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Hello. On behalf of the Board of Directors and 
the officers of the Nevada Pest Management 
Association (NVPMA), I would like to offer you a 

sincere “Thank You” for your interest and involvement 
in our industry. It is a wonderful time to be a part of 
Nevada’s thriving pest management industry. As the 
voice of our industry in Nevada, it is our honor to serve 
our members. I am grateful to be a part of such a 
wonderful organization.
 Since its inception, the Annual Pest Expo has 
been a Lecture Series. The NVPMA Expo committee 
has committed to revitalizing the Expo with a larger 
conference format, breakout sessions, and hands on 
training. Please take some time to look at the schedule 
of events for the upcoming Expo. I’m sure you will be 
as excited as I am to see the changes to the event and 
to be a part of it in January. We look forward to seeing 
you there.
 As 2017 winds down, so begins the new legislative 
season. The NVPMA and the legislative committee 
are keeping our eyes on the bills and regulation 
changes that can affect the business climate for the 
pest management industry. Several of the officers of 
the NVPMA will be attending the NPMA’s Legislative 
Day in Washington, DC. In addition, we are working 
closely with state senators to help guide the direction 
of legislative action on the local level. I would like 
to encourage you to expand the role you take in 
our organization. Please consider supporting our 
association by becoming a Premium member or by 
serving on one of our numerous committees. Enclosed 
in this publication is the contact information for our 
Committee Chairs. This is a great way to influence the 
direction of our association and to affect our policy 
positions when helping the Nevada Department of 
Agriculture draft and amend regulations that will 
directly affect your bottom line.
 I am honored to be serving as the President of our 
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PRESIDENT’S MESSAGE

Imidacloprid and Fipronil 
are truly a pair of aces. 
Control Solutions has 
combined these two active 
ingredients to give you 
a winning hand. FUSE™ 
Termiticide/Insecticide 
is labeled for termite and 
perimeter pest control 
applications. Available in 
27.5 fl.oz. and 137.5 fl.oz. 
containers. 

Put a pair of aces in your 
hand with FUSE .

Contact  your  local  distr ibutor,  
CSI  representative or  vis it  
combinationchemistry.com  
for  more information.

A FUSE™ Termiticide/Insecticide treatment  
should only be made by a l icensed pest  

management professional.  Applicators must  
always read and follow label directions. 

 A pair of aces 
in a winning hand of

FUSE
Termiticide/Insecticide

www.controlsolutionsinc.com   
www.adama.com

Control  
Solutions Inc. 
Innovation you can apply. 

Consumer  &  
Professional  

Solutions

Find us on
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ATTENTION: PEST CONTROL OWNERS!
RAISE YOUR PROFITS WEEKEND

Join us in Dallas Texas March 23rd & 24th
• Learn how to raise your prices WITHOUT losing clients            
• The TOP 5 Pest Control business profit levers
• Boosting average ticket price and # of transactions to grow your sales
• Risk reversal strategies to capture more clients
• Joint venture / Referral plans to grow your business
• Creative hiring strategies for hiring the best team members
• Hot seat Mastermind sessions–The power of collective minds to solve 
 your greatest challenge!
• Guerilla Marketing techniques to blow away your competitors

Pat VanHooser
40 Years
Professional PCO

To ensure results this event is limited in size. To find out more
and save your seat go to: www.RaiseYourProfitsWeekend.com.

Lloyd Smigel
Industry Guru

For more than 15 years the Discovery Retreats have been run and owned by Lloyd Smigel. 
Lloyd is an icon in the pest control industry. Lloyd’s business partner is Pat VanHooser. 
Lloyd and Pat have over 80 years combined experience in the pest control industry. They 
have literally done every job in the business. They’ve truly “been there and done that.” 

For this event Lloyd and Pat have joined forces with Andrew Greess, Blaine Oelkers and 
Chuck Trautman to give you an extraordinary experience. Andrew is the CEO and owner of 
QSpray, one of the nation’s leading pest control parts and equipment distributors.  Blaine 
is a long time business owner recognized as a leading authority on mindset and focus. In 
Chuck’s 41 year business career he has owned a distribution company, retail stores, and a 
business and marketing consulting business. Together they’ve been responsible for over a 
half billion dollars in sales.

SAFETY POINTS WHEN DOING
PEST MANAGEMENT SERVICES

One of my earliest phrases was “I may not be 
the fastest inspector in town but I aim to be 
the oldest.” At this stage the phrase is corning 

true. Here are some tips that have allowed me to 
reach this goal.

• Always carry two working flashlights. If one gives out 
in the dark, you have a backup.

• When entering an “empty” apartment because the 
super gives you a key, knock first. Wait, knock again, 
and wait. Before you enter, slowly crack the door 
open and slide your work shoe into the crack and 
wait. Sometimes a vicious dog attacks it. You pull the 
shoe back out and lock the door. 

• Never walk with your hands in your pockets. This way 
if you slip you quickly can balance yourself.

• Even if there are only three steps and a hand rail, use 
it when going up or downstairs. 

• Double check that your respirator is properly working 
before going into an area where you need it. 

• Do not lift heavy objects with your feet spread wide 
apart. 

• Do not reach over and try to pick up a heavy object 
that you cannot easily reach. 

