DOMINATE

The NO BS guide to Marketing
DOMINATION For your
Pest Control Company




DOMINATE | The NO BS guide to Marketing DOMINATION For your Pest Control Company

Contents

Introduction 3
Do you find yourself having difficulties with the following issues? 4
Why Did You Choose Pest Control? 5
Sales And Its Role In A Successful Pest Control Company 7
Consumers 1
Setting Your GoalsFor 2022 & Beyond 13
ACME Pest Control Company Plan 15
Your WebsiteThe Hub to Your Success 17
What is an effective online marketing plan? 23
Selecting A Great Pest Control Marketing Partner 24

Rhino Pest Control Marketing 25




Introduction

This guide is written for you, the pest control company

owner or manager. In recent times you have seen overt

efforts by large nationwide and even worldwide companies attempting to
overtake the local pest control company. It is our belief that anyone can
compete in the local pest control marketplace. As a matter of fact, with
the right plan you can DOMINATE in your local town or regional area.

The only real difference between you and some of these larger sized
companies is the number of customers they have and their ability to
implement and execute a strategic marketing plan. The days of the Yellow
Pages to grow pest control are long over and it's merely a matter of
changing tactics.

If you find yourself frustrated by this and would like to be able to grow
your business efficiently, profitably and smartly in order to have a
retirement or even the ability to pass along your business to the next
generations of your family, this guide is for you.
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having difficulties with
the following issues?

Do you find yourself .
A

vV vV VvV VvV VvV Vv VY

Being frustrated because the team answering your phones doesn'’t take care of the
prospects or customers the way that you would or you want them to.

Paying money to an SEO company but you really have no idea what they are doing or
how to understand the metrics and reports they show you.

Having a clear, simple and understandable sales process to quickly and
efficiently convert leads into new paying customers.

Getting sick of spending more time paying more money for software services that
never work and never have any support.

Do you miss the simplicity of a single place to market and advertise like the yellow
pages once upon a time?

Feeling like you know what you want to do, but nobody else does.

Losing sleep at night over payroll and money issues?

Having a consistent, effective system to grow the business at a steady profitable pace?
Understanding Google and all of the techno hyperbole.

Getting your website to be a live functioning lead generation machine.

Seeing your business when you do some basic local search queries

Being able to see monthly progress and growth

If you are living some of these frustrations and anxieties, let me put your mind at
ease. You are not alone, and you can get a handle on this.

If you are ready to move forward and grow profitably, please read on as we introduce
you to
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Why Did You Choose
Pest Control?

As we get started this is an important opportunity to re-define your own reasons for
choosing the pest control industry to become a modern day entrepreneur.

In any endeavor the why may be the most important question to ask. Did you get into
pest control because you started as a technician? Did you follow your dad or mom into
the business? Did you just wake up one day and say | think | want to own a pest control
company?

Whatever your reason for starting is, here you are. Whether you know it or not, you may
be in the most fantastic opportunity for a home services business that exists anywhere!
Really, just think about it. Where else in business does every single residence, business,
property, structure need to do business with you? The possibilities for growth are all
around you and endless in terms of revenue potential.

Pest Control is an enormous and great opportunity to establish a permanent local
presence in markets throughout the USA and other countries for that matter. You can
certainly be the best and most dominant company in your area with a good plan.

The path to being a millionaire in the pest control industry is to have 2000 satisfied local
customers that like you and your company, and are willing to recommend your company
to their family and friends.

Did you get into this industry to be comfortable and be your own boss or did you make
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that decision to build a profitable and successful local company that provides years of
financial independence to you and your family?

Are you a former technician who knows the daily in’s and outs of the business but has
some limitations when it comes to the effective daily, weekly and monthly growth of new
customers?

Would learning and mastering all of the skills and expertise necessary to grow in the
digital age, help you in your business to overcome the challenges you face today? Would
an overall increase in your cash flow allow you to use the essential methods used by
many of the larger companies to grow in your local community?

