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Protecting the Food Supply 
From Field to Fork
Ten billion people will inhabit our planet in 2050. How will 
we have enough food to feed this growing population? 
Abundant harvests are a good start, but perhaps equally 
important is protecting that harvest as it journeys 
from the field to the table: from grain storage, to food 
processing, to warehousing and food distribution 
centers to grocers to commercial kitchens and finally to 
the restaurants and homes where the food is consumed. 
Bayer is proud to offer solutions to protect our food 
supply at every step in the journey from farm to fork. 

The professional pest management industry plays a vital and often 
nuanced role in protecting the food supply – servicing complex com-
mercial accounts whose challenges are anything but straightforward. 
When food is involved, the stakes are high because uncovered issues 
have steep economic and reputational repercussions. Expanded reg-
ulations like the Food Safety Modernization Act (FSMA) focus on proactive, risk-based prevention strategies. In 
short, these regulations shifted priorities for food-handling customers away from “wait and see.” The industry is 
rising to meet these new standards with innovative strategies and consultative approaches. Therefore, it’s no surprise 
that the market for pest control in commercial accounts continues to grow at a swift pace. The five-year compound 
annual growth rate for this market is 5.4 percent, according to the latest report from Gary Curl and Rich Kalik. 

The opportunity is growing, and the industry will be prepared to answer the demand by going beyond our 
current business models to maintain the robust growth of the commercial market and keep the food supply safe. 
Bayer is with you on that journey. Our customers are at the heart of our business and our approach to innovation 
is in direct response to their needs and their customers’ needs. As such, we’ve taken both evolutionary and revo-
lutionary approaches to innovation; meaning we aim to positively impact what goes inside and on the bottle with 
more flexible and expanded product labels and better formulations – but, we are also thinking outside the bottle 
with technologically enabled, game-changing innovations.

Our goal is to help our customers be competitive, increase efficiency, provide quality service and grow their 
businesses. We appreciate all the contributions from PMPs across the country who offered perspective and advice 
for this supplement. Together, we will meet tomorrow’s challenges and protect the food supply to support our 
growing population. 

Ildem Bozkurt 

Head of Professional Pest Management and Public Health for the U.S.

Bayer 
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Approaching a commercial ac-
count requires a mindset focused 
on becoming familiar with the 

customer’s business, understanding the 
regulations that apply, and being prepared 
to develop and implement an effective 
treatment protocol. Because they are 
charged with the sensitive issue of food 
protection, often in very complex envi-
ronments, commercial food clients pose 
some additional challenges. PMPs who 
serve these accounts must understand the 
level of responsibility they’re taking on in 
protecting the client’s brand, and commit 
themselves to investing time and resources 
in becoming food-protection experts. 

“IPM in the food industry is unique 
because there are so many pieces to the 
puzzle and so many varied operations,” 
says Hank Hirsch, president of RK En-
vironmental Services of Westwood, N.J., 
which specializes in commercial food 
protection. “The pest management needs 
of a food manufacturing plant, dairy fac-
tory, beverage bottling company, or food 
storage and distribution center are likely to 
be completely different from one another, 
based on the type of pests they encounter, 
who’s walking in and out of their facility, 
and a range of other factors.”

WINNING 
THE WORK

IPM in the food industry is unique 
because there are so many pieces to 

the puzzle and so many varied operations.” 
— Hank Hirsch, RK Environmental  

Services, Westwood, N.J.

How to Land Accounts 
and Build Relationships

Another piece of the puzzle is docu-
mentation. “In nonfood accounts, you 
document your findings, protocols and 
actions, but not nearly to the level required 
in food accounts,” says Shane McCoy, di-
rector of quality and technical training at 
Wil-Kil Pest Control in Sun Prairie, Wis., 
whose clientele is 86 percent commer-
cial. “The enactment of the Food Safety 
Modernization Act (FSMA) has made a 
highly regulated documentation process 
even more stringent. Documentation must 
be organized, detailed and, at all times, 
accessible to the customer and the auditing 
agency that oversees their operation.” 

