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From the Desk of the CEO.

I trust that the break (For those that 
participated), recharged the batteries and 
finally drove you out of bed on the first 
morning back at work.. “Just where did all this 
traffic come from?”, “and have people 
forgotten how to drive”  “Eisssh”… No 
utterance is quite complete without our local 
vernacular, and we South Africans understand 
the weight of our colloquialisms, which we use 
so well.

For those that kept the home fires burning 
and continued with business as usual, our 
admiration and possible respect at your 
wisdom in moderating what is fondly called 
the “silly season”.

SAPCA has embarked on a number of 
initiatives and implemented some changes as 
declared in our previous issue, and suffice to 
say, there is much activity, diligence and 
governance, and this accompanied by the 
actual work and process in achieving what we 
set out.

Portfolio Committees will be assisting the 
SAPCA Board and the Executive, and with the 
expectation of getting it right, we expect to 
achieve multiple and varied progress into the 
future. CIPRO amendments have been 
forwarded, and the proposed name change 
announcements for the PCSIB (originally the 
PCSITB), will be confirmed as soon as the 
formalities and statutory declarations have 
been registered. We have also taken care of 
the legalities and Memoranda applicable to 
the relationship between SAPCA and the now 
registered PCITA (Formally the PCSIB, and prior 
the...PCSITB).

Our Centurion-office now sports Air-
conditioning, Security-Surveillance and Both 
Incoming and Outgoing Voice Recording…. 
(For record purposes and those of 
clarity…….”got to mind our P's and Q's and 
some “vernacular”…….. “Eisssh… man “).  
Sincere thanks to Lynette for taking care of 
business.

This is a short one, so let me wish you all a 
SAPCA welcome. Thank you for being loyal 

members, upholding, and striving to uplift our 
values both in your own capacity and in that 
of the Industry that we represent. I'm 
confident that you will see benefit going 
forward.

Might I be so bold as to encourage you 
individually to write articles for our Pest and E-
News: There is an abundance of expertise 
within our base, and the Industry thirsts for 
knowledge…. Write something ! !, and let's get 
it published.

My sincere thanks for the support that the 
Committees have pledged and that of our 
Board members.

Also a special word of thanks to the Office, 
where the staff meet multiple challenges 
every day, and return for more, again and 
again..  Thank you.

More to come……

Yours in SAPCA

Colin Jardine

A WARM WELCOME TO 
ALL OUR MEMBERS 
FOR THE 2017 YEAR

HAPPY NEW YEAR

-  Colin Jardine
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It seems some of the Industry participants like to test 
the slippery slopes of allowing the customer to 
prescribe the actions and treatments, rather than the 
PCO doing proper Inspection, Identification, 
Evaluation and Response actions.  There are Cliffs on 
both sides of this path and both the Industry and the 
Customer slip equally with predictable results, all 
negative.

Some clients commandeer the PCO and influence the 
treatment, the execution and ultimately the end-result 
is to neither parties benefit.  Add to this the 
expectation of quality service and cheap pricing, and 
ultimately something has to give.  Remedies are not 
mixed correctly, or whatever is left in the tank will now 
suffice, and hope that there is no warranty recall, 
because the “cheap price”, didn't have enough margin 
to return if things go wrong.

With more and more pest companies starting up each 
day the market is flooded by promises of " we can sort 
your pest issues quicker and cheaper than you have 
currently " This is every Clients dream. But how do 
they do this ? Not worried about repercussions and 
the use of sub standard chemicals. They usually don't 
last long and soon the reputable company is called 
back. Except now they have to deal with a Client made 
accustom to cheaper pricing and short lived knock-
down treatments. And this brings us to the slope. 

The Client now over your shoulder demands what he 
got use to and quickly forgets what it brought him. 
The  company desperate to keep the Client allows 
themselves to seek this unobtainable goal and out of 
desperation starts using the same chemicals and same 
sub standard treatments. Throwing everything at the 
problem including the sink. 

Before they realize the Client is dictating what and 
when to treat. Instead of explaining to the Client from 
the beginning a new platform needs to be established 
and taking the lead they continue where the previous 
company left off. Starting at a new Client whether he 
had a programme in place or not you need to start at 
the basics. Rodent treatment must be kept to one 
rodenticide for at least a month. If no activity on them 
and still sightings you can change it to the next least 
poisonous rodenticide. 

Not using the full range of waxblocks, liquids and gels 
available, changing them weekly to keep the Client's 
comments to a minimum. Using insecticides not 
registered for that specific pest or area to be treated 
just to get some kills to keep the Client at bay. These 
are things we were taught but now conveniently 
forget in order just to keep the contract. No matter 
how irresponsible or dangerous it is. Once we allow 
ourselves to be pushed from behind by not a fellow 
pest control expert, only chasing quick results, in 

order to keep a contract we are selling ourself and the 
Industry out. 

Expecting a satisfied client who wanted a chocolate 
cake and promoting you to others by using soya meal 
to bake it is fairly insane. Explaining to the Client a 
chocolate cake takes more time and may have a few 
attempts to perfect instead of a cheap soya mix in 
15minutes is key. Yet we do shy away from this with 
pest control programmes. We are the experts in our 
Industry and know the risks involved. We should stand 
our ground. 

A person of respect till today once told me " You can 
always get a new Client but you'll never get your 
name back" . If you feel the above is ramblings of a 
company owner sour to losing contracts to the more 
"innovative" controllers just remember which game 
we are in, we are in the game of killing things. Bad 
karma to start off on, we need all the good karma we 
can get. Being responsible with how we do it may just 
keep us out of big heat treatment plant.

To those who are, keep the faith, your name will 
become household/industry benchmarks. 

Thank you, keep on controlling !

It seems some of the Industry Players like to test the slippery slope that is doing what the Clients wants and not what the Situation needs. 
Unfortunately this slope has 2 cliffs on the side the one for the company and one for the Industry. 

POISONOUS SLOPE
- Matthys de Beer
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While we all appreciate the luxury of wood, we don't always realize that an attack on wooden items 
might be imminent. 

