
or be the guy the competition is 
chasing.

Gas Powered, Diesel Heated
3000psi, 4.8gpm

Adjustable temperature up to 250ºF
479cc Vanguard twin cylinder engine

Belt drive pump

Hydro Tek mobile wash skid
model# SS30005VS / T185TW

PRESSURE WASHER SPECI AL

WWW.HYDROTEK.US    (800) 274-9376    BRILLIANT DESIGN, TOUGH ON GRIME
Limited time offer.  Free freight to distributor location within the continental US. Price does not include sales tax or battery.  
Available through a participating distributor near you.  Ask your distributor for the Tanks A Lot Special or free wheel kit.  Call 
Hydro Tek for a distributor near you.   Not to be combined with any other offers, programs, or discounts.  

CONTACT US FOR A DISTRIBUTOR NEAR YOU:

$5,995
save over $3,595

Tanks A Lot Promotion

Conveniently slides in (and out of) a full size truckbed 
and most fl atbed or enclosed trailers.  Skid, water 
tank and hose reels are plumbed and securely 
mounted to a steel powder coated tank skid.  Saves 
time and hassle, just tighten bolts and go.  

Or FREE Wheel Kit
with purchase of the SS30005VS alone

Includes:
• 200 gallon tank skid
• Rustproof stainless inlet AND high pressure hose reels, 
plus 100’ inlet hose

www.HydroTek.us
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There are a few urban legends in our 
cleaning trade that I think deserve some air 
time. They center on the chemistry we use and 
have become increasingly dependent upon for 
our profitability. 

Myth #1: Everything in the world can be 
cleaned by throwing a little bleach on it. 

Myth #2: All you need is a handful of soda 
beads to make the best cleaner for the job. 

Myth #3: Prepared cleaners (products designed 
by chemists to target certain cleaning challenges) 
are too expensive to use and therefore cut into a 
contractor’s necessary profitability. 

My Perspective
Of course my opinion on all of these things 

is somewhat biased. My company is a leading 
seller of prepared cleaners to the industry. The 
reason I have promoted cleaners over the years 
goes back to my days as a contractor and my 
experience using all sorts of cleaners, which 
is the reason I wanted to start this discussion 
among contractors here.   

Like most contractors, what I was on the 
lookout for in those days was the one single 
cleaner I could carry on my truck that would 
handle everything I would encounter. I soon 
learned just how naïve this was, but not before 
trying everything I could lay my hands on locally. 
In fact, probably 90 percent of the cleaners I 
tried just plain didn’t work on anything very well. 

I later figured out that products the general 
public could buy would never accomplish 
much. Too many lawyers were involved in 
deciding what was safe enough to sell to Do-
It-Yourselfers. When McDonalds was sued 
because the coffee was hot I realized that 
I could never find the power I wanted in a 

cleaner that just anybody could buy. 
From there I turned to a few different 

suppliers who specialized in chemical products 
for contractors. One sold predominantly 
powders, and the other sold liquids. I found 
concentrated power in each, although the 
powders gave me fits because they didn’t 
dissolve well in the cold water I had available. 
What I really discovered was the variety of 
cleaning products available and how they 
applied to the variety of jobs that I was doing. 
Suddenly I regretted all those wasted hours 
playing dots in chemistry class just waiting for the 
clock to move. The chemistry of cleaning fascinated 
me and I set out to learn whatever I could.

Since our company specialized in cleaning 
and sealing decks and fences, we were actually 
“soft washing” (cleaning with chemistry and 
minimal pressure) long before this term 
became the latest buzzword. Chemistry played 
a huge role in our ability to do the work and 
turn a profit. Alkalines, acids, surfactants 
and all of the possible variations became more 
important every day.

When we started the supply division of 
Sun Brite, we started it with wood cleaners 
that we had developed in conjunction with a 
local manufacturer. These were the cleaners 
we found worked better than anything we 
were able to buy elsewhere because we were 
concentrating on our specialty. We used these 
cleaners every day, and that gave us the 
confidence to offer them to others. Our jobs 
went faster and we made more money on those 
jobs with these cleaners. It was a slam dunk.   