Food-related companies that adhere to 
organic or LEED-compliant standards 
add an extra layer of effort, adds Darren 
Van Steenwyk, technical director at Clark 
Pest Control in Lodi, Calif. In fact, an 
organic facility can require twice the 

attention of a nonorganic food account. 
“‘Organic’ doesn’t indicate just a stricter 
set of regulations; it’s a philosophy that 
guides every aspect of the operation,” he 
says. “You need to show these customers 
that you are committed to understanding 
that philosophy and adhering to it as you 
resolve their pest issues.”

Nurturing the Relationship
Once you land the account, keeping the 
relationship strong is crucial to long-term 
success. McCoy says that, in addition to 
the obvious expectation of controlling the 
pests, respect, accessibility and collabora-
tion are key.

“First, we don’t allow a technician to 
service an account until they’ve been 
trained for at least a year about the specific 
facility. The level of detailed knowledge 
required just to walk through one of these 
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Your commercial food clients rely on you to become an expert on their 
complex environments and unique needs so that you can develop, 
implement and evolve their ideal IPM program. All of this begins 

with a conversation that should include these questions:
What raw materials, equipment and processes are involved in your 

operation? “One of the first areas we address is auditing the raw materials 
that go into the facility, and understanding the equipment and processes, 
so we can anticipate the types of pests we may encounter,” says Hank 
Hirsch, president of RK Environmental Services. “For example, a facility 
manufacturing snacks may face the risk of internal feeders like the corn weevil 
in stored ingredients, while oat storage could bring about secondary feeders 

Becoming Your 
Commercial Clients’ 
Trusted Advisor 

large food plants without breaking any 
sanitation rules is very high,” he explains. 
“We make sure that every person who 
comes into contact with decision makers 
or employees is knowledgeable, up-to-date 
and confident in servicing the account.”

Second, McCoy says, the Wil-Kil team 
is accessible. “When an issue arises, we are 
always ready to go,” he says.

Finally, McCoy offers an example of 
all-in collaboration: “If our client opens a 
trailer to find that the shipment may have 
been compromised by pests — maybe they 
see pests or gnaw marks — we help them 
identify the who, what, when and where 
of how this might have happened. We’re 
fortunate to be a member of Copesan, 
because we can turn to 90 other companies 
for help if we need an inspection done 
outside our region. Helping the client get 
to the bottom of the issue and resolve it 
makes us a valued partner.”

Should You Be Serving 
Commercial Food Accounts?
Commercial food accounts demand exper-
tise and a high level of commitment. Their 
brands are their lifeblood, and one food 
contamination issue could tarnish their 
reputation for good. Is it worth taking on 
this challenge? If you’re not a food-pro-
tection specialist, should you back off and 
leave it to those who do specialize?

That depends on your structure and 
goals, says Van Steenwyk. “Sometimes 
smaller companies are unable to dedicate 
the time required to hone their knowledge 
and expertise,” he says. “But those who 
find a way to commit to doing that, who 
enter this niche and do a great job, gener-
ally find that it leads to business growth. 
Word gets around in this market, and stay-
ing small is the exception, not the rule.”

Adds Hirsch, “What’s important is 
that all of us who serve this market do 
so with the utmost professionalism. That 
means understanding its intricacies and 
not commoditizing our expertise. We can 
deliver great value to our clients; when 
they recognize that value and work with 
us toward effective solutions, we raise the 
reputation of both the pest management 
and food industries.” 

 Familiarity with the audit
 requirements and process 
is vital to a successful IPM 
program.” — Shane McCoy, 
Wil-Kil Pest Control, Sun Prairie, Wis.



ADVERTORIAL

Commercial Market 5

like the sawtoothed grain beetle; a mill 
might struggle with flour beetles, while 
a facility processing raw fruit likely deals 
with ants and other sweet-feeding insects.”

Which agency audits your operation? 
You should understand the regulatory 
issues confronting your client when you 
walk through their door. What they can 
add to this knowledge is the identification 
of their auditing agency. “Standards 
vary from agency to agency, affecting 
everything from device placement to 
sanitation issues,” says Shane McCoy, 
director of quality and training at Wil-Kil 
Pest Control. 

“And I can’t overstate the importance 
of detailed documentation,” he added. 
“We’ve seen inspectors spend 80 percent 
of their time in the logbook and only 
20 percent walking through the facility. 
Familiarity with the audit requirements 
and process is vital to a successful IPM 
program.”

