
 
SPRING 2022 

 

E 
ffective flea control is a 
challenge that requires a 
proactive, multifaceted   

approach that takes time and effort. 
It should encompass an approach 
inside and outside a home. Some 
tips: 

     Pet 
owners 
should   
examine 
pets daily 
and look for 
evidence of 
adult fleas 
and “flea 
dirt” (dried 
flea        
excrement). 
They 
should use a 
flea comb to groom the pet. 

     Pets should be bathed and 
shampooed regularly as instructed 
by a veterinarian. 

     Pet owners should use a topical 
flea control treatment                  
recommended by a veterinarian. 

     Use a vacuum to remove flea 
eggs, larvae, pupae and adults. This 
also helps remove “flea dirt”. 

     Customer should wash pet   
bedding once per week in hot, 
soapy water and dry at a high     
setting. 

     Educate customers! Provide    
information and directions to avoid 
and help treat fleas. It should also 
let them know what to expect when 
you treat for fleas. 

     Perform inspections that look 
at all areas a 
pet          
frequents to 
find the 
source of 
the          
problem. 

     Identify 
the flea   
species to 
better treat 
the issue. 

     Involve 
the custom-

er and encourage them to vacuum 
every several days and replace the 
bag or empty the tube. 

     Whatever product you use to 
treat indoors, consider adding in an 
insect growth regulator. 

     Not all situations require      
outdoor treatment, as the decision 
depends on the inspection.        
Generally, fleas do not survive  in 
hot, sunny areas with cut lawns.  

     Provide follow-up service to 
ensure your program is working 
and keep the customer satisfied. 

FLEA PREVENTION 
Spring Brings tick, ticks and more ticks ... 
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P 
roper identification is the foundation of ant  
control. Sometimes, a best guess at identifica-
tion cam make a problem worse. In fact, ant 

control has one of the highest callback rates in pest 
control services. 
 
     The wrong strategy based on improper              
identification can lead to more problems, and end up 
costing a customer more money. Which, does not help 
you keep them as a customer! 
 
     Proper identification determines what bait will 
work best. Pavement ants love proteins, while odorous 
house ants prefer sugar-based baits. Not knowing that, 
or knowing what you are treating, can end up making 
your work more difficult. 
 
     Make sure you ask questions up front: What did the 
ants look like? Exactly where have they been seen? 
Were they attracted to a specific food? To a source of 
heat, cooling or moisture? Where they moving in a 
trail? To or from where? 
 
     Inquire about ant behavior, also. Some ants bite, 
others really do not. Knowing that information could 
be invaluable. 
 
     Children can also be a good source of information. 

They often pay more attention to the ants and have 
actually watched their behaviors.  
 
     Usually, customers can provide basic descriptions. 
While they may not be able to identify, even basic   
details like color can help guide you to the right     
treatment.  
 
     Make sure you are also looking at the entire     
property, including the outdoor areas including the 
yard. You may find clues that help the identification. 
 
     You should know the major ants in your region. 
This helps you make some early decisions and rule out 
other possibilities.  
 
     Not sure about an ant? Use a hands lens to get a 
better look and take a photo with your phone that you 
can zoom in on.  
 
     Still not sure? Collect specimens to evaluate back 
and the office and ask others for help. Send photos to 
an expert who can assist with the identification. 
 
     Identification is more important today than ever in 
the pest management industry. The industry has 
moved closer to developing more specific and precise 
treatments and even species-specific solutions. 

Guessing isn’t good enough when it comes to ant I.D. 

• Cockroach bodies are covered in bacteria, fungal spores and other potentially 
dangerous pathogens. They spread these when walking on surfaces.        
Controlling cockroaches means controlling potential disease.  

• Thousands of cockroaches can hide in a single cardboard box. Suggest to 
customers that they store items in plastic or metal storage containers.  

• Cockroach bit rotation is a necessary practice to avoid resistance and        
bait aversion.  

• Always extend inspections to outdoor areas to determine if the population 
could be coming from a trash area or place where organic material is stored. 

• It’s theoretically possible for one female to have more than 100,000          
offspring in a single year. 
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Mosquito Control    
As An Add-On 

 
     Mosquitoes, he ever-present and annoying pests have 
caused a stir in recent years and there has been  mor talk 
of mosquito-borne diseases. Consequently, the desire 
for mosquito control has grown 
 
     With increased customer        
demand, growing revenue streams 
emerge. Capitalizing on a market 
opportunity, while offering wanted 
and needed services, is something 
you should consider. 
 
