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DID RAT POPULATIONS 
REALLY INCREASE DURING 
COVID-19 LOCKDOWNS?

Following the first lockdown of March 2020, research by Richard Warren, an MSc 
student at the University of Derby, investigated the effects on the population of 
brown rats (Rattus norvegicus) in the UK. 

he research followed an increase 
in media reports of rat sightings 
across the UK. A questionnaire was 

distributed to pest controllers covering a range 
of issues, including the numbers of rat sighting 
calls and possible reasons for these sightings.

The survey also looked at the uptake of 
treatment baits at pre-lockdown locations, 
following the easing of lockdown.

It also asked if pest controllers believed 
there had been an overall increase in the rat 
population or if increased sightings were due 
to rats in search of new food sources.

Additionally, a Freedom of Information 
(FOI) request was sent to UK local authorities, 
requesting the number of reports of rat 
problems per year from 2018-2022.

Finally, pest controllers were asked if they 
believed there would have been an increase 
in reports even if lockdown had not occurred 
and, if so, the reasons for this.

The results
Over 70% of pest controllers experienced an 
increase in calls for rats since March 2020, 
with an increase of 30% during the spring and 
summer (a time which would traditionally see 
the least number of calls).

Twelve months on from the initial lockdown 
and pest controllers were still receiving an 
overall increase in rat-related calls.

The main reasons included:
�	 Increased domestic waste as residents 

remained at home
�	 Reductions in waste collections
�	 Reductions in local authority pest control
�	 Closure of food establishments 
�	 Reduced footfall in busy areas, emboldening 

rats to seek out alternative food sources
�   Increased bird feeding as more people 

stayed at home or went to local parks
�  Closure of waste sites resulting in 

increased harbourage.

Pest controllers were also asked if there 
was an uptake in poison baits close to food 
establishments since the lockdown.

45% had not experienced this, indicating 
that significant numbers had deserted their 
previous feeding grounds.

Regarding the overall rat population, 
approximately 60% of pest controllers felt 
there had been an overall increase.

Evidence included increased call outs, 
sightings of rats during visits, increased 
sightings in gardens, call outs to buildings not 
previously reporting rats, increases in pest 
control supplies being purchased and more 
rats being trapped.

When asked if there would have been an 
increase in rats if lockdown had not occurred, 
over 38% thought there would have been while 
37% disagreed, with the remainder undecided.

Those believing there would have been 
an increase cite contributing factors such as 
less severe winters, popularity of bird feeding, 
reduced waste collections, reduced sewer 
baiting, reduced local authority pest control 
and increased immunity to poisons.

Examining the local authority data, rural 
councils tended to receive more rat sightings 
during the 12 months following the lockdown, 
while some urban areas observed a decline.

However, as the lockdown eased, these 
numbers reversed as food establishments re-
opened. This further indicates that rats initially 
migrated for alternative food sources before 
some rats returned to traditional haunts.

Overall, it is likely that there was an increase 
in local rat populations in the UK, where 
rats have not had to rely on food waste and 
experienced less disturbance.

Conversely, there will be other areas 
where rats have been affected by lockdown 
measures, reducing the local population. 
Where rats had to compete for limited 
resources, muricide and cannibalism may have 
occurred – while other rats had to relocate, 
these may have been predated (particularly 
younger rats) or succumbed to pest control.

As lockdowns have ceased, the reasons 
outlined for any population increase (eg milder 
climate, continued bird feeding, reductions in 
waste and pest control services) will aid future 
populations.

Furthermore, local authority green schemes 
which result in less vegetation control may 
help rats to thrive.

As such, it is likely that in the next few years, 
independent wildlife organisations will provide 
data to confirm any actual increase in the 
UK rat population, as opposed to the current 
perceived increase.

Interested in pest control research?
BPCA is looking for members to join a new 
working group aimed at creating links with the 
academic community and keeping up-to-date 
with research. If you’d like to know more about 
getting involved, get in touch. 
hello@bpca.org.uk

T

“...approximately 60% of pest 
controllers felt there had 
been an overall increase.”

http://bpca.org.uk
http://bpca.org.uk
mailto:hello@bpca.org.uk
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WORKING WITH ARTIFICIAL INTELLIGENCE: 
THE FUTURE OF PEST CONTROL

Stephen L Doggett is Director of 
Medical Entomology at NSW 
Health Pathology in Sydney, 
Australia, and Chief Editor of 

FAOPMA magazine. He tells PPC about his 
predictions for the use of AI in the pest 
management industry. 

PEST 
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What is artificial intelligence?
Artificial intelligence (AI) is a broad field of study 
that deals with the development of intelligent 
machines that can perform tasks that typically 
require human intelligence, such as recognising 
speech, making decisions and understanding 
natural language. 

It is a rapidly evolving field that has 
the potential to transform virtually every 
industry and aspect of our lives.

AI systems can be classified into two 
main categories: 

Narrow or weak AI systems that 
are designed to perform specific tasks, 
such as recognising faces or playing 
chess. These systems are limited to the 
task for which they are programmed and 
do not have the ability to learn or adapt 
beyond their programmed capabilities.

General or strong AI systems 
have the ability to perform any 
intellectual task that a human can 
do. These systems are designed 
to be self-learning and adaptive, 
and can perform a wide range of 
tasks in a variety of settings. Generally AI, up 
until very recently, was in its early stages of 
development and had been limited to research 

and development projects. However, this 
year has seen the release of a range of 

AI platforms that have become both 
very powerful and extremely useful. 

AI systems rely on a range 
of technologies, including 

machine learning, natural 
language processing, 

robotics, computer 
vision and speech 

recognition. 

Machine learning is a subset of AI that 
involves teaching computers to learn from data 
without being explicitly programmed. 

Natural language processing involves teaching 
computers to understand and interpret human 
language, while computer vision involves teaching 
computers to interpret visual information.

AI has the potential to revolutionise a wide 
range of industries and applications, including 
healthcare, finance, transportation, and 
education. 

In healthcare, AI systems can be used to help 
diagnose diseases, predict patient outcomes and 
improve the accuracy of medical diagnoses. 

In finance, AI systems can be used to 
analyse financial data, predict market 
trends and make investment decisions. 

In transportation, AI systems can be 
used to develop self-driving cars and 
improve traffic flow, while in education, AI 
systems can be used to personalise learning and 
provide feedback to teachers.

However, there are also concerns about the 
potential impact of AI on society, such as job 
displacement and the potential for AI systems to 
be used for malicious purposes. 

As AI continues to evolve and become 
more integrated into our daily lives, it will be 
important to consider the ethical and societal 
implications of its use.

It is clear that AI is a rapidly evolving field 
that has the potential to transform virtually 
every industry and aspect of our lives.

AI systems rely on a range of technologies, 
including machine learning, natural language 
processing and computer vision. 

While there are concerns about the 
impact of AI on society, AI has 
the potential to create a positive 
impact and will continue to be 
an area of intense research and 
development in the coming years. 

AI in pest control
AI has already 
revolutionised various 
industries by providing 
innovative solutions 
to complex problems. One such 
industry that can benefit greatly 
from AI technology is pest 
management. 

Pest control companies face 
several challenges in controlling 
pest populations, which can cause 

significant economic and health-related 
damages. However, AI-based solutions can 
provide pest management companies with 
valuable insights, leading to more effective 
and efficient pest control practices.

Here are some ways in which AI can be 
used in the pest management industry:

Predictive analysis
One of the significant challenges 
in pest management is predicting 
where and when pests are likely 
to appear. AI-based systems can 

analyse historical data, such as weather 
patterns, pest infestation rates and pest 
behaviour, to forecast when and where a pest 
outbreak is likely to occur. This information 
allows pest management companies to 
proactively take measures to prevent or 
control pest infestations.

artificial intelligence
/̩ ɑː.tɪ.fɪʃ.əl ɪnˈtel.ɪ.dʒəns/ 
[ ahr-tuh-fish-uhl in-tel-i-juhns ]

noun Computers

1	 a	 the capacity of a computer, robot, or other programmed 
mechanical device to perform operations and tasks analogous 
to learning and decision-making in humans, as speech 
recognition or question answering.

1	 b	 a computer, robot, or other programmed mechanical device 
having this humanlike capacity

2	 the branch of computer science involved with the design of 
computers or other programmed mechanical devices having the 
capacity to imitate human intelligence and thought.

Abbreviations: AI, A.I.

/continued...

“It is clear that AI is a rapidly evolving field that 
has the potential to transform virtually every 
industry and aspect of our lives.”
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Automated trapping and 
monitoring

Automate the monitoring of pest traps, 
providing real-time data on pest activity. 
This data allows pest management 
companies to react quickly to changes in 
pest activity, ensuring that infestations are 
detected and controlled early. Additionally, 
AI-based systems can provide alerts when 
traps are full, eliminating the need for 
manual checking.

Targeted pest control
By analysing data on pest 
behaviour and habitat, AI-based 
systems can identify the most 
effective control methods for a particular 
pest. This approach reduces the use of 
chemical pesticides, which can be harmful to 
the environment and humans.

Remote pest monitoring
Provide remote monitoring of 
pest activity, allowing pest 
management companies to monitor 
pest populations without the need 

for physical inspections. This approach is 
particularly useful in areas that are difficult to 
access, such as attics or crawl spaces.

Pest identification
Identify pests accurately, 
even when they are in their 
larvae or nymph stage. This 
information allows pest 
management companies to determine the 
best course of action for controlling the pest 
and to identify potential infestations before 
they become a problem.

