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AND TO US, YOU ARE  
MORE THAN JUST A CUSTOMER. 

WE ARE YOUR CUSTOM 
BUSINESS PARTNER.

We give you MORE innovative solutions 
on MORE integrated platforms.

We give you MORE access to the prospects 
you want to reach with our vast industry 

database Target Market Intelligence (TMI)™. 

We give you MORE reach across the entire 
pest management industry.



Let’s keep this simple. After all, your time is valuable.

As a marketer you’re asked to wear multiple hats: project manager, 
brand strategist, media buyer, digital engagement guru, creative director. 
It can be overwhelming. And unfortunately, there are only 24 hours in a 
day. What does it mean?

Marketing is Hard. PCT Can Help.
It starts with a one-on-one meeting with your custom sales marketer 
– either in person or on the phone – who listens, and we mean really 
listens, to your sales and marketing objectives for the coming year. From 
there, we develop a custom marketing program specifically tailored 
to meet your goals and objectives that utilizes the latest cutting-edge 
opportunities to drive your business success across multiple media 
platforms – print, digital, customized e-newsletters, market research, 
database development, social media, video production, advertorials, and 
more. The result is a highly targeted, cost-effective, 
measurable return on your investment. So partner 
with PCT and see just how far the industry’s media 
market leader can take you in 2015! 

WHY PARTNER WITH PCT?

Dan Moreland, Publisher
dmoreland@gie.net

216-393-0266



The Pest Control Industry

Which ONE of these services 
represented your company’s 

largest growth market?**

$515 MILLION in total 

MANUFACTURER
LEVEL REVENUE 

(+5.7%)

PCT’s Audience Requires High-Value Solutions

Increase 

Keep 
the same

Decrease 

As a PMP, do you plan to 
increase/decrease your 

service offerings?**

2.9%

28.3%

68.8%

**PCT Magazine 
State of the Industry Report

$1.30 billion in total 

TERMITE REVENUE 
(+8.0%)

$7.213 BILLION in total 

SERVICE REVENUE 
(+5.9%)

160,000 

SERVICE TECHNICIANS

Infographic Data Courtesy Specialty Products Consultants, LLC 

A Strategic Analysis of the U.S. Structural Pest Control Industry – 2013

*U.S. Bureau of Labor Statistics

A GROWING MARKET

4.6% growth in 

RESIDENTIAL 
MARKET

6.5% growth in 

COMMERCIAL
MARKET

19,780 PEST CONTROL COMPANIES

What pest is proving to be 
the hardest to control in your 

market?**

Bed Bugs 34%

Ants 32%

Cockroaches 12%

Fleas 8%

Rodents 2%

Wildlife 2%

Birds 1.5%

Stored Product Pests 1.5%

Termites 1%

Other 6%

The number of 

jobs in the pest 

management 

industry is 

expected to rise 

20%* from 2012 to 

2022. Pest control 

businesses 

continue to 

thrive, and 

many forces are 

contributing to the 

industry’s forward 

momentum.

Ant Control 21.5%

Termite Control 15%

Integrated Pest Management (IPM) 8%

Lawn Care 5%

Rodent Control 4%

Wildlife Management/Vertebrate Pests 2.5%

Mosquito Control 1%

Flying Insect Control 1%

Moisture Control 1%

Flea Control 1%

Home Repair/Handyman Services 1%

Bed Bug Control 16.5%

Perimeter Pest Control 16%



The PCT Audience

Chain operation .3

Owner .............................................84%

President ........................................10%

General Manager ............................2%

Service Manager ..............................1%

Salesperson ......................................1%

Service Technician ..........................1%

Other  ...................................................1% 

A GROWING PUBLICATION

Audience Data Source: PCT State of the Industry Report  

The Typical PMP
Male ............................... 88.7%

Female .............................11.3%

In which of the following ways are you involved in the purchasing decisions 
of equipment and chemical supplies purchased by your company?

Makes the actual purchase ..................................................83.6%

Have purchasing involvement .............................................97.7%

Independent privately 
held business

95.5%

Independent publicly 
held business

2.7

Type of Business

Leading Types of Products/Equipment 
for Which Our Subscribers Have 
Purchasing Involvement

Other .6

Franchise .9

Reaching the Audience
You Most Desire

Job Title

90.3% pesticide application equipment

87.9%  general insect control products

86.1%  vehicles

82.6% rodent control products

PCT is not just the industry’s 
leading b-to-b publication, 
but a respected media 
brand helping to educate 
the marketplace about your 
company’s products and 
services, while advancing the 
pest management industry. 
Through our comprehensive 
mix of print, digital and mobile 
products, we’re changing 
the way content is created, 
distributed and consumed 
by PMPs throughout North 
America and the globe. PCT’s 
ongoing investments in print, 
digital and mobile platforms 
are revolutionizing the industry. 