     Some inherent obstacles in     
offering mosquito control services 
do exist. You are never going to get 
rid of them all! And customers need to understand that 
the goal is to        minimize to the point where they are 
less noticeable. That takes some consumer education. 
 
     Your company may need to have technicians with 
the proper licenses, which may be new for your       
company. This takes education and time for licensing, 
and an employee ready to take on the challenge. 
 
     Residential customers also have to better understand 
that to reduce mosquitoes, they have a responsibility to 
reduce standing water around the property. Pools, tires, 
buckets and water bottles need to be emptied because 
that is where mosquitoes breed. 
 
     In addition to educating customers, it may require a 
combination of treatments around the home and in the 
yard and shrubbery with a “mosquito trapping” product. 
Trapping products act as lures and contain an Insect 
Growth Regulator to prevent any laid mosquito eggs 
from developing into adults, and block the female from 
the spreading disease. 
 
     This type of population control system is a good   
solution for customers who do no like chemicals around 
their homes and communities sensitive to pesticides.  
 
     Many are reluctant to add this new service, but the 
treatments out there provide many options that appeal to 
customers and that make it affordable for your company 
to enter the market. 

CARPENTER BEES 
 
     Spring’s abuzz with flying insects and this    
includes a rather large bumble bee like creature 
seen buzzing around homes. Although somewhat 
bumble bee like in appearance, these are actually 
another pest altogether: carpenter bee. 
 
     Bumble bees tend to be fuzzy allover and     
carpenter bees have smooth shiny black abdomens 
without fuzz. Despite their similar appearance, the 
nesting habits of the two types of bees are quite 
different. Bumble bees usually nest in the ground 
whereas carpenter bees tunnel into wood to lay 
their eggs. 
 
     Carpenter bees nest in a wide range of         
softwoods and hardwoods, particularly if the wood 
is weathered or bare (unpainted). Eastern species 
of carpenter bees prefer softwood such as cedar, 
redwood, cypress, pine and fir. The bees can more 
easily tunnel through woods that are soft and that 
have a straight grain. Western species of carpenter 
bees often nest in oak, eucalyptus, and redwood.  
 
     Females drill into wood and form an entrance 
hole about 1 inch in diameter; they then continue 
with a gallery of about five inches long in which to 
lay their eggs. They provision each egg in the    
gallery with a bit of pollen. In this process, they 
can also create quite a mess, as they stain the area 
with the yellow/brown pollen and feces they     
produce. 
 
     The nesting action of these carpenter bees may 
end up destroying the wooden members of a patio, 
deck, railings, facia boards, siding, wooden 
shakes, eaves, outdoor furniture, or fence posts. 
Painted or pressure-treated wood is much less     
susceptible to attack.  
 
     Males and females can be aggressive and       
territorial as well, and will dive bomb as nests are 
approached. However, stings from female         
carpenter bees are rare. Males do not have a   
stinger. 
 
     There are proper treatments you can offer    
customers, and help them understand the differ-
ence between species. Not treating carpenter bees 
can lead to massive property damage. 



W 
hat is that tick-like creature in 
the dog food? Spider beetles are 
primarily pests of pet food and 

cereal products, which often remain in 
storage for long periods of time and       
become damp or moist.  
 
     Spider beetles are typically 1/16th to 
3/16th inches long, oval or cylindrical, long-legged 
and brown in color. Some species look like small    
spiders or large ticks or mites with long legs and a 
globular abdomen. 
 
     Spider beetles are scavengers. They feed and      
reproduce in warehouses, grain mills, museums, and 
homes with broken grain or grain products, seeds, 
dried fruits or meats, wool, hair, feathers, droppings, 
animal feeds and sugars.  

     They prefer to forage at night or 
in dark locations. They can be found 
within walls and attics, in the cracks 
of wooden floors and in the nests of 
birds and rodents. They can be active 
at temperatures well below freezing. 
They do not bite or sting humans or 
pets, spread disease, or feed on or 
damage a home or furniture. 
 

     Infested items should be located and eliminated. 
Shelves with infested products should be emptied and 
vacuumed. Eliminate rodents, birds, and all other    
insect pests as spider beetles feed on feces and dead 
insects as well. 
 
     Typically, removal of infested products, proper 
sanitation of spills and proper storage are necessary to 
control them. But pesticides may be needed.  

S p i d e r  B e e t l e s  
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NEED CEUs?  

Visit www.kansaspest.com for online and in -person events  

STINGING  
PESTS  

 
• Typically, stinging pests won’t 

bother someone unless they are 
engaged. 

• Time of day is important when 
managing and treating stinging 
insects. Timing when they are 
less active (early morning or 
evening) minimizes risk of being 
stung. 

