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Greeting the Customer

W a l k - T h r o u g h  W i t h  
C u s t o m e r

• How long has the 
problem been going on 
for?

• Have they observed the 
rodents or  just  s igns of 
act iv i ty?

• Do they have smal l  
chi ldren and or pets?

• Has the customer 
at tempted to sel f- treat 
the problem?

3



Inspection Process
• Star t  ins ide and take 

inventory as  the customer 
shows you around.

• Ident i fy  the rodent(s ) ,  i .e .  
mice,  rats ,  etc .

• Knowing the pest ’s  b io logy 
w i l l  a id  you in  f ind ing ent ry  
poin ts ,  and/or  set t ing  
t raps ,  and se lect ing the 
r ight  ba i t .

• Inspect  the garage.

• Ex ter ior  o f  the home.

• At t ic  and or  crawlspace(s) .
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Knowing Your Target
• House Mice *

• Whi te -Footed Mice

• Deer Mice

• Nor way Rats  *

• Packrats

• Roof  Rats *

• Many others…

• Commensa l  Rodents  – l i ve  
in  human hab i ta ts  where 
they can f ind essent ia l  
e lements;  inc luding food,  
water,  she l ter,  and space.

5



House Mice
• Cons idered a commensal  

rodent

• Smal l  and s lender,  three to  
four  inches long,  w i th  la rge 
ears ,  smal l  eyes and 
poin ted nose;  l ight  brown 
or  l ight  gray  in co lor.  

• Genera l ly,  go 10-30 feet  
f rom nest ,  and they 
estab l i sh  a terr i tory.

• Live on ly  about  a  year,  but  
are  pro l i f ic  breeders ,  every  
40-50 days.
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White-Footed Mice
• Li fe  expectancy about  a  

year  or  a  l i t t le  more.

• They are  about  3 .5  to  4  
inches long,  exc luding the 
ta i l .

• Large ears ,  brown back 
and whi te  be l ly  fur,  a  long 
ta i l ,  and large b lack eyes .   
Eas i ly  confused wi th  a  deer  
mouse.
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Deer Mice
• Measur ing 3  to  4  inches 

long,  exc lud ing the ta i l .

• Large beady eyes and 
la rge ears  g iv ing them 
good s ight  and hear ing .

• Thei r  so f t  fur  can vary in  
co lor,  f rom whi te  to  b lack,  
but  a l l  deer  mice  have a  
d is t inguishable  whi te  
unders ide and whi te  feet .

• Average  3-4  l i t ters  per  
year  w i th  3-5  young per  
l i t ter.

• Most  notab le carr ier  o f  the  
Hantav i rus .
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Differences Between Mouse Species
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Norway Rat
• Commensa l  rodent*

• Brown,  heav y-bodied,  s ix  
to e ight  inches long.

• Smal l  eyes and ears ,  b lunt  
nose;  ta i l  i s  shor ter  than 
head and body;  fur  i s  
shaggy ;  dropp ings are  
capsu le - shaped.

• Can produce four  to  seven 
l i t ters  per  year  w i th  8-12 
young per  l i t ter.

• Most  common rat  in  the 
U.S.
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Roof Rat
• Commensa l  rodent*

• They are  long and th in  
rodents  that  have la rge  
eyes and ears ,  a  po in ted 
nose and sca ly  ta i l .   

• They have sof t  and smooth 
fur  that  is  t yp ica l ly  brown 
wi th  in te rmixed spots  o f  
b lack.   The i r  unders ides 
are  o f ten whi te,  gray or  
b lack.

• Average  5  l i t ters per  year  
w i th  5-12 young per  l i t ter.
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Packrat
• Medium-s ized,  bod ies  

measure about  8  inches ,  
w i th  the ta i l  s l ight ly  
shor ter  than the head and 
body  combined.   

• Var ies  in  co lor  f rom 
c innamon to  brown,  gray,  
ye l lowish gray,  or  creamy 
buf f .

• Di f ferent  f rom Nor way and 
roof  rats  f rom the hai r  on 
the i r  ta i l s .  
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Quoting the Service
• What are  the customer ’s  

expectat ions  (one - t ime 
ser v ice or  rout ine  
ser v ice)?

• Are we go ing to set  t raps ,  
and sea l?   Add bai t  
s tat ions?

• What i s  the cost  o f  the 
supp l ies  I  am go ing to  
use?

• What i s  the cost  o f  my 
labor  for  the in i t ia l?   
Fo l low-up?  Rout ine 
ser v ice?

• Have you correct ly  
completed the quote form?
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Selling the Service
• Complete  quo te  a nd  ema i l  o r  

p r i n t .