The popular cleaning method for decks at 
the time was to throw a little bleach at the 

Debunking Chemical Myths
By Pete Marentay,  
Sun Brite Supply,
www.SunBriteSupply.com



9eClean Magazine                                                     www.eCleanMag.com          

wood (maybe with a little dish soap mixed in, 
or maybe not). Sound familiar? So right off the 
bat, Sun Brite was bucking the popular methods 
by promoting cleaners with specific strengths 
with specific surfactants made to leave the 
wood in the best possible condition. The cost 
to use these cleaners was comparable to using 
a homemade bleach mix (under $1 per gallon), 
but the results were visibly and microscopically 
better.  We didn’t steal the color out of the wood 
and we didn’t spend anywhere near as much 
time to rinse out the suds that dish soap left in 
the wood. In addition, we told our customers 
that we were more professional because we used 
“specially prepared wood cleaners” and that let 
us charge more for our work. At the end of the 
day, my company made more money per job 
than anybody else we compared notes with – 
which leads us back to the myths.

Myth 1: Just Throw Bleach on It
 I have to admit to all of you that bleach has 

its place in any arsenal of cleaners. There is 
no better mold killer for the money that I know 
of. I use it whenever I am up against mold. It 
works for the mold on roofs and it takes the 
mildew off my lawn furniture in the spring. 

Bleach alone is not a cleaner, however. It is 

the action element in a bleach-based cleaner 
when you add a surfactant. Bleach mixes are 
not a one-size-fits-all solution, but they do 
have their place. 

So why do so many contractors use bleach 
or a bleach mix as their cleaner of choice? The 
answer has several layers, but it starts with 
the urban myths I started with today and ends 
on the convenience factor. You can buy bleach 
anywhere. It is easy to find. You don’t have to 
plan three days ahead for your needs as you 
would if you were buying a prepared cleaner 
from a supplier who is not local to you, either. 

So what is wrong with using bleach? There 
are three major problems with bleach:

It is not stable. It breaks down in heat and 
sun over time. Bleach that is 12.5 percent on 
Monday can easily be 11 percent on Friday if it 
isn’t properly protected. That means you use a 
different quantity on Monday than you do on 
Friday. That is a difficult thing to guess at. 

It is not as effective as a cleaner as 
sodium hydroxide, for example. Just looking 
at the pH factor, the rating of bleach is 12.6 
while the rating of sodium hydroxide is 13.5. 
Not only does this mean that sodium hydroxide 
is stronger, it means that every time you add 

By Pete Marentay,  
Sun Brite Supply,
www.SunBriteSupply.com

www.powerwashstore.com
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bleach to your cleaner you are likely weakening 
that cleaner instead of strengthening that cleaner. 

It is not always an appropriate 
combination for the surfactant or detergent 
you mix with it. Dish soap is created to wash 
dishes, not wood or concrete or your newborn 
baby’s hair. We buy special no-tears shampoo 
for a child’s hair because we want to protect 
that skin, that surface. We should adopt the same 
approach for every surface we want to clean, 
because that makes us more professional – to our 
employees and to our customers.

Now you can see bleach the way I do, as a 
necessary biocide agent but not as the world’s 
best cleaner.  Bleach is not a bad thing, but it 
is unpredictable and over-used and does not 
add to our image as an industry because of 
how it has been misused by people who didn’t 
take the time to learn about the chemical. 

Myth 2: Just Throw on Some Soda Beads
We should take a look at ‘soda beads’ next. 

For those who don’t know, this is sodium 
hydroxide in its most usable form. You can 
create cleaners with it that are extremely 
effective and low cost. Soda beads are harder to 
find and buy than bleach, but they are stable 
and predictable and work very well against 
grease and oil. You can make an effective 
cleaner for driveways with it, for example. 

I think that creating deck strippers with 
them is possible, but the lack of availability 
of good surfactants for wood makes this a 
shaky proposition for serious wood restoration 
contractors. The only reason ever expressed 
to me for making your own deck stripper with 
soda beads is the end cost of the product. No 

one has ever made the case that they can make 
a better deck stripper, just a cheaper one. 
Considering that we sell deck strippers today 
that cost less than $1.50 per gallon, this is not 
a really strong argument.

