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hen it comes to recurring and severe 
infestations, it can be a minefield 
for pest controllers to determine the 

best approach to staying in control, whether 
it be via a permanent method or a long-term 
baiting programme. Both methods have 
limitations and precautions to consider, and 
with guidance frameworks ever-changing, it is 
easy to become unclear on what is considered 
the most suitable approach.

Permanent baiting
I think the easiest way to explain the 
meaning of permanent baiting is to use the 
term ‘insurance baiting’, or placing bait in 
areas of no current issues, but where you 

deem the risk of infestation or reinfestation 
as very high. This could be due to a rodent 
problem in neighbouring buildings where you 
have no access, regular incoming goods from 
infested sites, or simply the nature of the site 
you are trying to protect. This approach helps 
to mitigate the risk of a full-blown rodent 
infestation by pre-emptive targeting of areas 
that are most vulnerable.

The aim for permanent baiting is to 
prevent and protect, by baiting target points 
using secure tamper-resistant boxes. Pest 
controllers can position these bait boxes 
inside and outside of buildings, but this does 
not cover sewers or open areas. If permanent 
baiting is to be implemented outside, some 

extra precautions should be taken. Remember, 
too, that only trained professionals can 
undertake permanent baiting.

When baiting outdoors, non-chemical 
methods should be considered first, such 
as non-toxic monitoring products, traps 
and increased preventative measures like 
proofing and environmental management 
as part of an ongoing integrated pest 
management (IPM) strategy. Not only is this 
much more cost-effective, and offers a more 
targeted approach, but it also reduces the 
risk to non-target species.

If a chemical approach is required, it’s 
vital to know that not all products are 
authorised for lawful use.

PERMANENT VS 
LONG-TERM BAITING: 
UNBLURRING THE 
LINES ON CONTINUOUS 
RODENT CONTROL

Laurence Barnard, Country Business Manager at BASF Pest Control 
Solutions shares his advice on best practice, as well as outlining 

important considerations for safe and effective pest control.

BEST BETS 
FOR BAITING

W

“This approach helps 
to mitigate the risk of 
a full-blown rodent 
infestation by pre-
emptive targeting 
of areas that are 
most vulnerable.”
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MANAGING HIGH-
RISK AREAS WITH 
SELONTRA® AND 
MONITORING PASTE

Selontra® is an 
effective rodenticide 
for use in permanent 
baiting strategies 
when there is a higher 
risk of secondary 
poisoning. Its active 
ingredient, cholecalciferol, is not 
persistent in the environment, 
does not bioaccumulate and is 

readily metabolised by 
rodents – in fact it 
is the only product 

on the market that 
is approved for use 
against wood/field 
mice (Apodemus 
sylvaticus)! 

Monitoring products, 
like Monitoring Paste 

from BASF, are also invaluable, not 
only giving pest controllers early 
indication of rodent activity but also 
offering a cost-effective alternative 
to permanent baiting with baits 
containing active ingredients.

Monitoring products is a cheaper 
way to reduce the risk of an 
infestation without using harmful 
toxic baits year-round when they 
are not required, and it is also much 
more cost-effective. Unconsumed 
bait can go mouldy or be eaten by 
slugs and snails, therefore proving 
ineffective and a waste of time, 
money, and resources. As it is 
fundamentally the same recipe as 
Selontra®, minus the dye and active 
ingredient, it also ensures a smooth 
and quick uptake when swapped 
with the active alternative after 
rodent activity has been detected.

Decision matrix for continuous baiting

Permanent baiting Long-term baiting

Infestation present at 
start

No (IPM-protect and prevent 
site) control infestation

Yes, if difficult to control 
after 35 days

Visit frequency
Indoors – PCO decision

Outdoors – at least every 
four weeks

According to label

Pest species All on the label All on the label

Permitted baits

Some difenacoum and 
bromadiolone baits (but not all 
– read label)

Both cholecalciferol baits

All following environmental 
risk assessment

Commencement After risk assessment, 
day 1 of baiting

After 35 days baiting with no or 
limited success and following 
revised risk assessment and 
baiting programme

Indoors Yes Yes

Outdoors Yes Yes

Remove anticoagulant if 
there is evidence of non-
targets eating the bait?

Yes – redo your risk assessment 
and reevaluate your treatment Yes

Cholecalciferol rodenticides like Selontra® are 
authorised for use when permanent baiting, 
whereas only a selection of rodenticides 
containing the active bromadiolone and 
difenacoum are approved for this use, so 
always ensure you refer to the product labels 
before proceeding. Baits containing the actives 
brodifacoum, difethialone or flocoumafen are not 
authorised for permanent baiting.

It is also of paramount importance that the user 
completes a full environmental risk assessment 
(ERA) prior to any working on the site, to determine 
the most appropriate form of action.

Long-term baiting
A long-term baiting strategy is usually employed 
if an infestation hasn’t been cleared in at least 35 
days. This could be due to the volume of rodents, 
the nature of the site, or neophobia to new bait or 
bait boxes. In some cases, it could also be due to 
rodenticide resistance, making it difficult to reduce 
the infestation using some second-generation baits 
containing difenacoum and bromadiolone.

If you notice consistent bait uptake but no 
decline in activity after the 35-day mark, it is 
vital to review and establish the likely cause. 
When other elements have been excluded, such 
as new entry points or access to preferred food 

sources elsewhere, consider using an alternative 
rodenticide with a different mode of action. It 
might also be beneficial to implement traps as an 
additional method of control. Just ensure that you 
refer to product labels when using a new product 
and continue to follow the product label conditions 
for long-term baiting.

Reducing the risk to wildlife
When using both the long-term and permanent 
baiting strategies, it is crucial to consider the risks 
to non-target species. If it becomes evident that 
any non-targets, or a species not outlined as the 
intended target on the product label, such as voles, 
field/wood mice (Apodemus sylvaticus), have 
consumed the bait, then the rodenticide should be 
removed immediately to protect wildlife and the 
reputation of the pest controller.

Pest controllers are required to carry out an ERA, 
with consideration to potential poisoning of non-
target species, the potential risk to human health 
and to determine if the site is 
high risk.  Also ensure that CRRU 
documentation and advice is 
adhered to, to reduce the risks to 
wider wildlife, secondary-toxicity 
and also to protect yourself and 
your professional reputation.

“Baits containing the actives 
brodifacoum, difethialone or 
flocoumafen are not authorised 
for permanent baiting.”

TECHNICAL

http://bpca.org.uk


hat are we going to do about wasps? 
Firstly we have to ask ourselves, do 
we even need to do anything about 

them? Surely they have a point to their existence 
beyond causing mayhem? They are, after all, 
pollinators (if not nearly so successful as their 
bee-like cousins), they offer waste disposal, 
clearing away carcasses and other protein-
rich debris and, finally, they are nature’s pest 
controllers. Perhaps we should have a little more 
affinity for these tiny stripy balls of rage, hated 
by so many.

After all, there are many species of wasps 
which aren’t considered pests. They are small, 
beautiful and frankly terrifying but that’s a story 
for another time.

What we really need to talk about 
is the elephant in the room: how do we 
control pest wasps with the loss of Ficam? 
(Considered by many to be the only reliable 
option for management).

What are we currently doing 
about them?
We have a fantastic solution that seems tailor-
made for dealing with large numbers of insects 
in a confined and awkward space.

For starters, for this purpose, we have 
historically tended to use dust, a formulation 
rarely used in any other pest control job but is 
the current mainstay of wasp control. What 
makes dust better than liquid? Well, the 
reason it is good is also the reason that it is 
terrible at most other jobs: it moves with the 
slightest breeze.

This is unlike a liquid formulation which, 
through its physical nature, tends to remain 
largely where it is deposited. Dust will flow and 
move around an enclosed space, perfect for 
voids, even more so for the enveloped nests of 
wasps. Dust will roll around a corner, down a 
tunnel and, even after it’s come to rest, can be 
agitated to move again.

OPINION

NO STINGS 
ATTACHED

Alex Wade from BPCA member company, Wade Environmental, spoke at 
PestEx about a topic that is close to all our collective thoughts and fears. 
The way we carry out wasp work is likely to change drastically over the 

next few summers, Alex shares his thoughts with PPC readers. 

CHANGING 
YOUR WASP 
MANAGEMENT 
TREATMENTS

W
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The second big feature of our current control 
solution is that it uses a chemical with some 
fairly unique properties. Not only is it highly 
effective at killing insects, it most notably has a 
lack of repellence. This means that we can have 
a deposit which can move freely after deposition, 
which allows insects to pass recklessly through 
it. The combination of these two factors almost 
certainly facilitates its movement deeper into the 
nest. And this is the simplicity and uniqueness 
of its success – it means an effective solution 
can be deployed without being able to see the 
nest. We just need to be able to locate the main 
avenues of movement and ingress to a nest.

What challenges will come from 
losing these approaches?
Unlike bendiocarb, the majority of insecticides 
currently on the market are pyrethroids, and 
exceedingly few of these are dust formulations.

And, unlike bendiocarb, pyrethroids are 
repellent which, under normal conditions, makes 
them great tools for flushing insects out of gaps 
or for treating bed nets to deter mosquitoes. Yet, 
as previously mentioned, one of the great boons 
we currently have is the relative lack of agitation 
caused by these treatments.

With a large number of nests not fully visible 
or reachable at the time of treatment, the use of 
a dust that insects will naturally try to avoid can 
cause significant issues with control. Insects will 
cease moving through or even around the dust, 
leading to reduced control or even a total failure 
as the wasps find alternative paths of movement.

Do we have alternatives?
Surprisingly enough, we do.

And they’re not pie-in-the-sky research 
projects coming down the line (although I am sure 
there are a couple of those waiting in the wings!). 
We have options, but the thing is that they don’t 
look like our current favourites, and if they are 
used like a direct replacement with no thought for 
what makes them different, they will fail. 

Even swapping one dust formulation for 
another comes with sufficient changes in 
behaviour and tactics that, if we are not careful, 
will see a persistent failure in control, not through 
a failure of the product but of our ability to 
effectively deploy it.

To put this into perspective, if I asked you to 
hang a picture on the wall, you would probably 
get out your trusted hammer and nails. Perfect 
– a tool and a solution tailor-made for hanging 
objects on walls. Now, what if I tell you there 
are no more nails being produced, but I still want 
that picture hung?

You DO still have a tool bag full of screws, 
and they’ll work for the job, but if you still persist 
in using that hammer to put the screws into the 
wall... well, you’ll still get the picture up but do an 
awful job of it.

