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n 2005, Mark Ferguson, with a little help from 

Hurricane Katrina, decided it was time to go 

back to his roots—pressure washing. 

Ferguson and Stan Hoelderlin opened 

American Painting Contractors in Hernando

County, FL, in June, and with this new company,

Ferguson’s life came full circle.

“I owned a power washing business from 1990

until 1995, when I became a professional fire-

works presenter. I traveled the world for ten 

years, doing fireworks shows. When back in Florida,

I tried to continue power washing as a sideline. 

A few months ago, I realized that I was tired of 

traveling and wanted to simplify my life, so I 

naturally returned to power washing full time. 

CLEANING UP

I

Photos were taken during 
clean up at the historic Fairmont
Hotel in downtown New Orleans.
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Memphis. April. Success. Let’s Team Up!

YOU Should Have Been There!
“I MADE A TOUGH CHOICE TO LEAVE MY FULL-TIME JOB

to attend the PWNA convention in Pittsburgh, PA. 
There, I found exactly what I was looking for:
successful business owners who were 
willing to share information about every
aspect of starting and growing a 
pressure cleaning company.”

—Brian Caudle, Redfall Contracting

“THE SHOW WAS OUTSTANDING. What
made it so good was your willingness and
others to share your experiences. You have started
us on the road to a higher level of professionalism by 
giving us vision.”

—Tom Petry, Ventilation Services, Inc.

“I HAVE GROSSED REVENUE OF JUST UNDER $14,000 on
deck restoration alone since taking the Wood class several

weeks ago. The last two deck jobs have been for
about $3800 each and I know that the confidence I

gained from attending the boot camp 
attributed to not only these jobs but 1,000’s
more in the future. Thanks for the help.”

—Barry Kirk, Klean Kut, LLC

“I HAVE ALREADY HAD COMPANIES CALL ME

after finding me under the ‘PWNA Find-A-
Contractor’ service. They were looking for recovery 

in Michigan and came up with me. Now I have a contract
cleaning 25 cranes and 75 end loaders twice a year.”

—Dave Ott, Pressure Plus Powerwashing, Etc.
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A friend of mine, Stan Hoelderlin,

and I opened American Painting

Contractors, and we were just get-

ting started when Hurricane Katrina

hit New Orleans.”

Ferguson knew hurricane dev-

astation firsthand and had experience

cleaning up after Hurricane Andrew.

“I was in route to Miami with my

pressure washer as Hurricane Andrew

was coming ashore. I got caught

right in the middle of the storm in

the middle of the Everglades. The

first few days after Andrew blew by,

it was too chaotic to find work, but

by the second week, I was pumping

out swimming pools and pressure

washing them. I was cleaning five 

to six pools on some days—seven

days a week!”

Ferguson’s earlier hurricane expe-

riences prompted him to head to

New Orleans in search of work.

“We packed a van with two

(13hp/3700 psi) power washers, a

generator, tent, food, water, and we

were gone. We arrived in Biloxi

about 4 A.M. and a quick drive

through showed Stan and I that

there was too much wind damage to

properly clean anything, so we head-

ed on to New Orleans. When we

arrived there, we headed to the

downtown area where all of the

businesses previously had about

four-feet of floodwater.” Outside

the historic (built in the 1800s), 12-

story Fairmont Hotel, an employee

of Catastrophe Solutions Inc., of

Atlanta, was operating a 2000-psi

pressure washer, trying to remove

grease and sludge from the building’s

exterior. “Catastrophe was basical-

ly trying to dry out and sanitize the

hotel, but they didn’t have the right

equipment for the job. Stan and I

gave them a demonstration of what

our 3700 psi machines could do,

and we were hired on the spot.”

Ferguson and Hoelderlin were

taken to the hotel’s 180,000 square

foot basement, where grease and

silt covered everything, and they

were told to clean it. Ferguson

Katrina by Larry LeMasters



phoned his company and requested

another man and machine, and

when it arrived, the three machines

power washed the basement of the

Fairmont Hotel and the 150,000

square foot basement of The

Common Building, next to the

Fairmont, for seven straight days. 

After cleaning the hotel, Ferguson

and his team returned to Florida,

rented a large cargo van, purchased

a fourth pressure washer, and

returned to New Orleans. With four

machines and four men, nothing

could stop them.

Then Hurricane Rita struck. All

four men were ordered to evacuate. 

As quickly as possible they

returned to New

Orleans and soon

found several com-

mercial cleaning jobs.

