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Crawlspace foundations can 
be encountered throughout the 
United States. All crawlspaces, 
or raised foundations, share 
the same common features: 
a footing situated below the 
frost line, a foundation or stem 
wall around the perimeter, and 
a girder and floor joist system 
supported by the foundation 
wall. Typically, crawlspaces 
have a soil floor and do not 
provide enough clearance 
for an adult to stand upright. 
Crawlspaces provide a unique 
and challenging environment 
for the wood destroying insect 
inspector to carry out an 
inspection. This Library Update 
reviews some of the challenges 
encountered in a crawlspace 
and provides recommendations 
for pest management firms.
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» e x e C U t I v e  v I C e  P R e S I d e N t ' S  m e S S A g e

i n 2011, the National Pest Management Association in cooperation with the 

University of Kentucky, conducted a survey of more than 400 pest management 

professionals operating in the United States. The survey revealed that nearly 

every pest management professional (99 percent)—from coast to coast—has 

encountered a bed bug infestation over the past twelve months, compared to the 95 

percent who reported bed bug encounters in 2010. The survey further reveals that 

bed bug infestations are on the rise, a trend noticed by more than eight out of ten 

survey respondents (84 percent).

And perhaps most importantly, bed bugs have the dubious honor of being consid-

ered the most difficult pest to treat, according to 73 percent of survey respondents.

To that end, we created the NPMA Online Learning Center and launched our 

first online program—Bed Bug Basics—that provides extensive bed bug training 

for pest management professionals. Already, over 500 pest management profession-

als have signed up for Bed Bug Basics, which has been given a five-star rating by 

NPMA members. 

Bed Bug Basics focuses on providing the basic information that is needed to pro-

vide bed bug control services. The course will cover five main topics: 

 ■ Bed Bug Identification, Biology & Behavior 

 ■ Medical Considerations, Customer Service 

 ■ Inspection Techniques 

 ■ Treatment Methods 

 ■ Best Management Practices

By the end of this course, students will: 

 ■ Recognize bed bugs, and their evidence 

 ■ Recognize and describe the elements of a complete bed bug inspection 

 ■ Describe the most common bed bug treatment methods including the pros 

and cons of each 

 ■ Understand and describe the basic biology of bed bugs and key behaviors that 

are important for control methods to be successful 

In addition, upon successfully completing the course, we will send each employee 

a certificate of completion and a special patch that can be added to their uniform.

The hour-long course is only $19.95 and is designed to allow your staff to ability 

to learn at their own pace…at a time that’s convenient for them. In addition, pre-

assessments are provided to show your employees the areas where they need to focus 

and a final exam is given to demonstrate the students’ depth of understanding. 

Demonstrate your commitment to both your employees AND your customers 

by voluntarily having your team tested and trained on bed bugs by a third party 

organization. Start today and log on to www.pestworld.learningzen.com. «
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Few regulatory decisions have the potential to impact as many 

PMPs as the recent change to pyrethroid labels. And, because 

there are so many questions among PMPs about these 

changes, we will attempt to discuss what the changes are, why 

they occurring, when you can expect to see them and provide 

some advice and guidance on steps that PMPs should consider 

making to adapt to the changes.

Note: This article is intended to provide additional information for pest 
management professionals regarding recent pyrethroid label changes and is not a 
substitute for reading and following all label instructions. 
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I
n the early 2000s, data was developed in California 

that indicated that pyrethroids from outdoor non-

agricultural uses were showing up in urban creeks, 

streams and other bodies of water at levels that could 

have an impact on aquatic species. Tests conducted 

elsewhere indicated similar patterns. As a result, 

the California Department of Pesticide Regulation 

and U.S. Environmental Protection Agency have 

taken steps to mitigate what they have deemed to be 

unacceptable risks. 

In particular, EPA contacted the manufacturer of 

every registered non-agricultural pyrethroid product in 

June 2009, asking that they submit new labels containing 

altered environmental hazard statements and use direc-

tions by June 2010. This includes every pyrethroid prod-

uct containing non-agricultural outdoor uses, including 

consumer and professional products, branded and ge-

neric products, PMP and turf and ornamental products, 

and even combination products, containing a pyrethroid 

with another non-pyrethroid active ingredient. 

EPA processed the amended labels in the Fall of 2010, 

requiring manufacturers to adopt the amended labeling 

within eighteen months of approving the new label. 

Some of those products began showing up earlier this 

year, but the majority will begin showing up this Spring. 

These deadlines only apply to newly manufactured 

products. Old-labeled products in the possession of 

distributors and old-labeled product in the possession of 

applicators may continue to be distributed and used in 

accordance with old label directions.

What to Look For
The new labels will contain the 

language outlined in the attached 

sidebar. Most of it is mandatory, 

enforceable language, though most 

of the amended environmental 

hazard statement language is advi-

sory, meaning that it is a recom-

mendation, but not a requirement.

Challenges for the PmP
Pest management professionals 

will be impacted when performing 

both preconstruction termite treat-

ments and exterior perimeter pest 

control. In addition to prohibitions 

on the distance that treatments can 

be made from storm drains, and 

aquatic habitats, the major impact in 

preconstruction treatments will be the need to coordi-

nate the timing of applications with the contractor to 

insure that treated areas are covered within 24 hours 

of application. According to the new label directions, 

the treatment site needs to be covered prior to a rain 

event to prevent run off into non-target areas. This 

can be accomplished by pouring a concrete slab, or 

by covering the soil with a waterproof material like 

polyethylene sheeting. The pest management firm can 

provide this service or may delegate this responsibil-

ity by notifying the contractor on site, as well as the 

person commissioning the work (if different) of their 

responsibilities to either: a) cover the treated soil if the 

slab is not poured within 24 hours and b) cover the 

treated area if rain is predicted to occur before the slab 

is poured. These actions will require pest management 

professionals to include additional information and an 

added layer of coordination in their communication 

with preconstruction treatment customers

The greatest challenges presented by the pyrethroid la-

bel changes impact the way that pest management firms 

perform outdoor perimeter pest treatments on a daily 

basis. In addition to concerns about rain, technicians will 

be limited in how and where pyrethroid products may 

be applied on the exterior of structures for general pest 

control purposes.