26,407 TOTAL UNIQUE SUBSCRIBERS (print and digital)

PCT: THE 
INDUSTRY’S 

MOST 
RESPECTED 

MEDIA BRAND

The Industry



HARNESS THE POWER OF PRINT
No publication reaches more PMPs throughout North America than PCT magazine. 
And it’s the only BPA-audited magazine in the marketplace, ensuring that your sales 

and marketing message is being directed to the audience you most desire.

Source: *PCT Magazine State of the Industry Report, Research USA. ** PCT June 2014 BPA Statement

of PMPs 
access their 
industry 
news in print 
magazines.*

PCT TOTAL 
PERSONAL 
DIRECT 
REQUEST**

81%
85%

State of the 
Market Reports 

Sponsored by Zoëcon Professional Products

ExclusivE MarkEt rEsEarch

FlEa ManagEMEnt BEst PracticEs

Product aPPlication tiPs

2014 MarkEt ForEcast

PMP stratEgiEs For succEss

FLEA MARKET
s t a t e  o f  t h e

 ...INSIDE

 4
 What’s New for 
 PestWorld in 2013?

 10
 Fabulous Phoenix: A 

Guide to the Host City

 20
 Convention Q&A: 

NPMA President  
Kevin Pass

 32
 Arizona’s Truly Nolen 

Celebrates 75 Years

Phoenix
The ‘Gateway to the Grand Canyon’ 
welcomes PestWorld ’13 attendees.

PCT  
Convention Extra 
Bonus Distribution: 2,500

Belly-Bands/Tip Covers

www.MGKpro.com

Perfecting the Science 
of inSect control

Branded Products

World-Class Innovation

ADVERTORIAL

Custom Content

Approved for both indoor and outdoor use, Zenprox® Aerosol 
kills insects on contact and leaves a non-repellent residual. 
The active ingredient, Etofenprox, is an ether pyrethroid 
with favorable toxicity. With Zenprox® Aerosol you can carry 
fewer products. It is one spray that gives professionals 
a wide range of insect control.

Always read and follow label directions. Zenprox and Zoëcon with design are registered 
trademarks of Wellmark International. ©2014 Wellmark International.

To learn more about Zenprox®  

Aerosol visit zoecon.com 
or call 800.248.7763.

THE WAVE OF IMPACT
ONE AEROSOL  A BROAD SPECTRUM OF CONTROL

Spiders, ants, cockroaches, bed bugs and more are part of the 
broad spectrum of control you get with Zenprox® Aerosol. 

www.mgk.com/bedlam

BED BUG

DESCRIPTION
These relatively small insects are approximately 3/16-inch long (5 mm) and 1/8-inch wide. They 
are broadly oval, flat, brown to reddish-brown true bugs with a 3-segmented beak, 4-segmented 
antennae and vestigial wings. Bed bugs have very thin, vertically flattened bodies covered with 
short, golden-colored hairs.

4 - S E G M E N T E D  A N T E N N A E

G O L D E N - C O L O R E D  H A I R S

B R O W N  T O  R U S T Y  R E D

F L A T,  O V A L  S H A P E D

A L I A S E S :
REDCOATS, WALL LOUSE, ETC.

Cimex lectularius

The common bed bug has been feeding upon the blood of humans 
since the beginning of recorded history. Although largely eradicated in 
the United States following World War II, bed bugs have experienced a 
dramatic resurgence in the past decade, creating a market opportunity – 
as well as a significant pest challenge – FOR PMPs IN ALL 50 STATES. 
To assist the industry in its ongoing battle against this ubiquitous pest, 
MGK – manufacturer of Bedlam® and Bedlam® PLUS: The First Name in 
Bed Bug Control – is pleased to present the following “infographic” 
on the biology, habits and life history of the common bed bug.

KEY SIGNS
OF INFESTATION

EARLY DETECTION OF BED BUGS IS 
CRITICAL WHEN PERFORMING AN 
INSPECTION. COMMON SIGNS OF 
INFESTATION INCLUDE:

• SHED OR CAST SKINS
•  FECAL DEPOSITS (DRIED  

EXCRETED BLOOD)
• BED BUG CARCASSES
• EGG DEPOSITS
• LIVE BUGS

ADULT
FEMALE

FIFTH INSTAR
NYMPH

FOURTH INSTAR
NYMPH

THIRD INSTAR
NYMPH

SECOND INSTAR
NYMPH

FIRST INSTAR
NYMPH

EGG

ADULT
MALE

L IFE CYCLE
of Cimex lectularius L.
[common bed bug]

Source: Stephen Doggett

3/16 INCH
[5 mm]

ACTUAL SIZE

MATTRESSES

UPHOLSTERED
FURNITURE

BOX SPRINGS

BED FRAMES

HEADBOARDS

UNDER
BASEBOARDS

BEHIND
BASEBOARDS

CARPET EDGES

WALL HANGINGS

• MATTRESSES
• BOX SPRINGS
• BED FRAMES
• HEADBOARDS
•  UPHOLSTERED FURNITURE
• DESK CHAIRS
• CARPET EDGES
• WALL HANGINGS
•  UNDER AND BEHIND BASEBOARDS

BED BUG HOT SPOTS

FAC T 
During the early stages of 

an infestation, bed bugs tend to be located 
in very close association to beds and/or 

upholstered furniture. As populations increase 
in age and size, however, the likelihood of 

finding bed bugs in unpredictable areas away 
from the host-feeding sites also increases.