It’s not rocket science; it’s hardly even basic 
science. And yet, we are doing precisely this, 
aren’t we? We use all our dust formulations and 
our tools as though they were interchangeable, 
when we know from training and experience 
that they are significantly different beasts.

But the world of insecticides is greater than 
just those contained within dust formulations, 
so why do we limit ourselves? We have a whole 
range of aerosols, for example, specifically 
designed to target nests, some as space 
treatments, others which will create foams and 
other insecticidal barriers.

We also have a huge range of liquid 
formulations. Water-based ones require physical 
penetration into the nest (not impossible 
with the right access kit), but others such as 
emulsifiable concentrates (ECs) (mixed with 
solvents or ready-to-use (RFUs) that have been 
pre-formulated this way), prove incredibly 
effective at being able to dissolve the envelope 
of wasp nests. They require only the smallest 
surface to be visible to be able to penetrate and 
treat from a distance.

We have the tools – we’ve had them for a 
long time – but the ‘new’ thing that we need is a 
strategy to deploy them effectively.

Is all of this a good thing?
I do honestly believe that it is because, while this 
radical operational change will make our lives 
harder, it will also make it even harder for any 
two-bit, cut-rate, powder monkey with a ladder.

We’ve seen the adverts on traffic lights 
or parish billboards: ‘£25 for a wasp nest!’ 
For them, this is an upsell to their job, pocket 

money or just cash-in-hand work for a night out 
on the tiles. For us, these are our jobs and it’s 
our profession. We couldn’t and shouldn’t sell 
ourselves so cheaply, but what choice did we 
have when every ladder jockey had a fire-and-
forget system in their back pocket?

After this change, to control nests you’ll need 
to have a thorough knowledge of the tools to 
ensure that the right one is deployed in the right 
situation, the skills to access those nests, and 
the ability to marry both together to achieve 
swift and lasting control with no callbacks.

Suddenly, for wasp work we can charge a 
price that reflects the treatment programme, 
like any other job we price and do, rather than 
participate in a screaming, spiralling race to the 
bottom.

This change puts wasp control back on par 
with our other work, back into the realm of the 
professional. Use this time to learn and build 
these strategies while we have that safety net 
in place, so come D(ust)-day, we are already well 
ahead of the game.

Are you changing your treatment 
plans this summer?
Are you spending this summer working on 
your wasp management strategies? Are you 
carrying out your own field research with 
products you’ve never tried before?
Let us know how you’re getting on and 
you might feature in the next issue of PPC 
magazine.
hello@bpca.org.uk

“We’ve seen the adverts on traffic lights 
or parish billboards: ‘£25 for a wasp 
nest!’ For them, 
this is an upsell 
to their job, 
pocket money 
or just cash-in- 
hand work for a 
night out on 
the tiles.”
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TAKEN IN BY A 
WINK AND A GRIN

PROTECT YOUR
PEST BUSINESS

FROM SCAMS

Which? Trusted Trader explains some of the main ways fraudsters might target you or your 
customers and shares top tips to avoid your pest control company getting stung.

“Your customers could even 
be targeted by someone 

impersonating you, a 
scammer convincing them to 
transfer money to their bank 

account instead of yours.”

F
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alling victim to a scam can be 
devastating – both personally and 
financially – and fraudsters are coming 

up with ever more sophisticated ways to get 
their hands on your money.

More than £1.2bn was stolen through fraud in 
2022, according to the latest data from industry 
body UK Finance. Although this was less than 
in 2021, it’s still a staggering amount – the 
equivalent of over £2,300 per minute.

But if you know what to look for, you can take 
steps to protect yourself and your customers and 
prevent the theft of hard-earned cash.

Here are four types of scams you might 
encounter as a pest management business 
owner. We also explain how to avoid them.

Authorised push payment scams
Over £485m was lost through authorised push 
payment (APP) – or bank transfer – scams 
in 2022. These are where you are duped into 
transferring money to a scammer pretending to 
be someone else, such as a trusted organisation 
like your bank or HMRC.

Your customers could even be targeted 
by someone impersonating you, a scammer 
convincing them to transfer 
money to their bank account 
instead of yours.

You can help to protect you 
and your customers by taking 
these steps:
	� Be wary of any unexpected 

requests to make a 
payment. Contact the 
company or organisation 
directly (using a phone 
number you know is safe) 
to check whether the 
request really came from 
them. Provide invoices 
and bank details to your 
customers in person 
where possible so they 
can be sure they’ve 
come from you.

	� Warn your customers to be suspicious of 
any emails, letters or calls saying you’ve 
changed your bank details. Ask them to 
contact you directly if they receive anything 
that looks suspicious.

	� Act quickly if you think you’ve been the victim 
of an APP scam, contact your bank to report it 
as soon as possible – as well as the bank you 
sent the money to – and follow our advice to try 
to get your money back. Advise any customers 
who’ve become victims to do the same.

Invoice scams
Invoice fraud involves a criminal pretending to 
be from one of your suppliers. The scammer 
will ask you to change the bank details you 
usually use to pay the supplier so they get the 
money instead.

These scams can be very sophisticated, 
and the criminals can find out real invoice and 
payment details to make their request look 
genuine. They can intercept emails, spoof 
emails from the supplier or even hack into its 
email system.

To avoid invoice fraud, follow this advice from 
the government-backed Take Five campaign:
	� Always confirm any bank account details with 

the supplier directly before paying, either in 
person or over the phone, and check them 
against any details you’ve used previously

	� Don’t use the contact details in an email, as the 
scammers may have changed them - instead, 
check the company’s official website to find out 
how to get in touch or use a phone number you 
already know is genuine

	� Be wary of requests to make payments using 
a method other than the one you usually use to 
pay the supplier

	� If you’re making a payment to an account for the 
first time, transfer a small sum first, then check 
with the company that it’s arrived (using contact 
details you’re sure are genuine)

	� Regularly check your bank statements to look for 
any suspicious payments

	� Contact your bank 
immediately if you think 
you’ve been a victim of fraud

Read more advice for 
businesses from the Take 
Five campaign takefive-
stopfraud.org.uk

CEO scams
This is when a scammer 
sends an email posing 
as someone’s boss 
or another senior 
manager, asking them 
to make an urgent 
payment or change the 
bank details they use 
to pay a supplier.

http://ppconline.org
http://ppconline.org
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The criminals might create a spoof email that looks 
like the real deal, or even hack the boss’s real email 
account to send the request.

If a member of staff transfers the money, they’ll 
be sending it straight to an account controlled by 
the criminals.

To avoid this scam, make sure staff know about CEO 
scams and to do the following:
	� Always check unusual payment requests with 

you directly or with the company they’re told is 
requesting any changes - do this over the phone 
using a number they know is safe

	� Be suspicious of any request to make a payment 
outside of usual processes

	� Be cautious about any unexpected emails or letters 
requesting urgent bank transfers, even if it seems to 
have come from within the company

	� Let you know immediately if they think they’ve been 
a victim of fraud so you can contact your bank.

Companies House scams
A scammer contacts you via a telephone call, email or 
letter pretending to be from Companies House asking 
you to make a payment or provide personal details.

In a scam telephone call you may be told you 
need to pay a late filing penalty, or asked for your 
authentication code or directors’ details, such as their 
dates of birth.

Scam emails may have documents attached or ask 
you to enter your authentication code, or you may be 
sent a fake complaint about your business or request 
to correct information. Some also ask you to click on a 
link to download a document or verify your identity.

Fake letters include ones asking for payment for 
company registration or from prosecuting solicitors 
asking for payment to clear an unpaid invoice.

Advice to avoid Companies House scams:
	� Don’t make payments or provide personal 

information over the phone to someone claiming to 
be from Companies House

	� Never give your authentication code over the phone
	� If you receive any suspicious calls from someone 

claiming to be from Companies House, try to get 
the caller’s return telephone number and contact 
Companies House on 0303 1234 500

	� Be wary of any email that appears to be from 
Companies House, and don’t click on any links, open 
any attachments or reply to it

	� Forward any suspicious email to phishing@
companieshouse.gov.uk then delete it.

For more infomration on Companies House scams 
and what to do if you spot them visit gov.uk/
guidance/reporting-scams-pretending-to-be-from-
companies-house

More from Which?
BPCA members get discounted 
Which? Trusted Trader membership. 
Learn more at 
bpca.org.uk/which

SPOTTING EMAIL SCAMS

BUSINESS
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1. CHECK THE SENDER’S EMAIL ADDRESS
A scam email usually comes from an unrecognisable 
email address. This may consist of random numbers, 
letters or words that have nothing to do with the 
organisation the scammer is impersonating.

To find out if there’s a fraudster behind what 
appears to be a genuine email, hover your cursor 
over or right-click on the sender’s name, and you 
should be able to view the email address behind it.

2. IS THE GREETING IMPERSONAL?
Some email scams include your name in the first 
line of the message. However, not all do.

Sometimes scam emails will just say “Hi” and 
not include a name, or your email address will be 
used after “Hi”. This impersonal approach is a sign 
that it’s likely to be a scammer behind the email.

3. CHECK CONTACT INFO AND DATES
Hover your cursor over anywhere you’d usually 
expect there to be a link in the email.

For example, check the bottom of the email for 
‘contact us’ buttons or links to terms and conditions. 

By hovering your cursor over any links, you 
can see the URL they’ll send you to without 
clicking on them.

It’s also worth checking whether any dates 
in the email are correct. Often, scammers will 
forget this detail.

4. CHECK THE BRANDING
Take a look at the quality of any logos in the email. 
For example, if the images are pixelated, this can 
strongly indicate that the email is a scam.

Compare the branding in the email to the 
company’s genuine website or any genuine emails 
you’ve received from the company in the past. 

5. CHECK IF THE LINKED WEBSITE IS 
LEGITIMATE
If you’ve clicked through to a website from an email 
thinking it is genuine, double-check the authenticity 
of the website before entering any details.

The domain information checker Who.is will 
show you when the website was created. If the 
site was created recently, it’s likely to be dodgy.

If it’s a big brand or company being 
impersonated, open a new tab and visit its genuine 
website to compare the URLs.

If you haven’t yet clicked a link but are being 
asked to do so you can access a message on your 
account, avoid the temptation to act quickly.

Instead, navigate to the company’s website to 
log in to your account. If no message or alert is 
present, you’ll know the email is dodgy.

6. IS THE EMAIL ASKING FOR PERSONAL 
INFORMATION OR BANK DETAILS?
If an email asks you to update or re-enter your 
personal information or bank details out of the 
blue, it is likely to be a scam.

Most companies will never ask for personal 
information via email.