In the past, common sense dictated when techni-

cians ceased performing exterior services in the rain. 

During light rain technicians might focus treatments 

around protected areas such as beneath siding or 

under eaves. Alternative formulations such as granules 

were used by some technicians, taking advantage of 

light precipitation to dissolve granules and distribute 

active ingredient appropriately. Under the new restric-

tions, no exterior applications can be made at all. 

Soil, mulch, turf and vegetation can continue to be 

treated around building and on lawns via broadcast 

applications; however applications to structures and 

other impervious surfaces are greatly impacted. Gen-

eral surface applications to building foundations may 

only be made to a height of three feet above grade. 

This restriction will impact the treatment protocols 

that many firms use for controlling overwintering 

pests like brown marmorated stinkbugs, boxelder 

bugs, multicolored Asian lady beetles and kudzu 

bugs. Some firms have relied on general surface 

application to building exteriors (especially on the 

south-facing, sunny sides of structures) to intercept 

overwintering pests when they arrive, preventing 

large numbers from amassing. With the exception 
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of foundation treatments made to the first three feet 

above grade, this common practice will be limited to 

spot and crack and crevice treatments. 

Recommendations
Read and Follow All Label Instructions

As with any insecticide product, it is extremely impor-

tant to read and follow all label instructions. This is es-

pecially important during the transition period during 

which identical products bearing drastically different 

label instructions will be available for purchase and use. 

Understand What Products Have the  

New Label Language

Since products shipped from distributors and stored in 

service vehicles may bear both new and old label lan-

guage, it’s important to inventory existing pyrethroid 

stocks, identify what labels are on the products you 

possess, and alter treatment protocols appropriately.

Update Service Protocols / Retrain Technicians

It is important to determine if your company’s current 

treatment protocols and technician training pro-

OutDOOr NON-AgrICuLturAL uSE 
DIrECtIONS: FOrmuLAtION-SPECIFIC 

granular:
  Apply this product directly to the lawn or 
garden area. 

  Water treated area as directed on this label. 

  Do not water to the point of run-off.

  Do not make applications during rain.

Liquid, dust, and Ready to Use:
  Do not water the treated area to the point of 
run-off.

  Do not make applications during rain.

new envirOnmental 
Hazard StatementS
To protect the environment, do not allow 
pesticide to enter or run off into storm drains, 
drainage ditches, gutters or surface waters. 

Applying this product in calm weather when 
rain is not predicted for the next 24 hours will 
help to ensure that wind or rain does not blow 
or wash pesticide off the treatment area.

Liquid Concentrates Only: Rinsing application 
equipment over the treated area will help 
avoid run off to water bodies or drainage 
systems.

Broadcast Granular Only: Sweeping any 
product that lands on a driveway, sidewalk, or 
street, back onto the treated area of the lawn 
or garden will help to prevent run off to water 
bodies or drainage systems.

rED=mANDAtOry LANguAgE
grEEN=ADvISOry LANguAgE

OutDOOr NON-AgrICuLturAL uSE 
DIrECtIONS: ALL PrODuCtS

  All outdoor applications must be limited to 
spot or crack-and-crevice treatments only, 
except for the following permitted uses:

  Treatment to soil or vegetation around 
structures;

  Applications to lawns, turf, and other 
vegetation;

  Applications to building foundations, up to a 
maximum height of 3 feet.

  Other than applications to building founda-
tions, all outdoor applications to impervious 
surfaces such as sidewalks, driveways, 
patios, porches and structural surfaces (such 
as windows, doors, and eaves) are limited to 
spot and crack-and-crevice applications, only. 

OutDOOr NON-AgrICuLturAL uSE 
DIrECtIONS: PrEtrEAtS ONLy

  The treatment site must be covered prior to 
a rain event in order to prevent run-off of the 
pesticide into non-target areas.

  The applicator must either cover the soil 
him/herself or provide written notification 
of the above requirement to the contractor 
on site and to the person commission-
ing the application (if different than the 
contractor). If notice is provided to the 
contractor or the person commissioning 
the application, then they are responsible 
under FIFRA to ensure that: 

1.  if the concrete slab cannot be poured 
over the treated soil within 24 hours of 
application the treated soil is covered 
with a waterproof covering (such as 
polyethylene sheeting), and 

2.  the treated soil is covered if precipitation 
is predicted to occur before the concrete 
slab is scheduled to be poured.”

  Do not treat soil that is water-saturated  
or frozen.

 Do not treat when raining.

  Do not allow treatment to runoff from the 
target area.

  Do not apply within 10 feet of storm drains. 

  Do not apply within 25 feet of aquatic habi-
tats (such as, but not limited to, lakes; reser-
voirs; rivers; permanent streams; 
marshes or ponds; estuaries; and 
commercial fish farm ponds).

  Do not make on-grade 
applications when sustained 
wind speeds are above 10 mph 
(at application site) at nozzle 
end height.

OutDOOr NON-AgrICuLturAL uSE 
DIrECtIONS: DrAINS AND SEWErS

Products NOt used in drains/sewers:
Application is prohibited directly into sewers or 
drains, or to any area like a gutter where drain-
age to sewers, storm drains, water bodies, or 
aquatic habitat can occur. Do not allow the prod-
uct to enter any drain during or after application. 

Products used in drains/sewers:
Do not apply directly to sewers or drains, or to 
any area like a gutter where drainage to sewers, 
storm drains, water bodies, or aquatic habitat 
can occur, except as directed by this label.
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grams are in conflict with the new label language. Pest 

management professionals should conduct a review 

of existing service protocols to determine if they 

contradict label directions for the products that your 

company is using. Protocols and training programs 

may then be updated as appropriate. In the meantime, 

technicians should be reminded to follow product 

label directions if a conflict between company policy 

and the label arise. 

