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Is there a pest management 
professional who has made 
significant contributions to our 
industry who is deserving of 
recognition at the 2022 Crown 
Leadership Awards ceremony? 
Nominate them today!
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PCT Magazine   
5811 Canal Road, Valley View, OH 44125
Attention: Dan Moreland
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Despite the challenges the world continues to navigate, our industry 
continues to persevere and thrive as people depend on your busi-
nesses to protect their homes and properties from harmful pests. 

It has been truly inspirational to see your loyalty to your customers and to 
the entire pest management industry. 

Your commitment and perseverance are just some of the reasons why 
Syngenta has been a proud sponsor of the Crown Leadership Awards 
with PCT magazine for more than 30 years. The recipients of this award 
exemplify what it means to be a leader and have gone above and beyond 
to fulfill our industry’s mission to help people live their lives uninterrupted 
by pests. 

We are excited to congratulate the deserving winners of this year’s 
Crown Leadership Awards: Suzanne Graham, Massey Services; Marty 
Overline, Aardvark Pest Management; Freeman Elliott, Orkin; Donnie 
Shelton, Triangle Pest Control; and Gary Curl, Specialty Consultants. 
Each of these individuals has shown unwavering leadership and commit-
ment to pest management, making a positive impact on their customers, 
colleagues, and the entire industry.

At Syngenta, we are committed to supporting you with valuable re-
sources for growing and enhancing your business. With our PestPartnersSM 
365 Program, which is the industry’s longest-running yearlong savings 
program, it’s a snap to plan, buy and save all year. We are also proud of 
the continued success our customers experience with proven products like 
Demand® CS insecticide and Tandem® insecticide, which provide unique 
formulations that deliver proven, broad-spectrum control of perimeter 
pests. These and other Syngenta portfolio products help build the founda-
tion for our SecureChoiceSM assurance programs, which offer guaranteed 
control of public health pests like mosquitoes, ticks, cockroaches and 
more. As always, our Syngenta team is available to answer any questions 
you may have.

Congratulations again to the Class of 2021 Crown Leadership Award 
winners! Thank you for all that you do to help us create and maintain a 
pest-free environment. 

All photos are either the property of Syngenta or are used with permission. 
© 2021 Syngenta. Important: Always read and follow label instructions. Some products may not be registered for sale or use in all states or counties and/or may 
have state-specific use requirements. Please check with your local extension service to ensure registration and proper use. Demand®, For Life Uninterrupted™, 
PestPartnersSM, SecureChoiceSM, Tandem® and the Syngenta logo are trademarks or service marks of a Syngenta Group Company. All other trademarks are the property of 
their respective owners. Syngenta Customer Center: 1-866-SYNGENT(A) (796-4368).

Inspirational Leadership 
During Challenging Times

ADVERTORIAL

@SyngentaPest #PestPartners365

Marshall Gaster
Head of Marketing  
Professional Pest Management
Syngenta, North America

www.SyngentaPMP.com 
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PMPs who use Syngenta products get more than  
effective control for a wide range of pests. They 
also receive high-level support and resources to 
help build successful businesses.

Bob Boyle, owner of C-Cat 
Termite & Pest in Burlington, 
Iowa, began buying Syngenta 
products 12 years ago. He hasn’t 

looked back. 
“I’ve got just about every one of their 

products in my arsenal, and it’s nice to 
know I can use them, and I won’t have a 
problem,” he says. 

Boyle trusts Syngenta products to 
satisfy his customers and reduce callbacks, 
but he also appreciates the additional 
support and resources Syngenta provides 
to help him build a successful and resilient 
pest control business. Syngenta developed 
such offerings by listening to the needs of 
pest management professionals (PMPs), in 
the field and at industry forums. 

“What can we innovate as we go 
forward to meet these needs and 
continually bring value? That’s what it’s 
all about,” says Larry Stretz, southeastern 
territory manager for Professional Pest 
Management (PPM) at Syngenta, North 
America.

Value-added offerings from Syngenta 
include:  

The Tools for 
PEST SUCCESS

The Syngenta Pest App provides 
access to all the information PMPs 
need to perform knowledgeable, 
compliant pest control 24/7.
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Syngenta Pest App
This free digital tool for Apple® and Android™ devices provides access to 
all the information your team needs to perform knowledgeable, compliant 
pest control 24/7. 

New features in 2021 include push notifications, PestPartnersSM 365 
Program dates, and an enhanced mixing calculator to ensure proper 
application rates and reduce callbacks caused by mixing errors and 
guesswork. An updated library of short videos answers common questions 
and gives application tips, providing instant, expert help to technicians in 
the field. 

By clicking on a pest icon, users can quickly identify the Syngenta 
products registered to control it. “This makes it difficult for a technician to make an 
illegal application; as long as they choose one of those products, they know that product 
is labeled for that pest,” says Nick Grisafe, western territory manager for PPM at 
Syngenta, North America.

Also accessible are online safety data sheets (SDSs) and product labels, which can 
be emailed to clients or downloaded on devices prior to working in areas without cell 
coverage. Most state regulators allow the use of digital labels and SDSs, but only if they 
are instantly accessible.

“It’s a wonderful solution,” says Craig Valentine, midwestern territory manager for 
PPM at Syngenta, North America. “Regardless of your job function within a pest 
management firm, there’s something on there for everyone.” Download the app by 
texting PESTAPP to 20103.

PestPartners 365 Program
Going into its eighth year, this well-received program provides year-round rebates on the 
full portfolio of Syngenta products. “You’re going to spend the money on product no 
matter what, but if you can get a $500, $1,000, $2,000, $3,000 check back, that is extra 
money that you can spend on equipment 
or something else,” says Boyle, who uses 
the program to stock up on Tandem® 
insecticide, Altriset® termiticide, Advion® 
Ant gel bait and several different Syngenta cockroach baits.

Participants lock in one of five rebate levels, each offering progressively higher payouts, 
by buying Syngenta products during the qualifying period, which runs from Oct. 1, 2021 
to April 30, 2022. Then, they earn rebates at that level on all Syngenta products bought 
throughout the rest of the year. 

“The program is very flexible. It allows PMPs to customize 
their needs based on a broad portfolio of products, from baits 
to rodenticides,” says Stretz.

Boyle buys in the winter and takes advantage of the 
extended SummerPay™ terms, which allows him to pay for 
select products in June. “So not only do you have product for 
six months, you also get the rebate part of that,” he explains. 
Rebate checks are mailed in September and November. PMPs 
who order a minimum base rebate amount before Dec. 9 earn 
an additional early order bonus check.

It’s easy to participate in the PestPartners 365 Program: 
Syngenta and its channel partners keep track of orders, so you 
don’t need to fill out forms or track invoices. Online rebate tools, 
which auto-populate with buying history, help with planning, 

“THE 
(PESTPARTNERS 
365) PROGRAM IS 

VERY FLEXIBLE. IT 
ALLOWS PMPs TO 
CUSTOMIZE THEIR 

NEEDS BASED ON A 
BROAD PORTFOLIO 

OF PRODUCTS, 
FROM BAITS TO 
RODENTICIDES.” 

—  L A R RY  S T R E T Z , 
S O U T H E AS T E R N 

T E R R I TO R Y  M A N A G E R 
F O R  P P M  AT  S Y N G E N TA , 

N O R T H  A M E R I C A

Download 
the app 
by texting 
PESTAPP  
to 20103.

Syngenta offers a broad portfolio of products.
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All photos are either the property of Syngenta or are used with permission. 
© 2021 Syngenta. Important: Always read and follow label instructions. Some products may not be 
registered for sale or use in all states or counties and/or may have state-specific use requirements. 
Please check with your local extension service to ensure registration and proper use. Advion®, 
Altriset®, For Life Uninterrupted™, PestPartnersSM, SecureChoiceSM, SummerPayTM, Tandem®, the 
Alliance Frame, the Purpose Icon and the Syngenta logo are trademarks or service marks of a Syngenta 
Group Company. All other trademarks are the property of their respective owners. Syngenta Customer 
Center: 1-866-SYNGENT(A) (796-4368).

@SyngentaPest #PestPartners365

budgeting and maximizing your savings potential. “It’s a tremendous value opportunity,” 
Valentine says. “It puts money back in the pocket of our customers, which is a great 
thing.”

SecureChoice assurance programs
Syngenta introduced its first SecureChoiceSM assurance program for mosquito control in 
2015. Since then, it has unveiled programs proven to control cockroaches, ticks, fleas, 
scorpions, fire ants and spiders.

The programs are tested, turn-key protocols based on integrated pest management 
principles that give PMPs a sure-fire way to 
control challenging pests. 

“There are very few companies out there 
that can afford to have a technical team of 
Ph.D.s and relationships with cooperators and university labs to vet what they’re doing. 
We’ve taken a lot of time and spent the money to do those studies on their behalf. What 
we want is for our customers to be successful with our products so we go to great lengths 
to make sure that what we recommend will be successful for them,” explains Dr. Eric 
Paysen, technical services manager for PPM at Syngenta, North America.

SecureChoice  assurance programs are especially helpful to PMPs who want to offer 
new, add-on services; who are experiencing callbacks with certain pests; or who are 
growing their business and want the strength of Syngenta to stand behind their efforts.

Free online learning modules and custom, hands-on application academies are 
available to help field teams hone their skills and achieve success. Plus, the programs 
are risk-free: Syngenta will provide additional product free of charge to perform an 
additional application if necessary.

SyngentaPMP account
The free SyngentaPMP account keeps PMPs informed of the latest 
industry trends. It provides access to automated label and SDS updates, 
emails regarding new products and programs, articles written by pest 

experts on timely topics and instructions on how 
to mix and apply products. Users can track their 
PestPartners 365 Program rebate status in real 
time and make use of helpful online planning 
and budgeting tools.

“It’s a lot of good information you can put into 
practice right away,” says Stretz of the materials 
available with an account. 

Sign up at 
Syngenta 
PMP.com/
Subscribe.

FIVE-STAR 
SUPPORT
WHILE NOT A PROGRAM 
per se, technical support 
is a benefit PMPs cite 
repeatedly as a reason they 
choose Syngenta. 

“They’ve always been 
there for us; their technical 
folks have always helped us 
out whenever we needed it,” 
says Alan Wilson, technical  
director/entomologist 
at Clark’s Termite & Pest 
Control in Columbia, South 
Carolina.

“We have a tremendous 
amount of support from 
our sales rep at Syngenta,” 
agrees Nolan Hull, assistant 
manager at Hinkle Termite & 
Pest Control, Colby, Kansas. 
This ranges from providing 
training to answering 
pest, product and safety 
questions. “Anything I’ve 
ever had an issue with I can 
call him, and he immediately 
has an answer, and he takes 
care of us,” says Hull.

“They’ve got good 
product and they’ve got 
good people. They come 
through when you need 
them. You can’t ask for 
more than that,” sums up 
Lanier James, president of 
James Pest Management in 
Memphis, Tennessee.

Syngenta is committed 
to advancing the pest 
management industry and 
bringing new innovations to 
customers, investing about 
$300 million to develop 
and bring a new active 
ingredient to the market.
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Demand CS insecticide 
gives PMPs confidence 
between service visits 
and introduces new 
services that boost the 
bottom line.

CONTROL 
YOU CAN 
COUNT ON

It’s not unusual in rural, northwest Kansas to drive 
80 miles to perform pest control service. As such, 
technicians might see those customers only a few 
times a year.

But that doesn’t stop Hinkle Termite & Pest Control 
in Colby, Kansas, from promising clients a pest-free 
environment. “We put a guarantee on that service,” 
says Nolan Hull, the company’s assistant manager.

Demand® CS insecticide, the company’s go-to 
product for exterior perimeter treatment, makes this 
possible, he says. “We have a lot of faith in Demand 
CS,” assures Hull.

The insecticide, he says, stands up to the harsh 
Kansas weather and sun, which can readily break down 
competing products. 

Why does Demand CS last longer?
“The unique design of its microcap differentiates it 
from other, similar microencapsulated formulations,” 
explains Dr. Eric Paysen, technical services manager 
for Professional Pest Management (PPM) at Syngenta, 
North America. “There have been lots of microcaps 
that have attempted to copy this technology from 
Syngenta and none of them have come up with that 
secret sauce,” he says.

Demand CS offers up to 90 days  
of control of more than 30 pests,  
including mosquitoes, ticks, fleas,  
ants and cockroaches.
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Lambda-cyhalothrin, the active ingredient in Demand 
CS, is encapsulated with iCAP technology™, a proprietary 
formulation technology from Syngenta that protects it 
from weather and regulates its release. The microcaps are 
composed of two polymer walls with a spongy interior. 
The inner and outer walls are cross-linked, creating a 
strong bond – the larger the microcap, the greater the 
number of links, and thus the greater its durability. 

These microcaps vary in size from 5 to 25 microns. 
The smaller ones fall into cracks and crevices where pests 
harbor and break soon after application, delivering fast 
knockdown. The larger, more durable microcaps sit atop 
the treated surface. They break down over time, slowly 
releasing active ingredient for a long-term residual.

Additionally, the microcaps are lipophilic; they’re 
attracted to the lipids in the insect’s waxy exoskeleton. 
“As insects trail through the minefield of microcaps, it’s 
almost like a magnet with the microcaps adhering to 
their exoskeletons,” says Dr. Paysen. “As the insects move 
around, the microcaps rupture, releasing a lethal dose of 
the active ingredient.”

Reliability creates new service opportunities.
Trust in Demand CS led Sherrill Pest Control in 
Manchester, Tennessee, to introduce a new carpenter bee 
program in 2020.

Previously, the company applied a generic insecticide 
to log and wood structures only when customers called 
to complain that the bees were drilling into their homes. 
Callbacks, however, were a problem.

That’s when Jason Heiser, a senior service team lead at 
the company, suggested switching to Demand CS. The 
difference was notable. “It works phenomenally,” he says.

