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FRESH WASH 
FOR ROOF AND HOUSE WASHING

Contractor TESTED - Contractor APROVED!™ 

Single Tank System

PM for Bleach Landscape Fortifier

Scan this QR Code to Fresh Wash 
Order Online at PowerWash.com
Use code “FRESH” for 5% OFF!

Double Tank System

Fresh Wash Enhances Bleach for the cleaning of roofs and houses 
Includes a masking / cover scent
1. Allowing surface tension to be broken on the cleaning surface
2. Allowing deeper penetration of bleach based cleaning products 

into stains
3. Aids in lifting contaminants off the surface
4. Allowing cleaning products to dwell (hang) longer on horizon-

tal surface

A Bleach neutralize used 
to stop the corrosive dam-
age that can be caused 
over time to equipment.  
Used this product at the 
end of every day to “kill” 
bleach (Sodium Hypo-
chlorite).  

After using Fresh Wash with bleach 
(Sodium Hydroxide) follow up with 
this product to help boost vegetation 
resilience.  Landscape Fortifier was de-
veloped to reverse the negative impact 
that bleach and caustics based cleaners 
have on and around landscape plants. 

TM

1-800-433-2113

“Fresh Wash is awesome, I used it for the first time today and have no complaints! The 
chlorine smell is almost completely diminished and replaced with a light perfume scent. It 
definitely holds up to its promises of allowing the cleaner to dwell longer on the affected 
areas. Less work for me and a cleaner surface was the result. I am definitely replacing the 
product I used before and using Fresh Wash on my future jobs!”

DeJay Brock
Simply Glass Exterior 
Solutions 
Sellersburg, Indiana

“If you’re looking for a product (or Bleach/Additive) or (Surfactant) that will cover the 
scent of your Bleach/SH %100, cut down on your cleaning time while achieving better 
cleaning results, allow you to reduce your total Bleach/SH use, reduce or eliminate window 
spotting, help your mix stick to the roof limiting your run off which helps prevent plant dam-
age, AND will not kill your mix for up to 7 days, then Fresh Wash from Powerwash.com is 
the product for you.  Bottom line is Fresh Wash improves your Bottom Line.”

Doug Rucker
Clean and Green Solutions
Houston, TX

“For my first experience with fresh wash the biggest noticeable difference was the scent that 
mask the chemical completely with a fresh clean smell that pleased the customer. I used 20% 
less chemical with the addition of fresh wash than other additives because of the foam it 
produced as well as the boost of cleaning power it added to my mix. My job was completed 
faster and clean quicker and enhanced the rinse better than everything else I had ever used. 
Added bonus was I mixed a batch of fresh wash and didn’t get to use it for 4 days, when I did 
get to use the mix I thought it might be dead but to my surprise it was just as hot and fresh as 
the day I made it. We are 100% pleased with our experience of fresh wash, windows, gutters, 
roofs and every surface we apply to is just plain cleaner!”

Andy Vickers
Five Star Pressure Washing Service
Newnan, GA.

“Thanks to Powerwash.com I have found my new house wash detergent, Fresh Wash. Due to 
its great smell my customer’s come out and ask me what smells so great? Its masks the smell 
of 12% S.H. and also does an amazing job of clinging to the dirt. I’m also looking forward to 
using it this coming fall when the temperature drops & Ill still be able to work.”

John Devine
All Washed Up Powerwashing
Rockland Co NY

“I have tried the lemon scented Fresh Wash on a couple of homes and on an apartment build-
ing. I must say, I have been impressed so far. The cleaning starts a lot sooner than anything 
I have tried….even cut back on the amount of bleach I am using…. Rinsing it is a lot faster 
too. I left some on a window long enough to let it dry on the glass to see what it would do. I 
was pleased when I rinsed the window as the glass came clean and clear.  Another thing that 
means a lot to me is when a customer tells me how clean and fresh their home smells without 
complaining about smelly bleach. I am sold on Fresh Wash now and will be placing my order 
for the lemon scented version very soon.”

Len Sutton
Sea to Summit Pressure Washing, LLC
Greenville, SC

www.PowerWash.com
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EDITOR’S NOTE

After working on this issue, I’m 
tempted – I mean really tempted – to 
start a roof cleaning company. 