• Always wear knee pads when inspecting. It has saved 
more knees allowing us to bend, walk and crawl 
without pain. 

• When walking around possible contaminated 
material, wear solid disposable gloves.

• Wear a hard hat when inspecting and/or servicing. 
Mine is full of scars that are not marks on my head. 

• Get a good night’s rest. When you work tired you 
make foolish mistakes.

• Eat well, including a banana a day. Plenty of 
potassium helps you avoid leg cramps. 

• Learn and practice the basics of ladder safety. 

• Before putting your hands into an area where a 
motor is running, first proceed with an outstretched 
screwdriver. When the fan pings the screwdriver you 
still have your fingers.

• Know what type of neighborhood you are entering 
and act accordingly. 

• Nails hanging from an above floor in a crawl space 
appear to grow while you are in the crawl. Keep low 
when crawling out.

• Speaking of crawl spaces. Sometimes there is a well 
present or a mean dog. That takes us back to number 
one. Carry two working flashlights.

By Austin Frishman, Ph.D., B.C.E.
President AMF Pest 
Management Services, Inc.

General Liability
Insurance Premiums

INDUSTRY OWNED NATIONAL PEST AND LAWN PROGRAM

COVERAGES FOR GL, PROPERTY, EQUIPMENT, UMBRELLAS,
W/C, AUTO, BONDS AND MORE!

Will work with any agent you choose

800-893-9887 Ext. 7016 • Fax 225-927-3295 • www.lipca.com
andy.mcginty@lipca.com

( * Depending on receipts, limits of insurance and state regulatory insurance laws. A+ rated carrier. )

ANNUALLY



6  |  NEVADA PEST MANAGEMENT ASSOCIATION  |  DECEMBER 2017

Some of you out there inadvertently are running 
a non-profit organization. Some have cash cows 
and are very profitable. Some are making a fair 

living and don’t necessarily want to grow more and are 
content with their earnings. Some have great toys (cars, 
boats, tricycles). Some take extended vacations and 
travel the world. Some of you must ask your spouse for 
money each week. It’s all a matter of choice, strategy, 
follow-up and tenacity. There is no right or wrong.  
 This article is for those of you who seem to be in a 
rut and want to grow and raise your profits. Much like a 
“rising tide lifts all boats,” your employees should grow 
and profit by your side. If you are making great money 
and your employees are at minimum wages, you will 
employ the wrong people and eventually this will cause 
turnover and lessen your profits.
How do I get good people?  
 First thing is to SHOW leadership. Do your 
homework. Learn how to interview. Yes, that means 
YOU have to get better at it. Impress them. There are 
many books, DVD’s and seminars you to improve your 
interviewing skills.  What most employers have not 
figured out yet is that while you are interviewing them 
– they are interviewing you. “Do I want to work for this 
person?” “Does he or she seem to be organized?” “Can 
I have a career here?” or, “Is this just a job?”
 Maintaining your work force and surrounding 
yourself with good people with potential to grow – is a 
key factor in raising your profits.
 Additionally, maintaining your present customers 
is extremely important to raising your profits.  
Unfortunately, we pay much more attention to bringing 
in new sales than we do to maintaining our present 
customers.  
 Interesting enough, many companies rarely raise 
their prices. I’m talking 4-6 YEARS or more. That not 
only affects your profits, but if you have service reps or 
sales people who are on commission, you’ve basically 
frozen their wages. They get unhappy, they leave and 
your profit goes down.
 Often companies decide to hire a Marketing person 

Continued on page 8

RAISE YOUR PROFITS

By Lloyd Merritt Smigel and Pat VanHooser
Care Management Consultants

THERMAL
®

HEAT KILLS BED BUGS!
EXPERT BED BUG HEAT
TREATMENT EQUIPMENT
WITH APPLICATION TRAINING.

THERMALREMEDIATION.COM
(800) 836-7432

when they don’t really understand or have a marketing 
strategy. They expect instant gratification. Image 
is an important part of Marketing. If your image 
doesn’t match your marketing – you will lose. Imagine 
FedEx trucks looking dirty and rusty or going into an 
investment firm’s office and the delivery guy is dressed 
like a bum.  It doesn’t fit.  
 Data Mining is a way that you can dig through your 
current customers and find gold - selling new services, 
bundling, etc.  
 Above are just a few ideas to pursue to raise 
your profits. Knowing what to do is the easy 
part. IMPLEMENTING these ideas takes planning, 
timing, preparation, tenacity and getting buy-in from 
your employees.
 Taking the time to learn how to RAISE YOUR 
PROFITS and how to implement all the above will be 
the best money you have ever spent. We will keep you 
updated on this in our future ads.
 Remember the objective is to help everyone in your 
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866 472 3695 target-specialty.com

MORE
YOU CAN EXPECT 

P E S T  M A N A G E M E N T  |  F U M I G A T I O N  |  V E C T O R

Learn How Our Experienced Staff 
can Partner with You!

CONTACT:
Robert Snyder  |  C 602 284 4003
robert.snyder@target-specialty.com

We deliver 
solutions for 
the pest  
management  
industry
in MORE ways  
than one.

MORE LOCATIONS
Now with 39 Locations— 
a National presence providing 
same-day or next-day delivery.

MORE REPRESENTATIVES
Now with over 150 to offer more 
industry experience, expertise 
and solutions than ever before.

