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FROM THE PRESIDENT
Greetings!
I’d like to start by thanking everyone for their continued support of the Missouri Pest
Management Association. We had to increase the dues a tad in order to keep up with
the ever-increasing cost of doing business. If you have not received your dues
statement please contact MPMA at 573-761-5771.
We have some really great continuing education events coming up. These include a
recertification course in August and the joint meeting with Kansas this winter in
Kansas City.
It seems to be a good year for the pest control business. Everyone I’ve spoken with has been working hard
and trying to keep up. It has been hot and dry here in good old mid-Missouri and now rain – Bugs
everywhere.
I’d like to thank all the suppliers and manufacturer reps that help us provide our customers with the best
products and solutions for their pest problems and their support of our association.
Well as you can tell by this message from the President, I don’t exactly
have a way with words. I can read writing, but I can’t write reading if you
know what I mean.
Until next time,

Sincerely,

Mitch
Mitch Clevenger, ACE
Bugs Fear Us Pest Management
www.bugsfearusmidmo.com
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NEWSLETTER OF THE MISSOURI PEST MANAGEMENT
ASSOCIATION
Newsletter Editor
Ron Lang

CALENDAR
OF EVENTS

Newsletter Publisher
Sandra Boeckman, Executive Director
Content & Editorial Policy
News and items and/or letters pertaining to the Pest Management
profession are welcomed. The editor has the right to edit or reject all
material received. An address and telephone number where the
writer may be reached during normal business hours should also be
included for verification purposes.
The views and opinions expressed are not necessarily representative
of those held by this publication, MPMA, its staff, officers and
contractors. All articles and news items, if accepted and published in
the Advocate will be on the representation that the agency and/or
author is authorized to publish the contents and subject matter. The
agency and/or author will indemnify and hold the Publisher and
Editor harmless from and against any loss or expenses arising out of
publication of such items, including, without limitation, those
resulting from claims of suits for liable, violation or right of privacy,
plagiarism or infringement.
No responsibility is assumed for errors, misquotes or deletions as to
this publication’s content.
Distribution Changes
The Advocate is published four times per year - January, April, July
and October.
Copy Deadlines will be as follows:
January Issue - December 15
April Issue - March 15
July Issue - June 15
October Issue - September 15

August 18-19, 2016
August Recertification, Board Meeting
and PAC Golf Tournament

Jefferson City, MO

October 18-21, 2016
Pest World 2016

Washington Convention Center
Sheraton Seattle Hotel
Seattle, WA
December 6, 2016
ACE Training

Argosy Casino Hotel & Spa
Kansas City, MO
December 6-8, 2016
Joint Missouri and Kansas
Annual Meeting

Argosy Casino Hotel & Spa
Kansas City, MO
January 2017
Winter School

Advertising
Advertising deadlines will be the same as copy deadlines - no
exceptions. Advertising rates are as follows:

Springfield, MO

Size
One Issue
Four Issues
Quarter Page
$69.00/issue
$240.00
Half Page
$131.00/issue
$500.00
Full Page
$203.00/issue
$750.00
Call for special Allied Member discount pricing at MPMA, 800-8486722 or 573-761-5771.
Address & Other Changes
Notify MPMA is you change your address or company name. Write to
MPMA, 722 E. Capitol Avenue, Jefferson City, MO 65101 or call 800848-6722.
Postmaster: Send address changes to: 722 E. Capitol Avenue,
Jefferson City, MO 65101.
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5 Customer Service Reminders; Worth Being
Reminded About
Nancy Friedman
Nancy, How do you motivate employees, or even yourself,
to give better Customer Service?

