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Resource was also without power and unable 
to help his customers for several days. “We lost 
about two weeks of work, too,” he adds. “Many 
of our staff couldn’t make it into work, but we 
didn’t have much work anyway. Everything 
was shut down. Clients were without power 
and the last thing on their mind was having 
their windows cleaned,” he explained. He 
did, however, go out and help many of his 
customers remove gutters, clean siding and so 
on. 
	A	fleet	washing	customer	who	lost	a	number	

of	their	trucks	in	the	storm	contacted	Griffin.	
“They asked if I wanted to make a few bucks by 
helping drive some trucks in from other parts 
of the country,” he explained. “I needed the 
money, but my family needed me more so I had 
to turn it down.”

The Cleanup 
 As FEMA moved in and people began 

trying to put their homes and their lives back 
together, the need for cleaning contractors 
– for any contractors, really – was huge. For 
instance, FEMA contacted VanHandel because 
they needed contractors with pickup trucks 
to haul fuel to the generators that were being 
used to run the cell towers until the power 
came back on. So for two weeks, Innovative 
Power Wash’s crew’s sole job was hauling gas 
to	the	cell	towers	and	to	the	first	responders,	
20 hours a day, for which they got paid an 
hourly rate. “It wasn’t that much, but we didn’t 
care,” he added. “We just wanted to help.”

 As seen on the news, gas was unavailable 
in the area for over two weeks. Lines backed up 
for	miles	as	cars	waited	to	fill	up	their	tanks	as	
well as gas cans for running generators. Fights 
broke out at the gas stations and police and 
military had to be brought in. Looting began to 
take place. Generators were frequently stolen 
and cars were broken into for their gas.

 Lambrinides went so far as to make one 
of his employee’s sole responsibility to drive 
two	hours	away	to	Pennsylvania	to	fill	up	his	
trucks and fuel tanks, return to New Jersey, 
then do it again.

 Ed Thompson of Thompson Roof Cleaning, 
who experienced near total loss of his vacation 
properties in the Barrier Island, Mantoloking, 

NJ (see sidebar and video), started blogging 
promos for emergency roof tarping the day 
before the storm started. “Within six hours, 
our blog post made it to Google’s front page 
and	we	received	our	first	call	at	midnight,”	he	
explained. “We dove right in.” 

 “The immediate need that we saw was 
helping people make the best out of what they 
had left,” adds Michael Pontillo of New Jersey 
Soft Washing in Westwood, NJ, who was 
without power for nine days himself. People 
came out of the woodwork seeking contractors. 
Making the living space in their house usable. 
Pumping out water. Removing damaged 
contents. Contacting insurance agents. 

New York:Debris and broken fence near flooded and 
damaged house after Hurricane Sandy on Manhattan 
Beach on November 8, 2012, Brooklyn, NY

This video was made by Ed Thompsonof 
Thompson Roof Cleaning and Pressure 
Washing shortly after Hurricane Sandy hit his 
vacation home. 

http://www.youtube.com/watch?v=gC_
HWzneN8c&feature=player_embedded

http://www.youtube.com/watch?v=gC_HWzneN8c&feature=player_embedded
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Flooded car removal. Shutting off utilities to 
prevent a problem if the power came back on. 
Helping out the neighbors or the elderly lady 
on the street.”

 Within a couple of weeks, VanHandel was 
contacted by Servpro to help with pressure 
washing projects in the badly damaged Long 
Beach Island area. “They didn’t have any power 
or water, so we had to go out and buy trailers 
and water tanks so we could haul our own 
water in,” he added. 

 Because of looting on the island, VanHandel 
and his crew had to stop at check points where 
they had to actually leave their licenses and 
registration. They got their paperwork back on 
the way out after the authorities checked their 
vehicles for any stolen goods.

 VanHandel started out by cleaning the mud 
from	the	floors	of	a	number	of	fire	departments.	
“Then we started helping the people out,” 
he added. “They would see us working and 
come ask if we could clean and sanitize their 
basements.”
	Griffin,	who	again	has	been	in	the	middle	

of the worst areas, has had to make do with a 
“Home Depot special” after losing his quality 

Hydro Tek machines in the storm. The 
problem	he	is	still	finding	with	cleaning	and	
sanitizing is that the tides roll in each day 
and the moisture issues start all over again.  

  “It’s like the movie Ground Hog’s Day,” 
he laughed. “One day just leads to the next, 
and	you	know	you’ll	have	to	just	figure	it	
out later.”