The important thing to understand about 
using soda beads is that sodium hydroxide is not 
always the best choice for a cleaner. If you are 
cleaning around a fast food outlet, for example, 
potassium hydroxide is a much faster and more 
effective chemical cleaner. It attacks animal fats 
far better than sodium hydroxide. It’s better for 
cleaning hoods in restaurants, too. When you are 
cleaning those black stripes off of gutter surfaces 
and stucco, a solvent cleaner using d-limonene 
or butyl is a far better choice than sodium 
hydroxide.  

So I will be the first to say that using soda 
beads can work on some jobs, particularly if 
you are able to lay your hands on the right 
surfactant for the job you need. I must also say 
at the same time that soda beads are not the 
best answer for all cases.

Myth 3: Prepared Chemicals  
are a Waste of Money

One final point – those folks (myself included) 
who develop and sell you cleaners are not the 
enemy. Quite the opposite, actually. If not for 
the guys in the white lab coats, we would be in 
the dark ages of cleaning. Most cleaners sold 
today are extremely powerful and cost effective. 

Using homemade cleaners can work, but 
they have their limits. As I said earlier, we buy 
special shampoo for our children, special soap 
for the dishwasher and washing machine, and 
special soap to get our greasy hands clean after 
working on the truck engine.

I think we add to the image of the industry 
by using professional products created exactly 
for the job. When you do, it would be great if 
you bought your cleaner from my company. 
In the end, however, using a prepared cleaner 
from any distributor is arguably better than 
using a home-made concoction. I used this 
approach to make more money as a cleaning 
contractor, and you can too. 

Pete Marentay is the owner of Sun Brite Supply in 
Lawrenceville, Ga, and an instructor for Contractor’s 
Foundation. To learn more, visit his company’s 
website at www.SunBriteSupply.com.

Visit www.RoofSnot.com for more information. 
Available exclusively through Southside 

Equipment, Inc., www.PressureWasherKY.com

www.RoofSnot.com
www.pressurewasherky.com
www.sunbritesupply.com


11eClean Magazine                                                     www.eCleanMag.com          

Larry Hinckley has spent his career working 
to improve the power washing industry. His 
designs have helped to make power washers 
safer and more efficient, his articles have been 
published in many respected journals, and 
his seminars have become required training 
in a lot of companies. Larry is never too 
busy to answer a question or demonstrate a 
concept. He believes that business is about 
people and knowledge. “Anyone who intends 
to be successful in this industry has to keep 
learning. In business, you never stand still. 
There’s no treading water.”

Larry’s power washing career started with 
a casual conversation in 1984. At the time, 
he was working 18-hour days for a bottling 
company in Houston. His son-in-law remarked, 
“I have trouble finding people who are willing to 
work eight hours a day. I wish I had a person 
like you.” Larry jokingly responded, “Don’t 
make any offers you can’t back up!” 

One thing led to another, and Larry came to work 
for Rahsco Manufacturing in August 1984. Soon 
Larry became recognized for his ability to think on 
his feet and solve problems quickly.

Over the last 29 years, Larry has been a 
Field Service Technician, Shop Foreman, 
Production Manager, Salesman, Purchasing 
Manager, Senior Technical Advisor, Instructor, 
Technical Writer, Bulletin board administrator, 
and General Manager. When asked why he 
decided to stay, he replied, “It’s a constant 
challenge. It’s never, ever, boring!” 

Larry also gets great satisfaction from 
helping the industry grow. “When I first 
came into it, there was nobody you could 
get information from because there was no 
Internet, no cell phones. If you were getting 
ready to do a job and you needed information, 
the only way you could get that information 
was to know somebody, call that person and 
talk to them on the telephone. So, I guess if I 
do have any great accomplishments, it would 
be that I have been able to help so many people 

through the years.”
Larry’s advice:
1. “Seek education. Do 

not come in unadvised. 
There’s so much 
information available to you today that you can 
save yourself a fortune.” And education is not 
for newcomers only. “You never know so much 
that you don’t need to learn something else. 
Anything that is going to add to your bottom 
line is obviously worth the doing.”

