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A
s you grow, challenges will become larger. 

These challenges appear as growth walls. 

Thus, hitting a growth wall is a phase where 

operations reach out-of-control proportions: 

cash tightens, revenues flatten, and key 

employees may leave.

What follow are 10 common impediments to 

sustained growth, and the keys to clearing the hurdles 

of your own growth wall in 2016.

1
Running youR business fRom the field. While 

this business strategy might work when you start out, 

and keeps the profit in your pocket, it won’t be long 

before this shortsighted approach impedes your ability 

to see and manage the bigger picture. FIX IT: get off 

of the stReet, AsAP! Running a thriving, progressive, 

sustainable, growth-oriented business is a full-time job. 

It’s imperative that you devote the time necessary to 

plan and manage growth.

2
fAiluRe to delegAte. Stagnate companies 

almost always have difficulty assigning tasks to 

subordinates for a number of reasons, including lack 

of trust and a “nobody-can-do-it-like-I-do” philosophy. 

FIX IT: delegAte! Successful delegation requires 
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Leap over  
the growth wall in 2016

By Harvey F. goldglantz | Contributor

Why do some companies 

grow, while others flounder? 

Here are 10 ways you could 

be stagnating your business 

without even realizing it.
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assigning the right task to the right person, providing 

clear and concise communication, and providing 

supervision.

3unwillingness to hire hard and fire easy. 

Most small companies do a poor job of screening 

and interviewing employees, which is a recipe for high 

turnover. Keeping underperformers or problem employees 

on the payroll for too long also has a negative impact on 

growth. FIX IT: hire hard, fire easy. Hiring the right 

people is critical for sustaining growth. Screen thoroughly 

and interview intensely. Employees are your most valuable 

assets. At the other end of the spectrum is the termination 

process. Do not accept mediocrity. Keeping mediocre (or 

worse) employees will hamper growth. (Editor’s Note: See 

p.62 for improving your hiring strategies.) 

4inadequate advertising Budget. An insufficient 

advertising budget can be directly linked to 

revenue inertia. Being overly circumspect in this area 

is a prescription for stagnation. FIX IT: link your 

advertising Budget to Projected revenue growth. 

There’s a direct link between the 

amount you invest in advertising 

and your growth rate. Most 

companies base their budget on 

the last year’s revenue. Growth-

oriented companies use the coming 

year’s projected growth. I suggest a 

budget of approximately 8 percent.

5failure to invest. Lack of adequate capitalization 

will strangle a company’s ability to grow. Keep 

enough reserve cash on hand to invest in your future. 

FIX IT: invest in growth. According to Warren Buffet, 

reinvesting is the best way to build wealth. If you are a 

business owner, reinvesting is crucial to your company’s 

growth and success. According to Buffet, “It does not 

have to be all of your profits, but a significant amount 

of financial resources, when targeted effectively, can 

dramatically improve your bottom line.” While this 

sounds counterintuitive, a loan can be an excellent catalyst 

for overcoming growth walls — when done carefully 

and in line with a strategic plan for expansion.

COntinued FrOm Page 52

BIRD CONTROL GUARANTEED
 TO RUFFLE SOME FEATHERS.

Since 1950, Nixalite has developed bird management solutions that have 

fl ustered birds and competitors alike. Working with you to understand your 

needs, we do the upfront planning that ensures an exact answer for your pest 

problem. From netting and spikes to fogging and repellents, each product is 

precisely engineered and manufactured to the highest quality standards.

PREPARE TO RUFFLE SOME FEATHERS    — CHOOSE NIXALITE.

NIXALITE
OF AMERICA INC

800-624-1189  |  nixalite.com

COntinued On Page 58

➜ want More Business 
tiPs froM harvey 
goldglantz? Check 
out his Marketing Q&A 
column this month on 
p.98, and visit our blog at 
PMPpesttalk.net to see his 
tips on closing the sale.
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Nothing stops nature like nature. The  

breakthrough environmentally friendly 

line of pest control products from  

AMVAC, ProVerde™ harnesses the 

synergistic compounds of non-toxic, 

botanical -based ingredients for  

exceptional performance against  

labeled insects. FIFRA 25(b) exempt 

and safe for use around humans and 

pets, when it comes to safety AND  

performance, nothing comes close  

to ProVerde.

Available as a broad-spectrum spray or dust as well as a targeted wasp and hornet spray. Watch for the expansion  

of the ProVerde line in the near future. For more information call 888.462.6822 or visit amvac-chemical.com.

©2015 AMVAC Chemical Corporation. All Rights Reserved. AMVAC and the Beaker are trademarks owned by AMVAC Chemical Corporation. ProVerde is a trademark of Envance Technologies, LLC. Always read and follow label instructions. www.amvac-chemical.com. AV-2015-PROVERDE100WS 
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Fire Retardant Non-Allergenic Waterproof Made in USA

We Protect Your Mattress™

MattressSafe.com

Featuring our Patented  

“Zipper with the Hook”®
U.S. Patent No. 7,849,543

Loop and Zip-Tie Locking System IncludedLoop and Zip-Tie Locking System Included

●	Certifed for Bed Bug 

Protection 

●	Non-Allergenic

●	Soft Luxurious Fabric

●	Fire Retardant

●	Waterproof

●	Breathable  

●	Stretches to Fit a  

Variety of Mattress 

Depths and Lengths

Maximize
Your Bed Bug Treatment Program  

with Mattress Safe® Products
Bed Bug Certifed Mattress Encasements

Mattress Safe, Inc.  •  Ph: 770.205.5335  •  MattressSafe.com PMP-150831

We’ll See You at

PESTWORLD
visit us in  

Booth

#813
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6 inadequate Planning. Companies stagnate because 

they don’t plan for growth. FIX IT: Plan, Plan, 

Plan. For the most part, growth should be predictable 

from year to year. Strategic planning is essential to 

surmounting growth walls. Progressive companies, large 

or small, have business and marketing plans.

7 Poor execution. Employee incompetence and 

lack of follow-through negatively affect growth.  

FIX IT: execute and follow-through. Develop systems 

and processes for how tasks should be accomplished and 

create internal controls to monitor them.

8 inadequate tracking. Prudent tracking is 

important for growth. Without an accurate, in-depth 

understanding of historical perspectives and how they 

equate with industry barometers, it’s impossible to create a 

clear roadmap. FIX IT: track everything. Income and 

expenses, marketing and advertising (in and out), leads, 

close ratios, cancellations, customer behavior, etc., should all 

be monitored. The more solid data you have, the better your 

decision-making process will be.

9 failure to eMBrace change. 

The ability to recognize 

opportunities — and be flexible enough 

to adapt — is crucial for sustained 

growth. FIX IT: change. Managed 

change can be predictable, and should 

be your objective. If  you accept and 

embrace change, it will pave your way 

to the Promised Land of growth.

10unwillingness to adMit, 

“i don’t know how to get 

there froM here.” At various revenue 

levels, different processes and skill sets 

are required. The knowledge that allowed you to get 

where you are might not be enough to take you to the 

next level, thus you continue banging against that wall. 

FIX IT: seek outside helP. There is no magic trick to 

traversing the growth wall. Others have done it before 

you. If you find you can’t do it yourself, get help. There 

are plenty of experts available to guide you. The cost of 

not doing anything will far exceed your investment in 

seeking professional help. PMP

COntinued FrOm Page 54

You can reach 

GoldGlantz, 

president of Pest 

Control Marketing 

Co. and author  

of Marketing 

Matters, at 

hgpcmcinc@aol.com.
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Powerfully Simple.