When 
disturbed, they 

give off a distinctive 
“musty sweet” odor 
from the scent glands 

located near their 
hind coxae.

L.

Photo © M.F. Potter

Posters & Infographics

Commercial 
Product 
Guides 

COMMERCIAL PRODUCT GUIDE

COMMERCIAL
PRODUCT GUIDE

2014

ADVERTISEMENT  

FINAL® Soft Bait with Lumitrack® proves effective in 
accounts with high rodent pressure, abundant competitive 
food sources and poor sanitation.

ADVERTORIAL

A FRESH APPROACH TO 
RODENT MANAGEMENT

When Mike Lipsett, founder and 
president of Connecticut Pest 
Elimination in West Haven, 

Conn., first entered the pest management 
industry 25 years ago rodent management 
was viewed as a seasonal service. 

Customers usually called in the late 
summer and early fall as rodents made a 
nuisance of themselves seeking warmer 
accommodations inside homes and busi-
nesses for the winter months. A lot has 
changed since Lipsett set his first rodent 
trap and placed his first bait station, and 
rodent management services are now a 
year-round, growing segment of his busi-
ness.

“Rodents used to be a three-month 

season in Connecticut but that isn’t the 
case any longer,” says Lipsett, whose com-
pany services residential and commercial 
accounts across the state. “With housing 
and commercial development extending 
into rural areas the chances of encounter-
ing rodents and other nuisance wildlife are 
greater.”

Lipsett says the growth in his rodent 
management services is spread across the 
board in both residential and commercial 
accounts. “We have high-end residences 
with mice infestations and commercial ac-
counts including schools and food service 
facilities facing serious rat and mice infes-
tations,” he adds.

Aside from being a public health threat 

by spreading various diseases and contam-
inating food, rodents – with their destruc-
tive habit of gnawing on wires – are a leading 
cause of electrical fires in structures.

A Change In Approach
Lipsett says conventional rodent manage-
ment practices have focused on employing 
snap traps and bait stations indoors after 
a customer spots signs of rodent activity 
(i.e. droppings, chewed boxes, spoiled 
food, etc.) or sees one of the furry creatures 
scampering across the floor.

While Connecticut Pest Elimination’s 
rodent management strategies include in-
door control measures, they have placed 
more emphasis on the exterior of the 
structure. “We have shifted our focus to 
the exterior to prevent rodents from en-
tering a structure in the first place,” says 
Lipsett. “Whether it is monthly or quar-
terly service, we want to attack rodents 
before they get inside and become harder 
to eradicate.”

With the emphasis on exterior baiting 
and exclusion, Lipsett’s technicians need-
ed bait that could perform and withstand 
the harsh Connecticut winters where the 
average low temperature hovers around 17 
degrees Fahrenheit. 

The bait Lipsett has settled on for his 
retooled approach to rodent management 
is Bell Laboratories’ FINAL® Soft Bait with 
Lumitrack®. 

What has made the difference for Lip-
sett and his customers is that FINAL® Soft 
Bait works extremely well in accounts with 
high rodent pressure, abundant competi-
tive food sources, and poor sanitation con-
ditions. 

Connecticut Pest Elimination started 
using FINAL® Soft Bait as part of its ex-
terior baiting programs in January when 
the product was introduced and the results 
have been as good as advertised. “We use 
FINAL® Soft Bait in a wide variety of ac-
counts, especially in commercial food ser-
vice facilities where rodents have multiple 
food options, and have seen very positive 
results,” says Lipsett. “The bait is very pal-
atable and the acceptance has been good, 
plus the bait does not freeze.”

Shelia Haddad, who is based out of 
Connecticut and manager of the North-
east and Canada for Bell Laboratories, 

Connecticut Pest Elimination has had success using FINAL® Soft Bait with Lumitrack® to 
solve a variety of rodent problems.

Advertorials & 
Reprints

Think beyond traditional print advertising and consider some of 
the following unique print options to extend your brand:

By developing a 

360 MARKETING 
PROGRAM 
– featuring a 
combination of print 
and digital advertising 
– you’ll be sure to 
reach the entire pest 
control marketplace 
with your targeted ad 
message … and do 
it in a cost-effective 
and highly efficient 
fashion. 