Talk with Manufacturers and Distributors  

about Timelines

Pest management professionals are beginning to see 

the revised label language on products now. Since 

existing stocks with old labels may be sold and applied 

indefinitely, pest management firms should find out 

from distributors and manufacturers when to expect 

products bearing the new label to make their way 

through the supply chain to the end user.

Carefully Manage Existing Product Stocks

Since products bearing the old labels may continue to be 

sold and used according to the old label instructions, pest 

management professionals are encouraged to determine 

which products in their existing inventory bear the old, 

less restrictive labels and manage those products carefully. 

Talk to Your State Lead Agency About How  

They Intend to Interpret Label Language

The U.S. Environmental Protection Agency has provided 

guidance to clarify some of the label language surround-

ing crack and crevice and spot treatments to include pin 

stream applications to a surface that result in a one-inch 

wide treated area, and included the areas underneath 

eaves as acceptable treatment sites. We recommend that 

you contact the state lead agency responsible for regulat-

ing pesticides and/or structural pest control in the states 

that your firm operates in to determine how the new label 

language will be interpreted in your region. «
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A S k  t H e  e x P e R t»

Q can you tell me more about metallic wood-
boring beetles and do they need to be re-
ported on the nPMa-33 wdi inspection form?

A Flatheaded woodborers are in the family 

Buprestidae and are called metallic wood-

boring beetles because they are often shiny 

and brightly colored. The larvae are referred to as flat-

headed wood borers, because the body region behind 

the head is enlarged and flattened. Flatheaded wood 

borers are important pests in forests and are often 

brought inside in firewood. Though they may emerge 

indoors, they do not infest seasoned wood. Flatheaded 

wood borers can be pests of modern log houses that 

are from thick lumber or air-dried logs; they can also 

occasionally infest rustic furniture, and fences. The 

greatest damage to wood results from larvae boring 

into sapwood of recently felled trees; the larvae do 

not survive in kiln-dried lumber. Larvae will feed on 

a variety of soft- and hardwoods. Damage appears as 

winding tunnels made by the larvae which are oval but 

flat, with the width being 3-4 times the height. Tunnel 

walls are etched or scarred with fine, transverse lines. 

Tunnels are tightly packed with sawdust like borings 

and pellets. Exit holes are oval with more pointed ends 

and about ¼ inch across with the width being at least 

3-4 times the height. 

Adult beetles lay eggs singly or in groups in crevices 

that develop in freshly cut logs as a result of drying. 

Larvae hatching from the eggs bore directly into the 

sapwood portion of the wood and begin feeding. How-

ever, as infested wood begins to dry, larvae will tunnel 

deeper. Larvae prefer fresh (moist) wood rather than 

seasoned wood; they do not feed in the heartwood. 

Flatheaded wood borers may complete their develop-

ment from egg to adult in one year. However, their life 

cycle may extend to five years if larvae have tunneled 

deep into the wood. If a homeowner calls experiencing 

emergence of the adults, fumigation may be required 

for ridding the presence of this pest.

You are wondering if you should report such a pest 

on the NPMA-33 form. The NPMA-33 form notes ter-

mites, carpenter ants, carpenter bees, and re-infesting 

wood boring beetles. Since the flatheaded woodborer 

is not a re-infesting beetle, you do not need to note it. 

However, some inspectors will put a blurb in the com-

ments section about their presence (in a floor joist for 

instance) and that it is not a concern to the homeowner 

since they are not re-infesting.

Q can nPMa recommend an organization to 
perform certification evaluations for our bed 
bug sniffing canines?

A Similar to our policies about recommend-

ing one supplier or distributor over another, 

NPMA can’t recommend one particular 

certifying organization. Ultimately that decision needs 

to be made by individual pest management firms. We 

can however give you some guidelines about things to 

look for when selecting an evaluator for canine scent 

detection certification testing based on the NPMA Best 

Management Practices for Bed Bugs.

1. Make sure that the certification evaluator is 

familiar with the Minimum Standards for Canine 

Bed Bug Scent Detection Team Certification as de-

scribed in Appendix A of the NPMA Best Manage-

ment Practices for Bed Bugs.

2. Certification tests must be administered by two 

evaluators, one of which meets the following cre-

dentials. A minimum of five years total experience 

in scent detection handling and evaluation in one 

or more of the following fields: law enforcement, 

government agencies, military or other comparable 

(and verifiable experience) in scent detection train-

ing or evaluation.

3. Evaluators should not have a stake in the results 

of the test. Choose an evaluator that does not have 

an interest in the canine, handler or the handler’s 

business. The evaluator should not be the team’s 

current or former trainer; instead he or she should 

be an independent, third party.

It is important to note that some certification 

organizations may have requirements that are stricter 

than those described in the NPMA Best Management 

Practices for Bed Bugs, which is perfectly fine as long as 

the minimum requirements of the BMPs are met. 

You can read and download a copy of the  

NPMA Best Management Practices for Bed Bugs at 

www.npmapestworld.org.

BY JiM FrEdEriCkS
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A S k  t H e  e x P e R t

Q  
what is the ePa’s definition of the term  
“spot treatment”?

A EPA defines spot treatment as “application 

to limited areas on which insects are likely to 

occur, but which will not be in contact with 

food or utensils and will not ordinarily be contacted 

by workers. These areas may occur on floors, walls, 

and bases or undersides of equipment. For this 

purpose, a ‘spot’ will not exceed 2 square feet.” (38 

FR 21685).

It seems that there are some anecdotal 

definitions that specify things additional 

definitions such as “spots can’t be continuous” 

and “not more than 20% of a wall or floor can be 

treated”) These clarifications might be helpful 

for training technicians, but the EPA definition 

contains no such clarifications. 