That’s because one of the toughest 
aspects of any cleaning business is 
marketing and sales. However, with 
roofs, the need for cleaning seems to 
be a no-brainer. It’s not just about 
aesthetics. It’s about saving roofs, 
saving energy and, most importantly, 
saving money. As a homeowner who 
had a leaky roof earlier this year, I get 
it. The article on page 28 will help other 
homeowners get it as well. Feel free to 
use it as long as you give the author 
credit.

The inclusion of this article is part 
of eClean’s effort to help cleaning 
companies of all types stay in business. 

Every year, cleaning contractors 
who have been trained in proper 
cleaning techniques, who own top-
quality equipment, who are insured and 
professional still go out of business. 
Why? Because cleaning is only half the 
cleaning business. Without sales and 
marketing, there is nothing to clean. 

This fact comes up quite a bit in my 
interviews. This month I heard it from 
Chris Tucker of Apple Roof Cleaning 
who founded the RCIA five years ago 
to help keep roof cleaners in business. 
(See the RCIA article on page 10). In a 
completely separate conversation, Thad 
Eckhoff of Apex Services, author of this 
month’s article on page 7, recently co-
founded the Pressure Washing Resource 
Association (PWRA) to help contractors 
in this area as well. (See our bonus 
article on the PWRA at www.eCleanMag.
com).

In turn, one of our goals is to keep 
readers informed of opportunities – i.e., 
associations, training, events, as well as 
general articles – to help you not only 
get the technical knowledge you need as 
a contract cleaner, but also the sales/
marketing helps required to succeed. 

So while this issue’s technically 
focuses on roof cleaning, there is 
information that can benefit all readers 
as well. Make sure to look for it, read it, 
then most importantly, apply it.

    Have a Successful Month!
        

It’s about More than 
Just Cleaning Allison Hester

Editor
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So you want to be a roof cleaner? Great!
You’ve researched demographics, vehicles, 

marketing, and what kind of mix you are going 
to use. Now the big question: how are you going 
to get the stuff up on the roof? Because you 
not only have to get it up there, you need to 
keep it up there. Too much flow and you risk 
nuking your client’s expensive landscaping. Not 
enough applied and you don’t kill the stains 
and you can’t bill the client.

So, you need to get enough of your mix on 
the roof to do the job and make sure it’s evenly 
applied with minimal runoff. The good news is 
that as opposed to even five years ago, there 
are lots of options for your roof-cleaning pump. 
The bad news is that there are seemingly 
endless options for roof cleaning pumps and 
systems and it is easy to become overwhelmed 
when trying to decide among them.

What do you need to look for? Which type of 
pump or system is right for you?

Most guys who have been cleaning roofs for 
more than the last few years started out with 
a small 12 volt pump and a very rudimentary 
system. There weren’t any commercially made 
systems so they used their ingenuity to figure 
out a way to get their roof cleaning mix from 
the ground onto the client’s roof.

These small pumps 
were not built to 
handle the corrosive 
effects of roof-cleaning 
mix and did not have 
the power to shoot 
very far. Roofs had to 
be walked and the mix 
was typically much 
stronger than what is 
used today because of 
the very low volume 
put out by these 
setups. Just a little 
missed overspray on 
someone’s plants or 
deck had the potential 
for disaster.

As pump design 
progressed, things 
got easier for roof cleaners. The introduction 
of the Delevan 5850, five gallon per minute 
pump allowed longer hose runs, bigger hose, 
and longer shots for those difficult to reach 
spots on unwalkable roofs. These pumps were 
designed to spray agricultural chemicals and 
used Viton valves and Santoprene diaphragms 

“We’re Here 
to PUMP! 
You Up!”

Thad Eckhoff, 
Pressure Washing Resource Association (PWRA),

www.PressureWashingResource.com

Photo of Don Phelps, All Seasons Exteriors, Inc., 
Orlando, Florida, www.FloridaRoofCleaners.com

Photo of old pump setup from Michael 
Kriesle, First Choice Power Washing, 
Lexington, KY
www.FirstChoicePowerWashing.com 
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for chemical resistance. 
Probably the most commonly used 12v 

pump these days is the Delevan Fatboy. It 
produces up to 7 gpm at 60 psi and has a 
field-replaceable relay. It is necessary with all 
12v pumps to use spray tips with an adequate 
orifice size so the pump won’t continuously 
cycle on and off and overheat, but the use of 
an accumulator tank can mitigate excessive 
cycling and allow the use of smaller orifice tips 
without damaging the pump.