7. DOES IT HAVE POOR SPELLING, 
GRAMMAR AND PRESENTATION?
Scammers are getting better at presenting 
phishing emails that are more or less free of 
poor spelling and grammar - but you should 
still watch out for these tell-tale signs.

You might also notice a lack of consistency 
with the presentation of the email, which may 
include several different font styles and sizes 
and a mishmash of logos.

8. IS IT TRYING HARD TO BE ‘OFFICIAL’?
Scammers often try hard to make a dodgy 
email sound official. They will do this in 
a number of ways, including by using the 
word ‘official’.

You are unlikely to see the messaging 
in a truly official email shouting about how 
official it is.

Scam emails may also contain information 
such as account numbers and IDs designed 
to trick you into thinking the email is genuine. 
Check any of these against your records to see 
if they match.

9. IS IT TRYING TO RUSH YOU?
Fraudsters will try to pressure you with time-
sensitive offers, encouraging you to act now or 
miss out on ‘exclusive’ deals.

Take your time to make all the checks you 
need. If the message regards an account 
you have with the company, organisation or 
retailer, you should log in separately to your 
account in a new tab or window.

It’s better to miss out on a genuine deal 
than risk compromising your personal details.

10. CHECK WITH COMPANY, BRAND OR 
DEPARTMENT
If you’re still unsure whether a scammer 
is behind the email you received, get in 
touch with the brand or company featured 
in your email directly via social media or its 
‘contact us’ page.

Check the brand or company’s help and 
customer services pages. Big companies are 
sometimes aware of scams and publish advice 
for customers on what to watch out for.

http://bpca.org.uk
mailto:phishing@companieshouse.gov.uk
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PPC  Can anyone get into pest control?

LC  If I can, anyone can. I learned my trade by 
working for bigger companies and then three 
years ago decided to go solo.

MS   I came from a completely different trade. 
I fell into it as many people do. The thing was, I 
absolutely loved it; the work, the experience and 
people you meet are unbelievable.

KG  I’d worked in retail and then started 
at John O’Conner in admin for the ground 
maintenance team. I just got the buzz for pest 
control, quite literally!

You never know what the day is going to bring. 
I did my Level 2 and built on that – now we have a 
separate pest control division and I’m the manager.

DW  I worked in the food industry and I used to 
get this guy every six weeks with a pest control 
report for me to sign. I didn’t want to manage 
a contract I didn’t understand, so I did the 
BPCA eight-day course about pest control. I got 
qualified three months later. 

I’d done quite well, got an award, then had a 
lot of approaches from pest control companies 
who wanted me to work for them. So yes – 
anybody can be a pest controller.

PPC  If I set up my own company, how do I 
create a profile?

LC  I already had a name, but through other 
businesses, so we pushed to Facebook, 
Instagram, TikTok and LinkedIn. 

You are the product. You just have to find 
out what your market is – are you bird-
proofing? Contract-based? Residential? Find 
your market and pursue it.

PPC  What support is there for new businesses?

KG  We found that BPCA was a huge support 
for us. Finding a new technician is never easy.

We use BPCA’s onboarding programme 
to make sure that our technicians have a 
full understanding and awareness of what 
they need to do in the role. It supports new 
technicians and we all do the CPD to keep 
up with legislation and ensure we’re all 
continually learning.

BPCA has been a massive support and 
there’s so many functions from the templates 
and guides to support with tenders or if there 
are any problems. We use every function that 
BPCA has to offer. And there are lots of great 
people out there who will support you and give 
you advice.

MS  I was part of BPCA’s Professional 
Standards Committee, then the Servicing 
Committee, both of which were part of getting 
the onboarding and suchlike going. 

If you’ve got young people coming in, the 
onboarding programme is absolutely fantastic. 
It takes the onus off businesses to create 
their own onboarding system and ensures 
new people coming into the industry are being 
taught the correct way.

We’ve had people go through the 
onboarding who then passed the RSPH with 
flying colours – it was obviously worthwhile 
and it saves us time in the end.

PPC  How can I find a mentor?

MS   I’m an old dinosaur! When describing a 
mentor, I had to look it up in the dictionary. 
It’s defined as ‘an experienced and trusted 
adviser.’

That’s very relevant. It goes through the 
whole industry from top to bottom. Are older 
people experienced and trusted advisers? People 
who are mentoring others – are they really up to 
it? If you’re mentoring, always remember you are 
in a privileged and responsible position.

DW  Mentoring is a very difficult thing to do in 
our industry. 

If you’re mentoring someone and you don’t 
understand the role, you can pass on bad habits. 
A mentor isn’t necessarily someone who’s been 
in the company since year dot, though those 
people can help with understanding contracts 
and paperwork.

But a mentor is an expert with experience 
who won’t put you wrong. I do a lot of mentoring 
for women and young people coming into the 
industry. I’m available!

Having a mentor is having someone to 
support you and who can set you right in what 
you’re trying to achieve in your business – and 
that could be someone you’ve met here today.

LC  Two years ago, I had been a BPCA member 
for one year. I had a question and shared it 
with BPCA’s President and a few of the older 
members that have a lot of input and say in the 
Association. 

If you’re open to listening and asking 
questions, they are not scary. None of us are 
scary. If you’ve got a question and need an 
answer, message people! We are all out there 
to help each other. We all want to keep our 
customers and clients happy.

PPC  Why should I get qualified if the law 
doesn’t require it?

MS  You don’t have to get qualified. But if you 
do anything wrong, you’re going to be in a 
court of law.

I did a five-year apprenticeship as an 
electrician – you wouldn’t want an unqualified 
electrician working on your home. Why shouldn’t 
we be called professional pest controllers?

We’re very qualified people dealing with 
dangerous stuff. Some of the work that 
technicians do can be extremely dangerous, so 
why shouldn’t we have a proper qualification to 
say we are indeed ‘professionals’?

OPINION

STARTING 
BLOCKS Where should you begin in pest control? Do you need experience working on the tools to 

start a business? What are the barriers to entry? At PestEx 2024, we asked several 
members about how they started out. We’ve summarised the conversation here. 

Dee Ward-Thompson 
DW   BPCA

Lewis Clarke LC  
LRC Environmental

Karen Green KG  
John O’Conner

Malcolm Stowell MS  
Safeguard Pest Control
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BPCA is fighting to put this forward. If there’s 
ever a survey that comes out, please respond. 
It’s only by your input that we can make that 
professional recognition happen.

LC  I want to get rid of the window cleaner who’s 
got a bit of rat killer in the back of his shed and 
doesn’t worry about whether that’s going to kill a 
barn owl or a bird of prey next door.

It’s about reputation. We’re selling a product. 
You don’t want to sell pest control, you want to 
sell professional, clean, crisp, qualified services. 
We did a loft clearance last week – the 
electrician, the plumber and roofer wouldn’t go 
in because of rats.

We went in first with specialist equipment, 
making it safe for the other trades to do their 
work. We are out there providing a service that 
other people don’t want to do, and we’re doing 
it properly.

KG  I think everyone needs it – we need to show 
we are professionally trained. I wouldn’t want to 
have any of my technicians without it.

If you go for bigger contracts, they ask about 
training and qualifications. It’s like any career – 
you’ve got your ticket to show you’re fully trained 
and are doing things properly. We know what 
we’re doing and we’re doing it correctly.

DW  We insist that people are qualified before 
they join the Association. We’re the only 
Association that makes people prove they are 
qualified and have CPD, so our members can show 
that they’ve done their due diligence.

Your clients don’t have to check that you’re 
qualified, they know by seeing the BPCA logo.

PPC  Which course should we be looking at?

DW  It depends on what you’re interested in.
Understand your public health pests, that’s 
your foundation. Once you’ve got that, think 
about what makes you tick. When I started, I 
was interested in rats and mice, but then got 
into insects really quickly. That was my area to 
specialise in.

We get very passionate about things we’re 
really interested in. In pest control you have 
to be a bit of a Jack-of-all trades, but don’t try 
to be an expert in all of them. If you love rats, 
then focus on that. Match your training to your 
business model so you’re in a position to do 
the best job you can.

KG  I agree. It’s important to specialise in what 
you want to do. Our technicians do the Level 
2 Award in Pest Management which is your 
basic requirement.

I did my ‘steps to management’ training 
because I wanted to go that way. We’ve 
started doing more bed bugs and so we’re 
going deeper into that, which I’m really 
passionate about. Have a starting point and 
build on it.

MS  People come into this industry, take RSPH 
Level 2 and that’s where it stops and they 
don’t keep up with the times.

You should always educate yourself to learn 
about insects, rodents and wildlife. If you want 
to be an expert, follow your dreams but keep 
your learning going.

LC  Keep learning is absolutely right. 
I failed at school completely; I had to re-sit 

all of my exams. I went down the work route 
because I can work out the practical things, 
but I can’t work out pen and paper. 

It doesn’t matter though – if you work with 
BPCA, your suppliers, you’ll find out what you 
need. I’ve done courses on spraying, safe 
handling and storage of chemicals. Extra courses 
that I didn’t necessarily need to do, but I’ve 
learned something.

PPC  Does being a BPCA member give you a 
better chance of winning tenders?

LC  Without the BPCA I wouldn’t get them. I 
enjoy agricultural pest control. As soon as they 
see BPCA, you sail through it.

At one job, the auditor didn’t ask about a 
qualification certificate or insurance, they asked 
“have you got your BPCA registration certificate?”

DW  We work with suppliers, supermarkets 
and so on, to make sure BPCA is in those 
specifications. The bit we need you guys to do 
is help us change the ‘rat man/woman’ image – 
that’s the amateurs. 

We want people to know that we are 
professionals - show them what you do. Show 
your qualifications, that you’re continuously 
learning. Changing that image is the only way 
we will get to a point where hopefully only 
professionals can use professional products.

MS  I joined BPCA because I wanted to help move 
it forward. They’ve got masses of documents that 
will help you no end. They know people; these 
people are immensely knowledgeable and will 
spend time talking to you.

Ian Andrew joined the BPCA around six years 
ago and has taken the Association forward in 
leaps and bounds. The BPCA Staff team does a 
great job so please use them, they are there for 
you. They’re here to work for and with all pest 
control companies – small, medium and large.

Got a  tip for those starting out?
Send it in and your opinion may appear in a 
future issue.
hello@bpca.org.uk

“We’ve had people go through the 
onboarding who then passed the 
RSPH with flying colours – it was 
obviously worthwhile and it saves us 
time in the end.”
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e’d like to introduce you to TrustMark, 
the only UK Government-endorsed 
quality scheme for work carried out in 

and around the home. This new member benefit 
is another way to grow your business and give 
your customers peace of mind, knowing that 
you’re a reputable tradesperson.