Customer service
Improve customer service by 
providing customers with real-time 
information on pest activity 
and control measures. This 

information improves transparency and 
builds trust between pest management 
companies and their customers.

Administrative support
AI is revolutionising 

administrative support in businesses by 
automating repetitive tasks and streamlining 
processes, thereby reducing working hours and 
allowing staff to focus on more meaningful 
duties. Through natural language processing 
and machine learning algorithms, AI-powered 
chatbots and virtual assistants can handle 
customer enquiries, schedule appointments, 
and provide real-time assistance.

AI assistants can provide automated 
feedback to Google reviews and flag negative 
comments for human intervention. AI can be 
used to transcribe customer calls, which then 
highlights keywords for later review. Intelligent 
document processing systems extract 
information from various sources, reducing 
manual data entry and enhancing accuracy. 
Additionally, AI algorithms can analyse large 
volumes of data to generate actionable 
insights, aiding decision-making and optimising 
resource allocation.

With AI’s ability to handle administrative 
tasks efficiently, businesses can focus on 
higher-value activities, enhance productivity, 
and deliver improved customer experiences. 
It has been estimated that two thirds of 
occupations could be partially automated by AI.

As you can see, the use of AI in the pest 
management industry can provide significant 
benefits, including more effective pest control, 
reduced chemical use, improved customer 
service and cost savings.

As AI technology continues to advance, 
we can expect to see even more innovative 
solutions to pest management challenges. 

Pest management companies that embrace 
AI-based solutions are likely to have a 
competitive advantage in the industry, providing 
high-quality service to their customers while 
protecting the environment.

This article originally appeared in the July 2023 
issue of the FAOPMA magazine
faopma.com/Pages/FAOPMA/Journals.aspx 

What do you think of AI?
Are you already using it in your pest control 
job? Let us know about it in a letter to the 
editor and we might print your response in the 
next issue of PPC. 
hello@bpca.org.uk

PEST 
BUDDIES

“By analysing data on pest behaviour 
and habitat, AI-based systems can 
identify the most effective control 

methods for a particular pest.”

TECHNICAL
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UNWELCOME 
VISITORS SPORADIC PESTS 

AND HOW TO 
MANAGE THEM

Returning contributor, Partho Dhang, has a PhD in Zoology 
and is the author of ‘Urban pest control: a practitioner’s 

guide’. This time he’s sharing tips on less common 
insects that occasionally concern our clients. 

sporadic pest is one that is not 
seen on a regular basis. They 
appear under certain conditions, 

or at certain times or in certain localities. 
Therefore, sporadic pests necessitate 
only occasional control. Control of these 
pests is based solely on the tolerance 
limits of the complainant. 

Can we control sporadic pests?
Often, control is based on an emotional 
or aesthetic threshold rather than on 
financial or cost-benefit analyses. 
This happens because people are 
unfamiliar with these insects and think 
they may cause significant damage or 
endangerment through stinging or biting. 

As Comont (2016) explained, in the 
UK, section 79(1) of the Environmental 
Protection Act 1990 (as amended) 
states that “any insects emanating from 
relevant industrial, trade or business 
premises and being prejudicial to 
health or a nuisance” shall constitute a 
statutory nuisance and thus be subject 
to controls.

This wording indicates the two-limbed 
structure of legal nuisance: insects do 
not need to spread disease or provoke an 
allergic reaction to act as pests.

Often, the mere presence of insects 
within dwellings is enough to provoke a 
response (particularly those species seen 
as dirty or threatening in some way), and 
numerous papers report the increase in the 
prevalence of nuisance insects all over the 
world, including UK (Roy et al, 2009). 

Sporadic pests fall in a grey area, as they 
are not severe or wide-ranging enough to 
be classed as statutory nuisances. The 
distinction between statutory nuisance and 
non-statutory nuisance will vary on a case-
by-case basis; an insect will be a statutory 
nuisance in some scenarios but not others, 
particularly in relation to the source and 
abundance of the insects (Comont, 2016). A 
practitioner’s knowledge and training are 
thus very important in this situation.

The key to solving problems with 
sporadic pests is to determine the source 
and cause of the problem and achieve 
control by physical or cultural means 
whenever possible.

Silverfish and booklice
The most common sporadic pests in 
the UK include silverfish (Lepisma 
saccharina) and booklice (Psocids), 
which are often discovered by 
homeowners. Both insects are strictly 

indoor pests, stay in damp areas and can 
cause a nuisance.

Silverfish are found in damp areas, 
commonly in kitchens and bathrooms. 
They are nocturnal and often get trapped 
in baths, basins or crockery as they 
cannot climb smooth surfaces. The 
insect is capable of quick movement. 
They often damage paper items 
by feeding on residues of starchy 
substances such as glues, wallpaper 
paste and carbohydrate food debris. 

Booklice also feed on mould caused by 
damp conditions. They are often seen on 
the glue of book bindings or 
on damp cardboard, damp food 
(especially cereals) or the surfaces close 
to damp plaster inside buildings, carpets 
and wallpapers. 

Both these pests can be controlled 
by preventive measures (which can 
also achieve control). The method is to 
keep susceptible areas well-ventilated, 
lit and dry with adequate ventilation. 
Also, sanitation of indoor spaces such as 
cupboards and bookshelves will ensure 
future infestation from occurring. 

A

/continued...
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An online CPD quiz based on this 
feature is now available on the BPCA 
website. BPCA Registered members 
and affiliates can take a CPD quiz at 
any time bpca.org.uk/cpd-quiz or sign 
up at bpca.org.uk/affiliate 

http://bpca.org.uk
http://bpca.org.uk
http://bpca.org.uk/cpd-quiz
http://bpca.org.uk/affiliate
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ROGUES’ 
GALLERY 

Sporadic 
pests

SILVERFISH
Lepisma saccharina

COMMON CLOTHES MOTH
Tineola bisselliella

HOUSE LONGHORN
Hylotrupes bajulus

PHARAOH ANT
Monomorium pharaonis WOODWORM

Anobium punctatum

CAT FLEA
Ctenocephalides felis

POWDERPOST 
BEETLE

Lyctus brunneus MEDIA WASP
Dolichovespula media

BOOKLOUSE
Psocid

MEDITERRANEAN 
TERMITE

Reticulitermes grassei

ARGENTINE ANT
Linepithema humile

OAK PROCESSIONARY MOTH
Thaumetopoea processionea

EUROPEAN HORNET
Vespa crabro

MOTH FLY
Tinearia alternata

MOSQUITO
Culex pipiens pipiens

INVASIVE GARDEN ANT
Lasius neglectus

URBAN MOSQUITO
Culex pipiens molestus

WETLAND MOSQUITO
Aedes vexans

WOODLAND MOSQUITO
Ochlerotatus cantans

TECHNICAL
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Some of the pests pictured may be 
sporadic in places but regular in some 
other geographic regions of the UK. It 
is also interesting to note that changing 
climate can be a factor; some of them may 
shift from sporadic nature to become a 
regular nuisance pest (Roy et al 2009).

Sporadic pests can emanate from a 
wide range of sources, but it is expected 
that most complaints of nuisance will be 
from poultry and other animal houses, 
buildings on agricultural land including 
manure and silage storage areas, sewage 
treatment works, stagnant ditches and 
drains on relevant premises, landfill sites 
and refuse tips, waste transfer premises, 
commercial, trade or business premises, 
slaughterhouses and used car tyre 
recycling businesses etc. 

Many of the sporadic pests originate in 
gardens or from fields around homes and 
houses. Ladybug beetles feed on aphids 
and mealybugs and are beneficial in 
controlling plant pests. However, they can 
become numerous and enter structures 
in large numbers during the fall of the 
year. At that time, they are looking for a 
sheltered place to overwinter. 

Other insects like thrips, leafhoppers, 
types of stink bugs, boxelder bugs 
and many other beetles that invade 
structures are huge problems for 
customers and are often very complex to 
prevent, manage or control. 

The method of control can be cultural 
or physical, wherein they are prevented 
from entering the structure by installing 
screens and sealing cracks around 
windows, doors, siding, and utility pipes, 
behind chimneys, and underneath the 
wood fascia and other openings.

Other sporadic pests originate in 
decaying organic matter on the ground. 
Many of these are rather slow moving 
but invade in huge numbers. For instance, 
millipedes have mass migrations from 
their breeding grounds when weather 
or soil conditions change. Normally, 
millipedes are satisfied staying under 
logs and feeding on decaying leaves 
and stumps. But when millions migrate 
through lawns, it can be a problem. The 
best way is to remove logs, woodpiles, 
dried leaves, mulches, etc, from the 
vicinity of structures. Caulking and sealing 
gaps in foundations and around windows 
and doors can help keep out millipedes. 
Insecticidal dusts can be somewhat 
effective against millipedes, but they 
should never be spread in areas where 
children or pets can contact them (always 
check the label!). At times, pitfall traps and 
sticky traps may be used. 

Some aquatic insects have massive 
emergences during certain times of the 
year. Mayflies and aquatic midges are 
known to completely cover buildings close 
to water. For example, I’ve seen a paper 
manufacturing plant close to the water that 
had problems with aquatic insects being 
embedded into their paper products, making 
the product unusable. Mayfly outbreaks 
have made roads slick, causing accidents. 

Water management in and around 
the building, proper lighting, installing 
screens and in case of high population, 
use of insecticidal space spray as well as 
killing the breeding population by using an 
IGR is recommended.