• Exceptionally large nests may 
require an overnight treatment. 
Make sure nearby light sources 
are turned off beforehand, as 
they attract pests. 

• To prevent nest-building, apply 
appropriately labeled liquid   
pesticide to eaves and overhangs, 
and dust in voids, crevices and 
other areas likely to harbor   
stinging insects. 

• Keep an eye out for wasp nests 
in hidden areas such as behind 
false shutters, low overhangs, 
shrubs, detached garages, and 
other areas that provide them 
horizontal cover. 

• To locate hidden nest sites of  
yellowjackets 
and honey bees, 
place a sugar-or 
honey-water  
solution to     
attract a high 
number of these 
types of stinging 
insects quickly. 

MASTER TECHNICIAN            
PROGRAM 

Returning Fall 2022 

     The KPCA Master Technician Program is one of only a few 
of its kins in the United States. It is also an intensive, hands-on 
program. 

     Due to Covid-19, holding the program was difficult the past 
several years as we worked through public health protocols and 
made an effort to be responsible in keeping you safe. 

     The program is returning in Fall 2022! We are working with 
instructors now to lock in dates and subjects. 

     For those who have the designation, we have provided       
everyone an extension on the renewal deadlines. So your        
designation has not expired! 

     For those who want to go through the program, we look     
forward to the programs return soon. 

     You can get updates and additional information at 
www.kansaspest.com 

     More than 60 Pest Management Professionals in Kansas have 
earned the Master Tech Designation. 

     This designation can be helpful in letting customers know 
your expertise is a step above the competition. 

     All classes are held on the campus of Kansas State University 
in Manhattan. 

Rats are among the smartest animals on 
the planet, often ranked in the company 
of dolphins and chimpanzees! They can 
memorize routes and solve puzzles, 
which means they can often find their 
way back into a shelter if their “usual” 
entrance has been blocked off.  
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KPCA Gear  
Now Avai lable  

     The Kansas Pest 
Control Association 
now has clothing 
and other items 
available for sale 
through an online 
store. 

     Get your items 
with the KPCA or 
Master Tech logo 
on them. 

There are items for 
all kinds of weather 

and use, with many size and color  
options. There are also water bottles 
and hats available. 

Check out the online store at 

https://topekaspirit.tuosystems.com/
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The work of KPCA is     

assisted by standing      

committees, each            

responsible for specialized 

goals. The committees work 

with staff, and under        

direction of the KPCA 

Board of Directors.  

KPCA cannot thrive without the efforts of volunteers. 

Committee members gain experience and insight into 

KPCA, as well as help the industry and your company. 

Please consider making an important contribution to the 

future of KPCA and Pest Control Industry by offering 

your time and expertise on one of our committees. 

If interested, contact Spencer Duncan at 785-271-9220 

or kansaspest@yahoo.com 

Education & Training 

This committee           
recommends and plans 
education programs to 
further professionalism of 
the industry. It is creates 
the agenda for the State 
Conferences, and other 
training sessions. 

Government Affairs 

This committee monitors 
legal, legislative and   
regulatory matters       
pertaining to the industry 
and works to maintain 
good working                
relationships with       
government entities. 

Membership 

This committee recruits 
new members and helps 
retain current members 
by promoting the benefits 
of KPCA membership.  
In addition, this commit-
tee works to identify new 
benefits to offer. 

State Fair 

This committee helps 
to plan the booth 
KPCA has each year at 
the Kansas State Fair 
in Hutchinson in    
September. 

KPCA Membership run July 1 to 
June 30 each year.  

It’s time to Renew! 

Visit www.kansaspest.com to     
renew online or                           

download the form 

Questions?  

kansaspest@yahoo.com 

785-271-9220 



Successful 
Upselling 
 
     Upselling or offering add-on 
services is about providing products 
and services customers want and 
need regardless of price. 
 
     A big stumbling block when it 
comes to add-on services is techs 
uncomfortable upselling customers. 
Often this is caused by unrealistic 
expectations set on them. Instead, 
management should make sure the 
focus is on prioritizing education 
and professionalism. 
 
     You don’t need technicians to 
sell to customers - you need them 

to be experts at diagnosing       
problems and presenting solutions. 
 
     Best way to approach this is top-
down, which starts every time a 
prospective client calls. That means 
getting customer service reps on 
board. Whomever answers the 
phone for a service call, the job is 
to set the stage for the technician to 
enter the home with a professional 
status. 
 
     Once a customer understands a 
technician is a professional, the  

opportunity to upsell is easier. 
 
