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    SAPCA ROADSHOW

Delegate Registration Form

Company Name:__________________________________________________

Postal Address:___________________________________________________

________________________________________________________________

Telephone No:____________________________________________________

Fax No._________________________________________________________

Contact Person:___________________________________________________

Cellphone No:_____________________________________________________

E-mail Address:___________________________________________________

Attendees:
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________

South African Pest Control Association
Tel: 012 6547708/8038 Fax:012 6540248/086 6747880

Mobile no: 0832948066 Email: info@sapca.org.za  www.sapca.org.za

Book 5 Delegates and more @ R500.00

Kwazulu Natal
Wednesday 24 July 2013
Venue: Hellenic Centre
Address: 6 High Grove, Umgeni
Park, Durban Norht

Tel: 033 563 3877

Eastern Cape
Tuesday 06 August 2013
Venue:German Club
Address: 5 Lorraine Street,
Lorraine Port Elizabeth

Tel: 041 367 2791

Western Cape
Thursday 08 August  2013
Venue:The River Club
Address: Liesbeek Park Road,
Cape Town

Tel: 021 448 6117

Free State
Wednesday 21 August 2013
Venue: Manguang Metro
Address:108 Nelson Mandela
Drive Bloemfontein

Tel: 051 400 5331

Gauteng
Wednesday 28 August  2013
Venue:SHIMAN
Address: Agrisuperior Industrial
Park C/O Porcelain Road and
M57 Olifantsfontein 166

Tel:011 635 3000
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Dear Members

We  all need to promote our businesses/ 
products & services and rely heavily on 
the traditional word of mouth of friends, 
family and clients.  It looks like social 
media is a “must” in future for every 
business to promote and market your 
company. Everybody is talking about 
social media.

SAPCA embarked on that same route 
now and can boast with a Facebook 
page, Twitter and YouTube. Social Media 
is one of the most effective options of 
connecting with potential clients and 

means exactly what it says - to be social!
I must say, it took a lot of convincing 
of the people around me to go the 
social media route. I was never a fan of 
Facebook and Twitter, and I think like 
most of us, did not even know how 
it works.   Maybe I’m giving away my 
age here,  but after practicing a little bit 
and the help of SAPCA’s  social media 
company, Faction Media, it got better and 
easier. 
People on Facebook talk a lot and what 
better way to promote, market and brand 
your company. One friend talking to 
another has now expanded where one 
person can communicate with all their 
friends at once.  This is all a reason to 
talk about you or your business, products 
and services. Any customer, who gets 
good service, will talk about it to friends 
and colleagues. By way of referrals, you 
can also build on your company’s image. 
People will always trust the word of 
someone they know. 

A hands-on approach  in your office 
where your staff answering return calls 
and e-mails within a period of 24 hours 
is professional and it will give your 
customers confidence that you care 
about your company. People like to be 
acknowledged and be assured that you 
will give your full attention to their query. 
This approach will foster positive word 
of mouth being generated about you and 
your company. 

Don’t be afraid to ask for feedback from 
your customers. They are the ones 
who will tell the truth about service 
and products. This will give you the 
opportunity to build on your customer 
service and improve your business 
relationships. Customer service, 
especially for an unhappy client, is the 
most effective way to turn a negative to 
a positive.

Maybe it is time for you to engage in 
social media which in turn will help the 
word of mouth approach.

Lynette Cokayne

Letter from the CEO

CEO Lynette Cokayne

CB Centre West, 75 Durham Street, Centurion, 0157
PO Box 8126, Centurion, 0046

Tel: 086 111 4556  •  Fax: 086 674 7880, 
Email: info@sapca.org.za

www.sapca.org.za

CB Centre West, 75 Durham Street, Clubview, Centurion, 0157
P.O. Box  8129, Centurion, 0046

Tel: 012-654 7708  •  Cell: 083 294 8066  •  Fax: 012-654 0248
Email: simone@pcsib.co.za

www.pcsib.org.za 
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We  all need to promote 
our businesses/ products 

& services and rely heavily 
on the traditional word of 
mouth of friends, family 

and clients.  It looks 
like social media is a 

“must” in future for every 
business to promote and 
market your company. 

Everybody is talking about 
social media.
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I can hardly believe that this is already 
the second issue of the newsletter 
for 2013.  Time is surely flying and 

we have to make the best of what is 
available to us.  

In the previous newsletter we made 
mention of the roadshow to be 
conducted in the different regions.  
Well the time has come and we are in 
the process of finalizing these events.  
The dates are already available and 
therefore I want to make use of this 
opportunity to request all active in the 
Pest Control Industry to register for 
attending these seminars.  Visit our 
website to ensure that you diarize the 
relevant date.  The different regional 
roadshows will surely address issues 
relevant in the area.

When visiting our website you will also 
see some changes made as to ensure 
the site stays user friendly.  More of 
a change you will notice that there 
are different links added.  SAPCA is 
now also on Facebook and Twitter.  

Visit us there but do not forget to 
like us as the more hits we get the 
better exposure for the industry.  
Please spread the word regarding the 
utilization of technology to improve the 
image of the industry to all friends and 
colleagues  and friends interested in 
the industry.

Progress is slow on the review 
of the Regulations but we can 
report that we are in the process 
of compiling a working document, 
including all comments received from 
our members.  This will again be 
discussed during the meeting with the 
Registrar in May.

