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Should Your Company Be a

Trying to do all things can come at a very steep cost to the business.
By Dick Wagner

The natural inclination of business owners is to take on any and every kind of restoration or repair work they

believe they can achieve. Some of them decide to “do it all” because they mistakenly think that will help their

sales and, hopefully, their pro�t.

The tendency of owners to want to appeal to as many customers as possible causes them to keep adding more

and more services to the list of what they do. In reality, when you specialize you are almost always more

pro�table. Part of that reason is because there is an economy of scale that comes into place: a stronger

message, a focus on one or two speci�c services, and better and more appropriate equipment for the job.

Specializing gives contractors the ability to di�erentiate and to become the preferred vendor more easily.

When people choose a contractor, they usually don’t think, “I want those guys because they do it all.” However,

when there’s a water-damaged or �ooded home or building, the companies that are “top-of-mind” are the

ones that specialize only in that particular service.

I’ve met contractors who proudly showed me their line card (list of services) and it’s one full page or �yer of 35

or 40 di�erent services that are o�ered. I’m talking about restoration contractors who often end up doing all

kinds of services, but they routinely are not good at any of them!

If I needed a heart transplant, I certainly don’t want to hire a doctor that “does it all.” I want a specialist who

performs those same surgeries every day and is thought of as the top in that �eld. Those that are specialists

are almost always charging the highest fees — and people pay it.

I personally know a plumbing company that for 30 years (yes, he’s family) was the highest priced plumber in

the region. His belief was “if they don’t want to pay my price, they can go to the cheaper plumber.” Over the

years, he saw hundreds of customers hire him after they used the cheap plumber and were not happy. As a

side note, he recently sold the company for millions of dollars and then retired.

The natural tendency of business owners is to try appeal to all buyers, wrongly believing that providing all

kinds of services will make them more pro�table. If you do that, however, you will have a less pro�table

business. When you specialize and di�erentiate, you will be much more successful and have far fewer

headaches. O�ering dozens of semi-related services usually creates confusion, a lack of focus, a frustrated sta�,

wasted energy and more.

Are you a disaster contractor that o�ers water mitigation, sewage cleanup, �re restoration, contents pack-out,

mold remediation, carpet cleaning, duct cleaning, pressure washing, trauma scene cleanup, reconstruction,

electronics restoration and even more? What do you do best? What makes you the most pro�t? What takes up

the most time with the least results? How do you train and keep skilled people in all those di�erent services?

Why are you trying to be all things to all people? You can’t be all things to all people.

This “everything” mentality debilitates small- and medium-sized businesses, dangerously jeopardizing the

very roots of their existence (and often puts them out of business). Remember, during the 1990s Apple su�ered

from an expansive product line that almost led it to bankruptcy. You probably know the story. It took the return

of Apple’s cofounder, Steve Jobs, as CEO to turn the company around. How did he do it? He eliminated

nonessential product lines of the company, keeping only four. Some of his eliminations were pro�table lines.

When discussing the amazing turnaround in a 2008 interview, Jobs said, “People think focus means saying yes

to the thing you've got to focus on. But that's not what it means at all. It means saying no to the hundred other

good ideas that there are. You have to pick carefully. I'm actually as proud of the things we haven't done as the

things I have done. Innovation is saying no to 1,000 things.”

Pepsi-Cola stopped trying to be all things to all people in order to compete with its rival Coca-Cola. Pepsi went

from being outsold by Coca-Cola in the late 1950s by �ve to one to being only 10% behind in total sales in the

United States. There seems to be a foolish belief that the wider net catches more customers in spite of

numerous examples to the contrary.

I admit the challenge is deciding which core services will get the business on the track to success the quickest

and the most pro�tably. No matter how broad you consider the appeal of your product or service, not everyone

will be interested in it. Know your sweet spot. The theory that just because you build it (or o�er it) then they

will call is completely misguided.

Analyze your P&L and determine what services are you best at. What ones make you the most pro�t? Don’t

think you have to do it all just to keep some adjuster of insurance carrier happy. It’s straightforward: specializing

enables you to di�erentiate, and that enables you to be top of mind for your customers. Don’t be one of those

companies that is a jack of all trades but a master of none. According to Wikipedia, the saying continues with

“yet far better than a master of one.” So, pick two or three pro�table services and eliminate the rest.

Dick Wagner is cofounder of The CREST Network, LLC, a Commercial & Residential

Education Support and Training coaching company. He is also president of the SCRT

and a Florida Guardian ad Litem, advocating for foster children.

RandRmagonline.com | June 2022

https://www.randrmagonline.com/
https://www.randrmagonline.com/
https://www.randrmagonline.com/
https://www.randrmagonline.com/
https://www.randrmagonline.com/


http://www.airanswers.com/


Photo credit: �zkes/iStock / Getty Images Plus via Getty Images

The Open Door

By Josh Bachman

As the proud dad of a 17-year-old daughter, I know �rsthand how di�cult it can be to get some face time with

her. Between swim team, her job, church, the friends, the boyfriend … there is a lot vying for her attention.

Imagine then she comes home, doesn’t say a word, grabs some food from the table, heads up to her room and

closes the door. Here, but not present. Thankfully, I have worked diligently at participating in my daughter’s life

rather than just watching her grow up, so I am humbled to say that we have a great relationship and this sort

of thing doesn’t happen.

But how often are we guilty of falling into the same trap with our work family? In the meeting but not really

there. Hearing all the noise but not truly listening. Involved but not engaged. I get it, believe me I do. There are

hundreds of emails to answer, estimates to be written, calls to be returned — the list is unending and

unrelenting. If we aren’t careful, we can �nd ourselves just going through the motions, punching the clock,

being a bystander to the good stu�.

To get a little more out of work and allow the people around us the chance experience the real us, here are a

few ideas that I have found helpful.

Be Present
Early in my career I was convinced that I had reached the pinnacle of workplace achievements — I got an o�ce!

A real live o�ce with a huge desk, a door that opened and closed and a brand-new PC with one of those fancy

17-inch monitors. I immediately took that monitor, placed it proudly on the front of my desk and got to work. At

�rst I thought it was great. I could talk with people sitting in the chair on the other side of the desk and still

�nish up the email I had been working on before they came in. Brilliant! It didn’t take long, though, before I

began to notice that I was getting less and less out of these desk-side chats, and people didn’t seem to enjoy

meeting with me as often or telling me what was really going on.

It turns out that I cannot truly multitask. I was either giving my attention to the person in my o�ce or to

whatever was on my screen, but it couldn’t be both. The reactions of the people were telling me that the

screen was winning, so I decided to make a change.

I moved that monitor behind me, and I gave people my undivided attention when they took the time to come

into my o�ce. Giving those around me the time they deserved led to improved communications and more

direct actions. Creating a space that was conducive to true conversation led to shared expectations and better

results.

Don’t let an un�nished email or your plans for the weekend cause you to be physically with someone but not

truly present. Do the required work ahead of time so you are prepared to be in the moment. On a jobsite, in a

meeting or simply walking into the o�ce — mentally prepare and avoid any distractions.

Be Real
I recently read an article describing how the U.S. Secret Service conducts counterfeit currency training with a

new agent. They spend most of the time interacting with real currency, becoming an expert in what is

genuine, so that when they see something fake, they can immediately detect it.

The people we work with may not have had formal training, but they have spent years learning how to do the

same — becoming experts at what the real thing looks like so they know when someone is not being real with

them. Whether we are talking with the boss, our coworkers or our customers we must authentically show up to

each and every conversation. This means being truthful in who we are and what we are going through. I am

not saying that we need to share every detail of our personal or professional lives with those we work around,

but I would challenge the old “never let them see you sweat” attitude that so many of us grew up with. How

di�erent would it be if we let the people around us know when we were having a rough day and then taught

them by example how to work through it? Showing up with who we really are allows people to support us

when times are hard and celebrate with us when times are good.

Admittedly, it can be a risk to open up and be real with our coworkers, but in my experience, allowing others to

learn a little about who I am, what drives me and what is currently happening in my world has led to deeper

relationships. And these more-meaningful relationships have led to more-powerful conversations that get to

heart of the matter quicker and ultimately drive better results in the business.

Listen Well
I love music. Even more, I love things that make my music sound really good. (My wife might even tell you that

it borders on obsession.) A few years back, I walked into my favorite hi-� store and began looking at some

speakers I’d had my eyes on for a while. A couple of minutes later I was approached by a salesperson who,

almost without thought, launched into the pitch he had rehearsed so many times in his head. Ohms and hertz

and watts, oh my! He never asked about my current setup, how the speakers would �t in with what I had

already built, or what type of music I enjoy. I had started walking away when the manager noticed our one-

sided conversation, stepped in to ask some questions and eventually salvaged the sale.

Are we guilty of doing the same to those working alongside us? At times I have found myself talking with

someone and being so focused on what I was going to say next that I stopped listening to what they were

saying. I was listening for response as opposed to listening to learn. In my current role as an advisor, I have

found that I need to watch for this behavior daily, being sure I am less concerned about where I want to take

the conversation next and more about where we are currently.

Listening well is a practice that can be di�cult to master. It requires intentional focus. During the numerous

conversations we �nd ourselves drawn into every day, ask questions, listen and then ask more questions. Take

the time to learn what is really being said.

Care Personally
We spend so many of our waking hours around those we work with, but how many of us take the time to really

get to know them? What is her story? Where does he come from? What are they passionate about? I understand

that gaining this knowledge takes time — time it often feels like we don’t have. I am �rm believer, however,

that results come through relationships.

If we use sports as an analogy, we can look to the NFL record of 114 touchdown passes that Peyton Manning

threw to Marvin Harrison during their time together in Indianapolis. It is well documented that these two

athletes from di�erent backgrounds knew and supported each other o� the �eld to build the trust and

chemistry we witnessed on the �eld. Had they not put in the time and work required to know what made the

other tick, I doubt that the on-�eld results would have been so proli�c.

If we are looking to develop high-functioning teams inside our organization, we must make the time to truly

know those around us. Go beyond the casual hallway conversation about the weekend or the weather. Reach

further, know names, determine motivation. Our investment now in the little things will pay o� later in the big

things. People who feel seen, heard and known will do more for our teams naturally than we could ever hope to

legislate through processes and procedures.

Follow Through
A past experience of mine made it abundantly clear that the old tried-and-true method for pulling building

permits was no longer working. The process was taking too long, our customers and employees were getting

frustrated, and we had begun to lose jobs. The team came together and held a highly productive and engaged

meeting. We expressed the issue concisely, planned thoughtfully and walked out with a clearly de�ned action

plan. In full con�dence I committed to �nish the work and get our new process in writing before the next

meeting … and I completely blew it. I didn’t get it done! You can guess what happened to the team’s energy

and momentum. My failure to follow through had totally derailed all we had built together in the �rst meeting,

and I had to work twice as hard to rebuild the trust the team had in me to honor my commitments.

The lack of doing what we say we are going to do can have longstanding e�ects on the results a team can

achieve. If the boss is involved, it could mean our job. More importantly, if we are the boss, what have we

shown our team about the importance of the task at hand? Our actions have communicated clearer than any

words ever could as to where our priorities are. We are either guilty of taking on more than we should or of not

managing our priorities well enough to allow us the time to complete what we started. Our team must be able

to trust that we will make good on our word. Future results depend on that trust.

Final Thoughts
Every one of us has a unique path we are walking, in both work and in life. A few simple changes in the way we

interact with those walking around us can move us from simply walking near others to purposefully walking

with them. Just think how much better and more enjoyable our path will be if we can be present, be real,

listen well, care personally and follow through. If we invite others through our intentional actions to walk the

path with us for a while, work can become a more enjoyable experience for all of us and we can more easily

achieve our desired results.

Josh Bachman is a business development advisor for Violand Management Associates

(VMA), a highly respected consulting company in the restoration and cleaning

industries. Bachman is a seasoned veteran of restoration, with a background in

operations, estimating and project management. His analytical approach and “meet you

where you are” coaching style helps his clients create highly functioning teams to

achieve sustained growth on their terms. To reach him, visit Violand.com or call (800)

360-3513.
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4 Experts Share Insights

By Tony Macaluso, Jeff May, Sean Scott and Andrea Stenberg

For this R&R Roundtable, we asked four odor removal professionals the same �ve questions:

�. Can you highlight your most memorable odor removal project and why it stands out?