PRINT
20,910

Print

TOTAL UNIQUE
26,407

DIGITAL
15,464

TOTAL REACH
39,621

BONUS DIGITAL
13,214
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EXPAND YOUR REACH WITH DIGITAL
No publisher serving the pest management industry has made more significant investments in its digital product 

offerings than GIE Media, publisher of PCT magazine and QA magazine. Our digital offerings include:

PCT Website

42,688
Average Visits 

Per Month

28,993
Average Unique 

Visitors Per Month

1:55 

Length of 
Average Visit

Target Your Market
TargetMarketIntelligence (TMI) is a game-changing 
market intelligence tool that your company must have 
to succeed in today’s highly competitive business 
environment. TMI is based on three key elements: 
dynamic software, meticulous data management, 
and proprietary subscriber information of 25,000+ 
customers and prospects. 
Features and benefits include:
• Instant online access
• Detailed market analysis
• Rapid identification of new business opportunities
• Access to thousands of new customers and 

prospects
• Easy cross-referencing of your customer data with 

the TMI database
• Custom market research
• Export only the data you need

• Website Advertising

• E-Blasts

• PCT Weekly E-Newsletter

• Market Research

• Breaking News Alerts

• Lightbox Advertising

• Native iPad Edition

• Custom App Development

• Sponsored Webinars

• Custom E-Newsletters

• Virtual Conference Sponsorships

• PCT Video News Network

• Digital Edition/Smartphone 

• Enhanced Digital Advertising

• Industry Newsfeed

• Podcasts

E-Newsletter

16,616 

Average Sent Per Week

47.6% 

Open Rate

75,975
Average Page Views 

Per Month

1,117 

Likes

Facebook Page 

1,473 
Followers

Twitter 

TARGET MARKET INTELLIGENCE
TM

Contact your 
PCT sales 

representative 
for a live 

demonstration and 
pricing information.

Digital

Print and D
igital O

fferings



PCT Convention Extra
PCT’s Convention Extra is “room-dropped” 

at NPMA PestWorld and distributed on the 

show floor. Promote your new product, 

highlight a show special or drive attendees 

to your booth with this exclusive opportunity. 

Advertisers also are included in a free product eblast, 

distributed prior to the convention, and appear in the Digital 

Edition of PCT Convention Extra, which is broadcast the 

week of the show.

BONUS DISTRIBUTION: 2,500

NPMA PESTWORLD OPPORTUNITIES

PCT CAN HELP YOU MAKE A 
SPLASH AT THE INDUSTRY’S 
LARGEST TRADE SHOW

PCT Video Showcase
The PCT Video Showcase is your 

chance to star in your own 5-minute 

video to be filmed at your booth 

on the show floor! A professional 

videographer will visit your booth at 

a prearranged time during the show 

and film your spokesperson and product. Your message 

will then be featured in a special NPMA PestWorld Video 

Showcase located on www.pctonline.com and available for 

use on your own company website/YouTube channel for a 

full year following the show. Your video message also will 

be included in a special post-show PCT Video e-newsletter 

and sent directly into the inboxes of 16,000 recipients.

2,500 PMP ATTENDEES  
170 EXHIBITING COMPANIES
Source: 2014 NPMA Exhibits, Sponsorships 

& Advertising Guide 

NPMA PestWorld is the largest gathering of pest management professionals held each year. PCT offers 

high-visibility, multi-platform marketing solutions that will make the most of this major industry event!

ORLANDO
PestWorld 2014 host city offers attendees the ‘Mouse’ and more.

 8 Orlando City Guide 
 14 Convention Q&A: NPMA President Billy Tesh
 26 Falcon Lawn & Pest Takes FlightIN

SI
D
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NPMA PESTWORD
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VIRTUAL CONFERENCE SUMMIT SERIES
PCT’s Virtual 

Conferences are a highly 

attractive, cost-effective 

educational alternative 

for pest management 

professionals, 

providing advertisers 

the opportunity to 

extend their brand and 

market reach through a 

variety of sponsorship 

opportunities. In 2015, 

PCT will feature the 

2015 Virtual Conference 

Summit Series. Each 

event offers two levels of 

sponsorship.

JANUARY/FEBRUARY

Bed Bug 
Summit

Calendar of Virtual Conference Summit Series:

MARCH/APRIL

Mosquito
Summit

MAY/JUNE

Fly Control Summit

JULY/AUGUST

Mergers & Acquisitions 
Summit

SEPTEMBER/OCTOBER

Rodent Control 
Summit

Platinum Level Sponsorship

• 10 minutes of airtime on the program during  

“A Word from Our Sponsors”

• Sponsorship logo on all conference materials 

(e-blasts, print ads, digital advertising)

• Digital presence in event e-newsletter

• Full page ad in conference coverage and in the 

PCT digital edition

• Company link to archived content on www.

pctonline.com

• PCT “podcast” featuring a representative from your company

• Four complimentary conference registrations

Gold Level Sponsorship

• 10 minutes of airtime on the program during “A Word from Our Sponsors”

• Sponsorship logo on all conference materials (e-blasts, print ads, digital advertising)

• Digital presence in event e-newsletter

• Half-page ad in conference coverage and in the PCT digital edition

• Company link to archived content on www.pctonline.com

• Two complimentary conference registrations

Virtual Conferences

NOVEMBER/DECEMBER

Pest Control 
Franchising Summit

Events



HIGH-IMPACT VERTICAL-MARKET PACKAGES

PLANNING A 
PRODUCT LAUNCH? 

