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The trend of consolidation seems to be upon the 
industry once again — both at the pest control 

company level and at the manufacturer level. The chart 
at right shows that in the past three years, six out of 10 
pest control owners have been approached to sell their 
business. 

With the recent purchase of Western Pest Services 
by Orkin Pest Control, as well as several other acquisi-
tions in the recent past, many inside (and outside) the 
industry are wondering if we’re on the brink of another 
significant round of buyouts. (Especially since Orkin 
President and COO Glen Rollins said that the purchase 
will “not extinguish our appetite for teaming up with 
great companies and buying companies that have great 
reputations and similar values to us.”)

Only time will tell where the industry is headed. But stay 
tuned to www.pctonline.com, as well as PCT magazine, 
to bring you the latest news on the acquisitions front. 

On the next six pages, PCT magazine presents its list 
of the industry’s 100 largest pest management firms, 
as well as profiles of five companies whose executives 

The pest control industry is a hot market.  
Consolidation at the PCO level is beginning 

to heat up again after several quiet years. Many 
pest management firms are expanding their service 
offerings, allowing them to increase sales to cur-
rent (and potential) customers. Most companies 
are reporting growing revenues — some in the 
double digits. And revenues for PCT’s Top 100 list 
have grown by about $150 million over last year. 

Turn the page for one of PCT’s most antici-
pated stories of the year — the PCT Top 100 list.

In addition to the list, on the following pages 
are profiles of several companies in PCT’s Top 100. 
PCT interviewed officials from these companies 
in hopes that our readers would benefit from 
their “secrets of success.” We selected companies 
of different sizes that focus on different kinds 
of accounts from around the United States and 
Canada. When this list is compiled again next 
year, additional firms will be profiled. 

SELLING LIKE HOTCAKES
If you are the owner, have you been approached 
in the past three years to sell your business?our 
business?

share some insights to their company and its operations. 
Many thanks to them for opening their doors to PCT. Our 
intent is that readers can glean some knowledge from 
these profiles that will benefit their businesses and help 
them to break into PCT’s Top 100 list — if that’s one of 

Source: PCT’s Annual Readership Survey
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Editor’s note: This list was compiled by  
P C T  E d i t o r  J o d i 
Do r s c h  a n d  t h e  p r o - 

files were written by Lisa McKenna, a fre-
quent contributor to PCT. PCT made every 
effort to identify and contact companies that 
were likely to qualify for the list. Certain 
companies are absent because they elected 
not to disclose their 2003 revenues or PCT 
was unable to discern revenues through 
other means (i.e., Dun & Bradstreet, In-
ternet searches, etc.). However, if you feel 
your company should be listed, contact 
Editor Jodi Dorsch at jdorsch@pctonline.
com or visit www.pctonline.com and click 
the “Top 100” logo on the left-hand side 
of the page.

A few notes about this list:

•	 All	subscribers	were	furnished	a	Top	100	
form via a “tip cover” on the January 2004 
issue of PCT. In addition, links to an online 
form were run in PCT’s weekly E-newsletter 
throughout late winter and early spring. A 
PCT Top 100 form was posted on PCT’s 
Web site, which was filled out by many 
company executives throughout the year. 
PCT editors also took other measures to 
confirm the veracity of the figures. 

•	 Companies	 were	 asked	 to	 provide	 the	
following information: company name; 
address; phone number; fax number; e-mail 
address; Web site address; year company 
founded; 2003 revenues; percent increase/
decrease over 2002 numbers; projected per-
cent increase/decrease for 2004; percentage 
of general pest, termite, vertebrate, bird, 

mosquito, and turf and ornamental work; 
percent of residential vs. commercial work; 
number of offices; number of general pest 
and termite technicians; total number of 
employees; and names of company execu-
tives.

•	 There	are	31	 states	 represented	 in	 this	
list. The top three states represented in the 
Top 100 list are Florida (14 companies), 
California (12 companies) and Georgia 
(eight companies). In addition, there are 
two Canadian firms on the list. This year, 
there are nine new companies in the PCT 
Top 100. In addition, two companies that 
are on this list were sold in 2004; however, 
they are still listed here because this list 
represents 2003 revenue numbers. 

•	 In	the	charts	on	the	following	pages,	“%	
Other” includes bird, mosquito, turf and 
ornamental, and vertebrate pest control 
services, as well as any “other” revenue 
sources (add-on services, etc.).  

•	 Percent	 of	 commercial	 vs.	 residential	
work	are	represented	by	“%	RES”	and	“%	
COM.”

•	 Companies	in	the	PCT	Top	100	earned	
a total of $3,523,966,090 in 2003, which 
is an increase of almost $150 million from 
2002. 

•	 While	several	companies	on	this	list	offer	
product distribution services, those revenues 
are not included here. PCT’s Top 100 list 
reflects service revenues only. 