someone to do. But in reality, after you’ve been
dumped on by someone or something’s gone wrong in
your life, it’s not that easy. Sometimes when the stuff
Well, as most of us know, it’s difficult to motivate
hits the fan we become all consumed in the negative.
someone else. We are only in charge of ourselves.
Staying positive is a choice. It’s your You are in charge
However, there’s nothing wrong with giving employees a
of whether you feel positive or negative. When
little nudge in the right direction. Some of it will stick.
negative thoughts come into your head, STOP! Right,
These are 5 motivating tips to help you along. Share away.
immediately stop what you’re doing and replace it
with something positive. It can be done. PMA (positive
1. Ask for help. It’s OK to do that. If you’re in customer
mental attitude) is one of the keys to motivating
service (and aren’t we all), there’s an abundance of
yourself. And others. Stay with positive people. Many
information available to you. Ask your management if
years ago I personally made it a point to stay away
they can suggest anything you can read, watch, or
from negative people. It’s too hot…it’s too cold…I’m
listen to about your industry. In the small chance they
too tall…I’m too thin…yada, yada, yada. Removing
don’t know of any (and I’d be surprised if they didn’t),
yourself from negative situations is a big start.
check out the library, ask a co-worker, check the
Negativity is contagious, but so is being positive.
Internet. Take the initiative yourself. One of the most 3. Say something nice to a stranger. Every day I find at
effective customer service tips is JOB KNOWLEDGE. It’s
least one person I pass in the store, see at the gym, at
difficult to be motivated if you don’t understand your
the airport, anywhere I can, and say one nice thing to
job.
them. It’s amazing how good it makes them feel and
2. Stay positive. OK, that’s really easy to say and tell
you know what? It makes you feel good too. Try it! It
boosts your self-image and makes the other person’s
day too. Yesterday, a stranger came up to me and told
me how nice my outfit looked. It perked me up. It goes
both ways. A few months ago, I passed an elderly lady.
She had a big hat on, a bit too much makeup, dressed
to the hilt and a big smile as she walked down the
street. I stopped her and told her how beautiful she
looked. Her smile got wider and her eyes sparkled with
thanks. I felt good and I know she did too.
4. A phony smile is better than a real frown. That’s a
Telephone Doctor special. There are definitely days
when we feel less than motivated. But when I put on
that smile, whether I want to or not, somehow I
always start feeling better. You will too.
5. Give thanks. The old saying your mother probably told
you, “It could always be worse” is so true. Remember
that other saying, “I cried because I had no shoes; then
I saw a man who had no feet.” It can always be worse.
Be grateful for what you have.
Once you take on these tips – my bet is you’ll start to feel
motivated to do more and you’ll share them with your
staff. Good luck.
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Dealing With Difficult Issues Takes Practice
Patrick J. Donadio, MBA, CSP, MCC
No one ever looked forward to dealing with a difficult
issue, whether it is an employee, member or coworker. However, inevitably, problems arise and at
some time, it will be your turn to address them.

also ask the person, “What would you like me to
do?” Not only could you help solve their problem, but
you might also find that what they want is less than you
imagined.

It is not only important that we deal with people in difficult situations, but we need to learn how to deal with
people in general. Communication skills training is critical and it is helpful to keep a “toolbox” of techniques
you can use to address difficult situations. Here are a
few of the tools from my communication toolbox:

Try to find an agreement. It is always helpful to find
some agreement to the problem at hand, even if it is
only that the problem exists. Coming to an agreement
conveys understanding and works to move the conversation along. It can also be beneficial to speak in positive
terms, by telling the person what you can do as opposed
what you cannot do.

Step back from the situation. Often, people think they
need a quick comeback when faced with a difficult situation, or they make assumptions about the problem at
hand. Take the time to mentally step back and try to get
the other person talking. Find out what their style of
communication is and try to accommodate it. People
forget that the person their facing is not exactly like
them, so take the time to find out as much as you can
before you address the problem.

Action Plan: When dealing with people in difficult situations, keep the following in mind:







If you can, practice your response. When situations do
not have to be dealt with on the spot, take the time to
practice your response. Try to think like the other person. It is helpful to say things out loud so you hear what
you could be saying to the other person. Anticipate their
responses and adjust your delivery. Practice helps us
make the mistakes beforehand and reduce misinterpretation once you are face-to-face.

