Number 1 - January 2008

THE MONITOR

The Official Publication of the Society of Cleaning and Restoration Technicians

From the President’s Pen

200 Vantage Way
Franklin, Tennesse 37067
615-591-9610
800-949-4728
www.scrt.org

Dana Rains
Administrator &
Mongitor Editor

Gary Glenn

President
Jim Holland
Administrative VP
Tom Sherman
Membership V.P

Chris Taylor

Secretary

Patti Savelle

Treasurer

Jeff Bishop

Technical Advisor

Ruth Travis
Past President

Rachel Adams
Mike Brummett
Bruce Deloatch
Peter Duncanson
Ken McIntosh
Lenny Mingus
Carey Mitchell
Fritz Thompson

ere we arein 2008, the start of
H another New Year. As| look

back | must admit it was hard to

say goodbye to ayear as fruitful
as 2007 was for the SCRT. We started
the year with our first Board of Directors
meeting and General Membership meet-
ing in Clearwater Florida at the
Connections Convention in early May.
What a great Convention it was with all
of those giveaways from our Associate
Members, especially the Rug Badger
from Dusty Roberts. I, for one, left
there alittle sad knowing that was our
last convention in Clearwater, and
apprehensive about moving the conven-
tion to Orlando in 2008. Clearwater isa
beautiful place. SCRT really shined as
usua at this Connections Event, we
always have the largest number of mem-
bers at the Florida Event. It is always
good to see al the old and new friends
that show up every year.

Our next event was Connection in
Las Vegas. What a blowout that was.
And | won't ask who made depositsin
the slots while they were there. It was
another spectacular Connection Event
one of the best ever for the industry and
all of the exhibitors were extremely
happy with the show.

We had our annual General
Membership meeting. | hope that more
of you will try to join us for these meet-
ings asit isagreat opportunity to meet
all of your Board Members. It isavery
short and very informal meeting, and
always something to eat and drink.
Thanksto all of you that made it to the
Connections Event because we blew
them out of the water on this conven-

tion. Our numbers were awesome! We
picked up several new members and
again saw alot of old friends.

Our next Board of Directors meeting
was in Dalton, Georgia at Carpet and
Rug Institute facility in November. We
had golf outing on Thursday which was
open to the General Membership and a
good time was had by all that attended.
We didn’t have the
greatest turnout
for thisevent. In
the future we need
more of you to
| participate in these
events when we
have them. After
the golf, we were
‘/ .y | trested to afantas-

/ tic meal at the

Dalton Country Club that evening by the
Carpet and Rug Ingtitute. The follow-
ing day we held amill tour at Jand J
commercial carpet facility, afinish
extrusion plant. It was a very interesting
and informative tour. We also toured the
Professional Testing Lab, where the test-
ing is done for the Carpet and Rug
Institute’s Seal of Approval.

On Saturday we conducted our
Board of Directors meeting, planning for
2008. We also installed our newly elect-
ed officers. The entire list of Directorsis
on our new website at
http://www.scrt.org. The newest
Directors are Peter Duncanson from
ServiceMaster® in Memphis TN, Fritz
Thompson from Professional Carpet
Systemsin Raleigh NC, Bruce
Del oatch from Truckmounts and
Cleaning Solutionsin Norcross GA,

Continued on Page 7



Making Financial
Planning a Family
Affair

Adapted From: Personal Finance
Workbook For Dummies

hen you have afamily, financia
planning isn't just about yourself.
Your financial goals encompass not
only your own desires, but the needs
and desires of those you love most. And
since your family is such abig part of your
financial present and future, it makes sense
that they should be involved in your finan-
cia planning as well.

Financially, your spouse, partner, or
children can be ahelp or ahindrance. Asa
family, you will face many challenges along
your financial journey. But if family mem-
bers are truly on board, they will work to
help find solutions and not create additional
challenges for you.

How do you get your family on board
with your financial goals? You must inspire
them, just like a coach might. A coach needs
the cooperation and coordination of each
player on histeam. In order to get teams to
pull together, great coaches lead by example
and command the utmost respect from each
and every team member. Their team mem-
bers strive to perform at their very best each
and every game, not only for themselves,
but also for their coach and their team.
Great coaches inspire greatness.

So how can you inspire your family
when it comes to your personal finances?
Share your vision, in living color, with your
family members - your team. When you
present your vision, make sure that you
include the vivid details of why agoal is
important to you and your family, and what
accomplishing this goal will enable you all
to enjoy. Elaborate on the payoff for putting
in the hard work, compromise, or sacrifices
that may be required to achieve these goals.