A Few Notes 
About This List

Companies in the PCT 
Top 100 earned a total 

of $3,523,966,090 
in 2003, which is an 
increase of almost 

$150 million from 2002. 

by Jodi Dorsch and Lisa McKenna

[ TOP 100] 
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If there were an enigma in the pest control 
industry, Truly Nolen of America would 
be it. This 65-year old company, the 

nation’s 11th largest, has a rich history, an 
in-genious public relations plan, and an 
unusual organizational structure, all of 
which help form a company with an 
inimitable way of doing business. 

Entrepreneur Truly Wheatfield 
Nolen founded the company in 
1938. Nolen had owned a home 
improvement business in India-
napolis that went bankrupt during 
the Great Depression. The one 
profitable area of his operation was 
pest control, and Nolen had the 
foresight to move to South Miami Beach, 
Fla., and start a pest control business there.

The business grew, and in the years that 
followed, Nolen’s son Truly David Nolen 
came to work for his father. However, the 
younger Nolen eventually left the business, 
striking out on his own. In 1955, Nolen 
moved to Tucson, Ariz., to open his own pest 
control operation. His business also quickly 
expanded, with branches soon opening in 
California, Texas and New Mexico. 

In 1966, the elder Nolen passed away. 
Truly purchased his father’s business, 
merging it with his own and once again 
experiencing dramatic business growth. 
Today the company’s 1,000+ employees 
work out of about 70 branch offices located 
in Florida, Arizona, California, Nevada, 
New Mexico, Texas and Utah. The $67 
million company has a growing franchise 
division with 60 international franchises 
in 30 countries, and 10 franchises in the 

United States. 
The one key secret to Truly Nolen’s 

success, says Barry Murray, vice president 
of marketing and public relations, is Truly 
himself. “I think what makes us unique 
is Truly’s character and the way he feels 

about the customer,” says Murray. 
“Regardless	of	 the	 situation,	 the	
customer is right, period. That’s 
the kind of business philosophy 
(in the country as a whole) that 
seems to be not as important as it 
once was, and he simply will not 
let that philosophy go.” 

Today the third generation of 
Nolens has a hand in running the 

business. Truly serves as chief executive of-
ficer, and his son, Scott, is president. The 
leadership of the company is spread out 
across its territories, with Scott in Orlando, 
Fla.; Truly in Naples, Fla.; Murray in Hol-
lywood, Fla.; the human resources depart-
ment in Phoenix, Ariz.; and the home office 
in Tucson, Ariz. Murray says this “new age” 
arrangement works well. “Truly kind of has 
the philosophy that it is the person, not the 
place.” Murray says that the company has 
been able to retain many of its most trusted 
employees through this setup. 

One of the company’s trademarks over 
the years has been its highly visible presence 
to customers. One example is the company’s 
fleet of yellow Volkswagen Beetles painted 
to look like mice. “It was the company’s 
concept initially to have some kind of an 
iconic vehicle,” Murray explains. At first the 
company’s fleet consisted of red ants when 
they were created in the late ’50s. 

Truly NoleN: A winning mix of service and strategy

1 Terminix International 1 Memphis  TN  $954,653  3% n/a 49% 51% 0% 81% 19% 327 10,000 
2 Orkin Pest Control 2 Atlanta GA  $677,000  n/a n/a n/a n/a n/a n/a n/a n/a n/a 
3 Ecolab Pest Elimination 3 Saint Paul MN  $225,720  n/a n/a n/a n/a n/a 0% 100% n/a 1,645 
4 HomeTeam Pest Defense 5 Dallas TX  $  92,000  20% 15% 75% 25% 0% 95% 5% 35 1,065 
5 J.C. Ehrlich Co.  4 Reading PA  $  90,900  7% 6% 78% 14% 8% 40% 60% 40 1,109 
6 Western Exterminator Co. 6 Anaheim CA  $  85,000  4% 5% 68% 32% 0% 52% 48% 33 908 
7 Clark Pest Control 7 Lodi  CA   $  79,185 9% 9% 68% 25% 7% 68% 32% 18 900 
8 Western Pest Services ▲ 8 Parsippany NJ  $  72,000  n/a n/a n/a n/a n/a n/a n/a n/a n/a 
9 Cook’s Pest Control 11 Decatur AL   $  70,000  9% 11% 57% 43% 0% 75% 25% 28 1,100 
10 Terminix Service 10 Columbia SC  $  69,037  8% 5% 50% 50% 0% 80% 20% 46 900 
11 Truly Nolen of America 9 Tucson AZ  $  67,754  4% 10% 62% 30% 8% 85% 15% 67 1,010 
12 Arrow Exterminators 12 Atlanta GA  $  66,350  12% 15% 30% 70% 0% 95% 5% 47 753
13 Home Paramount Pest  13 Forest Hill MD           $  50,000*   n/a n/a n/a n/a n/a n/a n/a n/a 
600  Control Companies
14 Massey Services 14 Maitland FL  $  47,900  12% 15% 36% 43% 21% 88% 12% 45 584 
15 The Steritech Group 16 Charlotte NC  $  40,500  11% 18% 100% 0% 0% 0% 100% 24 490 
16 Terminix Company   18 Fayetteville NC  $  38,400 n/a n/a n/a n/a n/a n/a n/a n/a n/a 
 of North Carolina

