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A LinkedIn post from a restoration recruiter in Houston tipped me off this morning. He’s right — but the

timeline is shorter than most people in the industry realize.
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Mitchell Riley’s LinkedIn post that started this train of thought.

This article is part of The Restoration Operator’s Playbook — Tygart Media’s body of work on how

the industry’s best restoration companies are actually thinking in 2026. Start with the pillar piece if

this is your first read.

The post that got me thinking

This morning I logged into LinkedIn and saw a post from Mitchell Riley — a restoration industry
recruiter in Houston who places PMs, GMs, and business development leaders for restoration contractors
across the country. Mitchell flagged Anthropic’s Claude Managed Agents launch with the kind of
casual enthusiasm only people who actually use this stuff every day can manage. He called it “pretty

cool” and noted that Claude will now build you an agent based on natural language.

He’s right. He’s also pointing at something most of the restoration industry hasn’t fully processed yet.

What Anthropic actually shipped

On April 8, 2026, Anthropic launched Claude Managed Agents in public beta. The short version: the
infrastructure work that used to take three to six months of engineering — sandboxed code execution,
credential management, long-running session persistence, error recovery, observability — is now a

managed service. You define what the agent should do. Anthropic runs it.
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The companies already shipping production agents on it: Notion, Asana, Rakuten, and Sentry. Notion
lets teams delegate coding, slides, and spreadsheets to Claude without leaving the workspace. Rakuten
deployed specialist agents across product, sales, marketing, finance, and HR — each live in under a

week. Sentry built an agent that goes from flagged bug to open pull request, fully autonomous.

Internal Anthropic testing showed up to a 10-point improvement in task success on structured generation

work versus a standard prompting loop, with the largest gains on the hardest problems.

That’s the announcement. Here’s why it matters for restoration.

The bottleneck just moved

For the last two years, the question every restoration owner asked about Al was some version of: “Can it
actually do the work?” The honest answer was usually “not yet, not without a developer team you don’t

have.”

That’s no longer the question. The infrastructure gap closed on April 8. The new bottleneck is not “can
you build the agent” — it’s “do you have the human operators who know what the agent should be doing

in the first place.”

Restoration is an industry where the real intelligence lives in people. A senior PM who has worked five
hundred losses knows things that have never been written down anywhere. How a Cat 3 storm response
actually sequences when the carrier is dragging on TPA approvals. The difference between a contents
pack-out that closes clean and one that becomes a six-month dispute. Which mitigation decisions buy
you a profitable job and which ones bury you on the reconstruction side. None of that lives in a textbook.

It lives in the heads of people who have been doing the work for fifteen or twenty years.

That tribal knowledge is now the constraint. The companies that win the next three years will be the ones
who pair Managed Agents (or something like it) with senior operators who can tell the agent what good
looks like. The companies that try to skip that step — that try to hire generalists and teach them
restoration on the fly while their competitors are distilling twenty-year veterans into operational systems

— are going to get lapped.

Buy the talent now

This is where the recruiting angle gets interesting. Senior restoration talent has always been hard to find.
It’s about to get much harder, for a reason most owners haven’t priced in yet: the value of a senior PM is
no longer just the work that PM does directly. It’s the work an entire Al system does in their image once

their judgment has been encoded into the workflow.
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Right now, that arbitrage is open. The market hasn’t repriced senior operators for what they’re actually
worth in an Al-augmented restoration company. In twelve to twenty-four months, it will. The owners
who hire the best PMs, GMs, and BD leaders now — and who pair them with someone like Mitchell

who actually understands the placement game — are going to look like geniuses in 2027.

Mitchell is one of the people who gets this from the inside. He uses the Al tools himself. He builds
workflows. He analyzes things in dimensions and context that most recruiters never touch — most
recruiters in this industry are still working from a spreadsheet of resumes and a cell phone. Mitchell is
the kind of recruiter who notices when Anthropic ships something that’s going to change the value of
every senior hire he places, and posts about it on a Wednesday morning. That’s the level of operator the

smart restoration owners are going to want in their corner.

What to actually do this quarter
If you run a restoration company and you read this far, three concrete things:

One. Identify your two or three most senior operators — the people whose judgment is load-bearing for
the business. Start documenting how they think, not just what they do. The documentation is the raw

material every future Al workflow will run on.

Two. Open one or two senior hires you’ve been putting off. The talent market is going to tighten. Get in

front of it.

Three. Stop treating Al as an IT project. It’s an operational capability. The companies that figure this out
are not waiting for their tech vendor to sell them an “Al feature.” They’re hiring the operators, capturing

the judgment, and pointing the tooling at the result.

Mitchell’s post was three sentences. The full version of what he was pointing at takes about a thousand

words. This is that version.

If you’re a restoration owner thinking about senior placements in the next two quarters, you should be
talking to Mitchell. And if you’re thinking about how to operationalize Al inside your company —

distilling senior judgment into systems your whole team can run — that’s the conversation we have at

Tygart Media.

Read next: The New Restoration Operator: How the Industry’s Best Companies Are Thinking in 2026 — the
pillar piece this article belongs to.
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