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B ed bug control re-
mains good for the 
bottom line. Last year 

these services generated 14 
percent of revenue for com-
panies on average, according 
to the 2019 PCT State of the 
Bed Bug Market survey, which 
was sponsored by Zoëcon and 
conducted by Readex, an inde-
pendent research firm. That’s 
up from 12.8 percent in 2016.

Revenue, however, is not 
growing as rapidly as when 
bed bugs first came on the 
scene, said pest management 
professionals interviewed for 
this report. “It was growing 
significantly but I have seen it 
level off a little bit,” said David 
Brown, owner of Brown Pest 
Control, Winston-Salem, N.C. 

G R O W T H 
Is Leveling Out

Others described the work 
as steady. “It’s stayed pretty 
consistent the last few years,” 
said Kevin Thorn, president of 
Thorn Pest Solutions, Pleasant 
Grove, Utah. Bed bug control 
services account for 30 percent 
of his revenue; that percentage 
is keeping pace as the company 
grows, he said. 

Increased competition is 
posing a challenge for some. 
In fact, 82 percent of pest 
management companies now 
offer bed bug control services, 
up from 75 percent in 2018 
and 71 percent in 2017. This 
may be why PMPs reported 
10 percent fewer bed bug jobs 
in their markets last year com-
pared to 2017.

“It used to be that one- and 

two-man and five-man compa-
nies, they wouldn’t touch bed 
bugs. Nobody shies away any 
more because of the money 
involved,” said Nick Lupini, 
president of Loyal Termite & 
Pest Control, a Rentokil Ster-
itech company in Richmond, 
Va. He sees fewer referrals from 
peers as a result.

Across the country in San 
Diego, however, Garrett 
Thrasher has noticed fewer 
companies offering bed bug 
control. “I think that’s a good 
thing for the industry as well 
as for our company. If there 
are fewer companies offering 
bed bug services that definitely 
allows for us to take a bigger 
piece of the market share,” said 
the owner of Thrasher Termite 

& Pest Control of So Cal.
Growth may be leveling out 

at some companies for strategic 
reasons. The labor-intensive 
nature of bed bug jobs has 
made Justin McCauley, CEO 
of McCauley Services in Bry-
ant, Ark., evaluate how much 
of the work he wants to take 
on. “How do we manage this 
without killing our general pest 
control? We probably slowed 
down our growth on purpose, 
I would say,” he said. 

Most PMPs (61 percent) 
said bed bug control services 
have become a more significant 
portion of the business over the 
past five years, found the PCT 
survey. This is down from 68 
percent who felt this way in 
2017. 
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14%

How Significant Were Bed Bugs to Your Business 
in the Past Five Years? 

Source: Readex Research, 2017-2019

Change in the Number of Bed Bug Jobs in Your Market Area

Mean Percent of  
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Source: Readex Research, 2017-2019
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T he largest portion 
of bed bug revenue 
in 2018 came from 

servicing single-family homes 
(43 percent), followed by 
apartments and multi-family 
housing (39 percent), reported 
PMPs in the 2019 PCT State 
of the Bed Bug Market survey.

In interviews, pest manage-
ment professionals said they 
are being more selective in the 
jobs they take on. “We’re only 
trying to take those bed bug 
jobs that we’re going to be 
successful at and can control 
them pretty easily,” said Justin 
McCauley, CEO of McCauley 
Services, Bryant, Ark. 

Site preparation plays big in 
these decisions. If the coopera-
tion of residents seems unlikely 
after an initial inspection, 
David Brown, owner of Brown 
Pest Control in Winston- 

JOBS: 
Some Aren’t 
Worth It

Source: Readex Research; Number of respondents: 379

Do You Offer 
“Low-Prep” 
Services?

No AnswerNo

52%47%

Yes

1%

work; 47 percent followed a 
low-prep protocol. 

Don Grant, president of 
Grant Exterminating, Gasto-
nia, N.C., gets “very desirable 
results” with a low-prep ap-
proach and application of a 
bio-pesticide. Loyal Termite & 
Pest Control, a Rentokil Ster-
itech company in Richmond, 
Va., prefers conventional prep. 
“We know what works so let’s 
just keep doing it that way,” 

Salem, N.C., will turn down 
the job. “If it’s a hoarder’s 
house or we don’t have a good 
feel for cooperation with them, 
we’ll refer them,” he said. 

Thrasher Termite & Pest 
Control of So Cal in San Di-
ego does the same. “We have 
a pretty strict protocol that we 
adhere to and don’t bend in 
terms of the types of services 
we offer. The main one is if 
the customer doesn’t want to 
follow our instructions, our 
protocol is we will definitely 
walk away from the sale,” said 
owner Garrett Thrasher. 