MORE PRODUCTS
An even more comprehensive 
line of quality, effective products 
and solutions.

MORE PURCHASING  
OPTIONS
By phone, in person or  
using our simple and  
convenient online store.

MORE TRAINING
Specialized to your needs  
with online CEU’s coming  
this summer!

TSP NVPMA AUG17 R2_06-13-17

RODENT PREVENTION

The basic tenet of rodent control is prevention. 
This includes removing alternative food, water, 
and shelter to deny rats and mice their basic 

needs. Removing these could effectively ‘prevent’ 
rodent infestations from establishing. The other side 
of this concept is denying rats and mice entry indoors; 
keep them outdoors and encourage them to visit bait 
stations. Dead rodents outside are preferable to live 
rodents inside.
 How or when rats and mice get indoors is always 
a mystery, with a dose of myth. The entry points are 
never obvious; they are small and usually concealed. 
The long-standing myth is that a rat can enter through 
an opening the size of a nickel, and a mouse through 
the size of a dime. Not really. What they can do is 
expand these size openings into an access hole. It still 
makes holes this small a threat to any rodent control/
prevention program. 
 While many entry points are not obvious, a few 

are. Let’s look at a quick checklist of the more common 
ones:

10 COMMON ACCESS POINTS

1. Under garage doors; where the door does not meet 
the concrete pad. Replace the seal

2. Crawlspace vents; repair or replace if screens are 
ripped or vents broken

3. HVAC penetrations; where HVAC refrigeration lines 
go through the foundation and around the unit itself

4. Hose bibs; where water line goes through foundation 
or wall

By Ravi Sachdeva
Resident  Entomologist 
CEO - American Pest Management

company grow and profit – “A rising tide lifts all boats.”
 There’s a company in Florida that we have been 
working with for 15 years. They went from about 3 
million to 14 and their turnover is low and their benefits 
are high. They have implemented all that we have 
discussed and now they have diversified as well as 
continue to look for new ways to Raise Their Profits.  
 This is not easy but is attainable if you become 
dedicated to making the changes you have to make to 
Raise Your Profits.

Profits - Continued from page 6

5. Under first course of siding; occasionally you’ll find 
an opening between the sill plate and footer

6. Door frames; openings between door frame and 
structure

7. Plumbing vent cover missing or broken; reinstall or 
replace

8. Under entry way doors; adjust or replace door sweep

9. Wire/cable through wall or foundation; seal around 
opening

10. Basement and crawlspace doors; seal all openings

 So, during a perimeter inspection you have to look 
for and seal potential and actual entry points. Creating 
passable openings (2.75 to 4 inches for rats) from ‘from 
nickels and dimes’ is not difficult. Rodents can and do 
gnaw almost anything they can get their front teeth 
around. Rats can cut through any material softer than 
the enamel on their incisors. Norway rat incisors are 
rated 5.5 on the Moh’s hardness scale—that puts them 
roughly between iron and steel! Comparable hardness 
values are known for the house mouse.
 Typically, rats attack material with a hardness 
of 3.5 or less, and that gives them a wide range of 
possibilities: aluminum, lead, copper, asphalt, wood, 
sheetrock, plastic, and soft mortar. Their jaw can bite 
with about 1 pound pressure and they take 1.5 bites per 
second when they are intent on getting in. With this 
amount of pressure and diligence, they can quickly turn 

nickels and dimes into an entry way and 
cost your customers much more than 

nickels and dimes.
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On their Zen paths to direct understanding 
or becoming Master Termite Technicians, 
beginning termite technicians are considered 

“entry-level.” The regulations in many States specify 
those pursuing certification and/or licensure can work 
under the direct supervision of licensed technicians or 
their “termitology” Zen teachers.  
 Even for certified and licensed Masters, instructions 
and application regulations are carefully laid out within 
each State’s certification manual as well as professional 
termiticide labels. To un-initiated observers, the 
perception may be that termite technicians are merely 
following written instructions for labor-intensive service 
programs. If so, why do some technicians have a high 
callback rate, while others, sometimes within the same 
company, using the same materials and equipment, 
have very low callbacks? Enlightenment suggests the 
answer is due to dedication, experience, and a deep 
understanding of termite biology, termiticides, and 
building construction. A real love of the work! These are 
the Zen teachers or Master Termite Technicians.
 A Master Termite Technician can look at a building 
and just understand, “The termites are here!” or 
“The termites are there!” The Master can adjust the 
spacing of drill holes to make sure the soil accepts the 
termiticide and a continuous barrier are established. 
The Master never drills through a utility line! 
 A Master Termite Technician can look at a building 
and just understand the grade, surrounding trees, 
fences, pavement, and even the type of soil. With a 
complete understanding of building practices, the 
Master sees foundations; crawlspaces, ventilation, 
airflow, moisture, wall voids, hidden places, and 
sometimes finding hidden rooms or chambers that the 
building owner did not know existed.  
 A Master Termite Technician understands the true 
artistry of cement, and both mixes and constructs 
drill-hole patches that match surfaces. The Master 
understands the regional termite species biology and 
behavior. The master understands the potential for 
termite damage.
 On their Zen paths to direct understanding, 
beginning termite technicians frequently ask, “What 

are the signs of a termite infestation?” The challenge of 
answering this important question is in understanding 
the 8 signs involved. 
1. Termites alive
2. Termite swarmer wings
3. Termite scats
4. Termite shelter tubes
5. Termite swarm castles or slits
6. Termite carton nests
7. Termite exit or kick holes
8. Termite damage

 On their Zen paths to direct understanding, 
beginning termite technicians frequently ask, “How 
fast do subterranean termites (Reticulitermes spp.) 
consume wood? The challenge of answering this 
important question is in understanding that many 
variables are involved. 

