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objectives as set out in the Skills 
Development Act, 1998 and other 
relevant regulations.

To ensure that the respective 
program is successfully concluded, 
the project started in Gauteng. This is 
a first for the PCSIB and the end result 
is for the students to find employment 
at the end of their six months training. 
We are hoping to continue with this 
kind of projects annually and branch 
out to other regions.

Due to the fact that students have a 
very big problem of entering the 
industry due to a lack of skills, the 
PCSIB would like to assist these 
unemployed learners with the 
practical skills to be able to enter an 

ear Members, 

D
Every year the PCSIB as a training 
provider apply for funds with 
AgriSETA to help students in the pest 
control industry with internships, 
bursaries etc. This year the PCSIB was 
granted a discretionary fund for 
support of practical pest control 
training and planned to start off with 
a few learners who will work under 
direct supervision of a qualified pest 
management officer. For a period of 
6 months the learners will work under 
direct supervision of Matthys De Beer 
who is a qualified Pest Management 
Officer. 

This project caters for unemployed 
students and teach them practical 
skills.  Practical skills are more than just 
fol lowing rule based actions. 
Practical skills include the applied, 
practical and functional knowledge 
r e q u i r e d  f o r  e a c h  s p e c i f i c  
occupational responsibility that must 
be covered in the training to prepare 
the learner to operate safely and/or 
a c c u r a t e l y  i n  t h e  a c t u a l  
environment so as to not cause 
damage to people, equipment, 
systems, the environment and the 
business.

The project is worked out according 
to a strict budget where the students 
are paid a weekly stipend. The PCSIB 
has undertaken to prepare progress 
reports required by AgriSETA to be 
submitted monthly. The parties will 
promote the skills development 

occupation where they can sustain 
themselves and their families and to 
develop skills needed as defined 
scares skills to enter the South African 
workforce.

The PCSIB wants to thank Bayer for 
sponsoring a goodie bag which 
include caps, t-shirts, A4 Folders, note 
pads, screwdriver pens and lanyards. 
The students were extremely excited 
to receive everything including their 
protective safety clothing and spray 
tanks. This is so positive for our industry 
and we need to embrace these kind 
of projects to help people with skills 
development.

Until next time,
Lynette
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ALBERT EINSTEIN’S THEORY ON SELLING
your use of technology. Remember 
those thoughts and make a plan to 
incorporate them as goals in your 
selling. Write your goals down, set a 
due date and quantify how you will 
achieve them.

For some people, it's hard to be 
creative and come up with new ideas 
for change. Get others to help you 
achieve your goals. You don't have to 
reinvent the wheel. There are enough 
salespeople, books and Internet sites 
that can be ready sources of guid-
ance. Expect that it may take time to 
see results. Just remember, if you're 
going to be complaining to yourself this 
year about something you faced last 
year, you're contradicting Einstein's 
Theory of Selling.

Showing it. You can plan to do things 
differently for your customers as well. 
How do you show your customers you 
appreciate them? Lunches are fine, 
but everyone does them. What else 
could you do that sets you apart that 
also builds rapport with your custom-
ers?

id you know that Albert Einstein 
had a theory on selling? He Dsaid, “Doing things the same 

way you always have and expecting 
the results to be different is insanity.” He 
may not have realized it at the time, 
but what better theory to apply to 
selling?

Selling is complex and you face many 
challenges. You may think that doing 
what you've always done is a strategy 
for success. Yet the choices you make 
are critical to your success. As your new 
year unfolds, what are you planning to 
do? Is it more insanity or getting 
different results?

Doing it. What do you want to do 
different? Sometimes when you're busy 
doing your job you lose sight of where 
your challenges are. What has stressed 
you? Think about all the times you 
thought last year “if only I could do X,” 
“if only I knew more about Y,” or 
“there's got to be a better way to do 
this.”