Sherrill Pest Control now markets a preventive carpenter 
bee service in early spring that typically requires only one 
treatment because of the effectiveness of Demand CS. This 
aligns with the company’s commitment to environmental 
stewardship. 

“We don’t want to apply any more product around a 
person’s home than what we have to (in order) to get a 
good end result,” explains Heiser.

Revenue for the service doubled last year, and Heiser 
expects additional growth as word of the program spreads. 
“We’ve gotten really good results and minimal callbacks 
with Demand CS,” he says.

Callbacks are the bane of the industry. They disrupt the 
customer’s life and the workflow of the pest management 
professional (PMP). They reduce company profitability 
and technician earning potential. 

Demand CS is a tried-and-true pest control 
solution with nearly three decades of use in the 
structural pest control industry. The popular 
insecticide offers peace of mind, reliability and 
flexibility, according to Syngenta, with a powerful 
active ingredient and proprietary formulation 
that targets dozens of pests, helping to reduce 
callbacks. Other features and benefits include:

Features & Benefits

Immediate and long-lasting 
control with iCAP technology, 
which helps the product easily 
adhere to pests’ waxy cuticles 
as they travel along treated 
surfaces and protects the 
active ingredient from harsh 
environmental conditions like 
UV rays and pH extremes.

Residual control 
with controlled 

release of the 
active ingredient 

lambda-cyhalothrin 
for up to 90 days.

Control of over 30 common 
pests, including mosquitoes, 
ticks, ants and cockroaches, 
as well as guaranteed control 
of public health pests as part 
of multiple SecureChoiceSM 
assurance programs.

To learn more about Demand CS and SecureChoice 
assurance programs, visit SyngentaPMP.com/
DemandCS.
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All photos are either the property of Syngenta or are used with permission. 
© 2021 Syngenta. Important: Always read and follow label instructions. Some products may not be 
registered for sale or use in all states or counties and/or may have state-specific use requirements. 
Please check with your local extension service to ensure registration and proper use. Demand®, 
For Life Uninterrupted™, PestPartnersSM, SecureChoiceSM, with iCAP technology™, the Alliance 
Frame, the Purpose Icon and the Syngenta logo are trademarks or service marks of a Syngenta Group 
Company. All other trademarks are the property of their respective owners. Syngenta Customer Center: 
1-866-SYNGENT(A) (796-4368).

@SyngentaPest #DemandCS

WHAT IS iCAP 
TECHNOLOGY?
Demand CS with iCAP 
technology was the first 
micro-encapsulated 
pyrethroid product in the 
professional pest management 
industry. As a unique and 
highly effective formulation 
developed by Syngenta, it 
forms millions of multiple-
sized, dual-walled microcaps 
around the active ingredient 
(lambda-cyhalothrin) that 
easily adhere to pests’ waxy 
cuticles as they travel along 
a treated surface. Smaller 
microcaps release the 
active ingredient quickly for 
immediate control, while 
larger microcaps release the 
active ingredient later for 
long-lasting, residual control. 
Demand CS is part of the 
PestPartnersSM 365 Program 
from Syngenta.

Demand CS, however, has delivered proven, long-lasting 
control of pests for many PMPs. In fact, it is the product that 
allowed the industry to shift to quarterly from more frequent 
control programs.

“More products are entering the industry claiming 90-day 
control, but this has been a trusted product for many PMPs 
throughout the years,” reminds Dr. Paysen. “The control that 
PMPs get with Demand CS speaks for itself, and it continues to 
be the pinnacle of success for many.”

Customers expect results, which means it’s important to choose 
products wisely. “It just seems like Demand [CS] is the one that 
gets you the best results – the longest results – for the customer,” 
says Heiser.

A broad label listing 30-plus pests – mosquitoes, ticks, spiders 
and scorpions, among them – is just one more reason to use 
Demand CS, say PMPs. 

“AS INSECTS TRAIL THROUGH THE MINEFIELD OF MICROCAPS,  
IT’S ALMOST LIKE A MAGNET WITH THE MICROCAPS ADHERING  
TO THEIR EXOSKELETON.” 

– D R . E R I C PAY S E N , T E C H N I C A L S E R V I C E S M A N A G E R F O R P P M AT S Y N G E N TA ,  
N O R T H A M E R I C A

Demand CS 
is available in        

8 ounce (right) 
and 1 quart  

(left) bottles. 

The lipophilic microcaps, 
shown in green, adhere to the 
insect’s waxy exoskeleton.

To learn more 
about Demand CS 
and the residual 
provided with iCAP 
technology, visit 
SyngentaPMP.com/
DemandCS.
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Argentine ants, odorous house ants and tawny crazy ants are some of the hardest pests 
for service technicians to control.

They can form super colonies with hundreds of thousands of workers and 
multiple nests that span numerous properties, even entire city blocks. 

The persistent pests are known to re-invade, which keeps pest management professionals 
(PMPs) returning again and again to address the problem. These callbacks cost PMPs money 
and potentially customers, who grow frustrated with recurring ant issues. 

Large-colony ants and 
other perimeter pests 
are outmatched by the 
dual-active ingredient, 
dual-formulation 
Tandem insecticide.

A ONE-TWO PUNCH

Increased 
Control with 
Systemic 
Action
One of the most 
popular food sources 
for many ant species 
is honeydew, which 
is produced by 
homopterous insects 
such as scales, aphids 
and mealy bugs that 
feed on landscape 
vegetation. To control 
these insects, apply 
Tandem® insecticide 
to either the soil 
beneath plants or to 
the foliage of plants. 
This non-repellent 
product moves through 
the plant systemically 
to help control 
homopterous pests. 

Source: SyngentaPMP.com

ADVERTOR IAL

Tandem features a ZC formulation with the 
power of two active ingredients, thiamethoxam 
and lambda-cyhalothrin.
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That’s why Terminix Service in Columbia, South Carolina, began using 
Tandem as a preventive perimeter treatment nine years ago. “Using that as 
a preventive product seems to have helped out a lot on general ant issues. It 
provides really good results,” says Kevin Hathorne, the company’s technical 
director.

Terminix Service chose Tandem as its go-to perimeter treatment because of 
its dual modes of action. That’s also why Coasterra Pest Control in Orange, 
California, uses the product.

“Having two modes of action, it’s like putting down two applications of two 
different products that don’t conflict with each other. You’re going to have a 
better chance of control using a dual-mode-of-action product over a single-mode 
product,” says Rylan Woodall, Coasterra branch manager.

Two active ingredients comprise Tandem®: lambda-cyhalothrin, the same active 
ingredient in Demand® CS insecticide, and thiamethoxam, the active ingredient in 
Optigard® Flex liquid insecticide. Each works differently to control labeled pests; 
together, they deliver a powerful one-two punch in a single application.

The insecticide also is systemic. Thiamethoxam is absorbed by plants through 
leaves and roots, which kills aphid and scale insects that feed on plant sap to 
make honeydew, a favorite food source of large-colony ants. 

“We do like the systemic action of the product, and we train our technicians 
to spray the vegetation around the house to help cut down on those honeydew-
producing insects, which in turn attract the ants. That’s a very beneficial part of 
the product,” says Hathorne.

Doug Hillman, a supervisor at American Pest Control in Hanna City, Illinois, 
likes the product’s broad label, which lists more than 90 pests. His team uses it 
to control ants, spiders, fleas, bed bugs and Asian lady beetles; they use it indoors 
and outdoors and at commercial and residential properties.  

“The label is what makes the product so useful to PMPs,” agrees Dr. Chris 
Keefer, technical services manager for Professional Pest Management (PPM) at 
Syngenta, North America. “Tandem can be used indoors and outdoors, including 
in kitchens, on fire ant mounds, in wall voids and wall delivery systems, and even 
in trains, planes and automobiles. It also can be used in two concentrations for 
either maintenance or initial clean-out treatments.”

The long-lasting residual also is attractive. “Tandem is one of those products 
that you pull out and say, maybe this gives you a little more residual, a little more 
knockdown, a little more chemical that will last until you’re going to be at that 
account again,” says Hillman.

Its staying power comes from a unique ZC formulation, which combines a 
suspension concentrate of thiamethoxam with a capsule suspension of lambda-
cyhalothrin with iCAP technology™, a proprietary formulation technology from 
Syngenta that microencapsulates lambda-cyhalothrin.

The microcaps are made of double-walled polymer with a spongy interior, and 
they vary in size from 5 to 25 microns. The smaller microcaps fall into cracks and 
crevices where pests harbor and break soon after application, releasing the active 
ingredient and providing fast knockdown. The larger microcaps are more durable 
and can withstand UV rays, pH extremes and other environmental challenges, 
thus breaking down over time and providing long-term residual.

Even in hot and sunny Southern California, Tandem holds up between 
perimeter service calls. “It seems to stand up to the weather extremely well. We 
don’t have to go out and reapply like maybe you would with a cheaper competing 
product,” says Woodall.

GET A HEAD  
START ON  
ANT SEASON
WHEN DEALING WITH 
large-colony ants, PMPs can 
get a head start by taking a 
layered control approach. 
“Using Tandem early on in the 
season can help reduce the 
ant populations before they 
get out of control,” says Dr. 
Nicky Gallagher, technical 
services manager for PPM at 
Syngenta, North America. 

For accounts with annual 
recurring large-colony ant 
problems, apply a high-
volume, low-concentration 
application of Tandem 
in early spring at a rate 
of 0.065%. This type of 
treatment addresses the 
ants and any potential 
honeydew-producing insects 
that may be contributing to 
the ant population, advises 
Dr. Keefer. 

The high volume of water 
moves the active ingredients 
through the mulch and pine 
straw and down into the 
upper echelon of the soil 
profile, where these ants are 
focused on reproduction and 
tending their brood. By doing 
this type of application in 
the early spring, you can 
significantly reduce the 
number of ants, which, in 
turn, reduces the potential 
for large, dense outbreaks 
and callbacks in the summer.

Follow up the high-
volume, low-concentration 
treatment with an 
application of Optigard 
Ant gel bait. You will have 
fewer mouths to feed 
and thus need less bait to 
achieve control, advises Dr. 
Gallagher. To learn more, 
visit SyngentaPMP.com.
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Customer feedback led to the development of 
Tandem. Pest management professionals in the field 
were tank-mixing two products to get the benefits of 
two active ingredients.

“Syngenta had the capability to bring these together 
in the ZC formulation into one bottle. That made it 
easier for technicians to have that one bottle on the 
truck; it makes it easier to measure and mix,” says Dr. 
Gallagher. 

It also delivers significant value for the price by 
reducing expensive callbacks. Woodall learned this the 
hard way. In early 2020, he switched to a bifenthrin 
insecticide to save money, not knowing how the 
pandemic might affect business. 

“It was an absolute nightmare. My guys were 
complaining like crazy. Our callback rate went through 
the roof,” he recalls. As soon as that stock was used up, 
he switched back to Tandem. “Less callbacks means 
less time wasted, which means more money in our 
pockets,” he says.

Tandem conveys confidence. “You don’t have to 
worry that it will work,” says Hillman, and that gives 
customers peace of mind. “If you have a place where 
you want the absolute best or they have a problem and 
you want to take care of it, Tandem is definitely at the 
top of our list to use,” he says. 

“WE DO LIKE THE SYSTEMIC ACTION 
OF THE PRODUCT, AND WE TRAIN OUR 

TECHNICIANS TO SPRAY THE VEGETATION 
AROUND THE HOUSE TO HELP CUT DOWN 

ON THOSE HONEYDEW-PRODUCING 
INSECTS, WHICH IN TURN ATTRACT THE 
ANTS. THAT’S A VERY BENEFICIAL PART 

OF THE PRODUCT.”  

— K E V I N H AT H O R N E , T E C H N I C A L D I R E C T O R ,  
T E R M I N I X S E R V I C E

All photos are either the property of Syngenta or are used with permission. 
© 2021 Syngenta. Important: Always read and follow label instructions. Some products may not be 
registered for sale or use in all states or counties and/or may have state-specific use requirements. 
Please check with your local extension service to ensure registration and proper use. Demand®, For 
Life Uninterrupted™, Optigard®, Tandem®, with iCAP technology™, the Alliance Frame, the Purpose 
Icon and the Syngenta logo are trademarks of a Syngenta Group Company. All other trademarks are the 
property of their respective owners. Syngenta Customer Center: 1-866-SYNGENT(A) (796-4368).

@SyngentaPest #TandemInsecticide

Features & Benefits

•  Flexible control with approved use sites indoors, 
outdoors and in food-handling establishments according 
to the label.

(Source: SyngentaPMP.com)

Tandem offers several features and benefits to PMPs, 
including:

•  Powerful control with dual active ingredients in a ZC 
formulation, which combines a capsule suspension of 
lambda-cyhalothrin with a suspension concentrate of 
thiamethoxam.

•  Protection against harsh environmental conditions and 
controlled release of the active ingredient with iCAP 
technology.