PROTECT YOUR WOOD

- Gareth Williams     
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Even if you sweep or vacuum the floor regularly, 
mopping is the best way to clean hard floors. 
Researchers have found up to 6 million different 
types of bacteria on the average sized kitchen 
floor, and even more than that has been found in 
homes with children and pets!

One concern that some people have with 
mopping is just how effective it really is in cleaning 
or whether it only moves the germs and dirt from 
one part of the floor to another, possibly creating a 
larger problem. For many of us just the word 'mop' 
can conjure up images of a soiled, smelly and 
sopping wet mess that is not at all compatible with 
how we think 'clean' should be.

The most alarming issue researchers have found is 
that many floors actually became more infested 
with bacteria after the floor was mopped. The 
culprit? The mop heads, some of which were found 
to contain more than 8 million bacteria per 
100cm2.

Once you think about the direct and indirect 
contact we have with the floor every day – every 
time we pick up something that has fallen to the 
floor – you can almost picture dirt from a mop 
spreading throughout your house. The effect is 
multiplied if you have children, who spend much 
more time in contact with the floor and are more 
vulnerable to 'the nasties'.

Top 5 tips for smarter, cleaner mopping that will 
make sure your mop heads are both more hygienic 
and last longer:

1. Mop With 2 Buckets
With one bucket for rinsing and one for detergent, 
you can dip the dirty mop into the rinse bucket, 
squeeze it out and not worry about contaminating 

the detergent water and the next section of your 
floor. Don't be afraid to change the rinse water and 
detergent solution as soon as they become too 
soiled (hint – black water is not a good sign!).

2. Clean and Dry Your Mop
This step is essential in making sure your mop is 
ready for use next time. Leaving your mop 
unwashed until the next time you clean can create 
a breeding ground for bacteria. If your mop is 
machine washable.  Throw it in on a gentle cycle 
up to the hottest temperature recommended 
(usually 60 degrees centigrade). If it isn't machine 
washable or if you aren't sure, rinse it out and soak 
in a mixture of water and bleach for 15 minutes, 
then rinse until clear.

Whether you machine wash or soak your mop, it 
needs to completely dry before re-use to avoid 
growth of bacteria and mildew. Once mildew has 
taken hold, you may as well throw your mop head 
away as the smell will follow your mop all over 
your house and lead to bigger problems.

Don't leave your mop in the bucket or sitting on 
the floor to dry – it needs to be upright in a well 
ventilated space. In 8 hours, just one bacterium on 
a damp cloth has been found to multiply to 6 
million – imagine what's lurking in your mop! 
Drying it in the sunshine can further prevent 
bacteria or mould growth.

A clean and dry mop will last you much longer as it 
will be less prone to the disintegration that can 
happen when your mop has been left to sit wet 
and dirty until its next use.

3. Replace Your Mop Heads Regularly
Even if you clean your mop head with every use, 
after a while it will be less able to absorb water and 

lift dirt effectively, which means it will need to be 
replaced. And if it is leaving bits of broken down 
mop all over your floor, it definitely needs 
replacing! Nobody wants to have to sweep again 
to pick up the tiny particles left behind after 
mopping.

Experts recommend you replace your mop heads 
every 2-3 months, depending on how often you 
mop and how large your mopping area is. The best 
rule of thumb is the old saying, 'if in doubt, throw it 
out'!

4. Wring Your Mop Thoroughly
As we have pointed out, dampness is the perfect 
breeding ground for bacteria, so the faster your 
floors dry the less opportunity germs will have to 
multiply. Wring out your mop thoroughly so that it 
is as dry as you can get it. 

5. Mop Bathrooms Last
With many potential nasties on the bathroom floor, 
like e.Coli from the toilet, do not mop your 
bathroom and then move on to another area 
without changing the water and disinfecting the 
mop head. Alternatively, you can minimise the 
potential spread of germs by mopping the 
bathroom last. Cross contamination with your mop 
is a quick way to spread an illness throughout your 
home.

You may even want to get a separate mop and 
bucket for your bathrooms and disinfect these 
more thoroughly that you would for your main 
mop.

With reference:  
http://www.helpmeclean.com.au/5-ways-to-
smarter-mopping/

Tiles, vinyl, laminate or hardwood – whether you love or hate them, almost all of us have hard floor 
surfaces in our home. In fact with issues like allergies, asthma and ease of cleaning, there is a growing 
trend towards having no carpet at all in the home, which can only mean one thing – mopping!

5 WAYS TO 
SMARTER MOPPING
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According to one recent workplace 
microbial survey, "desktop surfaces, 
computer keyboards, mouse and 
telephone receivers are more 
contaminated than restroom toilet seats."

 Environmental microbiologist Dr. Charles 
Gerba from the University of Arizona, 
recently shared his tips on keeping your 
ofce clean and hygienic.   We learn that 
the desktop is one of the germiest places in 
the ofce and that 20-30% of women's 
handbags have fecal bacteria 
underneath.  

Dr. Gerba discovered that the average 
ofce toilet seat had 49 germs per 6.45 
square cm. Desktops had almost 21,000 
germs per 6.45 square cm, and phones had 
more than 25,000 germs per 6.45 square 
cm. Desks, phones, computer keyboards 
and your mouse are key germ transfer 
points because people touch them so 
often, Gerba said, adding that coughing 
and sneezing can leave behind “a 
mineeld of viruses” that can live on a 
surface for up to three days.  

Enclosed environments, where people are 
working or interacting in close proximity 
with one another, are particularly at higher 
risk of the spread of germs. With people 
often working or moving around public 
areas while ill, this can quickly lead to 
localized outbreaks among a larger 
number of people.

WebMD recently reported the 6 dirtiest 
places in your ofce.  The study researchers 
swabbed some 4,800 surfaces in ofce 
buildings housing some 3,000 employees. 

Ofce types included manufacturing 
facilities, law rms, insurance companies, 
health care companies, and call centers. 