PEST WORLD

475
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STEP 3: Rodents consume 
bait through bars.

STEP 2: Just place the bait, 
close the lid and go. 

STEP 1: Easily open soft bait 
pouch. Discard paper.

16 lb. Resolv 40g
with 15 SSTs

16 lb. FirstStrike 40g 
with 15 SSTs

LHP File Name: 015605079_LHP.pdf



THE BEST
TESTIMONIALS

WE HAVE.

LIPHATECH IS THE LEADER IN SOFT BAIT TECHNOLOGY, BUT DON’T TAKE OUR WORD FOR IT.

With Liphatech’s 40 gram bait sizes, you get more palatability and effi cacy than ever before. The 

40g pouch comes with easily removable paper – no paper means no mess. And it’s easy to use 

with the SST rodenticide placement device designed to save time servicing stations. Our best 

evidence? Those that can’t speak for themselves – dead rodents.

Ready to get your own testimonials? Learn more at Liphatech.com or call 888.331.7900.

®

The Soft Bait Innovators™
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T
he 1927 New York Yankees 

are considered by many to be 

the best team in the history of 

Major League Baseball (MLB). 

Regardless of  whether you agree, 

one thing is undeniable: The organization 

assembled a team of  true all-stars.

The ’27 Yankees included seven future MLB Hall of 

Famers: pitchers Herb Pennock and Waite Hoyt, infielders 

Lou Gehrig and Tony Lazzeri, outfielders Babe Ruth and 

Earle Combs, and manager Miller Huggins. With a lineup 

commonly referred to as “Murderers’ Row,” the Yanks 

lost just 44 games in 1927. It’s no coincidence they swept 

the Pittsburgh Pirates in the World Series that year.

So, how many Babe Ruths and Lou Gehrigs are on 

your company’s roster?

8 steps to hiring success 

Assembling a team of all-stars is accomplished one 

hire at a time. Here are eight steps to building a 

championship roster of your own:

1
create a compelling career opportunity by 

crafting a detailed, yet succinct, eye-catching job 

description. 

2
cast a wide net by leveraging several marketing 

platforms (print, online, social media, targeted 

phone calls and emails, etc.) to attract the most 

qualified candidates. 

3
separate the wheat from the chaff by closely 

reviewing all resumes and culling candidates who 

are not proven all-stars (at least on paper, at this point). 

4
rack and stack by assigning each candidate a 

value (a score ranging from 90 to 100 for all-stars), 

based on well how well their education and experience 

match key elements of the job description. 

5
prescreen candidates by calling the Top 5 with a 

focus on the “C3 + E3 = The Perfect Hire” formula 

(see p.72). il
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Assembling  
All-Stars

By Tony Palm Jr. | Contributor

A decorated Navy 
recruiter-turned 

headhunter shares 
his secrets to hiring 

star players 
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 2016pmpp
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COntinued On Page 64

6
interview the top 3, and make sure your  

human resources manager and other key staff  

(would-be supervisors and direct reports) interview 

them, too.

7
make a decision by gathering assessments of  each 

of  the Top 3 candidates from all interviewers and, 

as a group, discuss the prospects and select the all-star 

who best fits your placement needs.

8
make the no. 1 prospect an offer after 

conducting thorough reference and background 

checks; after he or she accepts, begin the training 

process as soon as possible.
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AD-N215  |  09.22.2015

Decrease fuel waste

INCREASE YOUR SAVINGS 

Reducing fuel costs helps keep your budget in check. Verizon Networkfeet can help your home services 

business save money with a feet management system that keeps track of fuel consumption, idle time, 

engine diagnostics and wasteful driving behaviors.  Get the eBrief “Six Steps to Cutting High Fuel Costs 

with Verizon Networkfeet” to fnd out how Networkfeet can help keep your vehicles running effciently.

866.869.1353      |      www.Networkfeet.com/PMPFuel
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Scouting talent
As a corporate recruiter, I’ve juggled 

as many as 20 open positions 

at a time. Depending on the job 

requirements, I’ve received as many 

as 500 resumes for each position.

How do all-stars frst stand out? 

Their resumes scream: “I possess 

the necessary education and 

experience, plus the IT factor.”

IT isn’t easy to defne. You know 

IT when you see it. Babe Ruth had 

IT. Lou Gehrig had IT. The ’27 Yanks 

had IT.

In my daily search for all-stars, I’ve 

learned many of the same things 

professional teams have:

•  Players with IT work overtime to 

hone their chosen crafts every day.

• Players with IT put their teams frst.

• Players with IT help their 

teammates become all-stars.

• Players with IT fnd ways to win.

• Players with IT shine brightest at 

the darkest moments.

Most importantly, players with IT 

can be overlooked. Roger Staubach 

wasn’t drafted by a National Football 

League (NFL) team until the 10th round. 

NFL teams selected 128 players 

before Staubach that year. A U.S. 

Navy veteran, Staubach was at the 

helm when the Dallas Cowboys won 

two Super Bowls, and he became an 

NFL Hall of Famer. 

The lesson: Be the guy who hires 

the Staubachs, not passes on them.

PCO

Contact your Woodstream distributor to order, or for more information. 

www.WoodstreamPro.com

Now available only from Woodstream.

Same 
Product. 

New Look. 

From the same company that provides:

Visit us at Pest 

World Booth #600

des:

T217

T300-NT

company that proviid

0

d

TT211
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Call in a sPeCialist

Many successful businesses 

partner with professional 

recruiting firms to ensure their 

key openings are filled by all-

stars. While you may think you 

can’t afford to contract staffing 

specialists, the costs of not doing 

so sometimes exceeds related 

contracting expenses, especially 

for key placements. To determine 

what a bad hire will cost you:

⦁ add up the time and money 

COntinued FrOm Page 62
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Are you closing crawl spaces?

1-888-331-9991    www.CrawlspaceDepot.com

Expertise

Customers rely on your expertise. 
You can rely on ours.

The team at Crawlspace Depot are experts in 
closing crawl spaces because they have been 
trained in real world application. Our people are 
talking with installers every day, getting frst-hand 
feedback from the guys in the trenches about what 
is working and what’s not. And that expertise is 
used to refne our product line and service.

So when you have questions, give us a call. We’ll 
get you the answers you need.

Call 800-331-9991!
Bora-Foam® R-11 Termite-
Resistant Insulation Board

$3099

Monster Dry™

Dehumidifer

$73000

Zoeller Model 53 Package
(Pump, Basin, Valve)

$24999

Dehumidifer Condensate 
Pump Kit

$4700

Crawlspace Depot 
Dehumidifer Hanger Kit

$1599

LHP File Name: 015605106_LHP.pdf



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. Monster Dry and Crawlspace Depot are trademarks or registered trademarks of Crawlspace Depot, LLC.  

Bora-Foam is a registered trademark of Nisus Corporation. ©2015 Crawlspace Depot, LLC. #PMP-CSD-1015

Set up an account online, then call to receive the installer pricing shown.