•  Systemic action that targets honeydew-producing 
insects, which are a food source for ants.
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98 John Abell  
Abell Pest Control

91 Paul Adams  
Adams Pest Control

95 Jimmy Allgood  
Allgood Services

97 Lonnie Alonso  
Columbus Pest Control

10 Tom Anderson  
Western Exterminator Co.

10 Tom Anfora  
Western Exterminator Co.

17 Juan Angulo Jr.  
Superior-Angran

97 Juan Angulo Sr.  
Superior-Angran

04 Steve Arnold  
Peachtree Pest Control

89 Roy Ashton  
Western Exterminator Co.

05 Phil Augustine  
Augustine Exterminators

17 Stuart Aust
Bug Doctor/Anticimex

97 Jim Aycock  
Cook’s Pest Control 

04 Jerry Batzner  
Batzner Pest Management

06 Greg Baumann 
NPMA

07 Ron Belknap  
Capital City Exterminating Co.

95 John Bell  
Bell Pest Control

03 Rick Bell  
Arrow Exterminators

94 Richard Berman  
Waltham Services

89 Norman Besheer  
Gunter Exterminating Co.

11 Judy Black
The Steritech Group

07 Harden Blackwell  
Terminix Co.

93 Donnie Blake  
OPC 

94 Lee Blevins  
Antimite 

08 Ed Blumenthal  
Massey Services

09 John Bolanos  
Univar

03 David Boose  
PestMasters Termite & Pest Control

04 Ed Bordes  
New Orleans Mosquito & Termite Control Board

16 Michael Botha 
Big Sky Pest Solutions

10 Tom Brackett  
Terminix International

93 Ed Bradbury  
Viking Termite & Pest Control

07 Jack Broome  
PermaTreat Pest Control

01 Jay Bruesch  
Plunkett’s Pest Control

20 Grzegorz Buczkowski
Purdue University

05 Debbie Byrne  
Western Exterminator Co. 

92 Robert Caldwell  
ACME Exterminating Co.

11 Bruce Carter
Carter Services

99 Bob Case  
Sears Termite & Pest Control

04 Stephen Certa  
Watch All

13 Gene Chafe  
Senske Services

08 John Chapman  
Terminix International

11 Chris Christensen
Christensen’s Urban Insect Solutions

89 Bill Clark  
Bill Clark Pest Control

92 Charles Clark  
Clark Pest Control

99 Jim Clark Sr.  
Clark Pest Control

04 Terry Clark  
Clark Pest Control

93 Phillip Clegg  
Clegg’s Termite & Pest Control

03 Greg Clendenin  
Middleton Lawn & Pest Control

An Alphabetical Listing of the 1989-2020 Leadership Classes.

33RD ANNUAL CROWN LEADERSHIP AWARDS

HONOR ROLL
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18 Dan Collins  
Collins Pest Management

91 Ward Combs Sr.  
Presto-X

99 Ward Combs II  
Presto-X

02 George & Lucy Conn  
Conn Pest Control

89 John Cook  
Cook’s Pest Control

94 Bryan Cooksey Jr.  
McCall Service 

14 J. Bryan Cooksey III  
McCall Service 

91 Norm Cooper  
Exterminating Services Co. (ESCO)

10 Phil Cooper  
Cooper Pest Solutions

01 Richard Cooper  
Cooper Pest Solutions

13 Pat Copps  
Orkin Pest Control

90 Noad Corley  
Corley Pest Control

00 Robert Corrigan  
RMC Pest Management Consulting

96 Ray Crim  
Arrow Exterminators

90 Tom DeLay  
Albo Pest Control

98 Tom Diederich  
Orkin Pest Control

07 Charles Dixon  
Dixon Exterminating Co.

09 Robert Dixon  
Dixon’s Termite & Pest Control

94 Bob Dold  
Rose Pest Solutions

96 Judy Dold  
Rose Pest Solutions

13 Robert Dold Jr.
Rose Pest Solutions

11 Chris Donaghy
Residex-Turfgrass

02 Charles Efird  
Modern Exterminating Co.

98 Norm Ehmann  
Van Waters & Rogers 

04 Eric Eicher  
The Steritech Group

02 Peter Eldridge  
Apex Pest Control

00 Bonnie Everts  
PESCO Pest Control Services

01 Herb Field  
Lloyd Pest Control

18 Dave Fisher  
Rentokil Steritech

04 Brian Forschler  
University of Georgia

10 Tom Forshaw  
Forshaw Distribution

13 Scott Fortson
Terminix Service

95 Tom Fortson  
Terminix Service

13 Ken Fredrick
Conquistador Termite and Pest Control

98 Austin Frishman  
AMF Pest Management Services

97 Charles Frommer  
Evins Pest Control

18 Jerry Gahlhoff  
Rollins Inc.

96 Dickie Gauthreaux  
Terminix International

05 Jerome Goddard  
Mississippi Department of Health

02 Roger Gold  
Texas A&M University

20 Faye Golden 
Cook’s Pest Control

17 Wayne Golden 
Rollins Inc.

90 Norman Goldenberg  
Terminix International

04 Steve Good  
Terminix International

12 Chris Gorecki  
Orkin Pest Control

94 Phil Gregory  
Gregory Pest Solutions

91 Linden Griffin  
Griffin Pest Control

11 Earl Hallberg
Presto-X

96 Philip Hamman  
Texas A&M University 

12 Bobby Hammel  
J.C. Ehrlich Co.

02 Victor Hammel  
J.C. Ehrlich Co.

06 Laurel Hansen  
Spokane Falls Community College

95 Paul Hardy  
Orkin Pest Control

12 Harold Harlan  
Armed Forces Pest Management Board

07 Gene Harrington  
NPMA

05 Joey Harris  
Cook’s Pest Control

15 Ron Harrison  
Rollins Inc.

00 Robert Hartley  
Truly Nolen of America

00 Stoy Hedges  
Terminix International 

95 Leo Holder  
End-O-Pest

05 Patricia Hottel  
McCloud Services

94 Charles Hromada  
Terminix International

99 Tim Hulett  
Hulett Environmental Services

94 Pat Humphrey Wicker  
Lester Humphrey Pest Control

02 Jon Isaacs  
Schendel Services

00 Russ Ives  
Rose Pest Solutions

03 Allen James  
Responsible Industry for a Sound Environment

89 Don Jamison  
Jamison Pest Control

93 Jim Jamison  
Jamison Pest Control 

19 Tom Jarzynka 
Massey Services

97 Bobby Jenkins  
ABC Home & Commercial Services

08 Dennis Jenkins  
ABC Home & Commercial Services

99 Raleigh Jenkins  
ABC Home & Commercial Services

89 Robert Jenkins  
ABC Pest Control

08 Sandy Jenkins  
ABC Home & Commercial Services
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08 Valera Jessee  
UPF&DA/Georgia Pest Control Association

95 Robert John Jr.  
J&J Exterminating Co.

95 Robert John Sr.  
J&J Exterminating Co. 

11 Jeff Johnson
A-Active Termite & Pest Control

12 Ray Johnson
Johnson Pest Control

16 Adam Jones 
Massey Services

93 Bob Jones  
Florida Pest Control & Chemical Co.

12 Susan Jones  
The Ohio State University

16 Dennis Judy  
Allgood Pest Solutions

16 Dr. Shripat Kamble 
University of Nebraska

99 Brad Kard  
USDA Forest Service

92 Michael Katz  
Western Exterminator Co.

01 Clarke Keenan  
Waltham Services

89 Richard Keenan  
Waltham Services

14 Stephen Kells  
University of Minnesota 

94 Jerry Keown  
Presto-X 

01 Ralph Killough  
Killo Exterminating Co.

02 Richard Kirshner  
Aerex Pest Control Services 

18 Karl Kisner  
Univar

06 Bob Klein  
Assured Environments

10 John Klotz  
University of California

09 Lex Knox  
Terminix Service

95 Philip Koehler  
University of Florida

08 Kevin Kordek 
A-Active Termite & Pest Control

02 Richard Kramer  
Innovative Pest Management

93 Robert Kunst  
Fischer Environmental Services 

01 Rob Lederer  
NPMA 

15 Jennifer Leggett  
Lindsey Pest Services

93 Harold Leyse  
Adam’s Pest Control 

08 Todd Leyse  
Adam’s Pest Control 

06 Joe Lupini  
Loyal Termite & Pest Control

05 Cindy Mannes  
Professional Pest Management Alliance

96 Andy Mannino Sr.  
AMCO-Ranger Pest Control 

08 Jack Marlowe  
Eden Advanced Pest Technologies

96 Edward Martin Jr.  
Terminix Service Co. 

92 Harvey Massey  
Massey Services 

12 Tony Massey  
Massey Services 

90 George Matthews Jr. 
Modern Exterminating Co. 

90 George Matthews Sr.  
Modern Exterminating Co. 

01 Mike McCauley  
The Bug Man

15 Chris McCloud  
McCloud Services

08 Phil McCloud  
McCloud Services

15 Trace McEuen  
Univar

92 Vern McKinzie  
McKinzie Pest Control 

16 Scott McNeely 
McNeely Pest Control

19 Ray Meyers 
RJM Contracting

09 Dini Miller  
Virginia Tech

02 Tom Moore  
Copesan Services 

03 Butch Morrison  
Adams Pest Control 

06 Gary Muldoon  
Orkin Pest Control/PCO Services

91 Larry Musgrove  
Musgrove’s Pest Control

04 Danny Myers  
Myers Pest & Termite Services 

17 John Myers 
Rentokil Steritech

16 Tom Myers  
All-Rite Pest Control

13 Deni Naumann
Copesan Services

91 Bruce Nelson  
Western Industries

11 Phil “Doc” Nichols
Massey Services

92 Jay Nixon  
American Pest Management 

93 Bill Nolen  
Truly Nolen of America 

95 Scott Nolen  
Truly Nolen of America 

99 Truly Nolen  
Truly Nolen of America 

89 James Ogle  
Lloyd Pest Control 

07 Jamie Ogle  
Lloyd Pest Control 

18 Faith Oi 
University of Florida

09 Millard & Ada Oldham  
Oldham Chemicals Co.

92 John O’Reilly  
Plunkett’s Pest Control

10 Stacy O’Reilly  
Plunkett’s Pest Control

94 John Osmun  
Purdue University 

03 Kevin Pass  
Action Pest Control 

00 Ron Pelham  
Dewey Pest Control 

09 David Pomfret  
Fahey Pest Management

01 Mike Potter  
University of Kentucky

95 Bert Putterman  
Arizona Exterminating Co.

01 George Rambo  
George Rambo Consulting Services

10 Lon Records  
Target Specialty Products

97 Gordon Redd Jr.  
Redd Pest Solutions

91 J.C. Redd  
Redd Pest Control

20 Marsha Reeves  
Oldham Chemicals Co.
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20 Tommy Reeves
Oldham Chemicals Co.

08 Don Reierson  
University of California

13 Roland Rhodes
Rhodes Chemical Co.

07 Greg Rice  
Hulett Environmental Services 

19 Claudia Riegel 
New Orleans Mosquito & Termite Control Board

00 Rick Rogers  
Myers Pest & Termite Services

98 Gary Rollins  
Orkin Pest Control

96 Bob Rosenberg  
NPMA

97 Fred Rottler  
Rottler Pest & Lawn Solutions 

04 Mike Rottler  
Rottler Pest & Lawn Solutions 

00 Gary Rowell  
Orkin Pest Control

03 Bob Rummel  
Western Pest Services

98 Rick Rupkey Sr.  
University Termite & Pest Control

95 Bill Russell  
Eradico Services

10 Chuck Russell  
Eradico Services

97 Robert Russell  
Arrow Exterminators 

02 Mike Rust  
University of California

96 Richard Sameth  
Western Pest Services

97 Dempsey Sapp Sr.  
Florida Pest Control & Chemical Co. 

09 D.R. Sapp  
Florida Pest Control & Chemical Co. 

12 Jim Sargent  
Copesan Services 

96 Tim Saunders  
Mission Pest Control 

13 Coby Schal
North Carolina State University

96 Steve Scherzinger  
Scherzinger Pest Control

91 John Sessions  
Bug-Out Services 

08 Mark Sheperdigian  
Rose Pest Solutions 

14 Laura Simpson  
Dugas Pest Control

09 Jeff Singley  
Arrow Exterminators

90 Gary E. Smith  
Mokihana Pest Control

20 Kevin Smith
Rolllins Inc.

93 Albert Snyder  
Palmetto Exterminators

11 Jeff Springer
Springer Professional Home Services

89 James Steckel 
PC Management

14 Scott Steckel  
Varment Guard Environmental Services

20 Jim Steed
Neighborly Pest Management

90 Bernard Stegman  
Arrow Exterminating Co.

90 Harold Stein Jr.  
Crane Pest Control 

90 Charles Steinmetz  
Sears Termite & Pest Control

99 Lois Stevens-Caffey  
Adams Pest Control 

06 Richard Stevenson Sr.  
Modern Pest Services 

00 Fred Strickland Jr.  
Allied Bruce Terminix Companies

92 Clay Stroope  
Stroope Pest Control 

92 Don Stroope  
Stroope Pest Control

17 Dr. Nan-Yao Su 
University of Florida, IFAS

07 Dan Suiter  
University of Georgia 

94 Donald Suzuki  
Independent Consultant

09 Rick Swope  
Antimite Termite & Pest Control

12 Garry Tank  
Buffalo Exterminating

92 Bob Taylor  
Taylor Services

01 Bruce Tennenbaum  
Arizona Pest Control

03 Billy Tesh  
Pest Management Systems

11 Emily Thomas Kendrick
Arrow Exterminators

06 Joe Thomas  
Arrow Exterminators 

99 Bubba Tindol  
Allgood Services of Georgia

09 Chuck Tindol  
Allgood Pest Solutions

03 Alfie Treleven  
Sprague Pest Solutions

91 Larry Treleven  
Sprague Pest Solutions 

93 Philip Van Dam  
Fulton Company

20 Darren Van Steenwyk 
Clark Pest Control

15 Ed Vargo  
Texas A&M University

19 Ben Walker 
Gregory Pest Solutions

05 Tom Walters  
Western Pest Services

05 Bob Wanzer  
HomeTeam Pest Defense

11 Gerry Wegner
Varment Guard Environmental Services

06 Jeff Weier  
Sprague Pest Solutions

19 Gene White 
Rentokil Steritech

96 John Whitley 
The Steritech Group

99 Richard Whitman  
Whitman Exterminating

90 Bob Williams  
Terminix International

91 Hugh Wilson  
Wilson Pest Control

89 Joe Wilson  
PermaTreat Pest Control

10 John Wilson  
Orkin Pest Control

90 John Wingate  
Wingate Environmental Services

11        Charles Wright
North Carolina State University

97 Lewis Wright Jr.  
Wright Pest Control 

99 Richard J. Yashek  
J.C. Ehrlich Co.

03 Pat Zungoli  
Clemson University
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MARTY  
OVERLINE

Aardvark Pest Management 
Philadelphia, Pa.