• The species of wood 
• The type and dimensions of wood 
• The moisture level, temperature, and presence of 
 fungus within wood
• The condition of the soil 
• The size of the termite colony (southern colonies 
 60,000 to 80,000 termites and northern colonies 
 100,000s to millions of termites)

 An often-quoted approximation of wood 
consumption rate by termites is one to two feet of 
standard 2x4 per year. The Master understands that 
presence of rot fungus can accelerate the process of 
wood consumption.
 As Zen teachers, Master Termite Technicians can 
look at termite infestation and all of the variables, and 
with direct understanding, state the approximate age of 
termite damage. When the Master Termite Technician 
hands his or her paperwork to their customer, company 
owner, or manager, the question may be casually asked, 
“Did you get the termites?” With direct understanding, 
the Zen Master will reply, “I sure did!” 

By Doug Seemann, BCE
Contributor Dr. Ted Granovsky, BCE
Edited by Dr. Stuart Mitchell

THE ZEN OF MASTER TERMITE TECHNICIANS
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They’re quick learners.

Cockroaches can develop resistance to 
single active ingredients over time. 

Now, Optigard® Cockroach Gel Bait 
introduces a unique active ingredient, 
emamectin benzoate, giving them a 
challenge they haven’t seen before.

So when you rotate it with Advion® 
Evolution Cockroach Gel Bait or 
Advion® Cockroach Gel Bait, you’ll 
outsmart even the brightest cockroaches.

To learn more, visit:
SyngentaPMP.com/CockroachSolutions 

©2017 Syngenta. Important: Always read and follow label instructions. Some products may not be 
registered for sale or use in all states or counties and/or may have state-specifi c use requirements. Please 
check with your local extension service to ensure registration and proper use. Advion®, Optigard®, the 
Alliance Frame, the Purpose Icon and the Syngenta logo are trademarks of a Syngenta Group Company. 
Syngenta Customer Center: 1-866-SYNGENT(A) (796-4368). MW 1LGP7011 07/17
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PCO TRUCK APPEARANCE MATTERS!
YOUR CLIENTS CARE, YOUR EMPLOYEES CARE, SO SHOULD YOU!

PCO Business Fleet: Are you managing your team 
and making the right choices? Aside from your 
PCO workforce, the most important resource you 

possess is your fleet of trucks. It is important that your 
trucks are not only operating well, but also look clean 
and kept. Since many of your clients will never see your 
office, your trucks become the physical embodiment of 
your business in their eyes. Keep it Clean!
 In addition to your company’s image, keeping your 
trucks well maintained will ensure that your technicians 
stay on the road and productive. But, make sure you 
not only keep your trucks maintained and operating 
well. Also be sure they are clean and presentable. This 
will increase the perceived quality of the service. Now, 
don’t mistake a clean truck for quality service. Your 
technicians still have to deliver great service and great 
value. Yet, appearances are significant and should not 
be overlooked.
 Now it’s great to say that you want your trucks 
clean, but someone has to KEEP them clean. Leave 
that responsibility to the technicians that drive around 
in the trucks on a daily basis. Inspect their vehicles 
periodically. Perform regular inspections and tie the 
results to their performance evaluation. Reward those 
that get the highest marks consistently.

Grow Your PCO Business Fleet in Minutes! 
 In many ways, your trucks and their collective 
appearance enable you to paint your own picture and 
shape the perception that you want your customers 
to have of you. For example, if you want to seem 
like a larger company to your customers (or to your 
competition), then number your trucks out of sequence.
 For instance, let’s say you have three trucks, 
but want those three trucks to seem like a fleet of a 
hundred trucks. Well, print a number on the side each 
truck. Number your trucks #154, #214, or whatever your 
favorite number may be. You could also put a different 
number on each side of the truck. Who’s really going to 
do a walk-around to see if the numbers match? People 
will see a different number every time their pest control 
service is performed and you have instantly grown the 
perception of your company to a fleet of hundreds!

PCO Business Fleet: Outsource Your Trucks
 I’ve told you a lot about the importance of your 
trucks. One way to afford a fleet of trucks (or even just 
one) is to lease them. A leasing company will also help 
you manage the costs of maintenance and repairs. Most 
leasing companies have programs where they track the 
miles and let you know when you need an oil change or 
a brake job.
 Prior to anchoring yourself into a multi-year 
financial obligation, you need to understand how they 
work. Let’s explore this topic.

