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Blue Boost has a neutral PH of 7 to 7.5 
it is safe to handle and apply to most 
any surfaces. Blue Boost is a special 
blend of wetting agents, surfactants and 
solvents. The penetrating action lifts 
heavy deposits of fats, oils and greases.  

Blue Boost

Telescoping Wand Belt
The Belt Support makes it 
easier to handle the Tele-
scoping Pressure Washer 
Wand by taking stress off 
your arms and body. 

This telescoping wand supports 
up to 4000 PSI. This means that 
it may be used with downstream 
chemical injectors to wash 2 
story buildings from the ground. 

Telescoping Wand

MTM Hydro Turbo Nozzle
Harness the power of your Pressure Washer with a Turbo 
Nozzle. The turbo nozzle takes maximum impact of a 
zero degree nozzle and spins it in a circle. This allows 
you to have the best of both worlds: high impact and 
good cleaning coverage. It is commonly stated that turbo 
nozzles double cleaning ef-
ficiency.
•	 Maximum Pressure 

4500 PSI 
•	 Max Temperature: 

210 F 
•	 Inlet: 1/4” F

Designed to clean heavy grease, oil and 
scuff marks from unpainted concrete and 
other alkaline 
water safe hard 
surfaces. USDA 
authorized for 
use in meat 
plants.

R-202 Concrete 
Cleaner

The Whisper Wash Big Guy Surface Cleaner 
incorporates the signature balanced and 
machined spray bar of all Whisper Wash 
systems with a wide surface coverage area 
to	provide	a	comfortable	and	highly	efficient	
flat	surface	cleaner.	With	a	28”	diameter	and	
aircraft grade aluminum housing, it is built 
tough to handle the big jobs. The Big Guy’s 
pivoting wheel design and a heavy-duty 
nylon brush provide for easy navigation 
through large areas while still containing the 
pressurized spray. The Platinum Series of 
Whisper Pro Surface Cleaners separates itself 
from the competitors and Standard Series 
Whisper Pro Surface Cleaners by offering:
•	 A One-Piece Unitized Swivel Cartridge 
•	 A One-Year Full Coverage Warranty 
•	 5000 PSI Max Working Pressure 
•	 212 F Max Working Temperature
•	 BONUS! This PowerWash.com EX-

CLUSIVE Bundle Pack also includes 
a FREE 5 lb. Sample Pack of R-202 

Cleaner. This powerful sudsing alkaline 
powdered detergent is designed to clean 
heavy grease, oil and scuff marks from 
unpainted concrete and other alkaline 
water safe hard surfaces. One use and 
you’ll discover why it’s the choice of 
Surface Cleaners everywhere.

Whisper Pro Big Guy Platinum Series 
Surface Cleaner with FREE! Cleaner Pack

Tackle high-surface cleaning jobs 
with care using this soft-bristle 
non-marking wash 
brush. The unique 
angled design uti-
lizes the bristles for 
optimum contact with the surface 
to be cleaned.

10” BI-Level Brush

Mr. LongArm 6’-18’ Tele-
scoping Handle

3000	PSI	&180	F	temperature,	
Sizes: 4.5, 5, 5.5, 6. Range: 5°or 
10°

Gum Blaster Nozzle

Unger Bucket Barge with Casters
Don’t lift it...roll it! This perfect accessory 
for the Pro Window Washer Bucket features 
smooth-gliding swivel ball casters and 
bumper guards to protect against splashes. 
It holds onto the bucket base and is easily 
detachable.
Unger Bucket Sieve
This compliment to your Pro Window 
Washer Bucket hooks securely onto the lip 
and its powder coated steel features a chemi-

cal resistant surface. Wrings out up to an 
18”	washer.
Unger Lid
Cover it up or help prevent spillage. 
This sturdy lid snap-locks onto the Pro 
Bucket. An inner seal helps prevent splashes 
and leakage. Pull tabs on all 4 corners for 
easy removal. Notched tabs lock handle into 
upright position when lid is in place.

Bucket dimensions are 23”Lx12”Hx11”D.

Unger Pro Window Washer Bucket 6 
Gallon Deluxe Edition

www.PowerWash.com
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Being a supplier to the pressure washing 
industry, it always brings a smile to my face 
as I drive around town. Everywhere you look 
there is something that needs to be cleaned. 
Buildings, houses, fences, decks, driveways, 
sidewalks, and the list goes on and on. 
Everything around us gets dirty and needs 
to be cleaned, and then it gets dirty again 
and needs to be cleaned again. This beautiful 
cycle creates a never-ending demand for the 
professional cleaning contractor.

That’s great news right? You have a steady 
stream of work and your services are always 
in demand. Sure it’s a sweet deal, but if all 
you do is clean, you’re really only getting half 
the pie. There is another side to our industry 
that is equally in demand, but greatly 
underserved. 

