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Powerful 
           inside and out

With great power comes great flexibility. Temprid FX has the powerful, co-milled, dual-active combination 
formula you trust for rapid and long-lasting control of hard-to-kill pests. And now you can use it in more 
places. This strength and flexibility gives you the added confidence to take on the toughest jobs. That’s 
bound to make you a hero.

Temprid FX offers unmatched strength with a new label that’s more flexible than ever.

ALWAYS READ AND FOLLOW LABEL INSTRUCTIONS.
Bayer Environmental Science, A Division of Bayer CropScience LP, 5000 CentreGreen Way, Suite 400, Cary, NC 27513. For additional information, call toll-free 
1-800-331-2867. www.environmentalscience.bayer.us. Not all products are registered in all states. Bayer, the Bayer Cross and Temprid are registered trademarks of Bayer. 
©2019 Bayer CropScience LP.
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As I write this, it is once 
again raining. I don’t 
think that we need 
to trade our service 
vehicles in for boats 
yet, but parts of Iowa 
are getting pretty close 
to that point. Let me 
encourage you to start 

planning how you are going to respond to 
the change of insect and rodent patterns 
as the rain and high water effect the 
present insect and rodent harborage 
areas. Do you need to offer more rodent 
protection around businesses and 
homes? Do you presently offer mosquito 
protection? Should you add that to your 
offerings? How about ants? Have you 
had to adjust the way you bill ant jobs? 
The more it rains, the more they bud 
and attack the living quarters of our 
customers. This is a great time to get 
creative with our services to make sure 
that we are fine tuning and providing our 
customers with the services that they 
need.

We hope you plan to join us in 
November at our state meeting. We have 
a great lineup of speakers, including Dr. 
Dini Miller and Dr. Bobby Corrigan on 
Thursday and Friday. As we continue 
the preparation for our 2019 state 
meeting, we are beginning to lay the 
ground work for 2020. If you have any 
recommendations, now would be a great 
time to contact the office. 

Have a Great Summer,
Jeff Cochran, President IPMA

From the President
Jeff Cochran
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DING 
DONG 
THE ITCH
IS DEAD.
CONTROL FLEAS CONFIDENTLY BY PREVENTING FUTURE 
POPULATIONS WITH THE IGR IN PRECOR® PRODUCTS.

Go to ZOECON.com 
for the full story

Precor and Zoecon with design are registered trademarks of Wellmark International. 
©2019 Wellmark International. *Data on file.

Social icon

Square
Only use blue and/or white.

For more details check out our
Brand Guidelines.

COMPARISON CHART 
(S)-METHOPRENE

(PRECOR®) PYRIPROXYFEN 

• The original/first insect growth regulator (IGR) 

•  Heavier-than-air molecule penetrates deep into carpets and upholstery   
where flea larvae develop

• IGR utilized in leading vet dispensed topically applied flea control treatments 
for dogs and cats

• Protects stored grain products from insect infestations

• Market leading government agency IGR for mosquito control larvicides*

• Prevents flea emergence for up to seven months

•  Low odor and non-repellent 

A LEGACY OF CONTROL.
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Tell. Don’t Ask.
By Hal Coleman

Here’s a pest control marketing tip 
YOU can go out and start using 
today to increase your sales and 
closing percentages…and that 

means more $$ in the bank!

FACT:  Your customers look at YOU as 
the expert. They trust you to be honest 
and have their best interest at heart. They 
will take their cues and commands from 
you based on that trust.

So…the next time you see something 
that could be a problem, such as evidence 
of rodent activity or conditions conducive 
to some type of infestation…don’t ask 
your customer if they would like for you 
to check it out.  Instead…TELL THEM what 
you are going to do.

Think of it this way: If you go to your 
family doctor for your annual check-up, 
and they tell you that they hear a funny 
sound in your chest.  They don’t say, 
“Would you like for me to recommend a 
specialist?  No. They say, “I’m going to 
send you to a specialist and I want you to 
get a chest x-ray.”

Same with your automobile. If you take 
it in to get the A/C worked on…and they 
spot a worn belt…the TELL you that you 
need to replace the belt. And that’s what 
you do!

Do you see my point here?

If you ask your customer what they 
want you to do…it will confuse them and 
they may put you off. But…if you tell them 
what needs to be done…they will tell you 
to do it.

It’s just the way we are programmed…
all the way from birth. We are trained to 
take commands. We generally do what 
we are told to do.  Even as adults…our 
bosses, spouses, and others…give us 
commands to do things.