PCO Business Fleet: Open-Ended Lease Example
 Open-ended leases are great for this purpose. Let’s 
say a truck costs $25,000 and you wish to lease it over 
a span of 3 years. The company will assign a value of 
what they think the truck will cost at the end of the 
lease. Let’s say the value in 3 years is $10,000.
 Next the leasing company will take the difference 
between the cost and the 3-year expected value. In this 
case, it’s $15,000. Then they will write a note payable 
that you pay every month and they tack on some 
interest. So, depending on the interest charged, your 
monthly payment might be around $400 or $500. And 
that’s your cost for leasing the truck every month.
 So what happens after the three years is up? You 
have to give the vehicle back and the leasing company 
sells the truck. If it sells for more than $10,000, they 
write you a check for the difference. If they sell it for 
less than $10,000, then you have to write them a check 
for the difference going the other way.
 There are also two other options here. You can 
purchase the truck for $10,000 or if you don’t want to 
turn the vehicle in, you can continue to lease it. You can 
even take the value all the way down to $0. Then, your 
monthly payment becomes about $5 per month, which 
is the administrative cost.
 So, the reason you do open-ended leases is so you 
don’t have to guess at anything but the ending value. 
It’s easy and it’s predictable. And predictability when 
running your business is a good thing, since it reduces 
the amount of risk you take on.

Daniel Gordon
Certified Public Accountant
Owner - PCO Bookkeepers
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THANK YOU TO ALL THE BUSINESSES THAT
SUPPORTED THE ASSOCIATION AT THE 2017 PEST EXPO

ACTIVE ingredient: 0.05% Imidacloprid

STRIKEKK TM

Insecticide Foam

Apply to use sites when listed pests 
are seen or found. Control carpenter 
bees, termites, ants and more. Follow 
instructions for most effective use 
against individual types of pests.

application:

Target Pests:

creating a world 
of sustainability.

termitesMOST  ANTSCaRPENTER
BEES

wood boring 
beetles

New iSTRIKE™ Insecticide Foam is your go-to product for wood 

destroying organisms (WDO). The easy-to-use can comes with an 

applicator hose and two tips: one for narrow cracks and crevices 

or small holes, and a wide tip for larger holes and wider area 

application. Use iSTRIKE when you see wood boring beetles, 

carpenter bees, subterranean or drywood termites, 

or listed ants. iSTRIKE kills on contact as the foam 

fills the galleries, voids and holes and leaves a 

residual to continue protection. 

WIth a single strike

application:

target pests:  

INDOOR PESTS: Spray into hiding 
places, hitting insects whenever 
possible . OUTDOOR INSECTS: Spray 
infested surface, hitting as many 
insects as possible. Follow label for 
all  listed pests.

creating a world 
of SOLUTIONS.

FIREBACK®

BED BUG & INSECT SPRAY & JET

BEDBUGS OTHER
PESTS!

26
LISTED
ANTS

COCKROACHES

FIREBACK® HAS A NEW CAN  WITH DUAL

contact kill for ants & roaches

Fireback’s double-strike applicator delivers 

the flexibility you need to target the pests 

you can see and destroy the pests hiding in 

cracks and crevices. The new permanently 

attached hinged flip-up straw reaches listed 

pests hiding in cracks and crevices. Flip the straw 

back down to expose the opening for a normal 

spray.

Fireback’s active ingredients are perfect for cockroaches, 

ants and spiders. Fireback kills on contact and provides 

a 3-month residual. It can be used against 26 additional 

listed flying and crawling pests, including houseflies, mosquitoes, 

crickets, scorpions, bed bugs and millipedes.

100 Nisus Drive • Rockford, TN 37853
800.264.0870 • www.nisuscorp.com

Remember, always read, understand and comply with the label. iSTRIKE, Fireback and Nisus Corporation are 
trademarks or registered trademarks of Nisus Corporation. ©2017 Nisus Corporation  #NVPMA-IS-FB-1217

AiroFog USA
airofogusa.com
Patrick Garrett - (352) 593-5152
airofogusa@airofogusa.com

Allergy Technologies
allergytechnologies.com
Eric Palmer - (208) 720-0038
eric.palmer@allergytechnologies.com

Amvac
amvac-chemical.com
Dean May - (214) 789-8839
deanm@amvac-chemical.com

AP&G
catchmasterpro.com
Scott Baldwin - (480) 760-5874
sbaldwin@catchmasterpro.com

B&G - bgequip.com
John Cotton - (678) 688-5601
jcotton@bgequip.com

BASF
pestcontrol.basf.us
Jeremy Davis - (574) 361-5058
jeremy.davis@basf.com

Bayer
backedbybayer.com
Eric Paysen - (602) 820-5684
eric.paysen@bayer.com

Bell Labs - belllabs.com
Scott Smith - (213) 220-1394
ssmith@belllabs.com

Bird B Gone
birdbgone.com
Mike Dougherty - (800) 392-6915
mike@birdbgone.com

Bird Barrier
birdbarrier.com
Michael Gallion - (800) 503-5444
michael.gallion@birdbarrier.com

Brio Stack - briostack.com
Derrick Walker - (801) 919-6796
derrick.walker@briostack.com

Central/Envincio/Zoecon
central.com
Blaine Oakeson - (801) 389-0867
boakeson@central.com

Control Solutions Inc.
controlsolutionsinc.com
Rob Ives - (713) 203-4058
rives@controlsolutionsinc.com