Make sure you understand the problem at hand, before you start to solve it
Don’t take the problem or situation personally
Take time to practice your response
Accept your responsibility
Offer alternatives and find agreement
Tell them what you can do to help

Next time you find yourself dealing with a difficult issue
remember to apply a few of these tools to help you.

© 2016 Patrick Donadio, MBA, CSP, MCC. Portions excerpted from his upcoming book "Communicating with
IMPACT". Since 1986, he has been working with leaders
and their organizations to: increase profits, improve
Stay in the “adult” mode. According to Dr. Eric Burn,
presentation/verbal communications, enhance their
there are three modes of communication – child, parent credibility, deepen relationships and boost perforand adult. When dealing with conflict, it is important to mance — in less time. Want Patrick to speak for your
stay in the adult mode. Do not act like a parent and be next conference, seminar or retreat? Want to hire him
judgmental or a child and be defensive. Accept any re- as your business communication coach to improve the
sponsibility that may be yours. Realize that it is okay to delivery of your message? Call 614-488-9164 or e-mail:
agree to disagree. Ultimately, if tempers begin to flare, Patrick@PatrickDonadio.com
realize that you may need to take a break and get back
together later on.
Communicate and explore alternatives. Never assume
that you cannot help someone. By thinking about alternatives and offering suggestions about what you can do,
you keep the conversation on a positive plane. You can
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Mosquito-Awareness.com Launched as Educational and
Disease Prevention Resource for Mosquito Control
Professionals
Site promotes communication between the public and mosquito professionals to
address impact of disease-carrying insects
Central Life Sciences, whose
founders invented insect growth
regulator (IGR) technology more
than 35 years ago, today announced
the launch of www.mosquitoawareness.com, a site created to
raise visibility of the potentially
deadly diseases mosquitoes can
spread, and educate visitors about
preventing exposure and
transmission. As part of an overall
public education campaign focused
on the “World’s Deadliest” insect,
the website supports the nationwide
work of Mosquito Abatement
Districts (MADs), Public Health
Officials (PHOs) and mosquito
control professionals in providing
timely information about
mosquitoes and their effects.
“One of the best ways for the public
to approach the upcoming warmer
months is by being educated about
issues that can affect their health.
Many people throughout the U.S.
are familiar with West Nile virus or
the more recent advent of the Zika
virus,” said John Neberz, Business
Manager, Vector Division at Central
Life Sciences.
He continued, “In addition to these,
there are several other diseases
transmitted by mosquitoes that can
be harmful to health and even
deadly, and this site serves as a
comprehensive and educational
resource where people can learn
more about mosquitoes and the
harm they are capable of inflicting.”

“By arming both the public and
agencies, such as MADs and PHOs
that work to protect them, with
helpful information, we hope to
increase the level of knowledge
about mosquito-borne illnesses and
how we can best protect ourselves,”
he concluded.

Specifically for mosquito abatement
professionals, mosquitoawareness.com offers free outreach
materials, ordered online, to support
the “World’s Deadliest” campaign.
This public education and awareness
program communicates the critical
nature of professionals’ work.
Through the distribution of
Mosquitoes pick up and carry
customizable posters, door hangers
disease pathogens and can transmit and informational brochures, MADs
them from person to person through and PHOs can augment their work in
their bites. Individuals including the local communities. More
very young, elderly and those with
information can be found here:
chronic diseases could be at higher http://mosquito-awareness.com/forrisk of side effects from these
abatement-pros.
diseases. Mosquito-awareness.com
provides information on arboviruses There is also a link to the “World’s
including:
Deadliest” Facebook page,
www.facebook.com/
TheWorldsDeadliest which provides
 West Nile virus
daily content relevant to mosquito
 Dengue
disease control and prevention.
 Zika virus

 St. Louis Encephalitis virus
 Chikungunya
 Eastern Equine Encephalitis
(EEEV)