SUZANNE 
GRAHAM

Massey Services
Orlando, Fla.

DONNIE  
SHELTON

Triangle Pest Control
Raleigh, N.C.

GARY  
CURL

Specialty Consultants
Jacksonville, Fla.

CLASS OF 2021

SYNGENTA AND PCT MAGAZINE are pleased to announce the winners of the 2021 Crown Leadership Awards, as well 
as acknowledge the ongoing contributions of the past recipients of this prestigious award. For more than three 
decades, the Crown Leadership Awards have been presented annually to pest management professionals, 
university educators, distributors, association officials, consultants and other industry stakeholders who uphold 
the highest standards of industry ethics, while contributing their time and talent to a wide array of professional 
and civic organizations. Please join PCT and Syngenta in honoring the Class of 2021!
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FREEMAN  
ELLIOTT

Orkin/Rollins Inc.
Atlanta, Ga.
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DONNIE  
SHELTON
An Air Force veteran takes flight, leading two multi-million-dollar 
companies to prominence in the pest management industry.

Donnie Shelton signed the papers to purchase Triangle 
Pest Control in a Wendy’s dining room. It was 2006, 
and the Air Force veteran, aircraft mechanic and 
software engineer had zero experience in the pest 

control industry. Before Shelton bought the company, then known 
as Mike’s Pest Control, it was generating $12,000 in annual service 
revenue from 23 accounts.

Today, Triangle, based in Raleigh, N.C., has grown into a $8 
million company with approximately 60 employees. Shelton is also 
the CEO of Coalmarch, a $5 million digital agency servicing pest 
control and lawn accounts. So, how did Shelton, a self-described “guy 
that came from nowhere,” become an industry leader?

Learning to Fly
Shelton was born in Stuart, Va., and grew up in Mayodan, N.C., a 
small textile town where “everyone goes to high school, graduates 
and works for the mill, and that’s your life,” he said.

“When I was in high school, [I was a] complete knucklehead,” he 
recalled. “I mean, I graduated high school with a 1.75 GPA. If there 
was anyone signed up for Loser of the World, that would be me.”

Shelton graduated high school early and headed straight into 
the Air Force. His mother, Evon, signed him in, because at 17, 
joining the Armed Services requires parental consent. Once 
enlisted, Shelton became a crew chief, “which is basically an aircraft 
mechanic,” he said. As he started working on airplanes, something 
in him changed.

“I got around airplanes, and I really got motivated,” he said.
Shelton began to envision a different life for himself, one 

where he was a pilot. But with a low high school GPA, no college 
education and a small-town background, he said, “The chances of 
me becoming a pilot would be like the chances of getting struck by 
lightning. It just was a pie-in-the-sky dream. I had so much to do.”

He started by working seven days a week while attending 
a community college full-time near Travis Air Force Base in 
California, where he was stationed.

Donnie Shelton’s proudest career moment was when he earned his 
pilot wings, launching a career in the U.S. Air Force Reserve.
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NAME
Donnie Shelton

COMPANY 
Triangle Pest Control and 
Coalmarch

TITLE
Owner/CEO

LOCATION
Raleigh, N.C.

EDUCATION
North Carolina State University, 
Bachelor of Science in 
Computer Science

CAREER 
•  Software Engineer, Progress 

Energy, 2001-2006
•  Pilot, U.S. Air Force 

Reserve, 2002-  
2021

•  Launched Triangle 
Pest Control in 
2006

•  Acquired Coalmarch in 2012
•  Co-Host of PMP Industry 

Insider Podcast, 2020-Present
•  Author of “Grow! Inbound 

Marketing System” and “Build: 
How to Create a Phenomenal 
Team for Your Service 
Company”

ASSOCIATION ACTIVITIES
•  Member of National Pest 

Management Association
•  President of North Carolina 

Pest Management Association, 
2017

PERSONAL
Married Emily in December  
1998; children: Caroline, 
17; Maren, 15; Blake, 12; and      
Owen, 9; enjoys flying, hunting, 
fishing, hiking and riding 
tractors/UTVs

THE  
SHELTON 
FILE

“I didn’t have a day off except for Christmas and Thanksgiving,” he recalled. 
“Once I realized this is what I wanted to do, I was all in, 100 percent.”

The relentless schedule paid off: Shelton earned straight A’s for the first time 
in his life. He lasered his focus on the Air Force Academy, where, if accepted, 
he could leave the enlisted ranks and attend officer training school, inching him 
one step closer to his dream of becoming a pilot. He received a congressional 
recommendation, passed the physical fitness test and waited to hear back from the 
academy.

“And I failed,” Shelton said. “They sent a letter, and they’re like, ‘Thanks, but no 
thanks.’ I didn’t even get into the prep school. … They looked at my high school 
grades, and they’re like, ‘No.’ It was a huge blow.”

It was the first time in his life that Shelton had truly given his all, only 
for it to not be good enough. It took several weeks for him to move past the 
disappointment, but once he did, he said, “OK, that door’s shut. What other doors 
can I look at?” 

“I wasn’t going to let it stop me,” Shelton said.
He continued attending college, the first in his family to do so, eventually 

transferring to North Carolina State University. He interviewed with different Air 
Force Reserve units and was told he needed a technical degree and a GPA over 3.8. 
“So that’s what I did,” Shelton said. He earned his bachelor’s degree in computer 
science and was hired by a unit in Goldsboro, N.C., where he attended officer 
training school and then pilot training.

In the end, Shelton said he’s glad he experienced failure early in life. And it’s 
why his proudest career moment doesn’t have anything to do with the pest control 
industry. It was finally getting his pilot’s wings.

“Ten years after I set that goal, on my birthday, I became a pilot, and my mom 
and my wife (Emily) pinned my wings on,” said Shelton, who retired from the Air 
Force Reserve in February. “And they were the only two that knew that it took me 
10 years to get there. That was a big moment for me, because it wasn’t the fact that 
I was a pilot; it was the fact that it didn’t come easy for me. I had to fail multiple 
times to get there. And I think because of that, it taught me a lot. And all the 
sacrifice was worth it in that moment.”

From Tech to Pests
After flying in the Air Force for three years and joining the Reserves, Shelton put 
his computer science degree to work as a software developer for Progress Energy in 
Raleigh. But he was increasingly intrigued by the business world, with dreams of 
becoming an entrepreneur, so much so that he applied, and was accepted, to Duke 
University’s MBA program.

“Duke University sends me this bill for $90,000,” Shelton said. “And I’m like, do 
I really want to do this? Because that’s a lot of money!”

He started researching lucrative industries and landed on pest control.
“I’m like, hey, this business is not sexy, but it’s a great business,” he said. “So I 

literally picked it based on business performance. It certainly wasn’t loving bugs. I 
mean, don’t get me wrong, I don’t hate them, but that wasn’t what attracted me to 
the industry. It was really researching and looking at the business itself.”

Shelton decided he would defer Duke and give being a business owner a shot. If 
that didn’t pan out in the first year, he would call the business quits and go back to 
school to earn his master’s degree.

He joked, “You can imagine the faces of my in-laws. Here I am, chief technology 
developer at Progress Energy. I’m a pilot, too, in the Air Force, and we’re all sitting 
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around the dinner table, and I’m like, I’m 
going to own a pest control company.”

After one year of owning Triangle, 
Shelton decided to defer Duke for another 
year. After his second year in business, he 
told the school, “I’m not coming.”

“And I never looked back,” he said. “I’m 
so glad I did not.”

Paying It Forward 
Shelton may have entered the pest control 
industry by chance, but he said it’s the 
people who have kept him in it for the 
long-term. “I absolutely love the people 
in our industry: the people I work with, 
people in the industry, our customers,” 
he said. “It’s really what has kept me in 
it. They’re good, honest people in our 
industry.”

He credits industry leaders such 
as Bobby Jenkins of ABC Home & 
Commercial Services and Dave Boose of 
PestMasters Termite & Pest Control with 
helping him along the way.

“One of the things I really like about 
our industry is that people are very open 
and are willing to help,” Shelton said.

Boose said he met Shelton at a North 
Carolina pest control conference right 
after he had opened Triangle. Shelton 
asked Boose if they could stay in touch, 
and the veteran PMP said yes.

“Many people have asked me that 
question, and most never followed it up,” 
Boose said. “I remember thinking, this 
guy is different; he means it. A month 
later, Donnie called to see if we could set 
up a meeting. That resulted in he and I 
meeting in person for a full day once a 
month for the next five years.”

While at first the meetings consisted 
mostly of Boose giving Shelton advice on 
his newly chosen industry, that quickly 
changed into what Boose described as a 
“mutually rewarding experience.”

“I frankly couldn’t believe his tenacity 
and his drive,” Boose said. “After our 
monthly meetings, I always felt like I 
learned more from him than I gave.”

The assistance and advice Shelton 
received early in his career is one of the 
reasons why he now co-hosts the PMP 
Industry Insiders podcast with Dan 
Gordon. 

The show, born during the lockdown 
era of COVID-19, gives listeners in the 
pest control and lawn industries tips and 
information to grow their businesses.

“I don’t make any money off the podcast, 
but I certainly enjoy doing it, because I feel 
like it’s an easy way to give back,” Shelton 
said. “Because I can tell you, the things 
I learned in college and even in military 
leadership school did not apply once I 
started all of this.”

He credits his co-workers and industry 
colleagues as the reason Triangle has 
become so successful.

“I should not and will not take any 
of the credit whatsoever,” Shelton said. 
“I truly do have great teams at both 
businesses. They are good people. They’re 
loyal, they’re committed, and I mean that. 
They are super good folks. If anything, 
I started laughing when I heard that I’d 
gotten this award. Nobody becomes a 
leader without people, you know. So really, 
they should be the ones getting the award, 
not me.”

Committed to Group Success
One strategy Shelton has employed over 
the years is committing to his employees’ 
growth. He started Triangle out of his 
garage as the company’s owner, but also the 
technician, office manager and marketing 
guru all in one. After three months, the 
company grew enough that he could move 
into an office and start adding to the team. 
Shelton hired a technician, then a customer 
service rep, and then a manager.

Now, he said, “all of my managers at 
both companies started on the front lines. 
And I’m a huge believer in that (approach) 
because that’s what I did.” 

“I want to have businesses where I 
provide opportunities for people who 
want to work and who are committed 
and who are loyal,” said Shelton. “I want 
to give them a place to go where they can 
absolutely move up. And so I don’t believe 
in outside leadership. That doesn’t mean 
I wouldn’t bring someone in if I needed 
to, but I always look inside, and I want to 
grow my people first. 

“I think that’s one of the reasons that I’m 
able to get really good people,” he added. 
“And I think that’s one of the reasons that 
they’re very loyal, because I buy into them 
100 percent.”

The Shelton family enjoys an active lifestyle. Featured in this photo taken during a recent family 
vacation in Utah are (left to right) Caroline, Blake, Maren, Donnie, Owen and Emily.
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Acquiring an Agency 
Shelton used his technology background 
to take another big step in his career: 
acquiring Coalmarch in 2013.

Shelton entered the pest control 
industry with a background in high-tech 
environments. He quickly realized his new 
industry was not quite as technologically 
advanced, he said.

Shelton started using search optimization 
to boost his business listings on Google, 
so Triangle was consistently showing up in 
the top three search results in the Raleigh 
area. 

“This was back in the good old days,” he 
explained. “It’s more difficult to do it these 
days, but I grew the business exponentially 
online when I first started, which was very 
different than most people. Most people 
were just doing Yellow Pages, and they 
were growing their typical five and 10 
percent. We were growing at 300 percent, 
just because it was just a platform that 
people were not paying attention to. Long 
story short, I had figured out how to win 
online in our industry.”

As Triangle grew, Shelton expanded 
his team, but marketing was the last 
responsibility he let go of as a manager.

“I just kept getting frustrated, because 
I would hire an SEO firm, they would 
start off great, and after six months, they 
just would drop off,” he said. “I just kept 
seeing this recurring problem of these 
SEO companies who don’t understand 
our industry and don’t put enough time 
and effort to really get great results. And 
I thought, hey, I’m not the only person 
who’s struggling with this.” 

Shelton knew he had the skills to run a 
solid business. He decided to purchase a 
digital agency and focus solely on pest and 
lawn accounts. He acquired Coalmarch in 
2013.

“I implemented procedures and basic 
business management,” he said. “And 
we fired some big customers. We had 
RCA Records as a client; we had Duke 
University. We had these really big clients. 
And I fired them all and said we’re just 

going to do pest and lawn, because that’s 
what we know. And that’s how I got 
started.”

When Shelton acquired Coalmarch, its 
annual revenue was $600,000. He projects 
it will be close to $5 million this year.

Despite juggling two companies, 
Shelton finds balance in his schedule for 
fun. He owns a jet and flies often. In his 
free time, he enjoys traveling and spending 
time with his wife Emily and their four 
children, Caroline, 17, Maren, 15, Blake, 
12, and Owen, 9.

“I love flying. I love my family. And I 
love redneck stuff,” he said, which includes 
hunting, fishing and riding tractors and 
UTVs.

Qualities of a Leader
Over the years, Shelton has learned 
enough about business and leadership that 
he’s penned two books: “Grow! How to 
Rapidly and Profitably Grow Your Service 
Company Online,” and “Build: How 
to Create a Phenomenal Team for Your 
Service Company.” 

In line with the title of his first book, 
a solid leader, he said, needs to be able to 
grow along with his or her team. 

“You’ve got to always reinvent yourself,” 
said Shelton. 

Owners face the common pitfall of 
feeling like they’ve made it, he said, so 
they stop growing.

“And then the business starts flatlining 
or not growing as fast,” Shelton 
said. “It’s just that constant — I 
don’t want to call it a grind, 
because it’s kind of fun, but it’s 
definitely a challenge. This is the 
challenge that never goes away, 
and I don’t know that you ever 
fully overcome it. I think it’s just 
the chase.”

Both Boose and podcast co-host 
Gordon described Shelton as 
disciplined, and even intense.

