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PMPs are discovering that small flies 
are an effective way to get their foot 
in the door of a variety of commercial 
accounts, from restaurants and bars to 
schools and health care facilities.
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W hile small flies pose peri-
odic problems in homes 
and apartments, it’s in 
commercial accounts 

where PMPs have found the greatest mar-
ket opportunity, with satisfied customers 
often turning into long-term business 
relationships that pay financial dividends 
for years to come.

“If I notice small flies in a dining area 
while entertaining friends, family or ven-
dors at a restaurant, I’ll bring it to the at-
tention of someone with decision-making 
authority,” says Ravi Sachdeva, CEO of 
American Pest Management, Manhattan, 
Kan. “It means something is lacking in 
their current pest control program and it 
positions you as a knowledgeable expert.” 
Even more important, he says, “It could 
turn into a valuable, long-term business 
relationship.”

Small fly control is “an additional tool in 
our toolbox that helps us to acquire more 
commercial accounts,” adds Joe Cantu, 
vice president and director of operations 
for The Bugmaster, Austin, Texas. 

Small fly control is important to com-
mercial clients, particularly restaurants 
and food-service establishments, because 
it’s a highly visible pest problem that can 
negatively impact their business, driving 
away customers and damaging their brand. 
A small fly problem can “destroy a good 
dining experience and gives the impression 
of poor sanitation at the facility,” says 
Raleigh Jenkins, president of ABC Home 
& Commercial Services, Houston, Texas. 
“ABC offers our commercial customers 
a program that gives them control of 
a pest that can and does damage their 
reputation.”

MARKET OVERVIEW. While small fly 
control isn’t one of the industry’s larger 
service segments, it’s an important market 

 ABOUT THIS SURVEY
The survey sample for the State of the Small Fly Market Report was randomly selected from PCT’s e-mail list of PMP owners/operators, executives, 
partners and presidents. The survey was conducted by Readex Research, a third-party research firm, from May 6-15, with 319 total responses — a 
4 percent response rate. Ninety-six respondents were eliminated because they indicated they did not offer small fly control services. The margin 
of error for percentages based on the 223 respondents who indicated their company location offers small fly control services is plus or minus 6.4 
percent at the 95 percent confidence level. Results may not add up to 100 percent in some charts published in this market report due to rounding.

What About Callbacks?
If customer cooperation is secured and service 
technicians are properly trained, small fly work 
can be quite profitable, in part, because callback rates are 
relatively low. In fact, in 2018, the typical callback rate for a 
small fly control service was 4.3 percent. To ensure your firm 
has a low callback rate, make sure your technicians locate 
breeding sites quickly and are communicating effectively with 
customers. Small fly control is sometimes a multi-visit service 
so communication is key to limiting callbacks.  

CALLBACK RATE LOW
What was your location’s typ-
ical callback rate for small fly 
control jobs in 2018? (Mean)

Source: Readex Research
Number of Respondents: 223

4.3%

Summer ‘Prime Time’ for Small Flies
For more than 50 percent of PMPs surveyed, summer is the busiest 
time of year for small fly service calls. Emilio Polce, president 
of Ecochoice Termite & Pest Control, Vernon, Conn., sees an 
uptick in fruit fly calls in June when kids are out of school and 
families start eating out more, further stretching already thin 
restaurant staff, causing sanitation to sometimes suffer. “I 
do some restaurants and typically they start getting fruit 
flies as they start getting really busy,” he says.

Carl Braun, president of Quality Pest Control, Omaha, 
Neb., says his small fly business peaks in mid- to late 
summer. “We tend to get an uptick in these calls later in the 
season when people start bringing in things from the garden 
and once the farmer’s markets get into full swing,” he observes. 
Ripe, fermenting fruits and vegetables are usually the source of the 
problem, and once they’re removed from the home the problem goes 
away, Braun says.

SEASONAL DIFFERENCES
What season tends to be the busiest for your location providing small fly control services?

Source: Readex Research    |   Number of Respondents: 223

56% 21% 7% 1% 15%

Summer Spring Fall Winter No seasonal 
difference 
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nonetheless, particularly for those serving 
commercial customers. Overall, nearly 
three-quarters of PMPs (70 percent) of-
fer small fly control services. And, by all 
accounts, it’s becoming an increasingly 
important part of the average PMP’s 
bottom line. 