Eco Raider
ecoraiderusa.com
Todd Zhong - (347) 559-5677
toddz@ecoraiderusa.com

Ensystex
ensystex.com
Ed Wilson - (909) 615-5659
ewilson@ensystex.com

FMC - fmc.com
Alea Pedroza - (714) 833-1911
alea.pedroza@fmc.com

Fuhriman Insurance
fuhrimanins.com
Terry Fuhriman - (208) 327-3400
terry@fuhrimanins.com

Key 7 Software
key7software.com
Helon Baldone - (205) 504-4724
helon.baldone@key7software.com

Kness Mfg Co. Inc.
kness.com
Jeff Caudill - (641) 931-0587
jeff@kness.com

LIPCA, Inc.
lipca.com
Andy McGinty - (800) 893-9887
andy.mcginty@lipca.com

Liphatech
liphatech.com
Josh Joyce - (714) 262-0355
joycej@liphatech.com

Mattress Safe
mattresssafe.com
Mark Pattison - (770) 205-5335
mark@mattresssafe.com

MGK - mgk.com
Matt Kenney - (559) 232-8696
matt.kenney@mgk.com

Millward Agency
millwardagency.com
Travis Millward - (801) 216-4545
travis@millwardagency.com

Modern Methods
Art Guzman - (702) 577-6382
guzzer60@gmail.com

Nisus
nisuscorp.com
Scott LaFave - (714) 270-0335
scottl@nisuscorp.com

Paragon
paragonpcp.com
Steve Diaz - (928) 201-9347
sdiaz@paragonpcp.com

Pest West
pestwest.com
Mike Goza - (480) 747-2688
mike.goza@pestwest.com

Piercy Bowler Taylor & Kern
pbtk.com
Bill Nelson - (702) 384-1120
bnelson@pbtk.com

Pitbull Pest Control
pitbullpestcontrol.com
Joey Toth - (702) 400-1946
jtoth@pitbullpestcontrol.com

Protect-a-bed
protectabed.com
Brian Hirsch - (847) 998-6901
brian.hirsch@protectabed.com

Rockwell Labs
rockwelllabs.com
Art Guzman - (702) 577-6382
guzzer60@gmail.com

ServicePro - servsuite.net
Randy Hames - (614) 553-0227
randy@servsuite.net

Slingshot
getslingshot.com
Chris Huntsman - (801) 923-3303
chris@getslingshot.com

Syngenta
syngenta.com
Nick Grisafe - (909) 353-5907
nick.grisafe@syngenta.com

Target Specialty Products
target-specialty.com
Robert Snyder - (602) 284-4003
robert.snyder@target-specialty.com

Temp-Air - temp-air.com
Chris Strom - (952) 707-5113
cstrom@temp-air.com

Univar - univares.com
Cal Henrie - (702) 528-4411
cal.henrie@univarusa.com

VM Products
vmproducts.com
Art Guzman - (702) 577-6382
guzzer60@gmail.com

Western Sage
westernsageinsurance.com
Rick Morache - (702) 735-0198
rickm@westernsageinsurance.com

Workwave
workwave.com
Danielle Panichi - (732) 686-7846
dpanichi@workwave.com

XT2000
xt2000.com
Bruce Folkins - (619) 542-8469
brucefolkins@xt2000.com



20  |  NEVADA PEST MANAGEMENT ASSOCIATION  |  DECEMBER 2017

EVENTS:

January 29 & 30, 2017 · See centerfold for details
Las Vegas Pest Expo 2018 · Orleans Hotel

Further schedule details pending space availability and 
will be available soon.

Upcoming events are listed online at our website, nevadapma.org

They know a lot 
about fl avor.

Over time, cockroaches develop more 
refi ned tastes. That’s why it’s important 
to keep your menu fresh. With Advion® 
Evolution Cockroach Gel Bait, you’ll 
have a bait that’s proven to increase 
both feeding and speed of kill. 

It’s just the mix to attract even the 
toughest roaches.

To learn more, visit:
SyngentaPMP.com/CockroachSolutions

©2017 Syngenta. Important: Always read and follow label instructions. Some products may not be 
registered for sale or use in all states or counties and/or may have state-specifi c use requirements. 
Please check with your local extension service to ensure registration and proper use. Advion®, the 
Alliance Frame, the Purpose Icon and the Syngenta logo are trademarks of a Syngenta Group 
Company. Syngenta Customer Center: 1-866-SYNGENT(A) (796-4368). MW 1LGP7011 07/17
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 FIVE STEPS TO
FIGHT THEM FAST 
AND MAKE IT LAST.

Now the solutions we use to combat mosquitoes worldwide can 
help protect your customers. Partner with Bayer for an outdoor 
spray service program utilizing DeltaGard and Suspend PolyZone, 
and provide fast knockdown of mosquitoes plus long-term 
residual control.

For more details, search “mosquito solutions” at 
backedbybayer.com

Bayer CropScience LO, Environmental Science Unit, 2 TW Alexander Drive, Research Triangle Park, NC 27709. 1-800-331-2867. www.backedbybayer.com. Bayer, the Bayer Cross, DeltaGard, 
and Suspend PolyZone are registered trademarks of Bayer. Not all products are registered in all states. Always read and follow label instructions carefully. ©2017 Bayer CropScience LP.

DeltaGard Insecticide outperforms the 
competition at lower application rates 
while proving the superior efficacy you 
need to help protect your community 
from mosquitoes.