17 Abell Pest Control 15 Etobicoke, Ontario CAN  $  36,750 5% 5% 100% n/a n/a 20% 80% 25 315 
18 Antimite Termite   20 Rancho Cucamonga CA  $  36,200  9% 5% 34% 66% 0% 100% 0% 15 390 
 & Pest Control
* = estimated figure; n/a = no answer; % GPC = general pest control; % TC = termite control; % Other = bird, mosquito, T&O, vertebrate pest services, add-on services, etc.; LOC = locations; EMP = employees; 
▲ = purchased by Orkin Pest Control in April 2004
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Over the years they evolved, first into 
scorpions, and later into yellow mice. 
But it didn’t take long for the vehicles to 
become synonymous with the growing 
corporation. And in 2002 the “mouse 
car” again made headlines in a series 
of award-winning animated television 
commercials. 

Murray also has helped make Truly 
Nolen a household name with an out-
standing marketing and public relations 
strategy. Part of this effort has been his 
appearances on local and national televi-
sion news programs as “Barry the Bug 
Guy,” a pest control expert. Murray tours 
the company’s service area four times a 
year, appearing on morning news pro-
grams across the country and providing 
seasonally appropriate consumer educa-
tion about pests. 

“It gives a tremendous amount of 
credibility to the company,” Murray says, 
although he points out the appearances 
aren’t a plug for Truly Nolen’s services; 

Truly Nolen with one of the company’s 
signature “mouse cars.”
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they’re about pest education and fun pest 
facts. In the last four years, Murray has made 
more than 600 appearances.

What matters most to Bug 
Out Ser- 
v i c e , 

based in Jacksonville, Fla.?  
The company (number 45) 
has grown dramatically over 
its 40-year history, thanks 
to a philosophy of striving for both happy 
employees and happy customers. 

Paul Felker, president of Bug Out, ex-
plains the company has always believed in 
nurturing and serving its employees. “In 
order for us to have happy customers we 
have to start with happy employees,” he 
said. For Bug Out that has meant providing 
the best possible training along with many 
opportunities for growth.

Top-quality customer service also has 
been a priority at Bug Out. And succeed-
ing in this area ultimately depends on how 
well employees are motivated, Felker says. 
“We have to nurture the culture so that our 
employees are motivated and appreciated.” 
Furthermore, he said, company leadership 
must do a good job at facilitating and cre-
ating an organization of which employees 
are proud to be a part. “We have to look 
at ourselves more as trainers and coaches,” 
he said.

If its history is any indication, Bug Out’s 
strategy has served the company well. The 
company’s 120 or so employees work out of 
six offices and serve customers located in the 
“First Coast” area of Florida, which includes 
five counties in the state’s northeast corner.

The company was unwittingly founded 
in 1963 by businessman John Sessions, as 
a division of Arlington Fuel Oil Company 

based in Jacksonville. Sessions, who was 
vice president at Arlington at the time, had 
convinced his partners to add pest control 
services to the business to build up the typi-

cally slow spring and sum-
mer months. His partners 
agreed, and Sessions cre-
ated a pest control division 
within Arlington. After two 
years, the partners wanted 

to sell off the business, and they offered it 
to Sessions, who quickly took them up on 
their offer.

In the early years, Bug Out grew slowly 
but during the 1980s the company ex-
perienced significant expansion with the 
acquisition of several companies. In the 
’90s the growth continued with expanded 
service areas and additional offices. 

Adding to the company’s growth in 
recent years has been a housing boom in 
the Jacksonville area. And with Super Bowl 
XXXIX headed to Jacksonville in 2005, 
still more attention will be focused on the 
growing region. 

Although Sessions retired in 1999, he 
still keeps an office at Bug Out and a keen 
interest in the goings-on at the company. 
However, the company is operated under 
the watchful eye of his son-in-law, Paul 
Felker, who joined the company in 1978 
and has worked in just about every area of 
the business.