Who are the stakeholders involved 
in your pest management program? 
“We have commercial food accounts of 
all sizes — from mom-and-pops to mul-
tinationals — and one of the things that’s 
true of every account is that you need 
to ask questions to find out who makes 
the decisions and who can help you get 
things done,” says Darren Van Steenwyk, 
technical director at Clark Pest Control. 
“When you make assumptions about who 
makes decisions based on title or stature, 
you risk getting the politics wrong.”

    Just as important as identifying the 
decision makers is knowing who to call 

to help you resolve issues of sanitation 
and conducive conditions. McCoy 
explains, “You need cooperation 
from the quality assurance or san-
itation teams to make your IPM 
program work. Build relationships 
with the individuals who can put in 

a work order to have a leak repaired 
or a storage room cleaned out.”
The good news is that you’re likely 

to get enthusiastic collaboration on 
integrated pest management measures 
from food accounts, because unlike 
commercial clients in many other 
industries, they recognize the critical 
nature of their own IPM efforts. If their 
building has a flaw or their employees 
aren’t following protocol, they want to 
know about it so they can act on it.

“We have recommended expenditures 
in the tens of thousands of dollars 
— gutting and rebuilding walls, for 
example — and, because our clients 
trust and actively partner with us in their 
pest management efforts, they put these 
renovations into their plant’s budget,” 
shares Van Steenwyk. “When you request 
a large-scale investment like this, though, 

you’d better be confident it’s going to pay 
off in results.”

Developing the Ideal Program
Once you’ve become completely familiar 
with your client’s operation, you can 
move on to an analysis of products and 
formulations to help them meet their 
pest management goals. Hirsch suggests 
thinking through a variety of possible 
scenarios based on what you know about 
the facility, and developing a list of 
approved materials your technicians can 
turn to when these circumstances arise.

“Smaller food accounts rely on the 
PMP to present them with an approved 
pesticide list, while many large food 
processors already have a list that’s part of 
their broader chemical control program,” 
he says. “In these cases, they sometimes 
welcome your input as they look to create 
the strongest program possible.”

Of course, in a true IPM program, 
you will take every nonchemical measure 
first, reminds Joe Barile, technical service 
lead for Bayer Environmental Science. In 
situations where pesticides are a prudent 
choice, he recommends taking the 
following factors into consideration as 
you evaluate products:

Label — Make sure the pesticide is fully 
compliant for the use you’re considering.

Treatment Environment — “Evaluate 
the conditions of the micro-environments 
within your account,” says Barile. “Although 
it might seem counterintuitive, sometimes 
you need to use a non-residual in a 
situation where you’d like longer-term 
control, because protecting your client’s 
product is paramount.”

Pests — Identify and understand the 
specific pests you’re managing.

Manufacturer Strength — “You 
should have confidence that the people 
and company who brought this product 
to market are reliable and experienced, not 
only placing an effective product in your 
hand but also having your back when you 
need support,” says Barile.

Proven Effectiveness — Your own past 
success with a product is always a plus!  
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Food-handling environments 
are complex and have no simple 
formula for pest management.

W hile virtually all commer-
cial accounts have their 
complexities to some 

degree, food-handling environments 
tend to provide some of the most 
complex conditions, leading to the 
greatest challenges in pest manage-
ment. “Food handling and manu-
facturing environments are typically 
very dynamic with lots of moving 
parts,” said McCloud Training 
Manager and Entomologist Anna 
Berry. “They are often quite large 
with different areas of the facility 
facing different challenges depending 
on the stage of processing, and they 
are manufacturing a very sensitive 
product — food — which necessi-
tates restrictions and limitations on 
control strategies.”

The complexities of the mac-
ro and micro environments also 
create a biological challenge, said  
Technical Service Lead for Bayer 
Environmental Science  Joe Barile. 
Each site can be completely differ-
ent with complexities based on the 
type of food processed, handled, or 

manufactured; age and condition of 
the infrastructure; quality and safety 
requirements of the site; routine site 
production; and maintenance of 
conditions conducive to pests. 

Because these facilities don’t pose 
a simple, uniform situation, even 
invading pests see and utilize each 
facility in very different ways, so 
control of each facility and each pest 
must be handled differently, said 
USDA ARS Supervisory Research 
Entomologist James Campbell. 
“Out-of-the-way places create envi-
ronments where insects can hide and 
develop, and food facilities produce 
residual product as well as the food 
they are manufacturing, so it’s not a 
simple, homogeneous place to treat.”