Sometimes people just stumble onto 
an insect and think it is interesting. A 
Buprestid wood-boring beetle is really 

attractive. Another name 
for this type of beetle is 

a jewel beetle because it 
resembles many expensive 

metals and crystals, like gold 
and emerald. The Buprestids 

are usually a metallic iridescent 
colouration, and their wing covers 

(elytra) have been used in making 
jewellery. They may be brought in by 
collectors and later escape to become 
a sporadic pest. These situations can 
sometimes be overcome by physical 
collection and releasing them in a specific 
natural environment.

Some non-native invasive pests can 
also fall under the sporadic category 
simply because of their intermittent 
occurrence. A report lists 282 non-native 
species as currently invasive in Great 
Britain (Roy et al., 2009), and these are 
estimated to have a direct cost of £1.7 
billion per year (Williams et al., 2010). 
As this cost is largely related to control 
measures, an increase in pest species 
could see a considerable rise in the 
financial burden of non-natives in the UK 
and around the world.

Sporadic pests can be just about any 
insect or arthropod people encounter either 
inside or outside. The variety of sporadic 
pests makes it difficult to prepare an answer 
to customers’ questions. In such cases, a 
practitioner’s awareness and training are 
essential to control occurrences. 

UNWELCOME 
VISITORS
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“Normally, millipedes are satisfied staying 
under logs and feeding on decaying leaves 
and stumps. But when millions migrate 
through lawns, it can be a problem.”
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he widely acknowledged purpose of 
an environmental risk assessment 
(ERA) is to determine which possible 

adverse environmental effects may occur 
at any specific site and to identify which 
measures are necessary to protect wildlife and 
the wider environment as far as possible. 

When using any method (that’s right, 
not just rodenticides!), we need to consider 
how our actions may impact wildlife and the 
environment.

Location, location, location!
Each treated site will have different 
environmental risks associated with the use 
of traps or rodenticides. The extent of these 
risks will vary greatly depending on local 
circumstances but few sites will be entirely 
free from environmental risk. 

For example, wildlife is present even in 
urban environments and may include feral 
pigeons, house sparrows, foxes and raptors, 
such as kestrels and sparrowhawks.  

Suburbia is home to a much richer variety of 
wildlife and environmental risks are obviously 
even more severe in rural areas, where wildlife 
is more abundant, such as on farms and shoots, 
and in other rural locations. 

Risks to non-target animals, especially 
wildlife, are greater when rodenticides are 

applied outdoors. This is why we must always 
consider how else we can impact the rodent 
population without the immediate reliance on 
rodenticides.

Why bother?
Examining a little further into the reasons 
why ERAs are imperative, we need to realise 
that their importance is focused on two areas:
�	 Legal requirement by way of the 

rodenticide label

�	 Professional responsibility to work 
safely and respectfully, in relation to the 
environment and its local wildlife.
Writing down and keeping records of 

ERAs will make sure that you are protected 
should you be challenged on any work you 
have done. 

As with all the things we do 
professionally, write down all actions taken 
and, in the instance you need the evidence 
of this good work, you have it.

VALUE 
OF AN 

ERA

THE MODERN ERA
MAXIMISE THE VALUE OF ENVIRONMENTAL RISK ASSESSMENTS

BPCA Technical Manager, Natalie Bungay, tells us why it should be 
standard practice for pest professionals to carry out ERAs. 

T

LEGAL
By providing an ERA, you justify 
the use of a treatment method. 
This confers a level of protection 
should the worst come to pass.

SAFEGUARDING
As a professional using professional 
tools you have a responsibility to 
ensure those tools are used correctly, 
and to safeguard the environment.

COMPETENCY
Undertaking an ERA is part of your 
due diligence. This showcases 
your competence, value and skills 
to your client.

“Also, think about competitors ... 
they may inform the client of your lapse ... 
and use this to take the contract from you.”

BEST PRACTICE

http://ppconline.org
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ERAs reflect good pest control
By Philippa Codling, Ecolab Technical Manager

An ERA represents a decision-making process that we all 
should undertake before any pest control treatment.

IDENTIFY THE TARGET AND 
ASSESS LOCAL CONDITIONS
To decide how to control a pest problem 

we must first identify the target species 
and then assess the local conditions that 
contribute to and sustain this particular 
pest infestation.

DECIDE ON THE TYPE OF CONTROL
Once the infestation has been assessed 
you should use the hierarchy of control 

to determine what type of treatment is 
the most appropriate in that particular set 
of circumstances. Use your expertise and 
experience as a pest controller to evaluate 
the control options available.

JUSTIFY THE TREATMENT
Justification for the treatment you select 
will include balancing different risks – 

such as the risk to public health.

Some contributing factors may need 
to be addressed before treatment 
commences – for example, any 
alternate food sources that reduce the 
effectiveness of a food attractant in a 
trapping programme.

The least toxic and environmentally 
damaging control options should be 
considered first – with anticoagulant 
rodenticides, for example, only used 
where the application is justified.

For example, habitat management 
and trapping might take weeks to 
control a rat infestation at a motorway 
service station (if ever). Where rats 
pose a significant risk to health this 
delay in control is not acceptable. 
The 24-hour nature of the service 
station means that a rat shoot is not 
possible. In these circumstances, a 
baiting programme may be the most 
appropriate means of control.

An ERA is not meant to prevent you 
from carrying out a control treatment, it 
is there to support your decision-making 
process and enable you to justify the 
treatment selection you have made.

Some local conditions should be left 
undisturbed until treatment is concluded 
– for example, a cluttered environment 
infested by rats should not be tidied 
up so that the treatment can exploit 
established rat runs.

However, even a non toxic control 
measure can pose a risk to non-
target species – such as snap traps 
where water voles are present. The 
knowledge to make this assessment, 
while factoring in all the elements and 
designing an effective treatment, are 
what sets a professional apart from an 
amateur.

3

1

2

The ERA shopping list
The key areas you need to survey and 
demonstrate that you have assessed the site 
properly are:
�	 What environmental and wildlife risks you 

may have found
�	 Is there a current infestation and if yes, why 

is it there?
�	 What can be done to control the infestation 

without using rodenticides (harbourage 
management, food source removal, proofing, 
trapping etc)?

�	 If you intend to use rodenticides, explain why
�	 If rodenticides are chosen as the preferred 

control method, you must indicate what is 
being used, where and for how long. 
Permanent or long-term baiting is allowed on 

some rodenticide labels but, again, you have to 
explain why this is being used, and even then 
only after you have considered all other options.

Do you need another reason?
Also, think about competitors – if they see 
that you’re not doing the proper ERAs for a site 
you have under contract, they may inform the 
client of your lapse in professional and legal 
responsibility, and use this to take the contract 
from you.

ERAs are also advantageous for your 
company image and customer relations. 
Developing and providing ERAs for your 
customers, whether they be residential or 
commercial, provides them with confidence. It 
shows that you represent a reputable company 
with high standards of application and pest 
eradication, as well as being considerate of the 
wider environment. 

Who doesn’t want customers to view their 
business that way?

Put it on paper
Assessing risk is something we always do in our 
minds, every day, at work and at home. In this 
industry, we’re trained to analyse risk in every 
job we do. However, we need to get better at 
writing it down. It’s no good if it stays in your 
head – how is anyone supposed to verify that 
you carried out your ERA with due diligence?

You can make notes of the ERAs you carry out 
by either downloading the CRRU template, or 
developing your own ERA.

Visit the CRRU website to download the ERA 
form template at thinkwildlife.org/download/
environmental-risk-assessment-form/

As long as it covers the things it needs to, 
why not utilise treatment reports and record 
those day-to-day ERAs you are doing? If you 
undertake reports digitally, it’s easy to add a few 
sections on environmental risk assessing. And, 
if you use a handwritten report, then make sure 
you reference ERA considerations in the ‘actions’ 
or ‘risk assessing’ sections.

BEST PRACTICE
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rice is frequently regarded as 
something that has to be minimised. 
Entrepreneurs, and small business 

owners in particular, often see low pricing as the 
key to delivering acceptable value to customers 
and being competitive in the marketplace.

It’s thanks to such a view that price basically 
becomes a source of guilt. Yet the truth is 
that almost all companies fail to maximise the 
role price has to play in driving success and 
sustainability – and many, in doing so, endanger 
their futures.

Underpricing is the problem I encounter 
most when I’m training, mentoring or coaching 
early-stage businesses, a huge number of which 
misguidedly believe their focus should be on 
doing things cheaply rather than doing things 
better.

This ethos is usually due to a lack of 
confidence in a value proposition, or a fear of 
not having enough sales and throughput to meet 
overheads and fixed costs. Both are rooted in 
defective reasoning.

Let’s briefly examine each of these mindsets 
before exploring the unsound mental processes 
that give rise to them. You may wish to ask 
yourself if any of what follows echoes your own 
approach to pricing.

 
Lack of confidence
There are several reasons why a company might 
have scant confidence in its value proposition. The 
most common are disappointment at not winning 
business and customer complaints over expense.

The former is a classic illustration of how the 
past can cloud subsequent decisions. Failing 
to win business can fuel a conviction that low 
pricing is the only recourse when it comes to 
‘sweetening the deal’ and ensuring sales – 
which is most certainly not the case.

Meanwhile, customer gripes over pricing are 
essentially a fact of life. We might even say it’s just 

natural. It’s vital to remember in the face of such 
rancour that feedback is invariably context-specific.

Many customers have discovered asking for 
price discounts really does work. That’s why 
there can be something of a game to be played. 
As I’m fond of saying though, the easiest way to 
introduce a discount is to first introduce a rise.

Ultimately, we shouldn’t forget what a 
value proposition is. It’s an encapsulation of 
what customers value about a company. It’s a 
crystallisation of what differentiates a business 
from the competition. It covers much more 
than price, including crucial dimensions such 
as trust.