 
Seeing the Bright Side

 As much of the northeast is getting 
cleaned up and back to normal, there are 
people impacted by the storm without 
power or without homes. VanHandel said 
early on he saw colonies of people in tents, 
with	nowhere	else	to	go.	Griffin’s	father-in-
law did not get power on until December 
12. Some areas may not get power again 
for months, and many homes will never be 
restored.

 Yet despite the surrealness of the 
experience, there have been some good 
things to come out of Sandy. “You saw a 
sense of community that was unmatched,” 
explains Pontillo.
	Griffin	agreed,	saying	that	it	is	that	

www.steeleagle.com
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sense of community that has 
made the storm’s aftermath 
manageable. “I’ve learned that 
there are still good people in 
the world,” he adds. “There 
have been lots of groups – the 
American Red Cross, Habitat 
for Humanity, the Army and 
Marines, church groups and 
more – that have come out 
to help us, mostly from the 
goodness of their hearts.” He 
laughed, adding that he never 
imagined he’d be waiting in line 
all day for the Red Cross to give 
him a meal. “It gives you a real 
sense of what’s important.” 

 He adds, too, that once the 
power came back on and he 
was able to check his email, 
he saw that several industry 
members had sent him notes 
to let him know they were 
thinking about him. “That 
made me feel good,” he adds.

All those involved with the 
cleanup agreed that the work 
was not about the money as 
much as it was helping others. 
“Some people can pay and 
wait for insurance checks. 
Some can’t pay so you wait for 
insurance. The money is ok, 
but not like residential power 
washing wages,” said Pontillo. 
“I	find	it	very	rewarding	to	
know that we helped someone 
take a big step at getting 
back on their feet and helping 
them move on in the healing 
process.”

  New York City: In the aftermath 
of Hurricane Sandy a utility 
company work crew and truck 
seen in a water extracting 
operation from underground 
flooded electrical and 
communication spaces in the 
Lower Manhattan Financial 
District.
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Health concerns related to the growth of 
mold in the home have been featured heavily 
in the news. Problems ranging from itchy 
eyes, coughing and sneezing to serious allergic 
reactions, asthma attacks, and even the 
possibility of permanent lung damage can all be 
caused by mold, which can be found growing in 
the home, given the right conditions. 

All that is needed for mold to grow is 
moisture, oxygen, a food source, and a surface 
to grow on. Mold spores are commonly found 
naturally in the air. If spores land on a wet or 
damp spot indoors and begin growing, they 
will lead to problems. Molds produce allergens, 
irritants and, in some cases, potentially toxic 
substances called mycotoxins. Inhaling or 
touching mold or mold spores may cause 
allergic reactions in sensitive individuals. 
Allergic	responses	include	hay	fever-type	
symptoms, such as sneezing, runny nose, red 
eyes, and skin rash (dermatitis).  
 Allergic reactions to mold are 
common. They can be immediate 
or delayed. Molds can also trigger 
asthma attacks in people with 
asthma who are allergic to mold. 
In addition, mold exposure can 
irritate the eyes, skin, nose, throat 
and	lungs	of	both	mold-allergic	
and	non-allergic	people.	

As more is  
understood about the health 

issues 
related to 
mold growth 
in interior 

environments, new methods for mold 
assessment and remediation are being 
put into practice. Mold assessment and 
mold remediation are techniques used in 
occupational health. Mold assessment is 
the process of identifying the location and 
extent of the mold hazard in a structure. Mold 
remediation is the process of cleanup and/or 
removal of mold from an indoor environment. 
Mold remediation is usually conducted by 
a company with experience in construction, 
demolition,	cleaning,	airborne-particle	
containment-control,	and	the	use	of	special	
equipment to protect workers and building 
occupants from contaminated or irritating 
dust and organic debris. A new method that 
is gaining traction in this area is abrasive 
blasting.

                  Abrasive Blasting
The	first	step	in	combating	mold	growth	

is not to allow for an environment 
that is conducive to its 
growth	in	the	first	place.	
Controlling moisture 

and assuring 
that standing 
water from 
leaks or 
floods	is	
eliminated 

by Nick Gromicko and Ethan Ward, International Association of 
Certified	Home	Inspectors	(InterNACHI),	www.NACHI.org	

Abrasive Blasting for 
Mold Remediation
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are the most important places to start. If mold 
growth has already begun, the mold must be 
removed completely, and any affected surfaces 
must be cleaned or repaired. Traditional 
methods for remediation have been slow and 
tedious, often involving copious amounts of 
hand-scrubbing	and	sanding.	Abrasive	blasting	
is a new technique that is proving to be less 
tedious	and	time-consuming,	while	maintaining	
a high level of effectiveness.