Food facilities oftentimes neigh-
bor other businesses; those buildings 
can impact the potential for a pest 
infestation as well. A wide range of 
insect species, each with different 
behaviors and different susceptibility 
to insecticides, can move in and out 
of the facility. On top of that, food 
facilities change over time, yet they 
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are limited in what they can and can’t do as 
far as changes to infrastructure. “So, when 
you have a complex situation with limited 
tools, no single response will be 100% 
effective in all situations,” Campbell said. 

Thus, Barile said, “Success in food 
environments is all about efficiencies. 
Killing pests is easy; balancing time-on-
site with effectiveness to maintain value 
to the customer while making a profit is 
the challenge.” 

Therefore, while an integrated pest 
management (IPM) approach is ideal 
in any operation, it is a necessity in food 
facilities — with the first step being the 
gathering of information to understand 
what pests are present and where. 

“That’s the very definition of IPM,” 
Berry stated. “Knowing the pest and its 
environment and choosing the best control 
strategy to manage the problem. There is 
never a one-size-fits-all approach to pest 
management in a food manufacturing 
environment; we must always carefully 
consider what will best eliminate the 
problem given the restrictions of the 
facility.”

And that often involves thinking out-
side the box. “Integrated pest management 
is all about considering all the options and 
choosing a control strategy based on that,” 
Berry said. “If we get stuck in a rut with 
our three primary control methods, we 
may miss incredibly effective opportuni-

ties to control the problem.”
That inventive thinking can’t only 

occur when the program is initially 
developed. You can’t just step back and 
say the program is in place; you have to 
keep evaluating it, keep adjusting and 
upgrading your program, Campbell said, 
adding, “Monitoring to evaluate success 
provides quality control for IPM.” 

It is critical to be proactive in evaluating 
the pest situation at any given time: How 
is the program working? If it’s not, what 
needs to be done to fix it? “Part of IPM 
is having a good information system 
that enables you to keep up with what is 
going on,” he explained. It is important 

to understand a site’s pest history, but you 
should not focus only on these problem 
areas. 

“While you do need to address these, 
new problems and places will come up, 
so you have to look everywhere for new 
issues,” Campbell said. If you find that 
your pest control program is lacking, you 
need to perform additional inspection and 
monitoring, as well as seek new solutions, 
he said. “Try new, different things to 
find the combination that works most 
effectively.”

One option for a “new, different thing” 
could come from product evolution. 
One of the greatest complexities of 
food-handling facilities is its invariably 
wet surfaces, which create challenges 
in residual control. In the past, control 
often necessitated drying surfaces prior 
to chemical application or use of a foam 
— which can then be washed off in the 
facility’s next wash-down. But now the 
solution has been simplified with the food-
handling approval of Suspend PolyZone 
— a premium formulation developed to 
resist wash-off. 

Because no formulation is completely 
waterproof, Barile said, even such 
innovative products need to be part 
of a complete program. “Look for 
opportunities to utilize baits and other 
formulations, either directly  in, or close 
to, harborage sites, to routinely washed 
surfaces,” Barile said.

As its “PolyZone” name indicates, 
the product also is versatile. McCloud 
PMPs use the product around food 
facilities as well. “Suspend PolyZone is 
a fantastic tool for wet weather, because 
the active ingredient is protected and 
slowly released,” Berry said. “When the 
environment dictates a residual, this is a 
great tool.”

Complex food-processing environ-
ments require multifaceted solutions. 
Thus, the implementation and continual 
monitoring and adjustment of an IPM 
program will help address the challenges 
of food-handling facilities and lead to 
solutions that will provide more signifi-
cant, longer-lasting results for both you 
and your client.  

Suspend PolyZone:  
An Answer for Wet Surfaces

Developed to resist wash-off, Suspend PolyZone is now 
approved for food-handling applications. “It will survive 
on such surfaces, and in other microenvironments, under 
conditions typically detrimental to residual insecticides,” 
said Technical Service Lead for Bayer Environmental 
Science Joe Barile.

Suspend PolyZone features a proprietary polymer layer that protects 
the active ingredient from mechanical abrasion, including mopping and 
washing. The exclusive PolyZone technology binds the active ingredient to 
surfaces, and its controlled-release formulation slowly releases over time 
to provide extended residual under commercial conditions and reduce the 
number of applications necessary to maintain control.