 
Fear of insufficient sales
This is a phenomenon that stems from a 
desperation to generate enough sales to 
cover costs. In tandem, it can be traced to an 
associated belief in a rational market and an 
assumption that a lower price will inevitably 
draw more customers.

As it happens, the customers who help 
a company grow are seldom seduced by 
cheapness. They’re more likely to be sceptical 
about low-priced offerings and instead attracted 
by interesting features and unique selling points.

It’s the customers who simply buy whatever 
they deem cheap at any given juncture who 
thwart a company’s efforts to grow. Their 
‘bottom-feeding’ approach means they can’t be 
relied on, because they’re inherently disloyal.

Any company that cuts its prices in 
desperation is essentially banking on people 
using perfect information to make perfect 
decisions. It supposes the world is inhabited by 
machine-like beings powered by pure logic.

As a wealth of behavioural and psychological 
research has demonstrated, there’s no such 
world. On the whole, this is good news – 
because irrationality can bring significant 
business opportunities.

The root of the 
problem: cognitive bias 
So exactly why do so many entrepreneurs and 
small business owners fall victim to these 
misconceptions? In most instances the answer 
lies in cognitive bias – systematic flaws in how 
information is processed, interpreted and used 
to make judgements.

Confirmation bias is notably rife. It occurs 
when individuals or organisations home in on 
information sources and data that echo what 
they already believe – reinforcing their existing 
opinions and thereby diminishing the likelihood of 
arriving at considered, evidence-based decisions.

Anchoring is also widespread. It arises 
when an initial piece of information is treated 
as disproportionately important, effectively 
‘anchoring’ everything that follows. Many 
negotiations are shaped by this bias.

There’s also availability bias. This describes 
the inclination to rely excessively on whatever 
information is at hand rather than seeking a 
statistically instructive array of data. Again, this 
is likely to lead to decisions that don’t take full 
account of all the relevant facts.

These biases can be part of the emotional 
baggage we all carry around with us. They 
might be a manifestation of naivety or 
inexperience. They may even be an upshot 
of our evolutionary history – an innate aid 
to making decisions with speed. Whatever 
their origins, they routinely go unrecognised – 
sometimes with dire consequences.

 
Price as an engine of enhancement 
and expansion
Most new companies fold within three years. 
Issues around profit margins and cash flows are 
usually among the contributing factors. Even for 
those fledging enterprises that stagger on, low 
prices and the limited margins they produce can 
stifle growth.

UNDERPRICE 
AT YOUR PERIL

David Falzani MBE is a Professor at Nottingham University Business School’s Haydn 
Green Institute for Innovation and Entrepreneurship (HGIIE) and president of the 

Sainsbury Management Fellowship. This article draws on his new book, ‘Double your 
price: the strategy and tactics of smart pricing’, published by FT Publishing.
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Professional or cowboy? Take your pick.
We recently had a long-term, multi-site 

client contact us to say that they had been 
given a much cheaper quote for their pest 
control, and we needed to do something with 
our pricing or lose the work.

After a conversation, it transpired that this 
other company had not been to any of the sites 
but had given standard rates to a purchasing 
group which had, in turn, used these to put the 
proposal together.

 Wow. Just wow. How professional.
 The trade association that our company 

belongs to (BPCA) insists that surveys are 
carried out before quoting for a programme of 
work – which makes perfect sense.

 The survey is the start of the process and 
is done to:
�	 Establish pest activity levels
�	 Identify the risk rating of the site, which 

impacts the number of inspections and 
treatments recommended

�	 Enable a treatment plan to be devised
�	 Consider risks to people and the 

environment
�	 Work out a realistic price for the work.

It’s a sensible and professional approach so 
why would anyone do it differently?

Surveys take time if they’re done properly. 
Perhaps this investment in time is too much 
faff for the cowboy operator, so they snatch 
the opportunity for a sale on a ‘take the rough 
with the smooth’ basis?

We recently turned away a large 
opportunity in central London where the 
enquirer wanted us to survey ten sites in a 
morning (by the way, they originally didn’t 
want us to survey at all)!

I explained that it would not be possible, and 
that surveying ten sites may take five days to 
do properly and pull the reports together. They 
pulled a face. 

I also told them this would be a 
considerable amount of investment 

and we would be looking to charge for this 
- an even bigger face was pulled!

We thought, “if it’s going to be like this at the 
start of the relationship, what’s it going to be like 
going forward” and took the enquiry no further.

We believe that there is no such thing as 
‘one-size-fits-all’ with pest control. You don’t buy 
pest control ‘off-the-shelf’, and commercially it 
should be very much part of the management 
system of the company purchasing the service. 
BPCA agrees with this, and that’s why the 
Association published a Code of Best Practice 
regarding ‘surveys first’ many years ago.

The trouble is that some in the industry do a 
‘one-size-fits-all’ without surveying and hope for 
the best. Indeed, they’ll often promise ‘unlimited 
free call-outs’ as part of the bargain.

Treating pest control as a commodity 
encourages the race to the bottom with quality 
and pricing. The customer will likely suffer 
with the quality of work, and the pest control 
company will suffer if the pricing is way out – 
leading to even worse quality.

The best way to avoid this situation is to 
go right back to the beginning, play by the 
rules and get proper surveys done – this is the 
starting point!

This approach is far more likely to deliver 
the result for everybody – short, medium and 
long term.

What do you think?
Send us your views on Martin’s opinion piece 
and we may print them in the next issue. 
hello@bpca.org.uk

As a result, many small businesses stay small. 
Their erroneous attitudes towards pricing – 
underpinned by cognitive bias – suffocate their 
potential and undermine their sustainability.

The reality is that underpricing is rarely 
an engine of value and competitiveness. 
It prevents reinvestment in product 
development. It discourages innovation. It 
dashes hopes of superior employee training 
and higher salaries. It makes achieving goals 
such as reducing staff turnover and creating 
a happier, more skilled, more efficient 
workplace much harder, if not impossible.

At least for a well-run company, the act of 
raising prices isn’t about profiteering – a practice 
that’s neither laudable nor conducive to long-
term success. It’s about enhancing prospects 
and enabling expansion.

That’s why entrepreneurs and small 
business owners should stop regarding price 
as something to be minimised. The entire 
concept is fallacious. Clear, unbiased thinking 
should reveal price not as a source of guilt but 
as a fundamental means of making a company 
better for all its stakeholders.

This article was originally published on the Small 
Business Charter website and is reproduced here 
with permission.
smallbusinesscharter.org

KNOW YOUR 
WORTH!

OPINION

Martin Harvey, Managing Director of BPCA member company Harvey 
Environmental Services, talks about pricing, surveys and client expectations. 

CODE OF BEST PRACTICE – 
SURVEYS
BPCA Codes of Best Practices are available 
for anyone to download and read on the 
BPCA website. All BPCA members must 
follow the Codes to meet membership 
criteria, but non-members are welcome to 
use them too. 
bpca.org.uk/codes

“Surveys take time if they’re done properly. 
Perhaps this investment in time is too 
much faff for the cowboy operator...”

BUSINESS
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LOAN ARRANGER
A PEST CONTROLLER’S GUIDE TO BUSINESS LOANS

In his comprehensive guide, James Robson, CEO of 
finance comparison site FundOnion, explains the types 

of business loans available to pest control companies.

A

What are 
personal guarantees?
Personal guarantees can be a headache 
for potential borrowers. These go beyond 
your business and put your personal 
assets on the line if you can’t repay the 
business loan.

Lenders usually ask for these from the 
directors of the business applying for the 
loan and perhaps the major shareholders 
too. Make sure if you’re going to provide 
a personal guarantee for a business loan 
or any other kind of finance, that you fully 
understand the implications.

What’s more, personal guarantees 
are almost always required by lenders if 
you’re applying for a business loan. Some 
alternative finance lenders may lend 
either without a personal guarantee or a 
limited personal guarantee, but this is not 
the norm.

BUSINESS

ll too often, it isn’t ambition that 
stops SMEs from growing – it’s 
cash. Responsible borrowing can 

supercharge a pest management company’s 
growth. Whether you’re looking to spend on 
new vans or equipment, investment in a new 
service, or a marketing drive, a business loan 
could set you up for success.

A business loan is any loan offered to a 
commercial entity rather than an individual 
person. As with all loans, it involves the 
creation of a debt, which will be repaid with 
added interest. Several different types of 
business loans are available to pest control 
companies, which I’ll go through in turn. 

Term loans
The most familiar kind of business finance is 
the good old-fashioned term loan. In recent 
years, high street banks have been unable to 
provide smaller-sized business loans because of 
increased regulation and higher costs.

So who’s lending, and what’s available right 
now? Our engine instantly lets you see some 
of the lenders in the market right now. Lenders 
are offering term loans from £10,000 up to 
£500,000.

What are the fees?
Term loans are a type of business loan that 
work by giving cash to your business and 
setting fixed repayments, usually monthly. You 
pay back both the amount you borrowed plus 
interest over the life of the loan.

The two most common types of term loan 
repayments are either amortising loans or 
balloon/bullet loans. These differ on when the 
amount you borrowed and interest are paid back.

What security is needed?
You can go for either a secured or unsecured 
loan. With an unsecured loan, you can usually 
borrow up to a maximum of £250,000.

A secured loan means that the loan is 
secured against the value of an asset, just in 
case your business can’t keep up repayments. 

With a secured loan, the lending amounts can 
go much higher and are based on the value of 
the asset being secured against.