�. What are the most common missteps or misconceptions you see related to mold remediation?

�. What are the top tools odor removal professionals should have in their toolbox

�. What are your top predictions and/or hopes for the future of odor removal?

�. What key resources do you turn to for continued education in odor removal?

Click on their photos below for their responses.

Tony Macaluso
Chairman, IICRC Odor Control Technical Advisory

Committee

Jeff May
Principal, May Indoor Air Investigations

Sean Scott
Author, The Red Guide to Recovery – Resource

Handbook for Disaster Survivors

Andrea Stenberg
Emergency Services Production Cleaning Manager,

Paul Davis Restoration of Portland & Vancouver,

Washington
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Tony Macaluso
Chairman, IICRC Odor Control Technical Advisory Committee

Can you highlight your most memorable odor removal project and
why it stands out?Q:

A: My �rst trauma scene remediation and the safety, or lack thereof, regarding personal protection equipment

(PPE) and how the biological odors can penetrate into your clothing and your skin without utilizing the PPE.

What are the most common missteps or misconceptions you see
related to odor removal?Q:

A: The most common misstep is that individuals often go into odor projects with preconceived

thoughts/notions as to what is causing the odor, e.g., there are pets in the home, therefore, that is the source of

the odor when it may not be a factor. Also, not acting as a private investigator, i.e., asking questions, surveying

the surrounding areas, etc.

Another misconception is that we have this chemical or piece of equipment that magically takes care of the

odor. Odor removal often requires a combination of techniques, i.e., source removal, cleaning, recreating the

conditions of odor penetration and encapsulation (sealing). Every job is unique and may not require all these

steps, which are in accomplished in sequence.

What are the top tools odor removal professionals should have in
their toolbox?Q:

A: First and most important is training in understanding how individuals perceive odors and, too, what is a

“real” and “psychological” odor. As to the tools: All odor control chemicals/equipment are in my toolbox, e.g.,

bacterial enzymes; water- and petroleum-based and vapor phase pairing agents; oxidizing agents/gases such

as ozone and hydroxyl generators, chlorine dioxide, etc. Depending on the type of odor and the surfaces

a�ected, it may require and combination of these at various stages of the project.

What are your top predictions and/or hopes for the future of odor
removal?Q:

A: Businesses and home owners today are more aware and concerned not just about the discomfort of a bad

odor environment but also about their health. There are odors in all aspects of our industry, whether it is in

cleaning, restoration or construction. My hope is that companies, in order to become successful, will realize the

importance of understanding odor control and further their education.

What key resources do you turn to for continued education in odor
removal?Q:

A: Articles within journals such as R&R, Cleanfax, Rutgers School of Environmental and Biological Sciences, and

EPA; Cannabis Business Times; IAQ.

About Tony
Tony Macaluso has been in the cleaning and restoration industry for more than 40 years. He is certi�ed as a

Master Textile, Master Fire and Water Damage Restoration Technician and Senior Carpet Inspector with the

IICRC, and currently serves on their Technical Advisory Board as Chairman of their Odor Control Committee.



Andrea Stenberg
Emergency Services Production Cleaning Manager, Paul Davis Restoration of Portland &

Vancouver, Washington 

Can you highlight your most memorable odor removal project and
why it stands out?Q:

A: It was a beautiful historic home that belonged to a well-known World War II veteran in my community that

had an oil furnace pu� back and coated everything with this stinky, sticky, oily soot. The home itself had a lot

of historical contents, including musical instruments from the early 1900s that had original cork and leather

components on them. Hitting them with strong odor encapsulants and ozone was not ideal. It was at this job

that I met a lot of experts in the �eld of historical preservation that taught me a lot about cleaning these items

without harming any of the original materials. Using things such as lemon oil, sliced apples and baking soda

with very speci�c techniques was not my everyday cleaning style! It was a privilege to learn from the experts

and take along those skills to help many more people in my career path that makes that home the most

memorable to me.

What are the most common missteps or misconceptions you see
related to odor removal?Q:

A: One of the most common misconceptions I have observed is that ozone will take care of all odors. As much

as I wish this were true, it is just not the case! Ozone is great, but it does not remove the source and often

cannot penetrate oily residue odors or rooms with high humidity. Ozone can even damage materials if not used

properly or used excessively. One of the most common missteps I have observed is not con�rming odor

eliminating product fragrances with the customer prior to using the product. One of the worst results you can

ask for from an odor removal project, aside from not being able to remove the odor, is mixing your cleaning

solution with a fragrant odor encapsulant, cleaning the whole structure and �nding out that your customer is

nauseated by the fragrance in the encapsulant. Always make sure your customer is part of the process for

selecting anything that produces a fragrance in the home.

What are the top tools odor removal professionals should have in
their toolbox?Q:

A: You should have a commercial ozone generator that can handle jobs up to at least 15,000 cubic feet. You

should also have a hydroxyl generator, an essential oil vapor-producing generator, several odor encapsulants

with various scent options, pet odor eliminators, air scrubbers, charcoal �lters for your scrubbers and a thermal

fogger. There are a lot of di�erent types of odors and a lot of ways to treat each one. It is important to consult

with your product vendor to con�rm the best option for odor elimination before you make these purchases for

your business.

What are your top predictions and/or hopes for the future of odor
removal?Q:

A: I am looking forward to more natural based products and tools that we can safely use in the home without

disrupting our customer’s lives more than just our presence does. As the products evolve, vendors are creating

odor eliminating solutions that are less harmful to surfaces and can be used in any living spaces using

technology and cleaning solutions such as UV light, essential oils or other natural products. Not only are these

products safer, but our customers are more comfortable having them used in their home. The ozone generators

are evolving to be smaller, lighter and easier to handle for technicians in the �eld as well. It is exciting to see

how our amazing vendors continue to “Wow!” us with their amazing products. It is one of my favorite areas to

explore at any restoration trade show or convention I visit.

What key resources do you turn to for continued education in odor
removal?Q:

A: My top resources for continued education on odor removal are from my local vendor representatives that

keep their products up to date. Meeting with reps from Jon Don, Aramsco, Fireline, Odor X and many other

vendors that provide the products that our companies use is a huge part of my continued success with odor

control and keeping my customers satis�ed with their odor removal service. Reading articles, stories and

staying in touch with my network of restoration professionals also provides real insight on what works and

what didn’t work for all types of odor control situations. Our industry has a lot of knowledge on all things odor,

always reach out to your network and your product vendors for advice.

About Andrea

Born in southwest Oregon, Andrea Stenberg moved to the Vancouver, Wash., area in 2017. She has been in

restoration since 2014 and in industrial cleaning since 2007. With multiple credentials in her �eld, Stenberg

prides herself in training others with her �eld knowledge to assist in the growth of her company and team at

Paul Davis Restoration of Portland/SW Washington. Stenberg is the 2021 recipient of R&R’s annual Ladder Award.



Jeff May
Principal, May Indoor Air Investigations

Can you highlight your most memorable odor removal project and
why it stands out?Q:

A: I was called into a law o�ce to �gure out why for months no one had been able to sit in the conference

room for lunch without getting a headache. There was a slight unpleasant odor that was a�ecting the

occupants. I spent an hour looking around but �nally settled on the large oval conference table, the top of

which reeked like a dirty sponge. There was a telephone book on the table that had not been moved for

months, and I had one of the employees sni� it: �rst the top, which had no odor, and then the bottom, which

stunk from the table surface. She shrieked and con�rmed that the odor on the bottom of the book was the

same as the room odor. Dirty sponge odor is caused by butyric acid (and has the odor of vomit) from bacterial

degradation of fat. The acid can be neutralized by a base like ammonia. I wiped the table with an ammonia-

containing window cleaner, and the next day the employees were able to enjoy lunch in the conference room

again. Based on this experience I developed the aluminum foil/paper towel test to identify surface odor

sources; just fold an odorless full sheet of paper towel in half twice, place it on a surface and cover it with

aluminum foil held in place by removable blue painter’s tape. Remove the test after a day or two, fold it up as

quickly as possible, enclosing the paper in the foil. Then partially open the packet outdoors and sni� the paper.

Tests on several surfaces can be done, labeled and compared to each other.

In another case of an odor problem, a building owner recognized the odor detected by new tenants in their

rental as the body odor of prior tenants. The odor from people is also due in part to fatty acids. I recommended

fumigating the heating system with ammonia to neutralize the odor.

Another interesting project that I was not directly involved in was one brought to my attention by a former

student. He was trying to help the owner of a convenience store into which no one could enter without

experiencing eye and throat irritation. It was soon discovered that an employee in an attempt to clean the

HVAC vents had sprayed them with an oven cleaner containing sodium (or potassium) hydroxide, a powerful

base used to eliminate grease. Irritating particulate residues from the cleaner were being distributed through

the HVAC system. Both the manufacturer of the cleaner and I suggested fumigating or fogging the store with

vinegar, an acid that would neutralize the irritating base. After the fumigation, the store reopened without a

problem.

What are the most common missteps or misconceptions you see
related to odor removal?Q:

A: The biggest misstep is not identifying the source before beginning remediation. We have had clients replace

boilers and re-line chimneys when only simple repair was needed. Some companies are claiming that fogging

in a room with some chemicals such as enzymes can eliminate odors caused by mold from within closed-wall

cavities. This is not true. The musty-odor molecules can di�use through wall materials and make a room stink,

but the fog droplets are too large to enter a closed wall cavity.

What are the top tools odor removal professionals should have in
their toolbox?Q:

A: Ozone (when properly used) is great for removal of some odors. I had a skunk in my garage and the space

reeked. Skunk odor is caused by butenyl mercaptan, a sulfur-containing molecule readily oxidized by ozone.

After 10 minutes of treatment, the odor was gone. Unfortunately, other odor molecules (including those from

some species of mold growth) are not a�ected by ozone.

One very simple way to identify some hidden odor sources is to place a window box fan on exhaust; assuming

other air sources such as doors and windows are closed, the exhaust reduces the air pressure in a room and

causes odor in�ltration to increase. Then all cracks and openings (especially at electric boxes) can be sni�ed to

locate the odor source. If the temperature in the space is di�erent from the surrounding spaces, an infrared

camera can be used to locate air-in�ltration openings. I used this technique to �nd a pencil-sized hole in a

�oor/wall joint that forced a mother to move her son into another bedroom. The powerful odor that made the

room uninhabitable was coming from a nest full of dead and decomposing bees discovered in the small roof of

a bay window in an exterior wall of the dining room directly beneath the son’s bedroom.

About Jeff

Jeff May, MA, CMC, principal of May Indoor Air Investigations (www.mayindoorair.com) has over 30 years of

experience investigating moisture, mold, odor and indoor air quality problems in thousands of of�ces, schools,

and residential buildings. Along with his wife Connie, he is the co-author of My House is Killing Me! (Ed. 1, 2001,

Ed. 2, 2020); Jeff May’s Healthy Home Tips (2008); My Of�ce is Killing Me! The Sick Building Survival Guide (2006);

The Mold Survival Guide: For Your Home and for Your Health (2004), all published by the Johns Hopkins

University Press.



Sean Scott
Author, The Red Guide to Recovery – Resource Handbook for Disaster Survivors

Can you highlight your most memorable odor removal project and
why it stands out?Q:

A: The most memorable smoke odor removal project I was involved with was a high-rise retirement building

where a kitchen �re in one apartment unit a�ected multiple �oors and apartments. Here the smoke entered

the elevator shafts, hallways, HVAC system, as well as electrical and plumbing pipe chases throughout the

building. We had to contain numerus una�ected areas, work in con�ned spaces at certain times and chase the

smoke paths throughout the entire structure. The challenges of working in a multistory building where most of

the residents could not be relocated, and the logistics of working in a high-rise with only one freight elevator

made the process extremely tedious and complicated.