“In my opinion, Donnie is 
successful because he is able to 
combine his skills and training as an 

Air Force jet pilot with his analytical skills 
as a computer code writer,” said Boose. 
“What makes it work is his self-discipline 
and dogged determination to get things 
done.”

Gordon credited Shelton for 
his understanding of “creating an 
environment of accountability” at work.

Strong leaders must also be resilient, 
Shelton said. He thinks back to when the 
door was slammed in his face at the Air 
Force Academy. “When everyone else is 
telling you why you can’t do it, you’ve got 
to find the reason how you can do it,” he 
said. “You’ve got to be able to move forward 
no matter what the circumstances are.”

Leaders must own the business’ problems 
and the solutions. “Don’t make excuses,” 
said Shelton. “Don’t be a victim. Don’t 
look at other people and blame them. You 
immediately blame yourself. You’ve just got 
to completely own it. Now, that doesn’t 
mean if things are going well that you’ve 
got to own that, too. Absolutely give credit 
where credit is due. But when things aren’t 
going great, the buck stops with you.”

A good leader is continuously chasing 
excellence and striving to be the best he 
or she can be, and not just in business, 
Shelton said. “I want to be the best dad I 
can be. I want to be the best business owner 
I can be. I want to be the best pilot I can 
be,” he said. “And when I say the best, I’m 
not talking about competing with other 
people. I’m talking about myself.” 

Members of the management team at Triangle include 
(left to right) Bernard Buttone, COO; Donnie Shelton; 
Jesse Rehm, CEO; and Josh Baker, CAO.
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When Suzanne Graham established 
American Pest Control 
Management with her husband 
Jim in 1992, no one was more 

surprised than her. 
“My passion was for interior design — 

definitely not bugs! I had helped with my 
parents’ decorating business since I was 13, 
and then earned a degree in interior design,” 
she shares. “I met Jim a year after receiving my 
degree, in 1986, and the economy started to 
tank shortly after. When a friend told him there 
was money in pest control, he got into the 
business and ultimately decided to start his own 
company. I joined him in spite of my aversion 
to bugs and got swept up in the excitement as 
the business grew. That company became my 
baby.”

The Grahams built American Pest Control 
Management largely on new construction 
treatments. “In his previous work, Jim had built 
relationships with a handful of builders; that’s 
what really got us started,” Graham recalls. “We 
differentiated ourselves by providing liquid 
termite treatments. There weren’t a lot of mom-
and-pop operations doing that in Southwest 
Florida in the early ’90s, and the builders and 
concrete finishers liked working with mom-
and-pops. We took full advantage of that 
opportunity, catering to the industry’s needs and 
getting to know every customer really well.”

 SUZANNE  
GRAHAM
The director of Government Affairs at Massey Services influences policies 
that affect pest management businesses nationwide — and demonstrates 
the growing strength of women leaders.
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Their focus on construction led to Graham’s engagement 
with her local and state home builders associations, 
where she quickly rose to committee and organization-
wide leadership roles. She began to realize the impact she 
could have on industry policies and regulations, and her 
government affairs career started to take shape. 

Connecting With Massey 
By 2011, American Pest Control Management was an 
attractive acquisition target, and Graham was ready to 
sell. “We wanted to make sure our 26 employees were 
taken care of, and once we started the conversations with 
Massey Services, we knew they were the best fit. In addition 

to better benefits, Massey offered more training and 
development opportunities, with the potential for greater 
advancement than other companies could offer our team 
members,” she says.

Massey executives recognized the merits of the business 
right away and quickly realized the value of Graham’s diverse 
expertise and knowledge.

“When I first met Suzanne during the acquisition of 
American Pest Control Management, she was actively 
involved with home builders, and in the local and state 
government. I recognized that her leadership strength and 
political acumen represented a true opportunity for our 
company,” says Massey Services President and CEO Tony 

NAME
Suzanne T. Graham

COMPANY
Massey Services Inc.

TITLE
Director of Government Affairs

LOCATION 
Port Charlotte, Fla.

EDUCATION 
 Bauder College, Fort Lauderdale 
(AA, Interior Design)

CAREER
•  Owner/CEO of American  

Pest Control Management Inc.,  
1992-2011

•  Owner of American Properties of 
Charlotte County, 2000-present

•  Owner of American Plaza of 
Charlotte County, 2000-present

•  Owner of American Rentals of 
Charlotte County, 2005-present

ASSOCIATION ACTIVITIES
•  Florida Pest Management 

Association (FPMA) President, 
2020-present

•  National Pest Management 
Association (NPMA) Associate 
Director, 2020-present; Public 
Policy Committee Member, 
2016-present

•  Future Builders of America 
President, 2015

•  Florida Home Builders 
Association (FHBA) President, 
2012-2013

•  Florida Home Builders 
Association Membership 
Committee Chair, 2007; 
Governmental Affairs, 2009; 
Political Action Committee, 
2014-2018; Current Member and 
Life Director, 2007

•  Charlotte-DeSoto Building 
Industry Association President, 
2005-2006; Governmental 
Affairs and Political Action 
Committee Chair,  
2007-present

•  Florida Turfgrass Association 
Board Member, 2013-2015

•  National Association of 
Landscape Professionals (NALP) 
Government Affairs Committee 
Member, 2014-present

HONORS 
•  2020 NPMA Public Policy Person 

of the Year
•  2019 NPMA Women of 

Excellence Award
•  2019 FHBA Florida Housing Hall 

of Fame
•  2016 FHBA Woman of Distinction
•  2015 FPMA Doug Vander Poest 

Extra Mile Award
•  2014 Florida Commission on the 

Status of Women Achievement 
Award

PERSONAL
Married to Jim since 1992; 
“bonus children” Jamie and 
Jessica; a “foodie” who enjoys 
travel

THE GRAHAM FILE
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Massey. “With her knowledge, experience and ability to understand disparate 
views of the political issues affecting businesses, we knew she would become a key 
influencer for our company and the industry.”

Adds Adam Jones, vice president and director of Quality Assurance at Massey 
Services, “At the time we acquired American Pest Control, Florida had become 
a hotbed of regulatory activity, especially for lawn care, and there was a growing 
need for our engagement in each of the three states we served [today, Massey serves 
seven states]. I quickly realized that Suzanne could step right into that role. She 
had built a remarkable network of political contacts and was well-known in the 
government relations arena as a result of her work with the Florida Home Builders 
Association and Charlotte-DeSoto Building Industry Association. It was clear she 
could help us improve our effectiveness in the regulatory arena.” 

That is exactly what 
Graham has done. In the 
years since joining the 
Massey team as director of 
Government Affairs, she has 
addressed regulatory issues 
related to water management 
(particularly irrigation), 
general pest and termite 
management, lawn care, 
home building and other 
issues of great importance 
to Massey, as well as their 
respective industries.   

Jeff Buhler, senior vice 
president of Customer 
Service at Massey, says, 
“When you think about 
threats to the company or 
the industry, our thought 
process is, ‘What are the rules of the game from a legal standpoint? What can/
can’t we do? If something is going to change tomorrow or next year or in 10 years, 
how do we need to prepare for that as a company and an industry?’ This is where 
Suzanne’s focus and expertise lie. She leads our involvement in these conversations 
for mutually beneficial outcomes.”

Those conversations require interactions with politicians and other decision-
makers who may have broad influence but little firsthand knowledge of the topic at 
hand. Graham’s decades of building strong, nonpartisan relationships on the local, 
state and national levels uniquely position her to effectively steer these discussions. 

“When you have just five minutes with a congressional aide, a state senator 
or another individual who is helping carve out the rules of the game, you need 
to understand their perspective so you can share the relevant information in the 
manner that will be best received and understood,” explains Buhler. “Suzanne is 
gifted in connecting the dots for people, whether their priority is the environment, 
the economy or their own re-election.”

According to Massey, “When a legislation issue surfaces within our industry, 
Suzanne provides recommendations backed by facts. She does a great job of 
providing the scientific detail behind an issue to help others make good decisions.”

“When a 
legislation issue 
surfaces within 
our industry, 
Suzanne provides 
recommendations 
backed by facts. 
She does a great 
job of providing 
the scientific 
detail behind 
an issue to help 
others make  
good decisions.” 
—  TO N Y  M AS S E Y ,  
P R E S I D E N T  &  C E O ,  
M AS S E Y  S E R V I C E S

Suzanne Graham was honored with  the NPMA Women 
of Excellence Award in 2019.

PHOTO: NPMA
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A Respected Industry Leader
Graham began emerging as a leader in the early 2000s, as 
her association involvement deepened. Her impact on these 
traditionally male-dominated industries took on added 
significance as she made notable strides for women. 

Her achievements included being named the first female 
president of the Charlotte-DeSoto Building Industry 
Association in 2005, and the second female president of the 
Florida Home Builders Association in 2012. Now serving 
her second term as president of the Florida Pest Management 
Association (FPMA), Graham is also an associate director 
and a public policy committee member with the National 
Pest Management Association (NPMA), and she serves on 
the government affairs committee of NALP, the National 
Association of Landscape Professionals. She also has earned 
a variety of prestigious awards, including the 2019 NPMA 
Women of Excellence Award and 2020 NPMA Public Policy 
Person of the Year.

“It’s important for all of us to encourage women to become 
part of our industries — to feel welcomed and supported,” 
Graham says. “Anyone who sets their mind to it can excel 
and lead in these fields. I hope to serve as an example of 
what women can achieve here.” Graham notes that she is 
particularly proud of her 
appointment by former 
Florida Governor Rick Scott 
to the Southwest Florida 
Regional Planning Council.

“Suzanne’s reputation 
across the industries she serves 
is nothing short of stellar,” 
says Leslie Herren, executive 
vice president of FPMA. “In 
pest management, she has 
a tremendous amount of 
credibility. Having established, 
grown and ultimately sold a 
pest management company, 
she understands the important 
issues and is an amazing 
industry liaison.”

But FPMA and other organizations value much more than 
Graham’s profound industry knowledge. “When we had a gap 
in our executive committee, Suzanne’s experience in leading an 
association — namely the Florida Home Builders Association 
— was an important reason she was selected to step up,” 
Herren shares. “You need someone who is open to new ideas, 
strong enough to make the tough calls, agile enough to pivot 
quickly and diplomatic in hearing all sides of a discussion and 
coming out with a win-win. That’s Suzanne.” 

Weathering the
COVID-19 
STORM
The test of a true leader is how they perform 
under pressure. One of Suzanne Graham’s 
greatest tests has been the pandemic where 
her efforts have been vital to Massey Services’ 
ongoing success.

“During the initial phase of the pandemic, I 
monitored the seven governors in the seven 
states where Massey does business, keeping 
tabs on how they were changing rules and 
regulations, sometimes on a daily or even 
hourly basis,” she explains. “We watched every 
press conference and monitored local man-
dates, since they were often issued prior to 
statewide mandates. In Florida, for example, 
we had to navigate about 30 different mask 
mandates; in Texas, about a dozen. It was kind 
of crazy watching it all unfold. I updated our 
executive team regularly so we could continue 
to protect the health of our team members as 
well as our customers.”

When the CDC subsequently announced 
updated recommendations in response to the 
COVID-19 Delta variant, Graham didn’t miss a 
beat. “Suzanne provided immediate projec-
tions about what the governors of Louisiana, 
Oklahoma, Texas, North Carolina, South 
Carolina, Georgia and Florida might do,” ac-
cording to Jeff Buhler, senior vice president 
of Customer Service. “As each new situation 
evolves, Suzanne assesses what it means for a 
technician delivering service outside, knock-
ing on a customer’s door, working in an office 
or participating in training. The physical safety 
of our customers and team members, as well 
as the financial safety and security of our 
team members, are always her priority.”

Active in multiple industries, 
Graham served as president of  
the Florida Home Builders  
Association in 2012-2013.
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Although he grew up on a small 
family farm in Delaware, Gary 
Curl is passionate about boating.               
“I love everything about the water, 
whether boating, fishing or scuba 
diving,” he says.
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Serendipity is a word not often associated with 
business, but don’t tell that to Gary Curl.

Curl, a longtime executive with several pesticide 
manufacturing companies including Pennwalt, 

Whitmire Research Laboratories and American Cyanamid, 
grew up on a small 35-acre farm in Delaware where he was 
introduced to hard work at an early age, but also learned the 
value of education. 

“Neither of my parents had a college education, but there was 
never a discussion in our household that we weren’t going to 
college,” said Curl. “Their view was if you have a college degree, 
it was worth something. It doesn’t matter what it was.”

In 1970, Curl enrolled at the University of Delaware with the 
goal of becoming a veterinarian, but a shift in plans led him to 
Dr. Dale Bray’s introduction to entomology course, opening up 
a whole new world for the ambitious student.

“I thought ecology was the place to be at the time, since the 
U.S. EPA was just being formed, but after being in Dr. Bray’s 
class, I realized there were more opportunities in entomology,” 
recalled Curl.

As a result, he shifted his focus to entomology, earning both his 
bachelor’s and master’s degrees at Delaware, and he fell in love with 
the university system with aspirations of achieving his Ph.D. “I 
sometimes think folks know exactly what they were going to do for 
a living,” said Curl. “My life was much more serendipitous.”

 
Transitioning from Academia to Business
As Curl was finishing up his master’s degree, a call came into 
the entomology department from a representative at Pennwalt 
Corp., who was looking to hire a field research manager. The 
call was transferred to Curl’s desk, and soon after, he was on 
his way to King of Prussia, Pa., for an interview. Another 
serendipitous moment.

Curl started with Pennwalt in 1976, managing a field 
research station in Warminster, Pa., screening insecticides, 
herbicides and fungicides. His boss gave him some sage advice 
that Curl took to heart.

He told Curl that without a Ph.D., he would never be the 
head of a technical department, but with his background he 

could be the general manager of an entire business. Those words 
nudged Curl from the technical to the business side.