The site provides information about
what families can do to help protect
themselves from mosquito-borne
diseases and what to look for to
minimize exposure. It also offers a
custom section where visitors enter
their ZIP code to receive contact
information for the nearest
Mosquito Abatement District and
Public Health Department in their
community, which they can contact
to learn about local control efforts.
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Central Life Sciences Enhances Vector Product Sales Staff in
Zoecon Professional Products Division
Central Life Sciences is pleased to welcome Zane
McCallister to the Vector Products sales team for its
Zoëcon Professional Products division. As Southeast
regional vector sales manager, McCallister will be
responsible for managing vector sales in Florida,
Georgia, North and South Carolina by working with
distributors, mosquito abatement districts, local
municipalities and public health departments.

to our customers and help drive vector sales in the
Southeast.”
McCallister brings more than 15 years of industry
experience to the role, most recently managing the
Grand River Mosquito Abatement District in Grand
Junction, Colo. Prior to his work with the district, he
oversaw pest control services for ECOLAB. McCallister
holds a bachelor’s degree in biology from Colorado Mesa
University, and attended the University of Wisconsin –
River Falls, pursuing a master’s in science education.

“We’re excited to welcome Zane to the Zoëcon team as
he brings a wealth of knowledge to the position,” said
Loren Cunnington, director of sales for the eastern U.S.
in the Zoëcon Professional Products division. “Zane’s
vast experience in mosquito control will be an advantage

Allergy Technologies Releases Newest Safety Data Sheet for
Their ActiveGuard Mattress Liner
Allergy Technologies LLC released their newest Safety Data Sheet (SDS) today for their ActiveGuard Mattress
Liner. The Company calls attention to their SDS expressing that ActiveGuard is consistent with a Category IV
product by all routes of exposure and therefore
no signal words or cautionary statements are
required.
Joseph Latino, President of Allergy Technologies,
weighs in, “We are proud to have one of the
most innocuous SDSs in the industry today. This
SDS was generated by an outside expert
specializing in health-related documents for
pesticide manufacturers.”
ActiveGuard Mattress Liners are made from
special polyester fabric that offers sustained
availability of permethrin uniformly over time
and kills bed bugs through contact. ActiveGuard
is used by hotels, cruise lines, medical facilities,
colleges, in private homes, and by pest
management professionals.
Users can access the newest SDS on their
website at: http://allergytechnologies.com/
resources/resourcestechnicial-data/
resourcestechnicial-datasds/

7

The ADVOCATE

Six “Fail Safe” Customer Service Tips
Nancy Friedman, The Telephone Doctor
However, you communicate with your customers, on the phone, in person, chat or email, there are some
guidelines to make it easier, better and more effective. Let’s jump right in.
1. Please NO Gum – I walked into a retail store to buy a TV. There were three salespeople waiting to help me
standing proudly in their team shirts. Two were chomping on their gum open mouthed. One was not. Guess who
I asked to help me? Right, the one who didn’t look like a cow having dinner. Hey, I’m not alone. Most people don’t
want a salesperson chewing gum open mouthed while they are helped. (Worried about bad breath? Mints are
fine.) RETAILERS – NO GUM IN THE STORE, in person or on the phone. End of story.