Letter form the PRESIDENT

Jaco Lamprecht - President SAPCA

The different regional 
roadshows will 

surely address issues 
relevant in the area

The Wefco ACTIVE range consists of 
products that have been developed and 
scientifically tested with Integrated Pest 

Management in mind.
 

The Wefco ACTIVE range offers a variety  
of modern high technology pesticide 

formulations, including application  
equipment and  specialized lure and  

trap products.

Wefco ACTIVE Rat & Mouse Blocks  Reg. No. L6189 Act No. 36 of 1947  Brodifacoum 0.05g/kg  – (Harmful) 
Wefco ACTIVE Rat & Mouse Pellets  Reg. No. L6190 Act No. 36 of 1947  Brodifacoum 0.05g/kg  – (Harmful) 
Wefco ACTIVE Liquid Concentrate Rat & Mouse Bait  Reg. No. L6192 Act No. 36 of 1947  Brodifacoum 0.75g/kg  – (Very Toxic) 

Wefco  ACTIVE® International cc  • Tel: +27 33 346 1920 • Fax: +27 33 346 0512 • Email: info@wefco.co.za • Website: www.wefco.co.za

•	 Scientifically	Proven.
•	 Wide	range	of	bait	presentations	that	can	be	used	singularly,	
 in combination or in sequence.
•	 Highly	attractive	and	palatable.
•	 Based	on	Brodifacoum.
•	 Contains	“Bitrex”	for	safety,	to	limit	poisoning	of	non	target	species.

“The Professional  Choice”
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Pre-Amble:
The process of any fumigation is 
already one of some complexity, and 
encompasses attention to detail, and 
of course focus on safety (both for 
yourself, and for the general public, and 
the environment). 
Accepting that we have applied due 
diligence to the task, we dutifully apply 
the fumigant, and allow the process to 
complete, and then supply the required 
paperwork etc., and allow the business 
of the day to continue.

For purposes of this script, the 
fumigation was successful, remained 
in-situ for the allotted period of time 
and was then successfully ventilated 
and cleared, and released into the 
customers’ hands. 
The conditions and requirements of the 
fumigation having been met…. And so 
to my working example.

The example:
We will use timber, and in this case 
“dunnage” in the form of pallets, 
and the fumigant is Methyl Bromide 
(Ch3Br-100%), (Which for purposes of 
this example is recognised as the most 
effective fumigant available for ISPM-
15 (IPPC) at this time. This script does 
not serve to justify its existence or 
otherwise, nor its priority in the bigger 
scheme of things.)

There are a number of factors that 
influence the total success of the 
fumigation, that are arguably out of our 
control right from the outset, and again 
for this example, the “condition” of the 
timber will be considered. 
Most “dunnage” is constructed of 
sap-wood, (Softwood), and good old 
SA-Pine readily comes to mind.
Moisture content and the mechanical 
processes in preparing the timber, will 
determine the condition that the timber 
is in, when it gets fumigated, and part 
of the mechanical process is the de-
barking of the timber, and of course the 
cutting and drying processes that are 
applied at source.

Insects and Fungi are taken care of 
by the fumigation, and in the case of 
Fungi, provided that the timber does 
not contain high levels of residual 
moisture, the fumigation process will 
effectively sterilise the Spore and all is 
well.

There lurks however other phenomena, 
which may or may not be present, 
and one of these (in the case of Pine), 
is a microscopic organism called 
Bursaphelenchus Xylophilus, the pine-
wood nematode.

This is a parasitic organism, which 
infects the tree, (above ground), and 
is typically introduced to the tree by 
Beetle.

The parasite is small enough to enter 
the transmission Vector (the Beetle), 
through its breathing organs (Spiracles) 
and when the Beetle attacks the tree, 
these parasites then enter the timber. 
They are of economic importance 
because the tree will die within 
weeks or months of the parasite’s 
establishment.
A single beetle can carry as many as 
90,000 nematodes in the respiratory 
tracts.
The nematode enters the resin canals 
in the tree, and quickly blocks the tree’s 
feeding mechanism causing the leaves 
(Needles) to die, and thereby stopping 
the photosynthesis process. (It’s a lot 
more complex but serves to illustrate 
the point, and the end result is; the tree 
dies very quickly).

And so back to our fumigation:
We are at the mercy of the condition 
of the timber and its moisture content. 
It is recognised that in spite of the high 
volatility of the Methyl Bromide (and 
any other fumigant for that matter), 
and its ability to penetrate pretty much 
everything, it runs into a natural barrier 
called moisture.
If the timbers are not properly 
processed and dried, there is a 
better than average chance of these 
organisms surviving the process and 

also surviving the fumigation as a 
result of the moisture barrier within the 
timber.

As with most “systemic” invaders, it 
is not practical to apply Insecticides 
or Nematicides to the outside of the 
timbers: ”Systemic” implies that 
nutrients and intended remedies must 
be introduced through the root systems 
or introduced through the Stomata 
(Breathing holes) on the underside 
of the leaves. These interventions 
are difficult and with regard to the 
photosynthesis process, almost 
impossible (unless you are a molecule 
of Carbon Dioxide, or Nitrogen and 
Oxygen), which is exchanged by the 
leaves during this process.

The global context:
Fumigators will acknowledge that 
timbers in the form of dunnage, and 
structured packaging or boxes or even 
raw furniture etc., originate from all 
corners of the world. 