INTERESTED IN 
“OWNING” A MARKET 

CATEGORY?

State of the 
Rodent Market

State of the 
Bed Bug Market

State of the 
Flea Market State of the 

Mosquito Market

State of the 
Fly Market

State of the 
Termite Market

State of the 
Fire Ant Market

State of the
Ant Market

State of the 
Wildlife Market

State of the
Cockroach Market

State of the
Stinging Insect Market

State of the 
Stored Product Pest Market

State of the 
Occasional Invader Market

Package Includes: 
• Comprehensive Research Report + Proprietary Questions

• 8-Page Editorial Supplement Including Full-Page Ad

• E-Blast Promoting Supplement

• 1,000 Overruns of Supplement

• Right of First Refusal for the 2016 State of the Market Report

Vertical Market Segments
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BED BUGS: A GROWING MARKET
Bed bugs remain one of the hottest markets in the pest management industry. More than two-thirds of PMPs 

consider bed bugs their most difficult pest to control.* As a result, PCT’s quarterly Bed Bug Supplements are 

more popular than ever. PMPs rely on these supplements, which are devoted solely to bed bugs, to keep up 

with a market that is still evolving with new technologies, innovative products and ever-changing treatment 

protocols being introduced on a regular basis. 

PCT’s Bed Bug Supplements allow you to hone in on prospects and decision makers specifically interested in 

this area of the industry. Advertising in PCT’s Bed Bug Supplements also provides your company with blanket 

market exposure, since the ad also appears in our Flipbook and the native iPad version of PCT (we can even 

animate your iPad ad at a modest additional cost). Ask about our special package pricing for advertisers who 

commit to all four supplements by December 30, 2014.  

Americans has had a bed 

bug infestation in their home 

or know someone who has 

encountered bed bugs at 

home or in a hotel.*

1 in 5 

* Bed Bugs Without Borders Survey, NPMA/University of Kentucky (2010)

Bed bugs are found 
in all 50 states*

99.6% of PMPs responding to 

a NPMA and University 

of Kentucky survey encountered bed bug 

infestations in the past year.*

Quarterly Bed Bug Supplements

MARCH

Close Date
February 4

Materials Due
February 9

JUNE

Close Date
May 4

Materials Due
May 8

SEPTEMBER

Close Date
August 4

Materials Due
August 7

DECEMBER

Close Date
November 4

Materials Due
November 9

28 Natural Pesticides for Bed 
Bug Control: Do They Work?

 Researchers at Rutgers University 
tested nine commonly available 
biopesticides against a field strain 
of bed bugs.

34 Putting Their Money Where 
the Bed Bugs Are

 Allergy Technologies renewed the 
bed bug research grant it supports 
at The Ohio State University with 
another $100,000 donation.

38 Is a Working Dog a  
Good Investment?

 Although the ability of a dog to 
quickly and accurately identify an 
odor is a big draw, there are many 
pitfalls that you also need to be 
aware of with regard to K9 teams 
and their training. 

42 Avoiding Hot Water
 What PMPs need to know about 

bed bug heat treatments and 
sprinkler systems.

48 Pretenders vs. Contenders
 With more bed bug management 

products on the market than ever, 
today’s pest professional has a lot 
to think about. 

52  Bed Bug News & Notes
 A review of news and product in-

formation from industry suppliers.

This scanning electron micrograph (SEM) revealed some of the  
ultrastructural morphology displayed on the ventral surface of a bed bug, 
Cimex lectularius. This view shows the insect’s skin piercing mouthparts it 
uses to obtain its blood meal. (Photo: CDC/Janice Haney Carr)

  WWW.PCTONLINE.COM    MARCH 2013  ///  27

Vertical M
arket Solutions



EXPAND YOUR SALES INTERNATIONALLY

PCT Middle East Supplement: Gain Access to One of the World’s Fastest Growing Markets

PCT is partnering with Facilities Management Today and Clean Middle East to 
bring you an exclusive supplement that will appear in both magazines and also be 
distributed to PMPs and sanitarians throughout the Gulf Cooperation Council. 

Circulation: 7,000 cleaning and hygiene service providers, facilities 
management professionals and PMPs.

SAUDI ARABIA

OMAN

U.A.E.

QATAR

BAHRAIN

KUWAIT
Persian

Gulf

1.24 MILLION 
additional housing units 

planned in the coming years.

42.1 MILLION
PEOPLE

An economy 
of more than 

$917 BILLION

Expo Control De Plagas 2015 

PCT is excited to bring the industry the largest expo in 
Mexico for pest and vector control products, equipment and 
companies. 

Expo Control de 
Plagas features 
over 21,000 square 
feet of exhibit space 
for manufacturers, 
distributors and pest management professionals. 

The final program will be announced in February.

Consult your advertising rep for exhibit packages and 
sponsorship opportunities.

Issue date: Close Date Materials Due

March/April 2015 March 6, 2015 March 9, 2015

July/August 2015 July 3, 2015 July 7, 2015

PCT Canada

Canada is a growing market for PMPs, and cross-border 
business activity has practically eliminated geographic 
borders.  