What are the most common missteps or misconceptions you see
related to odor removal?Q:

A: One of the most common missteps is the failure to identify and/or locate odor sources. Oftentimes odors

can make their way into concealed spaces far from the �re origin. For example, �res that occur in attics often

create enough pressures to push odor down into walls where holes are drilled for electrical wires, pipes or

ductwork. In situations where exterior roof overhangs are enclosed with so�ts, pressurized smoke can get

trapped and be a constant odor issue if the so�ts are not exposed and cleaned. In addition, if an attic space

becomes charged with smoke, the framing lumber can adsorb soot and absorb smoke odors. If the surfaces of

this type of exposed lumber are not cleaned and treated properly, the smoke odor will likely reoccur o� and on

for many years to come. The same holds true for �res in basements or crawlspaces.

Another misstep is the over reliance on oxidizing gases such as ozone or hydroxyls. Although these gases are

e�ective in neutralizing certain VOCs, they also create potentially toxic byproducts. Oxidizing gases need to be

used in conjunction with media blasting, HEPA vacuuming, air �ltration, encapsulants and other restorative

processes.  A common misconception is the use of deodorizing fragrances used in foggers or wet spray

applications. These types of chemicals don’t really “deodorize” or remove smoke odors per se but rather re-

odorizes them with a pleasant fragrance. In reality, chemical fragrances like these do little more than deceive

the sense of smell for a period of time until the fragrance dissipates.

What are the top tools odor removal professionals should have in
their toolbox?Q:

A: 1) Proper personal protective equipment to protect themselves and their workers from exposure to toxic

combustion byproducts. This includes proper respirators, coveralls, eye protection, etc. 2) Knowledge of how to

properly restore a wide range of materials in varying conditions and know what can and cannot be restored. 3)

Di�erent types of media and blasting equipment for source removal on lumber, masonry or other building

materials. 4) Hydroxyl generators to help neutralize odor gases. 5) HEPA vacuums to remove debris after media

blasting as well as soot, char and ash. 6) Air scrubbers with an assortment of �lters, i.e., activated carbon, HEPA,

ULPA, etc. These are used to remove particulate in the air.

What are your top predictions and/or hopes for the future of odor
removal?Q:

A: First, my hope is that restoration practitioners and the insurance industry would become more educated on

the toxicity of structure �re smoke and combustion byproducts and take the necessary measures to protect

their workers’ health. I predict that in the near future, people will realize that many of the toxic substances

created in structure �res, such as dioxins, heavy metals, PAH’s, PM 2.5, etc., have caused or contributed to

illnesses, diseases, and deaths of �re�ghters and �re investigators worldwide. Once restorers realize just how

toxic post-structure �re environments are, I believe that many of the current restoration practices will

drastically change. I also predict that independent environmental professionals (IEPs) will begin to play a

critical role in �re restoration and smoke deodorization. Currently, mold and asbestos are recognized as serious

respirable hazards. IEPs provide pre-remediation air and surface sampling, detailed remediation protocols and

�nal clearance testing to verify that the remediation process will be successful. Seeing as many of the toxic

substances, chemicals, VOC’s and particulate matter present in post-structure �re environments can be far

more hazardous to human health than mold or asbestos, it stands to reason that the role of the IEP is long

overdue. IEPs will be instrumental to the success of �re restoration and deodorization processes.

What key resources do you turn to for continued education in odor
removal?Q:

A: Primarily R&R Magazine where veteran restorers share their lessons learned in the form of articles and posts.

The IICRC is the best organization for in-depth training and certi�cation on odor removal processes, and

techniques.

About Sean

Sean Scott has over 41 years’ experience in the restoration and construction industry and has published

numerous books, papers and articles including Secrets of The Insurance Game and The Red Guide to Recovery –

Resource Handbook for Disaster Survivors.
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Worth the Investment

By Brendan Kimmel

New technology should make our jobs easier, yet why do we so often ask, “What were they thinking?” while

trying to master a new system. Indeed, when you’re pressed for time, as restoration contractors like you always

are, implementing new technology can seem like more trouble than it’s worth.

You want to spend your valuable time growing your business, not experimenting with new apps that may or

may not make your life easier. That’s why it’s critical to choose apps designed on the basis of restoration �eld

experience, tested by restoration contractors and continuously re�ned to make them even more useful and

easy to implement.

To support your business success, you need to go beyond investing in quality education and equipment — you

need a system that makes your company more e�cient. You need technology that will serve as a gateway to

seamless real-time monitoring and control on restoration projects, with reportable data for insurance providers

and customers, and even tracking of equipment job locations and maintenance status.

A New Model for Job Management
The latest technology to streamline restoration management is the Command Center Pro Ecosystem — the

�rst no-cost, remote monitoring platform for restoration contractors.

Because knowing about changes in the environment and how the equipment is performing are critical for

making decisions about where and when to send your techs, new technology should integrate fully with key

equipment — that’s why Command Hubs are now built into all Dri-Eaz restoration dehumidi�ers and new air

scrubbers.

What does such an integration do for you? The Command Hub monitors ambient conditions and adjusts

dehumidi�ers’ operation to maximize moisture removal in all conditions.  Also, Bluetooth- and wi�-enabled

dehumidi�ers and air scrubbers allow you to connect to the facility’s or home’s internet to provide real-time

data on drying trends and equipment performance — 24/7, wherever you are.

As an owner or manager, you need to know what’s happening on every job, but that’s not easy — you can’t

physically be everywhere! That’s why Legend Brands created the new Command Center Pro mobile app and

dashboard. It’s simple to set up your no-cost company account which enables you to monitor every job and

control your team’s access to important job data — from the o�ce or in the �eld.

Ideal System: Desktop or On-the-Fly Mobile Job Setup
Let’s see how a simpli�ed, yet robust, system can make managing your �eld projects signi�cantly more

e�cient. With a desktop dashboard, you can easily de�ne team members’ roles in the main account, then direct

users to go to their cellphone’s app store — Apple or Google — and download the Dri-Eaz Command Center Pro

app.

Your o�ce team can set up a job in the desktop dashboard to enter important customer and insurance

information, and estimate job duration for equipment inventory management. When a job is assigned to a

technician, that app user receives an email notifying them they have a new project.

What about setting up after-hours jobs? For maximum �exibility, the app includes a quick-start job function to

allow techs in the �eld to set up and start a job.

Centralized Equipment Management
Adding equipment to a job via the app is as easy as connecting most household IOT devices: Techs �rst add a

room, then start adding devices — just plug the unit in and wait a few seconds and the unit will automatically

establish a Bluetooth “handshake.” Users of Next Gear’s MICA app can simply scan the QR code on the Dri-Eaz

product label to connect a device to a job.

The next step is to connect the dehumidi�er or air scrubber to the cloud via the facility’s or home’s internet to

enable real-time remote job data transfer.

Onboard Bluetooth also enables easy updates of dehumidi�er and air scrubber Command Hub �rmware to

ensure the optimum performance.

The Command Center Pro’s maintenance section lets you accurately track the status and availability of your

equipment, including which units require repair or are currently being maintained. That’s critical, especially

during storm events when every unit possible is being deployed.

Ensuring Data Integrity, Easy Reporting
Data integrity and accurate reporting are hot topics in restoration circles. The Command Center Pro Ecosystem

provides you with the data and communication channel you need to be sure the job is proceeding as planned.

When you need to report to the customer or insurance provider, with just a push of a button, the Command

Center Pro dashboard can deliver a job detail report that includes graphed dehumidi�er readings.

It’s obvious how much a system like Command Center Pro can truly improve e�ciencies and data availability in

your organization — it’s more than worth the minimal time invested to gain this much capability — and at no

cost!

Keeping up with the right technology is always worth the time invested. Watch for further industry technology

enhancements that will give you even more seamless job and documentation capabilities, as Legend Brands

partners with other industry leaders to provide real-time data to multiple job management platforms.

Brendan Kimmel is a Technical Training Instructor with Legend Brands. He managed a

full-service cleaning and disaster restoration �rm for over six years in the greater Seattle

area before joining Legend Brands in 2008. He is an IICRC Certi�ed “Triple Master,” an

approved Water Restoration and Cleaning Instructor, and a Water Loss Specialist with

RIA.
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This Will Make Things Easier,
I Promise

By Jon Isaacson

How many of you have heard, “This [shiny new object] will make things easier [better, faster, more e�cient,

insert adjective],” come down from corporate headquarters? In a smaller company, a similar directive is issued

when a manager returns from an industry event or webinar. The message is the same, X-item is going to

immediately impact Y-issue and everyone better get on board; it’s going to be awesome. In this article, we will

review some of the foundational elements that will help your team better incorporate technology and software

to improve your organizational systems.

The funny thing about being a person in a position of leadership is that once you get there you often �nd

yourself repeating those same mindset and habits that frustrated you when you were on the “lower” rungs of

the management ladder. The issue is not whether X-item is good or not, it’s often the haphazard

implementation associated with the quest to quickly solve Y-issue. Innovation and technology are helpful

elements in improving systems by making them more e�cient, but if you do not do the hard work of

identifying issues and testing creative solutions from within, you will constantly be chasing the more-better-

er next thing.

The Purpose and Function of Technology
Technology is a wonderful thing when it serves its purpose. The purpose of technology for a business owner is

to simplify an existing function of your process. This goal is in line with the developmental steps to success at

the core of The DYOJO Chart, which are:

First, learn to Do It Right

Then, learn to Do It E�ciently

Always be intentional in learning to Do It Excellently

The function of technology, often software and/or automation, should serve to help you make your systems

more e�cient. One key element related to sta�ng challenges is the reduction of labor dependence. Customer,

job or business management software systems, whatever you want to call them, are process enhancers. When

you know what your process is, because you have worked through it and tweaked it, you will be better

equipped to ask good questions that will help you identify the right resources for your team.

Restoration Software Terminology
Let me preface this article with two declarations,

�. These opinions are my own and they are based upon my personal experiences. Please read them as one

restorer sharing with another restorer what has and has not worked for me.

�. I am a fan of using the least cumbersome solution possible. I am conservative (aka stubborn) to a fault, so I

tend to power through an existing system until the last minute.

Create A Visible Schedule For Clear CommunicationCreate A Visible Schedule For Clear Communication

At a point in my career, while working with a large national restorer (prior to their internal development of an

all-encompassing system), my team and I tried several of the leading web-based software systems available

to contractors. At that time there weren’t as many restoration-speci�c options. What I found was that many of

these programs added more labor to input and manage data, rather than reducing this burden. We were able

to utilize existing tools that helped us track and share information. One of my earliest videos outlines elements

of the system that we used.

Before we go further, let us make a few de�nitions:

Customer Relationship Management (CRM) — Software designed to help you thoroughly collect

prospective or new client data so that you can track your e�orts to acquire and retain customers. This can

be interchangeable with job or business management if the software platform is incorporating marketing

and sales into the broader picture.

Job Management — Data related to an individual client and/or project. Often this is incorporated into CRM

or business management. Tools such as project management software may be project-speci�c and then

feed data into a broader system if they are compatible.

Business Management — This software is much broader in that it is designed to help an owner oversee all

elements of their business which likely will include �nancial information.

Restoration Systems Development
Before you ask, “Who or what can help me improve my process,” shouldn’t you be able to clearly de�ne what

your process is? I �nd many owners and restorers are looking for software because they think they should

rather than thinking through and spelling out their unique system of business. It may be a long journey to

record, document, de�ne and train on your process, but it is a worthwhile one.

Before you can standardize your operations (SOP), you need to operate your standards.

Your business is unique, and the process of developing your standard operation procedures (SOP) should re�ect

that reality. It may be helpful to discuss what other restorers are doing and the lessons that they have learned

in building out their systems, but these conversations should serve to help you shorten your DANG learning

curve rather than to replace it. Shortcuts in this area will not be to your bene�t in the long run.

Those software and management systems that have been developed by and for restorers will have a better

chance of assisting you with the nuances of our industry. Most of these platforms are responsive to the input

and needs of their fellow restorers and adapt their system as they receive this data. But you may also �nd that

systems for a broader application or something developed outside of our immediate industry work much better

for your organization.