At TrustMark, we’re passionate about 
quality and assurance, and what that means for 
homeowners and our Registered Businesses.

Since we started in 2005, we have worked 
to drive up standards across the industry and 
improve the protection offered to homeowners 
when having work done.

We’re a not-for-profit business which means 
we can focus on our customers – tradespeople 
and homeowners – and not on shareholders. We 
continually reinvest into the scheme to enhance 
the support we provide to our Registered 
Businesses and consumer protection.

We help homeowners find a skilled, trained 
and competent tradesperson to carry out the 
work they need through our online search 
facility, ‘Find a Trader’.

If you’re a tradesperson looking to 
demonstrate your commitment to doing a great 
job with high levels of customer service, you 
can apply to join around 15,000 other 
TrustMark Registered Businesses.

Licence to operate
TrustMark is a not-for-profit social enterprise that 
operates under a Master Licence Agreement 
issued by the Government’s Department for 
Business and Trade. This Agreement sets out what 
we do and how we do it.

We licence and work with our network of 
Scheme Providers – of which BPCA is now a 
Provider – and they are all committed to meeting 
the requirements of our Quality Scheme.

In turn, our Scheme Providers licence and work 
with their TrustMark Registered Businesses to 
ensure they commit to, and maintain, the required 
standards of technical competence, trading 
practices and customer service.

These practices provide assurance and 
confidence for homeowners when they use a 
TrustMark Registered Business and, for the trades, 
it demonstrates quality and professionalism.

Our Scheme Providers
TrustMark licenses and audits over 38 Scheme 
Providers with around 15,000 Registered 
Businesses, all of which are committed to 
maintaining the required standards of technical 

competence, trading practices 
and customer 

service. These encompass over 150 different 
service types and include everything you might 
expect, from plumbers, electricians and builders to 
carpet cleaners, landscape gardeners and leadwork 
specialists – and now pest professionals! BPCA 
is the only TrustMark Scheme Provider for pest 
management businesses.

Under TrustMark Framework Operating 
Requirements*, Scheme Providers are responsible 
for the conduct of their members and must 
help resolve disputes between businesses and 
customers. If the dispute is complex, the Scheme 
Provider may suggest using an Alternative Dispute 
Resolution (ADR) provider to help.

Dealing with disputes can be stressful for the 
homeowner and the business. Our priority is to 
achieve fair, timely and cost-effective solutions. 
Our role is not to investigate specific consumer 
complaints, but we work closely with Scheme 
Providers, and their Registered Businesses to 
ensure that correct processes within the TrustMark 
quality scheme have been followed.

Who we work with 
We work closely with several partner organisations 
that share our mission to raise trading standards 
and improve consumer protection. Working 
together, we can enhance the work our Registered 
Businesses carry out, and offer advice and support, 
ranging from safety online to energy use.

Our partners span many sectors and range from 
finance, government, accommodation, and charities 
to consumer protection professionals and energy 
efficiency. They include Age UK, Airbnb, Chartered 

MEMBER BENEFIT IN FOCUS

ON YOUR MARKS!
BPCA Servicing Members can now become TrustMark Registered 
Businesses. We asked Nicola Waller, Membership Director at TrustMark, to 

introduce the new member benefit and explain the scheme in detail.

W
“We work with third 
parties to identify 
and create new 
avenues for work 
opportunities across 
all our trades.”

BUSINESS
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Trading Standards Institute, Citizens Advice Bureau, 
Department for Business and Trade, Energy Saving Trust 
and Grand Designs, to name just a few.

Exclusive offers and discounts
TrustMark has teamed up with several industry-leading 
organisations to offer Registered Businesses exclusive 
offers and discounts which will benefit them both in their 
working and personal lives. They include the following:
	� AA – business breakdown cover
	� ARMD – protect tools with a unique new 

protection package
	� Churchill Expert – 10% off business insurance
	� EasyToolhire – 20% off on all hire tools and equipment
	� Fuel Card Services – save up to 10p per litre on fuel
	� Europcar – hire a car or van from 3,835 locations in 

over 140 countries worldwide
	� Mellor Financial Training – 75% saving on 

finance training
	� My Staff Shop – Employees can get savings on their 

food shopping, holidays, dining etc
	� Octopus Electric Vehicles – cost-effective vehicle 

leasing options
	� Vendigo – flexible financing options for their customers
	� Wickes TradePro – 10% off every sale.

Helping your customers
TrustMark also produces guidance and help for its end-
users - your customers. Helpful guides and articles can 
be found on the TrustMark website in the homeowner 
section. One of these tools is the TrustMark home 
improvement app.

Free to download, TrustMark’s unique ‘one-stop shop’ 
home improvement app is aimed at helping consumers 
to better understand the process, requirements and 
considerations around having home improvement work 
carried out on their property. The app guides consumers 
through the many steps and considerations involved in 
improving their home, assisting them to ask the right 
questions of tradespeople, particularly when this may be 
their first experience.

The content includes information a homeowner needs 
to consider when planning a project - from finding skilled 
and competent tradespeople to agreeing on a contract 
and what to expect, project timelines, example costs, 
planning permissions, building regulations and insurance 
requirements, health and safety considerations and much 
more. The next update will include pest control!

* trustmark.org.uk/docs/default-source/
scheme-documents/framework_operating_
requirements-v2-6.pdf?sfvrsn=d749507_2

Learn more
TrustMark Registration is included as part of BPCA 
Servicing membership. For further information about 
TrustMark and what the quality mark can provide 
for your registered business, visit bpca.org.uk/
TrustMark

As a BPCA Servicing member, you’ll get access to the following TrustMark benefits:

Access to new work

	� We work with third parties to identify 
and create new avenues for work 
opportunities across all our trades

	� We provide access to exclusive 
finance and cashback options 
for your customers from leading 
financial institutions

	� We are recommended by lenders, 
local authorities and well-known 
brands and services.

Build your business

	� Customers can easily find you 
using TrustMark’s ‘Find a Trader’ 
online directory

	� Your unique TrustMark profile, which 
you can link to your website, will let 
you manage customer enquiries, 
track progress, manage your business 
presence and build positive feedback

	� Visible campaigns and marketing 
support – displaying the TrustMark 
logo on your letterheads, marketing 
material, website and vehicles will 
provide additional assurance to 
potential customers that you are a 
quality business

	� Benefit from our marketing initiatives 
aimed at driving customers to the 
TrustMark website and gain more 
exposure for your business

	� Trading Standards – as a TrustMark 
Registered Business, you will be 
eligible for our national Trading 
Standards Approved scheme 
(£90.00+VAT).

Making your life easier

	� 24/7 access business portal 
- promote your business with 
a personalised profile page to 
showcase your work, collect 
reviews and build your reputation

	� Quality management and continual 
improvement – access to advice, 
guidance and template contracts all 
based around the TrustMark Code of 
Conduct, providing clear legislative 
support in partnership with Trading 
Standards.

Protecting you and 
your customers 

	� We provide guidance on managing 
and resolving customer complaints 
including access to the independent 
Dispute Resolution Ombudsman 
(DRO) service, giving businesses 
and customers the tools to handle 
complaints in a smooth and 
professional manner

	� Protect your payments – using 
Trustmark’s low-cost payment 
protection (Escrow) service provides 
a protective financial arrangement 
when entering into a contract for 
both Registered Businesses and 
your customers

	� Becoming a TrustMark business 
means that you may be able 
to access finance options and 
cashback offers provided by our 
partners, to help remove financial 
barriers for your customers.

BENEFITS OF BEING REGISTERED

 No additional cost 

for BPCA Servicing 

members.
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efore we discuss the BPCA complaints 
process and how we deal with them, it’s 
crucial to set out readers’ expectations 

– a key to all successful communication, and a 
significant step in dispute resolution.

BPCA has one overriding goal: to drive 
excellence in pest management. This is our motto 
and our mantra. It means that we want to provide 
the end-user with a reliable route for contracting a 
professional pest management service. 

We do this in many ways, such as ensuring 
qualified pest professionals have continual 
professional development, Codes of Conduct 
and Best Practice, and a detailed in-person 
assessment process. 

We also do this by providing the consumer 
with a route for raising concerns and complaints 
about any work a member company may have 
carried out. This provides confidence and an 
element of security in that the consumer can have 
support at hand if, in unfortunate circumstances, 
they’re not happy with a service they receive from 
a BPCA member. 

This is also a benefit to members as consumers 
will actively seek out the BPCA logo because they 
have this extra level of support. 

We don’t see complaints as a smear on 
your company’s reputation. We see them as an 
opportunity to put the spotlight on an area of 
work that may have fallen short. Through this 
spotlight, we can work together to raise standards 

and, ultimately, improve the pest 
management industry.

What kind of complaints does 
BPCA deal with?
BPCA is a membership organisation and, as such, 
can only deal with complaints that are related to 
member companies. 

For any customer who experiences a bad 
service and cannot resolve the issues directly with 
the organisation, BPCA can assist in reaching an 
amicable solution by working with both parties. 
This is referred to as mediation.

BPCA can take complaints regarding: 
	� Poor pest control service (public health, wildlife)
	� Poor customer service standards 
	� Suspected illegal conduct 
	� Unprofessional conduct 
	� Concerns over health, safety and well-being.

However, we can’t look at complaints about:
	� Issues that happened more than a year ago 

(unless there are special circumstances)
	� Employment, personnel or most 

contractual matters
	� Legal proceedings are already underway
	� Non-member companies
	� Non-pest control-related services (for example, 

specialist cleaning)
	� Hearsay, opinion, informal second opinions or 

complaints lacking evidence.

What is ADR and what’s changed?
An ADR scheme is a way of resolving disputes 

between consumers and traders 
without going to court. 

BPCA has always 
provided a route for 
customers to raise 
concerns about its 

members – 
this hasn’t 

changed.

However, after refining some processes and 
changing the way we keep records, BPCA is now 
an ADR scheme provider certified via the Chartered 
Trading Standards Institute.

The law and ADR
Alternative Dispute Regulations 2015 introduced the 
need for traders doing business with consumers to 
be able to point to an ADR scheme when in dispute.

The regulations did not make participation in ADR 
schemes mandatory for traders, but they required 
almost all businesses that sell directly to consumers 
– and cannot resolve a dispute in-house – to point 
them to a certified ADR scheme and declare whether 
or not they intend to use that scheme.

Government has been slow to ensure this 
regulation has been adopted. However, ADR 
has come back into focus as a key element of 
necessary post-Brexit legislation.

