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      Having a pre-established rela-
tionship with up front pricing en-
abled us to quickly answer his ques-
tions and help him make a fast deci-
sion about what would be right for 
Hiller as well as their customer.  
      Knowing that initiating drying 
within the first few hours and prop-
erly drying all the affected materials,  
mold would not be a problem, the 
next question was, will it be cheaper 
to tear out the drywall and carpet or 
dry it?  
     In less than an hour a DSI project 
manager  was on site, and in less 
that 2 hours Mike had an estimated 
price for the emergency service and 
drying. He was then able to make a 
decision that  drying would be less 
expensive than tearing things out 
and replacing them, which not only 
saved him “thousands” but also 
made his GC very happy that his 
project wouldn’t be delayed. Mike 
said, “It was worth every penny to 
me and to the relationship with my 
customer. (Who was so impressed 
he later hired DSI to assist with an  
unrelated moisture problem too.)  
     “You guys were perfect! From 
response to results, you’re the only 
company I’ll call for water damage!”  

         Imagine you’re phone rings 
late one afternoon and it’s one of 
your guys at an installation site say-
ing, “Boss, we got a problem here”!  
Now imagine a moment later, it’s 
the Site Superintendent of the GC 
that hired you who’s calling you on 
the other line (most of what he’s 
yelling cannot be re printed here) to 
let you know, “you better get out 
here now, we’ve got water every-
where!” 
     That’s pretty much what hap-
pened a few weeks ago to Mike 
Glover, Operations Manager for 
Hiller Systems in Chesapeake, Va.  
The next thing Mike did was call 
Phyllis Woodhead at Drying Solu-
tions. “Hey Phyllis, did my account 
get set up there, because I think I 
need you, NOW!” Almost a year ago 
they had met and set up the ac-
count “just in case I ever need you”.  
  Mike wanted to first make sure it 
made sense to send us out, or just 
let the contractor handle it. . He 
needed two important pieces of 
information, what will it cost, and 
will this come back to haunt  me 
later with a mold problem?”     (See 
drying documentation sample in-
serted below.)  
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Helping  Contractors when Help is Needed Most! 