Abrasive blasting is a process for cleaning 
or	finishing	objects	by	using	an	air-blast	or	
centrifugal wheel that throws abrasive particles 
against the surface of the work pieces. Sand, 
dry ice and corncobs are just some of the 
different types of media used in blasting. For 
the purposes of mold remediation, sodium 
bicarbonate (baking soda) and dry ice are the 
media commonly used. 

Benefits of Abrasive Blasting
Abrasive (or “media”) blasting provides some 

distinct advantages over traditional techniques 
of mold remediation. In addition to eliminating 
much of the tedious labor involved in scrubbing 
and sanding by hand, abrasive blasting is 
extremely useful for cleaning irregular and 
hard-to-reach	surfaces.	Surfaces	that	have	
cross-bracing	or	bridging	can	be	cleaned	more	
easily, as well as areas such as the bottom of 
a deck, where nails may be protruding. Areas 
that	are	difficult	to	access,	such	as	attics	and	
crawlspaces, can also be cleaned more easily 
with abrasive blasting than by traditional 
methods. The time saved is also an advantage, 
and the typical timeframe for completion of a 
mold remediation project can often be greatly 
reduced by utilizing abrasive blasting. 

Soda-Blasting
Soda-blasting	is	a	type	of	abrasive	blasting	

that utilizes sodium bicarbonate as the medium 
propelled by compressed air. One of the earliest 
and	most	widely	publicized	uses	of	soda-
blasting was on the restoration of the Statue 
of Liberty. In May of 1982, President Ronald 
Reagan appointed Lee Iacocca to head up a 
private-sector	effort	for	the	project.	Fundraising	
began for the $87 million restoration under a 
public-private	partnership	between	the	National	

Park	Service	and	The	Statue	of	Liberty-Ellis	
Island Foundation, Inc. After extensive work 
that	included	the	use	of	soda-blasting,	the	
restored	monument	re-opened	to	the	public	on	
July 5, 1986, during Liberty Weekend, which 
celebrated the statue’s centennial. 
The	baking	soda	used	in	soda-blasting	is	

soft	but	angular,	appearing	knife-like	under	
a microscope. The crystals are manufactured 
in	state-of-the-art	facilities	to	ensure	that	the	
right size and shape are consistently produced. 
Baking	soda	is	water-soluble,	with	a	pH	
near	neutral.	Baking-soda	abrasive	blasting	
effectively removes mold while minimizing 
damage to the underlying surface (i.e., wood, 
PVC, modern wiring, ductwork, etc.). When 
using the proper equipment setup (correct 
nozzles, media regulators, hoses, etc.) and 
technique	(proper	air	flow,	pressure,	angle	of	
attack, etc.), the process allows for fast and 
efficient	removal	of	mold,	with	a	minimum	of	
damage, waste and cleanup. By using a soda 
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blaster	with	the	correct-size	nozzle,	the	amount	
of baking soda used is minimized. Minimal 
baking soda means better visibility while 
working, and less cleanup afterward.

Dry-Ice Blasting
Dry	ice	is	solidified	carbon	dioxide	that,	

at	-78.5°	C	and	ambient	pressure,	changes	
directly into a gas as it absorbs heat. Dry 
ice pellets are made by taking liquid carbon 
dioxide (CO2) from a pressurized storage 
tank and expanding it at ambient pressure to 
produce snow. The snow is then compressed 
through a die to make hard pellets. The 
pellets are readily available from most dry ice 
suppliers	nationwide.	For	dry-ice	blasting,	the	
standard	size	used	is	1/8-inch,	high-density	
dry ice pellets.
The	dry-ice	blasting	process	includes	three	

phases,	the	first	of	which	is	energy	transfer.	
Energy transfer works when dry ice pellets are 
propelled out of the blasting gun at supersonic 
speed and impact the surface. The energy 
transfer helps to knock mold off the surface 
being cleaned, with little or no damage.