In short, secured business loans allow you to:
�	 Borrow more
�	 At a lower interest rate
�	 Spreading repayments over a longer period 

than an unsecured business loan.
This is simply because they represent 

a lower credit risk to a lender. If 
you don’t repay the loan, the 
lender can acquire the asset 
secured against it.

Revolving credit 
facilities
Revolving credit 
facilities (or RCFs) are 
a less well-known 
form of working 
capital, but they can 
be useful on their 
own or alongside a 
regular term loan.

With an RCF, the 
lender approves a 
certain maximum 
amount (say 
£100,000), which 
you can draw on 
occasionally.

This is sometimes 
linked to an 
overdraft but is 
slightly different. That’s 
because RCFs are ongoing 
agreements between you and 
the lender for a fixed term, like 12 
months. But they aren’t repayable 
on demand like an overdraft is.

The great thing about an 
RCF is that you don’t pay any 
interest on the money you’re 
not using as you would with a 
term loan, where you get the 
whole lump sum at the start.

ppconline.org
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At a glance GOOD FOR CAUTION

TERM LOAN 
A loan structured by an initial upfront 
advance with a fixed payment schedule from 
the borrower to lender.

An immediate injection of capital.

Can be for any purpose.

Carries fixed scheduled payments.

Make sure these are built into your 
cash flow. 

REVOLVING CREDIT FACILITY (RCF) 
An approved line of credit which allows the 
borrower to pay only for what’s being used. 

Managing a varying cash flow or fluctuating 
capital needs.

Non-utilisation fees can apply.

Be sure to know which lenders do this.

MERCHANT CASH ADVANCE (MCA) 
A cash advance paid to the borrower, 
repayable on a share of revenue and not on 
a fixed schedule. 

Seasonal businesses or businesses looking to 
avoid fixed repayment structure. 

Can be expensive.

Ensure you understand what factor 
rates are. 

But there is a drawback. If you don’t use the 
money, lenders usually charge a non-utilisation 
fee, so they’re not making capital available to 
you for free! They want to get a return on it.

Example of how an RCF would work:
�	 A bank authorises a revolving credit facility 

of up to £100,000 for 12 months
�	 Fees include a £200 setup fee, interest 

payable on the money you use charged at 
2.5% per month, and a non-utilisation fee of 
0.05% per month; so...

�	 During that 12 months, you use £50,000 
of the RCF for nine months and pay off the 
interest monthly.

What’s a RCF useful for?
They are useful if you need flexible funding. 
This isn’t just working capital to keep your 
business going smoothly but also for growth, 
such as running marketing campaigns or when 
revenue fluctuates.

Merchant cash advances
Merchant cash advances (or MCAs, also 
known as business cash advances) provide an 
upfront lump sum to your business. They take 
repayments based on a percentage of revenue 
from your business. Therefore, lenders usually 
look at your gross revenue when deciding how 
much money to advance to your company.

MCAs work particularly well if you take a 
lot of money in credit and debit card payments. 
That’s because the lenders can simply plug into 
your payment processing system to deduct their 
take – say, 10% of all sales.

The really interesting thing about MCAs is that 
repayments aren’t on a fixed schedule – they’re 
linked to your revenue. Unlike a term loan, where 
you’ll make regular fixed monthly payments 
whether your monthly turnover is high or low.

It’s not an interest rate, it’s a 
factor rate
MCAs are calculated by multiplying the cash 
advance you receive by the factor rate. This is 
because all of the interest is added to the amount 
you borrow at the start. This then gives the total 
amount you have to repay.

For example, say you ask for a £15,000 cash 
advance with a factor rate of 1.2 for 12 months. 
This means you would need to pay back £18,000 
total (£15,000 x 1.2).

Applying for business loans
Lenders make their decisions based on your 
business’s overall health and suitability. They’re 
checking that you can pay them back – whichever 
type of financial product you choose, term loan, 
RCF or MCA.

Therefore, you need to think carefully about:
�	 The kind of finance that would be best for your 

business
�	 How much money would you have left at the 

end of each month to repay any loan, RCF or 
MCA you’ve taken on.
When applying for a business loan, you should 

be ready to send to your lender or broker the 
following information:
�	 Basic business information such as your trading 

name, legal entity name, company number

�	 What your business does, and a brief 
description of your activities

�	 Your last full filed set of annual accounts
�	 Six months’ worth of business bank 

statements
�	 Information about any overdraft you have in 

place
�	 Information about any other kinds of debt 

you have outstanding – amount, repayment 
dates, payback period
Right now, the market has plenty of lenders, all 

with slightly different attitudes to lending and the 
risks they’re prepared to take with a borrower.

FundOnion and BPCA
FundOnion.com is a leading 
commercial finance brokerage 
that helps UK small businesses 
identify available financing 
options using their unique online 
platform. Created by industry 
professionals, FundOnion provides 
an easy, free-to-use platform to 
help educate businesses about 
finance with high street and 
specialist lenders.  
bpca.org.uk/onion
fundonion.com

“This isn’t just working capital to keep your 
business going smoothly but also for 
growth, such as running marketing 
campaigns or when revenue fluctuates.”

BUSINESS
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TICKED 
OFF? MARKETING 

CHECKLIST FOR 
PEST CONTROL 
COMPANIES

Marketing plays a crucial role in the 
success of any pest control business, 
especially for small companies in the 
UK. BPCA supports many members 
with their marketing efforts; the 
marcomms team has put together an 
action list for pest control companies 
to spot-check their presence and 
keep their phones ringing. 

	 I understand what types of 
customers I want 

	 I know where my customers 
search for information 

	 I understand what my different 
types of customers want from their 
pest controller

	 I create information specifically 
for the different types of customers 
I want

CUSTOMERS

“Communicate your 
unique selling points, 
such as expertise in 
dealing with specific pests, 
environmentally friendly 
practices, or exceptional 
customer service.”

BIG PICTURE STUFF
To ensure a steady flow of leads, it’s 
essential to understand your customer 
segments, establish a strong brand, utilise 
various marketing channels, and provide 
exceptional customer service.

Identify the diverse customer segments you can 
serve, including businesses, landlords, domestic 
users, etc. Each segment may have unique 
needs and preferences. 

Tailor your marketing messages and 
services to address their specific pain 
points. For example, businesses may 
prioritise fast response times and 
discreet service, while landlords 
may seek ongoing pest prevention 
solutions to protect their properties.

BUSINESS

http://ppconline.org


bpca.org.uk PPC112 SEPTEMBER 2023    35

The following are consistent with my 
brand colours and contain my logo:

	 Website

	 Social media channels

	 Stationery

	 Uniform

	 Van

	 Marketing materials

	 I have a clear and 
straightforward brand message/
mission statement

	 My mission statement is 
attractive to my target 
customers

	 All of my channels incorporate 
our brand message

	 100% of our team understands 
our brand message

	 100% of our team knows how 
they can help deliver our brand 
message

MESSAGING

	 I have a simple, memorable, 
timeless logo in all the file formats 
that I need

	 I know my brand colours and fonts

	 I have high-quality images I can 
use across my channels

BRANDING

“Consider your brand voice, decide if it’s corporate, 
friendly, or quirky, and ensure that it resonates 
with your audience.”

Little or large, having a simple, identifiable 
brand will save you time and effort across 
all your channels. 

Not sure where to start? A professional 
designer will be able to provide a branding 
overview sheet, logos in a variety of formats 
and colour palettes. Symantec reportedly 
just spent $1,280,000,000 on their rebrand 
– however, you’ll find local designers 
and those on sites like UpWork far more 
reasonably priced!

A brand message or mission statement is 
about telling your target market what you’re 
about in the least possible words. 

BPCA’s is “driving excellence in pest 
management”. 

Google’s is “organise the world’s 
information and make it universally 
accessible and useful”.

A favourite belongs to TED Talks, which 
simply states “spread ideas”.

A mission statement helps bring all your 
marketing messages together; it states 
your purpose. For example, “your partner 
for problem pests”, “using cutting-edge 
technology to protect your business from 
pest distress” or “experts in protecting 
homes from pests”.

Consider your brand voice, decide if it’s 
corporate, friendly, or quirky, and ensure 
that it resonates with your audience. 
Communicate your unique selling points, 
such as expertise in dealing with specific 
pests, environmentally friendly practices, or 
exceptional customer service. 

LEGAL

	 I understand my obligations 
under the General Data 
Protection Regulation (GDPR)

	 I have completed the 
Information Commissioner’s 
Office’s (ICO) GDPR checklists 
ico.org.uk/for-organisations/
sme-web-hub/checklists

	 I have paid my data protection 
fee to the ICO (if not exempt)

	 Everyone in my business 
understands their obligations 
when collecting, storing, and 
using customer data

	 All my adverts and print 
materials comply with the UK 
Advertising Codes (CAP Codes) 
asa.org.uk/codes-and-rulings/
advertising-codes/non-
broadcast-code.html

We’ve written about GDPR before but, in 
short, obtain explicit consent for marketing 
communications and ensure the security 
of customer information. Compliance with 
GDPR builds trust with your customers and 
demonstrates your commitment to data privacy, 
fostering positive relationships.

BPCA members have access to GDPR 
templates and checklists through BPCA Quest 
(log-in required) bpca.org.uk/quest

CHANNELS

	 Google My Business page is 
claimed and set up

	 I have a Facebook page

	 I have a personal LinkedIn 
profile

	 I have a LinkedIn page for my 
business 

	 I have a relationship with the 
local press

FREE MARKETING

Google My Business
Claim and optimise your business listing on 
My Business to appear in local search results. 
Encourage satisfied customers to leave 
reviews, as positive ratings enhance your 
reputation.