Since he’s been at the helm, Felker has 
made a number of changes at Bug Out in 
the interest of improving efficiency and 
productivity. For example, he created a 
central call center, as opposed to having each 
branch take its own calls, and he central-
ized scheduling functions. Previously, all 
of the company’s branches used to operate 

19 Dewey Services 18 Pasadena CA          $  35,000*  n/a n/a n/a n/a n/a n/a n/a n/a 400
20 Florida Pest Control  17 Gainesville FL          $  32,300*  n/a n/a n/a n/a n/a n/a n/a n/a 475 
 & Chemical
21 Dodson Bros.  21 Lynchburg VA  $  32,286  7% 5% 60% 40% 0% 65% 35% 32 520 
 Exterminating Co.
22 Oliver Exterminating 22 Miami  FL  $  25,330  4% 4% 50% 43% 7% 75% 25% 16 350 
23 Critter Control 23 Traverse City MI  $  25,000  9% 7% 1% 0% 99% 77% 23% 112 330 
24 Middleton Pest Control 26 Orlando FL   $  24,967  23% 20% 23% 22% 55% 95% 5% 16 280 
25 Presto-X-Company 25 Omaha NE          $  22,000* n/a n/a n/a n/a n/a n/a n/a n/a 220
26 Industrial Fumigant 24 Olathe KS  $  21,500  n/a n/a n/a n/a n/a n/a n/a n/a n/a 
27 Hulett Environmental  30 West Palm Beach FL  $  19,112  18% 18% 26% 53% 21% 93% 7% 7 209 
 Services
28 Lloyd Pest Control  29 San Diego CA  $  18,700 6% 10% 74% 25% 1% 50% 50% 7 275 
29 McCloud Services 28 Hoffman Estates IL  $  18,289 3% 4% 64% 0% 36% 1% 99% 13 170 
30 Northwest Exterminating Co. 37 Smyrna GA  $  15,378  33% 20% 16% 84% 0% 93% 7% 5 175 
31 ABC Pest & Lawn Services 31 Austin  TX  $  15,200  1% 4% 60% 15% 25% 85% 15% 3 210 
 Rose Exterminator 32 Troy MI          $  15,200*  1% 5% 86% 10% 4% 25% 75% 14 240 
33 Waltham Services 33 Waltham  MA  $  15,000  5% 9% 80% 18% 2% 35% 65% 9 200 
34 SOS Exterminating 36 Gilbert AZ  $  14,300  23% 20% 7% 90% 3% 95% 5% 4 160 
35 Terminix Company 40 Greensboro NC  $  12,832  14% n/a 41% 59% 0% 92% 8% 13 n/a 

* = estimated figure; n/a = no answer; % GPC = general pest control; % TC = termite control; % Other = bird, mosquito, T&O, vertebrate pest services, add-on services, etc.; LOC = locations; EMP = employees

independently. 
Felker admits the changes were signifi-

cant, and getting employees to buy in to 
them took time. But having a nurturing, 
caring attitude made all the difference.

Making significant changes in his father-
in-law’s business also took some conviction 
on Felker’s part. “I wouldn’t do anything 
inconsistent with the way he had always 
done business,” Felker said. “If we could be 
more productive and create a better working 
environment for our employees, then that 
was the right thing to do.” 

In recent years the company’s main em-
phasis has been on training each technician 
to provide the full gamut of services offered 
by Bug Out. “We are moving more and 
more towards the ‘universal technician,’” 
says Felker. In doing this, he explained, 
technicians can be more productive in their 
service areas and customers will feel more 
secure that their problems will be solved.

One of the company’s secrets to suc-

BuG ouT SerVICe: Where happy employees lead to happy customers

COVER  STORY
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cess over the years, says Felker, is having 
the ability to foster an environment where 
employees are motivated. “We really just 
have good people who care about our 
success within the organization,” he says. 
“I think the difference is nurturing that 
culture. We’ve been successful in being 
able to do that.” 

When Ed Bradbury founded  
V i k i n g  Pe s t  C o n -
t r o l  ( n u m b e r 

47) in 1980, he started with a clean slate. 
The former manager with Western Termite 
& Pest Control in West Orange, N.J., left a 
comfortable job to start his own company 
from scratch. Opening the doors to his new 
business in Bound Brook, N.J. , was a gutsy 
move for a man with three young children, 
a brand new dream house and the mortgage 
to go along with it. 

What Bradbury did have was experience, 
confidence and conviction. In the early days, 
he did all the selling, servicing and book-
keeping	for	the	company,	says	his	son	Ryan,	
a branch manager with Viking. Meanwhile, 
his wife Eileen became the company’s first 
commercial salesperson. “Together through 
hard work, sweat equity, and the emergence 
of	some	phenomenal	employees,”	said	Ryan,	
“mom and dad brought their dream of 
building a viable business to life.” 

Ryan,	who	works	closely	with	his	father,	

says Ed’s decision 24 years ago was a scary 
one, but he knew then it was the right one. 
“He	had	a	lot	of	challenges,”	says	Ryan,	“but	
he had some great determination. With hard 
work and perseverance he got through it and 
was able to succeed to 
where we are today.” 
Another member of 
the Bradbury family, 
Ed’s son Dan, just 
recently joined the 
company as a sales 
representative based 
out of the company’s 
Bridgewater, N.J., 
office. 

