
RRP Changes — Again
By: D.S. Berenson

On Oct. 4, 2011, the latest changes to the Environmental Protection Agency’s lead Renovation, 
Repair and Painting rule (RRP) became effective. Finalized in August, this latest round of 
changes continues to showcase the EPA's inability to understand its own law or the industry 
to which the law applies. That said, here is a brief summary of the changes most relevant to 
the remodeling and home improvement industry.
Proposed dust-wipe sampling. The previously proposed change to RRP that would have 
required a new dust-wipe clearance test by a new specially licensed worker — to be performed 
after the lead-safe work practices were completed — has been cancelled. Despite claims by 
certain trade organizations that this was the result of their lobbying efforts, the fact is that this 
proposal was dead once the congressional makeup changed last fall. A number of states had 
warned the EPA against enacting this “super cleaning” requirement as being unnecessary and 
unduly burdensome, even threatening to support a defunding of the EPA budget in regard to 
lead paint regulations.
Lead paint lab analysis. Certified Renovators, instead of conducting their own lead paint 
test, may submit a lead paint chip to an independent laboratory for analysis. The EPA will be 
providing details on how this may be accomplished, but in the real world this is unlikely to be 
of much use to most in the industry, given the increased cost, complexity, and time that such 
a procedure will require when compared to currently available test kits.
Definition of a “painted surface.” The EPA had never defined “painted surface,” and by its 
plain meaning that term should apply to a surface that has paint on it — as opposed, for 
example, to a sink or tub or gutter, each of which is not generally painted. Apparently in an 
effort to close down this possible loophole, the new changes to RRP now state that the term 
“painted surface” includes any “surface coating.”
Unfortunately, the EPA has failed to explain what is meant by a “surface coating” and this 
is not as simple as it appears. Is an enameled surface on a gutter or downspout a surface 
coating? What about an enameled tub being pulled on a liner job? Adding further potential 
confusion into the mix, the EPA’s Web page reported some time ago that the EPA would not 
consider the glaze on ceramic tile to be either a surface coating or a painted surface — and 
therefore ceramic tile is not subject to the RRP rule. Yet any tile manufacturer can tell you 
that glaze is either sprayed or painted on to a ceramic tile, not unlike the manner in which 
some types of enamel are applied 
Vertical containment systems. Vertical containment “or equivalent extra precautions” must 
be used as part of lead-safe work practices for exterior renovations that affect painted 
surfaces within 10 feet of the property line. The “or equivalent extra precautions” now means 
that a contractor is allowed to use almost any type of vertical containment system, from a 
commercial box structure to scaffolding to a make-shift plastic sheeting lean-to, so long 
as it contains the dust being created from the renovation. Moreover, as long as the floor 
containment is tightly sealed to the vertical containment, the floor containment can stop 
where it meets the vertical containment system, even if that is before the current 6-foot 
standard for interior floor containment or the 10-foot standard for exterior floor containment.
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Finally, of some note for contractors is the news that the EPA has once again changed the content of the lead paint informational 
pamphlet, now known as “The Lead Safe Certified Guide to Renovate Right.” Having lost count of how many times in the 
past four years the pamphlet has changed, we will simply note that page 10 has been rewritten to better explain what lead-
dust testing is to the consumer. There should be no concern, however, about using up your existing stock of pamphlets before 
going to the newest version.

Obviously, if you don’t close deals, you aren’t 
going to make any money. But here’s the thing: 
Today’s buyers are simply too sophisticated to 
fall for the carnival barker stuff that (maybe) 
worked back in the 1930s.

How, then, do you close the deal?  Here are five 
easy-to-follow rules.

RULE #1: Treat closing as a process.  Depending on the product 
or service being offered, a sale may come after a single meeting or 
it may come after a series of meetings and negotiations.  In many 
cases, “closing” means moving the sales process to the next step, so 
be patient.

RULE #2: Set an appropriate closing objective.  Whenever you meet 
with a customer, set a specific and aggressive closing objective.  Not 
some touchy-feely nonsense like “build a better relationship,” but 
something that can be measured, like “get a map of the decision-
making process” or “write the order.”

RULE #3: Let each close emerge from the conversation.  Stop 
thinking about closing as a dramatic point where you “ask for 
the business.”  Instead, ask question that clarify the situation and 
confirm that what you’re selling matches what the customer needs.  
Examples: “How does that sound to you?” “What do you think about 
that?” “What timeframe would you need for delivery?”

RULE #4: Wait for the right moment.  If you’ve had a productive 
dialog and you’ve checked to be sure that the customer is ready to 
buy then ask. Just do it. Don’t let your fear of losing the sale keep 
you from making the sale.

RULE #5: Celebrate your chutzpah.  Whether you successfully 
close or just get shot down, remember that the only real failure is 
the failure to try. Fill your days with victories, small and large, and 
you’ll have more confidence -- and be that much more effective... 
next time you close.

5 Easy Ways to Close a Deal
Forget the sales act: Here are the five rules 

to closing a deal with confidence.
By Geoffrey James
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Monday, December 5th

Toys for Tots Dinner!
J & M West End Inn • 340 Union Street • Hamburg, NY 14075 

Cocktails @ 6:00 / Buffet dinner @ 7:00    
Please call Jeff Macartney to RSVP by December 2nd 

at 627-2065 or fax him at 824-8180

* Please bring $25 worth of new unwrapped toys 
per each person attending. *

Mark Concilla from Erie Promotions will be joining us to discuss 
the 2012 Hamburg Home and Garden show.

Watch for coming information about the 
2012 Annual STBA Holiday Party!

Hamburg Holiday Parade: Saturday November 26th. 
Please join us for a ride on the STBA float. 

We will be meeting in the lot across the street from 
J&M West End Inn in Hamburg at 9:30 am

Check Up On Us!
Please take a moment to look over your information on the STBA website. 
If you have any corrections please click on the “contact us” tab and let us 
know. This will insure your info will be correct for the upcoming year in all 
of our print work as well.