Suspend PolyZone features a proprietary 
polymer layer that protects the active 
ingredient from weather, irrigation and 
mechanical abrasion. 

MEET YOUR PARTNER FOR EFFECTIVE CONTROL.

1

2

3

4

5

Apply Larvicides

Apply

Apply

Report Changes

Bayer Mosquito Solutions

Inspect PropertyMy mom would tell you that these pests are 
probably the reason that I chose to work in the 
pest control industry. At a very young, ripe old 

age of five, she would find me in the back yard with a 
magnifying glass burning these large black ants that 
would trail from a large tree towards a cinder block 
retaining wall. One day, the ants decided to plan a 
revenge on their “Ant Bully”. Once particular brave ant 
crawled up my pant leg and used his pinchers to make 
a young boy scream and cry. She would say that in 
that moment I chose my career as a Pest Management 
Professional.
 Carpenter Ants do not normally attack us, however, 
they can attack our homes and can cause structural 
damage. As a matter of fact, they can cause almost 
as much damage as termites. There is a difference 
though, termites need the wood from our homes for 
food, carpenter ants use the wood as shelter. They do 
not obtain any nutritional value from the wood they 
shave out of our homes. The carpenter ants carve very 
smooth galleries into the wood to create a place where 
they can call home.
 Most carpenter ant colonies are not found in our 

homes. During our inspections for carpenter ants, we 
find most colonies are actually out away from the home 
in damaged trees. They prefer wood that is slightly 
damaged from moisture, so an old crook in a tree is a 
perfect place to inspect for a nesting site. Finding ants 
inside your home may not mean that a nest is inside, it 
could just mean that it is within foraging distance from 
their colony. They may be able to forage up to 100 
feet from their colony. However, if your home has been 
damaged by moisture at some point, it becomes a very 
inviting site for them to attack.

To prevent carpenter ant infestations: 
• Trim all trees and bushes so branches do not touch 

the house

• Repair moisture problems such as leaky roofs, 
windows or door frames, and plumbing problems 

• Paint and/or seal exposed wood construction 
before it becomes wet 

• Replace previously ant- or termite-infested wood 
and rotted or water-damaged wooden parts of the 
structure

• Eliminate wood/soil contacts

• Remove old, dead tree stumps

• Store firewood in a way that is off the ground, 
possibly on a concrete pad or on metal firewood 
racks. Only store firewood that can be used in one 
heating season

 The first signs of carpenter ants usually found by 
homeowners are either a swarm of ants (ants with 

wings flying out of a wall, crack, 
or crevice) or piles of sawdust 
under a window or door frame. If 
these signs are found, control is 
essential, and finding the nest is 
crucial for elimination. 

Continued from page 3

CARPENTER ANTS – MUNCH, MUNCH, MUNCH

By Travis R. Aggson, A.C.E.
Vice President, 
Associate Certified Entomologist
American Pest Management, Inc.

association. Thank you for the 
opportunity to be of service. I 
am a member of our association 
because I find value in supporting 
the industry that I call home. I 
know that you see the value in 
partnering with us and in working 
together to protect our industry. 
I am looking forward to 2018 with 
optimistic eyes. 
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1-855-RESIDEX  |  manage your account online at www.residex.com

experts + solutions + locations = the perfect formula

               Residex Nationwide

Technical Sales Representative
Ada Wilson
(480) 322-2211
Awilson@residex.com

Why Residex?
• A full line distributor of Pest and Turf Management supplies
• Competitive prices
• Friendly sales staff 
• FREE delivery, right to your door step
• Online CEU credits
• Online specimen labels and your account information
• American-owned company in business since 1946
• Monthly sales specials

During my time with the Nevada Department 
of Agriculture (NDA), I have investigated 
numerous pesticide drift complaints. In every 

single situation where drift occurs, it could have 
been prevented! Pesticide drift (which is the airborne 
movement of pesticide spray droplets, vapor or dusts 
from the application site) can contaminate drinking 
water, affect wildlife, damage neighboring crops 
and make people sick. Though there are a variety of 
factors that can affect the risk of pesticide drift, it is the 
responsibility of the operator to prevent it.

Operator responsibility
 During a field inspection, a pesticide operator once 
asked me, “is it too windy to spray?” I admire him for 
pausing and allowing sound judgment to overcome his 
focus on the job at hand. Obviously, humans cannot 
control the weather, but there are several things the 
operator can keep in mind to mitigate risk.
 Most labels address drift potential and/or wind 
speed. If it does not, the appropriate safety practice 
would be to postpone spray operations if winds exceed 
10 mph. Some pesticide labels require the operator to 
create buffer zones. Buffer zones are recommended 
even if not specified on the label and are usually 
adjacent to sensitive or protected areas. For example, 
the U.S. EPA reinstated streamside pesticide exclusion 
zones to help protect endangered or threatened 
salmon in the Pacific Northwest.
 Factors such as droplet size and nozzle height can 
help to reduce the chance of drift, even if there’s a 
breeze. The operator should routinely inspect his or her 
application equipment, especially nozzles. A partially 
plugged nozzle might create fine droplets, which 
increases the possibility of drift. Nozzle height is also 
important. The higher the nozzle is above the target 
pest, the greater chance of drift.