PCT Canada is your opportunity to 
broaden your sales potential in this 
important region of the world. This 
electronic publication will reach 
more than 4,000 prospects on a 
quarterly basis in 2015. 

Special rates make this an easily 
affordable addition to your program.  
Consult your advertising rep for 
more details.  

PEST CONTROL SUPPLEMENT

Pest Hot Spots in Restaurants
Stop Equipment Abuse!

Reducing Pesticide Exposure
Small Fly Control

INSIDE:

BORN
How long can bed bugs survive 
without a blood meal? The answer  
to that question may surprise you.

SURVIVORS!

A special supplement to 

GET READY FOR

INVADERS

Cooler weather soon will prompt pests to seek shelter 
indoors. Are you and your customers prepared?

International Opportunities

2015
GET READY FOR

INVADERS

Cooler weather soon will prompt pests to seek shelter 
indoors. Are you and your customers prepared?
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JANUARY FEBRUARY MARCH APRIL

ISSUE EMPHASIS

• PCT/NPMA Operating 

Ratio Survey

• Termite Market Preview

• Fleet Management

• What’s New in 2015?

• Annual Termite Issue

• Termite News & Notes

• Legislative Update

• Gearing Up for 

Springtime Pests

• Ant Control Basics

• Termite Research Update

• Pricing for Perimeter Pest 

Control Programs

• Social Media & You

• Annual Ant Control Issue

• Ant Product Guide

• Bird Control: Preventing 

Contamination by Birds

• Bird Control: The ABCs of 

Chemical Applications

BONUS DISTRIBUTION NPMA Legislative Day UPFDA Spring Conference

SUPPLEMENT

• Mergers & Acquisitions

• State of the Distribution 

Market Report

Readex Ad Readership/

Brand Awareness Study 

for Full-Page Advertisers 

Bed Bug Supplement Mosquito Control Supplement

CLOSING DATE December 3 January 6 February 4 March 3

MATERIAL DUE December 8 January 9 February 9 March 6

MAY JUNE JULY AUGUST

ISSUE EMPHASIS

• PCT Top 100 List

• Carpenter Ant  

Control Tips

• Public Health Pests: 

Talking Ticks

• Adding Mosquito  

Control Services

• Annual Fly Control Issue

• Help Wanted: Attracting 

& Retaining Employees

• Spider Management 

Tips & Techniques

• Springtails & Earwigs

• Annual Cockroach 

Control Issue

• What’s New in the Flea 

Control Market? 

• Holiday Lighting

• Global Food Safety 

Initiative Update

• Annual Rodent  

Control Issue

• How Formulations  

Impact Rodent Control

• Increasing Revenue for 

Stinging Insect Control

• Flea Control: Tips & Tricks

BONUS DISTRIBUTION NPMA Academy ASPCRO Annual Meeting

SUPPLEMENT Commercial Product Guide Bed Bug Supplement Fly Control Supplement Pest Control Franchising

CLOSING DATE April 3 May 4 June 3 July 3

MATERIAL DUE April 7 May 8 June 8 July 7

SEPTEMBER OCTOBER NOVEMBER DECEMBER

ISSUE EMPHASIS

• Urban Wildlife Control

• Wildlife Issue Product & 

Resource Guide

• Updating Your Safety 

Protocols/Best Practices

• Products Used to Prevent 

Pest Access to Structures 

• NPMA PestWorld 

Convention Issue

• Invasive Species  

on the Move

• Risk Management  

for PMPs

• Shopping for Vehicles: 

Tips From the Experts

• Commercial Pest 

Management Issue

• Commercial Focus: 

Pesticide Application 

Equipment

• Commercial Focus: New 

Technology for PMPs

• Commercial Focus: 

Training Your Employees

• NPMA PestWorld Report
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Frequency Discounts*
Size ......................... 1x .............6x .............12x ............ 18x .............24x
Spread ............$10,830 ......$9,310 ....... $8,280 .......$8,080 ........$7,535
Full Page  ............5,680 ........4,890 ......... 4,360 ......... 4,220 ..........3,950
2⁄3 Page  ...............3,740 ........3,220 ......... 2,950 ......... 2,775 ..........2,600
1⁄2 Island ...............3,250 ........2,915 ......... 2,630 ......... 2,470 ..........2,330
1⁄2 Standard .........2,895 ........2,500 ......... 2,290 ......... 2,150 ..........2,010
1⁄3 Page ................1,970 ........1,650 ......... 1,550 ......... 1,450 ..........1,360
1⁄4 Page ................1,450 ........1,255 ......... 1,150 ......... 1,075 ..........1,020
1⁄6 Page ...................970 ...........835 .............765 ............ 710 .............660

Covers* .....................................6x .............12x ............ 18x .............24x
2nd Cover ...........................$7,060 ....... $6,590 .......$6,115 ........$5,650
3rd Cover ..............................6,590 ......... 6,356 ......... 6,115 ..........5,650
4th Cover  .............................8,000 ......... 7,535 ......... 7,060 ..........6,590
Belly Band/Belly Tip  ....................................................................$10,000