1. break room sink-faucet handles

2. microwave door handles

3. keyboards

4. refrigerator door handles

5. water fountain buttons

6. vending machine buttons 

Since our hands are responsible for the 
spread of 80% of common infectious 
diseases, effective hand hygiene continues 
to be universally recognized as the 
smartest, most cost effective means of 
infection control in the workplace.  

"Health promotion or wellness programs 
have been shown to be effective at 
reducing absenteeism, health costs, 
workers compensation claims and turnover 
but often, forget to address infectious 
diseases.  Workplace infection control 
programs focusing on hand hygiene have 
been found effective at reducing 
absenteeism on average by around 40 %.  
An important component of  prevention is 
hand hygiene training and supplies 
including soap, sanitizer, paper towels and 
tissues," comments Barry Michaels, an 
infectious disease expert.

Clean out your keyboard - Most ofce 
cleaning companies do not touch 
computers or keyboards because they 
don't want to risk causing any damage. 
Hygiene is left to the employee, and many 
don't bother. Gerba suggests using an 

alcohol-based sanitizer for cleaning the 
keyboard. Simply blowing compressed air 
over it is not going to remove bacteria 
clinging to the surface. The best practice is 
to disinfect AND use compressed air. 

Protect your face - Ofce workers touch 
their hands to their faces an average of 18 
times an hour. When we touch our faces, 
we bring all the collected gunk from our 
keyboard, desktop or phone right to our 
respiratory and digestive systems every 
three and a half minutes – bacteria and 
viruses couldn't ask for a better 
transportation system. 

Dispose of unwanted food - People often 
eat at their desks or store food in the 
drawer. Crumbs can accumulate and 
provide a giant breeding ground for 
bacteria. Unclean work areas can pose 
hazards to a worker's health and a liability 
to the business.

Don't let germs crawl - Bacteria and germs 
can multiply and make their way from one 
cubicle or workspace to another. Gerba 
recommends taking note of your neighbor's 
hygiene practices, and to take precautions 
so that the sharing of bacteria doesn't 
occur.

 

Did you know that every 60 seconds, a working adult touches as many as 30 objects which 
may be contaminated by bacteria or viruses causing infectious disease?  

BACTERIA AND VIRUSES 
AT WORK
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It's been said that on average, people spend more 
time shopping for a TV than they do figuring out 
where to invest their life savings. Irrational? 
Definitely. But in life - and in business - it's not 
uncommon for us to spend too much time focused 
on day-to-day minutia, and too little time 
answering the BIG questions that really matter.
Take the topic of pricing for instance. When it 
comes to answering the question, "What should 
you be charging for your services?" Most pest 
control operators spend too little time answering 
this strategically-important question. And when 
they DO tackle the question, they typically rely on 
one of the following two "quick-and-dirty" 
approaches:
The Two Most Common Pricing Approaches
1. The Competitor-Focused Approach: By far the 
most common pricing strategy I see PCOs use is to 
look at what their competition is charging, and 
price themselves slightly higher or lower, 
depending on whether they want to be positioned 
as the "premium" brand - or the "budget-friendly" 
brand.
2. The Markup-Focused Approach: The second 
most common approach I see PCOs use is to look 
at their costs: chems, fuel, payroll, etc. and markup 
their service based on how much profit they want 
to make.
And the strategic planning usually stops there. In 
fact, if you're like most PCOs, then you probably 
priced your service using one or both of these 
approaches, started booking work, and moved on, 
right?
Well here's the rub: If you've relied on either these 
two pricing approaches mentioned above, then 
you're potentially leaving BIG money on the table.
Because there are four common pricing mistakes 
PCOs make, which once fixed - can literally add 
tens to hundreds of thousands of Rands to your 
bottom line. This article focuses on the FIRST big 
mistake.
Pricing Mistake #1: Not Offering Basic / Premium / 
Deluxe Options
There's a psychological reason why you MUST offer 
a minimum of two (but ideally three) service level 
options to your pest control clients. The reason has 
to do with our brain's desire for COMPARISON.
You see, as consumers, our brains have been 
trained over the years to compare one deal to 
another. We all like to consider ourselves to be 
"smart shoppers". And whenever a price is quoted 
to us - no matter the situation, our brains 

immediately and automatically try to answer the 
question: Is this a good deal or a bad deal? And we 
almost automatically ask ourselves, "Can I get a 
better deal elsewhere?"
So when you only offer ONE price to a client (e.g. 
"Mr. homeowner, the cost to service your home for 
pest control is R826 bi-monthly), you invite your 
prospect's brain to compare YOUR price to 
something outside your control. More specifically, 
you invite your prospect to compare your pricing 
to your COMPETITION.
However... When you offer your prospect two or 
three options to COMPARE and choose from, you 
effectively turn your prospect's attention AWAY 
from your competition, and fixate their brain on 
the question: "Which is the best deal in front of 
me? Option A, B, or C." And what you're doing, is 
effectively comparing YOU against... YOU! You're 
now comparing several alternatives, each one of 
which you have complete control over.
That's the first step.
But here's where it gets really good:
To really take full advantage of the psychology of 
comparison pricing, it requires using a strategy 
known as "decoy" pricing. Here's what that is 
exactly.
You see, when you offer your prospect three 
possible options, you introduce a "compare and 
choose" problem. This is good. But the "catch" is, 
you don't want to make the problem TOO difficult 
to solve. (The brain likes solving problems that are 
relatively easy to solve - not ones that require a 
calculator and spreadsheet... )
This is where decoy pricing comes into play, and 
here's how it works:
You start by offering three options, with one 
option (usually the middle option) priced as a 
complete "no-brainer" - this is positioned as the 
obvious choice.
The first option is priced as the "basic", budget-
friendly option, but doesn't include the benefits 
the prospect really wants (we'll get to an example 
in a minute so you can see what this looks like in 
real life). Then the "middle" option is priced slightly 
higher - usually by 10-20% - and includes all the 
benefits the prospect really wants. Finally, the 
"deluxe" option is priced significantly higher - and 
includes just a few additional bells and whistles at 
what feels to be overpriced and perhaps might 
even be considered extravagant.
Here's what a "decoy" pricing structure might look 
like in a real life pest control scenario:

Option A: Basic Service (R686 bi-monthly) - 
includes "basic pests" only (crickets, silverfish, 
millipedes)
Option B: Complete Service (R826 bi-monthly) - 
includes "basic pests" + ants + roaches + attic 
dusting + cobweb cleanout
Option C: Deluxe Service (R1386 bi-monthly) - 
includes Complete Service + yard treatment
See what we've done here?
When you look at this pricing table, Option B - 
"Complete Service" is the obvious choice for most 
consumers. And at R826, priced against the two 
alternatives - it looks like a great deal. (For just 
R140 more than the "basic" option, you get ant and 
roach treatment included + attic dusting and 
cobweb cleanout.) Option A doesn't solve the 
problem the prospect is trying to solve - and 
Option C seems a bit overpriced for what you get. 
Option B is firmly-positioned as the "no-brainer" 
choice.
*Note: When you us this or a similar pricing model, 
you will get some customers who opt for your 
most deluxe package. There are buyers in every 
local market who want "the full package" - just like 
there are fast-food customers who order extra 
cheese and bacon on their burger, extra-large fries, 
and an apple pie to go. They want your top-of-the-
line package - no matter the price.
So let's do a quick recap and analysis on why this is 
so effective:
If you compare this strategy above to offering ONE 
option at R826 for bi-monthly service, what's the 
big difference? Again, when you offer just ONE 
option, your prospect's brain scrambles to try to 
figure out "Is that a good deal or a bad deal?" And 
with nothing immediately available to compare it 
to, the brain turns its attention to your 
competition.
But by using a THREE option "decoy" pricing 
strategy - as outlined above, financially the end 
result to the client is the same: The cost to the 
customer is still R826 bi-monthly to treat their 
home. But EMOTIONALLY and psychologically, the 
customer feels much better about the decision, 
because instead of introducing that R826 option in 
a vacuum, you've positioned that same R826 
option as being a great deal when compared to 
the two possible alternatives you present them 
with.
So, the big takeaways? Compare you to YOU, offer 
three options, and consider using decoy pricing...

The Number 1 Pricing Mistake Profit-Hungry Pest Control 
Operators Must Avoid

PEST CONTROL 
MARKETING

- Ryan P Levesque
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Regional Director, Mr Steve Broadbent, explains, 
“One of the most common signs of the presence of 
bed bugs is faecal spotting. But until now, the big 
question has always been, 'How can you be sure 
the spotting was caused by a bed bug?'

“Cimethor Bed Bug Blue can be used to test for the 
presence of blood in faecal matter, and it will 
detect faecal spots up to two years old. It easily 
distinguishes bed bug spotting from other marks, 
providing professional pest managers with 
confidence in their bed bug diagnosis.

“The kit contains a Test Card with nine test 
windows, nine cotton swabs and a bottle of 
Development Fluid. A couple of drops of the fluid 
are added to a cotton swab, which is then rubbed 
over the suspect faecal spot. It is then rubbed on a 
test window. If the window turns blue, we have a 
positive identification of a faecal spot containing 
blood; if it remains white, or goes any other colour, 
it is not a bed bug spot.”

Mr Broadbent continued by advising how “This 
links perfectly with the Ensystex Environmental 
Room Monitoring System which has been 
designed and developed in the field, and proven in 
more than 29,000 cases of bed bug infestations in 
Europe and the USA. It is sensitively guest branded 
and many thousands of them already go 
unnoticed in hotels, hostels and halls of residence 
overseas. 

“At the heart of ERMS is the Ensystex Passive Bed 
Bug Monitor. To a bed bug, the Passive Monitor 
provides the ideal living quarters. More 
particularly, it is designed so that bed bugs 
defecate on the white skirt around the Monitor 
when they enter. The faecal spots are then easily 
visible on the this white skirt. If there is any doubt 
as to whether a spot has been created by a bed 
bug, then Cimethor Bed Bug Blue can be used to 
confirm. 

“Further complementing ERMS are the Training 
Programs and Technical Manual provided by 
Ensystex to ensure professionalism. With Cimethor 
Bed Bug Blue now an added part of the program, 
and Bithor Dual Action Insecticide for the control 

of any bed bugs detected; a complete professional 
solution is in place for hotels, other 
accommodation providers, and at risk businesses, 
to ensure their guests are not bitten by bed bugs; 
and that they maintain the highest of 
management standards to protect their 
reputations.

“The Passive Monitors provide an early warning 
system to indicate the initial signs of bed bug 
activity. They will not assist with the 
decontamination of infected locations and should 
only be used as part of an integrated pest 
management approach.

“Bithor Dual Action Insecticide with its unique dual 
mode of action, has proven to provide an optimal 
solution for the control of bed bugs, including the 
commonly encountered pyrethroid resistant 
strains.

“In trials performed at the Institute of Clinical 
Pathology and Medical Research at Westmead 
Hospital, against a highly pyrethroid-resistant 
strain of the common bed bug (Cimex lectularius 
Linnaeus), Bithor Dual Action provided 100% 
control after two hours exposure. Similarly, in trials 
against a pyrethroid-resistant strain of the tropical 
bed bug (Cimex hemipterus Fabricus), performed 
by the Department of Medical Entomology in 
Thailand, Bithor Dual Action proved 100% effective 
in all replicates, and outperformed all other 
products tested.

Bithor Dual Action provides fast initial control of 
bed bugs, together with improved residual 
performance and, most importantly, it has been 
shown to control all life stages of the bed bug. The 
enhanced potency of Bithor Dual Action arises 
from the potentiation that occurs between the two 
active ingredients. This means that each active 
makes the other more effective. And since they 
work at different target sites on the insect nervous 
system, the end result is the most powerful and 
versatile insecticide on the market.”