Whether we have the specific species 
of Cerambicidae in this country or not, 
is a secondary consideration.
These Nematodes (an animal),  and 
arguably others, both above and below 
ground, do exist and are found in Pine 
(for this example); they represent 
a tangible threat to pine forests all 
over the world, and we are tasked 
with understanding the impact and 
applying as much caution, advice and 
preventative measure as is reasonably 
possible.

We urge you to apply your mind 
and knowledge for the benefit of 
all concerned, lest we all fall foul of 
a small worm with a huge name: 
Bursaphelenchus Xylophilus,

In the broader context of Export 
and Import, South Africa exhibits 
live flowers and plants and trees at 
various exhibitions around the world. 
Nematodes are potentially always 
present, and we are ever mindful of the 
responsibility associated.

Fumigation: “What you don’t learn in the 
Classroom” (Waiting for the worms) by Colin Jardine



PEST NEWS  I  MAY 20013 5 �0

�5

�2�5

�7�5

�9�5

�1�0�0



PEST NEWS  I  MAY 20136

It’s a stalwart of business, “the 
customer is always right.” It’s 
something that every business owner 
hears, and most will hear it from 
the customers themselves. Due 
to its permanence into the public 
consciousness, people seem to think 
it’s the be all and end all to arguments 
with companies. Many seem to think 
that if they utter these five magic 
words, the company must crumble to 
their demands. Are they always right 
though? Are they still right even when 
they’re wrong?

Clearly, the customer is not always 
right. Everyone knows that, even 
customers. Most of us have made a 
mistake at some point, gotten angry 
with a shop and then had to leave 
with their tail behind their legs as 
they release the date on their receipt 
wrong. That’s just a simple fact. Either 
way, it doesn’t stop people from using 
the term even when they are wrong. 

Even when their mistake is explained 
to them clearly, they’ll still stand 
by it and expect whatever they are 
demanding. It is impossible to claim 
that they are right, but they will try 
anyway. So, from that we know the 
customer is not always right.

Then again, is that the point 
though? Maybe that’s taking 
the term too literally. Does 
anyone really believe the 
customer is always right? 
Surely only the most deluded 
would think so. The thing is, 
that isn’t really what the phrase 
means. It essentially means 
that the needs of the customer 
comes first and that everything 

should be based around that. If you 
set up your shop in a way that annoys 
your customers, you need to bend to 
their will, no matter how much better 
you think it looks the other way round. 
In this case, the customer (or maybe 
more correctly, the collective group 
of customers) is always right. What 
works best from them ultimately 
works best for you.

It could also be argued that that isn’t 
true either. For example, if you have 
a delivery system set up in a way that 
is optimised for the best results for 
customers, but they all complain, what 
can you do? Clearly if the consensus is 
against you, as with the layout of the 
shop, you should again bed to the will 
of your clientele. Well, not exactly. If 
you change your system and it then 
gets worse, the consensus will not 
have changed. Your customers will 
still not be happy and you’ll just have 
to change it back. If what your clients 
want you to do will make them worse 
off, you have every right to refuse 
their request.

In the end, you are allowed to be 
forceful. It’s clear the customer is 
not always right, but paying close 
attention to what they’re saying and 
knowing how to explain to them 
when they’re wrong is incredibly 
important. Your clients are your 
lifeline, that’s for sure, but they come 
to you because you offer a service 
and, in a lot of cases, are the expert. 
Be confident in your abilities, but 
know when to give way.

The Customer:  Are They Always Right?

Clearly, the 
customer is 
not always 

right. Everyone 
knows 

that, even 
customers.



Finale® Grain Bait Reg. No. L7848 Act No. 36 of 1947. Namibian Reg . No. N-AR 0712 Active Ingredient: Difethialone (anti-coagulant) 0,025 g/kg HARMFUL. Finale® Pellets Reg. No. L5549 Act. No. 36 of 1947. Namibian Reg. No. N-AR 
0430. Botswana Reg. No. W130233 of Act No. 18 of 1999. Active Ingredient: Difethialone (anti-coagulant) 0,025 g/kg HARMFUL. Finale® Wax Blocks Reg. No. L5356 Act. No. 36 of 1947. Namibian Reg. No. N-AR 0424. Botswana Reg. No. 
W130374 of Act No. 18 of 1999. Active Ingredient: Difethialone (anti-coagulant) 0,025 g/kg HARMFUL.  Registration Holder: Bayer (Pty) Ltd., Reg. No. 1968/011192/07. P.O. Box 143, Isando, 1600, SOUTH AFRICA. www.bayerhome.co.za. 
Distributor: Coopers Environmental Science, Tel. no. +27 11 979 4246/7 Fax no. +27 11 979 4248. www.cooperses.co.za. © Bayer (Pty.) Ltd. Copyright 2012. All rights reserved.

Always place bait in a secure bait station 
to avoid primary poisoning of non-target 

animals and humans.

Wax Blocks Grain Bait Pellets

•	 Contains	a	bittering	agent	that	reduces	ingestion	potential	by	humans	and	pets.

•	 A	highly	active	single	feed	anti-coagulant	bait.

•	 Control	of	the	Norway	rat	(Rattus norvegicus),	Roof	rat	(Rattus rattus),	and
	 House	mouse	(Mus musculus).

•	 Highly	palatable	formulations.