1-888-331-9991
www.CrawlspaceDepot.com

 R-11 Termite-
Resistant Insulation Board

Sealing Tape (4"x180')
3 Rolls

S li T (4" 180')

$5175

Acu-Rite® Wireless  
Thermo-Hygrometer

$2900

Supply Air Inducer

$97o097

Double SIded Butyl Tape 
1.5" x 100' Roll

$2599

6 mil Fiber Reinforced Crawl 
Space Liner (24'x100' Roll)

$27999

Zoeller Model 53 Package

MORE FIBER REINFORCED 
POLY LINERS:

6 mil .......................................$279.99
(24'x100' Roll)

8 mil .......................................$259.99
(20'x100' Roll)

8 mil .......................................$155.99
(12'x100' Roll)

12 mil .....................................$439.98
(24'x100' Roll)

20 mil .....................................$339.99
(11.5'x100' Roll*)
*white on white

6 mil Wall Liner
(20'x100' Roll, Translucent)

$12499

Hilti Foam Dispenser
Model CF-DS1

$9200

Hilti® All Seasons Crack & 
Joint Insulating Foam

$1459

RHP File Name: 015605106_RHP.pdf
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expended on the aforementioned eight steps to  

hiring success; 

⦁ include the new employee’s three- to six-month 

learning curve and related training investments; 

⦁ factor in all of the negative impacts on service, sales, 

margins, management and morale; and

⦁ consider the headaches: the need to “rinse and 

repeat” (perform the eight hiring steps) until you  

get it right.

Here’s another incentive to partner with outside 

staffing specialists for key hires: If, within 90 days, 

you feel the new hire isn’t working out, typically the 

search firm will find another qualified candidate at no 

additional cost. 

You also can go the “try before you buy” route. 

A temp agency carries the employee on its books — 

paying wages, fringe benefits and taxes — and bills 

you monthly. Later, you can pay the agency a one-time 

“conversion fee” to bring the now-proven temp aboard 

full time. 

When weighing the costs of outsourcing key searches, 

remember that labor and recruiting experts tend to agree 

that as much as 80 percent of employee turnover stems 

from poor hiring decisions. As oil well firefighting icon 

Paul “Red” Adair is said to have quipped: “If you think 

it’s expensive to hire a professional to do the job, wait 

until you hire an amateur.” PMP

Palm is a talent-acquisition professional with more 

than 10 years of experience placing candidates with 

the federal government, private sector and non-

profit organizations. A retired U.S. Navy Chief Petty 

Officer, Palm won a Navy Achievement Medal for 

his myriad recruiting successes. You can reach him 

at tony@tony-palm.com or 571-318-2936.

“ If you think it’s expensive to hire  

a professional to do the job,  

wait until you hire an amateur.”

— Attributed to PAul “red” AdAir
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Fuse® Termiticide/Insecticide combines the power of two non-repellent active 

ingredients with two modes of action to deliver a one-two punch that insect pests 

cannot recover from. Since it is undetectable, ants and other listed pests readily 

enter a Fuse treated zone, picking up a lethal dose and in the case of social insects 

like termites and ants, share that dose with their nest mates. Fuse has been and 

continues to be studied at major universities and independent laboratories.  Fuse is 

also labeled  for conventional, as well as exterior perimeter/interior spot treatment 

(EP/IST) applications for termites. CSI is committed to developing economical and 

effective solutions for the professional pest management industry.

Contact your local distributor or CSI representative for more information. Fuse is a registered trademark of Control 

Solutions, Inc., Pasadena, Texas 77507. This product may not be registered in all states, please check the CSI 

website or the state’s department of agriculture for registration information.

www.controlsolutionsinc.com   

www.adama.com

Control  

Solutions Inc. 

Innovation you can apply. 

Consumer  &  
Professional  

Solutions

Find us on

Whatever your general  

pest control application  

protocol might be...

(7.5 oz bottle) 
Can make up to  

25 fnished gallons  
of perimeter insecticide

(137.5 oz bottle) 
Can make up to  

450 fnished gallons  
of perimeter insecticide

(27.5 oz bottle) 
Can make up to  

90 fnished gallons  
of perimeter insecticide

Fuse® fits.

Dilution Concentrate
Narrow Band  

1 ft up by 1 ft out

Wide Band  

2 ft up by 2 ft out

Low Rate: 0.067% 8 perimeter applications per year 4 perimeter applications per year

High Rate: 0.13% 4 perimeter applications per year 2 perimeter applications per year

This advertisement does not replace the label.  Please refer to the label for specifc mixing and application instructions.  Always read and follow label directions.



For the broadest range of options for pest control, incorporate NUVAN into 

your pest control operation. Learn more at amvac-chemical.com.

EFFECTIVE AGAINST

Ants, Bed Bugs, Bed Bug Eggs, Bees, Beetles, Carpet Beetles, Clothes Moth Larvae, Cockroaches, Crickets, Fleas, Flies, Flour Beetles, 

Gnats, Hornets, Millipedes, Mosquitoes, Moths, Silverfsh, Sowbugs, Spiders, Ticks, Wasps, Waterbugs, and Weevils.

A delivery method for every escape method.

Fog, Vapor Action and Directed Spray Aerosol

Creep. Crawl. Buzz. Climb. Slither. Scurry. Scamper or hide. No matter how they try 

to escape, there is a NUVAN product to reach the pest you’re after. Our complete line 

of products makes the powerful and effective chemistry of NUVAN available to you 

in several delivery modes. Spray them, vaporize them or just fog them. If you need a 

tool to reach them, reach for NUVAN. 
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For the broadest range of options for pest control, incorporate NUVAN into 

your pest control operation. Learn more at amvac-chemical.com.

EFFECTIVE AGAINST

Ants, Bed Bugs, Bed Bug Eggs, Bees, Beetles, Carpet Beetles, Clothes Moth Larvae, Cockroaches, Crickets, Fleas, Flies, Flour Beetles, 

Gnats, Hornets, Millipedes, Mosquitoes, Moths, Silverfsh, Sowbugs, Spiders, Ticks, Wasps, Waterbugs, and Weevils.

A delivery method for every escape method.

Creep. Crawl. Buzz. Climb. Slither. Scurry. Scamper or hide. No matter how they try 

to escape, there is a NUVAN product to reach the pest you’re after. Our complete line 

of products makes the powerful and effective chemistry of NUVAN available to you 

in several delivery modes. Spray them, vaporize them or just fog them. If you need a 

tool to reach them, reach for NUVAN. 
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M
aking the perfect hire is simple math: Most 

job candidates focus on “C cubed” (C3) — 

compensation, commute and culture. Most 

hiring professionals focus on “E cubed”  

(E3) — education, experience and enthusiasm. 

When a company meets a job candidate’s 

C3 needs, and the candidate meets the company’s E3 

needs, the six stars are aligned for the perfect hire.

C3 breakdown

⦁ Compensation — “Show me the money … and 

the benefits” continues to be a top requirement of 

qualified job candidates. Prospective new hires want 

solid salaries and comprehensive benefits packages. 

For example, their wish list might include competitive 

medical, dental and vision coverage; ample holidays, 

sick days and paid time off; short- and long-term 

disability coverage; and tuition assistance.

⦁ Commute — To work close to home, if  not from 

home, is a deep desire many job candidates possess. 

Many professionals are putting in record overtime and, 

after that, are connected to work around the clock, 

thanks to the Internet and smartphones. With free time 

and gas at a premium, limiting commute time has never 

been more important.

⦁ Culture — Even if a company offers competitive 

compensation and an ideal commute, candidates often 

walk away from job offers if they question the corporate 

culture. What does the organization do, and how does it 

do it? What are the leadership styles of the owners and 

management? Is there a career development program — 

concrete steps and resources to help each employee reach 

his or her full potential? Is there a true team environment 

from top to bottom, throughout all departments? Do the 

values of the candidate and prospective employer match? 

Can the job candidate visualize spending the remainder 

of a career with the organization, and perhaps even see 

his or her children happily doing the same? 

e3 breakdown

⦁ eduCation — Many employers prefer to hire professionals 

with a degree of success in the higher-education field. 