Like so many good business owners that went into business with all of the skills

and abilities to provide the service they provide, the essential skills to grow within a
framework of profitability and ROl may be the only thing missing in making your company
a 1,2,3 or 4 million dollar company right now!

In sports, athletes learn early on that if you want to compete with the best, you must
master the techniques and skills that the BEST have and practice them everyday.

In spite of what you think about Tom Brady the quarterback, he is NOT the best athlete
out there. He doesn’t possess all of the skills that many others have, he had great leaders
and coaches and a GREAT GAME PLAN helping him to do the best with what he did have,
and boy did he make the best of it!

Just like Tom Brady, the only thing you need is top notch coaching, a great game plan and
the support around you to execute on it everyday.

/r'l

If you went into pest control to be successful, profitable and be the
most respected company in your community, the DOMINATE™ Pest
Control Marketing System may be just the difference between getting
there or not. The following pages illustrate in a brief outline the
things you need to know and do to accelerate your goals and dreams.
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Sales And Its Role
In A Successful Pest
Control Company

All successful businesses will come to a point where they understand that the fastest
path to growth and revenue is an effective and profitable sales process.

What defines a successful sales process for a pest control company?

The first and most important step in defining your sales process is to first understand the
clear definition of what the essential elements are and how they impact you everyday in
making monetary decisions.

“If you can't measure it,

you can’t manage it”
__Peter Drucker

Peter Drucker
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o Leads

What are they and what is the most accurate definition?

First of all let’'s define what a lead is not. Leads are not impressions, engagements,
eyeballs, clicks or views. These are often the way that unscrupulous SEO experts and
other marketing gurus will define a lead. They are wrong and they know it.

A lead is a very simple thing, it is a person who has contacted your company via a form
fill, a phone call or a direct message asking questions related to hiring your company
as their pest control provider right now. With this definition in mind the next most
important criteria for a successful sales process is your conversion rate/ratio.

22 CONVERSION RATE

What is it and how can you determine your current rate today?

Quite simply the way you calculate your conversion rate is to first determine how many
leads you receive in a given period. For example let’s say that this week you received 10
bond fide leads that meet the definition previously mentioned. Of those 10 leads did you
convert 3, 4 or 5 into a new paying customer? 3 = 30%, 4 = 40% and 5 equals 50%.

Without this knowledge you are not in a position to determine our next critical factor
which is your cost per lead.

POY COST PER LEAD

How much are you paying today for a single lead?

This calculation must include all of your costs associated with obtaining that lead,
including marketing costs, advertising costs and the labor to attract the leads.

Let's just say that to receive the 10 leads per week or 40 leads per month, we must figure
out the total amount of money associated with obtaining the leads.

For example sake, let's say you paid $3000 dollars to receive those 40 leads, that means
those leads cost you $75.00 each.

With that in mind we can look at the next very important factor which is your cost per sale.

& Rhino
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@ @ COST PER SALE

Are you getting the best bang for your buck generating leads?

The cost per sale is intimately related to your conversion rate and has everything to do
with what your ultimate ROl is and whether or not your marketing efforts and dollars are
making you money or even making you lots of money.

The industry average sales conversion rate as stated by the industry experts is 50%.
That's a very good average and if you are already there congratulations are in order. But
in our experience, most PCO’s struggle to even know what the conversion rate is and once
they are able to accurately define it, it's less than 50%. This is very significant and as we
progress you

will see how this single metric will make all of the difference to your success or not. It's
why we think this number is the FIRST thing to define and improve.

Let's do some simple math,

if you are at 50% conversion rate, your cost per sale when you consider a cost per lead of
$75.00 is $150.00 per sale.

That means that for every 2 leads you receive you are able to convert 1 into a sale. With
a cost per sale of $150.00 and you consider a new customer in pest control is generally
about $500, that's not a bad profit margin. 150 = 500.

But let’s just consider for a moment that your actual conversion rate is 25% or 1in 4 leads
converts into a sale. That equals a cost per sale of $300.00 which is not a terrible profit
margin, but it certainly limits your ability to do much more with your money.