In 1978, Curl was named manager of petitions and 
registrations handling for Pennwalt, working with the EPA 
where he registered KnoxOut 2FM insecticide, one of the only 
registrations issued that year. But with Pennwalt being primarily 
an agricultural-driven company, no one at the company knew 
much about the structural pest control market.

“During the registration process, I had immersed myself in 
the product and its capabilities and by default became the only 
in-house pest management expert at Pennwalt,” said Curl.

Curl was named the technical product manager for KnoxOut 
and by 1980 became the manager of specialty products. He 
continued to manage the KnoxOut portfolio as well as aquatic 
herbicides, ultimately being named business manager of 
specialty products with global responsibilities. In this role, Curl 
traveled the world extensively. 

His travels to Egypt during this period were particularly 
interesting and done with a healthy amount of trepidation. Curl 
was in the country two weeks after President Anwar Sadat had 
been assassinated, and the situation on the ground was fluid.

Curl had plans to travel from Cairo to Alexandria, but 
Operation Bright Star, joint training exercises by the U.S. and 
Egyptian military, forced frequent changes to the itinerary. 

Pennwalt was introducing KnoxOut to the Egyptian market, 
and Curl visited with more than a dozen of the country’s 
leading pest control companies. The idea was to repackage 
KnoxOut and sell it at gas stations in a manner similar to 
Shell No Pest Strips. (Note: The government had nationalized 
several international corporations, including Shell Oil, which 
manufactured the strips.) “The thought was if you could afford 
gas, you could afford pest control,” recalled Curl of the plan 
that never quite got off the ground.  

As Curl was preparing to fly back to the U.S., he was told to 
be on the plane several hours before departure. “I remember 
sitting there and the pilot came on and apologized that we 
would not be able to enter Egyptian air space due to military 
activity,” said Curl. “The plane was surrounded by military 
jeeps. It was a scary time.”

GARY  
CURL

It has been a serendipitous journey for one  
of the industry’s most respected consultants 
who has charted his own path during a 
remarkable career spanning four decades.
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Eventually, the plane was cleared to 
depart, and Curl remembered thinking, 
“I hope everyone got the same memo and 
verbal instructions not to shoot anything 
down.”

It was during this stressful time that he 
realized his girlfriend at the time, Carol, 
was the woman he wanted to spend the 
rest of his life with.

“I had no contact with her for 10 days 
in Egypt because of what was going on and 
this made me realize this was definitely the 
woman I wanted to marry, and we did the 
following year in 1982,” said Curl.

An Important Mentor
During his tenure at Pennwalt, Curl had 
the opportunity to meet a man who would 
eventually become not only a mentor but 
a close friend. 

“We didn’t have a large enough field sales 
force at the time, and I saw an opportunity 
to work with Whitmire to expand the sales 
of KnoxOut,” said Curl. “I spent a lot of 
time visiting St. Louis and became familiar 
with Blanton Whitmire, Dan Stout, Dave 
Naffziger and the folks there.”

In 1986, Pennwalt was the target 
of a hostile takeover and Curl saw the 
writing on the wall. He made the move to 
Whitmire in January 1987 to oversee the 
company’s sales and marketing efforts. 

Curl recalled an experience soon after 
he started with Whitmire that reinforced 
his decision to move his family from the 
East Coast to St. Louis.

“I had just started and was in Blanton’s 

office late in the day and he asked me 
to run a package out to Charlie on 
the loading dock to have it sent out,” 
recalled Curl. “I go out to the dock and 
tell Charlie, ‘Blanton wants this package 
shipped out today.’ Charlie said, ‘Not 
going to happen.’”

Curl was taken aback that a request 
from the company president wasn’t being 
followed, but Charlie was adamant — the 
package was not going out until the next 
morning.

“I walked away shaking my head 
wondering how this guy on the loading 
dock could get away with not doing what 

the president of the company wanted him to 
do,” said Curl. “I went back to Blanton and 
told him Charlie ‘acts like he owns the place’ 
and his reply was, “I wish everyone thought 
that way.”

On the drive home Curl realized a 
lesson learned. If management empowers 
staff to make decisions, only intervening 
as the situation warrants, the culture will 
thrive, and that’s exactly what happened. 
It wasn’t essential the package arrive 
overnight, so Blanton’s message was clear: 
the loading dock staff had the autonomy 
to make their own decisions.

During his tenure at Whitmire, Curl 
was deeply involved working with other 
manufacturers to secure  various active 
ingredients. “I spent half of my time 
selling and marketing and the other half 
trying to bring in new chemistry,” said 
Curl. “It was an exciting time and very 
rewarding professionally.”

Following Whitmire’s sale to S.C. 
Johnson, Curl left to become business 
director at American Cyanamid. He 
stayed in that role until 2000, when BASF 
purchased the company. Ready for his 
next career challenge, Curl took a leap of 
faith and became his own boss.

Taking the Leap
Entrepreneurs are characterized as 
unbridled spirits who, in pursuit of 
success, often lead through the power of 
their personality. The reserved Curl does 
not fit that description, but has proven to 
be an effective leader nonetheless.

Paying It Forward
Education and the thirst for knowledge have always been part of Gary Curl’s life, dating back to his 
youth growing up on a small Delaware farm. And throughout Curl’s career, he has been fortunate to 
work with people who valued education as well.

Patterning the philanthropic work of one of his mentors, Blanton Whitmire, Curl and his wife, Carol, 
have  endowed a scholarship at University of Delaware’s College of Agriculture and Natural Resourc-
es. Curl has served on the college’s advisory board since 2013. 

“Both Carol and I struggled financially through college, working two or three jobs to get through,” said Curl. “The scholar-
ship is designed to help students pursue their academic dreams.”

The Curls also contributed to name a teaching lab on campus in honor of another of Curl’s mentors, Dr. Dale Bray. 

“I first met Gary Curl  
35 years ago while I  
was with Orkin...Like  
his mentor, Blanton  
Whitmire, Gary treated 
both his customers  
and competitors with  
respect. He always 
spoke truth and did  
what was right, 
irrespective of the 
competitive forces  
at play.”

—  D R ,  M I C H A E L  P O T T E R ,  
P R O F E S S O R  E M E R I T U S ,  
U N I V E R S I T Y  O F  K E N T U C K Y
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NAME
Gary Curl

COMPANY
Specialty Consultants

LOCATION
Jacksonville, Fla.

EDUCATION
University of Delaware, 
Bachelor’s Degree, Master’s 
Degree, Entomology

CAREER
•  Founder, Specialty 

Consultants, 2000-present
•  Business Director, American 

Cyanamid, 1994-2000
•  Whitmire Research 

Laboratories, 1987-1993
•  Field Research Manager/

Manager of Specialty 
Products, Pennwalt 
Corporation, 1976-1986

PERSONAL
Enjoys boating, traveling, 
hiking, fishing and scuba 
diving; married to Carol for 39 
years; two children: daughter 
Susan, 36, and son John, 32.

THE  
CURL 
FILE

“I didn’t have a plan to start my own business, but I remembered what Blanton 
told me, ‘If you do the right thing, the money will take care of itself,’ and that was 
my business philosophy from the start,” said Curl.

When Curl founded Specialty Consultants in August 2000, there was a void of 
reliable market data for the non-crop specialty chemical business. Manufacturers 
and distributors on the crop side relied upon mountains of data from government 
agencies like the Department of Agriculture, but for those in the structural pest 
control and turf and ornamental space there was little if anything to go on.

“I wrote myself a business plan of all the things I would want to know as a business 
manager, and this helped form the basis for developing a questionnaire,” said Curl. “I 
wanted to know which suppliers the industry valued and who they would buy from.” 

Curl said there was apprehension in the beginning since he was the new kid on 
the block and industry colleagues knew him, but not as a market researcher. It took 
several years before he began to feel secure that the report was hitting the mark and 
would stick around for the long haul. 

His original business plan was to alternate reports between the pest control and 
turf and ornamental markets. After the release of the initial pest control market 
report, suppliers told him they couldn’t work with two-year-old data, and the reports, 
which basic manufacturers, distributors and leading pest management professionals 
rely on heavily to make key strategic business decisions, became an annual product.  

“The biggest thing is the trust people have put in me with the reports,” said Curl. 
“I can’t tell you how great that makes me feel. For me the business has always been 
about trust.”

Norman Goldenberg, a former executive with Terminix who has worked with Curl 
for decades as a customer and industry colleague, said Curl’s sincerity and down-to-
earth style impressed him. “Gary is what I would describe as a ‘type O’ donor who 
has always been willing to share everything he knows about running a successful pest 
management business with his customers,” said Goldenberg. “He is a very positive 
person and great family man who always delivers on his promises.” 

Of the annual market research report, of which Goldenberg and Terminix were 
one of the first customers, Goldenberg said it has served as a valuable road map for 
industry professionals to chart past and future trends, a sentiment echoed by Dr. 
Michael Potter, professor emeritus, University of Kentucky.

“I first met Gary 35 years ago while I was with Orkin and he was vice president 
of marketing for Whitmire Research Labs,” he recalled. “Like his mentor, Blanton 
Whitmire, Gary treated both his customers and competitors with respect. He always 
spoke truth and did what was right, irrespective of the competitive forces at play. For 
years, I used Specialty Consultants’ findings to help chart the direction of my own 
program, as have industry leaders, practitioners and academicians to this day.” In 
summation, he said, “Gary is one of the smartest, honorable, considerable colleagues 
I’ve been blessed to have known.”

Rich Kalik, Curl’s partner in Specialty Consultants, said Curl’s vision for the 
report has empowered industry marketers and executives to make sound business 
decisions based on current market realities. “Gary’s research has helped shape the 
pest management industry for an entire generation,” said Kalik. “He developed data 
gathering and analysis techniques that continue to deliver value.”

Kalik said integrity is part and parcel of every aspect of Curl’s personal and 
professional life. “Gary could easily analyze and apply the data in the report to a 
client’s business when the research was positive, but he also had the unique ability to 
communicate research results that were not so positive,” said Kalik. “Clients came to 
know and expect honest market analysis and recommendations from him.” 

Carol and Gary Curl with their dogs, 
Ginny and Jackson.
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When Marty Overline 
was transitioning from 
the U.S. Air Force to 
civilian life, he knew he 

wanted to continue in pest control, 
the line of work he grew to love (and 
saw a career potential in) while serving 
overseas in Europe. Overline took 
courses and exams to become certified 
in the state of Pennsylvania, something 
he later learned was unnecessary 
because he already had a Department 
of Defense (DOD) certification in 
several pest control categories, which 
were reciprocal. This experience 
always stuck with Overline, and it 
was what led him to, in 2015, co-
found the National Pest Management 
Association’s PestVets Council, whose 
mission is to “engage veterans in their 
successful transition to a productive 
and rewarding career in the pest 
management industry.”

“I knew there were a lot of veterans 
like me who were getting out of the 
service and had DOD licenses — and 
now today with dog handlers — there 
were a lot of opportunities for veterans, 
and I just thought we needed to do more 
and open our arms to people separating 
from the services,” said Overline.

PestVets has become an important 
NPMA committee whose goals 
have expanded to include: making 
veterans aware of opportunities 
in the pest management industry; 
providing guidance to assist veterans 
transitioning to the industry; 
recognizing veterans for their industry 
contributions; and giving back to the 
community and showing appreciation 
for active military.

“As a founding member of PestVets, 
Marty placed the needs of veterans 
both inside and outside of the industry 
at the heart of NPMA’s strategic 
initiatives. In addition to growing, 
recruiting and strengthening the 
pest control industry’s community 

 MARTY  
OVERLINE
Philly PCO and Air Force veteran was a driving force behind 
NPMA’s PestVets and is an influential association member.

PHOTOS: SABINA LOUISE PIERCE
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of veterans through PestVets, the 
organization, guided by Marty and other 
leaders, has positively impacted veterans 
across the United States,” said NPMA 
CEO Dominique Stumpf.

Co-founding PestVets is just one 
example of how Overline has given back 
to the pest control industry during his 
remarkable 40-plus-year career.

Philly Born and Raised 
Growing up in a tight-knit Northeast 
Philadelphia neighborhood, Overline 
spent his younger years playing street 
hockey and fishing. His father, Marty, 
was a banker, while his mother, Mary, 
took care of the home and raised the 
children, which also included Marty’s 
older brother, Jonathan, and older sisters 
Kathleen, Marianne and Patricia.

Young Overline’s early career interests 
were related to his love of fishing; he 
wanted to become a marine biologist. 
Two things made him veer away from 
college. “My brother got his accounting 
degree from Drexel University, and it 
always bothered me that he complained 
all the time about paying back his 
student loans,” he said. “Growing up 
with my father — a banker always trying 
to divide a dollar — it just didn’t make 
sense for to me to go into that kind of 
debt at that time.”

The other reason he chose not to 
go the college route is because even at 
a young age, he was interested in the 
military. His father and grandfather 
(both named Marty) served in World 
War I and World War II, respectively, 
and his high school was deeply impacted 
by the Vietnam War, which was at its 
peak during Overline’s formative years in 
the 1960s (see related story, page 37).

So why the Air Force? “My mother,” 
Overline said. “She wouldn’t let me go 
into the Army or Marine Corps because 
her boyfriend was killed in the Pacific 
during World War II. She was angry about 
that and said no to the Army or Marines.”

NAME
Marty Overline

COMPANY
Aardvark Pest 
Management

TITLE
President

LOCATION 
Philadelphia, Pa.

MILITARY SERVICE 
United States 
Air Force

CAREER
•  Philadelphia native 

who enlisted in the 
United States Air 
Force in 1978

•  Served as an 
entomology specialist 
on active duty until 
June 1982

•  Founded Aardvark 
Pest Management, 
Philadelphia, 1994

•  Cofounded NPMA’s 
PestVets Council 
and was first-ever 
PestVets “Veteran of 
the Year” in 2016

THE OVERLINE FILE

Marty Overline 
and daughter 
Alyssia Overline  
Zimmaro,  
who is actively 
involved  
in running  
Aardvark Pest  
Management.

