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An EVOLVING  
MARKET

With the pest management industry 
constantly looking for better ways to deliver 

services designed to protect their customers’ 
health and property, many are turning to 

crawlspace encapsulations.

C
rawlspaces do not typically end up on the 
top of a homeowner’s home improve-
ment wish list. Gourmet kitchens and 
decked-out master bathrooms or stun-

ning outdoor living spaces usually garner most of 
the attention and discretionary cash of homeowners 
when it comes to investing in their home.

While crawlspaces will never replace the previ-
ously mentioned projects for aesthetic value, an 
enclosed crawlspace can deliver not only peace of 
mind but financial benefits as well.
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“Crawlspaces are looked at very differ-
ently now than in years past and a lot has 
changed in the design and benefits home-
owners realize,” says Billy Tesh, president 
of Crawl Space Depot, a leading supplier 
of crawlspace materials and technology to 
the pest management industry. 

With the pest management industry 
constantly looking for better ways to deliv-
er services that complement traditional pest 
control offerings and protect the overall 
health of a home and its occupants, many 
are turning to crawlspace encapsulations.

Pest management professionals sup-
ported that sentiment when responding to 
the 2019 PCT State of the Closed Crawl-
space Market report survey. When asked 
if they expected their location’s revenue 
generated from closed crawlspace services 
to change in the next year, 47 percent 
indicated they expected an increase — a 
6 percent bump from a year ago.

There was a time when the pest man-
agement industry frowned on enclosed 
crawlspaces out of fear that it would limit 
their ability to inspect and treat for pests, 
particularly subterranean termites that 
build mud tubes on the exposed cinder 
block foundation and silently invade 
homes from the soil beneath.

Advancements in enclosed crawlspace 
and pest management product and ap-
plication technology has mitigated many 
of the concerns over access and PMPs are 
discovering there is a more robust appetite 
from home builders and consumers for 
encapsulations.

“The new home construction market 
has been on the rise and that is good for 
PMPs looking to add crawlspace encap-
sulations to their service offerings,” adds 
Tesh. “We see enclosed crawlspaces as 
being the norm in new construction in 
the years ahead.”

Are pest management professionals 
as optimistic about closed crawlspace 
services? In the 2019 PCT State of the 
Closed Crawlspace Market report survey, 
PMPs were asked if their location’s reve-
nue generated from its closed crawlspace 
services changed from the previous year.

Forty-three percent indicated they 
realized revenue growth — up 8 percent 
from the previous year — while only 8 
percent said they had a decrease. 

Why should homeowners care about 
their crawlspace? In addition to the struc-
tural and air quality threats, many states 
require homes to have a clean bill of health 
for real estate transfers and that inspection 
can include crawlspaces.

In the process of encapsulating thou-
sands of crawlspaces, Tesh says he’s 

47% of PMPs expect an increase over 
last year (a 6% increase from 2018)

44% expect it to remain the same (a 
6% decrease from 2018)

9% expect a decrease (a 3% increase 
from 2018)

“Crawlspaces are looked 
at very differently now than 
in years past and a lot has 
changed in the design and 
benefits homeowners realize.” 
– Billy Tesh, President, Crawlspace Depot 

(Source: Readex Research; Number of Respondents: 77)

PMPs OPTIMISTIC ABOUT 
CRAWLSPACE MARKET
How do you expect your location’s 
revenue generated from its closed 
crawlspace services to change in the 
next year?

CRAWLSPACES BY THE 
NUMBERS: REGIONAL 
TRENDS

According to the 2018 Survey of Con-
struction (SOC) report from the U.S. 
Census Bureau, 14 percent of new sin-
gle-family homes in the United States 
have a crawlspace. For comparison, 
60 percent have a slab or other type 
of foundation, and 26 percent are con-
structed with a full or partial basement.

The number of crawlspaces in new-
ly constructed single-family homes 
peaked in 1972 when 273,000 (24 per-
cent) U.S. homes were built with one. 
Since then the number of new homes 
with crawlspaces has declined and 
last year 121,000 (14 percent of new 
homes) had crawlspaces. However, 
that does mark the seventh straight 
year where the number of crawlspaces 
built in new homes has increased.

What areas of the country are “hot” 
spots for closed crawlspace ser-
vices? Warm, humid climates where 
moisture and condensation build up 
from constant year-round running 
of air conditioning units is where the 
enclosed crawlspaces are likely to be 
in demand.

According to the SOC report, South-
ern states have the largest number 
(63,000) of new homes built with 
crawlspaces. The South is followed by 
Western states with 48,000, Northeast 
with 6,000 and Midwest with 4,000, 
respectively.  