Food handling and 
manufacturing 

environments are typically 
very dynamic with lots of 
moving parts.” 

— Anna Berry, McCloud 
Services, South Elgin, Ill.



ADVERTORIAL

Commercial Market 11

control requires you to anticipate, and 
discourage pest activity before it takes 
hold.” While some general practices are 
applicable to all facilities (e.g., excluding 
pest entry; implementing sanitary prac-
tices; removing food, water, light, and 
other pest attractants; using pesticides as 
required and that are site-approved; etc.), 
the specifics can be more complex, as each 

With FDA’s finalization of the 
key rules of the Food Safety 
Modernization Act (FSMA), 

“preventive controls” has become a signifi-
cant buzz-phrase for the food and beverage 
industry. While FSMA’s application to 
food safety practices has been fairly de-
tailed, it is not always clear how it applies 
to pest management, or even the distinc-
tion between preventive pest control and 
active infestation management. 

The difference, said Copesan Director 
of Technical Support and Regulatory 
Compliance Bennett Jordan, is actually 
“as simple as proactive versus reactive. 
Instead of responding to active infestations 
and trying to put out fires, preventive pest 

location and environment is different. So 
a robust preventive pest control program 
must include an assessment of its risks 
and challenges. 

“Prevention is keeping pests below 
levels that may cause harm, damage, 
filth, contamination, disease or death,” 
added Industry Consultant Ole Dosland. 
This can come into play particularly in 

Baits and sprays have strengths that can complement 
each other and effectively address both pest prevention 

and infestation management.

CONTINUOUS

IMPROVEMENT

Preventive pest control requires you to 
anticipate, and discourage pest activity 

before it takes hold.” — Bennett Jordan, 
Copesan Services, Menomonee Falls, Wis.
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third-party audits or FDA inspections, 
in that, if it is observed that a pest prob-
lem may have occurred, the investigator 
or food plant auditor will interpret and 
log that observation as having occurred, 
he said.

While pest-prevention and infesta-
tion-management practices will have a 
number of differences, they need not be 
separate programs or services. In fact, 
a combination of baits and sprays with 
an integrated pest management pro-
gram can provide an effective solution 
for both.

“Baits and sprays have strengths that 
can complement each other and weak-
nesses that can be surmounted based on 
use patterns,” Jordan said. For example, 
baits are more flexible as they can be 
used indoors, especially in food-han-
dling establishments, and are designed 
to function well with minimal product 
per placement. 

Bait stations, such as Maxforce Roach 
Killer Bait Stations, can be effective 
as an “always on duty” asset to a pre-
ventive pest management approach in 
food-handling environments. Mounted 
to the wall, under shelving, and in other 
relatively clean locations, bait stations 
provide cockroaches with an attractive 
food source and may be able to snuff out 
introductions of a few cockroaches that 
came in with supplies. 

Maxforce Roach Bait Gel, on the other 

with effective bait placement dependent 
upon pest identification, pest habits and 
characteristics, and environmental pres-
sures. Residual insecticide application 
is dependent upon environmental and 
structural deficiencies, such as cracks 
and crevices. Additionally, sprays should 
never be applied on baits and baits 
should never be placed on a sprayed 
surface, he said.

“Preventive pest control means em-
bracing continual improvement in the 
name of reducing anything that has the 
potential to jeopardize food safety in the 
facility,” Naumann said. Unfortunately, 
the allocation of capital resources to cor-
rect issues that pose the potential to cause 
problems can be a contentious issue. 
“Investing tens of thousands of dollars 
to remove a drop ceiling that hasn’t yet 
contributed to any pest problems is a 
tough sell. But the fact remains: it’s hard 
to clean, hard to inspect, and may allow a 
pest problem to remain hidden, or even 
flourish, somewhere down the line,” she 
said. “Prevention needs to be the priority 
of all involved at that site.” 

hand, is more appropriately used in in-
festation management when you know 
there is an issue and understand where 
harborages are likely to be. “Gel bait is 
versatile and easy to apply so putting it 
near harborages is simple,” said Copesan 
President Deni Naumann. 