Examples of common commands that 
we obey:

• Read your book
• Brush your teeth
• Turn out the light
• Close the door
• Smile
• Move over
• Pass the salt
• Hand me the remote control
• Follow me

There are thousands of commands we 
automatically obey…without question…
and it starts at birth. That’s why it is so 
important to ad a “Call To Action” each 
time you take out an ad or do a sales 
presentation.

FACT: With few exceptions…people do 
what they are TOLD.

So…don’t ask’em…TELL’EM!

Hal Coleman is 
a small business 
coach and 
sales trainer 
specializing in 
the pest control 
industry. He can 
be reached at 
770-993-0004 
or email Hal@

HalColeman.com. 
Subscribe to his FREE online articles and 
videos at www.PestControlMarketer.com.
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PEST OF THE QUARTER:
Carpenter Ants in the 
House

Carpenter ants are very abundant 
in Iowa, and are common pests 
in homes and other buildings.  
The most common carpenter 

ants are the familiar “large, black ants” 
that are one-half inch or more in length 
and shiny black.  Other kinds of carpenter 
ants, however, are as small as one-quarter 
inch and are reddish brown or two-
toned.  One consistent characteristic of all 
carpenter ants is the smoothly rounded 
outline of the thorax when viewed from 
the side.  See the ISU website for an 
identification guide to common ants of 
Iowa.  https://hortnews.extension.iastate.edu/
ants-iowa-common

Carpenter ants do not eat wood but 
instead construct their nests in wood 
such as hollow trees, stumps, logs, posts, 
landscaping timbers, and the lumber used 
in homes and other structures, especially 
moist, decaying wood.  Carpenter ants 
will also excavate soft materials such as 
foam insulation boards.  Nests are made 

by chewing an interconnecting series of 
tunnels and cavities. Wood is removed 
as coarse sawdust that is pushed from 
the nest. The sawdust may include other 
debris such as dead ants and parts of 
insects and other food.  

Carpenter ants found indoors in 
the winter usually come from nests 
somewhere within the house.  Ants 
found indoors during spring or summer 
or on very warm days in winter could be 
invaders wandering in from outdoors or 
they may be foragers from a nest in the 
wall or ceiling. While there is no easy 
way to determine the source, it does pay 
to check carefully before making any 
treatment.

Locating the source of carpenter ants 
is as important as it is difficult.  It is 
especially difficult if you see only a few 
ants at one time.  Our best suggestion 
is to spend time observing ants to see if 
you can detect a pattern of movement.  
In spring and summer carpenter ants are 
more active at night and observations 
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after sunset, with a flashlight on the 
outside and inside of the house may give 
an indication of the source.  Presence of 
sawdust is an important clue in locating 
carpenter ant nests.

Under ideal circumstances, the best 
carpenter ant control comes by locating 
and treating the nest (indoors or out).  
Replace damaged or decayed wood and 
thoroughly seal the structure to eliminate 
future moisture problems.  The practical 
alternative indoors is to treat room edges, 
cracks and crevices in the areas where 
foraging workers are abundant and hope 
to reduce the population through gradual 
elimination of the foragers.  Outdoor 

perimeter treatments with residual 
insecticide may also be useful.

OTC ant bait products that contain a 
sweet food may not eliminate carpenter 
ants.  However, specially formulated 
carpenter ant baits available to 
professional pest managers and have 
been very effective.  Place bait indoors 
where activity has been observed or is 
suspected.  Monitor bait and place more if 
it is consumed or remove it if there is no 
activity.  Outdoor granular baits may be 
effective when applied according to label 
directions.

Donald Lewis, Extension Entomologist, Iowa 
State University, May 2019

Low/No Cost Marketing 
Ideas             By June Van Klaveren

• Develop your point of differentiation, 
i.e. what you offer that is different from 
your competition and write it down. 
Use it as a basis of all your marketing 
efforts. 

• Ask permission from your customer to 
use their name when you contact their 
referrals. Then write a letter to each 
referral and follow up with a phone call 
a week later. If the referral becomes 
a customer, send a thank you note 
or small gift of appreciation to the 
customer who provided the referral. 

• Use your phone to market! Call 
customers to keep in touch, offer help 
or just say hello. Use the phone to 
follow up after completing a job for a 
customer. 

• Prepare a direct mailing using a 
personal letter detailing a service or 
product you have to offer. Include 
a personal line or two in each letter 
(preferably in your own handwriting). 

