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Content Marketing
for Pest Control

You might have heard the saying Content is king more times than you can count by now. In
the world of online marketing, it is nearly impossible to rank highly on Google without rich,
engaging content. Your pest control website should be full of great content to engage your
readers and inform your local prospects on their important pest control concerns.

Quality content is also a major component of branding. With the right content, you can
establish yourself as an expert on a given topic (i.e., the services you offer) and Google
will reward you for it. A large amount of content on, say, black widows in your city
basically tells Google you are the black widow subject matter expert and Google will in
turn rank your black widow content highly for relevant search queries.

If you don't already rank highly for relevant search queries, the right pest control content
might be what you’re missing to get more favor in SERPs (search engine results pages).
Good content will build your credibility and make local prospects want to hire you for
pest control services.

Unlike many other aspects of digital marketing that are more on the technical side,
content marketing allows you to be creative while offering useful information that will
give you the SEO boost you need to perform well in SERPs. You can offer your audience
what they are searching for online and get rewarded for the expertise of your service
topics with high rankings.
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Pest Control Content
Marketing Strategy

92% of Google searchers will select a business on the
first page of local search results. You cannot rank highly
on SERPs (search engine results pages) without having
a display of great pest control content. Great content is
high quality, relevant, in-depth, and informative. This is
the kind of content Google rewards, because this is the

kind of content searchers want to see.

(ONTENT]ISIKING

Content is king, and if you want to become a subject matter expert in pest
control, you have to prove yourself worthy of that crown. That means publishing
great pest control content on your webpages and blog that is worthy of getting
clicks. Content in the form of videos, blogs, infographics, charts, how-to
guides and more will need to be created for you to properly index on Google
and attract quality prospects. Then, the content will be used to convert the
prospects into paying customers.

& Rhino
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Indexing is the process search engines use to determine how you will appear in search
results. The higher you rank, the better your chance of getting clicks and leads for your
pest control services. Google relies largely on your content to determine your rank in
relevant results pages. You need to make sure you have content published on your
website with answers to local prospects’ important questions and problems.

Knowing what kinds of pest control content to publish in order to rank highly can be
quite challenging, but the key is to provide the information prospects want to see. That
way, you will appear for the relevant searches they are making and rank for the most
common ones in your service area(s).

Pest Control Marketing
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Pest Control Topics
for Content

If you struggle to come up with topics for pest control content, a simple Google search of
your services can give you many great ideas to help you get started producing wonderful,
high-ranking content that search engines will favor and prospects will love.

When you do a Google search of your services, you will also see other possible queries
related to your search. You can use these suggestions as an idea of what local pest
control prospects are searching for and create content tailored to each relevant topic.

Once you make a Google search for one of your services, Google will display related
content under a section titled “People Also Ask.” The results under this section can be an
amazingly easy way to increase the quality and quantity of your pest control content.

For example, do a Google search for:

Q_  how to get rid of bed bugs? Ul

Under the “People also ask” section on the result page for this query, you’ll find
related topics and questions such as:

“What kills bed bugs instantly?”
“How do | permanently get rid of bed bugs at home?”

“Can you get rid of bed bugs on your own?” and

vV v v Vv

“What is the main cause of bed bugs?”

Create content that answers these important questions and conduct further searches
for each one. Then repeat the same process to build onto your pest control content.
For example, your blog posts can be titled after these questions to inform your local
prospects and improve your rank for these and other related searches to in turn, boost
your local credibility and build trust between you and your audience.

& Rhino
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Measure Content Performance

Measuring your content’s
performance on Google is another
way to get topic ideas. The most
traffic-driving content should be
the kind of content you publish

the most. If your bed bug content
drives the most traffic to your
website, this is an indication that
other local prospects will want to
see more of it. Google Analytics is a
free and easy way to measure many
important metrics to see how your
content is performing. This tool
allows you to track your content’s performance so that you can determine which pages
are performing best and continue to create more of it.

Google Analytics is a free and user-friendly web analytics service that provides statistics
and analytical tools you can use to enhance your search engine optimization (SEO) and
content marketing strategy. The service is part of the Google Marketing Platform and is
available for free to anyone with a Google account.

With the data provided by Google Analytics, you can devise actionable plans to generate
leads, grow your Pest Control business, and target the right prospects. As a Pest Control
business owner, having data-driven and factual control over your content is crucial to
your success on Google.

With all the services offered through Google Analytics, you can create buyer personas based
on the data reported on the tool that will empower you to create a site that nurtures your
prospects through the buyer’s journey, which we will discuss further later in this guide.

