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or an individual or company

engaged in pressure washing as a

livelihood, it would be a mistake to

overlook condominiums. Our city of

Myrtle Beach, SC, owing to its coastal

location, is one of the condominium

capitals of the U.S. But since most

cities, coastal or not, have their share

of condominiums, this opportunity

exists almost everywhere.

A condominium is any multi-unit

residential building whose home-

owners also share joint ownership

in the common properties and ameni-

ties. They can be used for either per-

sonal living or for rental/investment.

Most condominiums are run by

Homeowner Associations (HOAs)

or Property Owner Associations

(POAs) who generally hire property

management companies to oversee 

the everyday maintenance and oper-

ation of the property. Condominiums

can be single-story buildings with

two units, complexes of several build-

ings, or a single high-rise building 

with hundreds of units.

Getting the Work

The first question is, how do you

get condominium work? The short
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answer is that you have to get to the property man-

agement companies and/or HOA’s. Since over 70

percent of our work has to do with cleaning of con-

dominiums and the surrounding surfaces of the prop-

erty, we have learned to work with many local com-

panies and communities.

I got into this almost by accident. The first complex

I did was a ten-building, two-story complex that

was run by one of the larger property management

companies in Myrtle Beach. I had done some small-

er jobs for a service company affiliated with the

management company and was asked if I’d like to do

a complex for them. I was a little nervous at first as

the job was 10 large buildings, but I went for it! I fig-

ured those buildings were nothing but big houses, 

and I’d done plenty of houses. It was mainly vinyl 

sided buildings, and I figured and priced it as a job

that would take three days. I completed the buildings

in two days with one machine and a helper. It was 

fairly easy to do, and I immediately knew I wanted

to do more because it was very profitable.

After doing the first complex, I decided to start tar-

geting condominiums and began writing to as many

property management companies as I could find.

The letters introduced my company, explained what

we offered, and showed how pressure washing is

good preventive maintenance. I faxed fliers, went to

offices, dropped off donuts with my business cards,

and started looking around the area for condomini-

um complexes that needed cleaning. In short, I tried

to get my name in front of the property managers as

often as I could. I secured my first two large complexes

by looking for the work and being persistent.

Bidding Advice

When bidding these complexes, I discovered that

preparing a very detailed proposal/contract helped

get the job. Management companies are responsible

to the condominium owners and like to know what

they’re getting for their money. My proposals start with

a small introduction of my company. I describe in the

proposal exactly what is going to be done, how it will

be done, and what is required of both my company

and the community to get the job completed proper-

ly and on time. With every proposal, I also send a list

of references, past projects, my business licenses,

and proof of insurance. I’ve found that property

managers and HOAs like my proposals, and the 

proposals have actually gotten me many of my jobs

even when I wasn’t the lowest bidder.

A word of caution—bidding on these projects can

be tricky. It’s a very competitive market in our area.

Our company doesn’t get everything we bid on, but

we are getting a lot of work. On some of the smaller

jobs, and even a couple of larger jobs, our bids have

been accepted with no competitive bids.
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A good proposal contract comes

in handy when dealing with resi-

dents and their property. They always

list everything the owners or con-

dominium board are expected to do,

such as remove and/or protect all

their personal property, decorations,

furniture, vehicles, and pets. Other

stipulations detailed in the propos-

al include provisions stating that all

windows and doors must be shut

and that property on screened bal-

conies must be removed or protect-

ed from overspray. I also include a line

or two that states that the contractor,

HOA, and property management

company are not responsible for res-

idents’ property not removed from

work areas. Plus, the contract states

that we are not responsible for water

leaks due to poor or faulty building

materials and/or construction.

Estimating

It is difficult to set a single square

foot rate when bidding because

many other things must be consid-

ered. In addition to addressing the

usual costs of labor, chemical, trav-

el, insurance and such, other ques-

tions must be asked. Do you need

special rigging? Very few properties

are the same and all pose special chal-

lenges. Are they flat-faced build-

ings, or do they have multi-level

walkways? Can you get everything

from the ground or do you need a

lift? If so, can you get the lift around

the buildings? Are there balconies?

What kinds of surfaces are on the

buildings? What exactly needs to

be cleaned off the buildings? These

are just some of the things that need

to be factored in when bidding.