The freezing effect of the dry ice pellets 
hitting the mold creates the second phase, 
which	is	micro-thermal	shock,	caused	by	the	
dry	ice’s	temperature	of	-79º	C,	between	the	
mold and the contaminated surface. This phase 
isn’t as much a factor in the removal of mold 
as it is for removing resins, oils, waxes, food 
particles, and other contaminants and debris. 
For these types of substances, the thermal 

shock causes cracking and delaminating of 
the contaminant, furthering the elimination 
process.
The	final	phase	is	gas	pressure,	which	

happens when the dry ice pellets explode on 
impact. As the pellets warm, they convert to 
CO2 gas, generating a volume expansion of 
400 to 800 times. The rapid gas expansion 
underneath the mold forces it off the surface. 

HEPA Vacuuming
A HEPA vacuum is a vacuum cleaner with 

a	high-efficiency	particulate	air	(or	HEPA)	
filter	through	which	the	contaminated	air	
flows.	HEPA	filters,	as	defined	by	the	U.S.	
Department of Energy’s standard adopted by 
most American industries, remove at least 
99.97% of airborne particles that are as small 
as 0.3 micrometers (µm) in diameter. HEPA 
vacuuming is necessary in conjunction with 
blasting for complete mold removal. 

While abrasive blasting with either baking 
soda or dry ice is an effective technique, 
remediation will not be complete until HEPA 
filtering	or	vacuuming	has	been	done.	Abrasive	
blasting removes mold from contaminated 
surfaces, but it also causes the mold spores to 
become airborne again. The spores can cover 
the ground and the surfaces that have already 
been cleaned. So, the mold spores need to 
be	removed	by	HEPA	filters.	Additionally,	
while some remediation companies claim that 
there will be no blasting media to remove 
after	cleaning,	especially	with	the	dry-ice	
method, there will be at least a small amount 
of visible debris left by the blasting that 
must be removed before HEPA vacuuming 
can occur. HEPA vacuuming removes all 
invisible contaminants from surfaces and 
the surrounding air. When HEPA vacuuming 
is completed, samples at the previously 
contaminated	areas	should	be	re-tested	to	
ensure that no mold or mold spores remain.

Abrasive blasting using dry ice or baking 
soda,	combined	with	HEPA-filter	vacuuming,	
is an effective method for mold remediation. 
InterNACHI inspectors who offer ancillary 
mold inspection services should be aware of 
the	benefits	and	applications	of	this	technique	
adapted for remediating mold in home.

www.pressurewasherky.us
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You’ve discussed the situation with your 
prospect. You have the information you 
need. Now it’s time to prepare your quote or 
proposal.  
You	spend	time	writing-up	and	reviewing	

your quote, being sure to address the key 
requirements discussed with your prospect. 
You’ve invested time, effort and money in 
getting to this point.  

What do you do next? How do you 
communicate your quote to maximize sales?

Practices you should avoid:
•Sending the quote by email, because you 

don’t have time to talk with the prospect.
•	Not calling to see if the prospect has 

received or reviewed the quote.
•	Believing the prospect will read (and fully 

understand) the quote.
Let’s face it… in many cases the prospect will 

have additional questions about the quote, or 
may need to have some aspects explained to 
them so they can clearly understand how you 
will provide your product or service. But they 
are busy too and may say they don’t want any 
further contact.

Prospects will skip to the price.
However, if you don’t explain your 

recommendation to the client, they will usually 
go straight to the price and skip the main 
contents.

Plus, most times once the prospect has your 
quote they will be reluctant to meet with you 
again because they will feel as though they now 
have all the information they need. It is extra 
difficult	to	get	them	to	schedule	time	with	you.

The danger here is that you are the expert 
in what you provide. If you don’t explain your 
quote you cannot expect your prospect to have 
the same degree of insight as you do about how 
you will deliver the outcome.

Tips for success:
So here are some tips to ensure your 

prospect fully appreciates how you are 

proposing to help them.
(1) In your quote include a section on “Our 

Understanding	of	Your	Requirements.”	In	this	
section	you	re-state	the	key	points	identified	
during your discussion with the prospect. Be 
sure to include details so they prospect knows 
you understand exactly what they need.

(2) Position the section on your price within 
the	quote	after	you	have	explained	the	benefits	
or outcomes. Do not place the price as the very 
last item or section. (Typically pricing is on the 
last	page	and	people	flick	over	to	the	last	page	
looking for it.)

(3) During your sales discussion let your 
prospect know you will require a separate time 
to discuss the recommendations included in 
the quote. If possible, set an appointment for 
the quote discussion before you prepare the 
quote. Your objective is to get a commitment 
from the client to discuss the quote.