This tool also allows you to see how your visitors interact with your pest control

website so that you can identify any flaws in your current content marketing strategy
and optimize your content for the best results according to the findings. You can check
metrics like pageviews to see how many views a certain page or blog post has gotten.
Additionally, check the amount of time users spend on your pages to know which pages
they are spending the most amount of time. If users are spending a good amount of time
on a page, they are likely reading through and engaging with the content on the page.

& Rhino
Pest Control Marketing
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Site Page Content
vs. Blog Content

In addition to producing content for topics searchers want to see, you need to produce
content that is specific to each city you service and each target pest for each city in order
to dominate in Search. The content you publish on your site needs to be separated by
geographic location and target pest to avoid confusing the search engines and your
prospects. It will be difficult to rank for relevant pest control searches if you don't keep
your content laser-focused on topic clusters. This can come in the form of both website
pages and blogs.

Put simply, if you provide service to more than one location, create separate webpages
for each location as well as separate webpages for each target pest for each location.
The idea is to get the highest rank in the search engine result pages (SERPs), and search
engines favor exact matches for pest control search queries. If you service Phoenix,

AZ and Glendale, AZ, for example, your content for Phoenix and Glendale should be
separated on your website for each pest you service in each city.

& Rhino
. Pest Control Marketing
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If your content is all lumped together and not separated by target pests and service
locations, it becomes quite difficult for Google to index and rank your webpages. To have
a chance of ranking for searches like “Bed bug control Phoenix, AZ,” you will have to be
able to direct them to a webpage for that specific city regarding that specific bug problem
to match for that exact query. Do the same thing for all webpages for every other target
pest in either city.

Your webpages and blogs serve very similar, yet very different purposes. Essentially, your
webpages should act as solutions to problems and answer questions, like what cities you
service, whereas your blogs can be about just about whatever informative content you
wish to share with your target audience.

Make sure your webpages include important
information about your business and operations and
answers important questions like:

» “What are your hours of business?”
» “How effective are your cockroach solutions?” «
» “What is bed bug heat treatment?” ~ ﬁp

Highlight this information on your targeted webpages
where your website visitors can easily find it.

Your blogs should be useful, informative, educational, and engaging to make your
readers’ lives easier and help build your authority on your topic areas. The content you
post on your blog can build your authority in your local service area and make you the
most trustworthy local pest control company. Blogging also allows you to separate your
topics and add unique content for each of your service categories.

Your blog may not be the best place to get all of the important information about your
business like your webpages, but you can link to other important webpages from your
blog. This way your blog is helping readers navigate through your website to find all the
information they need to know about you, like how to contact you. From your blog, you
can link to other relevant pages such as a service page where visitors can schedule a
service or find information to contact you.

& Rhino
Pest Control Marketing
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How to create a pest control
blogging editorial calendar

The more often you add fresh, educational content, the easier it is for Google to esteem
you as the subject matter expert for your topics and the longer you rank highly for
relevant search results.

Before you start creating fresh blog content, you need to determine who you are talking
to. If you don’t understand who your buyer persona is, your content won’t reach who it
is intended to reach and could end up missing its whole purpose- which is to generate
leads and sales.

Taking what you know about your current customers, create buyer personas to get a good
understanding of what they might be looking for from a pest control company, and tailor
your content to respond to their needs. Who are your pest control customers? HubSpot
defines buyer personas as “semi-fictional representations of your ideal customers based
on research.” What do you already know about your customers that can help you create
buyer personas to use when creating content? This information will help you attract and
retain high-value pest control customers and grow your business.

CONTENT

& Rhino
Pest Control Marketing



11 Content Marketing Blueprint for Pest Control

To create your pest control buyer personas, ask yourself “What are some typical character
traits of your ideal buyer?” and “What makes them tick?” This will give you some good
insight into what kinds of content they may be looking for.

How many different types of customers do you typically service? Separate your
residential customers from your commercial customers and whichever other groups you
can break your customers into. Then create different buyer personas for each one of
these individual groups.

Let’s look at a couple of pest control buyer personas:

Residential Buyer Persona: m
Homeowner Hannah 4
» Homeowner, mother, pet owner (g
» Concerned about the safety and efficiency of your products y

» Wants Kid-friendly and pet-friendly pest control

» Very concerned about poisonous pests

» Wants to learn about which pests can be harmful to pets

» What is the typical timeframe between repeat services?

» Highly terrified of spiders ‘,-,‘ v
>

Wants products to be odorless

& Rhino
Pest Control Marketing
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Commercial Buyer Persona:

Property Manager Peter

» Manages rental properties in your service area

» Concerned about his online reputation for all of his properties

» Does not want pest complaints from tenants ”
Wants to deal with several pests for the lowest costs possible

Wants to see instant results

v v Vv

Wants long-lasting results

To create content that appeals to these and other
buyer personas, you have to know what kinds
of search queries they are making. What kinds

of things might they be searching for on Google
related to pest control? Offering them the answers
to their searches will increase your rankings for
their search queries.