Bait stations also provide for con-
trolled application, enabling a pesticide 
to be placed near insect harborage sites 
while preventing contamination of food 
surfaces, Dosland said. 

When gel bait is placed near food 
surfaces, it must be applied into cracks, 
equipment hollows, or other micro-en-
vironments where pests can harbor but 
food will not be contaminated. 

In less sensitive situations, sprays are 
better suited because they can quickly 
cover a larger area, may have exceptional 
residual, and are effective against a range 
of pests that may be present, Naumann 
said. 

While baits and sprays can provide 
a complementary solution, applicator 
experience and knowledge is required, 
Dosland said. Each site will be different, 

Prevention is keeping pests below 
levels that may cause harm, damage, 

filth, contamination, disease or death.” 
— Ole Dosland, Industry Consultant  

Meeting Prevention Requirements in the Age of FSMA
The most significant shift with the enactment of the Food 
Safety Modernization Act (FSMA) is the new principle that 
potential problems are as serious as manifested problems, 
“Conditions that could, but don’t currently, threaten food 
safety can be enough to cause an FDA shutdown or even 
a product recall,” said Copesan President Deni Naumann. 
Thus, putting a problem on hold until resources are available 
to fix a conducive condition is not acceptable under 
FSMA’s Preventive Controls rules, and plant/corporate man-
agement can be held accountable for the facility’s failings. 

From a practical standpoint, facilities are now required to 
maintain a written food safety plan — including pest man-
agement — and strictly adhere to the current Good Manu-
facturing Practices, which are now law. One of the biggest 
differences may be the way action thresholds are set for 

non-traditional, less threatening pests 
(e.g., occasional invaders) because pests 
are not allowed anywhere in the facili-
ty, even in non-sensitive areas. 

But, Naumann said, “Facilities with 
a robust pest management program with stringent inspec-
tions and an emphasis on exclusion and identifying and 
correcting conducive conditions, all backed by thorough 
documentation, should meet the basic requirements of the 
FMSA Preventive Controls rules.”

Additionally, she said, “With all the attention FSMA has 
received, I am optimistic that those under its direct purview 
understand the critical role they have in preventive pest 
management and what it means to work with their pest 
management provider to deliver that objective.”
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Pesticides labeled for use in food-han-
dling accounts have undergone 
intensive manufacturer testing and 

EPA scrutiny to ensure they meet or exceed 
established standards. Often, a product 
may be introduced to the market for other 
uses, with the food-handling designation 
added later as food area use studies and 
registration are completed.

Board Certified Entomologist and con-
sultant Stoy Hedges says, “It’s imperative 
to read every individual label, because 
products vary widely in their approved 
applications and treatment areas. A 
product you might use in or around a 
restaurant may not be labeled for use in 
a food-processing plant, for example, and 
within an account, you may use different 
products in designated food areas versus 
the exterior or for different types of pests. 
In short, read everything on every label to 

Product Labels: REQUIRED READING

It’s imperative 
to read every 

individual label, 
because products 
vary widely in 
their approved 
applications and 
treatment areas.” 

— Stoy Hedges, 
Industry Consultant

Service technicians treating sensitive food-handling accounts must 
read and comprehend the label prior to applying a product.

ensure a product is applied according to 
label directions.” 

Hedges, president of Stoy Pest Consult-
ing, Eads, Tenn., recommends that pest 
management professionals pay particular 
attention to the following before choosing 
any product for a food-handling IPM 
program:

Where To Apply — If a product is labeled 
for use in food areas of commercial food 
establishments, its label will clearly state 
this and also specify approved treatment 
techniques to use in various areas: indoors, 
outdoors, food-handling areas, nonfood 
areas, etc.

When To Use — Some products may 
be labeled for use while food areas are in 
operation; others must be used only when 
the facility is not operating. 
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How To Apply — As a general rule, crack 
and crevice, void and spot treatments are 
typically permitted in food areas (as spec-
ified by the label), while nonfood areas 
(lavatories, offices, etc.) might also allow 
general surface treatments. The label will 
also indicate follow-up measures, such as 
covering or removing items and washing 
food contact surfaces before operations 
resume.

Use Restrictions — Most labels include a 
section of use restrictions that detail when, 
where and/or how the product should or 
should not be applied. Instructions for 
food areas may be included in this section. 