The Digital Markets, Competition and 
Consumers Bill is working its way through 
Parliament, and it aims to lay down a duty on the 
trader to notify consumers of ADR arrangements 
and will cover:
	� The making of the contract
	� Anything done by the trader before or after 

making the contract
	� Any obligations of the trader under or relating to 

the contract
	� The performance by the trader of its obligations 

under or relating to the contract.
bills.parliament.uk/bills/3453
The Bill states the trader must, when 

communicating the outcome of the trader’s 
consideration of the complaint to the consumer, 
also inform the consumer about any ADR or 
other available arrangement if the consumer is 
dissatisfied with the outcome.

MEMBER BENEFIT IN FOCUS

GRIEVANCES, GRUMBLES 
AND GRIPES MEMBER COMPLAINTS AND 

ALTERNATIVE DISPUTE RESOLUTION

BPCA Technical Manager Natalie Bungay is responsible for investigating complaints 
and ensuring that BPCA members comply with BPCA’s standards. Nat examines the 
process and how the new alternative dispute resolution (ADR) scheme could be a 
fantastic new member benefit for your company.

BPCA members can now 
promote being part of an ADR 
scheme on their website or 
documentation 
Suggested wording is: “[Your Company] is 
a part of an alternative dispute resolution 
(ADR) scheme through our membership of 
the British Pest Control Association (BPCA). 
By choosing us as your contractor, you can be 
assured that a third party service is available 
for mediation should you ever need it.”

B
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What happens when BPCA receives 
a complaint?
The first thing we will do is listen to the 
complainant and understand what they are 
experiencing, both good and bad. These notes are 
taken in various ways but normally via email and 
phone conversations. 

Often, a complaint is easy to deal with, and 
we’re dealing with a little miscommunication that 
is resolved by a simple conversation. 

However, sometimes the issues may be a little 
more complicated. That’s when a consumer can 
utilise the BPCA complaints page at bpca.org.
uk/complaints. This sets out the expectations 
for how complaints are handled.  We then require 
a form to be submitted detailing the intricacies of 
the complaint.

The next stage is for BPCA to contact the 
member in question. This 
is, where possible, done 
initially by telephone and 
then followed up by an 
email with the complaint 
details attached. 

We always like to speak 
with members before 
sending out an email that 
states ‘complaint received’ 
in the title, as this can 
sometimes seem worrying 
for members. But we always want to ensure that 
our members see this process as a benefit to 
them and the consumer. Who wouldn’t want to 
know about consumer issues where their business 
reputation is at risk? 

Following these initial communications 
with the complainant and the member, 

BPCA will ask for feedback from both sides. 
Depending on the complaint’s intricacies, this 
process can take anywhere from two weeks 
to two months to complete. 

BPCA works hard at making sure the 
consumer goes away happy and the member 
company has benefitted from the support and 
guidance of the Association. 

What about members complaining 
about members?
Dissatisfaction between members can arise 
because of misunderstandings or a breakdown 
in communication and can often be resolved 
by direct discussion with the fellow member 
concerned.

Respectfully reaching out to a fellow member 
to raise a concern almost always results in 

positive actions. We just 
need to keep it civil!

If your own efforts to 
resolve a grievance fail, 
then the Association may 
be able to investigate the 
matter on your behalf. 

Any complaint must 
be made in writing to the 
Chief Executive. A letter 
(ideally on your company 
letterhead) should be sent 

to the Association’s Derby office setting out the 
details of your complaint. 

The letter must include copies of all 
correspondence between yourself and your fellow 
member and any evidence of the alleged improper 
conduct. It should be noted that hearsay is not 
acceptable evidence and will not be considered.

Reporting authorities for suspected breaches of the law

Health and safety in UK workplaces Health and Safety Executive (HSE) hse.gov.uk/riddor/report.htm

Pesticide misuse in factories, farms, public amenities, 
hospitals, nursing homes, schools and colleges HSE 0300 003 1647 

hse.gov.uk/contact/concerns.htm

Pesticide misuse in leisure premises, hotels, shops, 
restaurants, home gardens Local authority (LA) inspectors Your council’s website, or you can consult gov.uk

The environment Environment Agency (EA) in England 0800 80 70 60

Northern Ireland Environment Agency (NIEA) 0300 200 7856

Natural Resources Wales (NRW) naturalresources.wales/about-us/
contact-us/report-an-incident

Scottish Environment Protection Agency (SEPA) beta.sepa.scot/about-sepa/contact-us/
report-an-environmental-event

Wildlife Department for Environment Food and Rural Affairs 
(Defra) Wildlife Incident Investigation Scheme (WIIS) 0800 321 600

Selling professional-use rodenticides incorrectly The Campaign for Responsible Rodenticide Use 
(CRRU UK)

thinkwildlife.org/stewardship-regime/
report-a-concern

Selling amateur use rodenticides incorrectly HSE 0300 003 1647 
hse.gov.uk/contact/concerns.htm

Selling other pesticides HSE crd.ppp.compliance@hse.gov.uk

hearsay
/ˈhɪəseɪ/ 

[ heeuh-say ]

noun

Information received from other people 
which cannot be substantiated; rumour.

“I’ve heard that Roadkill Pest Control is 
selling mousetraps to school children.”

BUSINESS

Does anyone ever really get 
kicked out of the Association?
Members do get removed from membership 
if they fail to meet membership criteria 
or refuse to take remedial action when a 
complaint is made. This is pretty rare, as we 
work closely with members to put things 
right when they go wrong. Members are 
expelled by the BPCA Executive Board. 

Expulsions for non-compliance: 2024  2 
members (to April); 2023  3 members; 2022  
3 members.

Want to complain about 
someone who is not a 
member?
BPCA can only take complaints regarding our 
own members. If there is a concern about a 
non-member pest control company, consider 
the following:
	� If the company is a member of another 

trade association then report to them in 
the first instance

	� If the company is suspected of breaking 
the law then report them to the 
appropriate authority (see table).

http://bpca.org.uk
http://bpca.org.uk/complaints
http://bpca.org.uk/complaints
http://hse.gov.uk/riddor/report.htm
http://hse.gov.uk/contact/concerns.htm
http://gov.uk
http://thinkwildlife.org/stewardship-regime/report-a-concern
http://thinkwildlife.org/stewardship-regime/report-a-concern
http://hse.gov.uk/contact/concerns.htm
mailto:crd.ppp.compliance@hse.gov.uk


38      PPC115 MAY 2024 ppconline.org

YOUR ASSOCIATION

MEET THE MEMBER

TOO TALONTED

PPC  We hear a lot about people ‘falling into’ 
pest control, but you went for a pest control job 
initially?

PG  I got into the industry when I was 18. I was 
at college in the second year of a sports coaching 
course, but I’d become disillusioned and bored 
with it. I went to the JobCentre to see what was 
available, and there was a job posted for a trainee 
technician at a fumigation company.

I thought it was a pest control technician – I 
didn’t realise there was a difference between 
fumigation and pest control!

My uncle worked as a pest controller for 
Manchester City Council then, so I thought I’d do 
similar work. He’d spoken to me about his job, and 
it sounded quite enjoyable, so I applied.

It wasn’t until I started that I realised that 
fumigation was a little bit different to your normal 
pest control.

PPC  There are definitely a few differences. So, 
you had some knowledge from your uncle, but not 
necessarily about fumigation. Was that a steep 
learning curve in your first job?

PG  Very! But it was enjoyable as well. In my 
mind, I would be working on a little area, probably 
somewhere around Manchester, going into 
peoples’ houses, doing ants and rats and mice.

The reality hit on the first day when we had 
a job somewhere in North Yorkshire to fumigate 
about 100 tonnes of cocoa beans. It was totally 
unexpected, but I really enjoyed it.

I got qualified in pest control, fumigation, 
wildlife management and bird control, and 
gained quite a lot of varied experience from heat 
treatments to netting jobs, spiking, all that type of 
stuff but, after 10 years, I thought it was time to 
leave and work somewhere else.

I got a job with Warrington Borough Council as 
the Pest Control and Dog Warden Supervisor.

PPC  The dog warden bit must have been 
completely different to what you’d done before.

PG  Totally. I actually bluffed my way into that job 
because when they asked about how I was with 
dogs, I just said, ‘Oh yeah, great,’ when, in truth, I 
was petrified!

It was a bit of a sink-or-swim situation, but 
luckily, I didn’t have to handle the dogs much; I 
was just supervising. I did eventually get used to 

the dogs – to the point that I’ve had three myself 
since then!

The first dog I had was one that was handed 
into the service. Molly was only a puppy, and I’ve 
still got her to this day. She’s nearly 15 but still 
going well.

PPC  That’s very cute! Moving on to Urban Hawks, 
at what point did you decide to set up on your own?

PG  It took another 10 years or so. I worked for 
other companies and kept telling myself I should do 
it. I then got moved into a sales role, which I never 
thought I could do but actually did really well in.

After about two years, I thought, ‘I can do all 
the work, I can sell the work – why am I not doing 
it for myself?’ So that was the final piece of the 
jigsaw, really.

I just took the plunge. It wasn’t ideal timing. We 
had a 12-month-old child and then I handed in my 
notice a week before our wedding. As if life wasn’t 
stressful enough, I just decided to add to it!

I think that was probably the push I needed – I 
had to make it work. I did a detailed business plan, 
set my targets and got to work.

I’d been going for about two months when 
it really took off. I got a bird mitigation job for 
Amazon and it was dawn until dusk, seven days a 
week from March until June.

One of my last roles as a tech was in bird control 
and using birds of prey. I’d had birds of prey myself, 
so I set up the business as Urban Hawks, doing 
pest control and bird management but not really 
looking at fumigation initially.

By the third month, I’d had several customers 
asking if I still did fumigation. Now, the business 
is about 50/50 fumigation and bird control.

PPC  Were you flying solo in the early years? 
And how big is your team now?

PG  At first, it was just me, with the 
occasional sub-contractor or part-timer.

After two years, I took on my first 
member of staff, Steve Evans, who I’d 
worked with in my first job.

My wife is a chartered environmental 
health officer, so she had a career of her 
own that took a lot of time and hours, but 
she joined the business about two years 
ago. She qualified in fumigation and has 
been instrumental in changing the way 
we work.

James Garrett is also on the team, along 
with new recruits Max and Jay.

PPC  Let’s talk about your birds of prey. How 
many do you have at the moment?

PG  We’ve got five at the moment that are 
owned by the company. Every member of 
staff is a falconer – we all do it as a hobby 
as well, so between us, we’ve got maybe 
30 or 40 birds. That’s more than we need, 
and any of us can use the company birds, 
but we all use our own as well, so we can 
get straight out on jobs.