Mr Broadbent concluded by advising, “In the next 
couple of months we will be adding a further 
range of products for the control of bed bugs 

including non-pesticidal solutions. We envisage 
that with the ability bed bugs have for developing 
resistance, this is going to be very important for 
the future. 

“Bed bugs already have a formidable arsenal of 
mechanisms to de-activate insecticides, including 
target site (nerve) insensitivity, metabolic 
detoxification and reduced penetration of the 
insect cuticle. Our first new solution to combat this 
will be the Cimethor Cimex Eradicator. This uses 
super-heated steam, at a temperature of 180 
degrees Celsius.

“The Cimethor Cimex Eradicator can be used in the 
presence of people and the treated rooms can be 
used again immediately after completing the 
treatment. Bed bugs are very sensitive to 
temperature changes and the flow of steam at 
180° C ensures adult insects and larval stages are 
eliminated, as well as the eggs. The steam flow 
reaches all the nooks and crannies and the corners 
that are most difficult to treat, eliminating even 
deeply hidden bed bugs. 

An additive enables disaggregation of the glue-
like substance that enables the eggs to stick to 
surfaces, eliminates all traces and reduces the 
characteristic smell of bed bugs, thus providing 
further benefits.

“Thus Ensystex are able to provide a total bed bug 
solution and ensure professional pest managers 
linked to Ensystex are at the cutting edge of the 
latest science in the war on bed bugs.

“At a cost of less than 7 cents a day, ERMS is 
affordable and effective and puts professional pest 
managers in a position to greatly increase their 
revenue. Rather than sitting around waiting for a 
bed bug problem to arise, there is now a 
professional solution to ensure bed bugs are never 
a problem again. 

Already ERMS promises to be real winner given the 
number of professional pest managers who have 
backed the program.”

BED BUG BLUES

- Mark Edwardes   

No this is not a new song, Cimethor Bed Bug Blue is the latest high tech innovation to be brought to 
the market by Ensystex. Cimethor Bed Bug Blue complements the Ensystex Environmental Room 
Monitoring System (ERMS) which was launched last month for the early detection of bed bugs. 
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One item that drew a great deal of interest from professionals at the recent Ensystex seminars was the 
Ensystex Environmental Room Monitoring System (ERMS) which provides a proven system for the early 
detection of bed bugs. 

NEW BED BUG SYSTEM 
PROVIDES AN ADDITIONAL 

INCOME STREAM FOR 
PROFESSIONALS

Regional Director, Mr Steve Broadbent, explains, 
“The Environmental Room Monitoring System has 
been designed and developed in the field, and 
proven in more than 29,000 cases of bed bug 
infestations in Europe and the USA. It is sensitively 
guest branded and many thousands of them 
already go unnoticed in hotels, hostels and halls of 
residence overseas. 

“It is unique since it is a system in which the 
professional pest manager forms a partnership 
with their client, e.g. a hotel, hostel, cinema, etc. to 
produce optimal results through the provision of 
an early warning system to indicate the presence 
of bed bugs leading to lower guest complaints.

“At the heart of the system is a very simple yet 
proven device – the Ensystex Passive Bed Bug 
Monitor. The Monitor measures approximately 120 
x 90 mm and is less than 10 mm deep. It has a self-
adhesive backing and is simply placed at the head 
end of the base of each bed. Placed discreetly, the 
exact positioning depends on the design of the 
bed. As Dr Richard Naylor of Sheffield University, 
the UK's most prominent bed bug researcher 
notes, 'this is where bed bugs tend to gather'.

“To a bed bug, the Passive Monitor provides the 
ideal living accommodation for it to hide in and 
digest its meal. It is designed in such a way that 
bed bugs defecate before they enter the Monitor, 
thus providing evidence of an infestation, which is 
easily visible on the white skirt at the base of the 
Monitor. The ultimate secret to the great success of 
the Monitor is that it can be easily inspected by the 
hotel's own housekeeping team. Once a week, 
housekeeping checks the Passive Monitor for signs 
of bed bug activity. It takes only a few seconds of 
their time. If there is no activity they simply tick the 
weekly check box. This is repeated for the life of 
the Monitor (Monitors are replaced after 12 
months).

“Complementing the Passive Monitor are the 
Training Programs and Technical Manual provided 
by Ensystex to ensure compliance with the weekly 
inspection program and to ensure housekeeping 
understand the processes and systems in place.

Early Warning System

“Passive Monitors are designed to provide an early 
warning system to indicate the initial signs of bed 
bug activity in a commercial or residential setting. 
It is important to understand that they will not 
assist with the decontamination of infected 
locations and should only be used as part of an 
integrated pest management approach.

“The key benefits of this approach are: 

Ÿ Catching an infestation early limits its spread 
where it is easier and less costly to resolve.

Ÿ It potentially provides a due diligence defence 
for a hotel in the event of litigation.

Ÿ No glue or chemicals to alert the bed bugs and 
cause them to scatter.

Ÿ Works with the bed bugs natural biology and 
behaviour.

Ÿ Provides the perfect quality assurance check 
for bed bug treatments.

Ÿ Chemical free and thus an environmentally 
sustainable approach.

Ÿ Bed bugs are induced to leave faecal traces on 
the detection skirt - an easy way to confirm if 
they are present.

Ÿ The perfect harbourage provides a place for 
female bed bugs to lay their eggs - where they 
can be easily removed.

Ÿ If they need to shed their skin, they leave it in 
plain view on the detection skirt - another easy 
sign to confirm.

Ÿ Bed bug faecal traces are known to signal 
other bed bugs that this is a safe location, so 
the Passive Monitor increases in efficiency with 
each occupant.

Ÿ Bed bugs return to the same harbourage 
throughout their development, as long as they 
remain happy there - nymphs are not 
dispersed as with glue based systems.

“For professional pest managers, ERMS provides a 
new income stream with the ability to provide 

concerned property managers with an early 
warning system for the presence of bed bugs to 
help ensure that the bed bugs are detected before 
they bite their patrons.