The next step up is the air diaphragm pump. 
These pumps are powered by a separate air 
compressor. They produce more volume than 
12-volt pumps and are considered to be more 
durable. Another notable feature is that air-
operated diaphragm pumps can use very small 
orifice tips without damaging the pump. Many 
high-volume roof-cleaning companies use air-
operated pumps for multiple roofs, five or six 
days a week and never rinse them out. The 
downsides are that they are more expensive 
than electric pumps and you also need to 
purchase a separate air compressor. If the air 
compressor won’t start, you’re not cleaning!

The last type of pump we will consider is the 
gas engine-driven pump, like the John Blue or 
Udor Zeta. These are by far the most expensive 
option but also produce the highest psi and 
spray volume. This setup is often used for large 
commercial jobs where thousands of square 
feet a day are being cleaned. 

Scott “Squirtgun” Karvonen of Karvonen’s Pro 
Clean in Tifton, Georgia, swears by his John Blue 
setup for roof cleaning: “It has been the most reliable 
system I’ve used,” Karvonen said. “I like the fact that 
I’m not limited to short hose runs when cleaning 
and there are no priming issues like we used to have 
with the 12v pumps. You can climb on a roof and 
start spraying without worrying about priming it on 
the ground and whether you will lose prime as you 
climb. We often shoot up to 40 feet for difficult shots, 
but most of our cleaning is done with a 40 orifice fan 
tip. It is extremely fast and efficient and the small 
gas engine hardly burns any fuel at all.”

One who has run the gamut of roof-cleaning 
pumps is Don Phelps of All Seasons Exteriors, 
a roof cleaning company based in Orlando, Fla. 
He has offered labor-for-learning and online 
tutoring for countless contractors over the 

last few years. The man who is dubbed “The 
Roof Cleaning Guru” by fellow contractors 
and the one to bring the “Phelps Wand” to the 
roof cleaning masses told eClean Magazine, 
“I started out pressure washing but kept 
getting requests for roof cleaning. My first roof-
cleaning job was a 1400 square foot ranch that 
took me five hours with a pump up sprayer. I 
knew there had to be a better way!”

He used a roller pump setup for a while but 
that proved unreliable. “Since the roller pump 
wasn’t rated for roof cleaning mix, it kept 
freezing up and trying to meld together. I had 
to remember to pull the cord on the engine 
often to keep it from seizing up. When we went 
on vacation, the housesitter’s instructions 
were, ‘Water the plants, take care of the dogs, 
and remember to pull the cord on my roof 
cleaning rig a couple of times a day!’” he joked.

He then went to the small 12v pumps, but as he 
started landing very large multi-story commercial 
jobs these small pumps couldn’t keep up. That’s 
when he began using gas engine-driven pumps.

 “Gas-driven pumps are great for larger 
commercial jobs. They put out more pressure, 
shoot farther, and are much more productive on 
the big roofs, especially for the difficult shots. 
That being said, I feel that the best all-around 
choice for the average contractor is the 12-volt 
once you balance cost versus return. We use the 
John Blues for the big jobs, but 90 percent of 
the time we use Delevan Fatboy pumps and just 
regard them as disposable. The biggest hassle is 
making sure that the batteries stay charged but 
for average residential and small commercial. We 
just have them on quick connects and if one stops 
working we slap in another one and keep cleaning. 
I get between 75 to100 roofs out of each one.”

No matter what you decide is the best fit for you 
or if you have to try a few different kinds of pumps 
and setups one thing is for certain: You have lots of 
options and it’s a great time to be a roof cleaner!

Thad Eckhoff is the owner of Apex Services 
Window Cleaning and Pressure Washing 
Company, and the co-founder of  Pressure 
Washing Resource Association (PWRA).  
The PWRA provides practical, proven  
resources and marketing/sales helps for 
member companies. To learn more, visit 
PressureWashingResource.com.
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July 27 thru 29, window cleaning 
contractors (and others) will be traveling to 
Oconomowoc, Wisconsin (about 40 miles 
west of Milwaukee) for one of the most unique 
industry-related gatherings of the year, the 
16th Annual Window Cleaning Network Picnic.

 The annual Picnic began in 1997, shortly 
after Gary Mauer founded the Window Cleaning 
Network. The idea came about somewhat 
accidentally, following a comment on the 
network’s board about company picnics. 
“People pounced on that, and we started 
planning a picnic for the network’s first 
anniversary,” he explained. “I’m really glad 
we stumbled on the name Picnic. It’s easy to 
remember, easy to explain, and helps keep me 
from getting too carried away with planning.”