2. “Don’t purchase equipment without knowing 
what you need for what you are going to do.” 

3. “Don’t just choose one thing that you 
want to do and say that’s all I’m going to do. 
Diversify. Be flexible. That way if one sector 
of the industry begins to slow down, you can 
move very comfortably into another sector.” 

Larry is ready for his next chapter. “I’ll soon 
be 70 and I’m realistic enough to know that 
no one lives forever. I’d like to do more of the 
things I enjoy that I have so little time to do 
now. I’d like to spend time with my family, in 
my flower beds, in my yard, and cooking. I love 
to cook! And I am considering writing a book. It 
would be a technical manual. Somebody needs 
to compile a reference book.”

Larry plans to remain active on the Internet 
after his retirement. “I’ve made too many 
friends out there to just walk away. It’s kind of 
comforting to share personal experiences with 
many of those friends. I have people I’ve known 
for 20 to 25 years. I get to say good morning to 
them every day and I like that.”

To Larry: You always made time to mentor 
anyone who sought your help. Your dedication 
to serving and educating your fellow man has 
enriched everyone who has had the privilege 
of knowing you. Your influence will continue to 
ripple through this industry long into the future. 
Thank you!

You can view Michael Hinderliter’s final 
interview with Larry at http://www.youtube.
com/watch?v=Oplo03Xr2OU&feature=youtu.be

Thank You Larry Hinckley  
Reprinted with Permission of PowerWash.com (edited for space)

http://www.youtube.com/watch?v=Oplo03Xr2OU&feature=youtu.be
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WINDOW 
CLEANING 

FAQs: 
Residential vs. 
Commercial

by Larry Miller, owner of Larry Miller, Inc. Window 
Cleaning Services and IWCA Board Member

Photo courtesy of Rick Kadletz, Mid Missouri Window  
Cleaning Co. LLC, Moberly, Missouri, www.mmwindowcleaning.com
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I cleaned commercial properties for 
almost 20 years before I got into residential. 
I switched over about 12 years ago. It has 
been one of the best moves I ever made in my 
company, and meant less stress in my life. 
There are many reasons that you may feel “at 
home” with residential window cleaning.

Q: What are the benefits of 
residential window cleaning vs. 
commercial?

You get paid faster. With typical 
commercial window cleaning contracts, you 
have to wait 30 to 60 to 90 days for payment. 
Another benefit is that you don’t have “all your 
squeegees in one bucket.” With commercial, 
you could have 20 chain stores on your 
commercial window cleaning schedule that 
represent a major source of your profits. You 
think you’re doing fine until some national 
contractor shows up and makes them an offer 
they can’t refuse. 

You have many more individual 
customers with whom you can develop 
personal relationships. If there’s a 
disagreement with one of those customers, 
you can walk away if you feel that’s best. It’s 
different in commercial. If somebody’s not 
happy, even if it’s not your fault, you could 
risk losing a much larger percent of your 
business.

You have more opportunity to use 
a wider range of professional window 
cleaning skills. Plus you could do add-
on services like gutter cleaning and power 
washing and make more money.

Q: What kinds of things are 
important to know when taking 
on residential jobs?

You always have to be neat whether 
you’re working indoors or outdoors. 
Wearing booties indoors to help protect the 
carpets is a sign of respect for residential 

customers. Remember to take the booties off 
when you’re using a ladder.

Having good communication with your 
individual residential customers is key for your 
success, repeat business and referrals.

There are so many different kinds of 
windows! That’s obvious to someone who’s 
been doing residential window cleaning for a 
while. But if you’re just starting residential, 
it’s impossible to know all the “ins and outs.” 
Especially when you’re working on high 
windows where you have different ways to 
maneuver and safety is an issue. You have to 
teach members of your team. 

That’s why it’s important to go out and 
observe your teams at work. You can see what 
they’re doing and help turn it into a learning 
experience when they need help. It’s good to 
have a member “on call” for residential. So they 
can answer questions and help members of 
your team through a task.