It is important to note that a spot treatment not ex-

ceeding “2 square feet” can be accomplished in a number 

of different fashions. The first way that usually springs to 

mind is a spot measuring 1’ by 2’ (notice that it’s not 2’ 

by 2’, which would be four square feet). A spot treat-

ment measuring two square feet can also be achieved 

by making an application measuring 6” by 4’, or 3” by 8’. 

Essentially any combination that results in a treated area 

not exceeding two square feet is acceptable. «

it is important to note that a spot treatment not 
exceeding “2 square feet” can be accomplished in a 
number of different fashions. 
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destroying insect inspectors regarding these company policies so they are prepared for 

inspection challenges such as these.
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II

Insulation
Insulation can obscure the inspector’s ability to 

perform a comprehensive visual inspection. An 

inspector may encounter different kinds of insula-

tion inside a crawlspace including batted fiberglass, 

sprayed-on foam, and rigid foam board insulation. 

Batted fiberglass insulation is most commonly 

encountered when it is affixed to the underside 

of the subfloor between the floor joists or stuffed 

between the joists, covering the header or band 

board. Batted insulation is probably the most 

commonly encountered insulation and often 

obscures visual inspection of the band board, 

portions of the joists and the subfloor. Removal 

of batted insulation for inspection purposes, 

although not difficult, can be extremely time 

consuming and inconvenient. 

Rigid foam board insulation is most commonly 

found insulating vertical surfaces, thereby obscur-

ing the inspector’s view of the foundation walls 

and the band board. Some specialty brands of rigid 

foam board insulation are impregnated with borate 

insecticides to prevent termite or carpenter ants 

from tunneling through it. Rigid foam board may 

be affixed to the foundation wall with construction 

adhesive or mechanical fasteners. This method of 

insulation should be terminated at least three inch-

es below the top of the foundation wall to allow an 

“inspection window” to observe mud shelter tubes 

or other evidence on the foundation wall. 

Sprayed-on foam insulation is often encountered 

in less predictable locations inside crawlspaces. 

Inspectors report it covering everything from 

foundation walls to sill plates, band boards and 

occasionally obscuring the entire expanse of joists 

and subfloor. Unlike batted insulation or rigid foam 

board insulation, sprayed-on foam insulation is not 

easily removed to provide visual access for inspec-

tion and often obscures the wood substructure of 

a building and many termite entry points from the 

inspector’s view. 

vapor Barriers
A vapor barrier is intended to be a physical barrier 

that traps evaporating water from the crawlspace 

soil beneath an impermeable barrier. Vapor barriers 

prevent soil moisture from entering the crawlspace 

inSpeCtiOn tOOlS ANd 
perSOnal prOteCtive 
eqUIPmeNt
Basic tools and equipment

  Flashlight

  Probe 

  Measuring device

  Coveralls

  Gloves

  Bump cap

  Knee pads

  Respiratory protection

  Eye protection

Optional tools

  Camera (or other visual recording device)

  Moisture meters

  Scent detection canines

  Inspection mirror
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air, reducing the relative humidity and overall mois-

ture in the crawlspace. It should be noted that in 

structures built over a high water table, where stand-

ing water is encountered inside the crawlspace, a va-

por barrier alone may be insufficient and additional 

soil drainage should be considered to supplement 

the vapor barrier. Historically, vapor barriers have 

been installed as horizontal moisture barriers cover-

ing between 80 to 100% of the soil surface. In recent 

years, with the popularization of closed crawlspaces, 

vapor barriers may also be encountered extending 

up the vertical surfaces of foundation walls and 

piers. Vapor barriers on foundation walls may pose 

similar inspection challenges as rigid foam insula-

tion unless an “inspection window” is provided 

beneath the sill plate. 

Standing Water 
Standing water in a crawlspace is an important 

inspection obstruction. Standing water on the soil, 

or pooling on top of a vapor barrier should not be 

entered. Standing water may render other hazards 

beneath the water invisible to the inspector and may 

even pose a health risk to the inspector, especially 

if the source of the water is a broken waste water 

or sewage pipe. Some crawlspaces are prone to 

temporary flooding after heavy rain, but regardless 

of whether the standing water is due to an extreme 

weather event or not, it must reported as an obstruc-

tion to the inspection, rendering all or parts of the 

crawlspace inaccessible.

Low Clearance 
Low clearance underneath a crawlspace is relative. An 

area that may be inaccessible to one inspector may be 

accessible to another inspector who is smaller in stat-

ure. According to the NPMA 33 form, “Crawlspaces (or 

portions thereof) may be deemed inaccessible if there 

is less than 24 inches of clearance from the bottom of 

the floor joists to the surface below”. It should be noted 

however that although 24 inches of clearance is noted 

on the NPMA 33 form, this recommendation is not 

intended to limit the scope or quality of the inspection 

when the inspector can readily gain access to the area. 

In other words, if the inspector can access a crawlspace 

safely, it should be inspected. Further, some states may 

define an inaccessible crawlspace in regulations regard-

termite InSPECTIOn FORMS
Most states recognize the nPMA 33 
Wood Destroying Insect Infestation 
Report for recording the results of wood 
destroying insect inspections for the 
purpose of real estate transactions. At the 
time of printing, the following states do 
not use the nPMA 33.  

  Alabama

  Arizona

  California

  Florida

  Georgia

  Hawaii

  Louisiana

  Maryland

  Mississippi

  nevada

  north Carolina

  Oklahoma

  South Carolina

  Texas

  Washington

Check with the state lead agencies in your 
region to make sure that you are using the 
correct form.
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ing wood destroying insect inspections differently, so 

pest management firms are encouraged to research 

state lead agencies in their region for details regarding 

crawlspace clearance questions. In addition to physical 

obstructions, hazards such as the disturbance of friable 

asbestos may become more likely when clearance is 

limited inside a crawlspace.