47%

44%

9%
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A BRIGHT IDEA FOR CRAWLSPACE WORK

By their nature, crawlspaces are dark and dank places. When 
pest management professionals are performing an encapsu-
lation, they must be able to see their work area well to make 
a proper installation.

Setting up the proper lighting in a crawlspace before an 
encapsulation job can be time-consuming and cumbersome, 
but the alternative — workplace injuries — isn’t pretty (See 
related article in page 8.)

Crawlspace Depot is now offering new LED lighting options 
for PMPs looking to make their crawlspace encapsulation 
projects safer and more efficient.

PMPs can save time during the installation process by 
deploying a string of LED lights designed for indoor and 
outdoor applications. There is no need to drag lights and drop 
cords throughout the crawlspace and each light includes a 

carabiner to make installation simple. The lights can be left 
as a permanent installation for future inspections and for 
the homeowner to access the crawlspace.

The five LED lights produce 5,000 lumens and use 55 
watts, with an LED life of 40,000 hours. Lights are spaced 
10 feet apart on a 50-foot cord. Each light has a 120-degree 
light spread with a bright beam. Up to 10 sets of lights can 
be connected, providing a maximum 500-foot-long chain. 
The lights come with a three-year limited warranty.
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noticed that consumers are running their 
air conditioning units more often and 
turning temperatures down. This leads to 
increased condensation and the degrading 
of the value and effectiveness of exposed 
insulation that comes in contact with the 
condensation.

Tesh says customer education is one of 
the most important elements of selling a 
crawlspace encapsulation. 

An unfinished crawlspace, especially 
in the Southeastern United States where 
summer humidity levels are high, can 
lead to large-scale problems with serious 
impacts including:

• Uncomfortable humidity levels 
inside homes

• Mold growth and odor issues

• Condensation build-up on insula-
tion, ductwork, piping, etc.

• Buckled hardwood floors
• Rotting framing
• Structural degradation and failure
• Creating conditions conducive to 

pest infestations, especially termites
Taking a scientific approach to ex-

plaining the conditions in their crawl-
space is an effective way of separating fact 
from fiction. Measuring air temperature, 
relative humidity and dew point using 
an infrared thermometer makes for a 
strong reference point when talking with 
a customer. Video and photos also add 
visual evidence of conditions that are 
conducive to potentially harmful fungus 
and pests.

What are the positive impacts of an 
enclosed crawlspace for homeowners?

• Improved Air Quality — There is 
a strong connection between crawl-
spaces and the air quality on the 
interior of a home. 

• Energy Savings — An enclosed 
crawlspace can save homeowners 
significant dollars on their heating 
and cooling bills — as much as 18 
percent on average. An enclosed 
crawlspace is an energy saver, not a 
consumer.

• Reduced Humidity Levels — Hu-
midity levels will be reduced in the 
crawlspace and allow it to be used for 
additional storage in a dry and clean 
environment.

• Lower Pest Pressure — Taking 
away moisture and humidity — two 
things a variety of pests thrive on — 
will reduce conditions that promote 
pest activity. 

• Guards Structural Integrity — An 
enclosed crawlspace eliminates con-
ditions that promote mold, mildew, 
wood rot and condensation, and 
could damage structures.

Pest management professionals can 
work with new home builders, home re-
modeling and other contractors (HVAC, 
insulation, etc.) as well as focus their 
efforts on cultivating leads from existing 
residential pest and termite control cus-
tomers.  

REVENUE GROWTH ON THE RISE 
How did your location’s revenue generated from its closed crawlspace 
services change in 2018 compared to 2017?

(Source: Readex Research; Number of Respondents: 77)

43% 49% 8%

Increase
(up 8% from last year)

Remained the Same
(down 7% from last year) 

Decrease
(a 1% decrease  
from last year)
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Business 
Development TIPS:
Ideas for effective selling to home builders and general contractors.

B
uilding relationships with home 
builders and general contractors 
in your market area is one option 
to consider when attempting to 

drive sales leads and revenue for crawlspace 
encapsulations.

What are some things for pest manage-
ment professionals to keep in mind as they 
look to build partnerships with builders 
and general contractors? Building software 
developer, eSUB, shared tips to keep in 
mind and we have adapted them for the 
pest management market.

Be Prepared 
Nothing bothers a builder/general con-
tractor more than a subcontractor (i.e., a 
pest management professional) not being 
prepared. When going to compete for a 
bid, have a detailed and relevant proposal 
that lays out what you have to offer over 
your competitors. After winning the bid, 
be prepared with everything necessary to 
begin work whenever you are called.