Maybe it was putting a bid proposal 
together, addressing the time ineffi-
ciencies of business travel, or improving 

When you read the newspaper and 
other journals, are you looking for 
articles that are of particular interest to 
select clients? What business book (or 
other book) could you recommend to 
your customer that would enhance his 
job performance? Each time you send 
information that helps your customers, 
you are also saying you care about 
them and their business.

What about our customers' expecta-
tions? You certainly demonstrate by 
your past actions what your customers 
can expect from you as a supplier. You 
also know the results you got from your 
behavior. If these results are what you 
want, keep doing more of the same. If 
they're not, Albert would say to do 
something different.

Now that the year is new, you can 
make it a different one. You can 
choose what you do in your selling. You 
can set your own expectations for 
results. Then later this year when you 
examine your results, remember that 
selling is all relative. It's relative to your 
choices and your expectations. Even 
Einstein would agree.
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AND WHY IT'S IMPORTANT
KITCHEN HYGIENE 

s your kitchen as clean as you 
think it is? You might wipe the Icountertops when you're finished 

making dinner, or mop your tile floor 
when you drop a piece of raw pork 
on it. But did you really kill the germs, 
or just make the mess a little more 
invisible?

Kitchen hygiene is important for 
several reasons. First off, you can 
spread germs, whether they be 
pathogens, bacteria or the 
common cold, if you don't disinfect 
dishes, countertops and floors often 
enough. Secondly, no one wants to 
eat in a kitchen that looks - or feels - 
like it's filthy.

One of the best ways to keep your 
kitchen countertops and tiles clean 
is to change out your sponges once 
per day. When you spill something 
on the tile floor, use a different 
sponge or cloth to wipe it up than 
you just used to sweep crumbs off of 
your kitchen table.

Don't rely on plain dish soap to wash 
away all the germs. Regular dish 
soap is not antibacterial. You need 
super-hot water or antibacterial 
cleansers to actually kill germs. 
Thus, you'll kill germs on dishes when 
you wash them in a piping hot 
dishwasher, but just dunking the 
cutting board in lukewarm soapy 
water won't kill the bacteria and 
pathogens that you just spread all 
over while you trimmed raw meat.

Do you ever stop to think how many 
germs you're diffusing all around 
your kitchen when you touch the 
handles of cabinets and the 
refrigerator with sticky or dirty 
fingers? Then what happens the 
next time someone else touches 
that same handle? They pick up 
germs and spread them elsewhere! 
Kitchen hygiene is crucial in the 
kitchen because it helps prevent 
germs from spreading out past the 
kitchen and making people sick.

Now let's talk a little bit about the 
floor - and tile floors especially. Tile 
floors look great in a kitchen, but 
they'll reveal any spills and stains 
that might have landed there. You 
need to keep them cleansed with 
tile cleaner or a vinegar/water 
mixture and a mop to actually get 
them clean to the point where the 
spread of germs isn't a problem.

The same goes for tile countertops 
and walls. Splatters from the cook 
top and dirty water sprayed from 
the sink onto the backsplash are all 
unsightly, not to mention germy. 
Clean these regularly with the same 
products you use to clean the tile 
floors in order to prevent spreading 
infectious agents.

With permission of EzineArticles

By Matt Saunders

8 PESTNEWS JUNE 2015 



9



10



11



12

CONTROL PESTS

IN YOUR HOME
properties are long lasting, causing 
insects to die days, weeks or months 
after application even if somewhat 
slowly. On the other hand, the 
'knockdown' type of insecticides 
cause an immediate paralysis of 
the insect, in fact it appears to be 
knocked down.
4. In the case of residual treatment, 
the porosity and extent of the 
surface to which the insecticide is to 
be applied is of paramount 
importance in determining the kind 
and amount of preparation to use.
5. The presence of food or the 
situation may be where food is 
prepared and these may impose 
restrictions.
6. The presence of a fire, stove or 
naked flame may impose further 
restrictions. Oil-based sprays should 
never be used unless all such are 
extinguished.