Consider this carefully and you will see very clearly that the conversion rate is the single
most important factor in your sales process.

’ 2 ’ 2 It is imperative that you concentrate your efforts on
determining your conversion rate and improving it at all times.
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$ ROI

Making sure you are trading dimes for quarters.

In good marketing and advertising you should never be spending money you should be
making money. This is your number one priority to grow efficiently and profitability.

When you accurately determine what your cost per lead, conversion rate and cost per
sale is, determining your ROl is simply a matter of division.

In our examples above let’s consider that your actual conversion rate is 40%
and do the math.

Total cost = $3000

Total conversion rate = 40%

Total cost per lead =575 (40 leads / $3000)

Total cost per sale = $187.50 (40 leads x 40% = 16 sales)

Your ROl is your total sales revenue divided by your total costs and multiplied by 100 to
see if you are making money and how much.

ROI = 267% in this example
16 Sales x $500 = sales revenue of $8000

Total sales revenue $8000 / total cost $3000 x 100 = 267% (better than a dime for a
quarter)

With these numbers, you can set and establish revenue goals that you can achieve by
making sure that you maintain and improve your conversion rate and allocate budget to
the proper areas that provide you leads at a predetermined rate. In this manner you can
manage your monthly revenue targets as opposed to waiting to see what they are.

& Rhino
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Consumers

The customers in 2022 are very different than they were in
years past.

Not too long ago in the days of BG (before Google) a consumer did not have a lot of
choices when it came to a decision on a new pest control company. For the most part,
they could ask a neighbor or friend or consult the local phone book (Yellow Pages) to
find out what the choices were. With this method, the local consumer would pick up the
phone, call your company and be sold or not by the person answering your phone.

In those days, there were no reviews, no internet to check out your reputation or what
others had to say about you, it was just yes or no and when can the technician come out.
In many ways it was simpler and much more straightforward. The unfortunate part for the
consumer was that they really had no idea if they picked the RIGHT company or not. It
was a crap shoot.

“The key is when a customer

walks away, thinking, ‘Wow, |

love doing business with them,

and | want to tell others about

the experience.”
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Today’s consumers are much different.
In a matter of moments and with a

few clicks they can research you, your
competitors, read the reviews and have
a pretty solid idea of who you are before
they ever call, fill out a form or message
your business to schedule service.

With this in mind, the details of making sure that you are a well branded local pest control
company take on many different details that must be taken into account. In today’s

digital world a few bad reviews can really harm your business regardless of the quality of
service you provide to your customers. The idea here is not just to attract new leads but to
determine in your local market, how many leads never even get to your doorstep.

Knowing that you are what they think you are makes it a critical component to effectively
brand your company as the BEST choice among the many that a local consumer has to
choose from.

How can you make sure that you are the best of the best in the digital mirror? As with
everything we talk about in this guide, you must have a plan. Everyday is a new opportunity
to grow your company brand in a positive way or harm it in a negative way. It has to be a
culture in your pest control business to have people TALKING about you online in a way
that convinces consumers to come to you through a magnetic effect. In today’s day and age
this is referred to as inbound marketing versus the more traditional and outdated methods
of marketing known as outbound marketing.

To understand this best, just use yourself as an example and how you make buying
decisions online. Do you just click and go or do you like most people, go check them or it
out? The ads and information you have online with your website and social media accounts
must not only give good and thorough information about you, it must be backed up when
they check it out! You have to walk your talk online and this must be a daily cultural
approach internally within your business.

& Rhino
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Setting Your Goals
For 2022 & Beyond

Use SMART Goals!

When you sit down to create your plan of action it must be based upon realistic
goals. These are often referred to as SMART goals defined as:

SPECIFIC MEASURABLE ATTAINABLE REALISTIC TIME DRIVEN

A goal that we often use for pest control companies is the foundation of

your growth or what we call monthly recurring revenue. These are your monthly, bi-
monthly and quarterly service subscribers. A good pest control company can keep these
customers on the books for an average of 3-5 years.