“If anything on the label isn’t clear, 
call your manufacturer’s representative to 
ask for clarification,” Hedges concludes. 
“Don’t take any chances that you might 
be misinterpreting the language.”

Always remember, it is against the 
law to “use any pesticide in a manner 
inconsistent with its labeling.” The label 
is the law! 

Maxforce Roach Control System Digital 
Toolkit: Tackle Your Toughest Roach Jobs
Want to approach cockroach accounts with a solid program? With the 
Maxforce Roach Control System Digital Toolkit, diagnosing and solving your 
customers’ roach problems has never been easier. Access the toolkit from 
your desktop, tablet or smartphone to tap into its:

• Cockroach identifier — Know the pest you’re treating.
• Interactive bait placement guide — Placement is crucial to roach 

control. 
• Product information — Discover which products in the Maxforce 

Roach Control System will deliver effective cleanout (to knock down 
populations fast), rotation (to minimize bait aversion) and maintenance 
(to ensure long-term customer satisfaction).

Cockroaches: “Gel baits were certainly a 
game-changer for roach control, but as 
we all know, when you continue to use 
the same control concept, eventually 
you get survivors that are different, that 
need to be treated differently. That’s 
why Bayer developed the Maxforce 
Roach Control System, which provides 
a step-by-step guide to knocking down 
populations and keeping them in check. 
The system is achieving very high levels 
of efficacy in food-processing plants, 
restaurants, supermarkets, bakeries, 
breweries and other commercial 
operations, and we continue to invest 
in this technology because we know 
we need to be prepared with new tools 
when these pests do their evolutionary 
thing again.”

Flies: “Flies can be effectively managed 
in commercial food accounts by 
employing a strategic indoor-outdoor 
solution. Maxforce Fly Spot Bait, 

Managing Roaches, Flies and Ants in Food Accounts

Managing common 
pests in commercial 
food accounts comes 
with its own set of 
rules. Joe Barile, 
technical service 
lead for Bayer 
Environmental Science, 
discusses some of the 
factors PMPs should 
consider when treating 
roaches, flies and ants.

Joe Barile

for example, is labeled for indoor use in 
non-food areas, as well as outdoors, while 
Maxforce Granular Fly Bait is specifically 
formulated to relieve fly infestations in and 
around canneries; dairy, meat and poultry 
processing plants; restaurants; warehouses; 
and other commercial facilities. Granular 
baits should always be restricted to outdoor 
use in these accounts due to the risk that 
they might be carried by foot traffic and 
other movement into food areas.” 

Ants: “Ants require special consideration, 
based on the fact that there are so many 
different species and that their feeding 
preferences — proteins, carbohydrates, 
lipids — vary widely, changing with 
conditions in the colony. Bayer focuses 
on colony management and works 
with PMPs to identify a comprehensive 
treatment protocol, combining products and 
formulations to achieve high efficacy while 
remaining appropriate for the particular 
food-handling environment.”
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The Great Potential of the 
COMMERCIAL MARKET

T he market for pest control in commercial accounts continues to grow at a 
robust pace, according to Gary Curl, founder and president of Specialty 
Consultants, LLC. The five-year compound annual growth rate (CAGR) 

for this market is 5.4 percent, with last year’s revenues approaching $3.1 billion. 
“The majority of pest management companies are taking advantage of this 

momentum, with 94.1 percent — an estimated 18,650 businesses — reporting that 
they serve commercial accounts,” says Curl. Respondents reported an estimated 2.39 
million commercial accounts and 27.9 million commercial service calls in 2016.

$3.1 billion
2016 COMMERCIAL PEST 
MANAGEMENT REVENUES

 5.4% growth 
5-YEAR CAGR

58.9%
Increase

75.3
Commercial

14.5
Residential

2.9%
Decrease

38.2%
Stay the same

Commercial Business 
Optimism

PMPs who expect their 2017 
commercial business to:

Service Frequency
Percentage of accounts serviced 

on a monthly basis:

$799 billion

Source: Specialty Consultants, LLC

Restaurant Industry Sales*

Restaurant locations 
in the United States*

1 million+

85,000+

1.5+ 
million

Food and beverage  
processing plants in the U.S.**

Number of food and beverage 
manufacturing plant employees**

*Source: National Restaurant Association **Source: USDA/FSIS and FDA