In general the type of spray to be 
used is governed by the following:
1. Residual treatment against 
larvae is best accomplished by 
means of a powder with toxicity as 
a stomach poison and with long 
residual effect. Large crawling 
insects can also be treated in this 
way.
2. Where food is present special 
care must be exercised. No 
insecticides should be allowed to 
come into contact with food, not 
even in the smallest quantity. Some 
in sect ic ides  pos ses s  s t rong  
aromatic odours which they may 
impart to foodstuffs, causing 'taint'.

In pest control some of the hazards 
which must be borne in mind, and 
precautions which must be taken:
1. Pest control chemicals must be 
stored where children cannot 
possibly get at them. For this reason, 
also, pest control liquids must not be 
decanted from their tins into 
receptacles such as cups, glasses or 
basins, which may give to young 
children the idea that the liquid in 
the cup is a drink. Many instances 
are known of young children 
drinking such liquids when their 
parents' attention has been 
diverted.

ontrol of insect pests in the 
home is an integral and Cimportant part of household 

management. Home hygiene, 
although of great importance, 
plays only a part in this because 
even though some insects may be 
i n  t h e  h o u s e  a s  a  d i r e c t  
consequence of low standards of 
hygiene, others, such as the 
fortuitous wanderers and Common 
Furniture Beetle, are independent 
of hygiene standards. 

However ,  the  comparat i ve  
absence or presence of insects in 
the home is fast becoming a 
measure of the standard of living 
enjoyed.

Stemming from this is the increasing 
reliance on professional servicing 
companies for deal ing with 
infestations of insect pests in the 
home.

The first essential in insect pest 
control is identification. When an 
insect is found in the home and is 
then correctly determined, one can 
immediately assess its importance, 
learn something of the essential 
features of its biology and know 
something of the economic 
damage it is likely to cause.

Factors influencing the choice of 
insecticides for insect control :
The choice of an insecticide for the 
control of a specific insect needs 
careful consideration for the 
following reasons:
1. In those insects which exist in four 
stages – egg, larva, pupa, adult – as 
a general rule the different stages 
differ in their susceptibility to 
insecticides, e.g. larvae and pupae 
are often more resistant than adults.
2. The mode of life of a specific 
insect or specific stage in the life – 
cycle must be taken into account, 
e.g. crawling, motionless and flying 
insects would each best be 
attacked by different methods.
3. The next point of consideration is 
whether to use a 'residual' or 'knock-
down' type of insecticide, or a 
combination of both. By 'residual' 
we mean an insecticide whose 

2. The disposal of residues is often a 
problem. Small quantities of 
insecticides remaining at the 
bottom of tins should not be left in 
old sheds and other places where 
their presence is subsequently 
forgotten.
3. Domestic animals are sometimes 
harmed and even killed by their 
owners mistakenly applying an 
unsuitable insecticide to the fur of 
the dog or cat for control of lice or 
fleas. The skins of these animals are 
particularly susceptible to certain 
insecticidal substances. Before 
applying an insecticide to a dog or 
a  cat  make su re  that  the 
manufactures  s tate on the 
container that the insecticide is 
suitable for this purpose.

Important:
The most important advice that can 
be given to a person about to use 
an insecticide in the home is to 
make sure that the label on the 
container has been read with care 
and understood. The next most 
important thing is to carry out all the 
i n s t r u c t i o n s  c o n c e r n i n g  i t s  
appl ication, careful ly guard 
against the hazards and take all the 
stated precautions.
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HOW TO CONTROL THE 

VINE WEEVIL, WHITEFLY 
AND WOODLICE ON PLANTS

he vine weevil, whitefly and 
woodlice are destructive pests Tand love to attack the diverse 

plant life in the garden. Make sure 
pests are treated with the preferred 
type of chemical or organic control 
method before they are able to get 
too widespread. Here are several 
steps to eliminate these destructive 
insects:

Vine Weevil
A nocturnal insect like the vine 
weevil feeds on the roots and leaves 
of flowers, fruits and vegetables. 
Even though these bugs will attack 
virtually anything in the garden, they 
do have a preference to yew, 
fuchsias, rhododendron, and 
azaleas. Vine weevils are difficult to 
detect by sight since they only 
appear at night, but the tell-tale 
signs of this bug include damage to 
the outer edges of the leaves.

