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Before You Begin

Commercial pressure washing becomes a real business when you combine safe
methods, compliant wash-water handling, route discipline, and recurring contracts.

NATIONWIDE RULE

Licensing, stormwater rules, sanitary-sewer acceptance, chemical restrictions, insurance
requirements, and employer safety duties vary by location and job type. Verify them before
quoting.

[0 Validate demand before buying a full rig.

[J Treat wash-water handling as part of the job, not an afterthought.

[0 Use before-and-after proof to sell recurring service.

[J Build around entrances, sidewalks, drive-thrus, pads, and other repeatable commercial surfaces.

[J Price every job to cover travel, setup, recovery, disposal, overhead, and profit.
CHAPTER 1

The Business You Are Actually Building

This is a recurring exterior-maintenance route business with cleaning equipment
attached.

. 4

=

L T =, B

: - 1.-.'.__;_______;1.-_..

e : B e
Concrete and hard-surface cleaning are core services, but the profitable unit is the complete visit: access, setup, cleaning, runoff
control, and cleanup.
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* Commercial clients value appearance, safety, inspections, tenant turnover, and predictable

maintenance.
» A small entrance clean is easier to approve than a large full-site proposal.
* One-off work proves the result; recurring monthly or quarterly service creates the business.
* Dense routes reduce drive time and make recovery equipment more productive.

CHAPTER 2

Validate the Market Before You Buy

A market gap is useful only if local businesses will actually pay.

[J Interview property managers, franchise operators, local owners, and facilities contacts.
[J Ask who handles their exterior cleaning now, what surfaces cause problems, and how often they

need service.
[J Find out who can approve vendors; local managers may not control national or regional contracts.

[J Use one pilot clean to create proof before scaling equipment.

BUYER TRIGGER
Corporate inspections, tenant changes, grand openings, grease buildup, gum, staining, and

neglected entrances often create urgency.

CHAPTER 3

Wash Water Comes Before Equipment

Do not assume pressure-washing runoff may enter a storm drain.
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WASH-WATER DECISION FLOW

I

IDENTIFY SOIL

Oil, gum, food,

chemicals, sediment

-

BLOCK DRAINS

Do not assume runoff

may enter stormwater

-

RECOVER / CONTAIN

Vacuum, berm,

filter as required

-

APPROVED DISPOSAL

Follow local sewer /

municipal direction

Rules differ by municipality and discharge type. Get local requirements before bidding.

[0 Identify the soil and any chemicals used.
[J Protect storm drains before work begins.
[J Recover or contain wash water when required.

[J Confirm whether a sanitary sewer, permitted disposal point, on-site containment, or another
method is allowed.

[J Get local wastewater and stormwater requirements in writing whenever practical.

EPA /LOCAL AUTHORITY CAUTION

Stormwater programs commonly restrict non-stormwater discharges. The exact rule and disposal
option depend on the site, pollutants, municipality, and sewer authority. Verify locally rather than
relying on a universal shortcut.

CHAPTER 4

Equipment: Buy in Stages

The wrong time to discover you need recovery equipment is after the job is sold.
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BUY EQUIPMENT AFTER THE MARKET TEST

-
STARTER

« Commercial-grade washer

* Hose + surface cleaner

" N
WORKING

« Higher flow unit

+ Buffer tank

-

CONTRACT

* Hot water where needed

+ Larger reclaim system

« Drain protection « Better recovery « Dedicated rig

* Wet vacuum / recovery « Trailer organization + Only after contracts

Avoid buying a full rig before recurring demand and local wastewater requirements are proven.

Start with Add after proof

Commercial-grade washer Higher-flow or hot-water unit

Quality hose and fittings Buffer tank

Surface cleaner Improved reclaim system
Drain protection / berms Filtration
Wet vacuum / recovery Dedicated trailer or skid
Basic chemical application tools

WATER WEIGHT
Water is heavy. Verify truck payload, trailer capacity, tongue weight, braking, and local towing
requirements before carrying tanks.

Larger route storage

CHAPTER 5

Surface Knowledge and Method Selection

More pressure is not automatically better.
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Wood and composite surfaces can be damaged by excessive pressure; test methods and follow product guidance.

[J Test inconspicuous areas when surface condition is uncertain.

[0 Use lower-pressure methods on delicate siding, coatings, painted surfaces, signage, seals, and
joints.

[J Keep high-pressure streams away from people, glass edges, electrical components, vents, damaged
masonry, and other vulnerable areas.

[J Follow chemical labels and safety data for detergents, degreasers, and specialty products.

[0 Do not promise stain removal when permanent discoloration or surface damage may remain.

CHAPTER 6
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Safety and Jobsite Control

High-pressure cleaning can injure people, damage property, and create slip, traffic,
chemical, and injection hazards.

[J Keep bystanders outside the spray and hose area.

[0 Wear PPE matched to pressure, chemicals, noise, and splash exposure.
[J Control hoses so they do not become trip or vehicle hazards.

[J Treat high-pressure injection injuries as medical emergencies.

[J Use lockout, equipment shutdown, and safe maintenance procedures before clearing clogs or
changing components.