 Located at the Olympia Resort and 
Conference Center, the Picnic emphasizes 
“natural networking opportunities” through 
events such as a golf outing, a fireworks show, 
and of course, a picnic, explained Mauer. 
The resort and surrounding area are family-
friendly, making it a potential getaway for 
individuals as well as families.

 During the three-day event, attendees will 
experience the following:

• Education: Rope Access, pressure 
washing, aerial lift safety and tempered glass 
issues will be featured during short seminars. 
Additional education includes information 
on waterfed poles, accessories, and water 
systems; soft washing; screen washing; and fall 
restraint. RHG sponsors the meeting room used 
on Friday afternoon and Saturday morning.

• Steaks on the grill and other 
refreshments: Lunch includes Santa Maria 
steak (done steak Diane style - flames and 

all), roasted sweet corn and more, provided 
by Ettore Products company, and prepared 
on Weber grills by celebrity grill master John 
Becker. Ettore is giving away two brand new 
Weber Grills (used only once). Additionally, J 
Racenstein & Co is pitching the Picnic tent. 
Detroit Sponge & Chamois Co. is hosting 
the reception. Unger Enterprises provides 
refreshments for all the onsite activities – 
Picnic, reception and seminars. 

• Games and Recreation: The Don 
Chute Memorial golf outing moves to Friday 
afternoon, making it easier for most to arrive 
in time to play. Proceeds are donated to the 
late Don Chute’s favorite cause, HeartBound 
Ministries. “Last year we raised $1,000 
for HeartBound, which supports chaplain 
programs in Georgia prisons,” added Mauer. 
Hole-in-one prizes are planned, as well as 
prizes for fun contests like long drive, longest 
putt and shortest putt. IPC Eagle Power is 
hosting Picnic recreation - including a water 
balloon game, sponge toss and the golf outing. 

Friday night, attendees and their families 
can enjoy the industry’s first fireworks show, 
produced by the area’s largest pyrotechnics 
firm from the top of Olympia ski hill, which 
should be “visible for miles.”

“Quick, to-the-point seminars, hands-on 
equipment and safety demos, a work truck 
show, and thousands of dollars’ worth of prizes 
and samples have made this the largest event 
every summer since 1997,” said Mauer. 

To learn more about the event or to make 
reservations, visit the Picnic’s website, http://
www.window-cleaning.net.

 

16th Annual 
Window Cleaning 

Network Picnic
July 27-29

by Allison Hester, Editor
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 Chris Tucker, owner of Apple Roof Cleaning 
in Tampa, Florida, has spent 20 years helping 
contractors not only learn about proper roof 
cleaning, but helping them become successful 
business owners as well. 

 As founder of the Roof Cleaning Institute 
of America (RCIA), Tucker 
has not only helped train 
hundreds of contractors, 
he’s managed to run a 
successful roof cleaning 
business in one of the most 
competitive markets in the 
industry. 

“When people learn 
from me, they’re learning 
from someone still in 
business who is out 
there cleaning roofs every 
day and surviving,” he 
explained. Actually, Apple 
Roof Cleaning is doing more than surviving; 
it’s been honored locally as the Chamber of 
Commerce’s business of the year. And Tucker 
has become recognized nationally through the 
RCIA and other groups as a top non-pressure 
roof cleaning industry information source. 

20 Years of Trial and Error
“I’ve never had anyone who became a 

successful roof cleaner go back to pressure 
washing,” said Tucker. “Roof cleaning is where 
the money is. The modern equipment is so fast. 
Sometimes the hardest thing is trying to act 
busy in front of the homeowner.”

 Roof cleaning was not always as efficient as 
it is today, however. In fact, when Tucker began 
in the roof cleaning industry 20 years ago in 
Seattle, Washington, there were no pumps. 
Instead, he would roll chlorine on the roof with 
a paint roller. 

Moving back to Tampa, Florida, Tucker said 
he saw a pressure washing contractor making 
$400 a roof in his neighborhood, but knew 
that method was damaging the shingles. He 
decided to get back into roof cleaning, using 
his “Apple Stick” – a stucco roller and a bucket 

or chlorine and water mix. 
“After losing all the hair 
on my legs and getting a 
good sunburn, I decided to 
investigate pumps instead.”