& Rhino
Pest Control Marketing



13 Content Marketing Blueprint for Pest Control

What are Pest Control
Prospects searching for?

Your content must be tailored around your
buyer personas’ searches and respond to
their needs for them to even want to click
on your links and engage with your content.
Knowing what they're searching for will
help you know what kinds of content to
create and what solutions to offer them.

Stay focused on topic clusters to become
a subject matter expert in your field. For
example, create content for each different
type of spider and each different type of
ant for each location you service. We can't
stress this enough.

You must also create content that appeals to your buyer personas at each stage of their
buyer’s journey. The buyer’s journey consists of three stages: the awareness stage, the
consideration stage, and the decision stage. You have to know the significance of each
stage to provide the right pest control content for them at the right moment.

At the awareness stage, the buyer realizes they have a problem. This is when
buyers are identifying what their challenge is. Once they realize they have a
problem, they will likely take to Google to figure out what exactly the problem is and what's
causing it. Your content for this stage should spark emotion and promote awareness of
your brand. Here is where your fresh new blogs, videos, and other content can appeal to
your ideal audience.

Awareness stage blog title example: Why do | have termites in my attic?

& Rhino
Pest Control Marketing
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& After conducting some research about their problem, your buyer will enter
the consideration stage. During the consideration stage, buyers have clearly
defined their issue and are now looking for the best possible options to solve it.

Your content for this stage should be focused on the buyer’s pain points. During this
stage, it is crucial to make sure you are showing the right content to the right people at
the right moment. The content might include a free eBook or guide to help convince
them that your product or service is the solution to their pest problem.

Consideration stage blog title example: What is the best solution to get rid of termites?

©)

@ At the decision stage, the buyer will decide how they will resolve their
problem. The main objective is to create content that gives your potential
buyers as many opportunities to solve their issue as you can offer them to help guide
them through the sales journey. Once you understand how to show the right thing to the
right person at the right time, your business will begin to grow.

Good content to show them at this stage might include exclusive offers, promotions, and
fast-action bonuses that create a sense of urgency to hire you. Here, you can also display
your customer testimonials, as they are proven to increase your credibility, generate
leads, and help you retain your customers.

Decision stage blog title example: Who should | hire for termite control in [my city]?

Offering free and informational content can build trust between your
brand and your audience while in turn making you the leading pest
control company in your area. Ranking highly with high-quality content is
the best way for you to generate leads.

& Rhino
Pest Control Marketing
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Using content to generate
leads for your pest
control company

The purpose of creating great pest control content is to generate leads and turn them
into paying customers. Once you've got your leads, you will have to continue creating
content to nurture them through the buyer’s journey. The information you collect from
them can help you determine which stage of the buyer’s journey they are in. Collecting
information from your leads can be challenging, but the right content can be a fair
exchange for personal information.

The key to generating leads is offering many free sources that answer important concerns
and questions. Some sources might include free downloadable content, such as eBooks,
checklists, infographics, videos, how-to guides, and more in exchange for your prospects’
personal information, like their email addresses, so that you can begin to nurture them
through the buyer’s journey.
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The content you produce can help give you local credibility and make you the go-to pest
control company when prospects are looking for your services. Offering the right content
at the right moment is the key to getting them to hire you for pest control services and
make you the one they turn to when they need information.

Examples of lead nurturing content for pest control:

®  Aninfographic explaining how
m» to getrid of ants.

° A brief DIY guide with tips on what works and what
doesn’t work to get rid of fruit flies.

b A video explaining how to make their yards less
- = attractive to mosquitoes.

BB AneBook for pet owners, making them aware of
dangerous pests in their local cities.

v = A checklist for homeowners to protect their homes
v = from pests before going on vacation
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Conclusion

There is an endless amount of attractive content you

can publish on your pest control website. The key

to having quality content is knowing and understanding the
needs of your target audience and offering them the solutions
and answers to their needs. Your content is proof of your
expertise and builds credibility in your local service area.

The content you publish will help you rank well for relevant
search results so that your prospects can easily find you on
result pages. The reward for the information you offer on your
pest control website will be in the form of high rankings and
credibility. Publishing informative, engaging, educational, and
useful pest control content is a must for good pest control SEO,
and offering the right content at the right moment will offer
you an enormous reward.

& Rhino
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FOR MORE INFORMATION OR A FREE PEST
CONTROL MARKETING ASSESSMENT

CLICK HERE:

O (866) 661-4107

Rhino

@ Pest Control Marketing



https://www.rhinopros.com/contact-pest-control