(4) Take the quote to your prospect and 
deliver it in person at the agreed meeting. At 
this meeting take your prospect through the 
quote section by section. Don’t just hand over 
the quote and wait for questions.

Your objectives in using this approach are 
to:  
•	Remain	in	control	of	the	information	flow;
•	Ensure your prospect does fully understand 
what	you	propose;	and 
•	Establish yourself as a true professional by 
helping the prospect with their decision.

Emailing the quote and not following 
up because you are “too busy” is a wasted 
opportunity. Instead, be proactive and win 
more sales.

Stuart Ayling is Chief Sales Strategist 
at Marketing Nous. He specializes in sales 
improvement initiatives for companies that sell 
services or technical products. For additional 
resources visit the online library and sign up for 
the free newsletter at www.marketingnous.com.
au.

How to Win More Sales From 
Your Quotes (and Proposals).

by Stuart Ayling



Professionals in the contract 
cleaning business not only need to 
know	the	most	efficient	methods	for	
performing their specialty services, 
but also understand how to be a 

marketing guru, a web designer and a savvy business 
manager. With the evolution of technology, the 
success of a business is based on more than just 
the	skill	of	employees	and	customer	service;	it’s	now	
contingent on the entire package that is delivered to 
the client and prospective client base. 

Entrepreneurs are continually expanding their 
repertoire through various methods. However, the 
most successful owners know that capitalizing on 
resources and the knowledge gained from networking 
with industry peers can often be what turns a 
fledgling	business	into	a	profitable	career.	That	is	
why the International Window Cleaning Association’s 
(IWCA)	Annual	Convention	&	Trade	Show,	Feb.	13-16,	
2013 in St. Pete Beach, Fla. is the premier industry 
event for those who dream of building something 
great.

Lynne Fiscelli, Pane View Window Cleaning LLC, 
first	learned	about	the	IWCA	event	while	researching	
methods to improve her Michigan window cleaning 
business.

 “My husband and I attended the IWCA Convention 
& Trade Show in 2012, and it was time and money 
well invested.” Fiscelli added, “The absolute most 
valuable	part	of	the	event	was	the	face-to-face	
networking with other business owners who have 
taken their business where we want to take ours.” 

Following the convention, Fiscelli reported that 
she integrated many of the techniques she learned at 
the	convention	into	her	day-to-day	business	which	
resulted	in	her	company’s	most	profitable	year	to	
date.

While many business owners use the convention 
to learn from others how to add on services to their 
businesses, there are many in other areas of the 
contract cleaning industry that have decided to 

How do you measure success?
2013 IWCA Convention 

& Trade Show 
Feb 13-16, 2013

“I figured out years ago that I always pick 
up enough information for my business at 
conventions to more than cover the cost 
of attending. I have attended the IWCA 
convention seven times, for example, and 
always came home and made significant 
improvements. If any business owner is 
deciding whether or not to attend the next 
meeting, remember that staying ahead of 
the curve in the service business means 
knowing more than the next guy. This is 
one of the best places to get that kind of 
information.”- Pete Marentay, Sun Brite Supply

by Mandie Bannworth
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expand their businesses by adding on window 
cleaning services. Gabor Viczko, Nevada 
Professional Inc., has been in the carpet cleaning 
business for more than 14 years, servicing 
commercial and residential properties. Viczko 
found that after hiring several employees, it 
was	becoming	difficult	to	make	decent	profits	
since his overhead increased substantially. After 
talking to others in the industry, he decided to 
look into expanding his services. 

“I was advised by a friend that I should expand 
my service to include window cleaning, as it 
would be VERY easy to market this service to my 
current clientele,” Viczko said. He added that his 
first	initiation	into	the	business	was	the	IWCA	
convention.	“I	attended	my	first	IWCA	Annual	
Convention in 2004 and became educated in the 
window cleaning business. I was able to network 
with dozens of other companies who shared with 
me countless ideas on how to start up my new 
window cleaning venture. The IWCA has been an 
instrumental part in my company’s success and 
the	annual	convention	continues	to	be	a	terrific	
resource for me to continue to grow and improve my 
company.”   

To this day, 40 percent of Viczko’s business 
is generated from window cleaning and his net 
profits	are	at	least	double	from	what	they	were	a	
decade ago.