There are several natural or organic 
methods to control the vine weevil 
p o p u l a t i o n  i n  t h e  g a r d e n .  
I n t r o d u c i n g  t h e  b e n e f i c i a l  
nematodes to the garden soil can 
offer an effective solution to control 
these insects. They attack the larvae 
and minimize the negative impact 

of the vine weevil. Also, other 
n a t u r a l  o p t i o n s  i n c l u d e  
encouraging local wildlife to 
populate the garden, such as birds, 
toads, and frogs, which will use 
these bugs as a source of food. A 
chemical option includes applying 
a pest ic ide with an act ive 
ingredient like imidacloprid to the 
plant leaves.

Whitefly
Whiteflies are attracted to all types 
o f  p lant  l i fe  in  the  home,  
greenhouse, and garden. They are 
particularly attracted to vegetables 
like the cucumber and tomato 
plant. The whitefly is extremely small 
(1.5mm long) and will fly in a large 
cloud when disturbed. These flies 
also breed remarkably fast with a full 
life cycle taking in the region of 20 to 
30 days.

Because of the fast breeding cycle, 
it is essential to treat the whiteflies as 
soon as spotted on the leaves. A 
natural option includes a soap-
based spray which contains fatty 
acids to kill the flies on contact. Also, 
try to include heavily fragrant plants 
near the vegetables and fruits to 
deter the interests of the whiteflies. A 
chemical-based option includes an 
insecticide with active ingredients 
like Bifenthrin or Permethrin.

Woodlice
Woodlice are a common sight in the 
garden and often found under 
stores or pots. These little grey insects 
can snack on soft plant growth or 
seedlings, although their main 
source of food comes from rotting or 
dead plant material.

A simple method to limit the 
appearance of woodlice comes 
from keeping the garden free of 
general rubbish and debris buildup. 
Don't let the seedlings get over-
watered, and make sure the soil is 
given time to dry before the next 
scheduled watering session.

With permission of Ezine Articles

By Kyle Vail
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TO BECOMING A HOUSEHOLD NAME
10 BUILDING BLOCKS

a n d  n o t i c e  h o w  t h e  b e s t  
commercials create an emotional 
atmosphere. Which commercials 
get your attention, which ones stick 
with you, and how do they get their 
message across? 

Identify the benefits vs. the 
features: Know your product / 5services inside and out. But 

instead of just listing the features, 
describe them in terms of how the 
client will benefit. Remember, it's all 
about creating that emotional 
connection with your ideal client 
and telling them how you can make 
their life better. 

Create an experience: Why 
should consumers buy from 6you as opposed to any one of 

your competitors? What makes you 
unique? Successful companies are 
now in the business of creating 
experiences that enrich lives. 
Starbucks does not just sell coffee. 
From the music they play (and sell) 
to the comfortable furniture and 
inviting d'cor they offer, they create 
an atmosphere that people will pay 
for above and beyond a beverage 
in a cup. 

Commit to a message: How do 
your values and mission tie into 7your image? Carefully look at 

what matters most to you and 
broadcast that to your ideal client. 
Once you are clear on your 
message, stand behind it and don't 
waffle. 

Enforce consistency: This also 
relates to your values and 8mission. Once you are clear 

about why you are in business, 
maintain your integrity, from the 
level of service you provide and your 
logo and printed materials to the 
way you follow-up with customers 
and the stamps you buy. Be 
conscious of every detail and match 
it to your values, your mission, and 
your message. 