Q: What are some of the things that 
you’ve done that have gotten the 
best response from residential  

              customers?

When people get their home’s windows 
professionally cleaned for the first time, they 
can’t believe the difference. They personally 
experience the value of cleaning windows. 
Their neighbors do, too. When they come over 
for a party everybody says, “Who did this?” 
“How come your house looks different?” After 
that experience, residential customers swear 
they’re going to get those windows cleaned 
every six months.

Realtors know prospects can really see the 
difference, when the windows are clean.

They say homeowners should have had 
this done before putting their property on the 
market.

Q: What are some safety issues 
unique to residential work?

Hardwood floors and tile floors are very 
slippery when you’re using a ladder. Putting 
a mat under the ladder helps stabilize it. When 
you’re working high up on the ladder, take 
your time and don’t rush.Photo courtesy of Rick Kadletz, Mid Missouri Window  

Cleaning Co. LLC, Moberly, Missouri, www.mmwindowcleaning.com
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Watch out for drips. If you’re cleaning a 
skylight, use a product like Dirtex® to wet a 
chamois or microfiber cloth so dirt doesn’t drip 
onto the carpet or floor like it could using a 
squeegee.

Moving expensive furniture can be an 
issue. Always make sure the residential 
customers move their own valuables whenever 
possible to avoid damage and liabilities.

Safety’s the number one thing when you’re 
doing residential. If you can’t do it, don’t do 
it. It’s better to leave the window dirty than to 
risk somebody getting hurt.

Q: Are there any techniques or 
strategies that make residential 
jobs easier or more efficient to  

              complete?

Set up a team with two or three people 
so the work goes efficiently. You could 
have one guy pull out the screens, another 
one start cleaning the inside and maybe a 
third outside. With that systematic team 
approach, the work gets much more smoothly, 
efficiently. It’s also a lot easier than working by 

yourself. Residential customers like seeing that 
teamwork, too. That provides a high level of 
customer satisfaction.

Schedule residential customers 
geographically – with homes that are in the 
same neighborhood where possible. That 
saves time (and gasoline) on travel expenses. 
When you have good signage on your trucks, 
neighbors driving by can jot down your 
name and phone number. That’s inexpensive 
marketing that gets results.

Larry Miller is the owner of Larry Miller, Inc., 
and a director for the International Window 
Cleaning Association (IWCA). The IWCA is a 
non-profit trade 501(c)(6) association 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. For more 
information, call 1-800-875-4922 or visit them 
at www.iwca.org

www.SteelEagle.com
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In the early 1990s, the pressure washing 
industry was “in turmoil.” The Environmental 
Protection Agency (EPA) was largely requiring 
pressure washing contractors to use some sort 
of expensive wastewater recycling equipment, 
and it was putting them out of business. 
Contractors in the Miami and San Francisco 
areas stopped power washing altogether for a 
short time, and the trend was going to spread – 
unless someone did something to change it.

Robert Hinderliter, who at the time owned 
the Delco Cleaning Systems of Ft. Worth (which 
is now PowerWash.com), disagreed with the 
EPA’s costly requirements, believing instead 
that the easier it was for contractors to conform 
to regulations, the more likely they would be to 
comply with the Clean Water Act.

“This radical thinking was not widely accepted by 
our industry at the time,” he explained. 

Hinderliter did not have the finances to fight 
the regulators in court, and even more, it was a 
political problem. “I was not a political person.” 
But he knew he needed to do something, so 
he contacted his local AHJ (Authority Having 
Jurisdiction), who took Hinderliter under his 
wing and taught him the in’s and out’s of the 
regulatory community. 

The Clean Water Act states that “no person 
shall throw, drain, or otherwise discharge, 
cause or allow separate storm sewer system 
(a.k.a. “MS4”) any pollutants or waters 
containing any pollutants or waters containing 
any pollutants, other than storm water.” 