Academic successes come in all forms — from associate’s, 

bachelor’s, master’s and doctoral degrees to industry-related 

training and credentials. The Board Certified Entomologist 

(BCE) and Associate Certified Entomologist (ACE) 

certifications from the Entomological Society of America 

are two industry examples.

⦁ experienCe — Sometimes the mouse gets the cheese on 

its second (or third) try. On-the-job training, correctly 

provided first by another company, can help minimize 

mistakes and optimize efficiency. There’s an old adage: 

“Good judgment is the result of experience … And 

experience is the result of good and bad judgment.”

⦁ enthusiasm — Does the candidate have a can-do 

attitude? Do his or her actions and words make this 

abundantly clear? pmp

Palm is a talent-acquisition professional with more 

than 10 years of experience placing candidates with 

the federal government, private sector and non-profit 

organizations. A retired U.S. Navy Chief Petty Officer, 

Palm won a Navy Achievement Medal for his  

myriad recruiting successes. You can reach him  

at tony@tony-palm.com or 571-318-2936.
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By Tony palm Jr. | Contributor

Candidates look most at 
compensation, commute and 
culture, whereas employers 
screen applicants for education, 

experience and enthusiasm.
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C3 + E3 = The Perfect Hire
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Talon® Ultrablok rodenticide gives you the proven active ingredient 

brodifacoum in a new formula that’s highly palatable to rodents. Using the 

latest advances in food science, the bait attracts both mice and rats, including 

those known for warfarin resistance. But the real attraction is that it still takes 

only one bite to be effective. So you won’t have to worry about bait shyness, 

and your customers won’t notice unwanted pests on their property. 

ATTRACTIVE 

AT ANY ANGLE.

©2014 Syngenta. Important: Always read and follow label instructions. Some products may not be registered for sale or use in all states 

or counties. Please check with your state or local extension service to ensure registration status. Talon®   , For Life Uninterrupted™,  the 

Alliance Frame, the Purpose Icon and the Syngenta logo are trademarks of a Syngenta Group Company. Syngenta Customer Center: 

1-866-SYNGENT(A) (796-4368). MW 1LGP4051-P1-R1 04/15

Learn more at SyngentaPMP.com/TalonUltrablok, and don’t pass up 

yearlong savings available at PestPartners365.com.



©  2015 The Terminix International Company Limited Partnership. All rights reserved.

 “ We chose Terminix because 

of their commitment to our 

people and our customers. 

We have a long history of 

providing exceptional service 

at Capelouto,® and we wanted 

to fnd a company that would 

strengthen our service offerings, 

provide more opportunity for 

our employees, and continue 

the high level of service our 

customers deserve and expect.”

	 Grant	Capelouto

Owner

	 Capelouto	Termite	&	Pest	Control

	 Tallahassee,	FL

LHP File Name: 015605041_LHP.pdf



Terminix, the leading provider of termite and pest control services 

in the U.S. , can bring unmatched resources to your business, great 

benefts to your employees, and more services to your customers. 

Best of all, we can give you the opportunity to chart your own future, 

whether you want to exit the profession or take it to the next level.

To learn more, contact Jason Bailey (jason.bailey@servicemaster.com) 

or Fred Murray (fmurray@terminix.com), or call us at 800.858.6937.

RHP File Name: 015605041_RHP.pdf



I
t’s lonely at the top. Every day 

I have to make decisions that 

affect my company, customers 

and employees. I have no 

one to tell me whether these 

decisions are right or wrong. 

My gut is my guide. This is the 

plight of most business owners.  

In March, I wrote about the 

benefits of peer group participation 

(see p. 92 of the March 2015 issue). 

This month, I interviewed one of 

our peer group members for his take 

on peer groups. Donnie Shelton of 

Triangle Pest Control in Raleigh, 

N.C., has been participating in our 

pest management peer group for two 

years and continues to benefit from 

it by receiving ideas and affirmation 

of many of the policies, procedures 

and other initiatives he uses to 

build his business.

Dan GorDon (DG): Tell me about 

Triangle Pest Control.

Donnie Shelton (DS): Triangle 

operates in the Raleigh market 

providing residential services and is 

on a high growth trajectory. We have 

a great team, as well as an expanding 

book of residential customers.

DG: How did you enter the  

pest control business?

DS: Several years ago, I was getting 

tired of the corporate grind. I wanted 

to do something entrepreneurial. In 

looking for something, I came across 

a pest management professional 

(PMP) who was retiring, so I bought 

his business. Armed with a degree in 

computer programming, and trained 

as a military pilot, I began my 

journey as a PMP. While I had great 

skills from the past, I had no formal 

training in pest management. But I 

had the desire to succeed.

DG: How were the early years?

DS: They weren’t easy, but I have 

fond memories. I knew I needed 

to get up to speed quickly or else 

we were not going to succeed. Very 

early in the game, I reached out 

to several PMPs to look at their 

operations and get ideas about how 

success is built in the industry. As 

I immersed myself in the industry, 

I noticed there are many PMPs 

who started their businesses after 

working for a larger competitor, 

laying the groundwork for systems 

and processes to get things done. 

This path provided many of the 

tools needed to succeed.

Then there are many successful 

people in the industry who have 

grown up in family businesses or 

come from other industries to 

start with little or no experience. 

In many cases, these owners never 

worked for other pest management 

companies. That was me. With 

no industry experiences to draw 

upon to tell me right from wrong, 

I had to go with my gut. But like 

many of us who never worked in 

the industry, we harbor certain 

insecurities: No matter how 

successful we are, we’ve never 

worked for another PMP, so 

there are questions about how to 

do things correctly in the most 

effective manner.

DG: What made you join a peer group?

DS: I sought out help from others 

in the industry. But it was nothing 

formal — just an office visit here 

and there. The peer group format 

that you’ve crafted allows members 

with similar backgrounds and daily 

issues to address those issues while 

getting input from others. I get some 

great ideas from 

the key wins and 

losses of others 

in the group.

Being with 

people who 

are in similar 

situations, in 

terms of position 

in business and 

in life, gives me 

the feeling I’m 

not alone and that there are others 

who walk the same path and also 

need answers to many of the same 

questions. They also can provide 

answers to issues we all face.

DG: Give an example of a  

specific benefit you’ve derived  

from your membership.

DS: It’s all about accountability. 

When I was in the Air Force, we 

received clear instructions and 

were held accountable. I was 

a pilot and there was no room 

for error because people’s lives 

depended on my actions. 

When you’re the CEO of a 

business the accountability is 

different. Many times as the boss, 
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By Daniel S. gordon, CPa | Contributor

Donnie Shelton

It’s all about 
accountability
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You have a hand 

in turning a house 

into a home.

Long before the toys are scattered across the fl oor, you’re on the job, 

keeping the world safe from creepy crawlies. It’s the sort of hard work 

that often goes unnoticed. But helping your customers feel safe and 

secure is its own kind of reward. And we’re thankful to be your partner.

Join BASF at booth 627 for PestWorld 2015.  Come fi nd out what’s new 

and learn more about your favorite BASF products.

© 2015 BASF Corporation. All rights reserved.

150 years
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you’re only accountable to yourself. 

While holding yourself accountable 

for the goals and objectives you 

set is helpful, verbalizing those 

objectives to others who will hold 

you accountable is powerful.

The format of the meetings 

encourages members to become close 

friends. We talk about issues going 

on in our personal and professional 

lives. We update one another about 

our businesses’ goals and we decide 

on at least three items we’ll be 

implementing in our businesses by 

the next meeting. 