FINALE A4 ADVERT2.indd   1 2013/04/19   3:26 PM
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The South African Pest Control 
Association (SAPCA) has voiced its 
concern over the potential decrease 
of South African property values due 
to inadequate pre-construction soil 
treatment before new buildings are 
erected.

Soil treatment refers to the application 
of pesticide to the soil during the 
pre-construction of a building. When 
this is neglected, infestation by 
subterranean termites often requires 
expensive drill-and-inject treatment 
after the building has been finished. 
By that time damage may already 
have been caused to the building and 
its contents.

Although municipalities in high risk 
areas, especially along the coast, have 
by-laws requiring pre-construction soil 
treatment, incorrect application is not 
always noticed by building inspectors. 
Not all building inspectors are aware 
of the by-laws and even if they are, 
they don’t always take soil samples 
to verify that the correct treatment 
has been carried out. SAPCA says 
application should adhere to the 
manufacturer’s label specifications 
in terms of concentration and what 
insect the pesticide is intended for.

“The owner, architect and builder 
are co-responsible for seeing that 
this kind of treatment is carried out 
and properly scrutinised by a building 
inspector before the foundations are 
laid. This responsibility is determined 
by the National Building Regulations 
and Building Standards Act. 1977 (ACT 
103 of 1977),” says Carol Mcdonald, 
the vice-chairperson of SAPCA’s 
Gauteng region.

The National Building Regulations and 
Building Standards Act. 1977 (ACT 
103 of 1977), clearly states: Buildings 
shall be, where so required by the 
local authority or in areas of high 
termite infestations, be protected from 
subterranean termite, therefore the 
owner, architect and builder are co-
responsible for seeing that the correct 
treatment is applied, says Carol.

SAPCA CEO Lynette Cokayne also 
has a warning. “Some builders view 
treatment as non-essential, while 
unscrupulous pest control companies 
may take shortcuts or use over-diluted 
pesticides. This will have disastrous 
results once the building has been 
completed and termites have moved 
into the timber.

“They can’t always be detected 
straight away, but as structural 
damage becomes more severe, the 
owner will have to cope with sagging 
floors, cracks in the walls and other 
damage. This will obviously have a 
negative effect on the valuation when 
the owner wants to sell.”

For this reason SAPCA encourages 
buyers of buildings and homes, 
as well as developers, to ensure 
that they are aware of the proper 

requirements for pre-construction soil 
treatment and that they demand the 
correct process is carried out by fully 
qualified people.

“Be careful of pest control companies 
who charge too little for this treatment 
as well,” says Cokayne. “We’ve found 
cases where fly-by-night companies 
dilute the temitecides in order to 
undercut and quote less just to win 
the tender and get the job.”

Neglecting proper soil treatment 
probably means the builder may also 
tend to be negligent about other 
safety features.

SAPCA advises the public to ensure 
that they have a reputable pest control 
company managing the termite 
prevention process and other pest 
control needs. Visit SAPCA’s website 
www.spaca.org.za or http://www.
sapca.org.za for a list of SAPCA 
members who all adhere to a strict 
code of conduct and best industry 
practices.

Rid the soil of termites before you build 

Some builders view 

treatment as 

non-essential, while 

unscrupulous pest 

control companies 

may take shortcuts 

or use over-diluted 

pesticides



080 ENSYSTEX

Ensystex is the NEW leader in rodent control technology and stands behind every product

PASTA BAIT

080 ENSYSTEXCALL
(080-367-9783)

ENSYSTEX SOUTH AFRICA
Lower Ground, 13 Jacoba Street Alberton 1450 

™ RODENTHOR is a trademark of Ensystex Inc. used by licence to Ensystex South Africa.
Co./Mpy Reg.No.2008/009219/07  Reg.No. L8387 Act/Wet No.36 of/van 1947

Active Ingredients. Brodifacoum (HARMFUL) 0.005% w/w. 
Denatonium Benzoate aversive agent 0.001% w/w.

REGISTRATION HOLDER / REGISTRASIEHOUER   
Mr. Stefano Migliore, Postnet Suite 148, Private Bag/Privaatsak X4, BEDFORDVIEW, 2008    TEL: 011 616 3222    Distributed by Ensystex. 

High palatability 
ensures fatal 

attraction. One feed 
is all that is required 

to kill a rodent.

Effective against all 
species of rats and mice. 

EFFICIENT 10g sachet 
ensures your purchase 

goes further.

The pasta bait combines 
the active ingredient 

with long-lasting stability, 
palatability and 
high efficacy.

The economical 10 g 
single-dose tea bags allow 
the olfactory propagation 
of the luring components 
contained in the product.

ATTRACTIONFATA L 
BRODITOP PASTA is irresistible to rodents, and a 
single feed is lethal to every rodent, every time. 

Ensystex is the NEW leader in rodent control technology and stands behind every product
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™

RODENT
STATIONS

ADVANCED RODENT CONTROL

Cleverly designed superior products combined 
with the highest grade quality materials. Increases the 

effectiveness and safety of your rodent control programs. 

ONE KEY FITS ALL. SECURE LOCKING.

080 ENSYSTEXCALL
(080-367-9783)

ENSYSTEX SOUTH AFRICA
Lower Ground, 13 Jacoba Street Alberton 1450 

™ RODENTHOR is a trademark of Ensystex Inc. 
used by licence to Ensystex South Africa.