When it came time to choose his 
military occupational specialty (MOS), 
Overline was reviewing a list of 10 to 15 
jobs, and pest control kept piquing his 
interest because of the work involved and 
the fact that it virtually guaranteed him 
a job. “I had a sergeant by the name of 
Alfredo Mendoza who lit a fire under me 
to really enjoy pest control and make a 
career out of it after I got out.”

For most of the three-and-a-half years 
Overline was overseas, he was stationed 

at Rhein-Main Air Base in Frankfort, 
Germany. Common pest control issues at 
the base included rodents and beg bugs, 
the latter of which was being controlled by 
malathion leftover from the Vietnam War, 
where it was used to control mosquitoes.

In addition, Overline was a “cat 
catcher.” “A lot of families were staying on 
the base and they would get cats as pets, 
and just before they would rotate out, they 
would turn them loose. Plus, we had a lot 
of rodent problems (giving them a ready 

INDUSTRY 
AFFILIATIONS
•  Immediate 

Past President, 
Pennsylvania 
Pest Management 
Association

•  Appointed to the 
Pennsylvania 
Governors Pesticide 
Advisory Board

•  Past chairman and 
current member 
of the National 
Pest Management 
Association’s 
PestVets Council

•  Member of the board 
of directors, NPMA

•  Frequent speaker 
on behalf of 

Pennsylvania pest 
management 
professionals to local 
and state government 
officials and media 
outlets

PERSONAL
Raised kids Marty 
(34), Alyssia (32), 
and Ariel (31) while 
running Aardvark 
Pest Management; 
he and long-term 
partner Cathy have 
15 grandchildren 
between them; when 
not working, enjoys 
spending time with his 
family, fishing and is a 
motorcycle enthusiast
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food source), so we had a huge feral cat 
problem on the base. I don’t even want 
to tell you how I did it, or what I did 
with them, but that was my job also,” he 
recalled with a chuckle.

Transition to Civilian Life 
Once Overline returned home, he decided 
to pursue a career in pest control. While 
taking his licensing exam, another 
operator taking his test connected him to 
the recently widowed owner of Suburban 
Pest Control, which was looking to fill a 
residential route. Overline took that job, 
which he worked for two years.

From there, Overline worked for a 
food processing facility in Philadelphia 
that made — you guessed it — meat for 
Philly cheesesteaks. “They made a million 
pounds per week of cheesesteak meat, 
sliced and packaged. But the place was 
infested with mice,” he said. “And this 
couple who owned the company hired me 
to get rid of the mice in the building. I 
actually did it and they loved me.”

Overline was promoted to 
superintendent, overseeing both pest 
control and the entire facility, which 
was a USDA processing plant, meaning 
Overline had to clean and sanitize the 
facility so that it would pass USDA 
inspections. This work, Overline said, gave 
him a great understanding of sanitation 
and IPM.

After working in the food processing 
sector for six years, Overline’s next stop 
really prepared him for the business side of 
pest control. In 1990, he went to work as 
a contractor for Jack McEntee, owner of 
Universal Pest Control.

“He was a great businessman who, for 
some reason, started a small commercial 
pest control business and it was very 
successful,” Overline said. “He introduced 
me to lawyers. He introduced me to 
accountants, and he taught me how to be 
a businessman while I was subcontracting 
for him.”

Overline subcontracted for Universal 
Pest Control from 1990 to 1994, until the 
company was sold to Rollins.

At a Crossroads
Overline found himself at a crossroads 
in 1994, not only professionally, but 
personally. In 1994, Overline and his wife 
divorced, leaving him to raise three young 
children (ages 7, 5 and 4). 

So, although Overline believed he now 
had the technical and business knowledge 
to run a pest control business, the prospect 
of launching a business under these 
circumstances was daunting. Still, the time 
was right and owning his own business did 
give him flexibility. Here’s how described 
his daily routine in those days: “Get the 
kids ready for school, go to work, do as 
much as I could and then pick them up. 
Then homework, dinner, play with them. 
All those things. And I did have some help 
watching the kids a couple days a week.”

Like a lot of pest control businesses, 
family members were most of Overline’s 
early employees.

Aardvark’s business model was based 
on that of Universal’s and his mentor, 
McEntee — primarily commercial pest 
control. “Colleges, offices buildings, 

sporting facilities and just about any type 
of commercial account,” he said.

Slowly but surely, Aardvark began 
picking up accounts as word spread 
that the company was thorough, honest 
and professional. “I think what’s gotten 
us through is our commitment to pest 
management and that people who we 
deal with know they are going to get a 

“Without Marty’s 
passion, patience 
and persistence 
I don’t know that 
PestVets would  
have happened.” 
— S TA N  C O P E ,  C O - F O U N D E R  O F 
P E S T V E T S

Marty Overline with grandsons 
Christian and Alexander, and  
granddaughter Julianna. 
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Marty Overline’s 
desire to serve 
his country was 
forged in his 
youth. His grand-
father, Marty, 
was a munition 
runner in World 
War I, and his fa-
ther, also named 
Marty, served 
in World War II, seeing action in 
Normandy and the Battle of the 
Bulge.

In the 1970s, Overline attended 
Father Judge High School in 
Northeast Philadelphia. From the 
classes of 1961 through 1968, a 
total of 27 young men from the 
all-boys Catholic high school were 
killed in action during the  
Vietnam War — more than any 
other currently-existing parochial 
or private school in the nation.

Between his admiration for the 
service of his father and grand-
father — as well as the impact of 
the young men from Father Judge 
who gave their lives in Vietnam — 
Overline always knew he wanted 
to go into the military.

“I actually tried to enlist at 16 
but my mom wasn’t having it, so at 
17 she signed for me to go into the 
Air Force,” he said. 

Remembering  
Father Judge’s 
Fallen Sons

straight answer from us,” he said. Overline 
said he has been fortunate to service large 
commercial accounts and retain these 
accounts. For example, Aardvark has 
been treating Drexel University and the 
University of Pennsylvania the last 30 years.

Aardvark also benefits from having 
long-tenured personnel. The company has 
a total of 10 employees with 250 years 
of combined pest control experience. 
Aardvark’s clients like that they are dealing 
with the same service professional year-in 
and year-out, Overline said.

In terms of sales and marketing, 
Overline said Aardvark relies almost 
exclusively on word of mouth. “I’ve never 
had a salesman,” he said. “I’ve never had 
any advertising on my trucks. It’s all been 
organic.”

Overline has grown Aardvark into 
a successful, stable operation whose 
annual revenues are usually between $1 
and $1.5 million, which is just fine for 
him. “I’m very content where I’m at,” 
he said. “I’m not looking to build a $10 
million or $100 million business. I’m 
very comfortable in my skin and very 
comfortable in my business skin. I’m not 
trying to impress anybody. I just love 
doing pest control work.”

Looking Ahead
As the owner of a modest-sized pest 
control business, Overline wears many 
hats. Still, he has always made time for 
industry associations, first locally with 
the Pennsylvania Pest Management 
Association (PPMA) and eventually at 
NPMA, with the founding of PestVets.

He is a past president of PPMA 
and is often called upon to speak on 
behalf of the pest control industry. For 
example, Overline once brought his 
bed bug-detecting beagle, Heidi, to the 
Pennsylvania Capital building to raise bed 
bug awareness.

More recently, he and PPMA leadership 
were instrumental in Pennsylvania 
being one of the first states to have pest 
control classified as “essential” during the 
COVID-19 lockdown. 

Dr. MeeCee Baker, owner of Versant 
Strategies, which lobbies on behalf of 
the Pennsylvania Pest Management 
Association, said she and her team can 
“make initial calls, but when [legislators] 
hear people like Marty say, ‘We’re not 
just out there spraying in people’s homes 
— think about food production. Do we 
really want a rodent outbreak in a food 
processing plant?’ that gives them pause to 
think.”

Baker added that one of Overline’s 
lasting legacies with PPMA is his role as 
a mentor. “He’s been a bridge to the next 
generation of leadership in this association 
— for people like Adam Witt, Jeff King 
and Keith Jones,” she said. “He’s been a 
great liaison. There have been times when 
he’s convinced others [in PPMA] that it is 
time for change and to embrace the new 
leadership. As a result, we have built a 
really strong bench in Pennsylvania.”

Similarly, Overline is serving as a bridge 
to the next generation of leadership at 
Aardvark. He is hopeful that his children 
— Marty (34), Alyssia (32), and Ariel 
(31) — will continue the business. His son 
Marty, who has worked alongside his dad 
most of his life, recently left to become 
a partner with a construction renovation 
company, but his eventual return to 
Aardvark is a possibility, Overline said. 
Alyssia “has been involved in every aspect 
of the business,” and if Aardvark is going to 
stay in the Overline family, it will be turned 
over to her, he said.

But while Overline is keeping an eye on 
the future, he is also very much focused on 
the present and shows no signs of slowing 
down. “I just love the industry and I really 
want to stay involved as long as I can,” he 
said.

Whether it is helping fellow 
veterans through NPMA PestVets or 
mentoring newer generation members 
of the Pennsylvania Pest Management 
Association, Overline is a great example 
of an individual with a servant’s heart — 
someone who puts other’s needs ahead 
of his own and serves with the right 
motivation. 

Marty Overline 
enlisted in the Air 
Force at 17.
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 FREEMAN  
ELLIOTT
Whether managing an iconic brand or playing drums 
in a rock band, this veteran PMP leads by example. 

Defining leadership isn’t easy. Textbook definitions may add color to specific 
traits, but those traits can vary from person to person and by the situation. In 
the end, it is easier to recognize leadership when you see it, rather than what 
you’re told it is.

In late August 2005, the Rollins leadership team, like many companies with 
operations in New Orleans and the Gulf Coast region, found themselves dealing with a 
crisis of epic proportions. 

The aftermath of Hurricane Katrina, 
which had laid waste to human life 
and property at levels not seen before, 
left thousands of Orkin customers and 
employees without access to food, water 
and shelter. Many were also unable to 
access their bank accounts to withdraw 
cash since ATMs had been damaged or 
looted. It was a problem large in scale but 
with few easy answers.

At a meeting to discuss the company’s 
response, Freeman Elliott, then regional 
manager for commercial services based in 
Atlanta, offered to drive to the region and 
provide relief to employees.

“I had worked in the region for a while 
and knew many of the people personally,” 
said Elliott. “And I knew how to get in 
and out of the city which was under 
martial law at the time.”

The offer to drive into the city was 
met with quizzical stares until Rollins 
Chairman and CEO Gary Rollins asked 
what do you need? Elliott said, “The banks 
are closed and the post office is closed. I 
need cash,” to which Rollins replied, “Get 
the man cash.”

Orkin secured the appropriate 
Department of Homeland Security and 
FEMA credentials for Elliott, who set out 
in an Orkin service vehicle adorned with 
extra logos so the National Guardsmen 
taking control of numerous checkpoints 
throughout the city would know who he 
represented. And he took a non-descript 
briefcase full of cash. 

Colleagues told him not to be 
disappointed if he was turned away or 
was threatened with arrest for trying to 
access the impact zone even with the 
proper credentials. This was how dire the 
situation was, but Elliott was not deterred.
He stayed in Mobile, Ala., and drove 
into New Orleans where he witnessed 
devastation unlike anything he’d seen.

“There are certain things you can’t unsee 
and I witnessed plenty of them,” recalled 
Elliott of his time driving through the city 
to meet up with Orkin employees. 

Freeman Elliott at 
Orkin headquarters in 

front of a portrait of               
O. Wayne Rollins.

PHOTO: STEVE SWIETER
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NAME
Freeman Elliott  

COMPANY
Orkin/Rollins Inc. 

TITLE
President

LOCATION
Atlanta, Ga.

EDUCATION
University of Georgia, 
Bachelor’s Degree; 
Executive Program 
at the University of 
Virginia’s Darden School 
of Business; studied 
Strategic Leadership 
at the Amos Tuck 
School of Business at 
Dartmouth College

PERSONAL
Married 18 years 
to Laura; children, 
Madeline (16), John 
and Jake (14); enjoys 
fishing, family and 

THE ELLIOTT FILE

Even though he was given the 
third-degree at the checkpoints, the 
Guardsmen and law enforcement 
officials recognized the Orkin brand 
and appreciated the dedication Elliott 
and the company were making to its 
employees. 

Elliott said he was even getting 
unsolicited updates along the way 
from the people taking control of the 
checkpoints that due to flooding, Canal 
Street was being overrun with rodents 
emerging from the swollen sewers. 

Elliott made it to one of the branches 

and had phoned those who he could 
reach to spread the word to employees 
he was there and ready to help. Four 
technicians and one manager showed up 
in uniforms, in clean vehicles and looking 
sharp. They all said they were okay, but 
they knew of a co-worker or elderly 
customer or neighbor who needed help. 

“They put their co-workers,’ customers’ 
and neighbors’ well-being ahead of 
theirs,” said Elliott. “That said a lot about 
them and a lot about our culture.”

On the drive back to Atlanta, Elliott 
reflected on the experience. How 

amazing was it that the company trusted 
him to take a briefcase loaded with cash 
into a disaster zone. How bizarre was it 
to have the Orkin brand be recognized 
so readily by people who had far more 
important matters to think about. 

“It made me proud of the Orkin 
brand and what it stood for,” said 
Elliott. “It was an example of leadership 
in action directly from the top of the 
company to do the right thing and take 
care of people. Those were some of the 
worst and best days of my professional 
career.”

Freeman Elliott and his family visiting Lookout Mountain, 
Tenn., on a family vacation: (left to right) sons John and 
Jake, wife Laura, and daughter Madeline.

music; devoted fan of 
the University of Georgia 
Bulldogs

CAREER 
•  1991 – Started with  

Orkin as a lawn care 
technician 

•  1999 – 2005 - Regional 
sales manager, assistant 
regional manager and 
regional manager of 
commercial division

•  2005 - Promoted to 
assistant division vice 
president of Orkin’s 
Atlantic Division

•  2010 – 2011 - Promoted 
again to vice president 
of the Atlantic Division 
(2010) and then president 
of the division in 2011 

•  2014 – Following a 
company realignment, 
was named division 
president of the new 
Southeast Division 

•  2016 - Promoted to 
President of Orkin U.S.