Have the courage to reinvent 
yourself: Even (or especially) if 9you have been in business for a 

long time, take the time to ask, who 
do we REALLY want to be? You

Identify your values: This is the 
most critical step and the one 1most often overlooked in 

business. Do some soul searching 
and get a crystal clear idea of what 
matters most to you as an individual 
and then as a company. Your values 
form the base of your company and 
should influence every decision, 
from what kind of toilet paper you 
buy to the business partners you 
seek. 

Identify your mission: Once 
your values are identified, it's 2t ime to wr i te a miss ion 

statement. Ask, why does my 
company exist? What do we aim to 
do? Write it in simple language that 
a 12-year old can understand. Do a 
search on the internet for mission 
statements and use the most 
compelling ones as a template. This 
is the statement that should get you 
out of bed each morning and inspire 
you morning, noon, and night. 

Identify your ideal client: 
Again, a critical step. Look at 3your mission and why your 

company exists at all and ask, 
"Whom do I serve?"  The hard part is 
getting as specific as possible to the 
point of potentially turning off a lot of 
other people. Don't worry. The 
biggest mistake you can make is 
trying to please everyone. This 
dilutes your service/product so 
much that you really don't strike a 
nerve with anyone. No one will have 
a compelling enough reason to buy 
from you. By turning some people 
off, you attract others who will bond 
with you for life. And a final benefit to 
knowing the specifics of your ideal 
client is you then have a much 
better idea of where to look for 
them. 

C r e a t e  a n  e m o t i o n a l  
connection: Every potential 4customer wants to know one 

thing, "What's in it for me?" In order to 
compel someone to pull out their 
money and buy, you need to 
connect them to you in an 
emotional way. How are you going 
to make their life better? What pain 
is your product or service going to 
eliminate? Watch some television 

might have created your business 
without being clear about your 
mission, or your mission might have 
changed. Or because the climate 
and the market constantly evolve, 
you might have hit the target five 
years ago, but have lost your edge 
since then. Be brave enough to ask if 
your current image is right. If not, this 
is the time to reconnect with your 
current mission. 

Lastly, beware of following 
trends: If you want longevity, 
don't fal l  prey to the 

seduction of the latest trend. 
Besides, if something is trendy, it's 
probably already too late to jump 
on that bandwagon. Keep looking 
inward at what you stand for and 
forward at how your company will 
change lives. Build trust by showing 
you aren't fickle or easily swayed by 
the flavour of the month.

By Kim Nishida
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THE SILVERFISH
carbohydrate diet is probably 
supplemented by protein from 
dead insects and sizes and glues 
used in book-binding. The Silverfish 
cannot be looked upon as being of 
economic importance but it is an 
unpleasant inhabitant of our homes 
and gives rise to feelings of 
revulsion.

Life – cycle

Egg
About a hundred eggs are laid by 
each female, singly or in batches of 
two or three in crevices and under 
objects.

Nymphal stages
During the first three months the 
insect is whitish, being devoid of the 
silvery, spade-shaped scales that 
make their appearance at the third 
moult. An interesting feature, 
however, of the Silverfish is that it 
goes on moulting throughout its life 
and in doing so is able to 
regenerate organs such as legs 
which have been accidentally lost.

Length of life – cycle
Incubation of the eggs last from 19 
days at 32°C. to 43 days at 22°C. It is 
stated that the eggs of the Silverfish 
do not hatch above 50 per cent 
relative humidity at 22°C. The 
optimum relative humidity for 
maturation is 90 percent.

his primitive wingless insect is so 
called on account of its shining Tgrey coloration, its sinuous 

movements and perhaps its quick 
darts to cover when it is disturbed. 
The silverfish is nocturnal, shuns the 
light and is perhaps most often seen 
when uncovered in dampish 
situations such as in kitchens and 
sculleries. Although it is able to walk 
up rough vertical surfaces such as 
wallpaper and plaster, it is unable to 
walk up vertical smooth surfaces of 
porcelain and glass, so that in this 
way it is often found trapped in 
baths and basins.