Allowing and encouraging your family
members to participate in the family's finan-
cial decisions and money-management
responsibilitiesis beneficial in many ways.
But mainly, the more informed everyoneis,
the more you can work together for your
shared goals.

Thisis an all-too-common complaint:
“We never learned about money at school,

and my parents definitely never talked about
it - a least while we were around.” Where
are your children going to learn to make
informed decisions about money if you
don't teach them? What happens to the
spouse or partner who was never interested
or involved in the family finances if some-
thing happensto you? Are you really doing
them any favors by taking on this responsi-
bility single-handedly?

The answer is no. You must make man-
aging money a shared responsibility within
your family. No one learns this stuff in
schooal; it's an on-the-job learning experi-
ence. Allow your family some on-the-job
experience while you're around for guid-
ance. m

Volunteer
Opportunitiesin the
SCRT

here are great new opportunities for
T you to volunteer in the SCRT aswe

are aggressively seeking new

Chapter leadersin all regions of the
U.S. and abroad. Our industry has been
rapidly changing in the last several years
with al the new development in research
technology and testing protocols. Thishasa
direct impact on our business and lives as
we know it. Not to mention government
agencies that unfairly tax and burden us as
local laws and regulations are passed with
little or no organized resistance. Now more
then ever thereis a huge need in our indus-
try for local level and regional association
chapters. By not getting involved we let the
big players like the manufactures, chemical
producers, and large franchises solely dic-
tate the future of this great industry. Our
voices will become muted as the larger
blow horns drown us out.

Consumers are now more concerned
then ever before. Carpet warranties have
been rewritten and include new higher stan-
dardslike hiring 11 CRC-certified firms and
technicians and using SOA-approved prod-
ucts and equipment. The sad thing is that
there are alot of good people in our indus-
try working hard day to day that don't even
know about these new standards and regula-
tions that impact our industry over time. Not
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to mention, most retailers don't have a clue
in the difference in a consumer rental unit
and a modern day truck mount, or what it
means to be a certified professional in the
cleaning industry, or what isa Seal of
Approved Product, System, or Method is.
Having alocal chapter will help with these
issues as the local populous will be better
informed and connected to convey these
messages to small owner operators and
retailers.

Many leaders in our industry have start-
ed their climb to a successful business as
chapter presidents, board members, and
leaders within SCRT. Now their experience
has been combined and systemized into our
new SCRT Chapter Start Up Kit. This
chapter jump start kit is designed to assist
you and your chapter team to quickly get up
and running, saving you valuable time,
energy and resources.

Now you may be asking yourself,
“What are some of the benefits of volun-
teering as alocal chapter leader for the
SCRT? m

Tax TimeAlready?

sthe New Year is already upon us,
it, stime to start thinking about
taxes. With alittle smart planning,
preparing your 2007 return doesn't
have to be ataxing project and you can
avoid the pitfalls that come with leaving the
calculations until the last minute.
Consider these tipsto gain arunning
start before tax season hits:

1. Hunt and gather.

Meticulous record keeping can make
your job alot easier when tax timerolls
around. Now isagood time to gather
mileage logs and receipts for business and
medical expenses, charitable donations and
other purchases that may qualify for a
deduction.

Separate your paperwork with a quick-
to-locate filing system for major categories
like wages, interest, capital gains and so on.
To help get you up to speed, review last
year's return and take note of the forms and
resources used.

2. Choose your path.
The IRS recommends hiring an

authorized tax professional to ensure accu-
racy, but many people opt to do it them-
selves. Going it alone can be tricky and
time-consuming but also a money-saver if
you're willing to put forth the effort. You
may prefer to use tax-preparation software
to guide you through the process and mini-
mize errors.

Think about whether or not you'll file by
mail or submit online, and consider filing
early to avoid the eleventh-hour scramble.

3. Seek out smart savings.

Did you get married, switch jobs, retire or
buy a home this year? You can enjoy small
to substantial tax savings based on major
life changes. Just a few examples:

Tax deductions are available to homeown-
ers, including mortgage and home equity
loan interest, and state and local property
taxes in some cases.

If you sold a home, you may be able to
exclude capital gains of up to $250,000
($500,000 if you and your spouse file joint-
ly) aslong asit was your primary residence
for at least two of the last five years.

Home improvements may be tax-deductible
if you have a home-based business or rent
out part of your home. In addition, some
energy upgrades may be tax-deductible, too.
Check out www.energystar.gov for details.

4. Write out your write-offs.

As certain as there are taxes, there are
tax law changes. Know which items are
deductible in 2007 by visiting
www.IRS.gov for updates and guidelines.

Be prepared to document your deduc-
tions and make sure you have a paper trail
for purchases like college tuition, day care
expenses, student loan interest and more.