Recommendations
Conducting wood destroying insect inspections 

in buildings with crawlspace construction present 

unique challenges for the inspector. Inspectors 

must become familiar with their firm’s inspection 

protocols as well as the local rules and regulations 

regarding wood destroying insect inspections. 

Firms should develop written inspection proto-

cols and make them available as a ready reference. 

Although each and every structure is unique, a 

standardized, written inspection protocol for 

performing crawlspace inspections will take the 

guesswork out of the inspection process. For 

instance, firms should develop a policy (in accor-

dance with local regulations) regarding whether 

or not, and to what extent, insulation should be 

moved as part of inspection process. Once a firm 

has developed written standard operating proce-

dures for dealing with obstructions, these proce-

crawlspace with multiple obstructions and challenges. 
note the standing water, low clearance under the 
vents, insulation obstructing view of sub floor and 
excessive moisture. Photo credit: Don Lenegar, ABC 
Termite and Pest Control, Virginia Beach, VA

dures should be followed each and every time a 

wood destroying insect inspection is performed.

Documentation is one of the most important 

parts of the inspection process. Signs of infesta-

tion, the presence or absence of wood destroying 

insect damage, conducive conditions and inacces-

sible or obstructed areas should all be carefully 

recorded in the inspection report. Details regard-

ing obstructions or inaccessible areas may be 

recorded in Section IV of the NPMA 33 form and 

the “additional comments” section may be used 

for additional details. Challenges encountered dur-

ing the inspection that impeded the ability of the 

inspector to perform a complete visual inspection 

should be documented and may be included on 

the inspection diagram, or in a written report. The 

exact location, type and extent of the obstruction 

should be noted. Although crawlspace inspections 

can be a difficult and dirty job with many potential 

challenges, complete and thorough documentation 

of inspection findings, including those areas that 

are inaccessible, will protect the inspector when 

obstructions are encountered that make visual 

inspections difficult or impossible. «

Safety firSt— 
OTHER CRAWLSPACE SAFETy 
COnSIDERATIOnS
Crawlspaces can be damp, dark, dirty and 
potentially dangerous places. Be on the look-
out for potential hazards including exposed, 
or low-hanging wires which could pose a po-
tential shock or electrocution hazard. never 
touch or brush against exposed asbestos. 
A bump cap will protect your scalp from 
contusions and scrapes. never enter pooling 
or standing water inside a crawlspace, not 
only may it be contaminated with disease 
causing pathogens, it may obscure other 
dangers such as broken glass or exposed 
nails. Wildlife may also be a potential hazard 
which could obstruct your ability to perform 
an inspection. Opposums, snakes or other 
nuisance wildlife should be removed accord-
ing to local, state and federal regulations 
before completing the inspection process. 
Whenever you encounter these potentially 
hazardous conditions, report it  
on the inspection form and alert  
your supervisor.
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Exploring AmEricA’s #1 nuisAncE pEst

BY dr. LAUrEL hANSEN, JiM FrEdEriCkS, ANd MiSSY hENrikSEN
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F
or many Americans, ant infestations are an irritat-

ing nuisance and a source of disgust, concern, and 

frustration. Recently, pest management professionals 

across the country explored this issue in an online survey 

designed to better understand how pervasive the pest is 

homes and businesses through the United States. 

The pest management professionals who participated in 

this research tend to serve suburban and urban communi-

ties, have firms with fewer than 25 employees and derive 

approximately one-quarter of their total revenue from 

ant-related services.

Ants EvErywhErE.  Every participating pest man-

agement professional from Maine to California treated 

ant infestations during 2011. Most firms treated several 

hundred infestations; some, many more. Though carpenter 

ants (66%), odorous house ants (62%), and pavement ants 

(59%) were treated most often, more than a dozen other 

species prompted service calls, as well.

Ant infestations were especially common in office build-

ings (88%), restaurants (83%), apartments and condo-

miniums (82%), and single family homes (80%). Ants 

also appeared in nursing homes (70%), hospitals (58%), 

schools (58%) even college dormitories (34%). Within 

these structures, kitchens (96%) and bathrooms (89%) 

were particularly vulnerable, though ants also were found 

inside walls (73%); in bedrooms (61%), living rooms 

(60%), and basements (54%); and inside air condition-

ing and heating units (37%). Outside, ants were a pest on 

driveways, walkways and in landscaped beds (91%).

Ants on thE risE.  More than five out of ten pest 

management professionals (54%) claim that ant infesta-

tions are on the rise. Among them, nearly six out of ten 

(57%) have seen more infestations of odorous house ants. 

No other species was mentioned nearly as often, suggesting 

that these smelling insects are the primary cause of what 

many consider a growing problem. 

Pest management professionals that were surveyed sus-

pect that ant infestations are on the rise for several reasons. 

The most common include an increase in moisture (27%), 

changing pest control practices (22%), new species (14%), 

and a growing resistance to the pest control products cur-

rently available (11%). Many professionals also believe that, 

today, ant infestations are reported more often because the 

typical consumer has become less tolerant.

To stem this trend, these professionals offer their cus-

tomers IPM tips for preventing ant infestations. The most 

popular include clearing shrubs and other vegetation from 

the base of a structure (82%) and cleaning up crumbs and 

Carpenter Ants 66%

odorous house Ants 62%

Pavement Ants 59%

Pharaoh Ants 36%

Little Black Ants 31%

Argentine Ants 28%

red imported Fire Ants 24%

Acrobat Ants 20%

Crazy Ants 20%

WhAt SPECIES OF ANtS DO yOu  
mOSt COmmONLy trEAt FOr?