Three Software/Technology Questions
1.  What elements of my business could I reduce unnecessary duplication, reduce labor burden, and/or

automate?

Before you can or should delegate or automate responsibilities, you should take the time to record your SOPs

for that function. The process of analyzing, documenting and training on your existing process is important for

discovering ine�ciencies in your systems. Researching software before you have taken this step is putting the

cart before the horse. Once you decide on a system, you will revise your SOPs to incorporate that resource.

SOPs are a living document and you will update them as you adapt to new challenges and innovations.

2. What resources are companies of similar size, structure and goals using for their business?

While there are many similarities in what we do as restorers, no two companies are the same. There are several

good software options on the market made by and for restorers. Depending on your approach to business and

what your vision is, the best solution may not be the most obvious one. If you take the previous steps to deep

dive into your processes, I believe you will be better equipped to identify where your needs are and what you

are looking for when you explore technological enhancements.

3.  What integrations are most important to your organization?

I believe using free tools such as Google Drive or Slack is a great place to start, especially for a smaller business.

As an owner, you have to set aside time to develop and document your process. Key integrations may include

what carriers and/or programs you work with as well as what platforms you are most familiar with. As you

grow, you will need to expand and adapt your process to the addition of new team members. No matter how

small you are, key data should be available remotely from any device by all relevant persons on your team. If

Technician A starts a project, Technician B should have immediate access to the prior documentation when

they go to follow up on the project, and the project manager should have access in real-time to the same.

Resistance is Futile
Resistance is to change and innovation is futile, but innovation without a foundation is obfuscation. I want to

be clear, this article is not intended to be in opposition to the great tools and innovations available to the

property restoration contractor. Rather, many people in a position of leadership are looking for shortcuts rather

than to shorten their DANG learning curve. As such, they often complain that a particular technology wasn’t as

helpful as they thought it would be. At the core of this issue is not a fault with the software but, �rst, not laying

a foundation by de�ning their unique SOPs and, second, a rush to implementation rather than working

diligently through the process.

Jon Isaacson is a creative leadership professional with 15 plus years working in the

construction �eld specializing with insurance claims and disaster restoration. He is a

frequent contributor to R&R on topics related to personal and professional development

and can be reached through his coaching website izvents.com. Connect. Collaborate.

Conquer.
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Leveraging Fleet Software
to Improve Maintenance Processes

By Rachael Plant

Restoration �eets can leverage �eet software to manage asset maintenance and create e�cient repair

work�ows to curb downtime.

Centralizing Fleet Data
Commercial cleaning and restoration �eets are heavily relied upon to provide fast, thorough services, from

disaster relief to sanitation, for clients in both commercial and residential spaces. Such critical services means

�eet downtime can be detrimental to customers as well as the business, making it imperative to e�ectively

manage �eet maintenance to ensure all vehicles are in good condition before your drivers leave for a job.

With cloud-based �eet management software, you can digitize �eet data in a central location. Centralizing

your �eet data provides the bene�t of maximizing real-time data visibility, allowing you to monitor asset

health and expenses, automate work�ows and minimize downtime. Below, we’ll look at several ways in which

�eet software works to make maintenance management quicker, easier and more precise.

Streamlining Maintenance Work�ows
Two of your greatest sources of maintenance data include inspections and work orders, both of which can be

time consuming to �ll out and — especially with paper forms — can often be �lled out incorrectly or

incompletely. Fleet management software is designed to reduce instances of pencil-whipping and promote

clean data entry to help ensure data reliability.

While paper inspections have long been used in the �eet space, this method of documentation often prohibits

�eet managers from being alerted to issues for days or weeks at a time, resulting in compounding problems

and unexpected breakdowns. With �eet management software, drivers can use a mobile app to complete

digital vehicle inspections and upload the results instantly, allowing you to monitor asset health and stay

apprised of issues — no matter where your vehicles are. Digital inspections are customizable to ensure your

drivers are inspecting any items you deem necessary, including specialty items and PPE. Additionally, �eet

managers are noti�ed in real time of any inspection item failures, and failed items automatically trigger the

maintenance work�ow.

In addition to speeding up the service process, maintenance work�ow automation saves �eet managers a lot of

time around scheduling maintenance while o�ering the added bene�t of tracking progress, repairs and

expenses on a granular level to avoid surprise line items or miscommunication. Cloud-based �eet management

software allows you to plan, schedule and monitor maintenance tasks from anywhere. Whether you manage

maintenance in-house or outsource to a third party, you can clearly communicate service needs with

technicians so they can start servicing your vehicles quickly.

Sticking to Scheduled PM
 A key way to stay on top of �eet maintenance is through preventative maintenance (PM) scheduling. When a

client has water or �re damage, it’s crucial to get to them as soon as possible to start recovery e�orts. Because

you and your customers can’t a�ord unexpected breakdowns, all of your commercial cleaning and restoration

vehicles should follow a PM schedule based on manufacturer recommendations or a customized schedule

based on asset mileage or age. Adhering to a PM schedule ensures your vehicles are routinely serviced and

remain in good condition to avoid downtime and extend lifespan.

Fleet management software automates service reminders to improve your PM program. Service reminders are

automatically sent based on odometer or usage updates from inspection results, preset OEM recommendations

or telematics devices. These reminders provide you with ample time to schedule service around your �eet’s

needs.

Making Data-driven Decisions
 Maximizing visibility into your restoration �eet by managing all data in a single, cloud-based software provides

deeper insights into vehicle performance. Fleet management software automatically stores a comprehensive

service history for all of your vehicles. You can view histories by vehicle or across vehicle types, groups and

locations to spot maintenance trends, uncover underlying patterns and make informed decisions about asset

acquisition and disposal. Fleet management software also integrates with telematics providers so you can

track and manage diagnostic trouble codes (DTCs) and engine fault alerts, which can then be linked to work

orders to clarify maintenance needs.

With your restoration or commercial cleaning vehicles being in almost constant use, it’s easy to see how

maintenance is the largest ongoing �eet expense. Tracking maintenance expenses with software allows you to

create and share con�gurable reports to analyze �eet performance and expenses. You can view high-level

metrics at a glance or take a deep dive into maintenance line items to identify overspending and determine

better strategies for the future. Leveraging this insight empowers you to make con�dent, data-driven decisions

and improve your �eet’s ROI.

Rachael Plant is a content marketing specialist for Fleetio, a �eet management

software company that helps organizations track, analyze and improve their �eet

operations. For more info, visit �eetio.com.
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Advanced PPE
Techniques and

Protection

By Barry Rice

The Muddy Handprint Story
 I remember driving home from work one day and pulling up to a light with a white van in front of me. While

day dreaming, I noticed it was a plumber’s van — more speci�cally a specialist in sewers, sewage backups, etc.

Then I noticed — and this image will never leave me — muddy brown handprints all around the white handle

for the rear door. I laughed out loud and said to myself “That’s disgusting!”

But my mind couldn’t just leave it alone. I began wondering — are there muddy handprints on the inside? What

about the steering wheel? What about when the plumber gets home and walks in the door? The level of

grossness went on and on…

How Does this Relate to Restoration?
In our line of work, we encounter mold spores, biohazards, sewage and sometimes just �lthy conditions. And

let’s not forget about COIVD-19! We want to remediate/clean these materials and conditions while getting as

little on our PPE as possible. However, it is inevitable that our PPE is contaminated at the end of many jobs.

Our challenge is that at the end of the day we want to leave these jobs without any of those materials on us or

transferred to our truck, o�ce or home.

How Do We Prevent This Transfer?
There are a number of techniques — I call them advanced techniques even though they are really pretty

simple. In this article, I will review techniques and practices to help minimize the unwanted transfer of

materials from jobsites.

The Right PPE for the Job
Restorers have many choices of suits, gloves, boots and respirators. All restorers should spend time

understanding the choices and the di�erent levels of protection o�ered. For instance, body suits (e.g. Tyvek)

o�er many di�erent choices, such as:

Protection ranging from basic dust/dirt to impermeable by liquids and aggressive chemicals

Breathability, which directly relates to the level of protection

Options for coverage, such as built-in hoods and booties

Cost ranges, which also directly related to the level of protection

Suit manufacturers can assist with the proper selection, are continuously improving breathability and o�er

guides to help with your selection.

Gloves o�er a similar range of protection. Glove manufacturers can assist with selection and o�er guides to

help tailor your selection. (See my March 2022 article on hand protection for additional information and options.)

Boots o�er some choices, however the classic rubber or PVC boot has long been the standard. Additionally,

these boots can be decontaminated when leaving the jobsite by most of the common disinfectants. (See my

January 2022 on safety boots for additional information and options.)

Finally, respirators o�er a wide range of choices.

Restorer’s owe it to themselves and their employees

to contact respirator manufacturers to understand

the wide range of protection and comfort. (See my

April and May 2022 articles on respiratory protection

for additional information and options.)

Sealing It All
Restoration technicians face hazards from mold, lead

dust, silica dust, sewage and biohazards getting onto

their skin or clothes through the seams or gaps

between PPE. One speci�c technique restorers should

be familiar with is taping the gap where their suit

meets their respirator, gloves and boots. I �rst

became familiar with this practice in an OSHA

HAZWOPER course.

This technique demonstrated in videos — see below

or visit the link for the Donning and Do�ng video in

the resources section. The U.S. Environmental

Protection Agency (EPA) also mentions this practice

in Lesson 4 of its Mold Course, which is also below

and linked to in the resources section.Photo credit: Everyday better to do everything you love/ iStock / Getty Images Plus via Getty
Images

Decontamination
This technique is used by hazardous waste technicians after contact with hazardous materials. Quite simply,

their PPE is cleaned (decontaminated) before removing it. This technique provides two bene�ts:

Removal of materials/liquids that might be contacted when taking o� PPE

Allows reuse of some PPE, such as boot and respirators

Fortunately in the restoration industry, we usually have disinfectants easily available. Check to see if what you

have on-hand is e�ective for the hazards at your jobsite. One example of this is to spray your boots with

disinfectant and scrub or wipe them o� prior to walking to your truck and storing them. You can also do this

with respirators. This allows the reuse of expensive PPE and clean storage. Just remember that not all PPE is

reusable (e.g. gloves and suits).

Proper Donning and Dof�ng
The medical and environmental �elds have always coached techniques to properly put on (donning) and take

o� (do�ng) PPE. We already covered one technique for the donning part — taping gaps/seams. For

removal/do�ng, the idea is to remove PPE that is contaminated without getting those materials on your skin

or the clothes. I believe these techniques came to the attention of many restorers with cleaning and

disinfection jobs for COVID-19.

The Centers for Disease Control (CDC) has an excellent guide on the sequence of donning and do�ng. There are

also videos available from various sources that show the sequence. See the resources section at the end of this

article.

Finally, don’t forget to put contaminated PPE in a garbage bag and properly dispose of it. Don’t throw

contaminated PPE directly into a garbage can or dumpster.

Photo credit: Getty Images

Hygiene
There is no substitute for good hygiene. Technicians should be reminded that this applies anytime they leave a

work area wearing PPE (e.g., breaks and lunch) and not just at the end of the day. Washing hands is a minimum.

A bottle of hand sanitizer is a great solution when access to a sink with soap and water is not available. Any

other skin that has come into contact with hazardous materials should be washed, as well. Clothing that has

been contacted should be evaluated based on the hazards of the materials; some may be able to be washed,

while others may need discarded.
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Train and Document
Finally, educate technicians about the risks and implications of contact with hazardous materials and bringing

them back to the o�ce or to their home. Have them practice donning and do�ng PPE. Many instructors put

harmless materials (e.g., ketchup or jelly) on technicians’ suits or gloves and then challenge them to remove the

PPE without getting anything on them. It can become a game and a challenge, which makes the learning part

fun and memorable.

Beyond the training environment, also document these techniques in Standard Operating Procedures (SOPs)

and jobsite Job Hazard Analyses (JHAs). The SOPs will help assure proper fundamentals and techniques in the

future. The JHA should have content mentioning the material contact hazards and the use of the techniques

in this article. Review the JHA with jobsite technicians to assure understanding of the hazards and techniques.