Viking has every 
right to be proud of 
its growth record. 
In just more than 20 years of service, the 
company has expanded into a nine-office 
facility employing about 130 and serving 
customers in New York, New Jersey and 
Pennsylvania. In the last several years Viking 
has grown at a rate of about 15 percent. 

Also working for Viking is the com-
pany’s strong sales efforts, along with its 
attention	to	customer	service,	 says	Ryan.	
“The combination of a great sales effort 
and our customer service has really helped 
us to retain our customers at a high per-
centage, which is really what’s helping us 
grow,” he said.

36 Clegg’s Termite   41 Durham NC  $  12,771  13% 12% 46% 54% 0% 67% 33% 13 n/a 
 & Pest Control
37 Plunkett’s Pest Control 35 Fridley MN  $  12,750  6% 7% 100% 0% 0% 10% 90% 1 n/a 
38 Terminix Service Co. 34 Metairie LA  $  12,000  2% 9% 20% 80% 0% 98% 2% 4 101 
39 Allgood Pest Solutions 43 Lawrenceville GA  $  11,850  13% 14% 42% 58% 0% 65% 35% 14 220 
40 J&J Exterminating Company 42 Lafayette LA  $  11,665 5% n/a 38% 62% 0% 60% 40% 9 162 
41 Wil-Kil Pest Control 39 Sun Prairie WI  $  11,380  4% 5% 85% 2% 13% 16% 84% 4 135 
42 Rentokil  27 Norcross GA  $  11,300  n/a n/a n/a n/a n/a n/a n/a n/a 202 
 Pestmaster Services 38 Bishop CA  $  11,300  3% 10% 50% 25% 25% 45% 55% 29 135 
44 Gregory Pest Prevention 47 Greenville SC  $  10,000  16% 16% 74% 25% 1% 30% 70% 9 128 
45 Bug Out Service 45 Jacksonville FL  $    9,900  10% 10% 30% 50% 20% 97% 3% 6 120 
46 Sprague Pest Solutions 44 Tacoma  WA   $    9,695  11% 11% 98% 0% 2% 2% 98% 8 120 
47 Viking Termite   49 Bound Brook NJ  $    9,471 15% 18% 72% 21% 7% 66% 34% 9 130 
 & Pest Control
48 ABC Pest, Pool   48 Houston TX  $    8,450  6% n/a 50% 20% 30% 75% 25% 1 n/a
 & Lawn Services
49 Crane Pest Control 50 San Francisco CA  $    8,200 6% 5% 50% 0% 50% 0% 100% 1 75 
50 Braman Chemical Co. 51 Agawam MA  $    8,100  6% 9% 75% 15% 10% 40% 60% 5 95 
51 JP McHale Pest  54 Buchanan NY  $    7,800 6% 15% 70% 20% 10% 75% 25% 2 67 
 Management
52 Eradico Services 56 Southfield MI  $    7,799  12% 12% 68% 4% 28% 30% 70% 9 130 
53 Maheu & Maheu 69 Quebec City CAN  $    7,734  -1% 8% n/a n/a n/a 20% 80% 5 75 
54 Apex Pest Control 58 Merritt Island FL  $    7,600  15% 15% 10% 80% 10% 90% 10% 5 80 
55 American Pest Control 52 Athens GA  $    7,583  12% 10% 65% 35% 0% 82% 18% 3 102 
56 McCall Service 57 Jacksonville FL  $    7,140  7% 12% 41% 30% 29% 60% 40% 7 88 
57 Schendel Pest Services 55 Topeka KS  $    7,000  0% 10% 78% 22% 0% 35% 65% 7 80 
 Northwest Exterminating 62 Tucson AZ  $    7,000  17% 25% 20% 58% 22% 75% 25% 1 115 
59 PermaTreat Pest Control 61 Fredericksburg VA  $    6,900  11% 6% 49% 51% 0% 59% 41% 7 85 
60 Garden Plus Co. ■  60 Pittsburg CA  $    6,894  n/a n/a 85% 8% 7% 85% 15% 3 95
* = estimated figure; n/a = no answer; % GPC = general pest control; % TC = termite control; % Other = bird, mosquito, T&O, vertebrate pest services, add-on services, etc.; LOC = locations; EMP = employees;  
■ — sold to HomeTeam Pest Defense in January 2004

VIKING PeST CoNTrol: A shining example of community commitment

But	Ryan	adds	there	really	are	no	secrets	
to the company’s success. “We try to hire 
great people and grant them the freedom 
to do great things,” he said. Furthermore, 
providing a positive environment, in 

turn, leads people 
to achieve positive 
results. 

