has probably 
come from Ambidextrous Services’ 30% 
discount on web design and search engine 
optimization work. 

The newest benefit is from CLC Lodging, 
which provides hotel discounts- save money on 
those overnight work trips! 

So if you’re ready to move forward into the 21st 
century with your pressure washing business 
check out the Pressure Washing Resource 
Association. Remember, PWRA is not involved 
in politics and industry infighting. It doesn’t 
presume to speak for “the industry” as a whole. 
The sole purpose is to put more money in its 
members’ pockets today.

Click here to learn more or to join.

Laurie Benjamin, owner of All Aspects 
Maintenance Ltd., Trinidad and Tobago, is one 
of the PWRA’s newest members. Visit www.
trinicompass.com/allaspects to learn more 
about his business.

https://pressurewashingresource.chargify.com/h/3292813/subscriptions/new
www.dultmeier.com


30 eClean Magazine                                             www.eCleanMag.com

Business owners need to get a huge return 
on their time. Every year, your company 
sells, creates, performs, builds, produces, 

or manufactures products or services. So, you 
don’t have extra time to waste sweating all the 
small stuff. But you need great people who do! 

When entrepreneurs start their companies, 
they take care of everything themselves 
including hiring, supervising, purchasing, 
marketing, selling, pricing, managing, paying 
bills, and doing the work. You name it, if it has 
to be done, they do it! Often until the wee hours 
of the night.  

Can’t find any good help?
To allow their companies to grow, many small 

business owners hire the best people they can 
find: their family and friends! Not the best idea, 

as it’s hard to build professional companies 
with inexperienced people who don’t respect 
their bosses. As they continue to gain more 
customers, more people are added to the 
staff. With more employees, they soon learn 
how hard it is to find anyone who’ll do work 
exactly the way they want it done. Nobody 
seems to care, be accountable or accept 
responsibility - except the boss. 

When this happens, pressure mounts 
and many companies have trouble keeping 
good people. Hire people, put them to work 
and then watch them leave within the year. 
Not a good thing for the bottom-line! Your 
job description changes from business 
owner to personnel complaint department. 
The business owner continues to search 
for answers to the people problem and 

Let Go to GROw!  
  

By George Hedley
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look everywhere for the magic fix. Then fully 
frustrated, he tries a new approach: let go of 
daily decisions and try to delegate. But this 
is too uncomfortable so he takes back control 
again.  

Look in the mirror!
So, what’s holding your company back? 

Is it you? Perhaps you are the real problem 
as you continue to control everything and 
everybody. This poor leadership style holds 
people back from accepting responsibility and 
becoming accountable. When you make every 
decision, people can’t and don’t take on more 
responsibility. When you fix or solve problems 
for employees, they can’t be accountable. When 
you lead every meeting, managers don’t grow. 
When you approve every purchase, contract or 
strategic move, good people don’t have to think 
or be their best. 

The more you control, the less employees 
perform. When you solve other people’s 
problems, they bring you more problems. But 
it makes you feel powerful when you control 
everything for everyone and wear a sign that 
says: “Bring me your problems.” 

When a customer calls with an issue, do 
you immediately handle it yourself and get 
right back to them? A better solution would 
be to listen and then turn your customer’s 
concern over to a supervisor or manager. 

When it’s time to make a major purchase 
or award a large contract, do you get right 
in the middle of the negotiations? Instead, 
ask your manager to review the proposals, 
analyze the inclusions and exclusions, 
negotiate terms with the lowest responsible 
company, and then get your final approval. 

When a supervisor asks you to call a 
supplier who isn’t performing, do you 
jump in and take charge? Train your 
supervisors to plan ahead, use written 
procedures, checklists, schedules, team 
meetings, and manage their workflow. A 
simple delegation strategy is to increase the 
maximum spending limit for all employees. 
Delegate by allowing them to spend at least 
$1,000 or more before they have to get the 
boss’s approval. The key is to stop making 
decisions for them!

Lead to grow!
Performance and getting results are the 

top indicators of effective leadership. No 
performance or results equals poor leadership. 
When you control the work, hold your people 
back, and constantly tell them what to do, 
you hurt your company’s growth and profit 
potential. An effective leader’s role is to 
inspire others to perform at higher levels and 
maximize results. Your job is to lead, not do. 
When you worry about every little detail and 
do the work yourself, you waste a valuable 
resource – YOU.