DO yOu FEEL thE INCIDENCE OF ANtS IN yOur rEgION IS 
INCrEASINg, DECrEASINg, Or rEmAININg thE SAmE?

increasing 54%

decreasing 5%

Same 41%

In late 2011, the Professional Pest Management Alliance, 

under the auspices of the National Pest Management 

Association (NPMA), partnered with Dr. Laurel Hansen 

of Spokane Falls Community College and Washington 

State University to survey a nationwide sample of pest 

management professionals. This summary highlights the 

findings of that research.
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spills whenever possible (81%). Other tips involve control-

ling moisture (78%) and sealing cracks and crevices (73%).

Finding And trEAting Ants.  Visual inspection is 

the most common method of finding ant infestations. 

Indeed, every pest management professional surveyed 

employs it. Fewer (42%) use glue traps as inspection and 

monitoring tools.

When ants are found, pest professionals control them 

with exterior perimeter treatments (95%), interior bait 

applications (81%), direct nest treatments (65%), interior 

insecticide applications (63%) and broadcast baits (55%). 

Many also control these pests through sanitation efforts like 

eliminating the sources of their food and water (57%).

Whatever treatment is used, the survey indicates that a 

single visit is rarely enough. A majority (58%) of pest pro-

fessionals report that at least two treatments are required to 

get an ant infestation under control, while fewer (20%) find 

that three treatments are necessary. 

Notably, six out of ten (60%) pest management profes-

sionals never use non-chemical treatments exclusively. In 

fact, nine out of ten (90%) believe that, typically, insecticides 

must be used to eradicate ant infestations completely.

intEgrAtEd pEst mAnAgEmEnt.  Nine out of ten pest 

management professionals (90%) feel that IPM is an effec-

tive method of controlling ants. One of the IPM approaches 

that is particularly important to ant management is the 

removal of vegetation in contact with the structure at any 

level plus the removal of nesting sites such as debris, boards, 

etc. in areas around the structure. 

>tis thE sEAson.  For most pest management profes-

sionals, spring (64%) and summer (67%) are the busiest 

seasons for ant-related service calls. Only a handful (14%) 

claim that ants are a year-round pest.

Regardless of season, consumers contact professionals 

when they see ants crawling where they don’t belong (96%). 

Fewer calls result from flying ants (32%), and fewer still from 

evidence of structural damage (10%) or an ant bite (10%).

public AttitudEs.  Consumers who encounter ant 

infestations often are frustrated, annoyed and irritated. 

Some are embarrassed and disgusted, others anxious and 

concerned. Therefore, consumers look to pest management 

professionals to eliminate the problem as quickly as possible.

The survey also reveals that the majority of consumers 

(84%) who contact a pest control company because of an 

ant infestation do not prefer a green or chemical-free solu-

tion and have purchased a service plan to control ants on an 

ongoing basis. «

Exterior perimeter treatments 95%

interior bait applications 81%

direct nest treatment 65%

interior insecticide applications 63%

Eliminating sources of food & water 57%

Broadcast treatment (bait) 55%

Broadcast treatment (insecticide) 38%

Exterior bait stations 25%

glueboards 15%

WhICh OF thE FOLLOWINg mEthODS DO yOu 
NOrmALLy uSE tO CONtrOL ANtS?

increased moisture/rainy seasons 27%

Changing pest control practices 22%

homeowner tolerance is lower 17%

introduction of new species 14%

resistance to available products 11%

reduced moisture/dry seasons 5%

other 5%

IF yOu bELIEvE POPuLAtIONS OF ANt SPECIES ArE 
INCrEASINg, WhAt DO yOu thINK IS thE PrImAry CAuSE?

winter 1%

Spring 64%

Summer 67%

Fall 15%

No particular season 14%

WhEN DO yOu rECEIvE mOSt OF yOur 
ANt-rELAtED SErvICE CALLS?
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A s part of a nationwide effort to prevent 

distraction-related driving injuries and 

fatalities, the Federal Motor Carrier Safety 

Administration (FMCSA) and the Pipeline and Haz-

ardous Materials Safety Administration (PHMSA) 

issued a new hand-held cell phone ban, effective 

January 3, 2012, prohibiting interstate commercial 

motor vehicle drivers from using hand-held cell 

phones while operating their commercial vehicle. 

This includes any vehicle over 10,000 lbs, which can 

mean a commercial van, medium sized pickup or 

anything larger. 

For intrastate drivers, the ban only applies to those 

hauling hazardous materials, but states are expected 

to apply the ban to all in-state commercial drivers in 

coming years. Many states have already adopted the 

ban regardless of vehicle weight or materials hauled. 

This new rule comes on the heals of a September 2010 

regulation issued by the FMCSA banning text messag-

ing while driving a commercial vehicle. 

Nearly 5,474 fatalities and half a million people 

were injured in crashes involving a distracted 

driver in 2009, according to the National High-

way and Traffic Safety Administration. Research 

on driver distraction has revealed that commer-

cial drivers reaching for an object, such as a cell 

phone, are three times more likely to be involved 

in a crash or other safety-critical event. According 

to the Department of Transportation, drivers are 

six times more likely to be involved in a crash or 

other safety-critical event when dialing a hand-

held cell phone. 

Drivers who violate the new ban will face federal 

civil penalties of up to $2,750 for each offense and 

disqualification for multiple offenses. Companies that 

allow their drivers to use hand-held cell phones while 

driving will face a maximum penalty of $11,000. 

Remember: It is very easy for law enforcement to 

determine if your drivers are on the phone, especially 

in the event of an accident, through an investigation 

of phone records.

If you haven’t yet taken a look at your fleet safety 

policy to update it, now is an important time to do 

so. Here are some components of the new rule, which 

you may want to include in your company’s fleet 

safety rules and policies:

 ■ CMV drivers will not be able to hold, dial, or reach 

for a hand-held cell phone, including those with 

push-to-talk capability. Hands-free phone use is 

allowed, as is the use of two-way or Citizens Band 

(CB) radios.

 ■ Drivers may not use any hands to hold a mobile 

phone to conduct a voice communication. 

 ■ Dialing or answering a mobile phone by pressing 

more than a single button is against the law.