PPC  Tell us about some of the bird jobs 
you do.

PG  We do a lot of bird deterrent work 
across different industries. We cover 
everything from universities and schools to 
chemical factories and ports. Probably the 
most interesting are bird mitigation jobs on 
greenbelt or long unused land.

Paul Gill charts his career in pest control over more than 25 years, from accidentally 
getting a job in fumigation as a teenager to launching Urban Hawks.

“I’d been going 
for about two 
months when 
it really took off. 
I got a bird mitigation job for Amazon 
and it was dawn until dusk, seven 
days a week from March until June.”
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They call us in to be there from dawn until 
dusk with dogs and birds of prey, so it’s not a 
desirable site for nesting. We’re there daily, right 
up until the point they put a spade in the ground.

PPC  And the fumigation side of the business?
PG   That also took off quickly. At the same time 

that we got the first big bird job, we also got our 
first fumigation for about 4,500 tonnes of grain. 
I was flying solo, totally unprepared for it. It 
was a sudden big investment in the fumigation 
tarpaulins, getting all the gear and materials, 
and we’ve never looked back since.

The demand is there, it’s regular and 
it’s growing.

Not that many companies do fumigation and 
the ones that do generally use phosphine. We 
got registered around three years ago for a 
fumigant called Profume which is only used by 
us and another company in Britain.

It’s like a specialism within a specialism. 
We’re a registered user, and we have to be part 
of a stewardship scheme. All our staff have to 
be audited and take exams every year, so that 
keeps us on our toes and helps with 
the CPD a bit.

PPC  You talked about setting and meeting 
targets for your business. That doesn’t happen 
just by chance, does it? You have to put in 
the work.

PG  Absolutely. I’d say to anyone thinking about 
making the leap: do a business plan. Work out 
your finances and the target of what you need 
to achieve.

You’ve got to be adaptable, take on lots of 
different roles – be able to sell, do the finance, 
the marketing, so many other things like that.

Just be realistic with yourself. Get a business 
plan sorted, set your targets and keep it realistic; 
you should be able to make a go of it.

Want to be interviewed by PPC?
We’re always looking for members to tell 
their stories in PPC magazine. If you have an 
interesting journey to share, let us know! 
hello@bpca.org.uk

PPC  First, congrats on being voted onto the 
Executive Board – and welcome back to Martin! 
Martin, what made you decide to return for 
another stint?

MC  I felt like I had unfinished business, to be 
honest. I didn’t leave by choice, it was out of 
necessity with Covid kicking off, and I needed to 
focus on work as we’re a small business. And we 
were a much smaller business at the time, so I 
still had a lot I wanted to do.

PPC  Anna and Rebekah, you’re both new to 
the Board, but you are both on other BPCA 
committees. Can you tell us how you’ve found 
volunteering on committees so far and why you 
decided to go to the next level?

AM  I was in the Outreach and 
Communications Committee and have filled 
in on the M&D Committee at times. I wasn’t 
aware that I could have so much of an impact 
on BPCA with volunteering.

From there I thought, let’s take this a notch 
up. I speak to a lot of sole traders and SMEs 
and people talk to me and share their opinions. 
So, I think my purpose on the BPCA Board is to 
represent the people I speak to daily.

RC  We became members of BPCA only a couple 
of years ago. That’s when I found out that there’s 
a lot more to BPCA than what I’d first thought.

I joined the Equality Diversity and Inclusion 
(EDI) Committee and I got a lot of value from 
that, and achieved a real insight into the 
industry itself.

I set up my own business when I was 24, 
which is very young in this industry. I came in 
with little to no experience and struggled to get 
the information I needed to expand. By joining 
the Board, I hope I can bring more opportunities 
to represent smaller businesses and create 
opportunities for people to join the industry.

PPC  Do you think you would have ever applied to 
the Board without being on committees before?

AM  I would not have jumped onto the Board if 
I hadn’t done the committees first. My idea of 
BPCA as a body, and what my influence as a 
member is, were two different things before.

Once your eyes are opened, you suddenly 
realise that BPCA is made up of its members, 
and its members determine what happens. I 
learned that from spending time on committees, 
and it showed me I could be valued on the Board 
and help shape the direction of the Association.

YOUR ASSOCIATION

Run by pest professionals for pest professionals – the BPCA Executive Board sets the 
strategy of the Association. Following our 2024 election, members chose three new 
directors to join the Board. We caught up with them after their first meeting to see 
what they’re bringing to the table. 

Rebekah Carral RC  
Barricade Pest Control

Martin Cobbald MC  
Dealey Environmental 

Anna Mollins AM  
PestFix

/continued...

“Once your eyes 
are opened, you 
suddenly realise that 
BPCA is made up of 
its members, and its 
members determine 
what happens.”
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PPC  You all represent fairly diverse types of 
pest control businesses: a servicing member in 
Scotland; a distributor from southern England; 
a fumigation expert from East Anglia. How do 
you think this helps when setting the direction 
of the Association?

AM  I’m from an M&D member in the very south 
of England, so we are completely different from 
many of the servicing members. Through being on 
committees and getting more involved in BPCA, 
I found that my skills, advice, and opinions can 
impact the industry.

I hope I represent a collection of skills that 
perhaps others don't already have on the Board.

RC  What I’ve found over the years in Scotland is 
that courses, training sessions etc are very few and 
far between. There’s maybe one or two in Scotland 
a year, and even then the uptake on those courses 
is very small. So I’m excited to bring more Scottish 
representation, even though Chris Cagienard does 
a fantastic job as BPCA’s President. 

We’ve seen with glue boards that we’ve got 
this separation between the different parts of 
the UK, and this highlights the need to ensure 
representation from all parts of the UK.

MC  We’re right in the east of England, which is 
the breadbasket of the country. We’re in proper 
farming country, which means we are into 
fumigation. It’s great to have representation of 
that tiny niche of our sector.  

PPC  Martin, having been on the Board previously, 
what are you looking forward to the most about 
being back?

MC  I want to talk about licensing. It’s a largely 
unregulated industry, and if it is regulated, it’s 
regulated through supply.

I think fumigation indeed has shown that 
regulation is workable. If we had a better-
regulated industry, I think professionals would 
see great benefit from it, as well as seeing our 
public profile increase.

AM  That’s right, public opinion needs to be 
changed so that the importance of licences 
and qualifications matter too. We can flash 
a load of badges and things but we need to 
show why these regulations matter and how 
they signify professionalism.

PPC  What are some goals that you’re all hoping 
to achieve from your time on the board? 

AM  Mine is just to apply my skills to benefit 
every member of BPCA and the wider pest 
control industry, while being a voice for the sole 
traders and SMEs I speak to everyday. 

I’m in a place to gather lots of opinions to 
bring them to the Board and get their voices 
heard, without them having to take time away 
from their businesses.

RC  I think it’s too early to set a specific goal 
because I still have a lot of learning to do. I just 
hope that overall my time serving on the Board 
does make an impact. 

Ask me again in six months and I will have 
goals set out about what I want to achieve!

MC  I want to raise the profile of fumigation 
as much as possible because it’s a sector that 
nearly died. We’ve been growing it as much 
as we can, with training, collaboration, and 
spreading knowledge on what it is and what it 
can do.

PPC  Why do you think volunteering for BPCA is 
important?

AM  I believe if you want things to change, do 
something. So this is me doing something.

RC  I was one of these people before 
becoming a member who was of the opinion, 
based on other people’s opinions, that BPCA is 
just a sticker on the van. It wasn’t until I joined 
that I discovered that you get out of it what 
you put in.

There’s so much available to everyone, and so 
many people are missing out. By volunteering, 
you can get the most out of your membership.

PPC  What would you say to anyone who has 
thought about volunteering but has not quite 
taken that leap yet?

AM  Going onto a committee, or even just 
shadowing a committee for one session, 
greatly opens your eyes. If you want to make a 
difference, this is the way to do it.

Also, everyone has multiple skill sets that 
will benefit BPCA. Don’t limit yourself to sharing 
only the skillset you practise in your day job. So 
don’t judge yourself.

MC  Networking in BPCA is amazing. If people 
don’t know you’re there, how can they possibly 
get in touch with you to hear what you have 
to say? That’s a massive thing for a small 
business. If you’re a sole trader and you’re 
looking to expand your business, getting more 
involved is really helpful, as you can see how 
other people do things.

Being part of BPCA is like you’re part of a wider 
team of sharing, collaboration and networking, 
which is just as important as education.

RC  Most people in the industry know me 
because of my involvement with BPCA. There’s 
so much happening in BPCA that there’s 
something there for everyone.

To some, it might sound like a massive 
contribution, but the time commitment is 
minimal for what you get back from it: you build 
so many valuable connections.

If you’re going to pay for membership, you 
should push to get as much as possible out of 
that membership. Take the opportunity to get 
involved and find out what interests you, it 
might be something different from what you 
would assume. You find out all the good work 
BPCA does and find out that the Association 
means so much more than a badge on a van.

Interested in volunteering?
Joining a committee or the Board is 
a fantastic way to develop yourself 
professionally and give back to the pest 
management community. Contact us today to 
find out how you could get more involved in 
YOUR Association. 
hello@bpca.org.uk

NEW BLOOD

“Being part of BPCA is like 
you’re part of a wider team 
of sharing, collaboration 
and networking, which 
is just as important 
as education.”

YOUR ASSOCIATION
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PPC  David, how did you get into pest control in 
the first place?

DC  I was doing a degree in ecology and animal 
behaviour at Manchester, and I chose to do my 
final year project on the harbouring behaviour 
of the American cockroach.

Other people were doing exciting topics like 
going off into the Peak District and observing 
red deer behaviour, while I was in a dark room 
looking at cockroaches and seeing if I could get 
more cockroaches into a harbourage that had 
previously been occupied by other cockroaches.

Later I got a job with the Forestry 
Commission. That was proper pest control 
because we were looking at the great spruce 
bark beetle invading the Welsh Marches. 

PPC  That’s a mouthful – great spruce bark beetle. 
Sounds like an interesting project though.

DC  It is a mouthful! They were an import from 
Norway, decimating the Forestry Commission 
plots. We had to try to control them. That 
project went on for about three years, but all of 
the time, I was thinking more about getting into 
the public health aspects of pest control.

I applied for some jobs within Rentokil, 
and was eventually taken on in around 1988, 
as a pest control technician in one of the 
Birmingham branches, which was fantastic. 