Dimensions:
95 x 105 x 240 mm

A sturdy Station that is 
well-priced, making it 
ideal for using in roof 
voids and improving 

your perimeter fenceline 
baiting programs.

Dimensions:
235 x 185 x 90 mm

New double locking 
system. Adaptable for use 
with vertical or horizontal 
bait rods, liquid feeder, 

glueboards or a snap trap. 
Patented fitting for secure 

attachment to walls.

Dimensions:
95 x 190 x 230 mm

Our international best-seller. 
Total security, suitable for 

rats or mice. Removable bait 
tray and secure bait rods. 
Patented fitting for secure 

attachment to walls.

Dimensions: 
40 x 100 x 125 mm

A small low cost Station, 
just for mice.

Better results due to 
improved bait feeding 

because mice feel secure.

Multi-use MousePipe Station Rat + Mouse Station

™

RODENTRODENT
STATIONSSTATIONS

ADVANCED RODENT CONTROLADVANCED RODENT CONTROLADVANCED RODENT CONTROLADVANCED RODENT CONTROLADVANCED RODENT CONTROLADVANCED RODENT CONTROL
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with the highest grade quality materials. Iwith the highest grade quality materials. Iwith the highest grade quality materials. Iwith the highest grade quality materials. Iwith the highest grade quality materials. Iwith the highest grade quality materials. Iwith the highest grade quality materials. Iwith the highest grade quality materials. Iwith the highest grade quality materials. Iwith the highest grade quality materials. Iwith the highest grade quality materials. Increases the ncreases the 

effectiveness and safety of your effectiveness and safety of your effectiveness and safety of your rodent controlrodent control programs.programs.

ONE KEY FITS ALL. SECURE LOCKING.
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95 x 190 x 230 mm

Our international best-seller. 
Total security, suitable for 

rats or mice. Removable bait 
tray and secure bait rods. 
Patented fitting for secure 

attachment to walls.

Dimensions: 
40 x 100 x 125 mm

A small low cost Station, 
just for mice.

Better results due to 
improved bait feeding 

because mice feel secure.

Multi-use MousePipe Station Rat+Mouse Station
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Wooden buildings usually have an 
emotional draw for those who live and 
work in them. The appeal, however, 
needs a commitment of extra time and 
care to sand, treat and varnish or seal 
the timber components.

Such extra effort is well worth it for 
the developer or homeowner wanting 
a structure imbued with warmth and 
natural appeal. So once the decision to 
go the wood route has been taken, it 
makes sense to push the investment 
in time and money just a little further 
to maintain the property’s value by 
properly assessing termite risks and 
seeking an appropriate remedy.

As with so many things, prevention 
is better than cure. Left undetected 
and untreated, an investment can be 
silently eaten away and years later it 
may be too late — in some cases a 
wooden structure may be condemned 
and demolished.

The South African Pest Control 

Association (SAPCA) recently issued a 
public statement to voice its concern 
about the risk of decreasing local 
property values because of inadequate 
pre-construction soil treatment to 
prevent infestation of the foundations.

When asked what the cost of delaying 

pre-treatment is, Carol Macdonald, 
vice-chair of SAPCA’s Gauteng region, 
estimates that post-treatment “can 
cost about twice the amount of 
pretreatment, but this is dependent of 
the size of the building.”

Technical manager at Rentokil Initial 
Mario Pluke agrees that the size of the 
building will determine the eventual 
costs, saying, “it would depend on the 
hourly rate charged and amount of time 
allocated for the job, as well as the area 
to be covered.”

Mcdonald sites the National Building 
Regulations and Building Standards Act, 
1977 (ACT 103 of 1977), which states 
that “buildings shall, where so required 
by the local authority or in areas of high 
termite infestations, be protected from 
subterranean termites.” This means 
that the owner, architect and builder 
are co-responsible for ensuring that the 
correct treatment is applied.

So where are the areas with the 

Totalling termites

It may be tempting 
to cut corners in 

the initial phase of 
construction but when 
it comes to managing 

pests and termites 
early detection and 
prevention can have 

significant cost savings 
in the long run, as 
Frances Ringwood 

finds out.
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highest termite infestations and what 
needs to be done to manage the 
problem?

“KwaZulu-Natal, Bloemfontein and the 
whole of Gauteng are the areas most 
affected in South Africa,” says Pluke. 
“Termite nests are built in the soil as 
they are dependent on soil for their 
moisture. Termites are, therefore, more 
prevalent in warm, moist climates. 
Termite numbers tend to increase in 
tracts of land cleared by man. Thus, any 
building structure in such areas are at 
considerable risk for termite attack.”

Often, termite infestation is a problem 
associated with coastal regions, 
however, Pluke qualifies this with other 
determining factors.

“Not all coastal areas are affected in 
the same way — it depends on climate 
and the species of termite found in 
an area. For example, Cape Town 
suffers far less from termite activity 
than KwaZulu-Natal, as the region is 
far more humid, and the local termite 
species differs from those in Cape 
Town,” says Pluke.

According to Mcdonald, new 
developments built on former sugar 
cane plantations are particularly 
susceptible. She says that the most 
destructive species of termite is 

Macrotermes natalenses, and the 
most common to attack South African 
wooden structures is the subterranean 
termite family Termitidae. 