PMPs were divided almost 
equally about onsite prepara-
tion requirements, found the 
survey. More than half (52 
percent) asked residents to 
bag items, wash clothes and 
bedding, remove clutter, and 
clear space for technicians to 

said company president Nick 
Lupini. 

Chris Christensen, owner of 
three Truly Nolen franchises in 
greater Lexington, Ky., charges 
clients $95 if they’re not pre-
pared on the day of treatment. 
He has committed resources 
to do the job and then techni-
cians can’t do the work. “We 
want to be compensated to 
some degree for that,” he said. 

Loyal Termite & Pest Con-
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trol charges $500 if clients ar-
en’t ready for a heat treatment. 
“We’ve basically taken at least 
two guys and blocked them 
off for a day, if not two. That’s 
two guys who have nothing 
to do that day now,” explains 
Gena Lupini, company vice 
president.

Landlord-tenant litigation 
has some pest management 
professionals reconsidering 
rental property and multi-unit 
housing work. “I think it takes 
one bad job to really know how 
detrimental it can be,” said 
Thrasher. He said some pest 
management companies in his 
market have dropped bed bug 
control because of this. To pro-
tect your company, document 
properly and stick to the facts 
— don’t guess who brought in 
bed bugs or how long they’ve 
been there, he advised. 

ABOUT THIS SURVEY

The PCT 2019 State of the Bed Bug Market 
survey was sponsored by Zoëcon and 
compiled by Readex Research, a privately 
held research firm based in Stillwater, 
Minn. 

A sample of 8,666 owners, operators, 
executives and technical directors of pest 
control businesses was systematically 
selected from the PCT database. Data 
was collected from 462 respondents — a 
5 percent response rate — via online 
survey from September 12 to 20, 2019. To 

 Northeast ...16%
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 South ......... 42%

 West .............15%

Source: Readex Research; 
Number of respondents: 379
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Markets Representing the Largest Proportion 
of Bed Bug Control Revenue in 2018

Single-Family 
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39%

Hospitals/Health 
Care Facilities 

3%

Hospitality
Industry

8%
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1%

Transitional 
Housing 

1%
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1%

None — Mix Of 
Equal Proportions

2%

No 
Answer

1%

best represent the audience of interest, 
83 respondents who indicated their 
companies do not offer bed bug control 
services were eliminated from the survey. 
The margin of error for percentages 
based on the remaining 379 respondents 
is plus or minus 4.9 percentage points 
at the 95 percent confidence level. 
Charts may not equal 100 percent due to 
rounding. 

The majority of respondents were 
based in the South (42 percent), followed 
by the Midwest (27 percent), Northeast 
(16 percent) and West (15 percent). 
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APPROACH: 
Proactive Services 
Are Gaining 
Acceptance

Source: Readex Research, 2017-2019

AVERAGE 
CALLBACK 
RATE FOR 
BED BUG 

JOBS

201920182017

4.6%
4.1% 3.8%
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P roactive bed bug 
inspections are catch-
ing on, especially 

with multi-unit housing and 
hospitality clients. 

Loyal Termite & Pest Con-
trol, a Rentokil Steritech com-
pany in Richmond, Va., does 
monthly and quarterly canine 
inspections. Thorn Pest Solu-
tions in Pleasant Grove, Utah, 
inspects properties for bed 
bugs one to four times a year, 
depending on the infestation 
history. If the pests are found, 
they can be eliminated before 
becoming a bigger problem. 
“We’re actually seeing people 
save a lot of money by doing 
that,” said Kevin Thorn, pres-
ident, Thorn Pest Solutions. 

Thorn also performs pre-

ventive treatment at hotels in 
advance of ski season. He ap-
plies desiccant dust to rooms to 
knock down bed bugs that may 
be introduced. Case studies 
that show actual dollars saved 
can help clients see the value 
of proactive services.

On the residential front, 
PMPs are exploring how to 
offer bed bug protection as an 
add-on to monthly and quar-
terly accounts. In one scenario 
discussed, homes would be in-
spected during regular service 
visits and treatment provided 
at no extra cost if bed bugs 
eventually were detected. 

Pest control companies offer 
a wide range of bed bug treat-
ments, but the primary meth-
ods of control were treatments 

with insecticide (70 percent), 
heat (16 percent) and steam 
(3 percent), found the 2019 
PCT State of the Bed Bug 
Market survey. Half of PMPs 
used mattress encasements or 
active mattress liners for both 
residential and commercial 
accounts, and 61 percent used 
monitors or traps in their pro-
grams. Some companies have 
dedicated bed bug technicians 
and salespeople; others have 
cross-trained general pest tech-
nicians to do the job.

Bed bug resistance was a 
concern for more than half 
(52 percent) of PMPs and 45 
percent had implemented a 
bed bug resistance treatment 
protocol. Of those, 92 percent 
rotated product active ingredi-

ents to combat resistance. The 
majority of PMPs (69 percent) 
had seldom or never encoun-
tered bed bug resistance.