One of the advantages with con-

dominiums is that you are often bid-

ding on multiple buildings. If I get a

call to wash a single building, it will

cost more per building than if I wash

several buildings on the same job. The

reason is simple. My travel time and

setup is about the same for one as for

several in the same area. If extra

equipment is needed, it can be rent-

ed on a weekly rate with one deliv-

ery charge. The same goes for my

labor expense, as workers can use 

their time more efficiently.

Up-selling

In condominium communities,

there is often more than just the

buildings that need to be cleaned.

There are other surfaces, such as

parking garages, concrete side-

walks, decks, pool areas, and club-

houses, as well as gutters that may

need cleaning. I try to give them a

price for everything, even if they

don’t ask for it. I’ll write up a pro-

posal for the main project they

requested and then add a page with

the other cleaning options. Some-

times the properties don’t even

think of cleaning these other areas,

but part of my job as salesman is to

point out to them what needs clean-

ing. Up-selling—it works!

I had bid one project of several

buildings, and I also wrote up the con-

crete walkways. By adding the con-

crete to the bid, the client saw the ben-

efit of having that cleaned at the

same time. It was over 29,000 sq ft,

with irrigation rust stains on much

of it. We got $.14/sq ft for cleaning

and rust removal. I have 17 proper-

ties where I now do the clubhouses

and pool areas every 6 to 12 months

and have cleaned over 35 pool areas

this year at different complexes.

We also offer properties gutter

cleaning and repair. This can be

very profitable, and it’s usually easy

work. Recently we cleaned the gut-

ters of 47 buildings throughout 

one resort neighborhood in Sunset

Beach, NC. It was made up of sev-

eral different HOAs with several

different styles of buildings, but

one property management compa-

ny ran them all. With a lift rental, I

invoiced them for over $6000 for

41⁄2 days’ work, and I did the job

with one helper. I now have a signed

contract to do these buildings every

three months!

Doing the Work

So how do we do the work? As

pressure washing contractors, we all

know how to do exterior cleaning of

houses. Most complexes/buildings

have the same surfaces as houses that
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need cleaning: vinyl, stucco, dryvit,

brick, stained or painted wood, and

hardboard. The buildings and com-

plexes are just bigger. What we clean

off these buildings—dirt, mold,

mildew, bird droppings, and spi-

der webs—is the same thing we run

into when cleaning homes. I use a jet

nozzle to clean almost everything;

it’s a very versatile tool. It’s great for

long shots reaching as high as 30 ft,

and its adjustable fan is great for get-

ting in tight areas or areas where you

don’t want to use as much pres-

sure. I use cold water machines to

apply my chemicals. I very rarely see

a need to use hot water on the build-

ings. We use 12.5 percent sodium

hypochlorite (bleach) and some

good all-purpose cleaner/detergent

and a rinsing agent.

We have also used a gutter clean-

ing chemical to remove the black

streaks from the exterior of gutters and

other tougher stains. In this area

there is a lot of iron in the irrigation

systems, so we use a lot of oxalic

acid on rust stains. Our method of

washing is exactly like we would do

a house wash. We pre-wet an area and

then apply our building wash mix

with a jet nozzle. Then we rinse.

Rinsing is very important, and we

don’t want to coat too large an area

at one time. We rinse everything we

clean very thoroughly. Failure to

rinse properly can cause clouding

on windows and vinyl over time.

In doing two- and three-story

complexes, there are precautions

that must be considered, such as

weather conditions. At three sto-

ries, a wind over 10 mph complicates

the chemical application process.

You’ll get more on you than the

building. Some other precautions

you might want to consider relate

to fires. Many complexes have cov-

ered walkways in front of the units.

They usually have lighted exit signs

and lights in the walkways. We

always go to the breaker box and

shut off these lights. We try to avoid

or cover lights because they will

get wet, and the wiring may be 

old or not properly installed. You

don’t want a fire. (We also always

carry at least two fire extinguishers

just in case.)

The Bottom Line

The best advice I could give to

someone wanting to get into the

exterior cleaning of condominium

complexes is, “Do it!” Make the

time and begin targeting them, and

sell, sell, sell! Be persistent. Every

contact I have, I call and write every

few months. And I ask them for

work every time I contact them.

Just because they say they don’t

need my services now, doesn’t 

mean they never will.

As I always tell my friends and

family jokingly, I’m going to be the

pressure washing king of Myrtle

Beach some day. Pressure washing

is a great business to be in. Sometimes

you just have to find your niche,

and condominium cleaning is mine.

Jeff LeCours is Presdent of LeCours

Inc., DBA JL Pressure Washing. CT
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