Not just wood 
Apparently, it is not only wooden 
buildings that are at risk. Termites feed 
on any woodbased products, including 
furniture, cardboard, Fiber board and 
paper, among others. Pluke says that 
there have been reports of damage 
to various metals, plastics, concrete, 
plaster, leather, rubber and linoleum as 
well.

He adds the caveat that this may be 
uncharacteristic behaviour, possibly 
arising from the insects’ need to find 
shelter and high humidity similar to 
conditions found in their “shelter 
tubes” (infestation tunnels).

Mcdonald concurs, listing the following 
additional ways in which termites 
cause damage:
* termites entering via cracks can eat 

wooden cupboards and skirtings;
* they can get into electrical 

distribution boards and cause fires, 
and

* eventually an underground termite 
colony can become so large that its 
chambers can effect the foundation 
of the structure.

Not just termites 
Termites are not the only risk to 
buildings. Other insects such as 
beetles and ants can also pose risks. 
Pluke says, “wood-boring beetles 
usually bore round or oval holes in the 
timber and pack the tunnels with ‘frass’  
(a mixture of faecal pellets and wood 
fragments). Where infestation is heavy, 
their tunnels cross and recross so that 
the entire centre of the timber may 
be eaten away, particularly the case 
of powderpost beetles. In addition, 
wood-boring or carpenter ants (genus 
Camponotus) can cause a problem 
because, although they do not actually 
consume wood, they do hollow it out 
to make a nest site.”

Signs to look for 
As termites can attack property 
foundations and components such 
as struts and joists inside cladding, 
damage can sometimes be difficult to 
detect until it is too late.

Pluke say a way to test for a suspected 
nest is to “carefully use a long thin 
instrument or knife to determine the 
strength of the timber of the door 
frames and sills.”

He says that it is also possible to use 
“listening devices” if the technology is 
available.

If infestations go undetected, timber 
can be weakened to the point where 
it cannot bear weight, causing roofs or 
floors to collapse. Pluke and Mcdonald 
warn that if the damage is sufficiently 
severe, a building may need to be 
demolished.

“However, as most buildings in South 
Africa are not entirely timber, this is 
unlikely,” says Pluke.

Mcdonald notes that while signs of 
a nest are sometimes difficult to see 
inside a house itself, there are other 
indications to look for: “A general 
inspection for signs of termites will 
include looking for termite mounds. 

Totalling termites

While some builders 
may want to take 
shortcuts, costs can 
be devastating if 
termite infestations 
are not dealt with 
timeously.

Macrotermes 
natalenses is the 
most destructive 
species of termite 
found in South 
Africa.
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One of the more obvious signs is 
seeing evidence of mudded tunnels in 
or around wood.”

Treatment intervals 
Sapca recommends pre-treatment in 
order to stop damage before it occurs, 
and this is also in line with most 
municipal by-laws. However, where 
builders try to cut corners by foregoing 
pretreatment or in cases where a fly-by-
night pest control company has been 
called in and used inferior or diluted 
products, post-treatment is an option.

McDonald says there are post-
treatment solutions on the market 
which offer five-year guarantees.

Post-treatment is performed using 
what is called the “drill-and-inject” 
method, which entails drilling at one 
meter intervals along a load-bearing 
foundation. Termiticide is then pumped 
into the holes to create a poison barrier 
around the base of the building and the 
holes are then plugged. Cavity walls 
on the outside of the building will also 
need treatment.

When asked how often treatment is 
needed, McDonald says in termite-
infested areas it should be done every 
five years. However, “there is a new 
product on the market, which has 
become very successful in America and 
Australia, and this is where stations are 
placed around a structure of a building 
which are then inspected every two to 
three months. If and when there are 

signs of termites in these stations, a 
termiticide is placed in the station, then 
the worker termite takes the poisoned 
bait down to the colony and the entire 
colony is eventually wiped out.”

Pesticides 
For pesticidal control of termites, Pluke 
says, “Termidor Emulsion Concentrate 
with the active ingredient ‘Fipronil’, and 
Premise Suspended Concentrate with 
the active ingredient ‘Imidacloprod’ are 
two chemicals on Rentokil’s authorised 
list of pesticides. There are many other 
products available on the market.”

Since these chemicals are poisonous 
to insects, they are also harmful 
to humans, which is why it is 
recommended that eradication be done 
by certified professionals with the 
correct gear and equipment, and who 
can advise tenants and workers on site 
how long is needed to keep an area 

clear after being treated.
“With proper inside ventilation of a 
building, vacating a site for four to 
six hours after completing treatment 
should be sufficient as we drill into the 
structure, rather than spray chemicals. 
Every environment is different, 
however, and should be individually 
assessed,” says Pluke.

Red flag 
Lynette Cokayne, CEO of SAPCA, adds 
the following warning: “Some builders 
view treatment as non-essential, while 
unscrupulous pest control companies 
may take short cuts or over-dilute 
pesticides. This will have disastrous 
results once the building has been 
completed and termites have moved 
into the timber.

“They can’t always be detected 
straight away, but as structural damage 
becomes more severe, the owner 
will have to cope with sagging floors, 
cracks in the walls and other damage. 
This will obviously have a negative 
effect on the valuation when the owner 
wants to sell.”

The safest way to avoid these 
hassels is for developers, builders 
and inspectors to follow the local 
municipal by-laws and where treatment 
is needed, a reputable pest control 
company is contracted. A watch point: 
if a tender is far too low, it may indicate 
the treatment chemicals have been 
diluted to a point where they are no 
longer effective.