Over the years, 
Viking has strived 
to provide great cus-
tomer service in all 
its service offerings, 
including general 
pests, ants, termites, 
fumigation and lawn 
fertilization. One 
area in which the 
company has wisely 

specialized is its carpenter ant business, 
which includes a thorough treatment regi-
men and a one-year, renewable guarantee. 
“We market and promote the benefits of 
continued service to our customers by 
offering free emergency service all year 
round,”	says	Ryan.	“We	build	value	in	the	
renewal because of the personal attention 
our employees give to our customers. We 
also allow the coverage to be transferable to 
future homeowners when homes are sold.”

Another hallmark of Viking’s business 
has been its history of community involve-
ment, something Ed started in Bound Brook 

COVER  STORY
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and promoted throughout the company 
over the years. Examples of the company’s 
involvement include sponsorship of Little 
League organizations and police associations 
and participation in heart and cancer walks. 

At this time there are no big changes on 
the horizon for Viking in how the company 
operates. “We are going to continue to 
strengthen our current market share by sales 
growth, customer retention and company 
acquisitions,” he said. So why mess with a 
winning formula?

After 70 years in business, Maheu &  
M a h e u  P e s t  M a n -
a g e m e n t  ( n u m b e r 

53) based in Quebec City, Canada, has 
much for which to be proud. Besides being 
the third largest pest control company in 
Canada, the company also has succeeded in 
serving culturally diverse customers located 
across three provinces. Michel Maheu, 
general manager of Maheu & Maheu, says 
the company’s long-term record of success 
is based on its commitment to customers. 
“It’s always been part of the culture of the 
company to solve problems and to provide 
the best solutions that we could,” he says. 

That culture started with Maheu’s 
grandfather, Horace A. Maheu, founder of 
Maheu	&	Maheu.	Horace’s	mother,	Rose-
Anna Levac, had purchased a general store 
at the turn of the century, and the rights to 
a “mysterious roach powder,” came with it. 
Her older sons Oscar and Henri founded a 
pest control service in Montreal in 1917, 

and Horace was sent to Quebec City where 
he founded Maheu & Maheu in 1933. As 
for the mysterious powder, it originally 
contained boric acid and talc, 
but later DDT and pyrethrum 
were added. 

In the late ’60s, two of 
Horace’s sons, Paul and Andre, 
joined him in the business. The 
brothers retired in 1993 and 
2001 respectively, and today, 
with Paul’s son Michel at the 
helm, the third generation of 
Maheus runs the company. 
Michel’s wife, Guilaine Pageau, 
is quality coordinator, and two 
cousins also are involved in 
the business: Louis-Philippe 
Maheu is director of finance 
and Claude Maheu is assistant 
regional director. 

With its five offices and 75 employees, 
the company serves accounts located in 
Quebec, northern New Brunswick and 
southern Ontario. Always a top contender 
in the predominantly French-speaking areas 
of Quebec and eastern Ontario, Maheu & 
Maheu recently has expanded its effort to 
secure more English-speaking customers in 
southwestern	Ontario.	Residential	accounts	
comprise about one-fifth of the company’s 
business.

The company has also created a niche 
market with its unique carbon dioxide 
fumigation system offered to museums. 

    Company ’02 City St ’03 REV in  % inC/DEC % inC/DEC % gpC % tC % otHER % RES  % Com LoC Emp
  RanK   miLLionS  oVER 2002  foR 2004  

61 Superior Pest Management 72 Ashburn  VA  $    6,777  44% 24% 53% 46% 1% 99% 1% 3 66 
62 Hydrex Pest Control  59 Camarillo CA  $    6,700  4% 6% 57% 43% 0% 60% 40% 5 85
 (Camarillo)   
63 Peachtree Pest Control 63 Norcross GA  $    6,338  14% 15% 40% 50% 10% 75% 25% 6 89 
64 Turner Pest Control ◆ Jacksonville FL  $    6,300  19% 16% 25% 70% 5% 80% 20% 1 60 
65 Royal Pest Management 65 New Castle DE  $    6,150 12% 25% 90% 7% 3% 65% 35% 3 37 
66 Fischer Environmental  64 Mandeville LA  $    5,968  5% 11% 44% 51% 5% 40% 60% n/a 53 
 Services
67 Griffin Pest Control 67 Kalamazoo MI  $    5,600  4% 15% 78% 22% 0% 70% 30% 4 63 
68 Modern Pest Services 71 Brunswick  ME  $    5,500  15% 15% 100% 0% 0% 50% 50% 6 90 
69 Scherzinger Pest Control 66 Cincinnati OH  $    5,495  0% 8% 55% 45% 0% 80% 20% 1 70 
70 Palmetto Exterminators 77 Charleston SC  $    5,436  21% 20% 50% 50% 0% 90% 10% 7 80 
71 Active Pest Control 79 Fayetteville GA  $    5,400  22% 28% 40% 60% 0% 75% 25% 3 60 
72 D A Exterminating  68 Metairie LA  $    5,200  0% 5% 24% 65% 11% 45% 55% 3 52 
73 Newport Exterminating 76 Irvine CA  $    5,167  13% 10% 35% 60% 5% 90% 10% 1 56 
74 Hydrex Pest Control  73 San Diego CA  $    5,120  8% 10% 20% 80% 0% 98% 2% 1 52 
 (San Diego)
75 Advantage Pest Related  ◆ Pompano Beach FL  $    5,100  19% 20% 30% 55% 15% 85% 15% 2 35 
 Services 
76 Pest Environmental ◆ Brooksville FL  $    5,000  100% 200% 33% 33% 34% 95% 5% 5 76 
77 Arrow Environmental  78 Sarasota FL  $    4,971  10% 10% 24% 5% 71% 85% 15% 5 61 
 Services 
78 Action Pest Control 75 Evansville IN  $    4,810  5% 14% 55% 40% 5% 45% 55% 4 78 
79 Southern Pest Control ◆ Virginia Beach VA  $    4,800  4% 5% 50% 50% 0% 100% 0% 6 30