I love that I’m held accountable 

in this group. I don’t want to fail 

to achieve the goals I’ve set and 

then have to face the group and 

tell them so. This makes me work 

hard to ensure I achieve what I 

set out to do. It’s important to 

be accountable to other business 

owners who can give you unbiased 

and unfiltered feedback. 

DG: What goal did you set for  

which the group kept you 

accountable and on track?

Ds: Websites have become the 

lifeblood of the marketing machine. 

But there are so many decisions 

that go into designing and updating 

a site. Last spring, I told the group 

that by the winter meeting my 

company was going to redesign 

and simplify its website to make it 

more effective and help us capture 

more leads. Those seem like worthy 

objectives, but that’s all they were. 

A group of objectives only become 

a goal when we put a timeline on 

accomplishing them. 

And that’s exactly what we did. 

We were able to preview the new and 

improved website for the peer group 

at the winter meeting. Knowing 

the site had to be completed by the 

winter meeting put the onus on me 

to make sure it was or I would have 

felt I failed the group. PMP

Editor’s Note: To read more 

about Triangle Pest Control, visit 

PMPpesttalk.net, where Senior 

Editor Will Nepper discusses his 

recent ridealong with the company.

GORDON is a CPA in 

New Jersey, and owns an 

accounting and consulting 

firm that caters to pest 

professionals throughout 

the United States. He also 

leads several peer groups 

that meet semi-annually. 

Visit www.pcobookkeepers.com for information 

about his firm, PCO Bookkeepers. Gordon can 

be reached at dan@pcobookkeepers.com.

COntinued FrOm Page 76
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When every hair counts, 

Portable digital microscopes 

                                                            

                      choose Zarbeco digital microscopes. 
   

                                         The MiScope
®
 handheld digital  

                                               microscope connects to a laptop  

                                       or tablet with 40 to 140x magnification. 

                          Use it onsite, or in the office, to show customers  

   or to email your entomologist.  For more detailed identification, 

the MiScope
®
-MP2 scientific grade digital microscope lets you 

count the smallest hairs or nodes with resolution below 2 microns.   

 

 

1240 Sussex Turnpike, Suite 5, Randolph, NJ 07869 USA 

email: sales@zarbeco.com    website: www.zarbeco.com  

tel:  973-933-2043                      fax:  973-933-2336  

Personally 
serving our customers 

since 2001 



www.FOR-THOR.com                 1-866-FOR-THORENSYSTEX

*

•

*

VECTOTHOR
Sparrowhawk

NEW FROM
ENSYSTEX

•

Specifications
Area coverage: 50 ft2

Light source:  1 x 8 w UV-A lamp

Weight:   Approx. 2 lb

Guarantee:  2 years

Lamp life time: 12 months

Power:   10 watts

Mounting position: Wall or table-top 

Other VECTOTHOR Models

Osprey        Harrier       Falcon

awk

10.5”

5.5”
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As our regularly occurring department 

“Giving Back” underscores time and 

again, when a pest management 

company does something good in the 

community, it receives much more in 

return — brand awareness, increased 

employee morale and strengthened 

local ties.

Here are six companies that went 

above and beyond the norm to help 

their communities. If you take a page 

from their books in 2016, see what 

happens in your business. Don’t forget 

to drop us a line, too, so we can share 

your project with others for inspiration.

Outreach  
  builds bridges

epcon Lane Pest Control 
Based in Akron, Ohio, Epcon Lane Pest 

Control spells out in its core values that 

it will support and engage in programs 

that help children with cancer. Its team 

follows through with that pledge regularly, 

chronicling the projects (and sometimes 

crazy fun stuff) on the company’s 

Facebook page. In September, 

employees came prepared each Friday 

in special gold shirts to honor Childhood 

Cancer Awareness Month. Throughout 

September, Epcon Lane donated $25 

from the frst service of each new sign-

up for its Home Protection+ Plan to 

Project Ed Bear, which provides comfort 

items, technology and other items for 

the oncology department at Akron 

Children’s Hospital.

Hoffer Pest Solutions
Big Dog Ranch Rescue, the largest 

no-kill dog rescue in the Southeastern 

United States, has received several 

donations from Hoffer Pest Solutions, 

Coral Springs, Fla. These donations 

will help the Wellington, Fla.-based 

rescue group save more than $5,000 

a year of much-needed funding, which 

can be used to care for the dogs. 

Hoffer has donated equipment as well 

as fea and tick services to prevent 

infestations and protect the many 

dogs that are rescued from all over 

the United States.

Black Knight Termite  

& Pest Control 
The Temecula, Calif.-based company 

donated labor and funds to build a 

custom backyard for 8-year-old Kane, 

who was diagnosed with osteosarcoma 

(bone cancer) in his left femur in 2013. 

Black Knight frst learned about Kane 

because he was a student in the frst-

grade class of the daughter of Owner 

Jim Pinneo. Kane’s cancer is in remission, 

after an above-the-knee amputation. 

Contractor and former Black Knight 

termite repairman Justin Heilman 

designed and built a special San 

Francisco 49ers-themed fort for Kane, 

and the company continues to raise 

funds and awareness for swings and 

other equipment. Pictured are Kane 

and Justin before the fort was painted; 

inset is the fort in its red-and-gold glory.
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• An innovative tool for  

your reactive or perpetual 

bed bug program

• Helps confrm the  

presence of bed bugs

• Discreet design that fts 

into any room or setting

• The clear bottom saves 

time on the job with  

quick inspections

• Product design assures  

bed bugs remain trapped 

inside the device

Attract More Bed Bugs 
•   Use SenSci Volcano with SenSci Activ to attract 

up to twice as many bed bugs to the monitor

•   Up to 90 day lure life after opening

•   Also compatible with other monitors

Detecting Bed Bugs Just Got Easier

The SenSci Volcano™ measures 3x3x1 inches.

Please visit BedBug Central at booth 834 at PestWorld

To learn more visit SenSciOnline.com
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McCloud Services
Each year, the South Elgin, Ill.-based company’s Employee 

Incentive Program rewards those who exceed production 

and sales goals for the fscal year by giving them the 

opportunity to select a qualifed non-proft organization to 

which the company will make a donation on their behalf. 

Recognized employees also receive a company-paid 

trip. This year’s non-proft recipients include Habitat for 

Humanity, the American Red Cross and the Humane 

Society. Award winners are pictured with Chris McCloud, president and 

CEO, and Stephanie Dickson, vice president, business development. Clockwise from top left are 

Mike Colombo, district manager, Kansas City; Amir Shehata, service specialist, South Elgin; Robbie 

Heisner, service specialist, Nashville; and Jennifer Peterson, service specialist, Davenport, Iowa.

Mosquito Joe
This Virginia Beach, Va.-based mosquito control franchisor 

celebrated National Mosquito Control Awareness Week 

(June 21-27) in an unusual way. For the third year, through 

its Beat the Bloodsuckers campaign, Mosquito Joe locations 

across the country partnered with local blood banks to 

raise awareness about mosquito-borne illnesses and the 

importance of mosquito control. This year, 40 out of 78 

franchisees participated, partnering with 20 different blood 

banks. They helped organize blood drives and donated 

10 percent of new customer sales that week to local blood 

donation centers — $7,100 was raised. At left, Franchise 

Business Coach Jake Vinluan has a little fun during his 

donation for the Beat the Bloodsuckers campaign.