In fact, the percentage of overall service 
revenue generated by small fly control 
services has grown steadily during the past 
three years, from 3.5 percent in 2017 to 4.1 
percent in 2019. In addition, 27 percent 
of PMPs say the number of small fly jobs 
performed by their companies increased 
this past year. And one in four PMPs (25 
percent) expect revenue generated from 
small fly control services to increase in 
2019, with only 3 percent predicting a 
decrease.

Not surprisingly, the commercial mar-

ket represents the largest share of small fly 
work, with 67 percent of those surveyed 
saying the commercial market generated 
the most service revenue of all of the small 
fly markets served by their company (com-
mercial, residential or government). That’s 
a 1 percent increase from the previous year.

There are several reasons why the small 
fly business is so attractive to PMPs. First, 
thanks to a robust economy, the number 
of restaurants, food-service establishments, 
bars, taverns and breweries are on the rise. 
Second, controlling small flies is relatively 
easy if your technicians are thoroughly 
trained in proper inspection and control 
techniques, and you’re able to secure cus-
tomer cooperation. The latter, according 
to PMPs contacted for this special report, 
is the hard part, but let’s start with the 
inspection.

PROPER ID CRITICAL. “We’re telling 
our people all the time, ‘Make sure if some-
body reports a small fly, you get a positive 
identification because if it’s not a fruit fly, 
we need to be looking in different locations 
for different sources of the problem,’” says 
Kevin Lemasters, president of EnviroPest, 
Loveland, Colo. “But if we know it’s a fruit 
fly, now we know we’re looking for fruits 
and vegetables and those types of sources 
where they draw their nutrition.”

Once the specific fly species is properly 
identified, the next step is to perform a 
thorough inspection. The key to solving in-
festations of small flies, such as fruit flies or 
phorid flies, is to locate all of the breeding 
sources in an account and eliminate them, 
according to the Mallis Handbook of Pest 
Control. Infestations of these flies often per-
sist because one or more breeding sources 

A 10,000-FOOT VIEW OF THE SMALL FLY MARKET

70%
30%

A POPULAR SERVICE
Does your company offer small fly control services?

1 IN 4 ANTICIPATE MARKET GROWTH
How do you expect your location’s revenue generated from its small 
fly control service to change next year?

Source: Readex Research   |   Number of Respondents: 319

Source: Readex Research   |   Number of Respondents: 2019 – 223;  2018 – 122; 2017 – 141 Source: Readex Research   |   Number of Respondents: 223

Source: Readex Research   |   Number of Respondents: 223

A GROWING REVENUE STREAM
What percentage of your location’s overall revenue was generated by 
small fly control services? (Mean)

4.1%3.6%3.5%

2019
20182017

residentialcommercial government other

25%
71%
3%

increase

decrease

remain the same

COMMERCIAL MARKET GENERATES MOST REVENUE
What small fly control market generated the most revenue for your 
location in 2018?

1%

1%31%67%
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Jenkins, a sentiment echoed by his fellow 
Texan Cantu.

“Normally, customers are resistant to 
cooperating when it comes to fly control,” 
Cantu observes. That’s because most cus-
tomers think “they’ve hired a professional 
and we’ll come in and solve all their prob-
lems with little to no cooperation,” he says. 
But that’s not the case. 

“Communication is big,” he says. “You 
need to thoroughly go over the account 
with the customer, pointing out conducive 
conditions. Once you do this, they tend to 
see the importance of sanitation.”

CONTROL OPTIONS. Once the small 
fly species causing the problem is prop-
erly identified and the breeding source(s) 
located, the next step is control. To solve 
most small fly problems, ABC Home & 
Commercial Services uses a range of prod-
ucts and services, from exterior treatment 
of dumpsters to drain treatments. 

“We will present a full line of inside 
and outside treatments and allow the 
customer to pick and choose from our 
recommendations,” Jenkins says, “with 
the understanding that for best results, the 
total program would give optimal results.”

The regular cleaning of floor drains is 
crucial to preventing infestations of fruit 
flies and other flies, according to industry 

have been overlooked. Because these flies 
can develop in large numbers from a very 
small amount of decaying organic matter 
(i.e., fruits, vegetables), the task of locating 
all indoor breeding sites is often daunting.

“You need to find out what is attract-
ing them…so you know where they’re 
breeding,” advises Carl Braun, president of 
Quality Pest Control, Omaha, Neb.  The 
biggest challenge, he says, is not having 
sufficient time to inspect the premises. 
“Don’t be in a hurry,” he says.