A goal means that we know how many we started with and how many we are
growing or reducing by each and every single month.

goal means just that. If you are a single route business it is unlikely that you
can grow to 3 new routes by yourself in a single year. Determine your current size, service
area and budget to grow at a sustainable rate. A good number is to grow at 20% above
your existing business taking into consideration your retention numbers.

& Rhino
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is very similar to attainable. We want a stretch objective, which means to grow
as much as we realistically can, but you are the best judge of what is really attainable
within your current circumstances. That's why 20% is a realistic number because
it's based upon where you stand today and not necessarily where your dreams will
eventually take you.

in pest control generally means each calendar year. For pest control it can
often be impacted by your geographic location. For instance, our pest control partners
that are in colder weather states in the east coast will have very strong months compared
to very slow winter months. For some of our partners in the south they tend to have a
more even flow year-around. You know your annual season the best and take that into
consideration.

& Rhino
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ACME Pest Control Vv -
Company Plan ' & w

(fictitious example company)

For our example company we’ll use industry standard metrics of:

Average customer value = $500 annual
Cost Per Lead = $102.00

To calculate the cost per lead, cost per sale and ROI, we will need to consider the costs of
everything you spend to create a lead flow.
Marketing team $25,000

SEM (Google Ads/Others) $24,000

Total leads = 480 (40 per month)

Leads / Cost ($49,000) / (480) = $102

Total cost per lead CPL = $102.00

Conversion rate (CR) = 50%

Total sales equals 480*50% = 240 sales

Cost per sale (CPS) $204.00

Total sales revenue = 240 x 500 = $120,000

Return on investment = $120,000 / $49,000 = 245%

vV vV vV VvV VvV vV VvV VvV Vv Vv

This is obviously a rough example but based upon real math numbers and real industry
standards. The missing calculation here is what the $120,000 represents in real growth
to the company. That is why the retention rate is a key factor for a pest control owner
looking to have consistent and profitable growth.

& Rhino
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In the instance of our fictitious company the plan remains as we calculated. To grow the
business at a pace of 20 new customers per month plus the number needed to cover

our retention or churn as it is often referred to. This will lead to new sales revenues of
approximately $120,000. Our objective is to keep our costs to achieve this sales goal at or
around $50,000 which keeps us in the ballpark of trading dimes for quarters.

If you are a larger company than our example company mentioned here, you simply
create goals based upon your current circumstances, minus retention to attain 20%

growth per annum.

When you work with a good marketing partner, this is what they should be working on
you with and not just a bunch of SEO hocus pocus or other less significant metrics that
really don’t have a direct impact on your weekly, monthly and annual sales target. We call
this trading dimes for quarters. You don’t want to be trading dimes for nickels, but there
are a lot of moving parts that impact the final result as you can see.

“Only those who will risk going too
far can possibly find out how far
one can go.”
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Your Website
The Hub to Your Success

The website is presented last not because it is unimportant but because in order for the
website to be meaningful it must be first attached to your goals.

In pest control it is quite common to launch a website and make it appear like a coffee
table brochure or handout. A website is not a document or a brochure! Your website is
your salesperson and must be treated as such. A high performing website generates new
leads and business for your company every week!

Before we get into the structure of your website and why it is so very important, we
should like with everything else in this guide, consider what its primary function is to
growing a profitable and successful pest control business.

Think of it this way, if you were to hire a sales person and their job was to go out into
your local market place and sign up new pest control customers every day, what would
you consider to be successful or not? How would you evaluate their sales success to the
company each month?What would be okay, great or cause you to fire them?

A —
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A website is an investment that needs to generate revenue and profit, it is not an
expense!Think about that for a minute. A pretty website that has no traffic and converts
no leads is worthless to you. A highly optimized and functional website is worth its
weight in gold to you and your company and should be treated as such. Do you know
how much traffic your website generates each month? What pages generate the most
traffic and leads? Would investing money every quarter to keep your website growing and
producing new business be something you would or should do?