2. Eye Contact – In yet another store a while back, the lady who helped me had her head on a spindle. She seemed
to look everywhere but at me. That’s a no-no. If you’re not making eye contact with the customer it appears as
though you’re not interested. You don’t need to stare into their eyes 100% of the time (that would be weird);
however, maintaining some sort of eye contact with them every so often is a very good idea. On the phone? Put
your listening bunny ears on.
3. Don’t Point – Go Show –Whole Foods does it right. No matter who you ask about a product, they walk with you
to find what you need. And on the way they make some sort of rapport building conversation. It could be about the
item you’re looking for or it might be about the great weather we have outside. Thank you Whole Foods. You ‘get
it.’
4. “Can I help you?” is Mediocre – Trite and useless. Weak and ineffective. When someone comes into your retail
establishment, rather than, “can I help you?” to which 80% of the time the answer is “No thanks, I’m just looking,”
be more proactive. Something like, “We’re glad you’re here. My name is Nancy. Please ask for me when you’re
ready, and if that’s now, let me know.” Something that says ‘we’re not average, we’re special.’
5. Compliment Their Purchase – On the phone or in person. If you’re with them at the close of their purchase,
it’s nice to say something positive about what they’ve bought. Doesn’t matter if it’s a new hammer or a new dress;
loaf of bread or a gift card. There’s always something we can say that will make them feel as though they made the
right purchase. And if you have a ‘fact’ about the product that helps, that cements it even further.
6. Don’t Deny Your Customer the Choice –Whether you’re in a large retail chain or a small boutique type store, not
offering or suggesting what can help the customer is a big mistake. If someone has chosen an item and you know of
something else that would complement it or be helpful to the purchase, it’s your duty to mention it. This is NOT
BEING PUSHY. This is being helpful.
You, in all probability, know the stock and product pretty well. If someone purchases a Widget and you know that
there’s a Widget organizer, it’s the right thing to ‘mention’ it as you’re closing out the purchase. Try it. It’s a great
feeling when the customer says, “Yeah, I’d like that. Thanks!” Good Luck!
Nancy’s Keynote and workshop programs are filled will real world, common sense, answers. Her no nonsense,
relevant, high energy, straight talk, off the cuff information will energize, entertain and keep your audiences
wanting more. Call today for a complimentary DEMO and see for yourself.
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5 Tips for Flying Healthy, From Dr. Oz
Dr. Mehmet Oz
Dr. Mehmet Oz, Cardiothoracic Surgeon, Best-Selling
Author, and host of the nationally syndicated Dr. Oz
Show, offers these five tips to keeping healthy while
flying to a meeting.

ally. If you expose yourself to light first thing in the
morning, it will wet your circadian rhythm. Stay up for
the next 14 to 16 hours and you will soon be back in
rhythm.

1. Pop an Aspirin Before a Long Flight—Long periods of
sitting put more people at risk for pulmonary embolism.
Dr. Oz pops an aspirin before a flight to help prevent
this.

4. Pack a Scarf—”I use it to shelter my nose and face on
flights,” Dr. Oz says.
5. Sanitize Your Hands—Pack an alcohol-based hand
sanitizer and use it often. “I use it before I am going to
be shaking a lot of hands,” notes Dr. Oz.

2. Take a Vitamin Supplement Before a Flight—A
vitamin supplement will help your immune system cope
with the re-circulated air. “It’s not the person sitting next
to you that is the problem,” says Dr. Oz. “Due to the
airflow on an airplane, the person diagonally in front of
you can infect you.”
3. Have a Jet Lag Strategy—Melatonin will help, shifting
the brain to the new time zone. And use light as your
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Harry’s Consulting
& Pest Supplies LLC
Here to help your business grow,
with over 42 years of pest control
experience.

Harry Connoyer, Owner
oldcoach@hotmail.com
314-728-9081
8322 Bridge Avenue
St. Louis, MO 63125
11

The ADVOCATE

Priorities
Lloyd Merritt Smigel and Pat VanHooser
Here is the definition: Precedence, especially established
by order of importance or urgency.

best to have a quick meeting with your people. Lay out
the problem and ask for input. Usually people ‘step up to
the plate’ and offer to help.

Uh oh. What do you do when you have to figure out
which is more important versus which is more urgent. This
might help. You have to finish all of your stops today.
That is important. However, you have to go to the
bathroom. That becomes more urgent.

When you ask for their input they feel more part of a
team. Some people will offer to work longer hours, come
in earlier, work later, or work over the weekend. But YOU
have to participate as well. When they see the Boss out
there – working – it’s impressive. When you ask everyone
to help chip in and bust their chops so that you can go off
to play golf – Not a good example of leadership.

That was an easy one. However, when you are short a
Service Rep and the Supervisor is in a CEU class today 100
miles away and today is your golf day. Uh Oh. There are
many times an owner, manager and supervisor must
prioritize and then re-prioritize.