“I just encourage my people, especially 
with small flies, you have to do your de-
tective work,” adds Lemasters. If it’s not a 
piece of fruit that is causing the problem, 
“what else is potentially going to have a 
sugar base or some type of attractant that’s 
going to draw them in (i.e., recycling bins)? 
Some companies do a really good job of 
cleaning their soda fountains; others do a 
terrible job. It’s really about the detective 
work.”

Rubber bar mats and beverage dispens-
ers are notorious fruit fly hot spots, requir-
ing more than simply surface cleaning, 
according to Emilio Polce of EcoChoice 
Termite & Pest Control, Vernon, Conn. 
“Those mats get saturated with alcohol and 
all types of different syrupy sweet things 
that they love to breed in,” he says. “Behind 
the bar is always an issue.”

Small fly control is largely a “sanita-
tion-based problem,” according to Sach-
deva, a 37-year veteran of the industry. 
For too many restaurants, he says, the 
food/food service is the priority and “san-
itation is not given as much attention as 
it deserves.” 

That is, until there’s a problem. Once 
small flies begin appearing in the front of 
the house, the owner or manager of that 
restaurant has a problem … a big problem. 
“When it’s only in the kitchen, they may 
not pay as much attention to it,” he says. 
“But when it begins to affect their clientele, 
that’s when it becomes a problem.”

COOPERATION IS KEY. That’s why cus-
tomer cooperation is so critical. Without 
it, the PMP’s efforts are doomed to failure. 
“Fly control is a partnership between the 
client and the technician,” observes Raleigh 

consultant Stoy Hedges. “Bleach and hot 
water will not eliminate fly larvae breeding 
in a drain. The biofilm of organic matter 
which lines the drain is where fly larvae live. 
This biofilm must be removed in order to 
kill or remove the larvae,” he says.

“This can be accomplished by using a 
stiff brush and industrial-strength drain 
cleaner. A better solution, however, is to 
use bacterial cleaning products mixed and 
sprayed at low pressure, applied as foam 
using compressed air foam application 
equipment, using aerosol-type foam prod-
ucts in pressurized cans, or poured into 
drains,” according to Hedges. Read and 
follow label and manufacturer directions 
for best results. 

Sachdeva said there was a time when 
PMPs had a limited number of options for 
controlling small flies, relying on fogging/
ULV treatments to knock down adult pop-
ulations. That’s no longer the case today. 
Modern-day PMPs have a full arsenal of 
products, from pressurized aerosols and 
fruit fly traps to bacterial products and 
insecticide stickers, as well as IGRs and 
industrial-strength drain cleaners. “Often-
times we’re able to approach a customer 
with a solution rather than just pointing 
out a problem,” Sachdeva says. “It’s one 
thing to point out a problem. It’s quite 
another to have a solution for it.” 

of PMPs reported an increase in 
small fly jobs from 2017 to 2018.27%

43%
of PMPs included small flies 
in their general pest control 

(GPC) service offering.Source: Readex Research   |   Number of Respondents: 223



Small flies and cockroaches are two of the most persistent and frustrating pests in 

a commercial kitchen. We provide you with the tools and products to control the 

worst drain fly and cockroach problems so you are not going back week after week 

with the same intense level of service.

Our unique step-by-step system is designed to eliminate the source of fly 

development in commercial kitchens and other food facilities. At the heart of the 

protocol is Nibor-D®, a long-term borate control product that 

taints the organic food sources and kills the developing fly 

larvae and adults. The protocol also includes Bac-Azap®, a 

microbial cleaning product and organic odor control; Nisus 

DSV™, a contact disinfectant and insecticide; and ProFoam® 

Platinum, a foam carrying agent. The TrueTech® 2000 Power 

Cart is a specifically designed foamer-sprayer-mister used 

to apply our special blend of products deep into target 

areas such as drains, cracks and crevices, voids and 

refuse containers. 

This treatment effectively turns residual food 

particles into an insecticidal bait, helping to 

eliminate the toughest pest problems. It 

provides powerful protection from pests and 

complements your customers’ sanitization 

processes.

In the big picture, that allows 

you to cut down on service 

calls while still getting results. 

Give us your toughest 

challenge and we’ll help you 

get control of cockroaches 

and small flies.