Summary
Restorers will always have the risk of the “Muddy Handprint” that cross contaminates other surfaces and

materials because of the hazardous materials we encounter. Fundamentally sound professional techniques

separate us from the amateurs and keep us safe. The techniques I have mentioned in this article will minimize

risk at our jobsites and prevent us from bringing hazardous materials home with us.

Barry Rice is a Certi�ed Safety Professional (CSP) with over 20 years of experience. He is

the Environmental, Health and Safety (EHS) director for Signal Restoration Services’

family of companies that includes Signal, US Roo�ng and PuroClean. Rice has supported

EHS efforts in various industries, including environmental restoration, heavy industrial

manufacturing, mechanical �eld service, automotive and aircraft manufacturing

support, residential and commercial construction, and disaster restoration. If you have

questions or would like to speak to Rice, he can be reached at (248) 878-5662 or

barrynrice@gmail.com.

Resources:

EPA Mold Course, Chapter 6, Containment and Personal Protective Equipment (PPE), Lesson 4, Disposable Clothing (last paragraph of

lesson): https://www.epa.gov/mold/mold-course-chapter-6

CDC Sequence for Putting On and Removing PPE: https://www.cdc.gov/hai/pdfs/ppe/ppe-sequence.pdf

OSHA T echnical Manual (OT M), Chapter 1, Chemical Protective Clothing, Section VI Clothing Donning, Do�ng, and Use:

https://www.osha.gov/otm/section-8-ppe/chapter-1#cddu

OSHA T echnical Manual (OT M), Chapter 1, Chemical Protective Clothing, Section VII Decontamination Procedures:

https://www.osha.gov/otm/section-8-ppe/chapter-1#deconproc

Donning and Do�ng T yvek Suit Video: Donning and Do�ng T ychem 4000 S - YouT ube

Donning and Do�ng Disposable Gloves Video: T he Globus Guide to Putting-on and Removing Non-Sterile Disposable Gloves -

YouT ube
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Surviving the Scrutiny

By Jeremy Beagle and Richard Price

When a water loss has occurred in a structure, a variety of professionals can be involved in the steps taken to

return the a�ected area to a pre-loss condition, such as restoration and remediation contractors, indoor

environmental professionals (IEP) and forensic experts. It is becoming more common for forensic experts to be

involved in the assessment of a water loss or fungal growth in a structure. These experts can be scientists,

engineers, architects, contractors, etc. who specialize in determining causation of the moisture source as well

as the extent of moisture related damage and/or fungal growth. Multiple parties will rely on these experts’

opinions; therefore, their assessment, methodologies and report of �ndings are routinely scrutinized by all

parties involved. The goal of a forensic assessment is to provide a defensible opinion, and to do that, the

opinions should be based upon scienti�c principles and methodologies, industry standards and best practices.

While forensic assessments can be challenging, there is a simple equation that can be applied to every

assessment to increase the defensibility of the approach and ultimately the �ndings. Detailed Documentation

+ Diagnostic Testing = Defensibility. If the assessment is detailed and well documented, and hypotheses are

tested versus speculated, the con�dence level for defensibility increases signi�cantly. This same equation can

also be applied to a contractor performing a water restoration project. The contractor’s strategy is commonly

exposed to increased scrutiny after their invoice is presented for payment. Detailed documentation of the

extent of moisture migration and the drying e�orts, as well as pre-determining and documenting the source of

the moisture, will not only decrease scrutiny of the strategy employed but also bene�t the development of the

drying strategy and in turn bene�t the client.

Forensic experts are routinely visiting a structure after water restoration, mold remediation or others repairs

have been made and will routinely rely on the documentation collected by the contractors to help piece

together what happened. The better the initial documentation, the easier and quicker the loss can be resolved

for all parties involved. While this article is not intended to make you the foremost expert in causation, the goal

is to provide some basic fundamentals from which you can elevate your expertise and value within the

industry. As a water restoration contractor, you are commonly one of the �rst parties to respond to a water loss

and have a unique opportunity to determine the cause and document the extent of relatable damage. While

not an exhaustive list or in a speci�c order of importance, fundamentally a forensic assessment of a water loss

should include:

Collection of background information;

A walkthrough of the area(s) of concern;

Data collection; and

Diagnostic testing when possible.

For the purposes of this article, data collection and diagnostic testing are highlighted.

Data Collection
Data collection is one of the most often ignored steps in a forensic assessment and in a drying strategy, which

should be considered one of, if not, the most important step to increase the defensibility of the opinion or the

strategy employed. Observational data is critical and typically consists of a visual, systematic assessment

together with clear photography or video documentation. Clear documentation of active moisture sources,

damp conditions (moisture measurements), removed components such as plumbing and the physical damage

(staining, swelling, corrosion etc.) or lack thereof, not only increases the con�dence in causation but will justify

the need for repairs as well as the drying strategy implemented. Poor and limited documentation of a site will

only cast doubt on an opinion provided or the necessity of the dry-out strategy employed and the extent to

which it was performed.

Some useful tips regarding observational data include the use of a �ashlight at an angle across a building

material, particularly composite wood, to depict modest swelling or dis�gurement that may have otherwise

went unnoticed (Photograph 1). An angled light is also a great way to evaluate wall surfaces for prior repairs.

Wet or damp conditions on a surface can be di�cult to see in a photograph. A colored piece of tissue paper

provides an excellent method to demonstrate that a surface or material is damp (Photograph 2). Last, a

borescope (inspection camera) is an essential tool for anyone assessing a water loss. The small size of the

camera head allows the operator to look into walls, beneath cabinetry and through ceilings. The amount of

damage and the causes of moisture sources that go overlooked because the person conducting the

assessment did not have the tools to look beyond what was in front of them is amazing. Last, photographing

moisture measurements is a great way to accurately document that conditions were wet and dry, and

eliminate any questions to what you actually encountered. Always remember to have your meters set to the

proper substrate and used in the proper manner. Photographic documentation will also highlight any errors you

made while documenting the site.

Additional date collection can be in the form of moisture meters, hygrometers, infrared thermometers,

manometers, etc. Hygrometers and infrared thermometers are critical when assessing sur�cial fungal growth

related to condensation and elevated relative humidity. Manometers and smokes pens allow documentation of

air movement in and out of structure and can help identify pressure di�erentials. Many of these tools are useful

during dry-out as they demonstrate a drying chamber has been created and con�rm pressurization of the

containment. How does one conduct a moisture assessment and not use a moisture meter? Beyond

determining the extent that moisture has migrated, it is useful for scanning and detecting unknown moisture

sources and con�rming if a moisture source is ongoing or has been corrected. An absence or overall lack of

moisture content measurements in drying logs is one of the most commonly scrutinized elements of a dry-out

strategy. Daily monitoring and moisture surveys allow for the contractor to defend that their strategy was

necessary and the materials were being dried, move equipment as needed and lastly demonstrate the a�ected

areas were dried. It is hard to get paid for the work you completed when you have no documentation to

substantiate why the work was performed in the manner that it was.

Diagnostic Testing
 For the purposes of the article, diagnostic testing is considered testing that is used to identify the cause of a

moisture source. Diagnostic testing can be as simple as turning on plumbing �xtures or water testing a window

opening, to as complicated as pressurizing an appliance onsite with a testing rig. If you have the opportunity to

test a hypothesis (moisture source) and do not, this will weaken the defensibility of your opinion and even your

credibility as an expert. Obviously the expert and contractor should have the knowledge and the comfort level

to perform a speci�c test. When the testing is not in the expert’s wheelhouse, then a more specialized

professional can be brought in to help determine the moisture source.

While there are numerous tests and strategies that can be employed during an assessment, the authors want

to highlight a few ideas to consider to help strengthen your �ndings. It is not uncommon to arrive at the site of

a water loss and be given a removed plumbing component or an appliance, such as a dishwasher, for

assessment. Observational data may lead to a strong opinion, however testing the part can remove all doubt

that the part was or was not the source. To accomplish this, you can build a test rig that can pressurize a

variety of plumbing components using a hose bib. Photographs  3 and 4 depict a test rig that was used to

pressurize a dishwasher on site. Having this ability and foresight will help set you apart in the industry.

Sur�cial fungal growth is a common problem experienced in the southeast. Property owners return to a

condominium unit or single-family home to �nd fungal growth on the surfaces of walls, ceilings and contents.

For most experts and contractors, it’s not hard to determine the cause was elevated relative humidity and dew

point temperatures, but often overlooked are the circumstances that led to these conditions. Some basic steps

can help you provide a more de�nitive cause and give your client a starting point to correct the problem.

Thermostat set points (temperature), fan settings (on or auto), the size of the air handler and compressor

(tonnage), air movement (smoke pen), and collection of air temperature and humidity data inside and outside

are useful steps in many of these types of assessments. While this is just the beginning of data that can be

collected, it can provide a wealth of information and help guide the client toward the cause of fungal growth

which can be di�cult to describe to a distraught property owner.

Last, test plumbing and building envelope leaks. This can be as simple as operating �xtures, �ushing toilets and

running dishwashers through various cycles. While more in depth, the authors routinely perform shower pan

tests as they are common sources of water damage in and near bathrooms. Just remember to obtain the

water used to �ll the shower pan basin from another source as this rules out the shower diverter valve and riser

as a source. Don’t be afraid to utilize a garden hose (low-velocity spray) or point source application of water to

window openings, vent stacks or other penetrations in the building envelope.

In conclusion, while having the correct answer is important for a forensic expert, it is more important for the

expert to demonstrate the steps taken to form that opinion — which is accomplished by collecting data, testing

when possible, and relying on sound scienti�c principles and best practices. These same steps should be used

by the restoration contractor strategy to increase the defensibility of the drying strategy employed. It is critical

for the contractor to identify and document the source of moisture, collect daily moisture measurements, and

provide clear, representative photographs of the a�ected areas. Clear and detailed documentation is the key to

surviving the scrutiny when defending a drying strategy and the necessity for building materials to be

removed.

Jeremy Beagle, CIH, CMC, CMCC is a Principal Scientist and Board Certi�ed Industrial

Hygienist having over 18 years progressive experience performing forensic water

damage and mold assessments in the built environment as well as provides expert

witness testimony.

Richard Price, CMC, CMCC, is a Principal Scientist at SDII Global with 19 years of

consulting experience in forensic assessments.
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Free Insurance
Nothing Better than

By David Dybdahl

In a world where nothing is free, how can it possibly be that there is such a thing as “free insurance” to cover

the liability of others that you assume under contracts? That coverage exists and it is called contractual liability

coverage.

To be more accurate the insurance is not exactly free, the cost of the contractual liability coverage was paid for

by the purchaser of the general liability policy and most contractors pollution liability insurance policies. The

insurance coverage is free for the asking if it is asked for in the right way and all of the requirements to be

covered as an additional insured on another party’s liability insurance policy are met. The coverage is also free

if someone wants you to cover them as an additional insured on your business liability insurance policies. But

everything needs to be in order to get free insurance to function.

Below I will provide some tips on how to get free insurance from the vendors that work for you. I also have

some tips on how you can avoid becoming an insurance company of last resort when your insurance does not

work as hoped for to cover your contractual liabilities when someone wants you to provide them with some

free insurance.

Contractual liability insurance is needed to insure you for the liability of others that you assume when there is

an indemnity agreement in a contract you enter into. All direct repair network and franchise agreements

contain an indemnity agreement for example. If you see a request by a client to be an additional insured on

your liability insurance policies, you can rest assured there is an indemnity agreement lurking in the contract

somewhere.

By simply requiring to be an additional insured on your liability insurance policies, your customers, a direct

repair network or a franchisor gains the protection of your insurance coverage before any insurance purchased

by them would need to respond to a claim arising from something you did that also involved those parties as

defendants. The cost of contractual liability coverage was included in the liability insurance premiums you

paid. For the parties that enjoy protection as an additional insured under on your general liability and

contractors pollution liability insurance policies, it is free insurance to them.