“With proper inside 
ventilation of a building, 

vacating a site for 
four to six hours after 
completing treatment 
should be sufficient 
as we drill into the 

structure, rather than 
spay chemicals.”

“Powderpost” beetles, of which about 70 species 
worldwide form the insect sub-family Lyctinae, derive 
their generic name from their feeding and lifecycle 
patterns, in which they live off wood — usually deciduous 
hard and softwoods and bamboo — used for furniture, 
construction tool handles, flooring, books and picture 
frames. Harder woods are not as vulnerable as other 
because their pore diameters are too small for the female 
beetles to insert their ovipositors.  Powderpost larvae are 
white and C-shaped. Adults are easily discernable from 
other woodborers because of their larger heads. Several 
generations of Powderpost beetle can reinfest the same 

piece of timber numerous times, thus being capable of 
reducing large timber structures to a fine powder, which 
when mixed with their faeces is known as ‘frass’.

Totalling termites
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Many organisations are good at 
recognising success, just not 
replicating it. The key is imitation. 
The most powerful learning human 
beings do is through modeling. 
Underperformers have simply imitated 
poor behaviour. If you want to unleash 
their potential, you could pair them 
up with your star performers. This is 
effective, but it only gives one person 
at a time the chance to learn from 
your stars. A better option is to get the 
stories about how your top performers 
do what they do and spread them 
through the organisation. This enables 
everyone who hears the story to 
emulate the star’s behaviour.

Of course, it’s not just the star 
performers who exemplify greatness. 
Every day in every organisation there 
are ordinary people doing extraordinary 
things. Most of these everyday heroes 
go unnoticed. There is a basic principle 
of learning: what gets rewarded 
gets repeated.When you tell these 
stories, not only are you recognising 
excellence, you are linking that 
recognition to a specific behaviour, 
ensuring that it happens again.

Stories are also a great way to bring 
corporate values alive. In most 
organisations, values are forgotten 
almost as soon as they’re created. 
Even if they’re remembered they 
seldom change behaviour. When staff 
tell stories about how they or their 
colleagues have lived those values, 
people see how they themselves can 

put them into action.

To get these stories, I help my clients 
set up “story time”. Instead of 
spending meetings purely on policies 
and procedures, they start off with 
each person sharing a story about 
how they or someone they know has 
lived a value, delighted a customer 
or made a breakthrough. You should 
feel the spirit in the room. It’s an 
amazing thing: no one ever leaves 
an organisation because there was 
just too much praise and recognition! 
More than just recognition, each of 
those stories gives the rest of the 
team a model of excellence that they 
can emulate in their own lives.

Another opportunity to tell stories is 
award events. In many organisations 
when someone wins an award most 
people know what they did (increased 
sales by 30%), but not how they did it. 
To discover the specific behaviour of 
the star performers, you need to get 
their story and share it at the event so 
that everyone learns how they can do 
it too. You could interview them on 
stage or get your emcee to research 
and tell the story.

Some of my clients produce 
inspiring short videos of their top 
success stories, to check them 
out go to www.biglittlestories.
com Otherscompile their stories 
into an “Organisational Bible” 
which gets used in induction 
programs and for on going training 
and development. These stories 
become a blueprint for “the way we 
do things around here”.

But just why are stories so powerful? 
Perhaps a story will illustrate. 
Have you ever got on a plane and 
wondered if the pilot is a first-timer? 
You think to yourself: “Hey, if he’s 
flying this Boeing 747, he must be 
a bright guy, but what if this is his 
first time?” You remember the first 
time you walked, you fell; first time 
you cycled, you crashed; first time 

you drove a car, you stalled. You don’t 
want to be uncharitable, you know, 
everyone’s got to have a first time, 
just why does it have to be with you 
on board! Then you remember that 
documentary you saw about flight 
simulators. The pilot has already had 
his first time, he’s had his 100th time 
in a computer simulation so real that 
if you were sitting in it you wouldn’t 
know the difference. A pilot learns to 
fly in a flight simulator. We learn to 
live in a lifesimulator. When you tell 
someone to give good service, it’s like 
teaching them to fly by telling them 
to have a good take-off. When you 
tell them a story about good service, 
you put them inside a simulator. The 
greatest gift that a story has to give is 
the lesson of a life that we didn’t have 
to live.

Justin Cohen is an international 
speaker and author of four books 
and seven audio books. This article is 
based on The Astonishing Power of 
Story. For more information please go 
to www.justinpresents.com

Organisational Storytelling by Justin Cohen 

“You can change an 
organisation one story 

at a time.”
The greatest tool in a 
leader’s arsenal is a 

good story.
Prof Howard Gardener, 

Harvard University
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One of the most important skills 
required of anyone who wants to be 
an excellent communicator is that 
of being able to listen effectively. 
However, there are many people 
who seem to lack this powerful and 
vital resource which results in a less 
than perfect communication. It is 
interesting to note that our studies 
over the last 10 years indicate that 
many people believe that they are 
good or great listeners — until they 
do our test! While there are many 
factors that can influence the efficacy 
of listening in this brief article I intend 
to focus on the most important 
eight principal problems. We believe 
that the elements are all of equal 
importance.

Definition: Listen. (intentional) 
To make an effort to hear something 
with thoughtful attention; to pay 
attention; to heed; to take notice of 
and act on what someone says.