However, Hinderliter soon learned that 
the Clean Water Act was “basically interpreted 
by everyone’s economic revenue stream and that 
our industry was being controlled by the coin-op 

carwash association and the liquid waste haulers.” 
He also learned that individuals held little 

authority when it came to working with 
regulators; they wanted to deal with an industry 
trade association. “I tried to get the equipment 
manufacturers to open up their association to 
everyone, but they would not do it.” 

So in April 1992, Hinderliter used his company’s 
newsletter to announce he was wanting to form a 
contract cleaning trade association – which became 
the Power Washers of North America (PWNA) – to 
fulfill the needed trade association role for contract 
cleaners. It took a few years, but eventually 
regulatory agencies began to listen.

Hinderliter arranged a compliance 
conference that was attended by 40 
environmental regulators – national, state 
and local – and 100 contract cleaners. “There 
was a lot of discussion among everyone, AHJ 
to AHJ and contractors to AHJs. The Feds, 
State, and Locals decided what each would be 
responsible for and basic structure and BMPs 
(Best Management Practices). 

Hinderliter and the PWNA fought hard for 
some aspects of these BMPs – such as raising 
the defining temperature of “hot water” to 110 
degrees from the initial description, which was 
essentially “anything hotter than tap water” as 
the municipalities initially called for. 

The end result was a set of BMPs 
establishing that the ordinance should 
be “reasonable, rational, and logical.” The 
Model Ordinance is just that, a model for the 
municipalities to follow, not a requirement. 
Ultimately, each municipality has the right to 
create their own regulations. 

Additionally, these BMPs are for regular 

Understading the 
PWNA’s BMPs

by Allison Hester, Editor
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maintenance cleaning, not for the purpose 
of cleaning hazardous materials. Another 
important note is that if your discharge does 
not reach the waters of the United States, there 
are no requirements by the Clean Water Act.

While the PWNA guidelines list specific BMPs for 
a wide variety of cleaning applications some basic 
elements are consistent. These are as follows:

This means before any power washing 

Additionally, discharge must be in 
compliance with local regulations and limits, 
which varies by municipality. Use a pH test to 
ensure the pH of wash water is between 5.0 
and 12.0 and below 150F; solids - less than 
250 mg/L, petroleum -less than 250 mg/L. 
Finally, filter “using the best available method 
of convenience that removes the largest 
amount of contaminants.” The best available 
methods of convenience may be a sand trap, 
grit trap, grease trap or clarifier, or it may require 
discharging to some sort of sink, toilet, indoor 
floor drain, or sanitary sewer clean-out stub. 

Always filter wash water 
before discharging  

to the sewer

begins, contractors should collect debris (dirt, 
sand, leaves, twigs, etc.) by sweeping with a 
broom, using a leaf blower or vacuuming and 
disposing into a trash receptacle. The gathered 
debris should never go to a sanitary sewer or 
storm drain. Finally, any oil and grease spots 
should be pretreated with an oil absorbent clay 
(such as kitty litter) and then thrown away in a 
trash receptacle.

Always Preclean

Discharging to a 
landscaped area is the 
PWNA’s second choice.

As mentioned before, it is true that if your 
wastewater discharge does not reach the 
waters of the United States, there are no 
requirements by the Clean Water Act. The 
PWNA considers discharging to a landscaped 
area an acceptable choice if guidelines 
(below) are followed, although sanitary 
sewers remains the preferred method. “If 
you discharge pollutants long enough to 
the same landscaped area, you’re going to 
contaminate the soil, and potentially make it 
hazardous,” Hinderliter explained. “The sanitary 
sewer is the best place because that goes to the City 
municipality, and they have an NPDES permit to 
discharge to the waters of the United States.”

First, it’s important to note that on-
property washwwater discharge can only 
occur on the property where the washwater is 
generated. To discharge to landscaped areas, 
you should first obtain the property owner’s 
permission and ensure that the discharge 
volume is small enough to soak into the 
ground without running into the property. 
Limit your discharge to 1,000 gallons per acre, 
per month. Discharge only at the property 
where the wash water was generated. Do 
not discharge repeatedly to the same area 
because doing so can contaminate the soil and 
groundwater, damage plants and cause other 
problematic conditions. Ensure the pH of the 
wash water is between 6.0 and 9.0.