Bac-Azap, Nisus DSV, Nibor-D, TrueTech and Nisus Corporation are trademarks or registered trademarks of Nisus Corporation. ProFoam is a registered trademark of NPD 
Products Ltd. and is manufactured and distributed by Nisus Corporation. ©2019 Nisus Corporation  #PCT-SFSA-0519

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

WHAT IF YOUR COMMERCIAL KITCHEN ACCOUNTS USED A

THAT REALLY, REALLY WORKED?
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F ruit flies topped the list of small-fly service calls for 
most pest management professionals (45 percent) 
and were the most problematic small fly for nearly 
three-quarters (74 percent) of PMPs, according to the 

2019 PCT State of the Small Fly Control Market survey, which 
was sponsored by Nisus and conducted by Readex Research, an 
independent market research firm.

To help peers, experienced pros shared mistakes commonly 
made in fruit fly control and how to avoid them.

1
LOOKING FOR THE WRONG FLY.
Red-eyed and dark-eyed fruit flies are attracted to 
different food sources and breed in different places. 

The former prefers fermenting fruit and syrups; the latter likes 
the organic slime that forms in drains, under equipment, and in 
the cracks and crevices of floors. “The big thing is knowing the 
difference where you’ll find them” or you’ll waste time inspecting 
the wrong places, said Carl Braun, president of Quality Pest 
Control, Inc., Omaha, Neb. 

LESSONS IN  
FRUIT FLY 
CONTROL

Fruit flies are the number one small fly service 
call and the most problematic. To help you 
better manage these pests, experienced PMPs 
shared mistakes commonly made in this 
service and how to avoid them.

2
INSPECTING AT THE WRONG TIME OF DAY.  
“The time of day that you go is really important as well,” 
said Emilio Polce, president of Ecochoice Termite & 

Pest Control, Vernon, Conn. He inspects restaurants in the 
morning before heavy food prep starts so he can easily access all 
equipment and areas. This also lets him see what the opening 
crew is walking into; whether food is being correctly stored and 
the facility properly cleaned at night.

3
NOT ASKING, ‘WHAT DID I MISS?” 
It’s easy to overlook the source of infestation: the lime 
wedge under the freezer; the slimy wheel on the kitch-

en cart; the hidden drain under the wine cooler. “Be thorough 
and diligent with your inspection, and ask yourself when you’re 
finished, ‘What did I miss?’ because we always miss stuff,” said 
Braun. “You have to do your detective work,” agreed Kevin 
Lemasters, president of EnviroPest, Loveland, Colo. As such, 
Polce uses an endoscopy camera to look into hard-to-see places 
to find breeding sites.

4
MAKING TOO FEW SERVICE VISITS.
“When we do a fruit fly clean out, it’s a weekly service 
for at least a month, preferably about six weeks,” said 

Braun. That’s because a fruit fly goes from an egg to a 500-egg-
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laying adult within one week. “When we 
get called in, there are multiple generations 
of fruit flies there so a one-time, one-and-
done thing is not going to cut it,” he said 
of dealing with the rapid life cycle of eggs, 
larvae, pupae and adults. 

 

5
EXPECTING THE CLIENT 
TO READ YOUR NOTES. 
Even if you’ve documented 

sanitation and maintenance issues that 
need fixing and shared these notes with 
the client, don’t assume they’ll be read. 
(And don’t be surprised when you’re 
blamed for the ensuing outbreak.) Part 
of your job is to develop rapport with the 
client so he listens to you; if your client’s 
not responding, call in a supervisor for a 
client sit-down, said Polce.  Without client 
engagement, control efforts are doomed.

6
NOT TELLING THE CLIENT 
WHAT HE NEEDS TO HEAR. 
Clients want the problem mag-

ically fixed and may resist taking part in 
the process. “It takes a lot of cooperation 
from them, which seems like you’re ask-
ing a little bit much from them a lot of 
times,” said Gena Lupini, vice president of 
Loyal Termite & Pest Control, a Rentokil 
company in Henrico, Va. Still, you must 
have that difficult conversation: that it will 
take repeated visits to control the pest, that 
sanitation needs to improve, that cracked 
floors must be repaired, staff trained, trash 
bins washed. 

7
MISTAKING SURFACE 
CLEAN FOR REAL CLEAN.
Many restaurants with fruit fly 

issues look clean, but pull out the booth 
cushions or take off the soda fountain caps 
or ice cream machine panels and you may 
find that’s where the pests are breeding. If 
you’re inspecting too quickly it’s easy to 
gloss over these spots.  “Surface clean looks 
fine but there’s still something there that’s 
going to attract that insect,” said Lemasters.