You can also access free insurance for you when you hire subcontractors. If you have a good subcontractor

agreement that requires the subcontractor indemnify you for claims made against you arising from something

the subcontractor did to cause damages to property or people, and that you need to be an additional insured

on the subcontractor’s policy, that will be free liability insurance to you. The subcontractor has already paid the

premium for contractual liability in the business liability policies they purchased. But if you do not ask to be

indemni�ed and be an additional insured on the subcontractor’s general liability and contractors pollution

liability policies, you will forego the free insurance coverage available for you as the party hiring the

subcontractor. All you need to do is to get a solid subcontractor agreement into place with accurate indemnity

and insurance requirements to enjoy the bene�ts of free insurance for you.

There are some little-known tricks of the trade to perfect the cost-free coverage for an additional insured. First,

without a contract or agreement that has both an indemnity obligation and a request to be an additional

insured in it, the automatic liability coverage for the additional insureds normally found in the liability

insurance sold to contractors will not be e�ective. Second, particular attention needs to be paid to how the

additional insured protections actually apply. Not all insurance policies are created equal when it comes to

contractual liability.

In practice most o� the shelf general liability insurance policies sold to insure a contractor will include

contractual liability coverage in it. Those policies can be amended to provide coverage for parties seeking to be

an additional insureds on a primary basis. That is usually accomplished through the use of an automatic or

blanket additional insured endorsement. Those automatic additional insured endorsements function pretty

well anytime the contractor is performing operations for the party seeking to be an additional insured when

those operations are performed at the location or jobsite of the additional insured.

Automatic additional insured endorsements usually provide good coverage when a general contractor is hiring

a subcontractor. But they do not work very well any time a contractor is not performing operations for and at

the location of the party seeking to be an additional insured. Virtually all “automatic” or “blanket” additional

insured endorsements require those two conditions to actually qualify as an additional insured under the

policy.

So how does it work when a party you work with wants to take advantage of the free insurance in your liability

insurance policies by being an additional insured under your insurance and the coverage for that additional

insured status is defective? Direct repair networks are a great case example of this scenario. Nine out of ten

restorers working for direct repair networks are sold liability insurance policies that have really sketchy

additional insured coverage for the network.

Here is how that comes to pass. First, to get the additional insured coverage in your business liability policies to

work at all, you need to agree to indemnify that party in a contract or agreement. Direct repair networks have

very strong indemnity obligations putting the contractor on the hook for any potential liability arising from the

contractor’s work that may ensnare the network, that part on the path to free insurance always works. Second,

you need to agree to make the network an additional insured under your insurance policies. The direct repair

networks all expect to be an additional insured in their contract with you. That part on the road to free

insurance coverage works too.

Here is where things usually fall apart, if the additional insured coverage for the network is dependent upon

you performing operations for them at their o�ces, those things did not happen on a project simply assigned

to you by a network. Therefore, the network is technically not covered under your policies as an additional

insured. But you are still obligated by the indemnity agreement in the network’s contract to pay for the lawyers

that are defending the network and any judgements the network may be responsible for if you both lose the

court case. In e�ect you will be uninsured and there is no reason for that to happen. The insurance coverage

you need to cover the liability you assume in most direct repair network contracts is readily available from

insurance brokers that specialize in insuring restoration contractors and has been for 20 years.

There are some simple �xes to the common coverage gaps for direct repair networks that expect to be covered

as additional insureds on your liability insurance. The best way to solve the problem is to get speci�c

endorsements to your liability policies that show a speci�c network is an additional insured. Alternatively, some

but not all package general liability/contractors pollution liability/ professional liability policies have automatic

additional insured coverage endorsements for jobs assigned by direct repair networks that are fully functional.

But I have never read an automatic additional insured endorsement on a standalone general liability policy

that actually works to provide coverage as an additional insured for a direct repair network. You are not

performing operations for the network when a network assigns you to a job, your contract to actually perform

work is with the property owner and you are sure are not performing operations at the headquarters of the

network. Therefore, the two conditions necessary to make a network an additional insured under your policies

are not met. In those cases what is supposed to be free insurance for the network is now an uninsured liability

on you. In e�ect if you do not get the cost free additional insured coverage strait on your liability insurance

policies, you are personally going to become the insurer of the network through the indemnity agreement in

your contract with them. That is something that obviously needs to be avoided. There are some simple steps

take in order to do that.

First, from my experience gained from reading literally thousands of liability insurance policies sold to restorers,

the package general liability/contractors pollution liability/professional liability policies speci�cally designed for

use by restoration contractor are by far the best insurance coverage designs. A good quality package policy

designed speci�cally for use by �rms in the �re and water restoration business is going to have the coverage for

networks as additional insureds �gured out. About 30% of restores are insured under these customized policies

today.

The other 70% of restorers are sold separate general liability policies and contractors pollution policies by

usually well-intentioned insurance agents. I created the �rst CPL policy in 1986 working as an insurance

consultant to the U.S. EPA to create insurance for the contractors working on superfund sites. CPL was not

invented to insure restoration �rms, in 1986 I did not even know what a restoration �rm was. I know how to

structure the interface between those two independent policies to avoid coverage gaps for things like

additional insured’s or having no general liability coverage for burning down a house on a job involving the

clean-up of a speck of mold or a drop of Category 3 water. The problem is no insurance company will agree to

all of the necessary changes to make those separate policies operate without coverage gaps between the two.

That is why I recommend the package liability insurance policies that have been customized for use by �re and

water restoration �rms.

It is a rocky road to gaining the bene�ts of free insurance and there are deep ditches on the sides of the road to

run into for �rms that do not perfect that free insurance coverage through the use of a good contract and due

diligence to make sure the additional insured status of the party is actually functional. But since the

contractual liability coverage is being paid for anyway it is worth taking advantage of it.

David Dybdahl is the President and Founder of American Risk Management Resources

Network LLC. (ARMR) He is an insurance broker, professional insurance educator and

expert witness on insurance matters involving billions in litigated damages in multiple

federal courts. For 18 years he has served on various IICRC Consensus Drafting

Committees. In March of 2020 he played a key role in producing the Restoration

Industry Associations and IICRC COVID-19 Report to create a legally defensible

disinfecting protocol for coronavirus virus in buildings. ARMR is the #1 seller of insurance

to cleaning and restoration �rms in the U.S. The customized insurance policies ARMR

designs are sold through local insurance agents and brokers in all 50 states. David can

be reached at dybdahl@armr.net and his cell is 608 513 6101. He welcomes questions

and inquiries.
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Thinking of Retirement:

By John Waters

Every restoration company owner will need to retire. It could be a planned retirement, health issues or death,

but you will not run your restoration company forever. Knowing this, it is important to think about what will

happen to your business after you are no longer able to manage it. Who is going to take over your restoration

company? Will you pass it down to family, choose someone from within or sell it to an outside investor? All of

these are potential options, but you must have a succession plan ready when you eventually leave your

restoration company. When it comes to creating a successful succession plan, time is your friend. The more

time you have to get your ducks in a row, the better shape your restoration company will be in when you retire.

Here are the most important things restoration company owners should consider when creating a succession

plan.

Know When Your Succession Plan Should Be Created
Business owners often put o� thinking about retirement. You have a company to manage, and managing it is a

more important matter than thinking about retirement. However, you must establish a timeframe on when

you would like to retire. In order to plan for succession, you have an idea on when you will hand over the

company. This timeframe will help �gure out when the real planning should begin. I recommend that you start

planning to sell your business at least two years before you step away from your restoration company. This is

the bare minimum timeframe and the longer you have to plan the more time you will have to get �nancials in

order and most importantly �nd the best successor or �nd a reputable buyer.

Brian Bond, owner of Phoenix Arizona business brokerage Strategic Business Brokers Group says time is

essential when creating a succession plan to �nd the right buyer for your restoration company.

“You are going to create more value for your business if you have the time to prep a sell for the best buyer,”

Bond says. “Selling your business for top value means having accurate �nancials, a healthy client pipeline and

working equipment. You need time to organize and build these things up, and if you do it right your business

will be valued more.”

Have a plan to step down and give yourself at least two years to formulate that plan because this is only the

�rst step in retiring from you restoration company.

Interview Potential Successors
Look ahead and start searching for potential successors within your restoration company or vetting people

outside the company to take the reins.

Run a behavioral skill set assessment on anyone who would be a good �t to run your company. You should do

this even if you plan to hand the company down to family. A behavioral skill assessment lets you �nd

leadership qualities in potential successors. The people you want to run your restoration company are not

always the best choice, and this assessment will give you the tools to identify what leadership skills they have.

Then you can either train them to obtain those skills or �nd a new successor. You must think ahead and �nd a

successor as early as possible. They will need the extra time to get training and shore up the skills they may

lack.

Your replacement must align with your business’s values, they must be an organizational �t meaning your

team must believe in them. They must be innovative, entrepreneurial, and most importantly, understand

people and have humility. Your replacement should understand a room, show self-awareness and should not

have a huge ego.

Write out what you envision their role would be. What is your job as owner now, and what would be the job of

your replacement? When would they take over the company and what is the plan to onboard them?

Prepare Your Successor for Your Departure
You must have a plan for how you will bring your replacement into your restoration company. Selling your

restoration company is not like selling a car. You don’t just give them the keys and leave. Train your successor

and ensure they are ready to do the job before you step back. Conduct a trial run where your replacement runs

the company for a few weeks. You must only step in to help during an emergency. Leaders learn to lead by

leading, so let them lead. You must let them learn and, most importantly, let them make mistakes. Allow your

replacement to run your restoration company and force them into high-pressure situations. If they are able to

thrive in these scenarios, they will be �ne running the business on a daily basis.

Let your employees and customers know what is going on so they understand what is going on and who is

going to be leading the pack.

Teach Them the Industry
Train your successor to understand the landscape of your restoration company. They must know the salary of

every employee and the return on investment they bring the company. Your successor must understand the

history of your restoration company, the current state of the industry and the current state of your

competitors. They are going to need to start building relationships with clients, customers and vendors to

ensure those long-term relationships you built stay together.

Your successor should be aware any legal or �nancial liabilities your restoration company may have. Don’t hide

things from your replacement.

Bond says if you are planning on selling the business, you must disclose the �nancial health and liabilities of

the business. “The person buying your restoration company must know the revenue of your company, the

expenses of your company and the gross pro�t margins,” he says. “Why did you procure these expenses, and

how are you dealing with them now?”

You will eventually leave your restoration company, so it is important to create a succession plan. Establish a

plan at least three years before leaving your business, �nd the right replacement and give them what they

need to succeed. If you do this, you will ensure the health of your restoration company long after you are gone.

John Waters is the principal of Waters Business Consulting in Scottsdale, Ariz. He is an

expert at helping contractors establish a succession plan that develops leaders and

grows their businesses.
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Mold Remediation Contractors Can

By Michael Pinto and Jacob Kooistra

Most mold remediation contractors have had a call that they dread. During the course of a project where part

of the home or commercial building has been isolated, an occupant complains that they can smell the mold

and have become ill because of "leaks" from the containment. An emergency return trip to the site, a visual

review of all containment barriers, and con�rmation of adequate and consistent negative pressure in the work

zone all attest to the fact that the mold remediation project has not led to any cross-contamination. Despite all

this, the occupant insists that they can "sense" the contamination in areas of the building where it was not

present prior to the start of work.

In many cases, the situation just devolves into a "he said, she said" argument where each side is convinced that

they are correct. Even trying to address the issue with data, such as spore trap air samples, can be tricky

because the samples represent a spot time after the potential cross-contamination has occurred. Surface tape

samples might be useful, but unless similar pre-work samples were collected from the area in question, it

would still be di�cult to determine whether any recovered fungal contamination was there before the work

started or a result of some problem with the project.

What Is Needed
Thankfully, such problems do not develop on lots of jobs, but it happens frequently enough that if there was a

reasonable way to verify the integrity of the project after a complaint was made, it would be a boon to the

mold remediation industry. If there was a way that a mold air sample could run for an extended period of time

and still have a meaningful analysis, such a sample could be set up outside the containment area and be

utilized if concerns arose. However, the reality of the current "go to" sampling system for mold, spore trap

samples is a run time of only 10 to 15 minutes. Having someone switching cassettes four to �ve times an hour

on a 24/7 basis is not only impractical, it would be hugely expensive from a manpower and an analysis

standpoint.