“The PPM makes income by selling the system to 
the hotel and providing training to the 
housekeeping team on how to place the Monitors 
and check them each week. Additionally, if the 
Monitors displays what looks likely to be evidence 
of bed bugs, the PPM is called out for a pre-agreed 
call out fee. If the presence of bed bugs is 
confirmed, then the room is treated by the PPM, 
with the pricing determined based upon the 
nature of the infestation.”

David Cain of Bed Bugs Limited in the UK advises, 
“The benefits to both our business and 
accomodation providers that has flowed from 
using these Passive Monitors is unmatched. Their 
development has really helped us to grow our 
commercial services division without the inherent 
unpredictability of reactive work.”

Steve Broadbent concluded by noting that, “At a 
cost of less than 7 cents a day, ERMS provides a low 
cost early warning system to hotels that can save 
them big time by avoiding serious bed bug issues. 
And with the prevalence of bed bugs on the 
increase, it promises to be real winner of a system 
for professional pest managers.”

Amongst the many references to the success of the 
system from accommodation providers in the UK, 
one that typifies the benefits is from Valerie 
Brazant, Head Housekeeper at the Victory Services 
Club in London, “Our first installation of bed bug 
monitors was throughout the club's hundred and 
ninety two bedrooms… 

We were also given a completed procedures 
manual which contained all the relevant 
information which helped to adapt it to our 
operation. To date we have had no guest 
complaints since we have had this proactive 
system in place, you cannot really ask more than 
that.”
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The 4 mistakes consumers make when 
choosing a pest control company.

PEST CONTROL 
MISCONCEPTIONS 

Misconception #1: You should wait as long as 
possible before you have your home or 
business professionally serviced for pest 
control problems.

This is false. Pests multiply rapidly and if you see 
one there are probably plenty more in hiding. 
Many pests produce egg sacks that contain 
numerous eggs. For instance, the cockroach lays 
an egg sack containing approximately 15 to 30 
baby cockroaches. These baby cockroaches breed 
in as early as two weeks. A pest infested structure 
will continually become more infested as long as 
you ignore the problem. Over the counter sprays 
and pesticides may help slightly, but by 
themselves are not enough. The longer you wait to 
have the service done the more those pests will 
multiply and the more difficult it will be to 
eliminate the problem.

Misconception #2: The only reason to have your 
home serviced for pests is to get rid of visible 
infestations.

This is also false. As you already know, for every 
pest you see there are multiples in hiding. If you 
have one type of pest in your home then it's likely 
your home is a good breading ground for other 
types of pests. Not surprisingly, those pests build 
colonies and nurseries, underneath your home, 
and in cracks and crevices you can't see. Some of 
these pests can be poisonous and potentially 
dangerous. Even if you currently haven't seen one 
of these pests, they can climb into your shoes, 
crawl into clothing, or hide in your bed sheets and 
surprise one of your loved ones with a venomous 
bite or sting.

What about pests you hardly ever see? Termites are 
one example. They remain in hidden voids. You 
need a certified termite technician to identify and 
show you were potential termite infestation may 
occur. Don't forget about carpenter ants, they too 
are very dangerous to structures. Again, ask for a 
certified pest control technician to look over your 
structure. Only then can you be sure you are 
protected and can prevent this type of infestation.

Misconception #3: One method of pest control 
is as good as another.

This is also false. It would be quite easy to pick a 
pest control company or pest control method if 
this were the case, but this is not true. 

A company who employs well trained and certified 
technicians will eliminate pest problems much 
more thoroughly than a non-certified person. 
Professional technicians are trained to use the 
correct type of materials for each type of pest 
problem. In addition, they are trained to eliminate 
pests from those hidden areas that are virtually 
impossible to reach unless your technician is a 
trained and certified professional.

Misconception #4: Do-It-Yourself pest control 
works as good as hiring a professional pest 
control technician to treat your home or 
business?

You can purchase over the counter pesticides. 
Some of these over the counter pesticides use 
products with ingredients and chemicals that 
merely attack the nervous system of the pest. 
However, once this particular product dries, its 
effectiveness is completely gone. In these cases 

the only pests it will affect are those who have 
direct contact with it while it's wet. So, when you 
spray (for instance) a cockroach or two, those two 
will die but the 20 or 40 in hiding can very well be 
untouched and alive still multiplying rapidly.

Some people ask if the cockroach carries the 
chemical back to the nests of other cockroaches to 
kill them off. Many of these materials don't work 
that way. In fact, if the cockroach makes it back to 
the nesting area, but the material has dried on its 
body, it will not effect any other cockroaches.

When using pesticides on ants, you can make the 
problem worse. If you spray an anthill, for instance, 
the live ants carry a signal back to the colony. The 
ants then spread into satellite colonies. Thus, the 
ant hills are spread into numerous anthills.

There are also industrial strength pesticides you 
can purchase from stores and other industrial retail 
locations. The problem with that is some chemicals 
leave toxic residue that can remain poisonous for 
years. This is a tremendous threat to your entire 
family. In addition, some pesticides will not be the 
right prescription for the pest problem. They can 
cause allergic and respiratory reactions if you don't 
know what you are using. So the possibility here is 
that you might not eliminate the pests you need to 
eliminate and the toxic residue which may remain 
in your in structure for years to come and could 
harm those you love.

The most effective way to service your home is 
with a certified pest control technician. Ask to see 
credentials.

- Gannon Mahaffay
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Flesh fly

PUBLIC HEALTH 
VECTORS AND PESTS

Common Name: Flesh fly
Scientific Name: Sarcophagidae
Size: Depending on the species, they range from 
10 to 22mm in length when fully grown.
Colour: Yellowish maggots
Description: Adult - Flesh flies usually have grey 
bodies with three black stripes on the thorax. The 
abdomen has a light and dark gray checkerboard 
pattern and is often red at the tip. Though some 
species may be smaller than house flies, most flesh 
flies are about 10 to 13 mm long. 

Larva - These near white to yellowish maggots 
have pointed heads. Depending on the species, 
they range from 10 to 22 mm in length when fully 
grown.