5. Do the math-early.

The key to tax error prevention may be
as simple as time. Work out your tax calcu-
lations with plenty of time to spare and dou-
ble-check all figures, even if you use atax
professional.

Know when estimated federal and state
payments are due and make a note of exten-
sion deadlines. Finally, prepare a personal
tax calendar to give yourself ample room
for revisions before April 15. m




Benefits of a L ocal
Chapter

* Local Chapter Eventswith aWide
Assortment of Business Topics

You will rub elbows with the most dedi-
cated business ownersin your area. Get a
real sense of the local cleaning and restora-
tion scene right in your own backyard!

* Professionalism

Local Chapters help build professional-
ism and camaraderie of the local cleaning
and restoration populace who participate.

» Community

When promoted in the local community,
it helps establish a higher level of profes-
sionalism within that community.

* Networking

A local chapter isagreat way to network
and create referrals for members.
Promotes a greater level of awareness of
client concerns on thelocal level.

* Prestige

Become associated with the “best of the
best”! SCRT is of onethe world's largest
non-profit cleaning and restoration associa-
tion.

* Knowledge

Imagine being in the same room with
some of the brightest mindsin the industry.
SCRT provides a positive environment for
this very format.

* Crisis Management

Knowing who to associate and work
with when disaster strikes is essential to
being an industry leader. Sharing resources
and helping your peersin atime of need
benefits everyone involved.

» Accomplishment

By being involved with ateam effort in
your local SCRT chapter, you will sense a
great fedling of accomplishment.

* Hands-on

Because SCRT Chapters are local, many
of the programs are customized to include
hands-on and real life cleaning and restora-
tion training opportunities.

» Cross-Marketing

Have the opportunity to network and
even work with other companies that indi-
rectly and directly affect our industry.

Benefits of being a Chapter Officer
* Experience

Most of us do not have experiencein
running alarge organization, being an offi-
cer can give you that management edge.
You will gain experience in: public speak-
ing, goal setting, teamwork, etc.

* Information

You will get to know industry leadersin
arelaxed informal atmosphere. There you
will gain inside knowledge that will help
you in your business.

* Referral Jobs

Officers are revered by their peers who
will send you referral jobs in your area of
expertise.

* Client Appreciation

Your customers are giving back at their:
schools, churches and in their communities.
They want to do business with someone
who gives back as well. They will also rec-
ognize you as aleader.

» Goal Setting

Officers help set goals for the organiza-
tion and help determine which local pro-
grams to offer to members. They also influ-
ence the direction of the International orga-
nization.

* Inspiration

Members receive thousands of dollarsin
benefits per year because other people have
given their time to get the SCRT to this
point. You will be inspired knowing you are
doing your part.

» Time Requirements
It takes a commitment of about 2 - 3



hours per week for most chapter positions.
Some other exclusive benefits to chapter
leaders include event travel reimbursement,
discounted or waived membership dues,
personal and business credibility and
stature, and improved leadership skills.

Whether it isimportant to you to solve
an industry problem, advance aworthy
cause or to develop as a person, volunteer-
ing in the ranks of the SCRT offers many
benefits in appreciation for the gift of your
time and expertise. As a chapter leader you
will join forces with highly-respected indus-
try leaders and volunteers who have helped
shape our great association . If you commit
to help establish and build alocal chapter,
you will set yourself apart from other local
cleaning and restoration companies.

When you promote your chapter you
will help establish a higher level of profes-
sionalism within your community regarding
professional cleaning and restoration ser-
vices.

The new Chapter Start up Kit makesit
easier then ever before to start alocal chap-
ter as we have already done in Georgia,
Kansas-Missouri, Ohio and Michigan.

We are seeking chapter leadersin the
following states where we aready have 4 or
more SCRT members:

Alabama, Arizona, California, Florida,
[llinois, Indiana, Maryland, New York,
North Carolina, Pennsylvania, Tennessee,
Texas and Wisconsin.

So what are you waiting for? For more
information about the new SCRT Chapter
Start up Kit you can contact Tom Sherman
at tomemtb@aol.com or 330-262-0936.

“Itis one of the most beautiful compensa-
tions of thislife that no man can sincerely
try to help another without helping him-
self.”