• Prepare a short press release about 
your business and send it to local 
papers. 

• Seek out opportunities to speak in 
public about your area of expertise. 

• Use technology to contact customers in 
the form of an e-blast.

• Let your business card tell your story. 
Print a list of services on the back of 
your card. 

June Van Klaveren focuses on helping 
pest control companies and other small 
companies market their services. Email 
june@compelcom.com or call 636-394-
4148.
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Blog Article for Your Use
Feel free to copy and use this article 

on your blog. (Click here to download this 
blog in Word format.)

What you can do to keep 
ants OUTSIDE!

Ant prevention isn’t too different from 
general insect prevention: the overall 
goal is to keep them on the OUTSIDE and 
prevent them from entering your home. If 
you take the following steps, ants should 
not be a major problem:

• Eliminate water sources, one of the 
ant’s life requirements. That means 
repairing leaking faucets, water heaters 
and other water sources inside the home.

• Eliminate food sources, including any 
sweet spills in the kitchen. Most tiny ants 
that enter your home are looking for 
sweets, whether it’s a spilled Coke that 
hasn’t been thoroughly cleaned up or an 
open bowl of fruit.

• Pet bowls can attract ants, so keep 
them clean! Fido’s bowl may LOOK clean 

but give it a quick wash with detergent 
before the next feeding.

• Seal any cracks and crevices on the 
outside of the home with silicone caulk, 
paying special attention to areas where 
utility pipes enter.

• Rake back mulch, pine straw or other 
landscape bedding at least 6 inches from 
the structure to create a “dry zone” that 
ants are likely to avoid.

• If you have fruit trees nearby, remove 
ripe fruit from the trees and off the ground 
around them. 

• Store outdoor trash cans and 
dumpsters as far away from your home as 
possible and be sure they have tight-fitting 
lids.

• Thoroughly wash out trash cans and 
dumpsters with an ammonia solution when 
needed.

• The best way to prevent ants – call 
(your pest control company).
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What You Should Tell Your Customers About 
Carpenter Ants

PEST OF THE QUARTER -- Carpenter Ants

We’ve collected some 
information that you can use 
to explain to your customers 
about carpenter ants.

Though carpenter ants don’t eat wood, 
they can do a lot of damage by chewing 
tunnels and galleries in wood. For this 
reason, you can sometimes tell if you have 
carpenter ants by the sawdust (frass) they 
kick out of their tunnels.

A carpenter ant colony can have up to 
3,000 workers and you may have little or 
no warning signs of their presence in your 
home. They can live off food sources that 
exist outside your home.

If you see a single ant crawling around 
your home, it may be your only sign of 
a carpenter ant infestation but there are 
other signs: 

• Many foraging ants inside

• Flying or crawling winged ants

• Sawdust-like “dump piles”

• Hollow-sounding or mushy wood

When a carpenter ant colony matures, 
it will begin to produce winged male and 
female alates. These winged ants will 
begin to appear on window panes inside 
your home. When this happens, two things 
are obvious. First, you have a mature 
colony inside the walls of your home. 
Second, that colony is about to make 
more colonies.

Carpenter ant workers are the largest 

ants that we will see in structures but 
not all workers are large. They come in a 
range of sizes from 1/8 up to ½ inch long.

Carpenter ants prefer to nest in 
softwoods or hardwoods that have been 
softened by decay. Nests are most likely 
to be located in wood that has been damp 
(moisture level of 20% or higher) because 
of condensation, plumbing or roof leaks, 
or wood that repeatedly gets wet such as 
windowsills. High-risk sites are laundry 
rooms, around dishwashers, around 
skylights, garage door framing, chimney 
flashing, voids behind sinks, under shower 
or floor drains or under bathtubs, and 
under insulation in cellars and attics.

These measures will help prevent 
carpenter ants.

• Fix any indoor plumbing leaks
• Eliminate condensation and improve 

ventilation in damp areas
• Check for rotting wood around the 

roofline or foundation
• Remove boards, stakes, etc. from 

crawlspaces or under porches
• Make sure downspouts drain away 

from the foundation
• Clean out clogged roof gutters
• Adjust sprinklers so they don’t 

constantly soak parts of the house
• Trim tree branches that carpenter 

ants can use to reach the house
• Move firewood or lumber piles away 

from the house
• Remove stumps or branches on the 

ground near the house
• Replace rotting landscape timbers 

or planter box borders 
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Facebook has become a staple in the 
marketing arsenal of pest control 
companies and rightly so. And  
keeping in touch with customers 

and prospects, getting your message out 
there and making a good impression with 
readers is why you use facebook. Right? 
But I’ve found three major mistakes pest 
control companies (as well as a lot of 
other small companies) make and I’m 
happy to share those and their solutions 
here.