Turner Pest Control
The Jacksonville, Fla.-based company 

is a participant in the Stadium Home 

by Dream Finders Homes at EverBank 

Field project. Turner donated its 

comprehensive termite pretreatment 

services for the new structure, which is 

inside Gate 4 in the Fan Entertainment 

Zone at the NFL’s Jacksonville Jaguars 

stadium. The home will be on display for 

two years, and then will be moved off-site and donated to a local 

military veteran. Turner also sponsors the Jaguars’ Gatling T-shirt 

gun during the frst half of game play, and has a booth in the Fan 

Entertainment Zone with giveaways for attendees. The company 

also regularly distributes free home game tickets to its customers, 

clients and employees.
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D
ad will turn 69 this month. 

As I get closer to the big 

five-o, 69 doesn’t sound so 

old anymore. But he’s not a 

healthy 69. Too much fast 

food and too many jumps 

out of airplanes as a paratrooper have 

wrecked his body. On top of that, he’s 

hard of hearing and has leukemia. 

Despite these problems, though, he 

gets up every day and wants to do 

pest management. He always has 

a smile on his face, and he’s always 

willing to listen (as long as the talker 

is really loud). 

His body won’t let him climb 

ladders anymore, but Dad loves  

to talk about pest  

management and, more 

importantly, he loves to sell pest 

management products and services. 

Dad’s birthday is in October, 

and I don’t know how many more 

Octobers I’ll have with him to tell 

him how proud I am to be his son, 

how impressed I am with the way 

he can train a green technician and 

how happy I am there are three 

generations and two companies 

of Schopens performing pest 

management services. It’s a little 

early for eulogies, but instead, here 

is a toast to my dad on his 69th 

birthday — to a man who really 

could sell ice to Eskimos.

Pete Schopen Sr., was born Oct. 

20, 1946, the fifth of six kids born 

to Peter and Eugenia Schopen. 

All six kids and two parents lived 

in a two-bedroom home with one 

bathroom. He grew up a good 

Catholic in Wilmette, Ill. At the 

tender age of 17, he joined the U.S. 

Army, which took him to Germany, 

where he eventually became a staff  

sergeant. After leaving the army, he 

met Jeannie Little, fell in love and 

eventually produced yours truly in 

1969. Pete Sr. worked a number of 

dead-end jobs until he found his 

career with Orkin in 1970. 

Orkin was just what the doctor 

ordered. Dad had found his 

calling! Not only was he a good 

technician, he was a fast learner. 

He quickly earned his licenses and 

started selling. He was a one-man 

revenue stream.

After a year as a service technician, 

he was the top seller in the office in 

Glenview, Ill. He was promoted to 

a salesman and became a charter 

member of the $100,000 Club in 1972. 

He got another promotion and 

became the manager of the Glenview 

office in 1973. Dad loved working at 

Orkin. He would come in early, get 

the coffee ready, and have morning 

training sessions with the technicians. 

Eventually, he decided to try his 

hand at running a pest management 

company. In January 1974, Dad 

started Mid Central Pest Control, 

which was an instant success. Within 

a year, he hired his first technician, 

opened up his first office and 

had Mom helping him with the 

paperwork.

Very few stories are perfect, and 

my dad’s is no exception. Within 

a couple of years of starting his 

business, my parents divorced. But 

despite the emotional conflicts he was 

facing at home, his business continued 

to thrive. He moved to a bigger 

location and continued to hire more 

staff and sell more.

By the time I was in high school, 

Dad and Mom had each remarried 

and Mid Central was a regional 

powerhouse. My dad had 12 to 15 

employees, depending on the season, 

Schopen’S open Book
Start-uP: Schopen Pest Solutions Inc.

HeadquarterS: McHenry, Ill.

Founder: Peter F. Schopen Jr.

Start-uP date: April 11, 2006

nuMber oF eMPloyeeS: six full-time, 
two part-time 

2006 reVenue: $97,235 (one employee)

2007 reVenue: $172,495 (one employee)

2008 reVenue: $203,732 (one employee)

2009 reVenue: $243,427 (two employees)

2010 reVenue: $325,960 (three employees)

2011 reVenue: $425,847 (four employees)

2012 reVenue: $489,887 (five employees)

2013 reVenue: $572,772 (six employees)

2014 reVenue: $710,000 (six full-time and 
one part-time employees)

auguSt 2015: $85,292 (31% increase over 
August 2014)

2015 year-to-date (auguSt): $502,117 
(31% increase over 2014)

2015 goal: $887,000

birthday boy 

Pete Sr. (left)

with the 

author.

Happy Birthday, 
Big pete
by Pete Schopen | Contributor
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®

Everything in Pest Control
• Supplies & Equipment

• Technical Backup

• Business Support

• Career Training Programs

Great Events
• Courses

• Workshops

• Special Events

• New York Pest Expo

Visit Our Website
• PCO Store 

• Technical Articles

• Video Archive

• Job Fair

“�Come to  

us for what 

we sell &  

for what  

we know”

Visit our showroom and 

shop at our online store 

1085 Saint Nicholas Ave.  
New York, NY 10032
 
Ph: 212-781-2304  
Fx:  212-781-0225

www.bugoffpccenter.com
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Schopen is president 

of McHenry, Ill.-based 

Schopen Pest Solutions. 

You can reach him 

at 847-529-BUGS or 

pete@schopenpest.com.

generating close to $1 million in 

sales annually. Dad had me work for 

him the summer following my 1987 

high school graduation.

Although I was the first of his kids 

to work for him, all seven — Brenda, 

Anita, Eric, Drake, Sonja, Dayle and 

me — spent time at Mid Central. 

The longest tenured are Drake and 

Eric, who have a combined 37 years 

experience working there. I worked for 

Dad while I was in college and again 

from 2000 to 2006.

Dad has always believed that the 

company was built for his family. 

Over the years, he’s hired one 

daughter-in-law, one son-in-law, three 

grandkids, one brother, one nephew, 

two grandsons-in-law, and his first 

and second wives. When another 

pest management company made a 

significant offer to buy the business, 

he turned down a ridiculous amount 

of moolah so that Mid Central 

would remain family-owned.

Dad is my best friend. I inherited 

his sales genes and work ethic. 

Unfortunately, we disagreed on how to 

run his company. So, with his blessing, 

I left and started up my own company 

in April 2006. We still maintain a great 

relationship and often refer clients to 

each other. 

In 2004, Dad finally sold his 

company to my brother Drake. He 

still helps with termite inspections 

and the occasional wasp nest, but he 

mostly runs errands and helps me 

with service meetings for my techs. 

The leukemia has slowed him down 

considerably, but he remains busy. 

Recently, I hired my brother 

Eric to come work at Schopen Pest 

Solutions. That pushes me up to 

six full-time techs, including three 

Schopens (Eric Sr., Eric Jr., and me). 

Dad is excited his sons and grandson 

can work for a company that bears 

his name.

Just think, if I can continue to 

grow Schopen Pest Solutions for 

another five years, the name Pete 

Schopen will have been affiliated with 

pest control for 

50 years! We’d be 

joining the family 

ranks of the 

Rollins, Dold and 

Noble families, 

among others. 

Thanks for 

indulging me 

this month so I 

could brag about 

my dad. Happy 

Birthday, Big Pete. 

I love you. PMP

COntinued FrOm Page 86
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Fleas be gone
Kentucky PMP turns to Harmonix to use 

at residential and sensitive accounts

ADVERTORIAL

Matt Blake, service manager for OPC Services in Louisville, Ky., 

put the fgurative bug in his Bayer rep’s ear about fea control. 

Blake was looking for an efective product that provided quick 

knockdown and long-lasting residual for residential accounts, 

some of which are sensitive. The day after his rep got Harmonix 

in his hands, it was in Blake’s.