Be Proactive
On top of being prepared, it is important 

to be proactive. Don’t wait for the builder/
general contractor to schedule your start 
day before investing time in a project. By 
the time they call you, you should already 
have all necessary documents and approv-
als, and be ready to go. 

Don’t Take on Jobs  
You Can’t Handle
Don’t be tempted to commit to more jobs 
than you are able to handle with the crews 
you have in place. Taking on too much 
spells trouble for you and the builder/con-
tractor. Your reputation will also take a hit.

Meet Deadlines
At the very least, you need to stay on 
schedule. If you cannot do this, it might 
be time to readjust and evaluate, so that it 
won’t become a recurring issue that will 
cause you to lose business. 

Follow the Specs of the Contract
The builder/general contractor lays out 
very specific details in their subcontracts 
that specify how they want a project done, 
including things that you need to know 

such as how to get paid, submit change 
orders, handle conflicts, or communicate. 
If you fail to read or listen to the contract, 
you will not be on the same page and 
conflicts will likely arise.

Differentiate Yourself
In a time where it seems like low price is 
the only way to win a bid from a builder/
general contractor, it is important to dif-
ferentiate your company from the compe-
tition. They care more about the quality of 
the work than the price, but they are forced 
to choose based on price due to a lack of 
differentiation. Differentiating is twofold. 

Make sure your business is operating in 
a way that sets it apart from competitors. 
This can include better safety, a larger 
team, past projects that were on budget 
and schedule, etc. Communicate this dif-
ference to the builder/general contractor 
in a logical and concise way. This can be 
accomplished by using examples from 
past projects, referrals from other builders/
general contractors, or anything of the like.

Build Trust 
It is human nature that people want to 
partner with or work with people whom 
they trust. When you establish trust and 
demonstrate the value of your services, 
builders and general contractors will be 
more inclined to work with you in the 
future or recommend you.  

Source: https://esub.com/

NEW CONSTRUCTION 
MARKET BOOSTS BUSINESS

The new home construction market 
continues to remain strong and 
according to research from the Na-
tional Association of Home Builders, 
it is predicted to stay that way in 
2020 and beyond. The association 
predicts new home starts will grow 
for the sixth consecutive year in 
2020 with a projected 1.2 million 
starts and 1.3 million in 2021. That 
could be an opportunity for pest 
management professionals offer-
ing closed crawlspace services to 
builders.

State of the CLOSED CRAWLSPACE Market
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W
orking in a crawlspace is a tough, dirty job. 
Whether it is to conduct an annual termite in-
spection or install a crawlspace encapsulation, 
working underneath a house presents certain 

risks that pest management professionals need to be mindful of.
“We want to make the crawlspace environment safer and 

better for workers, and for other professional trades that may be 
accessing the crawlspace,” says Billy Tesh, president of Crawl-
space Depot. “Accidents cost you time and money and impact 
the well-being of your employees.”

What are some of the most common safety hazards in a crawl-
space? Two of them — respiratory threats and injuries to the eye, 
face and head — are among OSHA’s Top 10 most frequently 
cited violations in the workplace. Respiratory protection ranked 
#4 and eye and face protection ranked #10.

There are numerous hazards and obstacles coming at tech-
nicians from all angles in a crawlspace and they, and their 
managers, must prepare properly.

Tesh says protective eyewear is essential and lenses should be 
tested for high impact and have a fog-free vapor shield to allow 

Safety FIRST!

 We want to make the 
crawlspace environment 

safer and better for workers, and 
for other professional trades that 
may be accessing the crawlspace,” 
says Billy Tesh, president of 
Crawlspace Depot. “Accidents cost 
you time and money and impact 
the well-being of your employees.”

State of the CLOSED CRAWLSPACE Market

When it comes to crawlspaces, it’s important for PMPs to be 
mindful of the risks associated with this type of work and to protect 
themselves accordingly.
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workers to see clearly in the humid environment of a crawlspace.
With the threat of hazardous dust and mold, selecting a proper 

respirator is a must, as is having the proper safety headgear to 
protect workers from protruding hazards. A sturdy set of knee 
pads and proper protective clothing are also part of any personal 
protective equipment toolbox.

Safety Tips to Keep Top of Mind
• Wear the appropriate protective clothing. Even if your 

crawlspace is not so low to the ground, you may have to 
crawl under air ducts or piping to access all areas.

• Wear kneepads. You may be moving around on your knees 
a lot.

• Use a respirator to prevent breathing dust, insulation fibers 
or mold spores.