Tucker then went to a 
local agricultural store, 
where he purchased a 
small Sureflo pump that 
produced 1.5 gpm and 100 
psi. “They were slower than 
molasses in January, but 
faster than my roller.” As 
Apple Roof Cleaning grew 
and Tucker was cleaning 

eight to 10 roofs a day, six days a week, he 
found he quickly burned through those little 
pumps.

Next he moved to a roller pump, which 
worked “great” for about two weeks. “We’d buy 
a case of them – 24 pumps at $80 each – then 
when they went bad, we’d just throw them 
away.”

In looking for better, more efficient cleaning 
methods, he found that in those days, few 
contractors cleaned roofs, and even fewer 
would share information on how they did it. 
Tucker felt that was not only unnecessary, but 
also damaging to the professional roof cleaning 
industry. Instead, he began sharing his 
knowledge via the newly-developed Internet. 
Through Delco’s bulletin board, Tucker became 
known as the industry’s roof cleaning guru as 
he helped contractors from across the country, 

The Roof Cleaning 
Institute of America

How Chris Tucker’s Vision is Raising 
the Roof Cleaning Standard

by Allison Hester, Editor
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always sharing his knowledge for free.
 After the Delco board demised, Tucker 

moved his instruction to other industry boards, 
but he met some resistance. “My ideas were 
different from the accepted wisdom at that 
time,” he explained. Specifically, many people 
talked about using small pumps, small hoses 
and strong solutions. “I taught the opposite: 
big pumps, big hoses, big tanks, and using 
solutions that didn’t damage plants. My ideas 
that were challenged back then are now 
accepted as the norm.”

Starting the RCIA
 About five years ago, Tucker decided it was 

time to not only start his own forum, but to 
begin certifying contractors “to bring a level of 
professionalism to the industry.” Tucker, who 
has “always had a following,” said the RCIA has 
around 450 paid members, and has certified 
around 200 contractors. Also, approximately 
3,000 industry members have registered with 
the forum.

 Anyone can join the forum for free. The 
cost of RCIA membership is $100 annually, 
and includes the use of the RCIA logo on 
websites and vehicles and access to the 
members-only portion of the forum. “The guys 
wanted a private forum area where they could 
share secrets without everyone being able to 
see them,” he explained. Members are also 
required to adhere to a 50-point standard that 
includes areas of professionalism, equipment, 
chemicals, safety and education.

 Members also are allowed to make 
promotional posts about their businesses, 
which benefits them in the search engines, as 
the RCIA site is “a search engine magnet for all 
things roof cleaning.” Tucker adds that “some 
members don’t even have their own websites. 
They just use our forum to draw customers.”

 To qualify for RCIA certification, companies 
must have at least 100 “legitimate” posts to 
the forum, complete video training, and pass 
a verbal test that is administered by Tucker 
himself. The cost for certification is $250, 
and those who pass are given a certification 
logo and certificates that they can use in their 
marketing. “The important part of certification 
is that it builds trust with the customer,” 
Tucker adds. “It’s something contractors 

can use to separate 
themselves from their 
competitors.”

A Labor of Love
 For those thinking 

Tucker started the 
RCIA as a way to 
get rich, he assured me he makes more in a 
month from his roof-cleaning business than he 
does in a year through RCIA. “My son tells me 
all the time that if I spent half as much time on 
our roof cleaning business as I do on the RCIA, 
we’d have it made.” Additionally, he was never 
paid for his help on the Delco or other industry 
boards.

 Because Tucker does own a roof cleaning 
business, he is always researching new 
products and technologies that can help him 
with his own company, as well as that he can 
pass along to his RCIA members. He is also 
working with a PhD in Phycomyology – i.e., 
the study of algae – and continuously studies 
patents in roof cleaning technology. “I try to 
interface with experts on a technical basis, 
then teach contractors in a way that everyone 
can understand.”

 As a result, Tucker has helped hundreds 
of contractors over the past 20 years, and he’s 
built a “brotherhood” through the RCIA. “We 
are a forum, but we’re like a family. We help 
each other. We have little secrets we share 
only among our brothers. There’s something 
amazing about being part of an organization 
that’s growing by leaps and bounds.”

To learn more about the RCIA, go to  
www.Roof-Cleaning-Institute.ActiveBoard.com.