Launched about two years ago, Harmonix is a botanical 

insect spray that contains pyrethrum, which is derived from 

the chrysanthemum fower. It’s labeled to control 60 common 

household insects and can be used indoors and out. It’s ideal 

for sensitive accounts, such as schools and childcare and health-

care facilities. It also has no heavy odor and is non-staining.

OPC, which employs 100 people, is a locally owned family 

business established in 1972. Its business is split equally between 

residential and commercial accounts. Its service area stretches 

from Southern Indiana to Bowling Green, Ky. Its technicians will 

travel as far as two hours away from the home ofce.

“We pride ourselves on great customer service,” says Blake, 

a third-generation pest management professional (PMP) who 

has been in the industry for 12 years.

OPC’s technicians use Harmonix primarily on residential 

accounts. Blake has been using the botanical solution for just a 

few months on about a dozen jobs. He has used Bayer products 

– Maxforce Quantum ant bait, Maxforce Impact cockroach bait 

and Temprid for bed bugs – before, so he knew using another 

Bayer product would be a pleasant experience. 

“I have nothing but good things to say about these 

products,” he says. “With Harmonix, I was looking for a broader 

spectrum insecticide for fea control and something that lasts 

a bit longer than what we were using. Bayer’s research and 

development department suggested we try Harmonix for pet- 

related infestations. I tried it in my own home frst because 

I accidentally took feas home from a job. I tried it once and 

haven’t seen a fea since.”

Before using Harmonix, OPC’s 

technicians were using several 

other insecticides.

“We had okay luck with them,” Blake says, adding OPC 

averages about three fea jobs a week.

At frst, Blake admits he was skeptical of Harmonix because 

of its formulation. 

“I’m a feld/experience type of guy,” he says. “But there have 

been no callbacks on the jobs we’ve used it on. We tested it 

for two months, and now I will use the rest of the two cases 

we have in stock. It’s turning out to be our go-to product for 

fea control. Our techs think it’s great. They’ve had no callbacks 

either. As a result, it saves us time and money.”

Blake likes Harmonix’s very low odor and non-staining 

properties, especially when he uses it on porous surfaces such 

as carpet and hardwood foors. 

“It’s a big plus because customers’ belongings are our No. 1 

concern,” he says. “It’s always a plus when something works  

this well.”

Blake is focused on using Harmonix solely for feas right 

now, but he says he can foresee using it to control other pests. 

“Flea control has a lot to do with customer cooperation, 

such as vacuuming thoroughly and cleaning pets,” he says. 

“But people don’t always cooperate, so the longer residual 

with Harmonix really helps.”

1-800-331-2867
BackedByBayer.com



NEW 

AND

IMPROVED 
TOUGHER

THICKER

SLICKER

NEW Made of 

virgin no-break 

polypropylene 

plastic

NEW Bottom is 

twice as thick 

and polished 

to a mirror fnish

GOT BED BUGS? 
• Bed bugs are visible against white 
 surface while in place under bed legs.

• Furniture slides easily to reinspect. 

• Clean out captured bed bugs with a 
 swipe of a cotton ball.

Susan McKnight, Inc. • 181 Cumberland Street, Memphis, TN 38112 • USA

EPA Est. No. 85542-TN-001

www.insect-interceptor.com
1.901.848.3831
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CustomerCare@birdbarrier.com
1-800-503-5444
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in Stores
Sparrows in a facility are messy and 

diffcult to catch.

The Trap Door makes it easy. 

Sparrows hear the friendly chirp, 

see the food, step on the perch, 

and fall inside unharmed. The trap 

contains the bird waste, bait etc. It is 

a hygienic way to contain the birds 

until they can be removed from the 

building.

Preventative Sparrow Control Place 

traps where birds are anticipated, 

and catch them when they frst enter. 

The audio can be programmed to 

work with any schedule.

Proprietary 

Audio Attractor

See the Trap Door catching sparrows. 

www.birdbarrier.com/videos

Using a Mist Net to capture 

birds in a store is already 

a challenging matter. Your 

equipment shouldn’t make 

it harder! Bird Barrier’s new 

Mist Net Kits minimize labor 

time and headaches through 

a series of innovations. Visit 

our website for details.

birdbarrier.com/mistnetkitsSparrows “splat” 200 times per day. 

Watch the time-lapse video 

www.birdbarrier.com/splat



Truman’s Scientif c Guide to 
Pest  Management Operations — Seventh Edition

T e of  cial textbook of Purdue University’s continuing 
education program: “Introduction to Urban and Industrial IPM”

Join the tens of thousands who have taken Purdue University’s 
“Introduction to Urban and Industrial IPM” correspondence course —

take your knowledge, career and organization to the next level!

Who will benefit from this course?
Service technicians • Managers of pest control businesses • Public health workers • 

Food industry professionals • Chemical industry personnel

To Register
www.distance.purdue.edu/training/pest/ • 800-830-0269 • Email: pest@purdue.edu

A Pest Management Professional magazine & 
Purdue University joint collaboration

AVAILABLE

NOW!
$119

www.mypmp.net/shop

DIGITAL EDITION 

AVAILABLE

NOW!
$89

TRUMANS.COVERLEAF.COM

Truman’s, the industry’s best-selling reference book, is 

chock full of Need to Know Content: Practical advice, ID 

and control tips (Dos and Don’ts) and coverage of the latest 

pest management trends, technologies and techniques. 

Truman’s delivers How To information that can be 

implemented easily and immediately. 

Truman’s new Seventh Edition features 75 more pages 

of content and more than 80 new photos, drawings 

and tables. It has two new chapters: “Bed Bugs & Other 

Blood-Feeding Bugs” and “Principles of Pest Management and 

Green Pest Management.” Additionally, each chapter in this 

662-page hardbound “industry bible” now features a sidebar 

with green pest management trends and tips.

Truman’s  also provides critical information for anyone seeking 

EPA/state certif cation. The reference book is approved by most 

U.S. states for Continuing Certif cation Hours (CCHs) for certif ed 

applicators who previously have not taken Purdue University’s 

“Introduction to Urban and Industrial IPM” correspondence course. 

Truman’s also is used as part of the reading materials for 

Purdue University’s “Food Plant IPM” correspondence course.

Since 1961
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T
he first time I heard the term blog was in the 

mid- to late 1990s. It was defined by an online 

magazine as “basically a diary, but online.” 

The term is a portmanteau (smush name) of 

web and log. They started as online diaries and 

remained that way for years.

The especially clever and informational blogs 

developed followings, and many blogs from those 

early days still exist. However, it didn’t take long 

for organizations, from non-profits to Fortune 500 

companies, to understand what an effective marketing 

tool a blog could be. 

Corporate vs. personal
Blogs have evolved during the past two decades. You 

probably know several people who have one. Think of 

a topic, and chances are an entire daily blog is devoted 

to it, whether it’s needlepoint or horror movies. But 

beyond personal transmissions, the Internet is rife with 

corporate blogs. 

Most companies use their blogs to communicate 

directly and informally with their customers and 

potential customers (take PMP magazine’s own 

newly launched pMppesttalk.net, for example). It’s 

another branch of social media, but unlike Twitter or 

Facebook, there are virtually no constraints on what 

you communicate, or how many words or characters 

you can use to convey your message. 