For debris, this may mean running through 
a 20 mesh (or smaller) screen. A 20 mesh 
screen is about the equivalent of a pair of 
pantyhose. Hydrocarbons (grease/oil) need 
to be run through an oil absorbent filter/oil 
sock or an oil/water separator such as an oil 
absorbent boom, sand trap, grease trap, clarifier, 
recycling system, etc. After filtering the water, 
there should be no oil sheen (i.e., multi-colored 
water) visible.

Sanitary sewer is the PWNA’s first choice for 
disposal in most situations. Because studies 
found that “the amount of wastewater delivered 
to the sanitary sewer was insignificant 
compared to the total amount of wastewater 
the POTWs are handling,” the PWNA made this 
their first choice for most types of disposals. 
Some cities require a license to discharge to 
the sanitary sewer; others do not. Start with 
your local Public Works Department to find out 
whether a permit is required. (They may direct 
you to another department). 
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Discharging to storm 
drains is not recommended, 

but there are times it may  
be allowed. 

“Recycling really should be avoided if at 
all possible, as this concentrates the waste,” 
Hinderliter explained. In other words, recycling 
wash water has the effect of concentrating the 
contaminants and pollutants, and the POTW 
(Publically Owned Treatment Works) usually 
won’t accept concentrated wastewater. In 
fact, if recycled long enough, it can become 
hazardous waste, which requires contractors 
to have a hazardous waste haulers permit. If 
the water is recycled and collected for reuse, all 
discharge locations need to be reported to the 
Sanitary Sewer Department in advance, and 
should must be tested annually and reported 
to the Sanitary Sewer Department as required.

be treated the same. The dislodged items need 
to be collected before being washed into the 
MS4 (storm sewer), which is not designed for 
the increased load. The extra dislodged items 
will increase the TSS and turbidity of the water 
and impair living organisms. Chemicals are 
nutrients and when added to the MS4 unset 
the natural habitat,” said Hinderliter.

The result of the PWNA’s Model Ordinance in 
1995 was that expensive recycling equipment 
was no longer needed. “I showed contractors 
how they could comply for a few hundred 
dollars, not thousands,” Hinderliter explained. 
In fact, the PWNA’s BMPs provided plans 
“that everyone with any talent could copy,” 
publishing remediation basics so contractors 
could build their own systems if they so chose. 
All of this information has always been free. “I 
only get orders for wastewater equipment from 
contractors who determine they have more 
money to buy the equipment premade than 
time to build it themselves.”

The PWNA’s BMPs are available online at 
pwna.org/water_reclaimer.php#updatedbmp. 
The PWNA also is offering its environmental 
certification course several times throughout the 
year (visit www.ecleanmag.com/events for dates), as 
well as at its annual convention, October 17 through 
19, in Orlando. To learn more, go to www.PWNA.org.

The third preferred 
method   is to recycle wash 
water then discharge to the 

sanitary sewer. 

Washing with cold water (less than 110 
degrees F) without use of chemicals is 
considered no worse than a “rain event” and 
may be discharged to the storm drains if the 
surface cleaned has no oil, grease, or similar 
contaminants. In some cases, hot  water 
without chemicals may be allowed to the storm 
drain if the AHJ preauthorizes the cleaning.

“Anything that physically, chemically or 
biologically changes the water is considered 
a pollutant,” explained Clifford M. Lawson, 
P.E., Superviser of the Permits Branch for the 
Bureau of Water Pollution Control, Nevada Division 
of the EPA, who recently spoke at the Gamble 
Garage Cleaning Event in Las Vegas. “Elevating the 
temperature means you’re creating pollution.”