Overall, pest management 
professionals are spending less 
time re-servicing accounts. The 
average callback rate for bed 
bug control jobs in 2018 was 
3.8, down from 4.6 in 2017, 
according to PCT surveys. 
“I feel like the industry as a 
whole has gotten a lot better at 
controlling them,” said Justin 
McCauley, CEO of McCauley 
Services, Bryant, Ark. 

Most PMPs (46 percent) 
reported no seasonal difference 
in controlling bed bugs. More 
than a third (35 percent) said 
summer was their busiest time 
of year for this work. 

52% 
are concerned about 

it in their markets

35% 
Summer

8% 
Spring

4% 
Winter

46%
No Seasonal 
Difference

7% 
Fall95% 

INSECTICIDE 
TREATMENTS

Source: Readex Research; Number of respondents: 379 
(respondents could select more than one answer)

All Bed Bug Treatments Offered Busiest Season for 
Bed Bug Services

69% 
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45%
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protocols to combat it
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rotate products as 

part of their protocol
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The attitudes of commercial clients 
are shifting when it comes to bed 
bugs. They’re no longer surprised 

by the pest’s appearance and they’ve 
realized spending big dollars to control 
full-blown infestations is not sustainable. 
As such, more PMPs are developing ap-
proaches like proactive monitoring and 
preventive treatment, which give clients 
more command of the situation compared 
to jumping from one infestation crisis to 
another. 

“I think there’s been kind of a melding 
of attitudes both from the property man-
agement folks and the industry,” said Chris 
Christensen, owner of three Truly Nolen 
franchises in greater Lexington, Ky.

Educating these clients about bed bugs 
and how they can be managed proactively 

“opens a lot of doors” for growth and for 
pest management companies to be seen as 
partners and experts, said Kevin Thorn, 
president, Thorn Pest Solutions, Pleasant 
Grove, Utah. 

For residential customers, bed bugs 
remain public enemy number one. 
“We’re still seeing people freaking out” 
about the pests, said Thorn. In fact, 58 
percent of PMPs believe the public is 
more concerned about bed bugs now 
than they were a decade ago when news 
reports first chronicled their resurgence, 
found the 2019 PCT State of the Bed Bug 
Market survey.

But they also realize the pests are a wide-
spread problem. “I think most customers 
with bed bugs now seem to accept the fact 
that a problem exists and just want it taken 

care of,” said Don Grant, president of 
Grant Exterminating, Gastonia, N.C. He 
attributes an increase in bed bug revenue 
this year to “referrals from satisfied cus-
tomers that we have previously provided 
bed bug treatments for.”

Some PMPs believe more consumers 
are taking steps to control bed bugs 
themselves, which may be limiting revenue 
growth in some markets. 

When advertising bed bug services, pest 
control companies emphasized their cer-
tified technicians (61 percent), excellent 
control (59 percent), service guarantee 
(51 percent), and free inspections (45 
percent), found the survey. Nearly tied 
are mattress encasements/active mattress 
liners (37 percent) and discreet service 
(36 percent). 

CUSTOMERS: They’re 
Taking Control
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OUTLOOK: Betting 
On Recurring 
Revenue Models
In the next year, 59 percent of PMPs expect 
revenue from bed bug control services to 
increase, found the 2019 PCT State of the 
Bed Bug Market survey. More than a third 
(36 percent) expects it to remain the same.

Kevin Thorn, president of Thorn Pest 
Solutions, Pleasant Grove, Utah, sees a 
growth opportunity in developing proactive 
and preventive bed bug services for 
commercial clients. Justin McCauley, CEO 
of McCauley Services, Bryant, Ark., is in the 
early stages of exploring recurring revenue 
models for bed bug prevention. “We’re still 
working on that but that’s the biggest thing 
to me” in terms of growth potential, he said. 

San Diego-based Thrasher Termite & 
Pest Control of So Cal plans to grow the 
commercial side of its bed bug business, 
targeting the multi-unit housing and 
hospitality industries. “I think the volume 
of leads is really where we could do better. 
If we had more leads we could increase our 
revenue,” said owner Garrett Thrasher.

PMPs said bed bugs aren’t going 
anywhere anytime soon, and that is good 
for the industry. “I see it getting busier and 
busier,” said Nick Lupini, president of Loyal 
Termite & Pest Control, a Rentokil Steritech 
company in Richmond, Va.

In the Next Year, Bed Bug 
Control Service Revenue Will

PUBLIC’S CONCERN OF 
BED BUGS COMPARED 
TO 10 YEARS AGO
Source: Readex Research; Number of respondents: 379
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ASPECTS OF BED BUG SERVICES 
IN MARKETING EFFORTS
What aspects of your location’s bed bug 
services are featured in its marketing efforts?
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