 ABC Pest & Lawn  ◆ Dallas  TX   $    4,800  0% 15% 75% 23% 2% 50% 50% 2 60
  Service of DFW 
 Rottler Pest Control 81 St. Louis MO  $    4,800  12% 11% 30% 40% 30% 70% 30% 3 60
82 American Pest Management  80 Takoma Park MD  $    4,750  n/a n/a n/a n/a n/a 10% 90% 3 50 
* = estimated figure; n/a = no answer; % GPC = general pest control; % TC = termite control; % Other = bird, mosquito, T&O, vertebrate pest services, add-on services, etc.; LOC = locations; EMP = employees; ◆ new 

MAHeu & MAHeu: A Canadian powerhouse on the move

Furthermore, Maheu & Maheu is the 
only company in North America acting 
as a consultant in this area. “We have 

created a method which uses 
fumigation bubbles and other 
components,” says Maheu, 
“and I am proud that a small 
company based in Quebec City 
is still recognized as the expert 
in this area.”

Unlike many other pest 
control companies, Maheu 
& Maheu subscribes to a phi-
losophy of decentralization, in 
which its branches are largely 
self-sufficient, and technical 
staff members are located 
throughout its territories to 
provide better service. 

Maheu says another ingredi-
ent to the company’s success has been its 
family spirit. In 1993 the company opened 
its shares to employees, who today hold 
more than 30 percent ownership in the 
company. In the next 10 years, says Maheu, 
that percentage should go to about half. This 
progressive decision was made on behalf of 
the company’s employees, Maheu says. “The 
idea there was to secure our main assets,” 
he says. “So reason one for our success, I 
refer to as our employees.” 

Further, Maheu says, the organization 
has always been open-minded when it 
comes to technology. For example, the 
company has shared its technical expertise 
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with industry colleagues and has established 
a subcontracting arrangement with Braemar 
Pest Management Services in the province 
of New Brunswick. 

Another achievement for the company 
has been its quality certification. In 1996 
Maheu & Maheu became ISO 9002 certi-
fied, and in 2002 the company received 
certification for the management quality 
system ISO 9001. Maheu says the deci-
sion to implement the quality system was 
primarily internal. “It was a great tool for 
us to control our growth,” he says. 

In the rural but close-knit communities 
o f  c e n t r a l  I l l i n o i s ,  a 
c o m p a n y ’ s  r e p u t a - 

tion can make or break its success. This fact 
is well known to American Pest Control 
(number 88), based in Hanna City, Ill. 

Ira Haggerty and his wife Lael founded 
the family-owned company in 1951. Hag-
gerty had entered the pest control industry in 
the 1940s working for the large multi-state 
company	Arwell,	but	he	left	when	Rollins	
Corp. purchased the company. Because he 
owned a family farm, Haggerty was not 
interested in moving away from the area. 
So the salesman, technician and one-time 
schoolteacher had to leave the industry for a 
time due to a non-compete agreement with 
Rollins.	He	dabbled	in	insurance	sales	before	
going on to found American. 

For the first few years the business was 
run by Haggerty and his wife along with 
their two sons, Jim and Chuck, who were 
in high school at the time. Over the years, 
Haggerty’s sons remained with the business, 
and today they hold the reigns at American, 

with Jim serving as president and Chuck 
as general manager. The third generation 
of the family is also part of the American 
team,	with	Jim’s	children	Rod	and	Lynette	
serving as termite division manager and 
payroll executive, and Chuck’s children 
Chris and Andrea as manager of the com-

pany’s Bloomington-Normal office and 
office manager, respectively. 