LinkedIn
Establish a professional presence on LinkedIn 
with both a personal and business profile. 
Connect with potential business customers, 
and share informative content to showcase 
your expertise in the pest control industry.

Facebook
For domestic work, join local Facebook groups 
and keep an eye out for people looking for pest 
advice. Be helpful and responsive. Encourage 
friends, family and existing customers to tag 
you in posts and recommend you.

/continued...

BUSINESS

http://bpca.org.uk
http://ico.org.uk/for-organisations/sme-web-hub/checklists
http://ico.org.uk/for-organisations/sme-web-hub/checklists
http://asa.org.uk/codes-and-rulings/advertising-codes/non-broadcast-code.html
http://asa.org.uk/codes-and-rulings/advertising-codes/non-broadcast-code.html
http://asa.org.uk/codes-and-rulings/advertising-codes/non-broadcast-code.html
http://bpca.org.uk/quest


36      PPC112 SEPTEMBER 2023 ppconline.org

Public relations and press 
releases
Have you done something newsworthy, 
such as rehoming a massive swarm of 
bees? Utilise local newspapers by sending 
press releases about new services, 
achievements, or noteworthy projects. 
Position yourself as an expert and reliable 
source of pest control information.

	 I have a simple website with my 
contact details 

	 My website captures leads 
through a simple form

	 My website looks great on a 
mobile phone 

	 My website is well-formatted with 
headers, lists and relevant imagery

	 I have local information available 
on my website

	 My website has separate pages 
set up for all my target customers 

	 My website contains reviews 
and testimonials

	 My website is linked to my social 
media pages (and vice versa)

	 I post one case study/blog post 
every month 

	 Other people link to my website

	 My website has a sitemap

	 I have submitted my sitemap via 
Google Search Console

YOUR WEBSITE

Invest in a user-friendly and informative 
website that highlights your services, 
expertise, and contact information. 

Single-page website builders are simple 
to set up with providers like Wix and 
Squarespace. Alternatively, look at a hosted 
WordPress website if you want something a 
little more substantial. 

Implement search engine optimisation 
(SEO) strategies to improve your website’s 
visibility in search engine results. In short, 
SEO is about providing information and 
formatting it in a way that is most helpful 
for a potential customer. Search engine 
algorithms will always be looking to reward 
websites that make their sites as useful 
as possible. 

	 I have a leaflet explaining my 
services to potential customers

	 Technicians have business cards I 
can leave with existing customers 
and encourage them to share them 
with friends

	 I drop leaflets through doors 
when doing a treatment in a 
specific area

	 My marketing materials make it 
clear how to contact me

PRINT MATERIALS

Design informative leaflets highlighting your 
services, expertise, and unique selling points. 
Drop them at neighbouring properties while 
you’re out on a job. 

BPCA has free marketing templates 
available for leaflets, so be sure to check those 
out for inspiration. 
bpca.org.uk/printshop

	 Try Google Local Service Ads 
(BPCA members are preapproved 
for Google’s guarantee)

	 Try Google Search Ads targeted at 
your ideal customer 

	 Try reputable local directory 
adverts/newspaper ads

PAID ADVERTISING (OPTIONAL) 

Paid advertising is tricky to recommend for pest 
management companies. Google Search Ads can 
work when properly targeted, however the new 
Google Local Service Ads give more consistent 
results (and you only pay for the leads you 
actually get).

Facebook Ads are too hard to target towards 
people who are actually looking for a pest 
controller, so we’d suggest this isn’t money 
well spent. Some companies have varying 
degrees of success with LinkedIn adverts, 
but again it wouldn’t be the first place 
we’d look to spend money. Upgrading 
your personal LinkedIn account so you can 
proactively contact business leaders through 
InMail might be worth the investment if you 
can put the time in.

Regardless of the platform, for paid 
advertising, always make sure you’re tracking:
�	 How much you’ve spent per channel
�	 How many leads you’ve had from the channel
�	 The cost-per-lead of each channel (‘spent’ 

divided by ‘leads’).
Knowing this information lets you make 

informed decisions about where to invest your 
advertising spend.

	 I engage with local business 
networks such as the Chamber 
of Commerce and participate in 
relevant events or networking 
opportunities

	 I explore opportunities for local TV 
or radio appearances to discuss 
common pest control issues

	 I partner with local businesses 
and trades to get and share work 

	 I have an email list for current 
and potential business customers 
to share pest advice and best 
practice

	 I have joined the BPCA Contract 
Sharing Network (CSN) 
bpca.org.uk/csn

OTHERS TO CONSIDER

REPUTATION

	 Potential customers are responded 
to quickly

	 I use an auto-responder to 
reassure potential customers 

	 The person answering our phones 
understands pest control 

	 The person answering the phone 
is courteous, enthusiastic and 
reassuring

	 Technicians leave information on 
how to ask follow-up questions 

	 Technicians are courteous, 
enthusiastic and reassuring

	 My documentation is clear and 
informative

CUSTOMER SERVICE

Good customer service is a 
massive part of marketing 
but is often overlooked.

Satisfied customers 
are more likely to 
refer your services to 
friends, family, and 

acquaintances. Happy, 
appreciated employees always are 

the best at customer service, so don’t 
underestimate the power of investing in 
your team.

TICKED 
OFF?

BUSINESS

http://ppconline.org
http://bpca.org.uk/printshop
http://bpca.org.uk/csn
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TOOL PURPOSE COST LINK 

CANVA
Create beautiful images, 
documents and flyers from 
templates

Free with some paid premium features canva.com

PEXELS Free stock images Free pexels.com

PIXABAY Free stock images Free pixabay.com

123RF Reasonably priced stock images ~80p an image 123rf.com

BUFFER Social media scheduler Free with some paid premium features buffer.com

WIX Simple website builder ~£10-25 per month wix.com

SQUARESPACE Simple website builder ~£17 per month squarespace.com

GODADDY HOSTED 
WORDPRESS

Hosted website platform (more 
complex than the other options) ~£6-25 per month godaddy.com/en-uk/hosting/

wordpress-hosting

HEMINGWAY EDITOR Simplify your written copy for 
clearer messaging Free hemingwayapp.com

GRAMMARLY Advanced spelling and style 
checker Free with some paid premium features app.grammarly.com

CHATGPT Brainstorm articles, blog posts and 
case studies with an AI Free chat.openai.com

TOP TOOLS TO HELP WITH YOUR MARKETING
Most small pest control companies won’t have an entire team of marketing professionals 
on the books. Some tools can help you punch well above your weight and streamline your 
operational marketing duties.

How’s my marketing?
Need help to shout about your fantastic 
service? Book free consultations with 
our award-winning marketing and 
communications team! Our in-house team 
can advise you about anything related to your 
marketing activity and signpost you to other 
valuable resources. 
bpca.org.uk/book

	 I ask for reviews from every 
satisfied customer 

	 I ask my customers to recommend 
me to friends and leave them with 
my card

	 I incentivise existing customers to 
refer me to their friends (optional)

	 I publish the best reviews as 
testimonials on my website

	 My print materials contain 
testimonials

REVIEWS AND TESTIMONIALS

Every satisfied customer should be asked 
for a review, and it’s best to strike while the 
iron is hot.

A polite email asking customers to 
review their service on Google My Business, 
Facebook, Trustpilot, Which?, etc is a great 
way to build ‘social proof’. Social proof is 
what we call the confidence built when we 
see that many other people have already 
bought something.

Leverage positive customer testimonials 
to showcase your quality service and build 
trust with potential customers. 

Display the best reviews as testimonials 
on your website and marketing materials.

	 I display my BPCA membership 
logo proudly across my channels

	 I explain why I choose to be a 
member across my channels 

	 My BPCA Find a pest controller 
listing is up-to-date

	 I explain my technicians’ 
qualifications on my website/in my 
documentation 

	 I display any awards or 
accreditations on my website/in 
my documentation

ASSOCIATIONS AND 
ACCREDITATIONS

It also serves as a trust signal for 
potential customers seeking reliable pest 
control services.

Use the member logo on your website, 
van, stationery and uniform. Writing a short 
blog about why you choose to be a part of 
your trade association can be a great way of 
showing customers that membership is more 
than a badge for you. 

“If you’re a BPCA member, shout about 
it to enhance your professional 

reputation. Use the member logo on your 
website, van, stationery and uniform.”

If you’re a BPCA member, shout about it 
to enhance your professional reputation. 
Membership demonstrates your commitment to 
high industry standards and provides access to 
valuable resources, training opportunities, and 
networking events.

BUSINESS

http://bpca.org.uk
http://canva.com
http://pexels.com
http://pixabay.com
http://buffer.com
http://wix.com
http://squarespace.com
http://godaddy.com/en-uk/hosting/wordpress-hosting
http://godaddy.com/en-uk/hosting/wordpress-hosting
http://hemingwayapp.com
http://app.grammarly.com
http://chat.openai.com
http://bpca.org.uk/book
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PPC  First off, tell us a bit about yourself.

RC  I’m Edinburgh born and bred, I’ve 
lived here all my life! I currently live in 
Edinburgh city centre but will be moving 
to Musselburgh in the next month or two. 
My partner Sean and I have two little 
girls, aged four and two. My children and 
Barricade keep me very busy now, it’s 
not easy running a business and raising 
children. So when I’m not working I’m 
always spending time with my kids and 
taking them out on family trips or spending 
time at home doing activities. 

 
PPC  Tell us about your work background – 
did you have any jobs prior to being in the 
pest control industry?