When the weather doesn’t cooperate
The potential for pesticide drift obviously increases with 
escalating wind speed. Wind direction is another factor 
that should always be considered. Nevada is known for 
its wind, and it can be helpful for operators to know 
the location of sensitive areas nearby, such as schools, 

THE REGULATORY CORNER 

PREVENTING PESTICIDE DRIFT

By Bret Allen
Environmental Scientist

wildlife habitat, neighborhoods, hospitals, etc. An 
operator should avoid spraying when winds are blowing 
toward a sensitive area, especially if unprotected 
people or animals are present. 
 Drift potential is lowest when wind speeds are 
between three and eight miles per hour. Be especially 
careful near sunset and the hour after sunrise when 
winds can be erratic and unpredictable. When in doubt, 
always check wind speed and direction prior to the job, 
and take advantage of today’s technology. Wind meters 
and temperature gauges can help accurately determine 
if conditions are favorable for applying pesticides. Dead 
calm conditions are never recommended, as they may 
indicate the presence of a temperature inversion.

Be aware vapor drift may also be a concern, especially 
if temperatures exceed 85 degrees Fahrenheit. Vapor 
drift occurs when pesticide spray droplets, once 
introduced into the environment, evaporate and 
become suspended in air samples, only to be re-
deposited later in a non-target site when temperatures 
cool down. The potential for harm is as great as if 
pesticides are moved off site by wind.
 It is important that pesticide applicators eliminate 
“tunnel vision,” and recognize there is almost never a 
need to spray “right now.” The uncomfortable “if only” 
thought can be avoided by considering factors such as 
wind, temperature, buffer zones and routine equipment 
maintenance. By using common sense and practical 
knowledge, an operator has the power to use pesticides 
safely and protect human health and the environment 
from drift.

Bret Allen has worked in the NDA’s Environmental 
Services program for more than four years. 
Environmental Services staff conducts ground and 
surface water monitoring for pesticides, manages the 
NDA’s pesticide waste disposal program and oversees 
pesticide certification. He has a bachelor of science 
degree in forest and rangeland management from the 
University of Nevada, Reno.

Though the weather is unpredictable, operators are 
responsible for taking proper precaution to avoid 
pesticide drift. 
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 If the nests present a hazard, controlling these 
wasps is best achieved by regularly monitoring areas 
for new nests and removing them when they are small. 
Larger nests should be treated with a registered wasp 
and hornet spray. All wasp nests should be treated 
in the early morning when the temperatures are the 
lowest and the wasps the least active. Since paper 
wasps only take living prey, traps for yellowjackets do 
not work to control wasps.
 European paper wasp can reuse old nests so it is 
important to remove the nest once it has been treated. 
In addition, individual European paper wasps that get 
displaced during treatment may start new colonies. 
To be sure what species of wasp you have, it is 
important to get an accurate identification. Members 
of the public and industry can send photos of insects 
or hand-deliver specimens to any of the Nevada 
Department of Agriculture’s (NDA) offices for 
identification. For more information, visit agri.nv.gov/
entomology. 

How to identify types of 
paper wasp species in 
Nevada

Paper wasps and yellowjackets are the two most 
often encountered types of problem wasps 
around homes and structures. Both are social 

wasps with one or more “queens” per colony. As social 
insects, they will actively and sometimes aggressively 
protect their colonies. They are both in the order 
Hymenoptera and the family Vespidae, which can be 
recognized by their four wings folded tightly together.
 Though paper wasps and yellowjackets look similar, 
paper wasps construct open umbrella-like nests and 
often fly with their long hind legs hanging down. This 
flying characteristic, along with a more distinct “waist” 
separates them from similarly-colored yellowjackets.
 Three species of paper wasps are commonly found 
in Nevada. Polistes aurifer is a native species typically 
found in southern Nevada. Polistes fuscatus (also 
known as northern paper wasp) is a native species 
typically found in northern Nevada. Polistes dominula, 
also known as the European paper wasp, is a recent 
introduction and is seen throughout the state. It was 
first discovered in the eastern United States around 
1981 and spread quickly throughout the entire country. 
This wasp has nearly replaced the two native species in 
many areas, including Nevada. 
 Native paper wasp species usually have fewer than 
30 individuals in a colony, but European paper wasps 
have larger colonies and their nests are generally 
constructed in more protected areas. It’s also important 
to note that the European paper wasp is known to be 
more aggressive than Nevada’s native species. 
 Paper wasps can be aggressive towards people, 
but they provide an excellent biological control service 
to the state’s crops and gardens by preying on other 
insects and larvae. If the nests are in areas that don’t 
present a hazard to people and pets, they should be 
left untreated.  

By Jeff B. Knight, Entomologist
Nevada Department of Agriculture

You can offer your customers immediate relief
from Bed Bugs & Drywood Termites.

One treatment is all your customers need.

FROM THE ENTOMOLOGIST’S MICROSCOPE:
PEST IDENTIFICATION

Jeff Knight has served as the Nevada State 
Entomologist since 1993. The Nevada Department of 
Agriculture’s entomology program identifies, surveys 
for and controls native and exotic invertebrate pests, 
applicable quarantines and regulations.

Paper wasps 
can be 
recognized by 
their four wings 
folded tightly 
together.

European paper wasps are relatively new to the 
United States and may be more difficult to control. 
All paper wasps construct open umbrella-like nests.
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