 ■ Reaching for a mobile phone in a manner that 

requires the driver to maneuver so that he or she 

is no longer in a seated, belted, driving position. 

 ■ Drivers will not be able to use hand-held phones 

while temporarily stopped due to traffic, a traffic 

control device, or other momentary delays, but 

they will be able to use them after moving the 

vehicle to the side of or off of the highway and 

stopping in a safe location.

 ■ “Driving” is defined as operating a CMV on a 

highway, including while temporarily stationary 

because of traffic, while at a stoplight or other 

momentary delays. “Driving” does not include 

when the driver has moved the vehicle to the 

side of or off of a highway and has stopped in a 

location that is safe to remain stationary. 

 ■ An exception to the general prohibition included 

in the ruling is that CMV drivers are allowed to 

use a hand-held mobile phone when necessary 

BY gArY ShAPiro

SENior ViCE PrESidENT,  
ProgrAM BrokErAgE CorP.

NeW DoT HAND-HeLD CeLL PHoNe BAN ProMPTS  
PeST CoNTroL oPerATorS To UPDATe THeIr

Safety ruleS and pOliCieS

O P e R At I O N S  m A N A g e m e N t»
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to communicate with law enforcement officials 

or other emergency services, such as to report an 

accident or drunk driver. 

It is important for you to communicate your 

fleet safety program not only to your drivers, but 

to your dispatchers as well, who may be inclined 

to reach out to a driver through their cell phone 

or push-to-talk phones, which are not prohibited 

under the new rule. 

A formal commercial fleet safety policy should be 

part of an overall risk management program for all 

pest control vehicle operations and should address 

the following:

 ■ Driver selection and training

 ■ Vehicle inspection and maintenance

 ■ Accident record keeping and reporting through a 

formal accident investigation form

 ■ Analysis of accident records to identify trends in 

the types of accidents your company is prone to, 

i.e. rear end collisions due to sudden stops. 

States are enforcing this ban; I was on the phone 

the other morning with someone who got pulled 

over. Needless to say if you don’t already have a risk 

management program, you should speak to an insur-

ance professional and adopt one. Not only to avoid 

potential fines as a result of non-compliance, but also 

because it makes sense from a liability, driver safety 

and business reputation standpoint. «

O P e R At I O N S  m A N A g e m e N t

THERMAL
FROM TEMP-AIR

®

The Most Trusted Brand in Heat Treatment
Over 500 systems operating throughout North America

BED BUG
Heat Treatment 

Equipment

800-836-7432
www.ThermalRemediation.com

• Complete Equipment 
 Packages

• Financing Available
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M ost businesses at one time or another have 

had to navigate a change—from a new 

phone number and location to a new name 

and a new owner—all potentially having a significant 

impact on their customers and their bottom lines. 

Change can be daunting at times, but it can also inject a 

fresh perspective and ultimately improve the business as 

a whole. Whatever the change may be—and whichever 

tactic you choose to use to communicate the change to 

the outside world—it’s important to always keep your 

clients in the know. 

Change of Name or Ownership
By far one of the toughest changes a business has to 

weather is the changing of its name. It’s disruptive, 

expensive to implement and can be confusing to some 

customers. Sometimes the name change happens to 

reflect a merger with another company—erasing any ties 

to previous companies and establishing a new identity. 

Sometimes the name change reflects a change in what 

the company does. Most often, companies change their 

names because of a desire to be perceived differently—to 

rebrand and start anew.

Since a name change can rattle customers, pest man-

agement companies and other businesses must have a 

strategic plan in place well in advance of the change.

1. Inform customers several months in advance of the 

name change. This can be done through a variety 

of channels such as letters, emails, social media, and 

mailings. Explain the reasons behind the decisions.

2. Make the change a positive one with proactive 

media relations, which can communicate the news 

and generate excitement. Send a press release to 

the local media announcing the change as well 

as to any professional and industry associations 

the company belongs to several days before the 

announcement. Consider tying a press release to a 

grand opening event, community service activity, 

or celebration in the community.

3. Once you’re ready to make the announcement, 

purchase advertising in local newspapers and on 

local radio and TV stations.

4. Write an open letter that will be housed on the 

home page of your website, which should also be 

refreshed with your new brand.

5. Develop brochures and other materials that can 

be used with current and new customers. Leverage 

your technicians and educate them on how to best 

answer questions from inquiring customers.

Just as a change in name can cause confusion for a com-

pany’s identity and its customer base, a change in owner-

ship can sometimes be worse if not communicated correct-

ly. Change in ownership often leaves customers wondering 

whether something is wrong, if the company will change, if 

service will change and how they will be affected.

To keep the company’s reputation intact and to 

alleviate the fears of customers, the most direct ap-

proach is best.

1. Inform customers via a simple, personalized letter 

in which the new owners can introduce them-

selves and explain the reason behind the transfer 

of ownership.

2. Use all available channels to introduce the new 

owners, such as social media sites, advertising and 

press materials. 

3. If the ownership change is coupled with a name 

change, communicate both at the same time. The 

name change will make even more sense in that 

case as the perception may be that the new owners 

wanted a fresh start with a new name.

4. Answer any and all customer inquiries as honestly 

as positively as possible. 

Change in services
Most pest management companies by and large offer a 

similar menu of services, but at some point companies 

may expand their services to include wildlife manage-

ment, mold remediation or even handyman offerings to 

BY MiSSY hENrikSEN

navigating a big CHange: 
HoW To SUCCeSSFULLy MArkeT A MAjor CHANge To 
yoUr CUSToMerS WITHoUT SACrIFICINg CoNTINUITy
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compete and advantage customer loyalty. Once you’ve 

established the new service, it’s time to let your customers 

know—especially those that may have inquired about it 

in the past.