• Wear gloves to protect your hands from splinters and sharp 
edges.

• Wear a hat to protect your head in case you bump it on 
framing or other objects.

• Carry a high-quality flashlight even if you have installed 
additional lighting (see “A Bright Idea” on page 4). 

BEFORE YOU ENTER A CRAWLSPACE….

Before entering a crawlspace for the initial inspection, 
pest management professionals should be alert to po-
tential hazards and make the necessary adjustments.

Is there standing water?
If the crawlspace has areas of puddles or standing 

water or even if the soil surface is simply wet, there is 
a risk of electrical shock (if wiring or electrical devices 
are present).

Are there wet crawl area floors? 
Crawling exposes a lot of body surface to the 

ground or other surfaces and limits movement. There 
could be shock hazards or chemical hazards even if there 
is not actual standing water. Beware also of evidence of 
structural collapse when looking at a flooded or very 
wet crawlspace.

Watch out for sewage backups and spills. 
Is there evidence of previous wetting or burst 

sewer piping or sewage backups or spills? Entering sew-
age-contaminated areas, even if currently dry, is unsafe 
unless you are wearing proper protective gear. Hazards 
include both wet sewage pathogens and even airborne 
or dust-borne dry pathogens.

Is there evidence of asbestos insulation, especial-
ly disturbed, damaged or deteriorated asbestos 

insulation?
Do not enter such an area without protective equipment; 
take care that you do not track hazardous materials out of 
the crawlspace and into other areas of the home.

Is there evidence of mold contamination?  
This includes items such as wood, paper or other 

material covered with mold or mold-suspect material. 
Do not enter these areas without protective gear. 

Source: International Association of Certified Home Inspectors

State of the CLOSED CRAWLSPACE Market
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EYE PROTECTION
Thousands of people are blinded each year from 
work-related eye injuries that could have been 
prevented with the proper selection and use of eye 

and face protection.
According to the American Academy of Ophthalmology, an 

estimated 90 percent of eye injuries are preventable with the use 
of proper safety eyewear. Even a minor injury to the cornea — 
like that from a small particle of dust or debris — can be painful 
and become a lifelong issue, so take extra precautions to always 
protect the eyes. If the eye is injured, seek emergency medical 
help immediately.

OSHA estimates that 1,000 eye injuries occur every day in U.S. 
workplaces, at an annual cost of $300 million in lost production 
time, medical expenses and workers’ compensation.

The best ways to prevent injury to the eye is to always wear 
the appropriate eye protection. The Bureau of Labor Statistics 
reports that approximately three out of every five workers injured 
were either not wearing eye protection at the time of the accident 
or wearing the wrong kind of eye protection for the job. To be 
effective, eyewear must fit properly and be effectively designed to 
protect the eyes based on the activity being performed.

Eye Safety Tips 
• Brush, shake or vacuum dust and debris from hard hats, 

hair, the forehead or the top of the eye protection before 
removing the protector.

• Avoid rubbing eyes with dirty hands or clothing.
• Clean eyewear regularly and ensure the protector is in good 

condition. 
• Ensure eye protection fits properly and will stay in place.

HEAD PROTECTION
There are two parts to protecting against head in-
jury: identifying potential hazards and mitigating 
exposure. The possibility of sustaining a head injury 

working in a crawlspace is very real — objects do not have to 
move for them to present a danger. A crawlspace jobsite has low 
passages, hanging pipes and other protruding hard objects that 
are dangerous. 

Hard hats or bump caps are the generally accepted protective 
gear required for workplaces where head injury is possible. Most 
hard hats are designed to protect against impact and penetration 
from objects and they may have the additional benefit of pro-

tecting from electrical shock or burns from contacting hot wires.
Protective head gear should be routinely inspected for dents, 

cracks or deterioration and replaced after a heavy blow or electrical 
shock to maintain their protective edge.

RESPIRATORY PROTECTION
Respiratory hazards may be present in crawlspaces 
where air flow is limited. Mold and fungus can grow 
rapidly in crawlspaces and both are a health concern. 

Airborne mold spores can potentially enter the living space from 
the crawlspace and can produce allergens (substances that can 
cause allergic reactions), irritants and, in some cases, potentially 
toxic substances called mycotoxins. Inhaling or touching mold or 
mold spores may cause allergic reactions in sensitive individuals.

In crawlspace encapsulations, the removal of insulation and 
rotting wood present safety challenges for workers as well. 