In this case, it is technology to the rescue. A new sampling procedure migrating into the mold arena from the

allergy evaluation �eld has the ability to provide information on mold in the air, even with sample run times

that are days long. This new technology, developed by a group called Inspirotec, is known as AirAnswers. The

product o�ers an excellent option for long-term monitoring of fungal remediation projects. The technology

incorporated into the AirAnswers monitoring device has been shown to e�ectively capture airborne bio-

particulates related to allergens, fungi, molds and pathogens using sampling times ranging from one hour to

�ve days.

A Different Sampling System
In contrast to most particulate sampling systems where the contaminants are captured on a �lter media or

sticky surface, the AirAnswers utilizes an electrokinetic particle capture process. Speci�cally, the

AirAnswers system generates air�ow over and around a sample cartridge consisting of two electrolyzed

stainless-steel prongs, which serve as the system’s collection point for airborne particulate. This innovation

leads to the collection of more overall particulates than traditional �lter or adhesive-based sampling systems. It

has the added bene�t of capturing much smaller particulates than other sampling systems.

The collected sample cartridges are re-packaged in their initial protective case and submitted to the

company’s laboratory for analysis. The Inspirotec analysis process allows the collected samples to be analyzed

using a variety of bioanalytical techniques, such as enzyme-linked immunosorbent assays (ELISA), a method

used for the identi�cation of proteins, and quantitative polymerase chain reaction (qPCR), a technology used

for measuring the DNA of living organisms. The qPCR process allows for the identi�cation of minute amounts of

speci�c material, down to the level of picrograms per cubic meter of air (pg/M3, or 1 trillionth of a gram of

material).

The development of the AirAnswers system with such low detection levels of organic material was originally

designed to assist with the identi�cation of allergens from pet dander, dust mite feces, etc. While such testing

remains a key market for the AirAnswers device, the apparent usefulness of the same capture system for

fungal material was rapidly recognized. In order to o�er an  upgraded sampling process to the mold inspection

industry, Inspirotec developed a speci�c battery of tests designed for cost-e�ective fungal sampling.

An Important Step Forward to Protect Mold Remediation Contractors
Understanding how AirAnswers works leads to an appreciation for it during a fungal damage restoration

project. On a typical project, in the basement of a house, where the contractor comes away with the impression

that this client is a potential liability risk, or just especially concerned regarding cross contamination,

AirAnswers is an excellent extra layer of liability protection. In an e�ort to assure the homeowner, and prove

that the remediation is well-executed, the contractor runs an AirAnswers sample on the main �oor as an

additional control measure.

Since the AirAnswers system can collect a sample over the course of �ve days, a single sample cartridge can

collect a biological snapshot of the main �oor for the entire duration of the remediation project. If everything

goes well with the project, the sampling cartridge can be packaged and stored with the project �le. If a

question ever arises, or if the homeowner wants the peace-of-mind of knowing what is on the sample, the

cartridge could be sent in for analysis.

The current list of mold types that can be identi�ed by Inspirotec includes Aspergillus and Penicillium. These

are typical molds used as "indicators" of structural water-damage and could cause signi�cant health issues

when they are present in water-damaged buildings. With such an analysis, in addition to the photographs

taken during the course of the project, the contractor would have microscopic evidence that the area outside

the work containment was not contaminated by the activities that went on in the basement.

More Than Just Technological Insurance Policy
Ultimately, even if the contractor is not dealing with an especially di�cult client, there is promise in the

AirAnswers system to start providing more accurate air sampling to the restoration industry. The development

of a sample system that can provide for longer sampling windows, as compared to a 10-minute spore trap

sample, can provide greater insight into the air quality of indoor spaces. The fact that the same cartridge could

be analyzed for allergens and other microorganisms (even if the mold analysis did not reveal substantive

contamination) is a whole new level of sophistication for the mold remediation and IAQA professional.

Because of this wide array of materials that can be sampled, pricing for AirAnswers is o�ered in an "à la carte"

fashion. This means that not only can each sample submitted have multiple assay types selected based upon

the needs of each project, but the �nal determination on what materials are evaluated do not have to be made

until after the collection of the sample. The analysis process also allows for sequential analysis for di�erent

materials (mold, mycotoxins, allergens, viruses, beta glucan, etc.) after speci�c results are received. For

example, if the client believes that the mold remediation was not done properly and caused headaches and

respiratory distress for the occupants, mold contaminants can be evaluated. If the AirAnswers results show that

mold is not the source of the symptoms, the contractor can request the same sample to be reevaluated for

allergens, which are other contaminants that also correlate well with the reported symptoms.

AirAnswers has solid science behind it with multiple universities, which have partnered with Inspirotec to study

the e�ectiveness of the sampling system. Recently, a number of actual in-�eld side-by-side comparison

studies of the AirAnswers has been completed by IAQ professionals in order to compare the product to spore

trap samples. Although these tests were conducted by noted consultants in the indoor air quality industry, the

AirAnswers system has yet to face o� against an adjuster or an attorney in an adversarial court of law.

Nevertheless, the system seems to have signi�cant promise to revolutionize certain aspects of the restoration

industry.

Michael A. Pinto is chief executive of�cer of Wonder Makers Environmental, Inc. He has

earned six professional designations including Certi�ed Safety Professional (CSP) and

Certi�ed Mold Professional (CMP). Pinto is the author of over 230 published articles and

several books including, Fungal Contamination: A Comprehensive Guide for

Remediation. He has volunteered extensive time and expertise for the development of

the RIA Forensic Restoration Guidelines, IICRC S520 standard for mold remediation, and

the RIA/IICRC/AIHA white papers explaining proper procedures for addressing the SARS

CoV-2 through cleaning and application of disinfectants. He can be reached at (269)

382-4154 or map@wondermakers.com.

Jacob Kooistra is an environmental specialist with Wonder Makers Environmental, Inc.,

a manufacturing and environmental consulting �rm that specializes in identi�cation

and control of all types of indoor contaminants. For 10 years, Kooistra has worked in the

property restoration industry, specializing in mold remediation and caring for sensitized

individuals. In his current position, Kooistra assists building owners and occupants when

they face indoor air challenges related to mold, lead, asbestos and chemicals. He can be

reached at (269) 382-4154 or jsk@wondermakers.com.
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News

IICRC Updates

Mold Uncovered Campaign: The IICRC is proud to introduce a new campaign highlighting the increasing

threat of mold and the importance of proper remediation. Our goal is to urge lawmakers to take action by

incorporating accredited Industry Standards and Certi�cations into laws and regulations.

The site molduncovered.org features an interactive map tracking relevant legislative and regulatory actions

across the United States and a blog with real mold stories.

ANSI Reaccreditation: The IICRC Standards recently received ANSI Reaccreditation. Complying with ANSI’s

rigorous auditing processes rea�rms the IICRC’s commitment to the industry and to advancing accredited

standards globally. Read more here.

New Site Alert: The new and improved IICRC Standards Subscription Site is here! Take advantage of the latest

features: two device download, new collaboration mode, customizable highlight options and read-aloud

feature. Learn more here.

Consumer Resources: Don’t miss the Carpet, Rug, Tile & Stone, and Upholstery Tip Sheets in your IICRC online

pro�le. For a detailed how-to video, click here.

RandRmagonline.com | June 2022

https://molduncovered.org/
https://www.dropbox.com/s/zmv512p5besi7uf/ANSI%20Reaccreditation%20Press%20Release_04082022.pdf?dl=0
https://www.youtube.com/watch?v=7W8ZxWo5P3M
https://www.youtube.com/watch?v=d_0UFQXDH_8
https://www.randrmagonline.com/
https://www.randrmagonline.com/
https://www.randrmagonline.com/
https://www.randrmagonline.com/
https://www.randrmagonline.com/


Premium Listings
Below are the premium listings from our

Buyers Guide.
For a complete list of companies and products, go to

www.randrmagonline.com/buyersguide
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Premium Listings

Alliance Environmental Group
777 N. Georgia Ave.

Azusa, CA 91702

(877) 467-0155

info@alliance-enviro.com

www.alliance-enviro.com

Back

**To see all product photos, downloads, and more!**

Click Here

Alliance Environmental has 14 locations across California, Nevada and Arizona. For over 25 years, the company

has completed over 200,000 abatement jobs in Asbestos Removal, Mold Remediation, Lead Paint Removal,

Demolition, Structural Pasteurization, Bed Bug and Drywood Termite Removal, Attic Insulation, Trauma

Cleanup, Covid-19 Disinfection and Indoor Air Quality.

**Product Categories**

Abatement/Remediation

SUPPLIERS

Water Damage Removal/Repair
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Premium Listings

Bioesque Solutions
2091 N.E. 36th St., No. 50548

Lighthouse Pt., FL 33074

(800) 921-4634

matt.williams@bioesquesolutions.com

https://www.bioesquesolutions.com

Back

**To see all product photos, downloads, and more!**

Click Here

Bioesque® Solutions is a pioneer in the development and distribution of naturally occurring, botanically based

disinfectant and cleaning products. Bioesque® Solutions specializes in bringing the bene�ts of nature to

address the demanding and ever-changing needs of commercial customers across various industries, including,

health care, food service, janitorial and restoration.

**Product Categories**

Chemicals (General), Cleaners

Chemicals (General), Disinfectants

Chemicals (General), Sporicides/Sanitizers
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Premium Listings

Aramsco
1480 Grandview Ave.

Paulsboro, NJ 08066

(800) 767-6933

customer.service@aramsco.com

https://www.aramsco.com

Back

**To see all product photos, downloads, and more!**

Click Here

Aramsco is a national distributor providing Restoration, Concrete Surface Preparation, Abatement, Safety,

Professional Cleaning products and Janitorial & Sanitation solutions.  With the largest US footprint in the

industry, we are the strongest team in the business.

**Product Categories**

Absorbents

Air Conditioners/Portable Cooling Equipment

Air Movers

Air Scrubbers

Area Containment/Wall Barriers

Blasting Equipment, Other

Blasting Media, Other

Boroscopes

Carpet

Carpet And Resilient Repair Tools

Carpet Cleaning Chemicals, Dry Absorbent Compound

Carpet Cleaning Chemicals, Dry Solvent/Water

Carpet Cleaning Chemicals, Encapsulating

Carpet Cleaning Chemicals, Fiber Rinse

Carpet Cleaning Chemicals, Prespray/Tra�c Lane Cleaners

Carpet Cleaning Chemicals, Rotary Foam

Carpet Cleaning Chemicals, Shampoo

Carpet Cleaning Chemicals, Spot & Stain Removers

Carpet Cleaning Equipment, Supplies & Accessories

Carpet Cleaning EquipmentAnd Tools, Bonnet

Carpet Cleaning EquipmentAnd Tools, Bonnets

Carpet Cleaning EquipmentAnd Tools, Brushes (Carpet)

Carpet Cleaning EquipmentAnd Tools, Dryers/Air Movers

Carpet Cleaning EquipmentAnd Tools, Dyes & Dye Equipment

Carpet Cleaning EquipmentAnd Tools, Floor Protection Runners

Carpet Cleaning EquipmentAnd Tools, Groomers & Rakes

Carpet Cleaning EquipmentAnd Tools, Hose Reels

Carpet Cleaning EquipmentAnd Tools, Hoses

Carpet Cleaning EquipmentAnd Tools, Orbital Oscillating

Carpet Cleaning EquipmentAnd Tools, Oriental Rug Cleaning Equipment

Carpet Cleaning EquipmentAnd Tools, Pads

Carpet Cleaning EquipmentAnd Tools, Pet Odor Decontaminants

Carpet Cleaning EquipmentAnd Tools, Pile Lifters

Carpet Cleaning EquipmentAnd Tools, Portable Spotters

Carpet Cleaning EquipmentAnd Tools, Pumps

Carpet Cleaning EquipmentAnd Tools, Quick Disconnect Couplings

Carpet Cleaning EquipmentAnd Tools, Rotary Extraction Tools

Carpet Cleaning EquipmentAnd Tools, Self-Contained PortableAutomatic

Carpet Cleaning EquipmentAnd Tools, Shampoo Tanks

Carpet Cleaning EquipmentAnd Tools, Stair Tools

Carpet Cleaning EquipmentAnd Tools, Steam Extractors (Portable)