When you have the same problems year after year –
maybe you need to look in the mirror. Lloyd and I have
seen many companies who have truck breakdowns every
summer. Down time of a Sales or Service vehicle is costly.
It affects production and sales and often can cause
cancellations as well.

As your season ‘hits’, other things have a way of ‘hitting’
the fan. HOW you handle these obstacles is a test of your
Leadership Skills. If you get upset and everyone knows it
and sees it and you have lost it – you lose. Yelling and
screaming and badmouthing others does not help the
situation. That simply creates an atmosphere where
people try to avoid you. You need participation to help
solve the problem.

Additionally, when you have to tell your customer that you
had a breakdown of your 1956 service vehicle and you
have to reschedule them, they may decide that your
competitor is who they should be working with. We have
seen some companies un-serviced account listings rise
thousands of dollars because there was no service vehicle
maintenance program.

But you must look at why this happened in the first place.
How many seasons must you go through to learn that
EVERY summer you are short personnel? Yes, someone
dies, is hospitalized, moves out of town, gets sick, is bitten I understand that sometimes people get caught with their
by a snake, got poisoned, becomes allergic to work, etc. I pants down. Yes, that is the reason for many shotgun
get it.
weddings. But we have to be more prepared. When the
season slows down you should meet with your employees
So why not INVEST in your company and get someone
and say “How can we avoid this from reoccurring next
hired BEFORE your busy season as a ‘swing person’,
season?” That shows Leadership and solving something
“trainee”, or whatever you want to call that position.
that is important. Or… it will become urgent again next
Waiting and reacting to the
year and the next year and
situation will cost you more
the next year…
than paying that ‘extra’
person. However, that does
not help you NOW.
“It’s hard to remember that
your mission is to drain the
swamp when you are up to
your ….. in alligators.” I
know. When there are
personnel and/or other
problems that come up it is
12
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Mark Your Calendars
AUGUST RECERTIFICATION
August 18-19, 2016
Jefferson City, MO

JOINT MISSOURI AND KANSAS
ANNUAL CONFERENCE
December 6-8, 2016
Kansas City, MO
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2015-2016 Board of Directors
President

Region III VP

Allied Representative

Mitch Clevenger, ACE
Bugs Fear Us Pest Management
PO Box 162
Columbia, MO 65205
573-489-6785
mitchclevenger@gmail.com

Mitch Kluwe (term expires 2016)
SEMO Termite and Pest Control, Inc.
PO Box 67
New Melle, MO 63365
636-398-5776 ~ Fax: 636-828-4898
semopest@gmail.com

Brian Sundnas
Rockwell Labs Ltd.
1257 Bedford Road
North Kansas City, MO 64116
816-210-7378 ~ Fax: 816-283-3173
bsundnas@rockwelllabs.com

President Elect

Region IV VP

Directors at Large

Randy Coleman, ACE
Alert One Pest Control, Inc.
PO Box 3131
Joplin, MO 64803
417-624-5144 ~ Fax: 417-624-2779
flavipes80@hotmail.com

Michael Woodring, ACE
(term expires 2016)
Bug Zero, Inc.
311 N. Waverly Avenue
Springfield, MO 65802
417-831-7378 ~ Fax: 417-831-5720
mwoodring@bugzero.com

Brad Dutoit, BCE (term expires 2017)
Jones Pest Control, Inc.
1333 S. Appomattox Avenue
Republic, MO 65738
417-732-1007 ~ Fax: 417-732-1007
jonespest@sbcglobal.net

Secretary/Treasurer
Steven C. Arenz, ACE
Arenz Pest Management Solutions
PO Box 1062
Hillsboro, MO 63050
636-797-2880 ~ Fax: 636-797-2969
arenzs@sbcglobal.net

Immediate Past President

Region V VP
Gary Schuessler (term expires 2016)
Advanced Pest Control Systems, Inc.
821 Progress
Cape Girardeau, MO 63701
573-334-4215 ~ Fax: 573-339-1651
gary@advpest.com

Jeremiah P. Ryden
Gunter Pest Management
220 W. 72nd Street
Kansas City, MO 64114
816-523-0777
jpryden@gunterpest.com