Ralph Waldo Emer son

Thank you,
Tom Sherman
SCRT Vice President of Membership
Ohio SCRT Chapter President
Professional Carpet Systems of NE Ohio =

The Importance of a Logo
logo isagraphical element, sym-
bol, or icon that, together with its
logotype (whichissetina
unique typeface or arranged in a
particular way) form a trademark or
brand. A logo istypically designed to
cause immediate recognition by the
viewer, inspiring trust, admiration, loyal-
ty and an implied superiority. Thelogo is
one aspect of the brand of a company or
economic entity, and the shapes, colors,
fonts and images are usually different
from othersin a similar market. Logos
may also be used to identify organiza-
tions (such as SCRT or [ICRC or your
company) or other entitiesin non-eco-
nomic contexts.

L ogos Today

Today there are many corporations, prod-
ucts, services, agencies and other entities
using asign or emblem aslogo. Asa
result, only afew of the thousands of
signs people are faced with are recog-
nized without a name. It makes less sense
to use asign as alogo, even together
with the name, if people will not duly
identify it. Therefore, the trend in the
recent years has been to use both images
(icons) and the company name to empha-
size the name instead of the supporting
graphic portion, making it unique by its
letters, color, and additional graphic ele-
ments.

Emblems (icons) may be more effec-
tive than a written name, especially for
logos being translated into many a pha-
bets; for instance, a name in the Arabic
language would be of little help in most
European markets. A sign or emblem
would keep the general proprietary
nature of the product in both markets. In
non-profit areas, the Red Cross (which
goes by Red Crescent in Muslim coun-
tries) is an example of an extremely well
known emblem which does not need an
accompanying name. Branding ams to
facilitate cross-langu age marketing. The
Coca-colalogo can be identified in any
language because of the standards of
color and the iconic ribbon wave.




Brand Slogans

Sometimes aslogan isincluded in the
logo. If the slogan appears awaysin the
logo, and in the same graphic shape, it
can be considered as part of the logo. In
thiscase it isabrand slogan also caled a
claim, atagline or an endline or a
strapline in the advertising industry. The
main purpose is to support the identity of
the brand together with the logo. The dif-
ference between a slogan and a brand
slogan is that brand slogan remains the
same for along time to build up the
brand's image, while different slogans
link to each product or advertising cam-

paign.

L ogo design

Logo design is commonly believed to
be one of the most important areasin
graphic design, thus making it the most
difficult to perfect. The logo, or brand, is
not just an image, it is the embodiment
of an organization. Because logos are
meant to represent companies and foster
recognition by consumersit is counter-
productive to redesign logos often.

A fictitious logo with a small color
range and recognizable design relating
to the fictitious company.

When designing (or commissioning)
alogo, practices to encourage are to:

* Avoid being over-the-top in an attempt
to be unique

» Usefew colors, or try to limit colors to
spot colors (aterm used in the printing
industry)

* Avoid gradients (smooth color transi-
tions) as a distinguishing feature

* Produce alternatives for different con-
texts

design using vector graphics, so the logo
can be resized without loss of fidelity

be aware of design or trademark
infringements

* Include guidelines on the position on a
page and white space around the logo for
consistent application across a variety of
media (a.k.a. brand standard manual)

* Do not use a specific choice clip-art as
adistinguishing feature

* Do not use the face of a (living) person

not use photography or complex imagery
as it reduces the instant recognition a
logo demands

* Avoid culturally sensitive imagery, such
asreligiousicons or national flags,
unless the brand is committed to being
associated with any and all connotations
such imagery may evoke.

Examples

Other well-known examples are:
Apple Inc.’s apple with a bite out of it
started out as arainbow of color, and has
been reduced to a single color without
any loss of recognition. Coca Cola's
script is known the world over, but is
best associated with the color red; its
main competitor, Pepsi has taken the
color blue, although they have aban-
doned their script logo. IBM, aso known
as “Big Blue” has ssimplified their logo
over the years, and their name. What
started as International Business
Machinesisnow just “IBM” and the
color blue has been a signature in their
unifying campaign as they have moved
to become an I T services company.

Other logos that are recognized glob-
aly: the Nike “Swoosh” and the Adidas
“Three stripes’ are two well-known
brands that are defined by their corporate
logo. When Phil Knight started Nike, he
was hoping to find a mark as recogniz-
able as the Adidas stripes, which also
provided reinforcement to the shoe. He
hired a young student (Carolyn
Davidson) to design his logo, paying her
$35 for what has become one of the best
known marks in the world (she was later
compensated again by the company).

L ogos can represent any organization
or entity, not just corporations.

Perhaps the most recognizable (and
possibly the oldest) of theseisthe
emblem of the Olympic Games: the
Olympic Rings, five interlocking rings
(blue, yellow, black, green, and red) on a
whitefield. m




Charging What
You'reWorth

by Paul and Sarah Edwards, Pine
Mountain I nstitute
One of the most common reasons
small and home-based businesses
struggle is that they chronically
undercharge. Don't make that mis-
take. Here'salist of dosand don'tsto help
you establish afair price for your services.