Several important things to consider when selecting respirators:
• Determine what hazards are present.
• Consider factors that affect respirator performance and 

reliability, including work requirements.
• Select an appropriate NIOSH-certified respirator.
When selecting respirators, you must consider the chemical 

and physical properties of possible contaminants, as well as the 
toxicity and concentration of the hazardous material and the 
amount of oxygen present. 

Different types of respirators and even different brands of the 
same type of respirator have different fit characteristics. No one 
respirator will fit everyone. Some employees may be unable to 
get an adequate fit with certain respirator models. Therefore, 
employers must provide enough respirator models and sizes to 
ensure that every employee can select an acceptable respirator 
that fits properly.

HAND PROTECTION
A sturdy pair of gloves is another must have for 
crawlspace work. Make sure the gloves are sturdy 
enough to protect against moisture and sharp ob-

jects but still allow a technician to handle tools and materials or 
use a cell phone or camera to take pictures.

Sources: National Institute for Occupational Safety and Health, 
U.S. Department of Health and Human Services, and Federal 
Occupational Health.

KEY AREAS 
of Protection4
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The PCT State of the Closed Crawlspace Market survey was 
sponsored by Crawlspace Depot and compiled by Readex Re-
search, a privately held research firm based in Stillwater, Minn. 
A sample of 8,311 owners, executives and technical directors of 
pest control businesses was systematically selected from the PCT 
database. Data was collected from 319 respondents – a 4 percent 
response rate – via an online survey from May 6-15, 2019. To 
best represent the audiences of interest, most results are based 
on the 77 respondents who indicated their location offers closed 
crawlspace services. Charts may not add up to 100 percent due 
to rounding. 

The Closed Crawlspace Market 

BY THE NUMBERS

1 IN 4 COMPANIES OFFER  
CLOSED CRAWLSPACE SERVICES
Does your company location offer closed crawlspace 
services?

(Source: Readex Research; Number of Respondents: 319)

24% 76%

43%

18%

60%
Word-of-
mouth/referrals

31%
Online 
advertising

10%
Home shows/
special events

4%
TV

42%
Social media

16%
Direct mail

5%
Radio

1%
Newspaper 
advertising

21%
19%

4%

9%
17%

27%

24%

17%

11%

11%

5%

Yes No

REASONS VARY FOR NOT OFFERING 
CLOSED CRAWLSPACE SERVICES
Why hasn’t your location entered the closed 
crawlspace market?

(Source: Readex Research; Number of Respondents: 242)

Lack of demand (not many 
homes with crawlspaces)

No time to investigate the 
market

Requires specialized 
service technician skills

Liability concerns

Cost of supplies/
equipment

Money/investment costs

Difficulty identifying the 
appropriate vendor partner

(Source: Readex Research; Number of Respondents: 77) (Source: Readex Research; Number of Respondents: 77)

AVERAGE LENGTH OF SERVICE
How long has your location been offering closed 
crawlspace services?

30 years or more

20-29 years

10-19 years

5-9 years

3-4 years

1-2 years

Less than 1 year

MOST POPULAR MARKETING VEHICLES
What methods does your location use to advertise its 
closed crawlspace services?

MEAN 11.7 YEARS

12%

State of the CLOSED CRAWLSPACE Market



Are you closing crawl spaces?

Pricing for qualified installers. All prices subject to change. Most current pricing can be found on www.crawlspacedepot.com. All product names, service marks and trademarks mentioned herein 
are trademarks of their respective owners.  Crawlspace Depot is a registered trademarks of Crawlspace Depot, LLC.©2019 Crawlspace Depot, LLC.  #PCT-STATE-BP-CSD-1019

LOOK SHARP!

Can you focus on your work? 
If your safety glasses fog up, you’re going to take them off. 
Not good! You need Edge Safety Eyewear with Vapor Shield, 
the industry’s first military-grade anti-fog technology. With anti-
fogging and  Edge’s amazing impact resistance, your eyes will 
stay safe because your safety glasses will stay on! 

Call us – we have everything you need to close crawl spaces.

Call 888-331-9991!

1-888-331-9991    www.CrawlspaceDepot.com
Set up an account online, then call to receive the installer pricing shown.

Edge Brazeau Torque
 Clear with Vapor Shield

$1799

Edge Caraz • Clear with 
Vapor Shield & strap

$2149

Edge Dakura
Clear with Vapor Shield

$1799

Edge Kohr G2
Clear with Vapor Shield

$1799

Edge Kabez
Clear with Vapor Shield

$1799

Edge Dakura
Yellow with Vapor Shield

$1799

-44ºF for 15 minutes

Transition from -44ºF to 76ºF

Transition from 76ºF to -44ºF

125ºF with 80% humidity

NO 
FOG!