[J For employees, follow applicable OSHA or state-plan requirements.
CHAPTER 7

Pricing the Whole Service

A square-foot number is useful only after the full cost of the visit is understood.

PRICE THE JOB FROM THE WHOLE SERVICE

4 N 4 ) 4 A 4 N 4 ) 4 N

Labor

cleaning +
setup

Travel

route time

Water / fuel

operating
inputs

Recovery

containment +
disposal

Overhead

insurance +
admin

Profit

room to grow

Flat price or per-square-foot rate must cover al

* Cleaning labor and setup

* Travel and parking

» Water, fuel, chemicals, and consumables
* Recovery, filtering, and disposal

* Insurance and administrative overhead

¢ Profit and reinvestment

Veteran's Strategic Solutions LLC * Educational use only ¢ 7



COMMERCIAL PRESSURE WASHING BUSINESS STARTUP GUIDE | PREMIUM 2026 EDITION
ILLUSTRATIVE ONLY

Do not copy source-file pricing as a nationwide rate card. Local labor, water, sewer, fuel, insurance,
surface type, contamination, access, and competition change the economics.

CHAPTER 8

Recurring Contracts

One-off work produces cash. Contracts create route value.

FROM FIRST CLEAN TO RECURRING CONTRACT

ENTRY CLEAN PROOF PROPOSAL ROUTE RENEW

Entrance / Before + after Monthly / Scheduled service Keep account
sidewalk quarterly

One-off work proves the service. Recurring contracts create the business.

Recurring agreement checklist
[J Surfaces included

O Frequency

[J Service window

[J Water access

[ Runoff-control responsibilities
[J Chemical restrictions

[ Traffic / customer-control plan
[J Price and payment terms

[0 Weather rescheduling

[0 Damage reporting

O Termination / renewal terms
CHAPTER 9
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Commercial Buyers

Buyer What matters Sales angle

Local business owner Appearance + fast approval Entrance / walkway pilot
Franchise operator Standards + inspections Documented recurring service
Property manager Multiple sites Portfolio route

Restaurant / drive-thru Grease + gum + traffic Off-hours maintenance

Retail / office Customer-facing surfaces Scheduled exterior care
AUTHORITY CHECK

Before spending time on a proposal, confirm who can actually approve the vendor and service.

CHAPTER 10

Marketing with Proof

The before-and-after photo is one of the strongest sales assets in the trade.

[J Photograph the same angle before and after.

[J Get permission before using a client's name or property in marketing.
[J Show results without exaggerating what was removed.

[J Use route-based prospecting around completed jobs.

[J Ask the customer whether nearby locations or related properties need the same service.
CHAPTER 11

Route Planning

Commercial pressure washing becomes stronger when the truck moves less.

[J Schedule geographic service days.

[0 Group monthly and quarterly contracts.

[J Build around early-morning, evening, or low-traffic service windows.
[0 Track revenue per route hour, not just revenue per job.

[J Decline low-margin work that requires long travel or unusually expensive recovery.
CHAPTER 12
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Your First 90 Days

Days 1-30
[J Interview local commercial buyers.

[J Confirm business licensing and stormwater / sewer requirements.
[J Get insurance quotes for the actual commercial work.

[J Define the smallest pilot service.

Days 31-60

[J Buy only the starter equipment needed for the validated scope.
[J Complete a limited number of pilot jobs.

[0 Track cleaning time, setup, recovery, travel, and disposal.

[J Refine the agreement and quote sheet.

Days 61-90

[J Convert at least one client to recurring service.

[J Build a geographic route around that account.

[0 Upgrade equipment only when a proven bottleneck or signed contract justifies it.

[J Keep compliance documentation with the job file.
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CHAPTER 13

Workbook and Field Sheets

Use these pages in the field. The open space is intentional.

Commercial site intake
Client:

Property:

Approver:

Surface:

Soil / contamination:

Water source:

Storm drains:

Containment plan:

Disposal method:

Service window:

Traffic control:

Price:

Recurring offer:

Job completion
Before photos:

Drain protection installed:

Chemicals used:

Recovery performed:

Disposal location:

After photos:

Damage / issue notes:

Client sign-off:

Next service date:
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CHAPTER 14

Sources & Annual Verification Checklist

Recheck changing requirements before relying on them in a live business.

* Internal source: VSG_Pressure_Washing_Business_Model_2026.docx (newer 2026 version used as
main source).

* U.S. Small Business Administration - licenses and permits vary by business activity and location.

 U.S. Environmental Protection Agency and local stormwater / sewer authorities - runoff
containment and disposal requirements.

* Occupational Safety and Health Administration - high-pressure cleaning and general workplace
safety resources.

[J State / local licenses and permits

[J Stormwater discharge rules

[J Sanitary sewer acceptance

[J Chemical labels / SDS

[J General liability and vehicle coverage

[0 Employee safety obligations

[0 Truck / trailer payload and towing limits

[J Current equipment, labor, water, fuel, and disposal costs
[J Current contract economics

FINAL QUALITY RULE
The premium version of this business is not the biggest machine. It is a compliant, repeatable
commercial route with documented results and recurring contracts.
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