Look around you at all the surfaces you 
come in contact with everyday: concrete, 
wood, pavers, brick, block, stone. Not only do 
these surfaces need to be cleaned on a regular 
basis, they also need to be protected. Water, 
ice, sunlight, chemicals, salt, acid rain and 
erosion are constantly at work damaging the 
investments your customers are paying you to 
maintain. Are your customers aware of this? 
You bet they are, and they are willing to pay 
you to do it!

I guess the one exception is wood. It is 
widely accepted that if you clean a fence or 
deck you also need to apply a quality stain to 
preserve and protect the wood. Other surfaces 
are no different. If left unprotected, concrete, 
pavers and all forms of masonry can be 
irreversibly damaged by freezing water, salts, 

Sealers: 
An Introduction to a 
Profitable Add-On Service

by David Phillips, Southern Stain & Seal, 
www.SouthernStainandSeal.com
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chemicals, and erosion.
So, why are pressure washing contractors 

so reluctant to offer these services? Most 
contractors I talk to simply feel overwhelmed 
or have had failures in the past. With 
thousands of products to choose from, most 
simply don’t know where to start. Often the 
information they get is conflicting or comes 
from distributors who have never even used the 
products they sell. 

When it comes to cleaning, there are 
hundreds of thousands of pages of information 
out there on every topic imaginable. This is a 
very unique industry where everyone is eager 
to share their knowledge and help their fellow 
contractors. We discuss, debate and sometimes 
passionately argue topics like “should we 
reclaim or not,” “which is the best deck 
stain” and “should we use bleach on wood?” 
In contrast, when it comes to the topics of 
staining or sealing anything other than wood, it 
seems all we ever hear are crickets chirping.

As a professional pressure washing 

company, why should you be interested 
in adding additional services like concrete 
sealing, paver sealing, concrete staining and 
stone sealing? 

Simple - you are leaving big $$$ on the 
table. By up-selling additional services like 
sealing, you can easily double and often triple 
the ticket size of a typical cleaning job. This 
allows you to get the absolute maximum 
value from each lead. It also allows you to 
set yourself apart from your competition and 
establish your company as a specialist in the 
industry.

So, where do you start?
With so little information on such a 

technical and confusing topic it’s hard to 
know where to begin. Over the next several 
months we will be focusing on each different 
type of service. We will be getting in-depth 
and technical about the differences in 
products, prep, application, marketing and 
troubleshooting. (Yes things do go wrong, 
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and knowing what to do is the 
difference between success and 
failure.)

There are two main categories 
of services: Decorative and 
Protective. Understanding 
which one is most important 
to your customer is the first 
step of a successful project. 
Most all decorative coatings are 
protective, but not all protective 
coatings are decorative. 
Understanding the primary 
objective will allow you to 
custom tailor the product and 
application to your customer’s 
individual needs and desires. Every project is 
different and every customer is different. Some 
are primarily concerned with appearance, while 
others are more concerned with protection and 
performance. 

Ask questions and be knowledgeable. Does 
your customer have issues with water intrusion 
or salt damage? Are they happy with the color of 
their concrete? Being able to address these and 
other problems will make you the hero and put 
you miles ahead of your competition.

Interior Cleaning
Although most of us focus mainly on exterior 

work like driveways, patios, sidewalks and 
flatwork, there are many possibilities for interior 
work as well. Ever found yourself wondering 
“what am I going to do this winter?” If so, adding 
a service like garage floors might be just the 
ticket.

Here is an outline of some of the services we 
will be covering in depth and detail in future 
issues:

Exterior Services
• Concrete Staining and/or Sealing
• Driveways
• Patios
• Sidewalks
• Pool Decks
• Paver Sealing
• Brick Sealing
• Natural Stone Sealing
•  Manufactured Stone Sealing

Interior Services
• Garage Floors
• Interior Concrete Floors
• Warehouse Floors
Which services are right for you? That’s up 

to you. Everyone’s business and market is 
different, but I do know the demand for these 
services is huge. We get dozens of calls each 
week from homeowners and business owners 
from across the country looking for contractors 
in their area. Unfortunately, nine out of 10 
times we have no one to refer them to.

You may not be ready to rush out and start 
sealing driveways just yet, but the next time 
you clean a sidewalk or stone wall I hope you 
you’ll take a minute to think about the $0.50 
to $1.00 a square foot you might be leaving on 
the table.

Venturing into something new or different is 
never easy. It takes time and effort to acquire 
the knowledge and experience you need. 
Doctors are not born with a medical degree, 
just like cleaning and sealing contractors are 
not born with all the knowledge and experience 
they need to know what to do in every 
situation. 

Contact your product distributor and find 
out if they do training classes or offer on-the-
job support. If they don’t, find one that does! 
Build a network of colleagues and industry 
experts you can call on at anytime for advice. 
Never stop learning and growing. It’s your 
choice. You can either chase the competition 
or be the guy the competition is chasing.