Appearance
The absence of wings, shining grey 
colour, long antennae, torpedo 
shape and the three long bristles at 
the end of the abdomen serve to 
render identification an easy 
matter. They have two pairs of 
t o o t h e d  m o u t h  p a r t s ,  t h e  
mandibles and the maxillae which 
are used for scraping fungus-
softened wallpaper before eating. 
The compound eyes ,  each 
consisting of twelve separate eyes.

Economic importance
The Silverfish is responsible for little 
actual damage. It feeds on 
carbohydrate substances such as 
starch used for wallpaper paste, 
and damp wallpaper (where it is 
probably able to digest the 
cellulose). It is also recorded as 
biting small irregular shaped holes in 
linen, cotton and artificial silk. Its 

LEPISMA SACCHARINA

PESTNEWS JUNE 2015 



18



19

WASPS

asps, with their character-
istic yellow – and – black Wmarkings, are familiar 

insects to everyone, being com-
mon during late summer and 
autumn, until the first cold weather 
brings their activity to an end.

Appearance
It has been said that the average 
man considers that he can distin-
guish a bee from a wasp, and 
either from a fly. The errors that the 
average man makes are due to 
reliance on colour pattern as the 
feature of identification and man is 
not the only animal that makes this 
error. Indeed this error has had a 
profound effect on the colour 
pattern of other insects and is 
associated with the wasp's capac-
ity to inflict sting. It has come about 
that many issues bear the black – 
and – yellow transvers bands of the 
wasp, such as many species of flies 
of a number of different families, 
moths and even several species of 
beetles. Recognize the essential 
features, the four wings locking 
together, the large head with its 
long axis, and the mouth parts 
directed vertically downwards. The 
queen is about 20 mm. in length, 
the males about 15 mm, and the 
workers 10 – 15 mm in length. The 
males in each species possess 
longer antennae than the queens 
and workers.

Life – cycle
The young queens emerge from 
the nest in autumn and, after 
mating, select hibernation sites in 

protected situations, such as 
garden sheds and under bark. They 
normally cling with their jaws to 
material such as sacking or cur-
tains. It is not until late in the follow-
ing spring that hibernation comes 
to an end and the surviving queens 
select nest sites. The two common 
species nest in the ground in banks, 
or sometimes amongst roof rafters 
or in sheds. The queen builds her 
nest of wood which she has 
scraped from a fence post, and 
after it has been mixed with saliva 
she spreads it out with her jaws and 
tongue to make a slightly undulat-
ing fragile wafer – like paper.

The nest consists of an outer cover-
ing of several layers of paper, and a 
number of combs each consisting 
of many six-sided cells. A single egg 
is laid in each cell by the queen. 
From laying the egg to emergence 
of the adult takes from 3 to 6 weeks. 
Towards the end of the summer the 
original queen lays a number of 
eggs which produce male wasps 
only and these mates with the new 
queens. At the onset of the cold 
weather during the autumn all the 
wasps die, with the exception of 
the new queens which fly away 
seeking hibernating sites.

Economic importance
Wasps cause considerable nui-
sance as they are attracted to fruit, 
jam and similar sweet substances.

When the sting is brought into use 
the venom is forced from the sac 
into an enlargement at the inner 

end of the sting sheath and is then 
forced along the channel into the 
wound. The venom has two main 
const i tuents,  h istamine and 
apitoxin. The old-fashioned remedy 
for the relief of wasp stings was to 
use an alkali such as washing-soda. 
This has little effect on the poisons 
injected by the wasp, and the 
modern, more effective, treatment 
is to liberally apply an antihistamine 
cream to the site of the sting and to 
take antihistamine tablets by 
mouth.
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