Color Charges* ...........................Single Page ......................... Spread
Standard ................................................... $550 ..............................$900
Matched Color, Extra ...................................650 .............................1,000
Matched, Metallic Color  ..............................675 .............................1,075
Four-Color Process, Extra ........................ 1,100 .............................1,700

*Frequency discounts are earned within 12 consecutive months, and are 
earned by advertising in any combination of Pest Control Technology,
Quality Assurance & Food Safety, Lawn & Landscape, Golf Course Industry, 
GIE Media’s Snow Magazine, Recycling Today, Greenhouse Management, 
Nursery Management, Garden Center, or any other publications in GIE 
Media's portfolio.

Mechanical Requirements: Saddle stitched, three columns to a page. Paper 
stock: Machine coated, 38-lb. body with 100-lb. cover. Colors available: matched, 
4-color process (AAAA-MPA). Trim size 7 7⁄8" x 10 1⁄2".

Digital Files and Specifications for Print: High-resolution press-ready PDFs 
are the preferred medium for advertiser-supplied, printed ad materials. Ads can be 
submitted via FTP upload. 

Special Regional and Demographic Advertising Rates: Contact the publisher 
or your advertising representative regarding regional rates and mechanical 
requirements.

Ad Sizes (Non-Bleed)
Specifications ..............................Width ..................Depth
Full Page (non-bleed) ........................7" ......................10"
2⁄3 Page ......................................... 4 1⁄2" ......................10"
1⁄2 Page Island ............................... 4 1⁄2" .................... 7 1⁄2"
1⁄2 Page Horizontal .............................7" .................... 4 7⁄8"
1⁄2 Page Vertical .............................3 3⁄8" ......................10"
1⁄3 Page Square ............................. 4 1⁄2" .................... 4 7⁄8"
1⁄3 Page Vertical ............................ 2 3⁄16" ......................10"
1⁄4 Page Square ............................. 3 3⁄8" .................... 4 7⁄8"
1⁄4 Page Horizontal .............................7" .................... 2 3⁄8"
1⁄6 Page Vertical ............................ 2 3⁄16" .................... 4 7⁄8"
1⁄6 Page Horizontal ........................ 4 1⁄2" .................... 2 3⁄8"

Print Rates
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ONLINE ADS

DIGITAL EDITION
Display Ad ............................Print + 8% premium 
Front Page Sponsorship ............................$550
Video/Audio Enhancement ................ $275 per ad
Digital Edition Preview ..................................$1,760

Bottom Leaderboard (728x90 pixels)
1x 12x 24x 52x
$1,300 $1,150 $1,020 $950

E-NEWSLETTER
Prime-Plus Top (300x250 pixels)
1x 12x 24x 52x
$1,680 $1,450 $1,300 $1,150

Prime-Plus Middle (300x250 pixels)
1x 12x 24x 52x
$1,600 $1,375 $1,220 $1,050

Prime-Plus Bottom (300x250 pixels)
1x 12x 24x 52x
$1,250 $1,300 $1,150 $990

Banner (468x60 pixels)
1x 12x 24x 52x
$1,000 $930 $885 $775

Custom E-Blast    $3,800

Sponsored Feature   $1,500

Digital Rates

NEW THIS YEAR

Leaderboard
728x90 pixels
$1,520/month
5 units available

Prime-Plus Square 
300x250 pixels
$950/month
20 units available

Footer Banner
468x60 pixels
$500/month
10 units available

Lightbox
500x500 pixels
$5,000/month
Exclusive

NEW THIS YEAR

Custom Interactive ads 
such as flyouts, animated 
ads, floating ads and 
tearbacks also available 
and priced upon request.

The sponsored feature ad is positioned in-line 
with the newsletter content, but is labeled as  
sponsored content. Client receives image, title and 
up to 50 words of copy.
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THE MARKET LEADER

In the market’s largest and most 
highly-respected unaided recall study 
of the pest management industry, 
customers rated PCT as the trade 
publication they value most by more 
than a 4-to-1 margin.

PARTNER WITH THE INDUSTRY’S LEADING PUBLICATION 
TO BUILD YOUR BRAND AND INCREASE SALES.

PREFERRED 4-TO-1

PCT PMP

  PCT  
 PMP 
  PestWorld  
  State 
Association 
Publication 

  Techletter

12% 18% 17%

85%

16.5%

74.6%

4-TO-1

74.6%

79% 80%

Which ONE magazine do 
you trust most for technical 

information?

Which ONE publication do you 
look to for information about 
new products and services?

Which ONE publication has 
the biggest influence on your 

purchasing decisions?

Most Valued 
TRADE JOURNAL – 2013

Source: Specialty Products Consultants, LLC

Source: Readex Research August 2014

Remaining %: PestWorld (NPMA)

5.8% 2% 1.1%

Nearly seventy-five percent (74.6%) 
of respondents named PCT as 
their most-valued magazine while 
the closest competitor was only 
mentioned in 16.5% of the responses.