What is a website?

It's a collection of individual pages or URL's that are a collection of code, text and images
that get crawled and indexed by search engines. Google is the main search engine but
there are others and how your website is constructed and planned will determine its
authority in the eyes of the search engines. You can check this out very easily by doing
the following searches in your area on a neutral computer to check.

Pest Control Company Near Me

Pest Control Company “my town”

Exterminator Near Me

Exterminator “my town”

Best Pest Control “my town”

Ant Control “my town”

vV vV vV v Vv v V

Cockroach Control “my town”

You get the idea, and now do some searches in the surrounding market areas you serve.
Are you coming up in a competitive way on the search engine results page? (SERP) Would
you call you?

The effectiveness of your website has nothing to do with how it looks. Don’t get me
wrong, the appearance needs to be professional and certain elements like pictures and
forms to contact you are important, but pale in comparison to showing up in keyword
laden search queries.

So for a pest control company how should we plan out a website? We know for example
that as of right now, more than 75% of all activity like search, click, message and call
happen via a Smartphone device. How do you look there?

& Rhino
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Let’s show a basic outline of a successful site plan for a pest control

website and you can check it out against yours to see what you think

Start with the top line navigation: This is what would appear in your menu at your
home page.

Residental Commercial Areas Contact
Pest Control Pest Control We Serve Us

v v \/ v

Now the drop downs and what some basic
pages that should appear: These are all basic
pages that should appear on a pest control
website to enable each page to be optimized
for local search. Notice the blog which is an
essential part of long term domain authority
and SEO.

& Rhino
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Lets next look at what our target pest pages might look like. Its absolutely essential

that we have target pest pages for our local area and all contingent markets that we

may provide service to. This is a critical mistake when creating a website. Consider

this, if you create a page on your website that doesn’t have a single solitary optimized
purpose, it will serve none. Trying to create a catch all page that has multiple pests on it,
will confuse the search engines and it will never show up for a local search. If the page
is about ants, keep it at that, at least when someone is seeking treatment for an ant
problem, your page has a chance to index and appear.

Residential
Pest Control

v

Carpenter
Ant Control

& Rhino
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If you serve multiple communities, towns, or counties they must be separate. Don’t think
you can have several communities mixed up on a page and believe that page will show
up in all of them. In fact, that page with multiple communities will end up showing up for
nothing. With Google’s local search algorithms they are going to try at all times to make
an exact match. So if you serve town A and town B, you need to have pages for each along
with target pest pages for each to have any chance of showing up in each community for
each service. Remember, you don’t have to build this all at once, but this is your plan and
that is to have a large website with individual pages for everything that you want to sell
and the place you want to sell it.

Areas We
Serve

v

Carpenter
Ant Control

Bed Bug
Control

Bee
Control

Cockroach
Control

Essex
County
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| know this was a crash course in your website architecture, but you cannot do this any
other way and expect to receive long term profit from your website (salesperson). Don’t
skimp on your website, this is what can grow your business more than anything else if
you nurture it and take care of it monthly, quarterly and yearly.

If you have a true marketing company they will be able to show you the progress this
website is making in the online world on a regular basis. In the big picture, this is the
sweat equity part of your business, don’t expect to launch a website on Monday and see
results on Tuesday. If you do this right and stick with it long term it will become your
permanent online real estate and deliver new business to your company for as long as
you exist.

There is a lot more to a website other than the architecture. After you create your website
wire frame outline, you MUST create content optimized specifically for each page. You
must perform On-Page SEO to get each page indexed properly.

A highly effective pest control website will not deliver all of the traffic to the home
page and that is not what you want. If a prospect does this search query: “I have an
ant problem in the kitchen” you do not want them to land on your home page to figure
out where the ant page is. You want
that query to end up on the ant page
associated with the community he/
she lives in. That's the entire point of
your website and most of the time that
happens on mobile.