There was a pack of cards with the names of 
all your customers, how many times a year you 
had to visit them, and what pest they were on 
contract for - nothing digital. And then, twice a 
day, I had to find an old payphone to find out if 
there had been any callouts for me.

I eventually moved from Birmingham to 
Manchester as a field biologist and loved 
that job.

PPC  You got to see many different types of pest 
control in action?

DC  Absolutely. When I worked for the 
Birmingham branch, I was responsible for city 
centre pest control and rural pest control on 
farms in the West Midlands.

It was also the time when 
behavioural resistance in mice 
was becoming known. You 
couldn’t get mice to eat bait 
or go into bait boxes. We 
constantly experimented to get them to 
feed on anticoagulants, but we also heavily 
trapped them and used glue boards. Getting 
on top of the mice in the old Bull Ring in 
Birmingham was a lot of work.

PPC  Why did you love being a field biologist 
so much? 

DC  I looked after two big flour mills in 
Manchester and Trafford Park and visited 
those every week. We looked after big food 
and pharmaceutical manufacturers.

We had lots of stored product insect pest 
activity. This started to interest me because it’s 
not just about spraying – it’s about managing 
a site.

It’s all proper integrated pest management, 
where you sit down with the site’s 
management team and discuss hygiene and 
proofing issues. We’re educating people at the 
site to recognise pests, why everyone has a 
role to play in pest management and what they 
can do to prevent pests.

 
PPC  Is that where your love of education 
came from? 

DC  It started when we were doing pest 
awareness training for our customers, but I 
was also getting into training technicians. 

New starters would 
come out, and I’d show them around 
the site, explaining what we do and why we 
do it. It was hands-on practical training for 
those guys. 

Rentokil is a very innovative organisation, 
so whenever we got a new control solution or 
monitoring device, it was the field biologist’s 
job to stand up in front of the technicians and 
explain what it is, how it works, and all the 
rest of it. 

I was a field biologist for around seven 
years, then joined another company called 
Igrox, which was very much into fumigation. At 
the time, they looked after about 65% of all the 
flour mills in the UK.

PPC  Have you seen a lot of changes over the 
years in terms of what’s expected for pest 
professionals to know to do their jobs?

DC  With Rentokil training, there’s a field 
aspect, a classroom aspect, and then a 
knowledge check at the end. You know a 
technician has the knowledge and practical 
skills to work independently. 

That is great for a large to medium-sized 
business, but some sole traders don’t have the 
luxury of getting that level of support in their 
initial training.

YOUR ASSOCIATION
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CROSS PURPOSES
David Cross from BPCA member company Rentokil was awarded a BPCA Life 
membership at our annual member meeting at PestEx. David has contributed to many 
committees and industry groups and has been instrumental in several pest management 
qualifications. We met him to learn more about his career and volunteer work. 

“I went to PestEx 
a couple of 
weeks ago, and 
you can feel 
the passion in 
that room.”

http://ppconline.org


bpca.org.uk PPC115 MAY 2024    43

YOUR ASSOCIATION

“You can sit down 
and pass the exam, but 
are you a well-rounded 
pest controller when you 
actually go out after that 
qualification? Becoming 
good at your job is all 
about knowledge, skills 
and behaviours.”

It became more apparent when I started 
getting involved in BPCA meetings. There was 
a time when the BPCA diploma existed, and at 
the same time, the Royal Society of Health (now 
the Royal Society for Public Health – RSPH) had 
a qualification. This was pretty much for the 
council type of pest control, whereas the BPCA 
qualification was favoured by private sector 
pest controllers.

That’s when I started getting involved in 
meetings to discuss how to merge those 
qualifications. We would discuss what the 
curriculum would look like, and that’s when we 
began to develop the Level 2 and Level 3 
qualifications in pest management.

Our work meant that there was a single 
qualification available offered by an official 
awarding body subject to Ofqual scrutiny 
– in other words, a nationally recognised 
qualification. It was a proper qualification 
awarded by RSPH.

PPC  You’ve volunteered extensively with BPCA, 
especially in pest control education. When you 
started, did you think you’d end up creating the 
qualifications for a whole sector? 

DC  No, not at all. When I started with BPCA, 
it was the Servicing Committee meetings, and 
again, they were nothing like what they are now. 
Sometimes, you would be lucky if four or five 
people attended!

There wasn’t that level of commitment and 
enthusiasm in those days that there is now. 
I’ll take that back –  there was an awful lot of 
enthusiasm, but it was just a small number of 
people that attended on a regular basis, and 
something so massive came out of it.

PPC  How did your small group start pulling 
together something like the RSPH/BPCA Level 
2 Award?

DC  We started off with these two streams 
that seemed to be going off in different 
directions, so it felt important to bring them 
all together.

A National Occupational Standard for pest 
control did exist but it was not widely known 
and the two sectors had not come together and 
said ”right, this is what a pest controller needs 
to know to be able to go out and do the job.“

BPCA recognised it, and together we got 
it done.

While the qualification is established now, 
it also has to evolve. I still attend meetings - 
they’re correct that it’s a lot of book learning. 
There’s a lot to know! 

You can sit down and pass the exam, but 
are you a well-rounded pest controller when you 
actually go out after that qualification? Becoming 
good at your job is all about knowledge, skills 
and behaviours. 

If you’re in a big organisation like Rentokil, 
you’ve got the luxury of honing your skills 
while being supervised by somebody else. 
Unfortunately, a lot of the smaller companies 
can’t do that. You can get the knowledge, but 
then you have to develop your skills by yourself 
in the field. 

PPC  Much of that work continues today as part 
of your work in the BPCA Professional Standards 
Committee. 

DC  Yes, exactly. I’m also involved in CEPA, 
and I’m starting to see the same discussions in 
European countries as in the UK.

PPC  Are you still on the RSPH advisory panel?

DC  Not any more, no. I offer my time outside of 
Rentokil as an examiner for the level 2, level 3 
and fumigation qualifications. I attend examiner 
meetings focusing primarily on making sure that 
there is consistency between examiners but also 
on the validity of current questions based on the 
changing landscape within our industry.

It’s a tough qualification to get, and there 
are often debates about whether it should be a 
level 2 or 3. I don’t really mind what number it is, 
as long as it covers what a technician needs to 
know to be able to work independently.

PPC  Ramps is another organisation you continue 
to be a large part of, right?

DC  I’m involved in the Register of Metal 
Phosphide Standards (Ramps UK), which we 
developed around 2000 when I worked for Igrox.

It’s still going now, although it’s not as 
urgent as it was because when we were first 
developing it, there were changes in legislation.

So, we had to develop two qualifications: one 
for vertebrate control and one for invertebrate 
control. But then we’ve also got a load of 
fumigators out there who had already been 
through the BPCA Diploma in Fumigation. 

The BPCA Diploma in Fumigation was a really 
good qualification with many practical aspects, 
which are needed when dealing with something 
as harmful as a fumigant! 

Unfortunately, it was not an accredited 
qualification because it was awarded by the 
BPCA (not an awarding body). Then, we had to 
have long and complex conversations with the 
Health and Safety Executive (HSE) to get them 
to accept the BPCA qualification, despite it not 
being awarded by an awarding body. 

We managed to get the fumigation industry 
recognised as qualified, so that was a tough but 
necessary time!

PPC  Your help producing courses and 
volunteering with various industry groups earned 
you a BPCA life membership. How did you feel 
when you found out you’d been nominated?

DC  I was a bit gobsmacked. I didn’t know why, 
but I was. I recognise this is the pinnacle BPCA 
award and I’m really proud of that.

If you’re passionate about the industry, you’ve 
got to get involved. Otherwise, nothing will 
change – or if there are changes, you might not 
like them! I went to PestEx a couple of weeks 
ago, and you can feel the passion in that room.

Get yourself onto a committee and speak 
up. You’ll meet some fantastic people, and 
you’ll have contributed to the advancement and 
development of the industry. 

http://bpca.org.uk
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ecruitment and retention of pest 
management employees are two of 
the biggest challenges our industry 

faces. 90% of employees decide whether to 
stay at a company within the first six months 
of employment, and as much as 22% of 
employee turnover happens within the first 
45 days of employment.

Employee onboarding is important for 
providing a consistent approach to training and 
aligning employees with the company’s culture, 
values, policies and practises. 

Onboarding should be an integral part of 
the new employee experience, and companies 
should plan to allocate the necessary resources 
to ensure that they feel valued and supported. 

By investing in effective onboarding 
programmes, organisations can build a more 
productive, motivated and engaged workforce 
that helps to drive long-term success.

Our solution
BPCA’s Onboarding Programme continues 
to go from strength to strength, with John 
O’Conner Pest Control and Safeguard Pest 
Control spearheading the programme since 
its inception. Both companies kindly agreed 
to share thoughts about the benefits (and 
the challenges) of adopting and embedding 
the programme.

R

ENTICING 
ENGAGING AND 

RETAINING

TACKLING 
RECRUITMENT 
CHALLENGES 
WITH BPCA’S 
ONBOARDING 
SCHEME

BPCA Training and Development Manager 
Karen Dawes investigates how the new BPCA 
Onboarding Scheme is helping companies 
of all sizes induct and retain their new talent.

John O’Conner Pest Control of Hitchin in 
Hertfordshire, is a loyal supporter of the 
BPCA Onboarding Training Programme. 
Their Pest Control Manager, Karen Green, 
is responsible for recruitment.

Karen
As a company, we now use onboarding as 
our main recruitment tool. 

We see the BPCA Onboarding Programme 
as a partnership with everyone working 
towards the same goal. The monthly review 
meetings give us all the chance to chart the 
progress of our new recruits, ensuring that 
they stay on track and enabling them to ask 
any questions they might have. 

Attracting new people to the industry 
is very hard, and we find that having a 
robust onboarding programme in place 
helps people see the opportunities for a 
career in pest control. 

We always offer interested candidates 
a trial day to ensure that pest control 
is something they want to do, and 
once recruited, the BPCA Onboarding 
Programme provides comprehensive 
training and support. 

Alongside this, once our new employees 
have achieved their rodenticides 
qualification, we assign a team leader to 
work alongside them for a few weeks as 
they begin working in the field. 

Then, as they progress, we allocate people 
with a range of different skills to them to 
provide them with different perspectives. 
This can be in areas of specialist proofing, 
problem sites, or simply those with expertise in 
specific species. All of this helps to build up the 
knowledge and skills of our new employees.

We put all our new recruits through the 
RSPH Level 2 Award in Pest Management 
training. We also enrol them in the BPCA 
Hands-on Pest Management training course 
which helps build up their practical skills. 