Most Preferred Publication
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Brad Harbison
PCT Internet Editor

PCT Managing Editor
bharbison@gie.net

216-393-0248
16 years

Michael Kelly
National Sales Manager

mkelly@gie.net
757-233-4100

18 years

Mike Zaverl
Western Region

Account Manager
mzaverl@gie.net
216-393-0299

6 years

Dan Moreland
PCT Publisher

dmoreland@gie.net
216-393-0266

35 years

Maria Miller
Conference Manager

mmiller@gie.net
216-393-0263

17 years

Jodi Dorsch
PCT Editor

jdorsch@gie.net
740-953-5216 

17 years

Amy Peppers
Market Coordinator
apeppers@gie.net

216-393-0269
21 years

Andrea Vagas
Art Director

avagas@gie.net
216-393-0288

15 years

Bonnie Velikonya
Classified Ad Sales
bvelikonya@gie.net

216-393-0291
8 years

John Bennett
Digital Production 

Coordinator
jbennett@gie.net
216-393-0224

1 year

Lori Skala
Advertising Production

Coordinator
lskala@gie.net
216-393-0276

19 years

THE MOST EXPERIENCED STAFF 

IN THE PEST MANAGEMENT INDUSTRY

Contact Us
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DON’T MISS THESE 
SPECIAL ISSUES OF PCT MAGAZINE

PHOTO CONTEST WINNER pg 36 • NPMA LEGISLATIVE DAY PREVIEW pg 82 • CONTRACTS: A PRIORITY FOR 2014 pg 94

FEBRUARY 2014 /// WWW.PCTONLINE.COM

TERMITE CONTROL
Annual

Issue
Cashing In On Termite Opportunities • New Ohio State Termite Research • Huge Drywood Fumigation
Time to Revise Pretreat Regulations? • Baiting Approaches Its 20-Year Anniversary • News & Notes

PMP PROFILE: VERSACOR pg 30 • SWIMMING WITH SHARKS: LESSONS FROM REALITY TV pg 68 • MAPPING BED BUG MOBILITY pg 72 

JUNE 2013 /// WWW.PCTONLINE.COM

Annual 

Fly Control 

Issue

PCT magazine prides itself on being the “go-to” source of news and product information for the pest 

management industry, devoting “Special Issues” to specific categories of pests that drive industry 

revenue, as well as coverage of high-profile events like NPMA PestWorld, PCT Mexico and the PCT 

Top 100 Awards Ceremony & Executive Summit. Join the conversation and be sure to place your 

advertising in these special-themed issues on topics of keen interest to our readers.

AUGUST 2014 /// WWW.PCTONLINE.COM

COCKROACH 
CONTROL ISSUE

ANNUAL

VIRTUAL M&A CONFERENCE ANNOUNCED pg 22 • MANAGING EMPLOYEE MEDICAL ISSUES pg 46 • COCKROACH CONTROL pg 74 fall invaders — are you ready? pg 62 • Bed Bug supplement pg 71 • the importance of communicating effectively pg 110

AnnuAl Rodent

ContRolIssue

Rodent Control 
and Food Safety

The Mousetrap  
as Meme

Of Mice and 
Melodies

Don’t Let the 
Rodents In

Rodent News  
& Notes

ROLLINS ACQUIRES PERMATREAT pg 12 • TECHNOLOGY TRAINING TOOLBOX pg 78 • COMMERCIAL PRODUCT GUIDE  pg 93 

URBAN
WILDLIFE
CONTROL

ISSUE

Routing for Revenue

Stink Bugs: A Continuing Threat

Rodent Virtual Event Coverage

also inside

SEPTEMBER 2014 /// WWW.PCTONLINE.COM

QUALITYPRO 10 YEARS LATER pg 52 • HOW ONE PMP SURVIVED SUPERSTORM SANDY pg 78 • ARE TATTOOS TABOO? pg 108

WHY BEE HEALTH 

MATTERS
S P E C I A L  R E P O R T :  P O L L I N AT O R  P R I M E R

In August, EPA 
announced label 

changes for insecticides 
that may affect bees. 

Here’s what you need to 
know — and why this 

issue is important for 
your business.

 ...INSIDE

 4
 What’s New for 
 PestWorld in 2013?

 10
 Fabulous Phoenix: A 

Guide to the Host City

 20
 Convention Q&A: 

NPMA President  
Kevin Pass

 32
 Arizona’s Truly Nolen 

Celebrates 75 Years

Phoenix
The ‘Gateway to the Grand Canyon’ 
welcomes PestWorld ’13 attendees.

Termite Control Issue Ant Control Issue Top 100 Issue Fly Control Issue

Cockroach Control Issue Rodent Control Issue Wildlife Control Isssue NPMA PestWorld Issue PCT Convention Extra

Special Issues
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5811 Canal Road, Valley View, Ohio 44125

800-456-0707 • fax 216-525-0515 • pctonline.com