Obviously, this is a much more
complicated discussion than can be
had in this brief guide, but if you do
your website right, it will pay you
dividends for a very long time. Make it
a focal point of your business strategy.
Don’t hire a web developer to create
your website, hire a highly skilled pest
control marketing company that can
direct the web developer how to do it Q'
RIGHT!

& Rhino
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What is an effective
online marketing plan?

Take a look at the diagram below. This is the heart and soul of our DOMINATE™ Pest
Control Marketing System. As you can see it is no one thing, it is a collection of very
specific and detailed components that must ALL be applied to an effective, profitable
and sustainable business strategy. Once again, this is beyond the scope of this document
and is why we are always available to discuss it in the context of your company and your

market area.

Website

SEO Site Map Page Content

L Mobilq Ready

SEM Advertising
ROI Pest
Control Online
Marketing
Domination

Campaigns, ROI

¥
O
9

Backlinks

Consistency Domain Score

oV

J

Reviews

5 Star Review Geo

q Automated

Targeted Weekly Goals

| Social Media

1 Facebook / IG YouTube
Linkedin Ads
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Selecting A Great Pest
Control Marketing Partner

You can try to implement the details of this plan on your own and | would strongly
encourage you to think it through as you move towards a comprehensive online
marketing plan. But much like you would tell me if | tried to do my own treatment for
termites, it's just not going to be the same job you get with professionals doing it.

It's the same thing with marketing and advertising for pest control. There are several
pest control marketing companies that are available in the country. Recently some

have merged with software companies while others mix pest control in with many other
specialties they provide.

If you like the ability to talk with your marketing partner and not get turned over to other
departments when it's crunch time and really need to get things done, you might want to
consider the following things when you consider a team to join your team.
» How much experience do they have working with pest control companies?

Who works with you at each step of the process?

Will you be able to get through to the leaders of the marketing company if you need
to?

Can they give you references from other happy and delighted pest control companies
that they work with now?

Are they willing to be flexible with you and work within your budget and timeframe?

vV v v VvV

Do they work with multiple pest control companies in the same market area?

These are just some of the things you will want to know before you get intimately
involved with a marketing company tasked to help you profitability grow your company.
Just like many pest control companies have a family vibe to them, it's important that
there is a vibe or synergy that exists between you and the company you choose. It's
important that you feel comfortable that the marketing team working together with
your team is willing to go the extra mile to help you and your team succeed in an ever

changing digital environment.
.«
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We are a marketing company that has dedicated itself to working with pest control
companies, owners and managers exclusively. The founder and CEO, Casey Lewis worked an
entire career with AT&T Yellow Pages and ended his career overseeing the nationwide sales
force that would eventually become YP.com.

Casey has spent the majority of that time working directly with home services business
owners and helping them to thrive in markets all over the USA.

The team at Rhino are all employed by the company and perform the tasks associated with
our pest control company partners directly. We have a superb team of writers, artists, web
developers, graphic designers, social media experts and a host of others that only do one
thing and that is to promote 1 local pest control company per geographic area.

We only work with a single pest control company in a given market area to provide
exclusive service and to avoid any conflicts of interest that can arise from working with
multiple pest control companies in the same area.

We are a family business with numerous family members working in the company and
providing that special touch like many of our pest control partners, that only a family type
business can provide.

If you would ever like to have a no obligation meeting to discuss the possibility of working
together please contact us today.

We are also in the process of completing a full size book on the step by step processes that
were introduced in this short guide. If you would like to receive a free copy of the book
when it is finished, please just contact us and let us know.

To your success,
The team at Rhino Pest Control Marketing.

casey@rhinopros.com
Casey: 925-464-8383

Meeting link:

& Rhino
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https://www.rhinopros.com/meetings/casey130

FOR MORE INFORMATION OR A FREE PEST
CONTROL MARKETING ASSESSMENT

CLICK HERE:

O (866) 661-4107

Rhino
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