     Along with educating techni-
cians on add-on offerings and their 
benefits it’s essential to ensure they 
believe in it. If they don’t believe in 
the product, they won’t sell it! 
 
     An add-on service should      
answer three questions: Will it help 
them save money? Will it improve 
their quality of life? Will it give the 
customer more peace of mind? 
 
     Even if the answer is Yes to all 
and the customer is still not buying, 
don’t force it. At some point, they 
will purchase add-on products as 
you continue to build trust with 
them. 
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T 
he pest management industry 
has continued to grow even 
through Covid-19. With this 

growth pest management           
professionals are considering how 
they are insured for expanded     
services and new business. 

     Existing contracts may also need 
reviewed and updated to adjust for 
new regulations or expanded      
services within a home or business.  

     Any strategic growth plan      
requires a proactive approach.   
Preparing for how insurance needs 
change as a result of this growth 
help you sustain the business while 
reducing risk. 

     Along with increased growth in 
the industry, there has also been a 
rise in consolidation. Through   
mergers and acquisitions, pest   
management businesses large and 
small are expanding their reach into 
new markets, and trying to keep up 
with this demand in a highly     
competitive space. 

     During an acquisition, a pest 
management company may be 
picking up existing contract or   
services. Whenever there is a 
change in service offerings, it is a 
good idea to evaluate whether the 

proper insurance policies are in 
place to protect your business from 
costly claims.  

     If you are now responsible for 
new services or contracts, are there 
any restrictions in the current polity 
that would limit or exclude         
coverage? 

     For example, say an existing 
contract picked up or bed bugs at a 
hotel requires multiple heat       
treatments, and these treatments 
lead to property damage. What’s 
covered in this “new” client’s    
contract may not be the same as it 
is for current ones. 

     If a small company is taking on 
a big contract, there need to be   
adequate policy limits in place,  
otherwise that leaves responsibility 

for paying a costly claim. 

     Some contracts picked up may 
require liability limits n excess of 
$1 million per occurrence, which 
could require excess coverage.  
Current clients may be satisfied 
with your liability limits, but new 
ones may require limits exceeding 
what you have now. 

     Bed bug treatments aside, there 
could be limitations on various 
treatment types or services within a 
policy that could put a business in a 
precarious position. This includes 
fumigation, improper limits for  
inspections, and limitations in    
pollution coverage, to name a few. 

     Most customers who ask for  
increased policy limits will likely 
be doing so for contracts that      
include ongoing services.           
Regardless who existing contract is 
for, very new exposure for which 
the business is now responsible is a 
risk to be examined. 

     Review your policies as the 
business grows. Make sure you are 
adequately covered, or at least 
ready to quickly get what you need 
when you need it. 

Article by John Culotta, program manager 
with PCOpro 

Managing Growth and It’s Risks 
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D 
elivering a     
difficult      
message is, 

well, difficult.         
Delivering a difficult 
message in a family 
business can be even 
more challenging    
because of the        
multiple and deeply 
personal relationships 
that exist. Difficult 
message must be     
delivered, though, and 
avoiding this task will likely only make matters worse. 
With the long-term success of the family business at 
stake in situations like this one, I’s essential to deliver 
those messages effectively. 

     Always remember the reason for giving feedback 
in the first place and what is supposed to be             
accomplished by doing so. The need to deliver a     
difficult message typically starts with the perception 
that you have a disagreement with someone or their 
performance is falling short of certain standards. Since 
performance feedback is one of the most difficult   
messages to deliver to family members, it needs to be 
done carefully. 

     Goals in delivering this difficult message are (1) to 
share your perspective in a way that the recipient will 
understand it, (2) to learn the other person’s            
perspective of the same situation and then (3) to      
ensure that the performance shortfall is addressed so 
that sustained success can be achieved for the family 
and the business. 

SOFT START-UP. Effectively delivering a difficult 
message requires work before the message is           
delivered. If you launch into the message, the recipient 
will feel ambushed, can become defensive and not   
receive the message as well as they might otherwise. 
Using a “soft start-up” helps minimize this challenge 
and increase the chances of the message being heard. 

     A “soft start-up” introduces the idea of sharing 
feedback even before you actually deliver the         
message. For example, start with “There’s something 
I’ve been thinking about, and I want to share it with 
you. I feel it’s an important item and will take a few 
minutes to discuss. When would be a good time to 
have this discussion?” 

     If they try to delay the conversation, then you can 
simply respond, “This matter is too important to wait 
that long, When can you find some time?” 