1. Highlight the new service offering on the home page 

of your website. If possible make a creative video that 

will be housed on your website, but which you can 

also post to social media sites such as Facebook and 

promote on Twitter. Use these sites to discuss your 

new service offering on a regular basis.

2. Email your customers announcing the new service. 

Prominently display it on your business materials.

3. Make sure technicians are educated about the new 

service and are prepared to discuss it at length 

with customers. Develop a leave-behind for them 

to have on hand to give interested customers. 

4. Each person who answers the phone at your com-

pany should incorporate the new service offering 

into their greeting for several weeks.

5. Include the new service in any and all advertising 

you plan to buy and consider an incentive for new 

and prospective customers to try the new offering.

Sometimes, change isn’t always a positive for the 

customer. This is particularly true for introducing 

price increases, a change that can be unfavorable 

among customers but necessary for a company’s 

healthy bottom line. Announcing price increases to 

customers requires careful and effective communica-

tion, as well as a clear understanding of their needs. 

Business owners must be able to explain the key 

reasons for the changes while remaining sensitive to 

the impact on the customer. Netflix, a company that 

once you’ve established the new service, it’s time to 
let your customers know—especially those that may 
have inquired about it in the past.
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changed the way Americans watch and rent movies, 

is a perfect example of how a botched price increase 

strategy can cost a company. In 2011, the company de-

cided to increase its monthly price plan by $6 and split 

its services into two categories, rentals by mail and 

streaming videos over the Internet—misjudging how 

much their customers were willing to pay. Coupled 

with a series of other serious missteps, the company 

lost more than a million subscribers, saw its stock 

price plummet and is slowly on the road to recovery.

This case illustrates just how important it is for a 

company to appropriately address price changes in 

order to have a minimal impact on customer retention 

and company reputation.

1. Implement the price increase on new customers first 

while keeping existing customers’ prices unchanged. 

New customers are likely unaware of old prices. 

Once you finally announce the price increase to cur-

rent clients you can explain how you delayed their 

increase because of their loyalty to your company.

2. Don’t announce the increase via email or through 

other impersonal communication methods. If 

possible inform them with a personal phone call or 

through your technicians. A carefully worded letter, 

personally signed by the company owner would also 

suffice. Price increases, especially in a down economy, 

are a delicate issue and can elicit very negative reac-

tions from customers. Be sensitive about the effect 

these increases will have on their household budgets.

3. It’s important your customers have a clear under-

standing about why you are raising your prices. 

Explain what outside factors have forced you to 

increase prices, without going into every detail 

about the company’s financials. 

4. If you fear that your price increases are going to 

cost you customers, consider a value- add such as 

discounted service during one quarter or a referral 

bonus. Added value makes customers feel special 

and may ease the pain of the price increase.

Change of location and phone number
There are numerous reasons why you might have to 

change your location and in some cases your phone 

number; your rent is too high, your company is grow-

ing and has decided to add another location across 

town, or your phone number was often confused with 

that of a neighboring pizza shop. No matter the rea-

son, your customers must be notified well in advance. 

Here are several ways to let your customers know 

and ensure your business continues to meet their 

needs during the transition.

1. Establish the exact date when you will be fully 

settled into the new location. Plan accordingly and 

if necessary leave some time for “just in case” sce-

narios rather than risk disappointing customers.

2. Years ago, a simple postcard was all it took for 

customers to be notified when a business changed 

locations, but not anymore. Today, companies can 

leave no stone unturned in their efforts to communi-

cate with their customers about a variety of news—

especially something as important as a change of 

address or phone number. As you likely have an email 

database of your customers, start there. Send an email 

that contains the new location or phone number 

information. Keep it brief and to the point. Don’t use 

this opportunity to upsell them or tell them about 

monthly specials. Use the subject line to tell them 

exactly why you are sending the email.

3. If you have a Facebook or Twitter pages with a 

robust following, post your new contact informa-

tion in advance and also in the days immediately 

following the move.

4. Send a postcard to your customers in advance of 

and right after your move. Postcards are relatively 

inexpensive and offer a creative way to let them 

know about your move.

5. Provide your technicians with postcards or leave-

behinds bearing your new address and/or phone 

number and if possible ask them to stress that to 

the homeowner as they complete their jobs.

6. Be sure to update all your materials with the new 

address or phone number.

moving Forward
Businesses must change and adapt in order to survive. 

Sometimes that change is self-induced and other times 

it’s a result of forces working outside a company’s con-

trol. Regardless of who or what initiated the change, 

it is important that companies think about how these 

changes will affect customers. Ensuring customers 

always receive the optimum level of service they are 

accustomed to—no matter what changes a company is 

navigating—is always priority number one. «

Missy Henricksen is the Executive Director of 

Professional Pest Management Alliance.
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Call for NomiNatioNs
2012 NPMA Women of Excellence Award

Launched in 2009, the National Pest Management  
Association’s (NPMA) Women of Excellence Award,  
presented by Orkin, will once again honor women  
who are making notable contributions to the pest  
management industry, demonstrating leadership, and 
stewarding the development of future women leaders.  

Know a worthy candidate?  Nominate her today  
at www.npmapestworld.org/woe2012.cfm.
(Self-nominations are accepted)

recognizing Women Who advance the 
Pest management industry Every Day, in Every Way.

Join us in honoring this year’s recipient at PestWorld 2012, October 17–20 in Boston, Massachusetts.
Visit www.npmapestworld.org/woe2012.cfm.   •   Nominations Due may 31, 2012 by 6:00 pm Et. 

An esteemed and independent judges panel—comprised 
of professionals with backgrounds in pest control, human 
resources and other industries—will select the award  
recipient. The judges are:
> Jodi Dorsch, PCT Magazine
> Jennifer Leggett, Lindsey Pest Services, 2011 Women of 

Excellence Award Recipient
> Rob Lederer, NPMA
> Laura Simpson, Dugas Pest Control
> Dr. Laurel Hansen, Washington State University and  

Spokane Falls Community College
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