“We got six major 

contracts of our 

own, about $200,000 

in work. One was a

300,000-square-foot

building. It was liter-

ally a whole city

block!” Another con-

tract for American

Painting Contractors

is power washing the Orpheum

Theater, across the street from the

Fairmont Hotel, which was built in

the 1800s and looks something like

the Grand Ole Opry. The entire

inside of the Orpheum was flooded.

Ferguson estimates that these

contracts will keep his four-machine,

four-man crew working for five or

six months. “I’m glad I raised our

insurance from $100,000 to $600,000

before coming to New Orleans. 

I’ve learned that most commercial

jobs require a minimum of $400,000

in insurance.”

Recently, Ferguson’s crew pres-

sure washed the grease that had

emerged from underground pipes

onto the pink tile floor and walls 

of the Golden Wall Chinese Res-

taurant in downtown New Orleans.

The restaurant is typical of the 

type of cleaning the crew is enc-

ountering. “We don white paper

suits, black plastic boots, and a

plastic respirator,” Ferguson said.

“And then we lug a 170-pound

power washer through a minimum

of one-inch thick grease with no

air conditioning.” Ferguson is quick

to state that the money his crew

earns is “not easy money, consider-

ing the maggots that started crawl-

ing out of the mounds of rotting

chicken in the dumpsters behind

the restaurant.”

Ferguson said his company

charges a fair price—$45 per hour

for a man and a pressure washer. “A

man’s wages are about $10 per hour,

insurance and benefits take anoth-

er $20 per hour, food and housing

takes about $5, so, if we are lucky,

that leaves about $10 gross profit for

the company,” he said. While

American Painting Contractors isn’t

getting rich, the men love the work

and there is plenty of it. “There’s a

lot more places that need cleaning

than there are places to live,”

Ferguson said.

When Ferguson and Hoelderlin

first arrived in New Orleans find-

ing adequate housing was a major

problem. Ferguson and his entire

crew slept in tents while pressure

washing the Fairmont Hotel. “A

lot of workers there are sleeping

in tents, in ditches, anywhere they

can throw a bed,” Ferguson said.

“There are so many law enforce-

ment officers, military, and F.E.M.A.

people, that it is almost impossible 
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Clearly it will take a long time

for New Orleans to attract the

kind of tourism that gave the

city its nickname, The Big Easy.

For now, the city is the big

muck, and it may never make 

it back to its former glory.



to get a motel room within 250

miles of New Orleans.” 

Ferguson’s crew lucked out and

found a single room at a Best Western

in Hammond, LA, about 55 miles

from New Orleans. “I told Stan to

pull in, and after lots of polite beg-

ging and a marriage proposal, the

manager let us have her last room.

We paid for a week and called home

for another man and machine.” The

55-mile commute doesn’t bother

the men since a roof, bed, and show-

er beats a tent any day of the week,

especially after pressure washing

muck all day.

Ferguson doesn’t offer much

hope for New Orleans. “It will never

look the same,” he said. “Mold has

taken over everything. You cannot

go anywhere without oxygen tanks

and suits since mold gets into the

digestive and respiratory systems and

the skin. It never goes away on its

own, so we dress to prevent contact

with it. Every building we go into,

we have to remove silt, pressure

wash, apply degreaser and ger-

micidal Clorox to kill germs, and

almost all cleaning has to be per-

formed twice to make it clean 

enough for drywall people to come

in. Some entire neighborhoods 

will be bulldozed because of mold

and structural/water damage.” 

But all of the damage is what

brought these men to this city to

begin with. Ferguson believes that

there is “lots of work still here. We

are in the process of taking infor-

mation for subcontractors that would

like to work under our licenses and

insurance. There are a lot of men

looking for work.” 

Ferguson said that as of October

14th, about 75 percent of the busi-

nesses that flooded had not reopened.

“Most of their employees are still in

shelters across the United States.

And of the businesses that have

been cleaned, only about two percent

of them have reopened.” 

Clearly it will take a long time for

New Orleans to attract the kind of

tourism that gave the city its nickname,

The Big Easy. For now, the city is the

big muck, and it may never make it

back to its former glory.

He’s not sure when he will return

to Florida and resume pressure

washing driveways and swimming

pools, but when the cleaning in

New Orleans is over, Ferguson will

pick up his business in Florida. He

plans on always owning a power

washing business since he thinks

it is just about the best business to

own in the world. “I have owned a

number of small businesses,” he

said, “from welding shops to a truck-

ing company. I’ve even owned a

professional fireworks company

and a company that repossessed

tractor-trailers. But, in my opinion,

a good pressure washer with a 

minimum of 3000 psi, preferably

3700, will make you more money 

per dollar invested than any other

business. And there is very little

overhead.” When you toss in per-

sonal freedom to do what you want,

when you want to do it, “It’s a great

business to own!” CT
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