 “High Pressure Power Washing with 
hot water or chemicals dislodges more 
contaminates than a rain event and cannot 

The Impact

Robert Hinderliter (second from left) joins with members of the 
State of Nevada’s Dept. of Conservation & Natural Resources, 
Division of Enviromental Protection Agency, following Clifford 
M. Lawson (middle), P.E.’s talk during last week’s 2013 Gamble 
Garage Cleaning Event. Also shown: John Tornabene (left), Jim 
Gamble (second from right) and Nigel Griffith (right).
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Skip Markowitz of EDI Distributors in Cherry 
Hill, New Jersey, has witnessed numerous 
changes in the pressure washing industry over 
the past (almost) 40 years. But one thing that 
hasn’t changed is EDI’s support for the Power 
Washer’s of North America (PWNA).

“I joined the PWNA, almost at inception, 
initially as an opportunity to generate 
additional sales,” said Skip. “Since that time, 
we have found the annual conventions to be the 
best opportunity to see existing customers face-
to-face, many whom we have never before met 
in person.”

While Skip said he enjoys greeting existing 
customers with whom he has developed long-
lasting friendships, “we enjoy the opportunity to 
work with some newer members to answer their 
questions about the industry,” he explained. 
“Of course, these conventions also offer the best 
venue to show off new products as well as meet 
new prospects. 

EDI was also honored to be selected as 
“PWNA Vendor of the Year” in 2009.

After graduating from the University of 
Pennsylvania on a Navy ROTC scholarship and 
with a degree in Electrical Engineering, Skip 
spent almost five years engineering sea duty 
on destroyers. When it was time to “move on 
and try civilian life,” he remained in the Navy 
Reserve, retiring as a Captain.

With a degree in Electrical Engineering, but 
little knowledge of the products developed over 

the previous five years, he started a civilian 
career with several large companies in their 
manufacturing engineering divisions. When 
the opportunity presented, Skip joined a four 
man start-up company and was “charged with 
developing a line of reliable cold water pressure 
washers, electric and gas engine, to accurately 
dispense two-step chemical cleaners.” 

After the equipment and sales strategy 
was developed and successfully marketed in 
the Philadelphia metro area, the company 
decided to advertise to expand and market the 
products nationally, but without any local area 
distributors. 

“I recall a particular sale of a complete 
package, equipment and chemicals, to a mail 
carrier in West Memphis, Arkansas. After a 
few great weeks of clean trucks, the equipment 
failed. So, I got on a plane to Memphis and 
was met by an irate customer with a pig in the 
back of his truck,” he laughed. Skip fixed the 
equipment, but quickly learned the importance 
of a distributor network. 

Over the next 25 years, the group became 
the industry’s dominant manufacturer of two-
step, cold water vehicle cleaning chemicals 
and equipment. Unfortunately, however, 
environmental and other considerations forced 
the closure of this business. “But it was a 
great ride!” he said. “It is interesting to note 
that some of our original equipment is still 
in operation today and that two-step or twin-
chem vehicle washing is having resurgence, 
although it will likely never reach the level it 
was at in the 1980s.”

With his company closed and no suppliers 
for their products, many distributors Skip had 
known over the years reached out to him for 
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parts support. “As I knew all of our suppliers, it 
was a natural for me to fill that void.”

So Skip started EDI Distributors almost 
20 years ago. EDI stocked and still stocks 
most parts for two-step equipment, which was 
manufactured and still in use since 1972.

Over the years, EDI has evolved and its 
support for the two-step industry has become 
less important. “Our business has since grown 
to become a supplier of high pressure pumps 
and product support for the power washing 
industry,” Skip added. Changing technology 
has also impacted the way that EDI can sell 
products, which are now offered through its 
website as well as via telephone, local walk-in 
contractors, “and to the customer base we have 
built over the years.”

 Over the last three years, there has been 
a further business shift and now EDI exports 
high pressure pumps internationally to over 10 
countries.

“From the very beginning, we have always 

More Than Two-Step

strived to present a professional image and 
now sell to several Fortune 500 companies. 
But we have never varied from our core 
value of providing prompt service, serious 
technical support, at competitive prices 
to all customers, regardless of size,” Skip 
concluded. “When we get a call or request 
for a quote, we work with any prospect to 
source even the smallest o-ring or seal for 
a pump until they are satisfied. We are 
serious about customer service.”

To learn more, visit their website at  
www.EDIdistributors.com.

www.pwna.org