A big part of the Onboarding Programme is 
developing students’ portfolios, which form the 
basis of their assessments. 

As well as detailing all the training they’ve 
completed, our employees build their portfolios 
by reflecting not only on the practical work 
they’ve been involved with but also, more 
generally, what they have learned as they 
progress through the programme. 

We believe looking after our staff and 
valuing their achievements is the best way 
of retaining our employees and building a 
strong team.

JOHN O’CONNER PEST CONTROL 

CASE STUDY 1

bpca.org.uk/training

Research suggests onboarding 
programmes can:

Improve retention of new 
employees by up to 82% 
Brandon Hall Group

Improve customer service by 
up to 10% 
Gallup poll

Increase productivity by 
over 70% 
Brandon Hall Group

“...looking after our staff and valuing 
their achievements is the best way 
of retaining our employees...”

“...build a more productive, motivated 
and engaged workforce that helps 

to drive long-term success.”

http://ppconline.org
http://bpca.org.uk/training
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Daniel began working at Safeguard 
in November 2022 and joined the 
Onboarding Programme in December 
of that year. He was completely new to 
pest management, so he was an ideal 
candidate. In this case study, we hear 
from Daniel, National Service Director 
Mark Gomar and National Operations and 
Compliance Director Malcolm Stowell on 
their experiences.

Mark
Effective onboarding is much needed 
within our industry. Historically, once 
you brought someone in, they would 
do the RSPH Level 2 qualification and 
nothing else. I particularly like the BPCA 
Onboarding Programme as it gives new 
employees structure and headway about 
where they should be. 

The monthly review meetings bring 
everyone together to review where we 
are, make sure everything is on track and 
cover any questions. These meetings are 
invaluable as far as I’m concerned. 

There are downsides, of course. 
Realistically, when you bring someone 
brand spanking new into the industry, 
there’s often a need to get them out 
on the road as soon as possible. Then 
there’s the question of how quickly we 
should enrol someone into the Onboarding 
Programme if we or they decide the role 
isn’t for them. 

Our answer is that we give new 
employees three weeks with the company 
before we enrol them. 

From a manager’s perspective, yes, 
it can be time-consuming, but we have 
noticed a huge benefit from doing it. In 
addition to Daniel, we have four others 
who also did the programme and are now 
out in the field.

To see them flourish and have the 
confidence to write treatment reports 
comparable to those who have been in 
the industry for many years is a testament 
to the programme.

Daniel
My opinion on the onboarding training 
course was that it was a brilliant way 
for me to enter the industry without any 
experience. Using the combination of 
in-person and online training assisted my 
understanding and development. 

Having the monthly meetings allowed me to 
stay focused on the programme and meet the 
required targets for every meeting. 

When taking the Safe Use of 
Rodenticide examination, the training had 
set me up for it, and I passed easily. This 
then improved my work when I started on 
my own patch. 

The rest of the programme then sets 
you up perfectly to take the Level 2 
Award in Pest Management qualification 
and continues to improve the quality of 
my work.

The completed portfolio is always 
available to look at and use for all other 
training methods. The programme 
gives you a great understanding of all 
materials available to BPCA members 
and the CPD points.

Overall, this training programme was 
brilliant and assisted me with my learning 
in this industry. It made it easy for me to 
understand what was required of me and 
aided my development in a future career 
in pest control.

Malcolm
Having been part of the Professional 
Standards Committee that initially 
contributed to the development of the 
Onboarding Programme, I knew that the 
only way to really test it was to sign up 
one of our trainees to trial it.

As a business, we learned that 
successful onboarding requires ongoing 
communication between all parties: 
BPCA, the organisation and the employee. 
The monthly review meetings provided 
a platform and a safe space for that 
communication.

Daniel did everything that was 
required of him; building up a substantial 
portfolio, completing his online training 
and demonstrating a passion in his field 
work. I believe that our commitment to 
Daniel in terms of providing solid training, 
line manager support and encouragement 
when he was working in the field, ensured 
that Daniel felt valued and championed.

We look forward to having Daniel 
on the team for the long term. From 
Safeguard’s perspective, the Onboarding 
Programme was a great success and 
we have now adopted it as part of the 
training schedule for trainees.

Daniel has now sat his RSPH Level 2, 
which he passed with flying colours. 
On behalf of Safeguard – congratulations 
Daniel!

SAFEGUARD PEST CONTROL

Give your newbies a head start
BPCA can provide you with an onboarding 
package. It includes a full online training and 
development programme, regular knowledge 
assessments, and learner review meetings.
01332 294 288
bpca.org.uk/onboarding

CASE STUDY 2

“Having the monthly meetings allowed me 
to stay focused on the programme and meet 
the required targets for every meeting.”

“To see them flourish and have the 
confidence to write treatment reports 
comparable to those who have been in 
the industry for many years is a 
testament to the programme.”

TRAINING

http://bpca.org.uk
http://bpca.org.uk/onboarding
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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
Using Rodenticide Safely leading to the 
Lantra Level 2 Award in Rodent Management 75.00

Foundation Certificate in Pest Management
60.50

Pest Awareness for Non-technical Staff
Asbestos Awareness, Completing Risk Assessments, COSHH, Ladder 
Safety, Manual Handling  Working at Height 22.00

+50 NEW SHORT COURSES – all at the same low price of £22!
Accident Reporting, Anger Management, Anti-Bribery, Assessing Mental Capacity, 
Building Resilience, Bullying and Harassment, Bullying and Harassment for 
Managers, Confidence Building, Working in Confined Spaces, Conflict Resolution, 
Critical Thinking, Cyber Security Awareness, Disability Awareness and Inclusion, 
Display Screen Equipment (DSE), Driver Awareness, Drug and Alcohol Awareness, 
Effective Decision Making, Effective Meetings, Electrical Safety, Effective Remote 
Working, Equality, Diversity and Inclusion (EDI), Eye Protection, Fire Awareness, 
Fire Extinguisher Use, Fire Marshall and Warden, First Aid Appointed Person, 
First Aid at Work Refresher, First Aid Refresher: Emergency First Aid, Food Allergy 
Awareness, GDPR UK Advanced (Management), Gender Identity and Expression, 
Hand Arm Vibration Awareness, HR Compliance and Wellbeing Essentials, 
Lone Worker Safety, Managing Anxiety, Menopause Awareness, Mental Health 
Awareness online learning, Mental Health Awareness for Managers, Mindfulness, 
Modern Slavery, New and Expectant Mothers at Work, Noise Awareness, Personal 
Protective Equipment (PPE), Presentation Skills, Problem Solving, Responding to 
Change, Sexual Harassment Awareness, Sharps, Slips, Trips and Falls, Speaking 
Confidently, Stress Awareness and Management, Time Management, Unconscious 
Bias, Whistleblowing, Writing Effective Emails

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) 1,165.00 

02-07/06/2024 Stafford

08-13/09/2024 Stafford

01-06/12/2024 Stafford

Level 2 Certificate in Pest 
Management (residential) 1,538.00

07-14/09/2024 Stafford

30/11-07/12/2024 Stafford

Hands On Practical Training 270.00
07/09/2024

Stafford
30/11/2024

Principles of Pest Identification 132.00
16/07/2024

Online
17/10/2024

Bed Bug Control 132.00 28/11/2024 Online

Waste Management 132.00 05/11/2024 Online

Fundamentals of Rodent Biology 64.00 03/10/2024  1/2 day Online

Fundamentals of Insect Biology 64.00 03/10/2024  1/2 day Online

Advanced Insect and 
Rodent Biology

132.00 31/10/2024 Online

Root Cause Analysis for Pest 
Technicians and Field Biologists

64.00 10/10/2024  1/2 day Online

Mole Control 168.00 29/08/2024  1/2 day Derby

Certificate in Bird Management 132.00 

23/05/2024

Online26/09/2024

14/11/2024

Formulations and Applications 132.00
16/05/2024

Online
19/09/2024

Stored Product Insects (SPIs) in 
Food Factory Environments 132.00

18/07/2024
Online

25/10/2024

Introduction to 
Wildlife Management 168.00

10/07/2024  1/2 day
Derby

29/10/2024  1/2 day

Aluminium Phosphide 358.00  02+03/10/2024 Southwick

Becoming a Field Biologist or 
Technical Inspector 110.00

08/05/2024
Online

12/07/2024

Starting Out in Pest Control 132.00
08/07/2024 Online

01/10/2024 Derby

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

901.00 
13-16/05/2024

Derby
25-28/11/2024

Steps to Leadership Management 219.00
05+11/06/2024

Online
07+15/10/2024

Grey Squirrel Control 168.00 30/08/2024  1/2 day Derby

Flies and their Controls 132.00 07/11/2024 Online

Non-native Pests and 
their Control 168.00

11/07/2024  1/2 day
Derby

30/10/2024  1/2 day

Exams only
Exam From (£) Date Location

RSPH Level 2 Award in Pest Management 170.50

07/06/2024 Stafford
26/07/2024 Milton Keynes
13/09/2024 Stafford
06/12/2024 Stafford

Technical Inspector 170.50

07/06/2024 Stafford
26/07/2024 Milton Keynes
13/09/2024 Stafford
06/12/2024 Stafford

RSPH Level 3 Award in the 
Safe Use of Fumigants for the 

Management of Invertebrate Pests
335.50

07/06/2024 Stafford
26/07/2024 Milton Keynes
13/09/2024 Stafford
06/12/2024 Stafford

Certificated Field Biologist 335.50

07/06/2024 Stafford
27/06/2024 Derby
26/07/2024 Milton Keynes
13/09/2024 Stafford
06/12/2024 Stafford

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

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:training@bpca.org.uk


Available NOW Secure your place: email training@pelsis.com 
call 0800 988 5359 visit www.pelsis-pro.co.uk

ACADEMY
Our training can be 
brought to you at various 
scheduled locations or 
we can deliver training at 
our HQ in Knaresborough. 
Please contact the team 
at training@pelsis.com for 
more information.

TAKE CONTROL OF
THE WAY YOU LEARN

E-LEARNING
Introducing Pelsis Academy 
Online Training!
Enhance your pest control 
knowledge with access to our new 
comprehensive online learning library 
through a dedicated Pelsis Academy 
learning website to support your 
development goals.

Topics include:
• Bed Bugs
• Working Safely at Height
• Introduction to Bird Management

PPC-115-Apr24-Pelsis-Academy-Ad-216x279mm-5703736157.indd   1PPC-115-Apr24-Pelsis-Academy-Ad-216x279mm-5703736157.indd   1 27/03/2024   11:0027/03/2024   11:00

http://www.pelsis-pro.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