Distribution - As a group, flesh flies occur 
throughout most areas of the world although 
species distribution varies. Flesh flies are found in 
urban and rural communities.

Feeding Habits - Adult flies do not bite but feed 
on a wide range of liquid substances. Most larvae 
infest wounds, carrion or excrement. The larvae of 
some species of flesh flies are beneficial in that 
they prey on eggs, nymphs, or larvae of more 
harmful insects. Lesser house fly larvae, blow fly 
larvae, and grasshopper nymphs are common 
hosts of flesh flies. 

Damage - Though they can carry leprosy bacilli, 
flesh flies usually are not problems as disease 
carriers or even as nuisances and pose little threat 
to human welfare or to livestock. A few cases are 
known in which flesh fly maggots have burrowed 

from wounds into the healthy flesh of livestock, 
and some species can cause intestinal 
pseudomyiasis (infection by fly larvae) in humans 
who consume food contaminated with larvae. 

Life History - Flesh fly life histories vary with 
species and location. Rarely very numerous, the 
flies emerge in spring and mate. Eggs are laid only 
under very unusual circumstances. As a rule, eggs 
hatch within the body of the adult. Females of 
most species deposit 20 to 40 larvae directly onto 
the host or substrate. As many as 325 larvae have 
been known to be born by a single female. 

Flesh fly maggots feed for 3 or 4 days and develop 
through 3 instars. Soon afterward, these mature 
maggots enter the pupal stage. Adult flies emerge 
in 10 to 14 days and the life cycle is repeated. 
Several generations are produced each year.
 HabitatFlesh flies are found in urban and rural 
communities but, fortunately, are relatively 
uncommon in houses or restaurants. They breed in 
excrement, decaying vegetable matter and animal 
flesh or meat.

Lifecycle - The life cycle of flesh-fly larvae has been 
well researched and is very predictable. Different 
species prefer bodies in different states of 
decomposition, and the specific preferences and 
predictable life cycle timings allows forensic 
entomologists to understand the progress of 
decomposition and enables the calculation of the 
time of death by back extrapolation. This is done 
by determining the oldest larva of each species 
present, measuring the ambient temperature and 
from these values, calculating the earliest possible 

date and time for deposition of larvae. This yields 
an approximate time and date of death (d.o.d.) This 
evidence can be used in forensic entomology 
investigations and may assist in identification of a 
corpse by matching the calculated time of death 
with reports of missing persons. Such evidence has 
also been used to help identify murderers.
 
Disease Transmitted Flesh-flies can carry leprosy 
bacilli and can transmit intestinal pseudomyiasis to 
people who eat the flesh-fly larvae. Flesh-flies can 
also cause myiasis in animals, mostly to sheep, and 
can give them blood poisoning, or asymptomatic 
leprosy infections.

Type of damage - The symptoms depends on the 
tissue invaded, if it is in the skin, the infection 
starts as itchy sores then develop into painful boil-
like lesions which often ooze.

Sources / breeding - Most flesh flies breed in 
carrion, dung, or decaying material, but a few 
species lay their eggs in the open wounds of 
mammals; hence their common name. Some flesh 
fly larvae are internal parasites of other insects. 
These larvae, commonly known as maggots, live 
for about 5-10 days, before descending into the 
soil and maturing into adulthood. At that stage, 
they live for 5-7 days.

- Gannon Mahaffay
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Various types of pests, animals and insects can 
plague your warehouse. Commercial warehouse 
clients know how valuable it is to treat warehouses 
and facilities effectively. Food stocks and other 
perishable items add to the difficulty of treating 
warehouses. There are 6 steps in protecting your 
storage and making sure that your warehouse is 
free from pest infestations.

Ÿ Assessment. This is the initial step to create an 
effective pest control program. Assessing 
warehouses is a complicated job. Special 
concentration is given to entry points, food 
sources, water sources, shelter areas, and 
employee and customers corners. They will 
also assess all areas in the warehouse like 
cafeterias, pantry, janitorial closets, storage 
room, utility room, comfort rooms, and 
shipping and receiving area.

Ÿ Examine building design. After the thorough 
assessment and identifying existing and 
possible problem areas, the next thing to do is 
find out the building's customer and employee 
traffic which is the total number of individuals 
going in and out of the building every day. 
Inspect entry areas such as pedestrian doors, 
electrical conduits, overhead doors, water 
sources, and exterior perimeters including 
dumpster areas, fence lines, storage buildings, 
etc.

Ÿ Pest ID. Each type of pest has a different 
treatment technique depending on the 
reaction of the pests to each treatment. Pest 
management professionals usually gather 
information from employees to get precise 
information about the pests to avoid further 
infestations and monitor current problems.

Ÿ Customized programs. Each warehouse is 
different from the other warehouses, thus, 
each warehouse requires a different pest 
control program from the other. Some factors 
to consider are location, age of building, 
weather, size of the warehouse and many 
other factors. To develop the best pest 

management program that will fit the 
requirements of your warehouse, professionals 
will inspect and break down facilities and will 
talk to employees.

Ÿ Sanitation. The bottom line in every pest 
control and maintenance is sanitation. The 
success of any pest control program and 
maintaining pest free warehouse will depend 
on the sanitation in your warehouse. Pest 
controllers will make use of service record logs, 
application records, sighting logs, and 
sanitation report for the program to be 
effective. You will be able to prevent health 
risks, financial and legal problems connected 
with pests' invasion.

Integrated Pest Management Techniques

Integrated pest management is a pest control 
technique that uses inspection, records, sanitation, 
elimination, traps, pest monitors, and chemicals if 
necessary. Combining these techniques will 
provide a program that will eliminate pests. The 
approach used in controlling pests centers to 
sanitation and prevention. It will also teach your 
employees on right practices and correct 
strategies on pest control. IPM method diminishes 
the use of dangerous chemicals and other harmful 
materials. Other services that are offered may 
include:

Ÿ Caulking lines and pipes

Ÿ Using rodent and insect traps

Ÿ Installing or modifying insect traps

Ÿ Making changes in structure

Ÿ Documenting insect sightings

Ÿ Maintain records and reports for clients and 
officials

Ÿ Commitment to safety. Be certain that safety is 
necessary to IPM as much as it is necessary to 
warehouse industry.