Chris Haggerty says although his grand-
father had a variety of career choices early 
in his life, the pest control industry was his 
true calling. Chris describes Ira as natural 
salesman who was known and liked by 
many. “I do know that my grandfather was 
a well-loved person,” Chris says. “He was 
able to grow the business pretty rapidly at 
the start because of that.” Chris said that 
his grandfather quickly secured a number 
of large accounts that were geographically 
spread out. This necessitated hiring techni-
cians in remote areas early in the company’s 
history. 

In the early 1960s, Jim Haggerty made 
some important changes for the company 
by offering residential service on a quarterly 

83 Beneficial Exterminating 82 Hawthorne CA  $    4,517 8% 10% 1% 99% 0% 96% 4% 3 45 
84 Bug Master 92 Austin  TX  $    4,383  20% 20% 75% 25% 0% 50% 50% 4 55 
85 Metro Pest Control 84 Glendale NY  $    4,320  0% 10% 85% 15% 0% 15% 85% 1 62 
86 APM Termite & Pest  89 Elkton MD  $    4,200 24% 10% 70% 30% 0% 90% 10% 6 55
 Management Systems
87 Naders Pest Raiders ◆ Ponte Vedra Beach FL  $    4,130  5% 10% 35% 65% 0% 95% 5% 2 49
88 American Pest Control 85 Hanna City IL  $    4,060  4% 4% 77% 20% 3% 50% 50% 2 61
89 National Exterminating Co. 90 Newport News VA  $    3,977  16% 4% 20% 80% 0% 80% 20% 1 55 
90 Xtermco 83 Honolulu HI  $    3,910  -9% 5% 25% 75% 0% 90% 10% n/a 44
91 Batzner Pest Management 91 New Berlin WI  $    3,900  15% 10% 93% 1% 6% 15% 85% 5 48
92 ProTech Pest Control 88 Springfield VA  $    3,700  6% 10% 50% 45% 5% 80% 20% 3 60
93 Holder’s Pest Control ◆ Houston TX  $    3,622  -2% 13% 87% 13% 0% 82% 18% 2 43
94 Adam’s Pest Control 87 Minneapolis MN           $    3,600* n/a n/a 85% 5% 10% 30% 70% 1 40
95 Cooper Pest Solutions 94 Lawrenceville NJ  $    3,540 16% 22% 92% 6% 2% 53% 47% 1 42
96 Guaranty Pest Elimination 93 Danielson CT  $    3,500  15% 15% 85% 12% 3% 95% 5% 1 42
97 Eden Advanced Pest  86 Olympia  WA  $    3,460  -6% 16% 60% 0% 40% 48% 52% 2 46
 Technologies
98 Black Diamond Termite  ◆ New Albany IN  $    3,351  12% 20% 60% 30% 10% 35% 65% 1 38
 and Pest Control
99 Okolona Pest Control (OPC) 98 Louisville KY  $    3,238  17% 10% 60% 38% 2% 50% 50% 1 38
100 ABC Pest Control ◆ Largo FL  $    3,100  12% 20% 15% 15% 70% 95% 5% 2 50

 Company ’02 City St ’03 REV in  % inC/DEC % inC/DEC % gpC % tC % otHER % RES  % Com LoC Emp
  RanK   miLLionS  oVER 2002  foR 2004  

* = estimated figure; n/a = no answer; % GPC = general pest control; % TC = termite control; % Other = bird, mosquito, T&O, vertebrate pest services, add-on services, etc.; LOC = locations; EMP = employees; ◆ new 

AMerICAN PeST CoNTrol: A family company with a sparkling reputation

schedule, as opposed to monthly, which 
was the norm in those days. “My father 
introduced quarterly service and we’ve 
maintained it all the way through to today,” 
says	Rod.

Ira turned the business over to his sons 
in 1973, just two years before his death. 
His wife Lael also was heavily involved in 
the business from its early days right up 
until recent years, handling the company’s 
payroll. She passed away in 1996.

Today the company serves customers 
throughout the middle third of Illinois, 
a largely rural area with a blend of both 
residential and commercial customers. As 
a result, American has a mix of 50 percent 
each residential and commercial custom-
ers. The company serves a large number 
of colleges, universities and health-care 
institutions among its commercial accounts.

Chris says the company has always 
focused on “mainstream” pest control, 
as opposed to getting into such add-on 
services as lawn care or holiday decorat-
ing. However, he adds, “we’ve really tried 
to cover all the bases in terms of offering 
such things as wildlife control, bird control 
and mosquito control.”

One of the company’s core philoso-
phies is found on a handmade, now faded 
sign that Ira Haggerty hung in the office 
years ago and remains there today. It reads 
“Quality is long remembered after price 
is	forgotten.”	Rod	says	the	mantra	speaks	
to his grandfather’s belief that true service 
equates to solving a problem. “Even if you 
have to lose money doing it, get rid of the 
problem,”	 Rod	 explained.	 “Don’t	 walk	
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