Don’t discount your price for fear of not
getting enough business, and don't feel
embarrassed to openly charge afair fee for
what you offer. Establish yourself in aspe-
cialty where you can excel at what you offer
and charge accordingly.

Don’t forget to cover your out-of-pocket
expenses and you indirect costs for over-
head and benefitsin the fee you quote. Take
advertising costs, office expenses, travel,
health insurance, vacation and sick leave,
and retirement benefits into consideration
when setting your fees.

Don’t forget you need to add on area-
sonable profit so you can expand and grow
your business.

Do quote fees openly and clearly upfront
and get agreement, preferably in writing,
before starting to work.

Do explain the way you work so the cus-
tomer understands why doing thejob in a
“cheaper” way (like your competitor) would
actually be more expensive and will not
achieve the results that he or she wants.

Do calculate al costs and profitin a
fixed fee that you quote. Or, if you will be
charging afixed hourly fee plus costs, make
that clear upfront aswell.

Do let a prospective client know before-
hand if you will be charging afee for your
estimate, initial consultation or proposal
development. Don’'t surprise them will a
bill after the fact.

Do discuss with your clients any possi-
ble additional cost increases that you fore-
see arising, and obtain their authorization
before proceeding with the job or project.

Never sall yourself short! Valuethe
service you provide. But remember . . . the
only surprise your clients should have when
they get your bill iswhat an outstanding ser-
vice they got for the agree-upon fee. m

President’s Pen continued from Page 1

who is also the Chapter President for the
Georgia Chapter of SCRT, and Mike
Brummett from Basic Carpet Care of
Lawrence KSwho is also the Chapter
President for the Missouri-Kansas Chapter
of SCRT.

WEe're aready making plans for 2008.
Be sure set aside time in your schedule to
come to Connectionsin May. Be sureto
stop by the SCRT booth and tell the staffers
thank you for all their time and energy they
volunteer for your Association.

One last thing, | had the opportunity to
go and preview the Hilton Hotel where we
will be at in May for Connections. | can
assureyou itisavery nice, very friendly,
and very clean hotel. It isan easy walk to
Disney World, has very nice restaurants and
adeli that is open 24 hours. So come and
enjoy and bring the whole family. Let’s con-
tinue to show the other trade associations
who is the biggest and the best.

Until next time,

Gary =

Interested In Joining A
SCRT Chapter?

Michigan Chapter:

Jerry Szpak

313-937-1871
Jerry.carpetcare@sbcglobal .net

Northeast Ohio Chapter:
Tom Sherman
330-262-0936
tomemtb@aol.com

Missouri-K ansas Chapter:
Mike Brummett

785-979-6851

carpetguy @sunflower.com

or Richard Chavez
785-232-3779
richardc@chavezrestoration.com

Georgia Chapter:

Bruce Del oatch
770-729-7117
bruce@cleanerscoach.com




New SCRT
Associate Members

Belzer Supply —Magic Car pet
Dennis Strathmann

Kansas City, MO

magi carpetent@aol .com

New SCRT
Members

AmRestore, Inc.
William Lamb
Odenton, Maryland
will @amrestore.com

Apex Floor and Furniture Care
Ronald and Jackie Wood

Spring Hill, FL
Jackie@apex-carpetcleaning.com

Captain Clean of MN

Chad P. Brownlow

Rochester, MN
captainclean@charterinternet.com

DRIRIGHT of Treasure Coast
Ronald Young

Winter Gardens, FL
ryoung@dririte.net

ServPro of Lexington — Bedford
Steve Taylor

Bedford, MA
servprooflexington@rc.com

Welcome Back

The Butler Corporation
Paul Joao

Ludlow, MA

infopack @butl ersystem.com

Hardware Store
Sign
My local hardware store puts its cus-

tomersin their place before they even
enter. The sign on the door reads:

“Shoesrequired, because you might
hurt yourself. Shirtsrequired, because
you're not as good-looking as you
think.”

You Know You Have a Bad
Computer When . . .

10. The lower corner of screen has the
words "Etch A Sketch"” on it.

9. When you insert adisk, it spits out a pack
of cigarettes.

8. You have to pedal it.

7. The manual contains one sentence: "Good
luck!™

6. The only chip inside came from a bag of
Doritos.

5. When you turn it on, the dogsin the
neighborhood start howling.

4. You catch avirus fromiit.

3. The screen frequently freezes and a mes-
sage comes up: "Ain't it break time,
Chester?"

2. While running, it emits deafening calliope
music.

1. It cyber-snickersat you. m