8
MISSING THE PATTERN. 
Sometimes clients have good 
sanitation but still get fruit 

flies. “They may have one vendor who is 

introducing this particular pest into their 
environment,” said Lemasters. Counsel 
clients to inspect items before bringing 
them into the building, and ask questions 
about what day and time of day the pests 
seem to reappear to try to identify how 
they’re getting introduced. 

9
APPROACHING TREAT-
MENT NONCHALANTLY. 
Treatment must target where 

the flies breed and help to eliminate 
food sources. PMPs generally apply 
microbe-based foam that breaks down 
organic matter to cracks, crevices and 
drains, and fly bait and/or residual in-
secticide (often a borate-based product) 
to exterior dumpster areas, grease paths 
left from hauling trash and rear door 
areas. Fans help keep flies from moving 
to customer areas; light traps slow down 
the breeding cycle.

10
NOT PUSHING 
PREVENTION.
A small fly maintenance pro-

gram will benefit clients. “The unfortunate 
part is not a lot of customers will realize 
how necessary it is,” said Lupini. Even 
so, she provides a list of do’s and don’ts 
to help prevent infestations. Polce, who 
has restaurant experience, trains clients 
on how to properly deep clean at closing, 
including mopping floors with a solution 
that breaks down organic matter. Said 
Lemasters: It’s about “educating the cus-
tomer with the same type of information 
that we would educate our field staff with.” 

11
CHARGING TOO LITTLE. 
Thorough inspections takes time 
and resolving a fruit fly problem 

may take weekly (or even more) service 
visits. (Polce visited a nursing facility 
three times a week until a fruit fly crisis 
was controlled.) Carefully consider this 
in pricing the job. “Don’t be afraid to 
charge what you’re worth and be worth 
what you charge. Provide that service that 
your client needs,” said Braun. At Loyal 
Termite & Pest Control, small fly control 
(and maintenance) is an add-on to regular 
pest management service. 

Number of Respondents: 223

Number of Respondents: 223; Could Select Multiple Answers

WHAT SMALL FLIES TEND TO BE 
PROBLEMATIC IN YOUR MARKET 
AREA?

WHAT SMALL FLY REPRESENTED 
THE LARGEST PERCENTAGE OF 
YOUR LOCATION’S SERVICE CALLS 
IN THE PAST YEAR?

drain/moth flies

fruit flies

fungus gnats

phorid flies

other

none

74%

74%

48%

37%

4%

1%

0%

3%

8%

15%

29%

45%fruit flies

drain/moth flies

fungus gnats

phorid flies

other

no answer
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Successfully addressing the most 
challenging small fly infestations 
in commercial accounts requires 
expert detective skills.

SMALL FLY  

HORROR STORIES

A patient is undergoing a heart catheterization at a local hospital. As the 
medical technicians work to complete the procedure, a small, almost 
inconspicuous fly alights and begins to feed at the incision that has been 
cut in the patient’s leg in order to complete the catheterization.

A group of business executives sit down to eat dinner at a posh hotel restaurant. After 
ordering and sampling the wine, they prepare to savor an evening of fine food and con-
versation. Suddenly, small flies appear above each wine glass. A couple of overzealous 
flies even end up floating in the wine.

Staff members for a prominent legal firm in a large office building begin their daily 
tasks one morning. They are constantly bothered by small flies hovering around their 
faces and hair; the flies are attracted by the aromatic scent of hairspray/perfume/cologne. 

Do these stories sound farfetched? Or do they strike close to home and bring back 
unpleasant memories? Each of the aforementioned cases are true. 

With the first two infestations, the infesting fly was the fruit fly, Drosophila melano-
gaster. In the hospital, the flies were found flying in offices throughout the buildings and 
in areas such as surgery and obstetrics. Based on the habits of these flies, their presence 
in the latter two areas was of great concern.

The fruit flies were found breeding in three trash chutes that were located in several 
areas of the hospital. These chutes had not been thoroughly cleaned for some time and 
were providing a perfect habitat for the production of thousands of flies. They were 
using the chutes to gain access to other floors and were also hitching rides on trash 
carts which were pushed throughout the hospital. Once the trash chutes and carts were 
properly cleaned, the problem was solved. 
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Many months later, fruit flies again 
appeared in the same hospital. This led 
to the situation in the catheterization 
lab that was previously mentioned. The 
first areas checked were the trash chutes 
because the previous fly problem was 
found there. It was discovered that the 
chutes were clean. So was the dumpster 
area, sump pump areas and floor drains. 
The infestation was located in various 
trash containers throughout the hospital. 
These were containers that had not been 
thoroughly cleaned. Once the containers 
were properly cleaned, the problem was 
solved. The hospital was then instructed 
to maintain proper sanitation and cleaning 
procedures to prevent future infestations.