•  Has five Orkin U.S. 
Divisions, National 
Sales and Client Service 
teams, as well as the 
Orkin Customer Contact 
Center and Orkin 
Domestic Franchising 
reporting to him

•  A four-time Rollins 
President’s Club 
winner

•  Served on the 
National Pest 
Management 
Association’s 
Commercial 
Division Committee 
from 2004-2010
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A Georgian at Heart
Elliott grew up in Smyrna, Ga., where his 
dad took a job for Westinghouse and his 
mom sold Avon products. An outdoors 
enthusiast, Elliott and his brothers David 
and Jesse spent a lot of time outside.

Following high school Elliott enrolled at 
the University of Georgia as an undeclared 
business major. Looking to find a set of 
friends who shared his interests in music 
and family, and hailing from a rural 
background, Elliott joined Alpha Gamma 
Rho, the agriculture fraternity.

“My parents were initially opposed to 
me joining the fraternity, but I sold my 
mom on the notion this was not your 
typical ‘Animal House’ frat,” said Elliott. 
“I told her we ate dinner each night at 6 

Since starting as a lawn technician 
in 1991, Freeman Elliott has held 
numerous positions at Rollins, 
most recently as president of 
Orkin’s U.S. operations where he 
oversees five divisions. 

“Freeman very definitely has a 
‘lead from the front’ mentality 
which I believe is essential for 
leaders in our industry. He impacts 
people positively in many ways.”
–  J O H N  W I L S O N ,  V I C E  C H A I R M A N ,  R O L L I N S 

In 1999, Elliott moved to Orkin’s 
commercial division where he served as a 
regional sales manager, assistant regional 
manager and a regional manager from 
2001-05, when he was promoted to 
assistant division vice president of Orkin’s 
Atlantic Division. He was promoted again 
to vice president of the Atlantic Division 
in 2010 and then president of the division 
in 2011. In 2014, the company was 
realigned, and Elliott was named division 
president of the new Southeast Division. 

In 2016, Elliott was promoted to 
president of Orkin U.S. He has five 
Orkin U.S. Divisions, National Sales and 
Client Service teams, as well as the Orkin 
Customer Contact Center and Orkin 
Domestic Franchising reporting to him.

Leading From the Front 
Even though he has risen to the corner office 
Elliott has never forgotten where he started, 
and he is always putting his people first.

Rollins Vice Chairman John Wilson has 
known Elliott for 25 years and said the 
thing that separates him from others as a 
leader is his dedication to his team. 

“Freeman very definitely has a ‘lead 
from the front’ mentality which I believe 
is essential for leaders in our industry. 
They know that he would do anything 
for them, and as a result, there is not a 
mountain they will not climb in return,” 
said Wilson. “He impacts people positively 
in many ways.” 

Wilson said Elliott’s strongest attribute 
is a real determination to succeed at 
whatever the mission that is assigned. “He 
just has a will about him where failure is 
not an option. He also inspires that same 
determination with his team,” he added.

p.m. and said a blessing before 
each meal. That sold my mom.”

Elliott joined the house band 
after the drummer graduated 
and he and his band mates 
formed a lifelong bond (see 
Hitting the Right Notes sidebar, 
page 41). 

His dedication to the 
university continued well 
into his professional career as 
Elliott served on the College of 
Agricultural & Environmental 
Sciences Dean’s Advisory 
Council. He also served on 
the Search Committees for the 
university. 

“It’s been very fulfilling to 
stay engaged with the university 
that gave me so much as a 
student,” said Elliott. “It’s 
where I made connections that 
led to me joining Orkin, and 
staying involved with students 
and faculty provides valuable 
perspective on what the next 

generation is thinking.”
Upon graduation Elliott joined 

Orkin as a lawn care technician after 
a recommendation from a fraternity 
brother’s father who was an Orkin 
executive. From there he started a climb 
up the corporate ladder that has seen him 
serve as a service manager and branch 
manager.
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When asked to share a story on how Elliott used his leadership 
skills to make a difference for a client, Wilson recalled a time when 
Elliott received a call for help from a customer late on a Friday 
holiday weekend. Given the after-hours nature of the call no one had 
responded, and it quickly escalated up the chain of command, finally 
reaching Elliott. He had already loaded his truck for a weekend trip 
with friends but after receiving the call, he cancelled his weekend 
plans and proceeded directly to the customer location, where he spent 
the entire weekend helping the customer through the issue.

“This is the kind of leader that Freeman Elliott always has been,” 
said Wilson. “No matter what he had planned, that customer needed 
help and that was going to come first.”

When asked to describe Elliott’s leadership style, Chris Gorecki, 
vice president of operational support for Rollins, said it starts and 
ends with his unwavering support and dedication to the front-line 
employees.

“He is a servant leader to his people and is always asking how a 
decision will impact the technicians and sales reps,” said Gorecki. “He 
understands the challenges of the day-to-day job in the field because 
he’s been there and done it.”

But he hasn’t done it alone. Throughout his career, Elliott has had 
the support of his family. “I have been very fortunate to lead this 
iconic brand,” he says. “My wife, Laura, and my children support me 
and keep me grounded. They are awesome, and I am extremely lucky 
and thankful to call them my own. They are the best.”

Lessons Learned
When asked his own definition of leadership, Elliott said a good 
leader must have three things — integrity, creativity and intellect. 

“You can’t build an organization without them,” he added. 
In his role Elliott said he hopes to be a servant leader to both the 

customer and his fellow team members. Having a sense of humor and 
perspective is also important.

“You have to be able to talk to people about things other than 
work,” said Elliott. “Find out about their family and their interests. 
It’s important in building bonds.”

He believes people watch leaders when things are challenging and 
look at how they react to tough times. Do they sink to a dark place 
and blame others, or do they accept responsibility and lead?

“We’ve all struck out on ideas we thought were home runs and I’ve 
learned to never fall in love with your own idea,” said Elliott. “It’s 
better to fail early than late and learn and move on. Don’t stay in the 
same spot. Remember, a setback is a set up to a comeback.”

Elliott said he learned from Rollins that being introspective on 
evaluating an issue is good practice, but that looking forward is 
paramount to successful leadership.

“If the ideas don’t reach the front door of a residential customer or 
the owner’s desk of a commercial client, then we haven’t done our job 
as leaders,” said Elliott. “Ideas must make it from the drawing room 
to the technicians and sales team in the field. They’ll keep us moving 
forward.” 

Freeman Elliott has found a certain rhythm with 
his day job, but the beat he plays to with a group 
of college friends is certainly a hit.

Elliott is the drummer in Crash and Hub Caps, 
a group formed in Athens, Ga., during his days 
as a student at the University of Georgia with his 
fraternity brothers.

“Music has always been a part of my life back 
to when I asked for a drum set from the Sears 
catalog when I was a kid,’ said Elliott. “There was 
always music being played in the house growing up 
and my brother, David, played piano and  my other 
brother, Jesse, introduced me to classic rock.”

Even with life’s usual distractions — living in 
different cities, raising families, taking on new 
jobs — the band stayed together and played 
whenever they could even if the jam sessions 
were several years apart. And even with 
members coming and going, and band names 
changing over the years, the creativity and the 
bond remained.

In 2018, the band traveled to Muscle Shoals, 
Ala., to record some of their music at Fame 
Studios. It was also time to settle on a name. One 
day while at his desk eating lunch before the trip 
Elliott was thinking about the name and the lead 
guitarist’s nickname, Crash, popped into his head.

Crash, whose real name is Chip Crenshaw, 
is the son of longtime Orkin executive Gordon 
Crenshaw. The elder Crenshaw used the 
fraternity house as an unofficial recruiting 
ground for Orkin and Chip was the person who 
hired Elliott into Orkin in 1991. Elliott credits the 
Crenshaws for getting him to be a buyer of the 
Orkin brand. 

“A band starts and ends with the lead guitarist 
and singer so why not put his name out front,” 
recalled Elliott. He shared the idea with the rest 
of the group and the rest, as they say, is history.”

While Crash and Hub Caps will not be opening 
for the Rolling Stones on their upcoming world 
tour, they have forged a Rock and Roll Hall of 
Fame-like bond that endures.

Hitting the 
RIGHT NOTES

Freeman Elliott is 
an accomplished 
musician. For 
several decades 
he has performed 
with the band 
Crash and Hub 
Caps, a group 
he formed with 
friends while a 
student at the 
University of 
Georgia.
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Congratulations to the Industry’s   

Lifetime Achievement 
Award Winners

VICTOR HAMMEL 

Victor Hammel is chairman 
emeritus of Rentokil Pest 
Control, North America. The 
winner of NPMA’s prestigious 
Pinnacle Award in 2013, Hammel 
grew up in the pest control 
industry, bagging rodenticide 
baits as a child for J.C. Ehrlich 
Co., his family’s business. 
Before selling the company to 

Rentokil in 2006, he served as co-owner and CEO of the 
Reading, Pa.-based business. A graduate of Penn State 
University and the Harvard Business School Executive 
Education program, Hammel is past board chair of the 
Reading Health System, past president of the Jewish 
Federation of Reading and long-time vice chair of PPMA, 
as well as co-founder of PestSure Insurance Co. He was 
named PCT’s Professional of the Year in 2008 and was a 
military intelligence officer in the U.S. Army.

PCT and Syngenta have had the honor of bestowing the coveted Lifetime Achievement Award to a 
distinguished member of the pest control industry at NPMA PestWorld since 2014. Past recipients 
of this prestigious award, as selected by previous winners of the Crown Leadership Awards, include 
Norman Goldenberg, the inaugural honoree in 2014; Norm Cooper (2015); Tom Fortson (2016); Bob 
Dold (2017); Dr. Austin Frishman (2018); and Victor Hammel (2019). Profiles of each previous winner 
of this eagerly anticipated award are featured here. Since NPMA PestWorld was a virtual event last 
year, and the Lifetime Achievement Award is presented live at our annual reception, the award was 
not presented in 2020. However, PCT and Syngenta will resume this annual tradition in 2021 at NPMA 
PestWorld in Las Vegas, Nev.

AUSTIN FRISHMAN
Dr. Austin Frishman, owner 
and president of AMF Pest 
Management Consulting, is a 
legendary figure in the pest 
management industry. With 
a career spanning more than 
five decades, Frishman earned 
his undergraduate degree in 
entomology and his master’s 
degree from Cornell University, 

eventually earning a doctorate from Purdue University, 
where he was a frequent speaker at the university’s 
annual conference. In recognition of his career, Frishman 
received Pest Control Technology’s Professional of the 
Year Award in 1993; was named to the Crown Leadership 
Awards Class of 1998; and in 2002, he was inducted into 
Pest Control Magazine’s Hall of Fame. Today, Frishman 
continues to devote his time and energy to industry 
education and training.
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NORM COOPER
A past president of the National 
Pest Management Association, 
Norm Cooper was one of the 
industry’s most passionate 
advocates. A native New 
Yorker, Cooper launched Abby 
Exterminating Services in 1954, a 
company he owned until January 
1971, when he sold it to ESCO 
(Exterminating Services Co.). He 

stayed on board at ESCO, eventually becoming president of 
the exterminating services division. He retired from ESCO 
in 1996 and launched a successful consulting business, 
Norman Cooper & Associates. Cooper served as NPMA 
president in 1991-1992 and during his tenure created the 
association’s highly praised “Guardians of the Environment” 
branding, an initiative many credit with improving the 
industry’s image nationally and throughout the world. He 
passed away in 2016. 

TOM FORTSON
A graduate of the University of 
South Carolina, Tom Fortson is 
a longtime leader and beloved 
presence in the professional 
pest management industry. 
Chairman emeritus of the 
Professional Pest Management 
Alliance, Fortson has spent 
more than 50 years in the 
industry, currently serving 
as vice chairman of Terminix 

Service, Columbia, S.C. During his distinguished career, 
Fortson has served on the South Carolina Pesticide 
Advisory Committee, the South Carolina Regulatory 
Review Committee, and the Clemson University Advisory 
Board. He also has served as past president of the South 
Carolina Pest Control Association and the North Carolina 
Pest Management Association, as well as on the NPMA 
board of directors. Additionally, Fortson is a nationally 
ranked master’s swimmer and is a veteran of the United 
States Navy.

NORMAN GOLDENBERG
In 2014, veteran PMP Norman 
Goldenberg was named 
the inaugural Lifetime 
Achievement Award winner. 
He graduated from the 
University of Florida with 
a degree in entomology. 
Goldenberg worked for Orkin 
and held various management 
roles in the pest control 

industry before purchasing his own company in the 
late 1980s, Alert Lear Pest Control. Goldenberg joined 
Terminix in 1990, representing the industry’s interests 
at the local, state and national levels as vice president 
of government affairs. He is a past president of the 
National Pest Management Association (NPMA), 
Florida Pest Management Association (FPMA), Project 
EverGreen and the Professional Landcare Network 
(PLANET). 

BOB DOLD
A graduate of Denison University, 
Bob Dold is CEO of Rose Pest 
Solutions, Chicago, Ill. A tireless 
supporter of the professional 
pest management industry, Dold 
has served as president of the 
Illinois Pest Control Association 
and Indiana Pest Management 
Association, as well as on the 
Purdue Conference Planning 
Committee. In 1984, he was 

elected NPMA president, spending more than 180 days 
on the road in support of the association during a critical 
time in the organization’s history. A devoted family man, 
Dold and his wife Judy raised four children and spend 
a significant amount of time with their grandchildren, 
while simultaneously running a successful family-owned 
pest control business. Bob and Judy Dold received the 
prestigious National Pest Management Association 
Pinnacle Award in 2017. 
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