The 2013 IWCA Convention & Trade Show 
brings	contract-cleaning	professionals	from	around	
the world to share ideas, network and help make 
businesses better. Sheila Smeltzer, A+ Pro Window 
Cleaning, inherited her window cleaning business 
and	realized	that	she	knew	nothing	about	field	work	
and	operations.	(See	Sheila’s	profile	on	page	20.)	
She found the answers she needed by attending 
her	first	IWCA	convention	as	a	scholarship	winner	
in	2007.	She	was	nervous	to	attend	the	first	
convention, not only because she was a woman, but 
also because she was so new to the knowledge base 
of the industry. Her fears were soon allayed when 
other professionals welcomed her into their inner 
circles. 

“There were key individuals that took me 
under	their	wings	at	that	first	convention	
who	are	still	influential	colleagues	and	great	
friends today,” Smeltzer said. “I am hooked 
on the annual convention for the innovation 
and professionalism it brings to my company, 

especially during the winter slow down. When 
I look at the success I inherited from attending 
IWCA conventions over the years, I realize the 
investment was priceless.”

 Additionally, IWCA dedicates part of the 
convention to its trade show, which showcases 
the top products and services in the market. 
When professionals are looking for a solution 
for their business needs, the IWCA Annual 
Convention & Trade Show is the place to be. 
With the right tools and services, a company can 
take its business to the next level by being able 
to	work	more	efficiently,	incorporating	add-on	
services and utilizing new products to help make 
tough projects a little easier.

This year’s event offers one of the best 
educational programs to date. Attendees can 
choose to attend the full convention or just a 
day	or	two.	There	is	something	guaranteed	to	fit	
everyone’s budget and need. The knowledge and 
contacts gained from attending the convention 
will	benefit	contract	cleaning	professionals	for	
years to come.

For a full list of session descriptions, more 
information and to register for the event, please 
visit the IWCA website at www.iwca.org or contact 
IWCA	Headquarters	at	info@iwca.org	or	at	1-800-
875-4922.	Specific	information	can	be	found	on	
these pages:

• Schedule of Events 
• Session Descriptions 
• What’s the Cost?
• Register Now

About the IWCA
The International Window Cleaning Association 

(IWCA),a non-profit trade 501(c)(6), is committed to 
raising the standards of professionalism within the 
window cleaning industry. The IWCA represents all 
facets of the window cleaning industry, from high-rise 
to route work, residential to industrial. Through its 
various programs, the IWCA promotes safety, training 
and a highly professional, responsible image of the 
window cleaning professional. The IWCA delivers at 
least three regional safety training programs a year 
at various locations throughout the country. These 
programs cover all aspects of window cleaning safety 
and equipment use. The IWCA is also the secretariat 
for the IWCA I 14.1 Window Cleaning Safety 
Standard. For more information, call 1-800-875-4922 
or visit them at www.iwca.org.

http://www.iwca.org/Conference/Schedule
http://www.iwca.org/Conference/Sessions
http://www.iwca.org/Conference/Cost
http://www.my-registration.com/registration/index.asp?EID=9585661586


Sheila Smeltzer, owner of A+ Pro Window 
Cleaning in Holden Beach, NC, believes that 

being a woman in the window cleaning industry 
has clear advantages. 

 “When a woman starts speaking technically, 
people listen,” she explains. “When a woman bids 
a job, there is a certain level of trust. When a 
woman shows up to actually clean their property, 
there is a level of comfort.” And as a woman, 
Smeltzer	has	taken	the	once-failing	company	
she married into and turned it into an industry 
powerhouse, with over 1,000 customers.

“Ski Bum” turned CEO
A	mid-western	girl	from	just	west	of	Chicago,	

Smeltzer and a friend “high tailed it to Colorado” 
three days after high school graduation. There she 
attended	Colorado	State	University	and	ultimately	
became a ski – “well, actually snowboard” – bum 
for about six years in the mid 1990s.

“I look back on these years and realize the jobs 
I had there groomed me for being successful in 
my company today,” she said. These jobs included 
sales	at	a	high-end	men’s	clothing	retailer,	a	
laborer at Summit Landscaping, and a dog sled/ 
snowmobile tour guide at Good Times Adventure 
Tours	in	Breckenridge,	Colorado.	“The	hands-
on style of catering to my customers’ needs, 
along	with	sales	to	mostly	high-end	clientele,	
have played a huge role in my ability to build 
relationships with my customers, sell the jobs, 
and facilitate the work promised.”

In 1999, Smeltzer moved to NC with her new 
husband, who had been in the window cleaning 

Sheila Smeltzer
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