Larry Millette, Bill Booz, Mike 
Hockman and Chris Tucker 
during NCE East in Tampa.
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One way to consistently “attract” business 
is through passive-aggressive communication 
techniques. Using these skills further advances 
intimacy with your clients and keeps you 
in touch with them. More importantly, 
you separate yourself from the masses of 
salespeople who do not use these types of 
skills. This module assists you and your team 
in mastering the art of using “Thank You” notes 
to advance your business. Make it so your 
clients want to do business with you!

Two Important Hints
• Client Satisfaction. It is important to 

come to fruition through regular contact with 
the people or companies with whom you deal. 

• Immediacy. As soon as your contact 
has concluded, you must immediately follow 
through. Your clients want to see immediate 
action, so when sending thank you cards, do it 
right away. A salesperson who waits a few days 
or even weeks after the contact will lose. The 
salesperson who immediately follows-up will 
gain the attention of their client and win. You 
want customers to respond: “This person is on 
the ball. I am impressed by their skills. I will 
have no reservations giving them my business.” 

Two Important Skills
• The “Thank You” Business Card 

Technique. When handing your business 
card to someone or sending them your card 
in the mail, write these phrases on the back 
of your card: “Thank you, in advance, for the 
opportunity to someday serve your needs. My 
first goal is to help my clients, customers, and 
prospects like me and trust me. Thanks!”

• Send “Thank You” Notes
1. Contacts — Whenever you meet 

someone, and there has been the slightest 
discussion or interest about your business or 
service. 

2. Re-Contact — Mail a thank you note 
after every contact. 

3. After the Order — Thank them for the 
time they spent with you and congratulate 
them on making a wise choice. 

4. Someone That Is Referring — Thank 
them for the referral and let them know that 
you will treat anyone they refer to you with 
the same degree of professionalism you’ve 
shown them. Keep these folks abreast of any 
developments from their referrals. 

5. Just Because — Make yourself look for 
people who would do anything for you that 
you consider going the extra mile. Send them 
a short note, letting them know how much you 
appreciate and respect their efforts. Examples 
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are:
• Welcome aboard for a new client; 
• Someone at the office went out of their 

way for you; 
• A record has been broken; 
•Someone just got a big check. 
6. People That Tell You “No” — Send a note 

thanking them for their time. Let them know 
you’re still interested in serving them or others 
they know. Smother them with kindness. 

7. Customer Service Departments — Train 
your customer service people to send at least 
one thank you card per day to a client. The 
card needs to be handwritten with a short 
message about having the opportunity to serve 
the client. One a day, over a year, makes over 
300 positive contacts for your company. 

Sample Text for Thank You Cards
1. Phone Contact:
“Thank you for talking with me on the 

phone. In today’s busy world, time is precious. 
You can rest assured that I will always be 
respectful of your time as we further discuss 
the benefits of ________.” 

2. In Person Contact:
“Just a short note to thank you for taking 

your time today to speak with me about 
________. Please find attached ________ that 
will provide you with more information. I look 
forward to speaking with you soon.” 

3. After A Presentation:
“Thank you for giving me the opportunity to 

share with you ________. I believe that ________ 
is your best alternative in ________ your 
business.” 

4. After The Order Or Application:
“Just a short note to congratulate you for 

working  with ________. I know that ________ 
looks forward to being of service to you and 
your business.” 

5. For A Referral:
“Thank you for your kind referral. You can 

rest assured that anyone you refer to me will 
receive the highest degree of professional 
courtesy possible.” 

6. After A “No” Or A Refusal:
“It is with sincere regret that your 

immediate plans do not include committing to 
________. However, I appreciate your time and 
consideration. If you need further information, 

please feel free to call on me. In addition, I will 
keep you posted on further developments with 
_____.” (Start an e-mail drip list for “no” clients.) 

7. Anyone Who Gives You Service:
“Thank you. It’s gratifying to meet someone 

dedicated to giving good service. Your efforts 
are appreciated. If my company or I can serve 
you in any way, please don’t hesitate to call.” 

Email or Snail Mail?
Personal touch, through regular mail 

with a handwritten note will always advance 
intimacy with a client much more so than an 
e-mail note. Utilize e-mail to make broad-range 
announcements. Yet, when it comes time to work 
with that large account and your attraction skills 
must be at their best, get that pen out and that 
blank thank you card and get busy!

A member of the National Speaker’s 
Association and a published author, Chuck 
Bauer spends his time giving seminars – 
individually onsite or over the phone – teaching, 
supporting, and selling. To learn more, visit 
www.chuckbauer.com.
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