Carpet Cleaning EquipmentAnd Tools, Truckmounts

Carpet Cleaning EquipmentAnd Tools, Wands

Carpet Color RestorationAnd Dyes

Carpet Seam Tape

Ceiling Cleaning ChemicalsAnd Equipment

Ceiling Cleaning Equipment/Accessories

Ceramic/Tile Grout Cleaning ChemicalsAnd Equipment

Chemicals (General), Adhesive/Mastic Removal

Chemicals (General), Antimicrobial/Biocides

Chemicals (General), Asbestos Containment/Encapsulant

Chemicals (General), Carpet Cleaning/Spot Removal

Chemicals (General), Cleaners

Chemicals (General), Degreasers

Chemicals (General), Disinfectants

Chemicals (General), Flame Retardants

Chemicals (General), Fungicides

Chemicals (General), Mildew Stain Removers

Chemicals (General), Mildicides

Chemicals (General), Paint Removers

Chemicals (General), Quaternary Cleaners

Chemicals (General), Rust Removers

Chemicals (General), Smoke/Soot Removal

Chemicals (General), Sporicides/Sanitizers

Chemicals (General), Stainless Steel Cleaners

Chemicals (General), Waterproo�ng

Deodorization, Chemicals

Deodorization, Equipment

Deodorization, Hydroxyl Generators

Deodorization, Ozone Generators

Disinfectants

Drying & Dehumidi�cation Equipment, High Heat Drying - Portable

Drying & Dehumidi�cation Equipment, High Heat Drying - Trailer Mounted

Drying & Dehumidi�cation Equipment, LGR

Drying & Dehumidi�cation Equipment, Large Desiccant

Drying & Dehumidi�cation Equipment, Small Desiccant

Duct Cleaning, Chemicals (duct liners & sealants)

Duct Cleaning, Equipment

Dust Barrier/Containment Systems

Dust Control/Air Filtration Systems

Electrical & Lighting Equipment

Equipment Rental Firms

Filters/Strainers

Fire/Smoke Damage Repair Equipment & Chemicals

Flood/Water Extraction Equipment

Floor CareAccessory Products

Floor Protection Pads/Discs

Foggers

Fumgicides

Furniture &Appliance Glides & Movers

Gra�ti Removers

Gum Removers, Chemicals

Gum Removers, Tools

HEPA Equipment

Hand Protection

Handling/Lifting/Moving Equipment

Hard Floor Maintenance Chemicals, Cleaners, Neutral

Hard Floor Maintenance Chemicals, Cleaners, Quaternary

Hard Floor Maintenance Chemicals, Cleaners,All Purpose

Hard Floor Maintenance Chemicals, Finishes

Hard Floor Maintenance Chemicals, Sealers

Hard Floor Maintenance Chemicals, Slip Resistant Chemicals

Hard Floor Maintenance Chemicals, Strippers

Hardwood Floor Water Restoration Equipment

Heat Exchangers

Heaters

Hepa Filtration, Hepa Equipment

Hepa Filtration, Hepa Filters

Hoses

Humidity Meters

Humidity MetersAnd Data loggers

Infectious Waste Cleanup Kits

Infrared /Thermographic Cameras

Installation Tools,Accessories &Adhesives

Jamitorial Products

Knee Pads/Protectors

Leather Cleaning Chemicals

Loading Ramps

Machine Servicing & Repair

Marble/Stone Cleaning & Restoration, Chemicals

Marble/Stone Cleaning & Restoration, Equipment

Masonry Restoration

Mats

Mats & Runners

Micro�ber (Towels, Bonnets)

Moisture Detectors/Meters

Moisture Meters

Mold Remediation Chemicals, Coatings

Mold Remediation Chemicals, Moldicides

Mold Remediation Chemicals, Preventative Treatments

Mold Remediation Chemicals, Sealers

Mold Remediation Chemicals, Storage Containers

Mold Remediation Tools & Accessories

Mold Stain Removers

Mold Test Kits

Mops

Nailers/Tackers

Pads

Paint Strippers

Paint/Primers

Poly Sheeting

Portable Storage Containers

Pressure Washer Equipment/Accessories

Pumps

Remote Monitoring Equipment

Rug Cleaning Equipment, Centrifugal Equipment

Rug Cleaning Equipment, Dusting Equipment

Rug Cleaning Equipment, Rug Cleaning Equipment - Other

Rug Cleaning Equipment, Wash Pits

Rug Cleaning Services-Nationwide

Rug Underlays

Rug/Carpet Carvers

Safety Equipment/Accessories, Con�ned Space Ventilation

Safety Equipment/Accessories, Supplied Air Systems

Safety Gear/PPE, Protective Clothing (Tyvek)

Safety Gear/PPE, Protective Eyewear

Safety Gear/PPE, Protective Footwear

Safety Gear/PPE, Respirators

Safety Gear/PPE, Safety Supplies

Safety Products

Saw Blades

Sewage Backup Restoration Chemicals & Equipment

Smoke Restoration Equipment & Chemicals

Sponges

Sponges (Smoke & Soot)

Sporicides/Sanitizers

SpotAnd Stain Removers

Sprayers

Staplers, Tackers & Hammers

Steam/Vapor Cleaning Equipment

Structural Drying Equipment/Systems

Structural/Cavity Drying Systems

Sweepers

Tape

Thermal Imaging Cameras

Tile And Grout, Cleaning Chemicals

Tile And Grout, Cleaning Tools

Truck Mounts

Truckmount Carpet Cleaning/Extraction Equipment

Trucks/Vans

Ultraviolet Lights

Upholstery, Upholstery Cleaning Chemicals

Upholstery, Upholstery Cleaning Equipment/Accessories

Vacuum Bags

Vacuum Blowers

Vacuum Motors

Vacuum Power Boosters

Vacuums, Backpack

Vacuums, Explosion Proof

Vacuums, Extractors

Vacuums, HEPA Filtration

Vacuums, Upright

Vacuums, Wet/Dry

Valve Fittings

Wall Cavity Drying Systems

Waste Water Disposal/Treatment

Waterproo�ng Membranes

Wood Floor, Wood Floor Cleaning Equipment (Non-Sanding)

Wood Floor, Wood Floor Finishes

Wood Floor, Wood Floor Sanders
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Premium Listings

Legend Brands
15180 Josh Wilson Rd.

Burlington, WA 98233

(360) 757-7776

info@legendbrands.com

www.legendbrands.com

Back

**To see all product photos, downloads, and more!**

Click Here

Leading manufacturer of water and �re restoration equipment and antimicrobials, air scrubbers, specialty

drying systems, and carpet and hard surface cleaning truckmounts, accessories and chemicals. Legend Brands

education also provides industry-leading online and classroom restoration and cleaning certi�cation courses.

**Product Categories**

Air Filtration Devices

Air Movers

Air Scrubbers

Carpet Cleaning Chemicals, Encapsulating

Carpet Cleaning Chemicals, Fiber Rinse

Carpet Cleaning Chemicals, Prespray/Tra�c Lane Cleaners

Carpet Cleaning Chemicals, Shampoo

Carpet Cleaning Chemicals, Spot & Stain Removers

Carpet Cleaning Equipment, Supplies & Accessories

Carpet Cleaning EquipmentAnd Tools, Dryers/Air Movers

Carpet Cleaning EquipmentAnd Tools, Hose Reels

Carpet Cleaning EquipmentAnd Tools, Portable Spotters

Carpet Cleaning EquipmentAnd Tools, Rotary Extraction Tools

Carpet Cleaning EquipmentAnd Tools, Stair Tools

Carpet Cleaning EquipmentAnd Tools, Truckmounts

Carpet Cleaning EquipmentAnd Tools, Wand Glides

Carpet Cleaning EquipmentAnd Tools, Wands

Ceramic/Tile Grout Cleaning ChemicalsAnd Equipment

Chemicals (General), Antimicrobial/Biocides

Chemicals (General), Carpet Cleaning/Spot Removal

Chemicals (General), Cleaners

Chemicals (General), Degreasers

Chemicals (General), Disinfectants

Chemicals (General), Flame Retardants

Chemicals (General), Fungicides

Chemicals (General), Mildew Stain Removers

Chemicals (General), Mildicides

Chemicals (General), Quaternary Cleaners

Chemicals (General), Rust Removers

Chemicals (General), Smoke/Soot Removal

Chemicals (General), Sporicides/Sanitizers

Chemicals (General), Waterproo�ng

Deodorization, Chemicals

Deodorization, Equipment

Disinfectants

Drying & Dehumidi�cation Equipment, LGR

Drying & Dehumidi�cation Equipment, Small Desiccant

Duct Cleaning, Chemicals (duct liners & sealants)

Fire/Smoke Damage Repair Equipment & Chemicals

Flood/Water Extraction Equipment

Foggers

Fumgicides

Gum Removers, Chemicals

HEPA Equipment

Hard Floor Maintenance Chemicals, Cleaners, Neutral

Hard Floor Maintenance Chemicals, Cleaners, Quaternary

Hard Floor Maintenance Chemicals, Cleaners,All Purpose

Hardwood Floor Water Restoration Equipment

Hepa Filtration, Hepa Equipment

Hepa Filtration, Hepa Filters

Humidity Meters

Leather Cleaning Chemicals

Moisture Detectors/Meters

Moisture Meters

Mold Remediation Chemicals, Coatings

Mold Remediation Chemicals, Moldicides

Mold Remediation Chemicals, Preventative Treatments

Mold Remediation Chemicals, Sealers

Sewage Backup Restoration Chemicals & Equipment

Smoke Restoration Equipment & Chemicals

Sporicides/Sanitizers

SpotAnd Stain Removers

Structural Drying Equipment/Systems

Structural/Cavity Drying Systems

Tile And Grout, Cleaning Chemicals

Truck Mounts

Truckmount Carpet Cleaning/Extraction Equipment

Upholstery, Upholstery Cleaning Chemicals

Upholstery, Upholstery Cleaning Equipment/Accessories

Wall Cavity Drying Systems

mailto:info@legendbrands.com?Subject=Request%20from%20your%20R&R%20directory%20listing
https://www.legendbrands.com/
https://www.legendbrands.com/
http://www.randrmagonline.com/directories/2169-buyer-s-guide/listing/2890-legend-brands)


Premium Listings

Restoration Manager
7100 E. Belleview Ave., Ste. 200

Greenwood Village, CO 80111

(800) 583-8474 x4

rmsales@verisk.com

https://www.restorationmanager.net

Back

**To see all product photos, downloads, and more!**

Click Here

E�ective job management software for a thriving restoration business. Manage your jobs real-time, control

schedules, monitor costs, and communicate with your technicians and trade partners

**Product Categories**

Business Programs, Services Supplies

Computer Programs/ Software, Computer Programs/ Software

Computer Programs/ Software, Contact Management

Computer Programs/ Software, Documentation Software

Computer Programs/ Software, Job Management

Computer Programs/ Software, Pack out Inventory Mangement (POI)

Fire/Smoke Damage Repair Equipment & Chemicals

Hardwood Floor Water Restoration Equipment

Mold Remediation Tools & Accessories

Roo�ng Tools

Sewage Backup Restoration Chemicals & Equipment
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Premium Listings

Vaportek Inc.
W226 N6339 Village Dr.

Sussex, WI 53089-3971

(262) 246-5060

info@vaportek.com

https://www.vaportek.com

Back

**To see all product photos, downloads, and more!**

Click Here

Manufacturing odor control products since 1979, our dry vapor systems use essential oils to safely and

e�ectively eliminate malodors without creating ozone, adding moisture, and which is safe to use in occupied

spaces for people, plants, and pets.

**Product Categories**

Chemicals (General), Smoke/Soot Removal

Deodorization, Chemicals

Deodorization, Equipment

Fire/Smoke Damage Repair Equipment & Chemicals

Smoke Restoration Equipment & Chemicals
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