George Hedley works with contractors 
to build profitable growing companies. He 
is a professional business coach, popular 
speaker and best-selling author of “Get Your 
Business To Work!” available online at www.
HardhatPresentations.com. To sign-up for 
his free e-newsletter, join his next webinar, 
be part of a BIZCOACH program, or get a 
$100 discount coupon for online classes at 
www.HardhatBizSchool.com, e-mail GH@
HardhatPresentations.com 
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 Cleaning contractors are always trying to find 
ways to make more money, which is of course, 
understandable. One of those ways involves refilling 
restroom disposables like paper toweling, toilet 
tissue, deodorizers, and hand soap. 

These kinds of add-on services throw wrenches 
into contracts and quotes though. When it comes to 
pricing a janitorial contract, the more moving parts, 
the harder it is to ensure a profit will be made if the 
contract is won. 

I get complaints regularly from cleaning 
folks that they can’t seem to make any 
money because the customer uses a lot more 
paper towels and toilet tissue than expected. 
Likewise, I get complaints all the time from 
former contract cleaning customers that have 
decided to do it themselves because they are 
tired of the restroom disposables running low, 
trash not getting removed, or grating odors waft 
from the restroom. I am therefore a proponent 
of knowing the facts in advance to ensure 
a suitable profit will be made on exemplary 
services received. A job well done is the only 
way a contractor will increase profits. This is 
an axiom of the janitorial world. 

Part of doing a good job should include 
producing a well-designed contractual 
agreement which includes compensation 
for add-on services. Otherwise, add-ons can 
sabotage a cleaning contract. What are add-
ons? Any service over and above the actual 
labor of doing the job is an add-on, something 
that brings more profitability to the contract. 
The trick to making extra money with add-ons 
is to understand the processes involved with 
each type. The main types include specialty 
cleaning such as window washing or carpet 
spotting, and the performance of stocking restroom 
disposables. Add-ons must become well-oiled parts 
are the janitorial machinery and not broken wringers 
in order to turn more profits. 

There are several 
approaches to handling 
add-ons in cleaning 
contracts, each with 
their own challenges and 
rewards. Generally, it is best for the customer 
to provide all towels, tissue, hand soap, 
plastic trash bags, and a variety of cleaning 
detergents. This puts the responsibility 
squarely with them if something goes amiss. 
Yet, with a bit of study and consideration, a 
good contract can be written that compensates 
the contractor for extra services performed. 
The customer will be happier knowing all 
bases are covered and no hidden costs will be 
forthcoming. Everything spelled out; everything 
above board. That’s the way a janitorial contract 
should be written. The following scenarios each 
have issues that must be addressed if profits and 
happy clients are to be made. 
SCENARIO #1: THE CUSTOMER PROVIDES ALL 

Here the customer handles the purchase 
and stocking of all items needed for the 
janitorial contractor to clean the facility, 
including refillables. This method limits the 
profits to labor only, the simplest form of 
contract. In many cases, these items are 
delivered by a janitorial supply house on 
an “as needed” basis, or picked up by the 
customer from a large box store. From a cost 
standpoint, the customer can price around 
and do all the work finding items that are right 
for them, getting those items to the location, 
and keeping those items in stock for the janitorial 
staff. It takes no more thought on the contractor’s 
side than figuring the number of labor hours and 
the cost of travel required to handle the job. 

There are several down sides involved with 
this scenario:

There are many qualities of cleaning items 
available. Just because the customer buys these 

To Be or Not:  
Should a Janitorial Contract 

Include Disposables?
by Rick Meehan, Vice President of Marko Janitorial Supply,  

www.MarkoInc.com
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items does not mean that they are the correct ones 
for handling the job most efficiently. After all, the 
customer is not the cleaning expert.

The proper stocking of the janitor’s closet is a low 
priority for most businesses, so quality and quantity 
suffer simply because cleaning experts are not 
handling the purchases. Ever try using a cleaning 
chemical that does not work for the job at hand?

Profitable add-ons are limited. A contractor can only 
charge for extra labor when performing more intense 
jobs like window cleaning, fine furniture polishing, 
or carpet spot removal. Expertise is neither required 
nor compensated under this contract. For contractors 
wishing to limit the chances of losing money, this 
scenario is best – or is it? 