1. Posting information about JUST 
your company or JUST your industry.

Why ThiS iS a miSTake. People like 
variety and will tire of seeing your posts if 
the posts are completely self-serving.

The SOLUTiON. If you post once a day 
for five days each week, plan your posts 
with something like the following formula. 
Monday: Inspiration; Tuesday: Bug of the 
week; Wednesday: General (recipe, tips, 
hints); Thursday: About your company 
(video or photo); Friday: Humorous post.  

2. Posting sporadically or just when 
you have something to post.

Why ThiS iS a miSTake. If your posts 
appear irregularly, you will not remain 
uppermost in your readers’ minds and 
you’ll be forgotten.

The SOLUTiON. Create a schedule of 
regular posts, whether that means once a 
day for five days a week or three times a 
week. Stick with the schedule of regular 
interesting posts.

3. Posting inappropriate, offensive 
content.

Why ThiS iS a miSTake. It pretty 
much goes without saying that if you post 
inappropriate content, you will offend 
readers. And that certainly should NOT be 
your facebook goal.

The SOLUTiON. Avoid posts regarding: 
politics, religion, profanity, off color jokes, 
rants, unprofessional behavior, discussion 
of negative dealings with customers or 
criticism of your competitors.

4. Using no graphics or videos

Why ThiS iS a miSTake. Statistics 
show that the posts that get the most 
comments, likes and shares are those that 
include a picture or preferably, a video.

The SOLUTiON. Take photos of your 
technicians on the job for the two pest 
control posts each week or carefully 
choose relevant photos or graphics from 
some of the sites in my free report below.

So there you have it! If you need help 
with your facebook posts, give me a call 
800-779-0067!

June Van Klaveren focuses on helping 
pest control companies and other small 
companies market their services. Email 
june@compelcom.com or call 636-394-
4148.

4 Facebook Mistakes You May Be Making
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Termite Control Services 
Invoice Stuffers Available

These inexpensive, yet effective, invoice stuffers make 
reminding your customers of your termite control services 
easy and affordable. For as little as $.07 ea., you can have 
a stuffer customized with your logo, phone number, web 
site AND a coupon ready to include in invoices or hand 
out.

Order yours today at 
www.HowToMarketPestControl.com

636-394-4148
www.HowToMarketPestControl.com
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www.pestmanagementsupply.com

Products. Service. Delivery.

Supporting professionals like you  
since 1985.

Knowledgeable staff

Easy ordering & webstore

Competitive pricing

Just-in-time delivery

Ask about free shipping

Chicago  800-242-1211       Kansas City  888-242-1211

103973-PestMgmt-Ad-QuarterPage-final.indd   1 9/10/18   10:23 PM

Iowa Pest Management 
Association Scholarship 
Awarded

The 2019 
IPMA scholarship 
has been 
awarded to 
Dominic DeCarlo 
who is associated 
with Springer 
Professional 
Home Services in 
Des Moines. 
Dominic plans to 
attend the 

University of Iowa in the Fall and major in 
cinema. CONGRATULATIONS, Dominic!



The right product is just the beginning.®

© 2016. Univar USA Inc. All rights reserved. UNIVAR, the hexagon, and other identified
trademarks are the property of Univar Inc., Univar USA Inc. or affiliated companies. 

Get in touch with your local rep and discover 
how Univar can help you drive business.

Call us at 800-888-4897  
or go to PestWeb.com

UNIVAR

What do you think?
We’re sure you’ve noticed the new 

IPMA Connection format and we hope 
you find it helpful and easy to read. Since 
we decided to have a digital publication 
instead of a printed one, this format 
makes the most sense to distribute the 
publication. 