RC  I worked for Nike for many years and 
had worked my way up into managerial 
roles, but my main speciality was product 
presentation and visual merchandising. 
I really loved my time with Nike and had 
so many amazing opportunities with them 
over the years, from store openings to 
travelling and meeting some huge names in 
the Nike world.

I even moved down to Leeds for a short 
while as the assistant head coach (assistant 
manager) of a store they opened. The 
highlight of my career in Nike was going to 
the European headquarters in Amsterdam 
and being part of a huge event there. 
Eventually the passion started to fade for 
Nike, and I started seeking a new challenge.

PPC  And is that when you joined the pest 
management industry?

RC  Yeah, 
I started 
working in 
pest control 
in 2017, when 
I was 24. I had 
no previous 
experience in 
the industry 
and I had never 
owned a business, but my mum 
and stepdad have owned a 
successful pest control company 
in Edinburgh for many years. 

Quite honestly, I had never 
really given pest control a 
thought until I met my partner, 
Sean. He was working in car 
sales, but both Sean and I were 
no longer passionate about 
the jobs we had, and we were 
seeking a new challenge. 

Fun fact: Sean and I had only officially 
been in a relationship for four months before 
setting up our company. When I think back, 
I really have no idea why we didn’t give 
it much thought or hesitation, but it was 
obviously meant to be!

I was living with my mum and stepdad, and 
we could see the demand for pest control in 
Edinburgh while listening to them and seeing 
just how much business they turned away.

PPC  And that’s when you decided to start 
Barricade Pest Control?

RC  Sort of! But instead of offering all 
services, we set up a proofing company 
called Barricade Pest Proofing. We could 

also see that rodent proofing was starting 
to become popular and no one was really 
advertising this in our area. 

Sean left his job, however I decided to 
continue to work for Nike full time through 
the first eight months of starting our 
business. Once I left Nike to give Barricade 
my full attention, I realised I should have 
done it a lot sooner. There was just always 
the hesitation and niggling doubts that I 
was leaving a good job for something I had 
never done before. But I’m so glad I did.

A few months into running Barricade 
Pest Proofing we realised that a lot of 
clients would have preferred that we 
offered all aspects of pest control. That’s 
when we decided to get trained up and 
offer all services, so Barricade Pest Control 
was born.

MEET THE MEMBER

“I love that 
I’ve gained 

huge 
amounts 

of knowledge 
throughout the years and 

enjoy being able to 
diagnose some issues for 

our clients before our 
technicians have reached 

the site to inspect. ”

PUTTING UP THE 
BARRICADE

Rebekah Carral is a pest control business owner based in Scotland. 
We caught up with her to find out a bit more about Barricade 
Pest Control, how she fell into the industry and her 
pest control passions. 

YOUR ASSOCIATION

http://ppconline.org
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PPC  You were in the deep end a little, having 
never run a business or been working in pest 
control! Tell us what it was like in that first year.

RC  We started out very humbly – we had 
£1,000 to cover our insurance, some basic 
materials, business cards, flyers, and magnet 
signs for Sean’s Ford Fiesta! We spent most 
of those first months dropping flyers into 
businesses, communal stairwells and homes 
around the Edinburgh area, and managed to 
secure our first few commercial contracts by 
doing so (all of which we still have today). 

We traded using these basic materials until 
being able to afford our first company van, 
which we became the proud owners of in April 
2018. As money started to flow, we began to 
invest into our brand image and marketing, 
and we were keen to have a brand that people 
would remember. We now offer services across 
Edinburgh, the Lothians and Glasgow.

PPC  What have been the biggest challenges 
you’ve faced when running a business? 

RC  Running Barricade has been exceptionally 
rewarding but it has come with some sacrifices 
and challenges along the way. Since starting our 
company I’ve had two children, which is a huge 
responsibility alongside keeping a business going. 

Another challenge we’ve faced starting a 
business so young was trying to get onto the 
property ladder.

We’ve finally purchased our first home after 
renting in central Edinburgh for years and we are 
exceptionally proud of ourselves! I had no idea 
how difficult it would be regarding accounts and 
ensuring we had at least two years of accounts 
before applying for a mortgage. And I also didn’t 

realise that when we went limited, we would 
have to wait another two years again! 

These are things I feel should be taught in 
schools, because sometimes you just don’t 
realise how complicated business ownership 
can be, and how it can affect things like 
mortgage applications.

Our most recent challenges have been around 
recruitment. Not many people outside of the 
industry realise how rewarding a job in pest 
control can really be until they have had some 
insight into it, so attracting the right talent has 
always taken a little longer than we would like.

PPC  What’s your current role at Barricade?

RC  I do everything except carrying out the pest 
control work. My main duties include customer 
relations, booking and scheduling, team training, 
recruitment, marketing and everything else 
required to run the business. I have a fantastic 
team now and I’m able to delegate jobs to other 
members of the team. My office administrator, 
Holly, does a fantastic job supporting me with 
everything she can.

PPC  What are you most passionate about when 
it comes to pest control? 

RC  I am very passionate about bees! Bee 
season excites me, and I absolutely love being 
able to share helpful and positive information to 
our clients about bees and their importance. I’d 
love to become a beekeeper too! 

I also enjoy being a calming voice on the 
telephone and providing reassurance to our 
clients. Pest control is such a sensitive subject 
and I feel our clients deserve a personable 
service throughout the process. It’s important for 

me that our clients feel important themselves, 
and that their own thoughts and feelings are 
valid.

I  love that I’ve gained huge amounts of 
knowledge throughout the years and enjoy being 
able to diagnose some issues for our clients 
before our technicians have reached the site to 
inspect. That’s what makes me tick! 

Over the years I have been approached by 
media outlets and networking groups to provide 
information or talks on my time in the industry 
or issues faced in the local area. I always love 
being able to help people or hopefully inspire 
them to consider setting up in business, or even 
better, joining the pest industry! 

PPC  Last year you joined the Equality, Diversity 
and Inclusion Committee at BPCA. What drew 
you to becoming a committee member? 

RC  Being a female in the industry was a 
challenge in the early days, as well as starting 
out so young. In joining the committee, I hope to 
inspire many other people from all walks of life 
to give pest control a go. I know once they do, 
they won’t ever look back! 

Right now the EDI committee is focused on 
the recruitment issues in the sector, which I 
know many business owners are struggling 
with. I’m exceptionally proud to be a part of 
the committee and I look forward to seeing the 
progress that we make!

Interested in representing 
the pest management industry?
Join a BPCA Committee! All full members can 
nominate someone from their team to join 
a committee. 
bpca.org.uk/groups

“I have a fantastic 
team now and 
I’m able to 
delegate jobs to 
other members 
of the team.”

YOUR ASSOCIATION

http://bpca.org.uk
http://bpca.org.uk/groups
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URBAN & AGRICULTURAL

RAPID INSECT KNOCKDOWN
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PATENTED TECHNOLOGY: EP 3319422

Insecticide resistant formulation

Rapid adulticide knockdown

Rapid re-entry time

Ideal for sensitive application areas
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Barrettine Environmental Health

St. Ivel Way, Warmley, Bristol BS30 8TY. UK

T: +44 (0) 117 960 0060 E: beh@barrettine.co.uk

 www.barrettineEnv.co.uk

INSECTICIDE FREE
CELLULOSE FORMULATION

Flymax® ULV provides rapid insect knockdown against flies, 
moths an crawling insects. Flymax® ULV is a cellulose 
formulation combined within a water-solvent based 
delivery system. An ideal flying and crawling insect 
adulticide against insecticide resistant insect strains 
having the added benefit of being insecticide free 
with no residual activity and no maximum treatment 
frequency. Flymax® ULV is for professional use in 
lofts, homes, agricultural buildings in and around 
domestic properties, public and municipal areas, 
refuse tips, poultry houses, slaughterhouses and 
manure heaps.

Application: Flymax ULV should be made through 
ULV equipment such as the Fogmaster ULV or 
equivalent delivering a twenty micron droplet size. 
A one litre bottle treats 10,000m3.

TO PURCHASE

RAPID INSECT KNOCKDOWN THROUGH INSECT ENCAPSULATION
AGAINST FLIES, MOTHS & CRAWLING INSECTS

http://ppconline.org
http://www.barrettineenv.co.uk
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s pest managers, our primary concern 
has always been resolving pest issues 
effectively and quickly. However, 

in recent years the industry has come under 
increased pressure regarding the questions it 
must consider when carrying out its role. For the 
last several years, CRRU rodenticide stewardship 
has had a massive impact on not only the way we 
work but also on the mindset with which we must 
approach it, and rightly so. 

CRRU is just one example of how the industry 
has been shaped by the powers that be. 

Rodenticide residues in the environment are 
something we should all be trying to prevent, and 
Beaver remains dedicated in its efforts to limit 
environmental impact.

You could be forgiven for thinking greater 
(yet much-needed) restrictions on the use of 
SGARs and FGARs will result in the promotion of 
more environmentally-friendly, physical control 
methods such as trapping, but I’m afraid you’d 
be wrong.

The Glue Traps (Offences) Act (introduced by 
MP Jane Stevenson) has received Royal Assent 
and is currently in its implementation phase. 
Although there are provisions for professional 
use, it’s another example of the pressures that 

PCOs face when deciding how to 
attack an infestation.

The purpose of 
the Act? To 
reduce the 
suffering of 

rats and mice 
and to 
protect the 

non-target 

animals (both already offences punishable under 
other Acts of Parliament).

This is what Jane has to say about her act: 
“When pest control is needed, we have a 
responsibility to use the most humane methods in 
order to prevent unnecessary suffering. A rodent 
stuck in a glue trap will suffer a slow and painful 
death, which isn’t acceptable when other pest 
control methods are available.”