To improve profitability, tweak the contract 
by providing the customer with a list of exact 
chemicals, equipment, and refillables by brand 
required to do the job. Spell out the details, even 
down to the correct packaging of the favorite 
cleaner. Provide an inventory checklist, train 
your janitorial staff to check the stock levels 
regularly, keep the customer informed when 
items are getting low. Nothing costs more than 
wasted time. A cleaning person cannot perform 
the job without the proper equipment and 
materials. As part of the selling approach, the 
contractor must convince the customer that 
by using the proper products for the job, the 
contractor can perform with efficiency, thus 
reducing the customer’s costs. NEVER, simply hand in 
a quotation for gettin’ the job done! As my daddy used 
to say, “You’re cruisin’ for a bruisin’.” 

SCENARIO #2: THE CUSTOMER OR 
CONTRACTOR OR BOTH PROVIDE PART 

For any of these combinations to work, 
the customer and the contractor must hold 
up their respective ends of the bargain. It is 
important that each party keeps a tight stock 
check; however, the customer handles only a 
portion of the items needed to clean the facility, 
perhaps just the refillables. These methods can 
get confusing because the contractor will take 
the blame if items are not in stock even though 
the customer may have overlooked items they 
agreed to purchase. It is in the best interests of 
the contractor to simply check the stock of all 
janitorial items and inform the customer when 
items on the customer’s list are in arrears. 

Keeping a tight tab on products needed to perform 

the job is of paramount importance, even if the 
contract states otherwise. After all, the customer 
does not have to clean the facility. A contractor 
will save money by insuring the things they need 
are always on hand, no matter whom else may be 
responsible. Don’t leave it up to the customer to 
make sure products are on hand when needed, even 
though the contract doles out responsibility to them 
on certain items. That’s how contractors get caught 
– out of supplies, out of jobs, and out of profits. 
Make sure to include a clause that allows breaking 
the contract by mutual agreement, something along 
the lines of “with a two week written notice, either 
the customer or the contractor may terminate this 
agreement.” That way, at least the contractor can 
flee from uncooperative customers without a major 
loss of face. 

SCENARIO #3: THE CONTRACTOR 
SUPPLIES ALL 

In this scenario, the contractor handles the 
purchase and stocking of all items needed to 
clean the facility, including refillables. The 
onus is completely on the contractor to ensure 
proper stocking of all items pertaining to the 
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contract. Unfortunately, this also can cost the 
contractor the job if miscalculations occur in 
the amount of disposables. Nothing eats away 
the profits faster than a math error. 

Here’s the way it happens: the customer 
estimates X number of cases of towels used 
each month. With an increase in business, 
they hire new employees, which in turn raise 
paper usage. The contractor has to purchase 
more towels unexpectedly. Then, along comes 
a price increase. The towels cost more to boot. 
Practically overnight, the contractor’s bottom 
line is eaten away. 

The contractor then asks for more money; 
the customer refuses, citing the contract. The 
contractor begins to cut corners, both in the 
quality of disposables and chemicals, and 
in the number of hours on the job. Cleaning 
quality suffers. The contract is lost. Ill will 
radiates from both sides. Unfortunately, it is 
the contractor’s reputation that suffers – not 
the customer’s. Remember, word-of-mouth 
advertising is the biggest way cleaning folks 
get new business. Good referrals mean greater 
chances of landing new clients. 

Although this scenario is the most 
complicated to pull off properly, it is also the 
most profitable. The tightest inventory, the 
best-trained cleaning staff, the most efficient 
methods, and the properly written agreement 

covering all the bases – all this requires 
thought and knowledge on the contractor’s 
part. The advantages are these: the contractor 
knows the products will work for the job; the 
contractor knows the disposables will work 
for the job; the contractor knows the job 
cleanliness will be exemplary. Add-on profits 
range from filling dispensers to specialty 
cleaning, instead of just extra labor charges. 

A good way to reduce the complexity of 
purchasing, stocking, and training involved 
with janitorial products is to find and utilize 
a reputable janitorial supply house. Even if 
their pricing on paper, plastics, or chemicals 
are not the lowest across the globe, these 
professionals offer the most cost-reducing 
factor in any cleaning contract – consistency. A 
janitorial contractor can feel more comfortable 
knowing that supplies are stocked, improved 
products and methods are considered, and 
proper staff training is provided, usually at no 
extra charge. A good janitorial supply company 
can be the greatest profit-increasing resource a 
contractor can have. Find one. 