If you have thoughts, opinions, 
suggestions or comments, please email 
the editor at: june@compelcom.com or 
contact one of your board members.
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Steve Goscinsky
Toll Free: 866-863-7152
sgoscinsky@ensystex.comsgoscinsky@ensystex.com

www.FOR-THOR.com                                                    ENSYSTEX

*
Steve GoscinskySteve GoscinskySteve GoscinskySteve Goscinsky
Toll Free: 866-863-7152www.FOR-THORFOR-THOR.com ENSYSTEXENSYSTEXENSYSTEXENSYSTEX
Steve Goscinsky

*

Thor manufactures, sources, formulates, and provides a Thor manufactures, sources, formulates, and provides a Thor manufactures, sources, formulates, and provides a Thor manufactures, sources, formulates, and provides a Thor manufactures, sources, formulates, and provides a Thor manufactures, sources, formulates, and provides a 

THOR Only Sells Direct 
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Board of Directors
President
Jeff Cochran
Bosch Pest Control
1103 Grandview Ave.
Muscatine, IA 52761
563-263-7965
boschpc@outlook.com

Vice President 
Brent Freese
Diam Pest Control
P.O. Box 3955
Urbandale, IA 50323
515-244-3533
BrentFreese@DiamPestControl.com

Secretary/Treasurer
Shawn Van Gorp
Menninga Pest Control
2035 Hickory Trail
Pella, IA 50219
641-628-3198

Allied Rep
Nick Fugate
Kness, Inc.
2053 Hwy 5 South
PO Box 70
Albia, IA 52531
641-932-7846
nick@kness.com

Members
Jeremy Miller
Wil-Kil Pest Control
2803 Capitol Dr. Suite #1
Sun Prairie, WI 53590
319-212-8219
jmiller@wil-kil.com

Dustin Emerson 
Springer Professional  
  Home Services
1320 NE 60th Ave.
Des Moines, IA 50313
712-221-0222
demerson@trustspringer.com

Dan Polson Jr.
The Bug Man Inc.
PO Box 36751
Des Moines, IA 50315
515-285-6900
thebugmaniowa@mchsi.com
Josh Rzepka
Enviro-Pest Solutions
2109 Falls Ave.
Waterloo, IA 50701
319-232-2915 
enviro-pest@msn.com
Gene Spaulding
Bobcat Wildlife &  
Pest Control
33621 S. Old Hwy. 6
Redfield, IA 50233
515-822-4348
info@BobCatPest.com

Brian Smith  
Preferred Pest Control
3400 100th St. 
Urbandale, IA 50131
Phone: 515-276-7277
briansmith@preferredpest.com

Anthony Boyle
C-Cat Termite & Pest
3640 Flint Ridge Dr.
Burlington, IA 52601
319-752-7675
ccatanthony@yahoo.com

Donald Lewis
ISU
515-294-1101
DrLewis@iastate.edu

Newsletter Editor
June Van Klaveren
Compelling Communications
636-394-4148
june@compelcom.com

Executive Secretary
Staci Babler
515-708-6078
iapestmgmt@yahoo.com

The Connection newsletter 
is published 4 times a year 
as a service to members of 
IPMA. It contains organization 
information, articles and ads 
designed especially to make 
your job as Pest Management 
Professional easier and more 
profitable. 
Direct inquiries and corre-
spondence to any of the 
Board of Directors, to Staci 
Babler at 515-708-6078 or 
iapestmgmt@yahoo.com or 
to June Van Klaveren at  
636-394-4148 or  
june@CompelCom.com.
IowaPest.com

Carpenter Ant photos by  
Richard Bartz and Tom Myers.

2019 conference: 
November 14 & 

15, 2019
Airport Holiday 
Inn Conference 
Center in Des 

Moines

Watch for details 
about online

registration.
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As of January 2019 CONNECTION is digital only
After many years of publishing our printed newsletter, the CONNECTION has gone 

digital.

When we first started publishing CONNECTION, our goal was to provide relevant 

information to Iowa PCOs. With the advent of the internet, it is a whole different world 

now. So, although we will not have our print newsletter, our goal is still the same. We 

want our members and readers to know that you will still receive the most up-to-date and 

relevant information with the new digital version.

Also, we would not be where we are today without our advertisers. We feel that by 

continuing to offer advertising in our digital issues, we can help businesses market to 

our loyal readers who have grown to trust us over the years. Our advertising rates are 

designed to simplify advertising choices, and we have plans to fit every budget. If you 

would like to advertise with us, please contact June Van Klaveren (june@compelcom.com) 

for advertising rates and details. We welcome submissions of editorial and press releases 

to share on pages of the CONNECTION. We are always looking for story ideas and would 

love to add more content from our members to the digital issues.

For Editorial, Press Releases &  
Advertising Information, contact:
June Van Klaveren
Compelling Communications
636-394-4148
june@compelcom.com

For Conference and General  
Association Information, contact
Staci Babler, Executive Secretary
515-708-6078
iapestmgmt@yahoo.com