The program's key benefits may include the 
following:

Ÿ 24-hr service. Services are available anytime 

you need them. They have flexible schedules 
and plans based on warehouse needs.

Ÿ Best quality. Quality level is monitored 
consistently and surpasses standards set by 
state and licensing bureau. They provide 
personalized sanitation and documents 
together with log books. Their technicians are 
licensed who passed thorough background 
investigation.

Ÿ Clear communication. IPM provides the best 
results. Their log books give access to pertinent 
data, proposed guidelines, and reports which 
are needed during inspection, safety and 
review check.

Ÿ ·Professional entomologist. You will be able to 
hire pests and insect experts that are 
knowledgeable in what they are doing.

Types of warehouses that pest control services can 
help includes:
Ÿ Data warehouse
Ÿ Food warehouse
Ÿ Dry goods warehouse
Ÿ Importers warehouse
Ÿ Exporter warehouse
Ÿ Wholesalers warehouse
Ÿ Transport business
Ÿ Customs warehouse
Ÿ Automated warehouse
Ÿ Refrigerated warehouse
Ÿ Manufacturing warehouse
Ÿ Third party logistics warehouse
Ÿ Cold storage warehouse
Ÿ Drug warehousing
Ÿ Moving and storage companies
Ÿ Medical warehouse

For big companies, commercial pest control is a 
very important service. For food companies, they 
need pest control for food processing facilities.

Pest control in commercial warehouses is a big challenge 
for most pest control companies.

PEST CONTROL 
IN A WAREHOUSE

- Paul T. McCoy  



A workforce consisting of largely engaged 
individuals will no doubt be able to drive the 
performance of the organization to an optimal 
level.

There have been enough studies to confirm that 
the level of staff engagement in a workplace has a 
direct impact on the performance of the 
organization. Many companies measure their staff 
engagement score. Some organizations even make 
this a key performance measure of their senior 
leaders.

How do we ensure that our workforce has a high 
level of engagement? In order to raise the staff 
engagement score, some corporate leaders 
introduce team bonding activities, regular town 
hall sessions to communicate the company's 
direction or regular skip level sessions for the 
leader to get feedback from employees. All these 
are good efforts. However, to establish efforts that 
are sustainable and effective, we have to 
understand the drivers of staff engagement.

When we talk about staff engagement, we are not 
talking about happiness. An engaged staff is one 
who is willing to invest in discretionary effort to 
ensure that the organization succeeds. In his book, 
Getting Engaged: The New Workplace Loyalty, 
author Tim Rutledge explains that truly engaged 
employees are attracted to, and inspired by, their 
work ("I want to do this"), committed ("I am 
dedicated to the success of what I am doing"), and 
fascinated ("I love what I am doing").

I want to do this

What does the employee want to achieve in his or 
her role? If the only reason is the pay, how 
engaged can we expect the employee to be? This 
is where the managers have to be genuinely 
interested in the individual team member's career 

goals and aspirations. Helping team members map 
out what he or she wants to achieve in the career 
and enabling the right match of the job role to 
individual aspiration is the first step of 
engagement.

I am dedicated to the success of what I am 
doing

Just wanting to do the job is like saying I am 
interested but not committed. There must be 
alignment between the organization's mission and 
vision to the individual's value. Why would the 
employee be going extra miles beyond normal call 
of duty to ensure the success of the organization? 
The individual must have a belief in what he or she 
is doing; the impact of her work and the value that 
the organization is delivering.

We have seen leaders who work hard at driving all 
kinds of activities that are said to enhance staff 
engagement: team bonding, quarterly 
communication sessions, career development 
plans. You named it. The most effective way, that I 
had seen, is not what the leader is doing. It is 
"How" the leader is doing it.

Authentic leaders, who truly believe in the mission 
that the organization is driving, has contagious 
influencing power that attracts team members 
who will go all out to make things happen. 
Leaders, who truly care about his or her team 
members, will be able to create an engaged team 
that drives transformation.

I love what I am doing

If you think about moments when you feel the 
passion in what you are doing, you will notice that 
those are moments when you are "in the flow". This 
is very often when you feel competent in 

delivering what the task demands of you. You 
cannot be in love with what you are doing if you 
are incompetent in the function. You can see the 
value that you are adding and very often, 
recognition from bosses or peers come naturally. 
You see why your work matters and that motivates 
you to want to do more. The leaders need to give 
acknowledgment and affirmation to keep the fire 
burning.

In Chip Conley's TED talk,: Measuring what makes 
life worthwhile, he shared what he had learned 
from Bhutan's measurement of Gross National 
Happiness (GNH). Over a dinner, Chip asked the 
Prime Minister of Bhutan, "How can you create and 
measure something which evaporates -- in other 
words, happiness?" The wise man answered, 
"Bhutan's goal is not to create happiness. We 
create the conditions for happiness to occur. In 
other words, we create a habitat of happiness."

That inspired Chip in the way he manages his 
organization. The aim of creating an engaged 
workforce is to create a habitat with the right 
conditions for engagement to flourish. His 
organization's employee turnover dropped to one-
third of the industry average, and during that five-
year dot-com bust, they tripled in size.

As corporate leaders face the immense pressure of 
growth expectation from the shareholders, we 
may be missing the point when looking at staff 
engagement survey results. As Einstein said: Not 
everything that can be counted counts and not 
everything that counts can be counted."

Creating a habitat to enable staff to be truly 
engaged in their work is one of the most 
important tasks of a leader. Do a review of what 
your organization is doing in creating this habitat 
of engagement and start measuring the right 
metric that matters.

A CEO was asked how many people work in his company: 
"About half of them," he responded. We can laugh at his joke, but it 
is true that in some organization, a significant number of people 
had mentally "checked out."

WHY 
STAFF ENGAGEMENT 

MATTERS

- Paul T. McCoy  
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