Whenever we talk with someone else 
about an experience, usually our verbal 
description will delete a geat deal 
of that experience — often because 
we assume shared knowledge &/
or experiences about the topic. Our 
words take a very complex & richly 
detailed experience combining visual, 
auditive & kinesthetic elements and 
summarise it so what is left is a 
brief outline of the total experience. 
Whenever we are involved in 
conversation, we gather information 
from the other parties involved. 
However, we also draw on our own 
experience in making an internal 
representation of what the other 
person says in order to:

a) understand it
b) know what we lack and need to 
know in order to complete our internal 
representation.

Frequently, there is a tendency for 
both us and the other parties involved, 
to use internal filters that delete, 
distort or generalise the information 

being given and it is these elements 
which can adversely affect the efficacy 
of our listening skills. Some of the 
most common problems that can 
occur from these filters are:

Problem 1: The Law of Closure 
When we are involved in oral/aural 
communication, it is impossible for us 
to give/receive all of the information 
required so as senders/receptors, 
we have a tendency to make certain 
assumptions about what is being said 
based on the context, the content, 
the other participant(s), etc. When 
certain elements are missing, we 
instinctively tend to fill-in the “blanks” 
with information drawn from our own 
experiences so that instead of having 
partial information, we need to feel 
that we have “all” of the information 
— even if it is wrong! — This, in turn, 
can lead us to draw inappropriate 
or incorrect conclusions about the 
message being delivered and respond 
in an erroneous manner.

Problem 2: Law of Field 
In order to listen effectively, we need 
to be able to focus on the person 
we are communicating with and 
concentrate on what they are saying 
(and NOT saying) and any distractions 
such as the movement of people in 
the same area, ringing telephones, 
etc., are things that may prevent us 
from effectively completing this task. 
This is noticeable during presentations 
& meetings when someone stands 
up during a 
presentation and 
leaves the room 
— the audience 
gets distracted, 
stop listening to 
the 

presenter and focus on the person 
moving thereby possibly missing an 
important part of the message from 
the presenter. The same result occurs 
when a mobile phone rings or a person 
starts using a table or laptop.

People usually focus on the moving 
object instead of the static one!

Problem 3: Prejudice 
A common problem that occurs in 
listening is that of prejudice; either 
conscious or subconscious. This 
might be related directly to the other 
participant(s) based on our previous 
experiences with them either directly 
or indirectly or based on the topic being 
discussed, the environment, our own 
emotional or physical state or other 
factors. A frequent example of this can 
be found in the treatment of politicians 
by people opposed to their views. We 
need to be aware of our prejudices and 
learn how to separate the person we 
are communicating with from the topic 
of conversation (separate the person 
from the problem!).

Problem 4: Selective Listening 
Unfortunately, we often enter into 
a conversation with either our own 
“game-plan” about how we are going 
to control the conversation in terms 
of topic(s), structure, duration, etc., 
or preconceived ideas of how it will 
develop instead of actually listening 
to our interlocutor. This means that 
we tend to listen for what we want to 
hear instead of what is actually said 

and filter out anything which does 
not fit into our plan of the 

communication or our 
own ideas.

Problem 5: Time 
To listen effectively, 

we need to be able 
to dedicate time 

to the task. Any 
conversation 
where one or 
both parties are 
worried about 

The 8 Principal Problems of Effective Listening
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the time available is bound to suffer 
from listening problems. In a business 
context, we have to ensure that we 
have programmed sufficient time to 
be able to communicate effective with 
the other parties involved.

Problem 6: Logical structure/
Congruence 
Most people generally have a 
tendency to expect, and look for, 

logical sequences or structure in 
their communication. In an aural/oral 
conversation, if we believe that “A” 
is true, and “B” is also true, then 
“C” and every following element 
must logically fit with the information 
preceding & following it. If this 
does not occur it conflicts with our 
expectations and frequently creates 
incongruence which leads to a block in 
the communication.

Problem 7: Presuppositions (Going 
beyond) 
Some people have a tendency to 
extrapolate or go beyond what they 
hear while others tend to remain 
constrained by the actual “data” 
that they have obtained during the 
conversation. It is important that 
we are aware both of our own 
tendencies to do this as well as that 
of our interlocutor(s) and ensure that 

if we have a tendency to go 
beyond the information given 
that we communicate this to our 
interlocutor(s) and check if they 
are in agreement.

Problem 8: Questions 
In order to resolve many of the 
problems indicated above, we 
need to be able to elegantly ask 
questions to clarify the unclear 
elements in the communication. 
While the traditional “open” 
and “closed” questions serve 
some purpose, an excellent 
model to follow is that of the 
“Meta Model” which is a set 
of questions that allow you to 
gather information that clarifies 
someone’s experience, in order 
to get a fuller representation of 
that experience.

Effective listening can only 
occur when there is an 
understanding about how 
experiences are stored in 
memory and communicated 
to other people. The concept 
that “What goes in is what 
comes out” is incorrect and 
to be an effective and elegant 
communicator, it is necessary 
to know how to listen properly 
and ask the right questions 
to uncover the elements dealt 
with by the filters of deletion, 
distortion and generalisation. 

Ian Brownlee is the CEO of 
Brownlee & Associates SL, a 
bilingual Communication skills 
training & consultancy.

The 8 Principal Problems of Effective Listening
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