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Lead based paint abatement haslead paint abatement and where theproblem which covers all children in
come to be recognized as one of the opportunities will be emerging. Tableolder housing as well as industrial
hot new diversification areas for envi- 1 illustrates the major market seg- workers and employees of painting
ronmental contracting and consult- ments for lead paint abatement. Eachand other contracting companies. The
ing. This market is gaining increased of these segments has different types growth of this market for both con-
recognition through reports of lead of customers, different operating sulting and contracting services will
hazards on the evening television news,requirements, and different competi- come from increased public aware-
new HUD guidelines and state laws tors and competitive conditions. In ness of the problem and more strin-
for lead abatement, lead paint abate-addition, there are lead abatement gent regulations.
ment and awareness seminars, and opportunities in a variety of otherOwners who have been in different
articles in trade magazines. All of these areas including rifle and pistol shoot- kinds of contracting or other busi-
things lend credibil- nesses recognize that
ity to this business each business is differ-
as a new growth area. ent. Understanding
It is especially attrac- how a new business
tive for companies
operating in low

A basic requirement for successful differs from the current

diversification into this market is
or past businesses is

growth markets critical to successful
which are very com- start-up and early op-
petitive. Many of understanding what constitutes lead eration of a new busi-
these companies see
lead based paint
abatement as a quick
way to add sales with

paint abatement and where the
opportunities will be emerging.

ness, such as lead based
paint abatement. Too
often, owners or man-
agers focus on the simi-

high gross profi t
margins.

The lead based
p a i n t  a b a t e m e n t
market is more than the HUD hous-
ing market, although that market may
be one of the near-term business op-
portunities for new companies enter-
ing the market. Lead based paint
market segments include a variety of
public and private housing, outdoor
structures, marine, and other appli-
cations. A basic requirement for suc-
cessful diversification into this mar-
ket is understandingwhat constitutes

ing ranges, replacement of plumbing,
etc.

The dangers of lead poisoning and
the need for lead paint abatement
have been with us for many years.
Lead poisoning of children in urban
housing was the initial stimulus for
assessing lead risks, for controlling
exposure to lead, and for controlling
the lead abatement process. However,
lead exposure and lead poisoning is a

larities and pay insuffi-
cient attention to the
differences. Or, if they
do recognize the op-

erational differences, they ignore some
of the basic differences on the busi-
ness management side—marketing and
selling and other areas. Therefore,
the nature of the lead paint abate-
ment business is one of the more rele-
vant issues facing owners who are
considering diversification into this
relatively new abatement market.

What is the nature of lead paint
abatement? It is a unique business
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Table 1: Lead Based Paint
Abatement Market Segments

Residential
Public housing -- HUD and Indian hous-

ing
Private housing

- Apartment buildings
- Urban “brownstones”
- Victorian and other historical

restorations
Military housing

Schools and day care schools

Outdoor structures
Bridges
Above ground storage tanks
Other structures

Industrial plants and facilities

Ships and marine applications

which combines some of the operating characteristics of
asbestos abatement contracting, residential interior reno-
vation, outdoor structure painting contracting, and other
businesses. However, there are many significant differ-
ences that exist as well. In addition, these operating and
business characteristics differ by segment of the market.
For example, the HUD housing individual market seg-
ment is similar to the private residence segment opera-
tionally, but is quite different in what is required in market-
ing and selling, size of job, amount of component replace-
ment vs. the amount of removal in place, etc. The differ-
ences are even more remarkable when comparing the
residential segment with the outdoor metal structure seg-
ment.

Many companies have indicated an interest in diversi-
fying into lead paint abatement. Therefore, another issue
is who will the competition be and what type of companies
will be participating in the market. The operational char-
acteristics of lead abatement will determine, to some ex-
tent, what other types of companies will enter this new
market. As a result, lead abatement contractors will find
themselves bidding against interior renovation contrac-
tors, painting contractors, and others who have been working
with lead based paint surfaces for years, but without ade-
quate protection for their workers or the environment.
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These companies do not have the
environmental awareness of health
and safety controls which exist with
environmental contractors, such as
an asbestos abatement contractor. The
nature of these early entrants will
determine the competitive environ-
ment, and there is a real risk of “strip
and skip” competition.

Other significant considerations are
necessary in evaluating this market.
As a business consultant, my recom-
mendations to clients are to under-
stand fully a new market--market size
and growth potential, regulatory
environment and trends, how the
market differs from the existing busi-
ness or operation, differences in cus-
tomers and purchasing practices, what
it takes to be successful, who will be
the competition, present and future
competitive environment, and answers
to a long list of other questions. Only
then can the owner of a company
know how to take maximum advan-

tage of a new business opportunity,
such as lead based paint abatement.
This kind of analysis needs to be ob-
jective and should take advantage of
all the information resources avail-

Who will the
competition be?
What kinds of
companies are
entering the

market?

able. These business principles apply
to both contractors and consultants
who are considering this market.

Lead based paint abatement will
offer good potential for some con-
tractors. However, not all contrac-

tors will find that lead based paint
abatement will meet their business
goals and objectives. Some of the is-
sues relate to the nature of the cus-
tomers, the future competitive envi-
ronment, and the other contracting
activities required to complete a proj-
ect.

When considering this market,
company owners and managers should
consider the consulting as well as the
contracting side of the business. Over
the near term, the greater opportu-
nity in some segments may be in con-
sulting. For example, significant sur-
vey work in public housing will proba-
bly occur before the abatement con-
tracting. However, in other segments
the consulting side may be very slow
to emerge. For consultants, the op-
erational characteristics of lead based
paint abatement appear to be closely
related to the asbestos consulting
business.
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About the Author:
Olin R. Jennings is chairman of

The Jennings Group, Inc., a national
business consulting firm located in
Chatham, New Jersey, which special-
izes in the environmental industries.
He has just completed the first com-
prehensive market study of the lead
based paint abatement market, which
is available for purchase. He also helps
companies with business planning,
marketing, diversification, acquisition,
profit improvement, and other com-
plex business problems.

New Study on Lead Paint
Abatement Market

The Jennings Group has just
completed the first comprehensive
study of market opportunities and
business strategies for successful
participation in this new and emerg-
ing market. Lead based paint abate-
ment represents an attractive and
growing new business opportunity.
The health risks are well documented,
and regulations are being established.
The regulatory environment is posi-
tive. The market is more than reme-
diation in urban residential housing,
and substantial markets exist in out-
door structures and industrial abate-
ment, as well as other segments.
“Success in this industry requires a
comprehensive understanding of the
market and how to compete in each of
the market segments,” Jennings says.

Copies of the report, Lead Based
Paint Abatement Business Opportu-
nities, 1991, are $495 each. For more
information contact The Jennings
Group, P.O. Box 464, Chatham, NJ
07928.
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