As we can see, humaneness is currently 
a political hot-button issue. A recent study 
suggested that, contrary to the beliefs of Ms 
Stevenson, alternatives to glue trapping didn’t 
fare much better in terms of humaneness: “The 
greatest welfare impacts were associated 
with three baiting methods, anticoagulants, 
cholecalciferol and non-toxic cellulose baits 
(severe to extreme impact for days), and with 
capture on a glue trap (extreme for hours) with 
concussive killing (mild to moderate for seconds 
to minutes); these methods should be considered 
last resorts from a welfare perspective”.*

Many in the sector have pointed out the flaws in 
this research paper. However, we are the ones that 
have to navigate a political minefield. 

The public is increasingly influenced and often 
misinformed by TV personalities and politicians, 
who often (and rightly) emphasise concerns for 
animal welfare but also gloss over the nuances 
and conflicts surrounding the issue, often omitting 
impacts on public health or ecological concerns.

One of the potential impacts of this trend 
was observed in 2019 when a legal challenge 
led to the almost overnight withdrawal of the 
general licences. In essence, pest controllers 
the country over were suddenly prevented from 
being able to help their clients where lethal 

measures were required. 
Worryingly some customers will often request, 

and sometimes demand, that a pest management 
service is conducted to their own specification, 
based on misinformation. Usually, a pest issue 
can be resolved without inhumane or even lethal 
means, but generally, this will require a level of site 
management the customer usually doesn’t have the 
spare time to implement. The end result is usually 
predictable: an out-of-control infestation and a 
dissatisfied customer. 

To prevent this, we need to take control of the 
narrative. Indeed, we have a responsibility to our 
clients to impartially inform them of the risks pests 
present, and help them to make the right decisions 
to protect their health, homes and businesses. To 
do that, we need to understand the services we 
provide. We need to invite clients to become part 
of the process and explain the reasoning behind 
our methods, demonstrating the point for each step 
taken. This relies on a well rounded understanding 
of pest behaviour and biology. We need to be able 
to balance the pest risk faced by our clients against 
issues such as humaneness and any environmental 
considerations. If we don’t, we risk offering 
ineffective solutions and alienating customers.

Remember, you are the expert! You have years 
of experience, you’ve had the training and studied 
the topic. Information is power, use yours wisely.

*Source: An assessment of animal welfare impacts in 
wild Norway rat (Rattus norvegicus) management, 

SE Baker, 1 January 2023.

Share your thoughts in PPC
We’re always looking for new opinion pieces. 
Send your ideas in now! 
hello@bpca.org.uk

POLITICS, ENVIRONMENT, 
WELFARE AND PESTS

OPINION

James Wood, Head of Training and Compliance at Beaver Pest Control, reacts 
to the complicated political landscape for pest management and speculates on 

what professionals can do to explain toolbox changes to customers.

“Worryingly some customers will often 
request, and sometimes demand, that a pest 

management service is conducted to their own 
specification, based on misinformation.”

A

LEGISLATION

http://bpca.org.uk
mailto:hello@bpca.org.uk


42      PPC112 SEPTEMBER 2023 ppconline.org

TRAINING CALENDAR

Terms and conditions

All costs are members only and exclude VAT. Non-member prices are available at 
bpca.org.uk/training

Venue details are provisional and may change – please check the BPCA website before booking.

BPCA reserves the right to cancel a programme if insufficient bookings have been received.

Delegates will be offered an alternative date or a full refund of the programme fee if a 
programme is cancelled. BPCA will not be liable for any costs incurred by the delegates. 

Bulk booking discounts
We now offer discounts on bulk bookings for our Level 2 Award in Pest Management course, 
for both members and non-members: 0-2 licences – standard price; 3-9 licences – 20% 
discount; 10+ licences – 40% discount. Exam costs remain the same. Contact the training 
team to find out more. 

Online learning – take at any time
The flexible approach to pest control training, learn at your 
own pace at times to suit you bpca.org.uk/online-learning 

From (£)

Full Level 2 Award in Pest Management – online course 363.00

Lantra Using Rodenticides Safely – online course and exam 75.00

Foundation Certificate in Pest Management
60.50

Pest Awareness for Non-technical Staff

Completing Risk Assessments

22.00

Working at Height

Asbestos Awareness

Manual Handling

Ladder Safety

COSHH

bpca.org.uk/training

training@bpca.org.uk
01332 225 113
bpca.org.uk/training

Enquiries 
and 

bookings

Courses and exams
Course/exam From (£) Exam Date Location

Level 2 Award in Pest 
Management (residential) 1,110.00 

29/10-03/11/2023

Stafford03-08/12/2023

11-16/02/2024

Level 2 Certificate in Pest 
Management (residential) 1,465.00

02-09/12/2023
Stafford

10-17/02/2024

Hands On Practical Training 165.00
02/12/2023

Stafford
10/02/2024

Principles of Pest Identification 104.50
27/09/2023

Online
24/10/2023

Bed Bug Control 104.50
05/09/2023

Online
18/10/2023

Waste Management 104.50 17/11/2023 Online

Fundamentals of Rodent Biology 60.50 10/10/2023  1/2 day Online

Fundamentals of Insect Biology 60.50 10/10/2023  1/2 day Online

Root Cause Analysis for Pest 
Technicians and Field Biologists

60.50 14/11/2023  1/2 day Online

Mole Control 60.50
25/09/2023  1/2 day

Online
19/12/2023  1/2 day

Certificate in Bird Management 104.50 
26/09/2023

Online
16/11/2023

Formulations and Applications 104.50
29/08/2023

Online
21/11/2023

Stored Product Insects (SPIs) in 
Food Factory Environments 104.50 27/10/2023 Online

Introduction to 
Wildlife Management 104.50 07/11/2023 Online

Aluminium Phosphide 341.00  05+06/10/2023 Southwick

Becoming a Field Biologist or 
Technical Inspector 104.50

12/09/2023
Online

13/12/2023

Starting Out in Pest Control 104.50 07/12/2023 Online

Level 3 Award in Safe Use of 
Fumigants for the Management of 
Invertebrate Pests

858.00  23-26/10/2023 Derby

Steps to Leadership Management 209.00 23+29/11/2023 Online

Grey Squirrel Control 60.50
20/09/2023 Online

02/11/2023 Derby

Flies and their Control 104.50 01/11/2023 Online

Non-native Pests and 
their Control 60.50 16/11/2023  1/2 day Online

Exams only
Exam From (£) Date Location

RSPH Level 2 Award in Pest Management 170.50

08/09/2023 Stafford

09/09/2023 Bristol

03/11/2023 Stafford

21/11/2023 Manchester

08/12/2023 Stafford

Technical Inspector Exam 170.50

08/09/2023 Stafford

09/09/2023 Bristol

03/11/2023 Stafford

21/11/2023 Manchester

08/12/2023 Stafford

RSPH Level 3 Award in the Safe Use 
of Fumigants for the Management of 
Invertebrate Pests

335.50

08/09/2023 Stafford

09/09/2023 Bristol

03/11/2023 Stafford

21/11/2023 Manchester

08/12/2023 Stafford

Certificated Field Biologist 335.50 19/10/2023 Derby

Certificated Advanced Technican 
(CAT) in Pest Management 294.00 Book anytime Online

NOW WITH 2024 DATES

Can’t see what you’re looking for?
Ask us about bespoke training! 
training@bpca.org.uk

http://ppconline.org
http://bpca.org.uk/training
http://bpca.org.uk/online-learning
http://bpca.org.uk/training
mailto:training@bpca.org.uk
http://bpca.org.uk/training
mailto:hello@bpca.org.uk
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Selontra® contains Cholecalciferol. Selontra® is a registered trademark of BASF. Use biocides safely. Always read the label and product information before use. 
BASF plc, 4th and 5th Floors, 2 Stockport Exchange, Railway Road,  Stockport, SK1 3GG. Tel: 0161 485 6222 email: pestinfo@basf.com

Selontra®

Find out  
more:

Having worked in pest control for 
13 years, Selontra® gives one of the 
fastest, if not the fastest, results  
I have ever seen. The speed at which 
Selontra® controls infestations is 
incredible. At a recent job,  
I controlled the infestation in just 
seven days and there have also 
been no new infestations since my 
initial programme. It is very, very 
satisfying!”

““
Chris, Venables Pest Control

Core benefits
Rodents stop-feeding 24 hours  
after eating a lethal dose. Control  
is possible within as few as 7 days

Stops the waste of resources

Balancing performance and 
environmental impact

Breaks the cycle of resistance

Selontra_Autumn_Adverts_216x279mm.indd   3Selontra_Autumn_Adverts_216x279mm.indd   3 06/12/2022   09:4106/12/2022   09:41

http://bpca.org.uk
http://www.pestcontrol.basf.co.uk


For information on how the Power of        products 
can enhance your rodent control service and solve 
problems at your accounts, contact your local 
Pest Control Distributor or visit www.bellsensing.com.

®

• Tamper-resistant trap cover with EVO® key
• Can be secured horizontally or vertically, 
   such as on fences or pipes, via cable ties
• Low, long profile for discreet placement

• Check traps without access
• Goodbye ladders, crawlspaces, attics & 

ceilings until there is a verified catch
• Simple to use: 
   Catch =       No Catch =

versatile & economical trap protection never check an empty trap again

™

A WINNING COMBINATION

Goodbye ladders,
crawlspaces, attics
& ceilings until there
is a verified catch

http://www.bellsensing.com