Fruit flies were also the problem in the 
second situation involving the business 
executives’ luncheon. These flies were 
discovered breeding in two lemon pieces 
and an empty fruit juice can located under 
the sink of the bar. This is a case where a 
few flies breeding in a limited source could 
have resulted in the loss of an otherwise 
satisfied customer.

The flies in the legal firm’s offices out-
lined in the third situation were fungus 
gnats. This problem occurs frequently in 
office buildings because plants are often 
overlooked. This creates a situation where 
fungi can grow in the potting soil – the 
perfect breeding site for fungus gnats. 
Drying out the soil is the best solution, 
but occasionally treatment of the soil may 
be necessary for quick relief. If the plants 
in a commercial building are cared for by 
an interior landscape care company, they 
should be notified and become involved 
in stopping the infestation.

Drain Fly Ordeal
“We had a commercial kitchen on (a) pier and beam (foundation). 
The floor had holes in it and water would drain into the crawl-
space. We kept trying all types of treatments in the kitchen, but 
had no success. When we opened the crawlspace door there 
were literally thousands of drain flies in the crawlspace. There 
was standing, stagnant water pretty much permanently, with 
no way for it to drain and no ventilation for it to dry. Fogging did 
not work. You could fog one day and in a couple of days they 
were back. We finally used mineral oil in a fogger and fogged 

the entire crawlspace. When the mineral oil 
settled on the surface of the standing water, 
it pretty much suffocated the fly larvae. This, 
in addition to normal fly services, solved the 
drain fly problem. After seeing the problem, 
the facility fixed the holes in the kitchen, 
drained the water and installed fans to keep the crawlspace dry.” 
— Joe Cantu, Vice President & Director of Operations, The 
Bugmaster, Austin, Texas

The preceding discussion provided 
insights to solving, through practical ex-
perience, problems dealing with small fly 
infestations. Every situation is different, 
and one or more species of flies may be 
involved. The key to elimination is prop-
er identification. If a pest management 
professional is unsure of the identity of 
the pest, then they should consult with 
someone who can make an exact iden-
tification. Don’t end the search when 
one breeding source is found – more are 

usually present. 
Also, educate the customer about the 

nature of the problem and ask them to 
be patient. Remember, pest elimination 
is analogous to detective work. We lo-
cate and examine clues, some of which 
are important to the solution of the 
problem, some of which are not. Soon 
the mystery is no longer an enigma but a 
source of great satisfaction for a job well 
done. Happy hunting!  
(Source: The Best of Stoy Hedges)

Joe Cantu

PERCENTAGE OF COMMERCIAL KITCHEN CUSTOMERS  
REPORTING CHRONIC SMALL FLY PROBLEMS
What percentage of your location’s commercial kitchen customers have regular problems with 
small flies (at least once per quarter)? (Mean)

Source: Readex Research   |    Number of Respondents: 2019 – 223;  2018 – 122; 2017 – 141

2017 

17%
2019 

19%
2018 

14%



do you spend too much time

If you’re going back and back and back for the same never-ending small 

fly treatments, you’re losing money. We can help! Our unique system helps 

you control flies and other pests in your customers’ restaurants and 

commercial kitchens and helps take care of odors and organic drain 

build-up, too. 

Using TrueTech® equipment, foam our special blend of products deep 

into drains, cracks and crevices, effectively turning residual food 

particles into an insecticidal bait, helping to eliminate the toughest 

pest problems. Also foam our odor control product into drains to 

eliminate organic odor-causing materials. 

This multi-stage treatment provides powerful protection from 

pests and odors, and complements your customers’ sanitization 

processes.

Check out www.nisus.tv for some great videos about small fly 

control.

Give us your toughest challenge and we’ll help you get control of 

cockroaches and small flies. 

at your customers’ commercial kitchens?

Remember, always read, understand and comply with the label. Bac-Azap, Nisus DSV, Nibor-D, 
TrueTech and Nisus Corporation are trademarks or registered trademarks of Nisus Corporation. 
©2018 Nisus Corporation  #PCT-SFSA-0519

100 Nisus Drive • Rockford, TN 37853 
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