SHARING          
PERSPECTIVE. 
Once you’ve           
established a meeting 
time (in a comfortable 
and private location), 
it’s time to begin    
delivering the         
message. The most 
effective way to begin 
is with a question: “ 
I’d like to share some 
feedback I hope is 
helpful. Is that OK 

with you?” The recipient could say No, and the      
conversation comes to a stop. Practically, however, it 
is rare when the recipient answers with anything other 
than a Yes.  

     Asking for permission is important. It explicitly 
communicates to the recipient hat you are about to  
deliver a potentially sensitive message. It gives them a 
moment to prepare. It will feel more comfortable 
providing the specific feedback, as you have received 
permission to do so. 

     Frame the issue like this: “When you (describe the 
recipient’s troubling behavior), I feel (describe the 
emotions - some combination of happy, sad, angry and 
scared - that the recipient’s troubling behavior triggers 
in you).” 

OFFER TO PARTNER. Now that you have shared 
your perspective, invite them to share theirs/ This step 
can provide important information that help clear us 
the situation. Even if it does not help resolve the      
situation, both parties now have the more complete 
picture necessary to improve matters. 

     The goal, of course, is to resolve the problem.    
Offer to partner with the recipient to address the     
behavior. And offer an opportunity to take a timeout 
so the individual can consider the feedback before the 
conversation resumes.  

CATCH THEM DOING RIGHT. Positive feedback 
is more effective then negative. So, as you present the 
problem and have the conversation, make sure you 
also include positive feedback and positive examples 
of their work.  

IN CLOSING. For anyone involved in a family    
business, delivering a difficult message is a challenge 
but necessary. Thee is no process that guarantees   
success in these situations, these steps can help       
increase your likelihood of success.  
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DATA BACKUP: What to 
Know 
     Data backup is an important activity for a business. 
With cybersecurity breaches more common then ever, 
properly backing up data is a must. Failure to do so can 
lead to loss of files or threat of ransomware.  

     The U.S. has more data breaches than any other 
country. Here are things to know to avoid a breach. 

     What Data to Back Up: Always back up any data 
you deem important and can’t afford to lose. It is better 
to back up too much than not enough; you can always 
delete data once you are certain you no longer need it. 

     How to Back it Up: Options for backing up include 
saving data locally, saving it in an online, cloud-based 
storage space, using an external hard drive or USB drive 

or even saving printed 
copies on the computer. 
Drag important files into 
that drive and then drag 
that entire drive onto a   
network or cloud. Many 
systems will backup      
automatically to the cloud 
on a regular schedule. 

     How Often to Run 
Backups: Making a habit 

out of  data backup is key. Backing up business data 
regularly - daily is ideal - is safest. Be sure that every-
one in the organization follows the same backup policy. 

     Cloud vs. Local Backup: Cloud is becoming the 
preferred method because it is cheaper to maintain and 
accessible from anywhere. However, local backup can 
be a valuable supplement in case your cloud provider 
gets hacked or goes down. 

     Cloud Backup Essentials: 

• Will you be locked in?: You do not want to go with 
a vendor who will lock you into a contract in the 
event that you are n longer happy with service or are 
not easily able to transfer your data elsewhere. 

• What is the cost?: Make sure the service can be 
scaled as your business grows, and calculated the 
range of fees for more storage, if needed. 

     How can you make the system secure?: Security 
should be at the forefront of data backup needs.         
Determine who at your company will have access and 
which levels of access can be attained. Using a cloud 
storage company that has a proven track record of    
quality security is key. 

Legal Checkup For 
Your Business       
 
     Every once in a while you should do a midyear 
legal checkup to help you continue to make         
informed decisions to run your business. Here is a 

checklist: 
 
Is Your Business Structure 
Still the Right Choice?: 
Many businesses begin as one 
type of entity and then, as 
they grow and change, they 
discover a different structure 
may better suite their needs. 
Talk with your accountant 
and attorney to see if you are 
still structured correctly. 
 
Is is Time to Expand?:    
Perhaps the business has 

proven itself in the current market or with current 
services and you are thinking about expanding in 
one of these areas. This may be expanding to     
another city, a nearby state or simply adding some 
new services (bird, wildlife, lawn, etc).  
 
Are You on Top of all Compliance                      
Responsibilities?: Running a business comes with 
ongoing legal obligations. You have to file an    
annual report and, in some cases, hold annual   
meetings or update filings with the state. Are you 
up-to-date on all these and in good standing in your 
state? 
 
Review HR Policies: When was the last time you 
updated your human resources policies or           
employee manuals? If the answer is more than 2 
years, then you need to take time to review them 
for any updates or changes. 
 
Check In: Check in with your accountant and    
attorney to just make sure there is nothing you have 
left unresolved.  