A blog post makes for great time-killing reading for 

clients who make their mobile devices one of their top 

sources of information and entertainment. Blog entries 

can be read while standing in line at the store, on the 

commuter train to work or during a mind-numbingly 

lengthy airport layover. Small businesses that develop 

blogs of their own might be lucky enough to have their 

core prospects bookmark the blog — or, better yet, 

subscribe to it. Readers who bookmark your blog will be 

more likely to return to it, thereby increasing your chance 

of being part of their daily Internet surfing routine. 

To create a blog that attracts an audience, you have to 

consider your audience, or rather, the audience you want. 

What kind of information can you type up on the fly that 

would interest readers enough to want to come back for 

more at a later date? 

It helps to ensure a blog stays on topic to some degree. 

That said, don’t impose unnecessary rules on yourself  

or whomever you designate the keeper of your business 

blog. The best pest management industry blogs provide 

information that's both interesting and related to the industry 

and/or your business somehow. If you read something 

interesting online, catch a news segment on TV or come 

across a particularly interesting YouTube video, use your 

blog to share it with your customers. But more than sharing 

what you found, offer your own commentary and consider 

asking your readers to contribute their thoughts. This might 

sound like more work than it actually is so consider this: The 

best business blog entries are no more than five paragraphs 

long, and they can be even shorter. Unless your topic is 

exceptionally compelling, the longer your blog post, the less 

likely your audience will read the entire entry. 

Next month, I’ll focus on how to set up your company 

blog and highlight important factors to consider before 

going live. In the meantime:

1Familiarize yourself with industry blogs — such as 

those from manufacturers, distributors and other pest 

management companies (Northeastern Exterminating, for 

example, does exemplary work at Bedbugs-Brooklyn.com/

our-Bug-Blog.html). See what you like and don’t like about 

these sites as you gather ideas for your own blog presence.

2Work on an editorial calendar of topics you know you 

can riff on quite easily. Knowing that you’re going to 

talk rodent-proofing in November and holiday sales in 

December, for example, will take some pressure off you 

when your self-imposed deadline comes and you think, 

“What should I write about?” pmp

You can reach NEPPER at wnepper@northcoastmedia.net or 216-706-3775.
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The art of the 
business blog

By Will Nepper | Senior Editor

Blogging for your business needn’t 
be an overwhelming undertaking.
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P
rofessional sales consultants perform at 

an advanced level of proficiency and skill. 

They’re able to react quickly and effectively 

in any sales situation. They’re fueled by the 

knowledge that what they do can make a 

difference in people’s lives. 

As an industry, we often don’t take the time to properly 

train and educate our sales staff, or arm them with proven 

sales techniques to ensure the entire sales experience is 

comfortable for the buyer and seller. With that in mind, 

here are six skills your sales team needs to make their 

paychecks bigger and your company more profitable:

1
Learn your company program, and aLL of the 

services offered. Don’t get caught off  guard if  

the customer asks, “Can I get a discount if  I pay a 

year in advance?” Become familiar with all the forms, 

contracts, methods of payment and service intervals 

offered. I advise having your sales team practice regular 

mock sales presentations to hone their skills and learn 

from one another.

2
foLLow a pLanned saLes presentation. If  your 

company doesn’t have one, get started right away 

researching what must be included in a structured 

sales presentation to which everyone can learn and 

adhere. Success in this critical step will put your sales 

professionals on the same page. Practice this in your 

mock sales presentations. 

3
overcome and answer objections. You will 

always have objections or questions from your 

prospective customers. How you handle them will be 

vital in getting those prospects to sign your agreement. 

Some salespeople are scared to death when a customer 

brings up a concern or objection. But most of the time, 

the customer is really communicating that they need 

to know more about the offering. They’re looking for 

more information before making a buying decision. 

We’ll take a more in-depth look at overcoming 

objections in a future column.

4
Know how to get referraLs. Some companies 

use the Five Card system, in which customers 

give out the names of five friends and/or relatives who 

might need the company’s service. You might even want 

to offer customers a discount for each person who signs 

up as a result of their referral. Remember, if  you don’t 

ask, you'll lose. If  you do ask, you might win.

5
Learn how to seLf-generate Leads. Attend 

local chamber of commerce events, lead clubs or 

other networking groups. You also could canvass the 

neighborhood of the folks to whom you just sold, and start 

business-to-business prospecting.

6
set goaLs and create action pLans. You can’t hit 

a target if you don’t have one. Set the 

bar high. pmp

You can reach Johnson, a past president of the 

National Pest Management Association (NPMA), 

president of Sevierville, Tenn.-based Johnson Pest 

Control, and founder of ACES for Business at  

ray@johnsonpestcontrol.com.
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Six steps to  
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sales
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Contact your local distributor or CSI representative for more information. Pivot is a registered 

trademark of Control Solutions Inc., Pasadena, Texas 77507.This product may not be registered 

in all states, please check the CSI website or the state’s department of agriculture for 

registration information.

www.controlsolutionsinc.com   

www.adama.com

Control  

Solutions Inc. 

Innovation you can apply. 

Consumer  &  
Professional  

Solutions

Find us on

Control Solutions Inc. has a New aerosol insecticide for foors, carpets 

and furniture. Pivot® Ultra Aerosol Flea & Tick Killer and Insect Growth 

Regulator kills feas, ticks and other listed insects in homes, hospitals, 

ofces, schools, and other listed sites. This efective insecticide with 

insect growth regulator kills adult feas and prevents fea infestations 

for up to 7 months. Adult feas that are brought into the treated areas on 

infested animals will not re-infest the home. When treating upholstered 

furniture, treat under cushions and areas where fea development occurs. 

See label for full use directions.  Always read and follow the label.

Pivot
®

 Ultra
Aerosol Flea & Tick Killer  
and Insect Growth Regulator

INDOOR INSECT KILLER



MARKETING MATTERS Q&A

By Harvey F. Goldglantz | Contributor
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Q
I’m considering purchasing 

banner ads on social media 

sites. What are your thoughts?

At least for now, social media website 

visitors aren’t paying much attention. 

Data show these ads have little direct 

impact on sales. Multiple studies 

confirm that click-through rates 

on social media ads are just 0.01 

percent, and four out of five users (80 

percent) have never bought a product 

because of a Facebook ad. 

Q
In your opinion, which are  

the most relevant social 

networking websites?

According to eBizMBA.com, a well-

respected web-ranking site, the Top 

7 social media websites, ranked in 

relevance, according to its estimated 

unique monthly visitors (as of Sept. 1, 

2015), are:

1Facebook: 900 million

2Twitter: 310 million

3LinkedIn: 255 million

4Pinterest: 250 million

5Google+: 120 million

6Tumblr: 110 million

7Instagram: 100 million

Q
Which Web metrics should  

I be following?

There are six that I find to be 

indispensable:

1unique visitors represent the count 

of individual people that visited your site, 

regardless of how often.

2If your rePeat visitor number is 

growing, it means people are visiting 

your site once, and then deciding to 

return.

3referrals track users as they click 

on links in search engines, social media 

sites, other blogs and other websites.

4The Bounce rate is the percentage 

of visitors who visit your site and 

immediately either click the back 

button or close the browser tab.

5The exit rate is the percentage of 

visitors who visit multiple pages and then 

leave your site. Are potential customers 

not finding the information they need?

6By contrast, the conversion rate is 

the percentage of visitors who achieve 

a goal, such as completing a purchase 

or filling out a contact form. pmp

You can reach 

GoldGlantz, president 

of Pest Control Marketing 

Co. and author of 

Marketing Matters,  

at hgpcmcinc@aol.com.
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Buy Marketing Matters by 

Harvey F. Goldglantz from the 

PMP bookstore at mypmp.net.
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