It boils down to this. To avoid agreement 
issues and improve profits, a contractor must 
build automatic increases into the contract, 
or be content to work harder for less money 
over time. I contend that all janitorial contracts 
should be designed as win-win scenarios; 
therefore, regardless of the type of scenario 
chosen for a particular customer, the only 
way to achieve harmony (and greater profits) 
is to apply THOUGHT to the process. For 
some contractors this may require a change 
in business philosophy. Consider: janitorial 
contracting is not about labor, and it’s not 
about profits either. It’s about a mutually 
beneficial process whereby the customer gets 
a sparkling facility and a contractor gets a 
living. The entire process of walking in and 
out of the customer’s door should be designed 
– not left to chance. Shakespeare’s Hamlet 
put it best. “To be or not to be, that is the 
question.” The answer: with knowhow on your 
side you can be what you wish. If you want to 
make more money by supplying disposables 
to your customers, make sure you have 
the background knowledge coupled with a 
mutually beneficial 

www.markoinc.com
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down concrete, especially older concrete, and 
create flying debris and dust particles.

Likewise, if you are pressure washing your 
fence or deck, use low pressure and be careful 
not to spray carelessly; otherwise, you can 
damage the wood as well as nearby vegetation. 
Wood decks and fences can be easily scarred 
by careless power washing.

EQUIPMENT USE 
One often overlooked area when considering 

whether use professional pressure washing 
services is the potential risks of using pressure 
washing equipment without proper training or 
experience. Depending on the type of pressure 
washer you are using – electric or gas powered 
– you run different risks. Oil fires, fluid leaks 
and blowing a circuit are just a few examples 
of possible equipment failures. And whatever 
you do, do not use a gas-powered pressure 
washer indoors, ever, as exhaust poisoning can 
occur. Always wear some kind of face mask, 
gloves and other protective gear if available. 
Do not aim the pressure washer at your feet or 
hands – on a high setting it can easily rip your 
skin off and cause severe bodily damage.

To avoid these safety concerns, consider 
using a professional power washing company 
instead. This is especially recommended if 
you need to wash your business building. A 
commercial property cleaning service will make 
sure neither your building nor your employees 
are hurt during the spring cleaning process.

There are many pressure washing services to 
choose from, but only a handful lead the pack. 
Do some research, and go with a professional 
power washing company that has high safety 
standards and a track record for professional 
expertise. For your business, make sure you 
go with pressure washing services that have 
commercial property cleaning experience. 
Pressure washing isn’t as easy as one might 
think. Wielding a high-pressure water gun can 
be dangerous and damaging to your property 
and health, so make sure you know what you 
are doing, or call on the professionals for help.

When it comes to 
spring cleaning your 
home or business, 

pressure washing is the easiest way to clean 
large areas efficiently. However, if you are 
inexperienced with home or commercial 
property cleaning, it would be best to consider 
using expert pressure washing services from a 
professional power washing company.

Pressure washing services offer many 
benefits, the primary one being the safety and 
expertise a professional company can offer. 
Safety in this sense means not only protecting 
yourself from physical harm but protecting 
your home or building from the accidental 
damage a pressure washer can cause. The 
following is a look at some of the ways inexpert 
pressure washing can damage your property.

HOME & BUILDING EXTERIORS
Pressure washing your home or building 

can cause physical damage if done improperly. 
For instance, cleaning mold and algae off a 
roof can blast off shingles and diminish roof 
quality if the pressure washer is turned up 
too high. Pressure washing with too much 
PSI can also damage your deck or patio finish 
and chip paint off your home siding. To avoid 
damaging your home or office, consider hiring 
a residential or commercial property cleaning 
service as a viable alternative that will save 
you time and energy – and potentially even 
money, considering the hazards. Rather than 
risk damaging your home and devaluing your 
property, have a professional with years of 
pressure washing experience do the job for you.

YARD & OUTSIDE AREAS
For the outside of your home or office, 

pressure washing also needs to be practiced 
safely to avoid structural damage. Your 
driveway or parking lot should not be power 
washed quickly or with too much force; rather, 
this job requires a careful, thorough cleaning 
on a low-medium setting. Misuse of a pressure 
washer on a high setting can degrade and wear 

Pressure Washing & Spring Cleaning: 
How to Avoid Damaging Your Home or Business

by Paul Horsley, Publisher