Committees & Chairpersons

Region I VP

NPMA Update

Education and Training
Larry Hodson, John Myers, Janet Preece

Government Affairs
Elizabeth Knote

Janet Preece (term expires 2016)
Zip Zap Termite & Pest Control
PO Box 46936
Gladstone, MO 64188
816-452-5960 ~ Fax: 816-452-1053
jeffpreece@zipzappestcontrol.com

Janay Rickwalder

Region II VP

Membership/Public Relations

Political Action (PAC)

Larry Hodson, Jr. (term expires 2017)
Big River Pest Control
1920 Orchard Avenue
Hannibal, MO 63401
573-221-1400 ~ Fax: 573-248-1132
lhodson@bigriverpestcontrolcom
John Myers, ACE (term expires 2017)
Gunter Pest Management
220 W. 72nd Street
Kansas City, MO 64114
816-523-0777
JMyers@gunterpest.com
Elizabeth Knote (term expires 2017)
Cape Kil Pest Control Company
33 N. Frederick Street
Cape Girardeau, MO 63701
573-334-3002
eknote@yahoo.com

Gary Schuessler

Executive Director

Awards and Nominating

Sandra Boeckman
722 E. Capitol Avenue
Jefferson City, MO 65101
573-761-5771 ~ Fax: 573-635-7823
missouripest@gmail.com
www.mopma.org

Randy Coleman

Ron Lang (term expires 2016)
Regional Vice Presidents
Havener’s Termite and Insect Control, Inc.
819 W. Jackson
Missouri Housing Industry Alliance
Owensville, MO 65066
Steve Arenz
573-437-2031 ~ Fax: 573-437-4117
Newsletter/Website
htermite@fidnet.com
Ron Lang

Hall of Fame Committee
Michael Woodring, Jeremiah Ryden, Mitch
Kluwe, Brad Dutiot, Darryl Franke
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A Publication of the
Missouri Pest Management
Association
MPMA
722 East Capitol Avenue
Jefferson City, MO 65101
573-761-5771/800-848-6722
Fax: 573-635-7823
missouripest@gmail.com

2015-2016 MEMBERSHIP RENEWAL/APPLICATION
Dues run July 1 through June 30. Please complete the information listed below, verify information with your signature and mail
in the corresponding dues amount. Make check payable to MPMA and mail to: 722 E. Capitol Avenue, Jefferson City, MO 65101.
If you have questions, call 573-761-5771 or 800-848-6722.

Company Name: _________________________________________________________________________________
Company Representative: _________________________________________________________________________
Address: ________________________________________________________________________________________
City/State/Zip: ___________________________________________________________________________________
Phone: __________________________________________ Fax: __________________________________________
Email: __________________________________________________________________________________________
For Companies with Annual Sales Volume of…

Annual MPMA/NPMA Dues are...

❒

$0 - $100,000

$185

❒

$100,001 - $200,000

$235

❒

$200,001 - $500,000

$335

❒

$500,001 - $1,000,000

$645

❒

$1,000,001 - $2,500,000

$915

Allied,
Affiliated,
and Limited
Members

❒ $125

Signature: _________________________________________________________ Date: ________________
❒Active Members: Any person, firm or corporation engaged in pest management service work, for hire to the public at
large shall be eligible for membership in this Association.
❒ Affiliated Members: Any active member that operates or controls another firm, and/or business location actively engaged
in the pest management service business.
❒ Limited Members: Any person, firm or corporation not fully conforming with qualifications for Active members. A limited
member shall automatically become an Active member upon meeting the qualifications wet forth for Active
Membership.
❒ Allied Members: Any person, firm or corporation not engaged in pest management service work but which manufactures
or supplies products, equipment, materials or provides services used by the pest management industry shall be
eligible for Allied membership.
❒ Honorary Members: Any person who has made a contribution of material benefit to the pest management industry may
become an honorary member by three-fourth (3/4) vote of the members of the Association in annual meeting
assembled.
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