• Be c on f i den t  a nd  exp l a in  the  
p roc ess  o f  sea l ing  the  home 
or  bus iness ,  set t i ng  t ra ps ,  
fo l l ow ing - up  to  check  t ra ps  
and  rou t i ne  se r v i ce  i f  
app l i c ab le .

• I f  you  exp la in  the  p rocess ,  
wh i l e  meet ing  the  cus tomer ’s  
expec ta t ions ,  you  don’ t  need  
to  “se l l ”  the  ser v ice .

• Exp la i n  se r v i ce ,  war ra n t y,  and  
expec ta t ions .

• Let  cus tomer  k now you  
accept  c ash ,  check ,  c red i t  
ca rd ,  Venmo,  e tc . ?   
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Starting the Service
• Star t  ins ide to  show 

customer  that  “ the i r”  t ime 
is  va luable.

• Set  box  t raps in  hotspots
• Attic
• Crawlspace
• Sinks
• Refrigerators
• Stove
• Pantry
• Utility rooms
• Garage
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Starting the Service
• Set  t raps out  o f  p lace and 

out  o f  m ind.

• Show customer  where the 
t raps are  located.

• Let  them know they can 
throw the rodents  away,  no 
need to  save them.

• We wi l l  be back to  check 
the t raps .

• Customer par t ic ipat ion can 
he lp and can a lso  h inder.
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Starting the Service
• Star t  on the ex ter ior.

• Use a  mi rror  and f lash l ight  
to f ind a l l  the ho les  f rom 
the inspect ion and sea l  
them wi th a  combinat ion o f  
s tee l  wool ,  c lear  cau lk ing,  
and for  la rger  ho les  use 
¼’ ’  hardware c loth .

• Common areas
• Sill plates
• Step downs on sill plates
• Cantilevered areas,
• Garages
• Penetrations in siding

• Air conditioning lines, vents, 
radon, electrical lines, gas 
lines, etc. 28
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Starting the Service
• Set  up  ex ter ior rodent  

s tat ions  around home.

• Be mindfu l  o f  smal l  
ch i ldren,  and pets .

• Setup company s tandards 
for  th is  pract ice.

• Understand the d i f ference 
between pr imary and 
secondary poison ing and 
e l iminate /minimize  the r i sk  
o f  both .

• Our s tandard  is  to  not  have 
bai t  s tat ions  in  the back 
yards o f  res ident ia l  
customers  i f  they  have 
pets .
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Rodent Baits
• Numerous ba i ts  on the 

market  inc luding f i r s t -
generat ion and second-
generat ion rodent ic ides.

• Fi rs t -generat ion 
ant icoagulant  rodent ic ides 
are  refer red to  as “mul t i -
dose ant icoagulants” ,  
meaning the rodents  must  
consume these ba i ts  for  
severa l  consecut ive  
feed ings to  consume a 
letha l  dose.

• Second-generat ion 
ant icoagulants  are  “s ingle -
dose”  ant icoagulants .   
Which are  usua l ly  
** *Rest r ic ted Use Bai ts*** 33



Primary vs. Secondary Poisoning
• Pr imary rodent ic ide 

poison ing is  when a non-
target  an ima l /human (dog,  
cat ,  etc . )  eats  the rodent 
ba i t  d i rec t ly.

• Secondary rodent ic ide 
poison ing is  when a non-
target  an ima l  eats a  dead 
or  dy ing rodent  that  is  
under  the in f luence o f  the 
rodent ic ide.

• Not a l l  rodent ic ides are  
created equa l .   Read your  
labe ls  and SDS to  
determine the best  cho ice 
for  your  bus iness  and 
s i tuat ion .
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Personal Protective Equipment
• Make sure to  read the 

rodent ic ide labe l .

• The labe l  is  the  law.

• Look for  the requ ired PPE.

• Use chemical  g loves 
“n i t r i le”  for  most  
rodent ic ides .

• Do not  use cot ton or  
leather  g loves .

• Risk  = Tox ic i ty  x  Exposure
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Mouse Traps
• Many d i f ferent  t raps on the 

market .   

• The good o ld  Vic tor  snap 
t rap

• Set  perpendicu lar  to  the 
wa l l  in  h igh t ra f f ic  areas .

• Set  the  t rap  to  “S” for  a  
sens i t i ve  t r igger  or  set  to  
“F”  for  a  f i rm t r igger.   

• This  w i l l  a l low you to  target  
juven i le  mice.

• Bai t  sunf lower  but ter,  
peanut  but ter,  o i l s ,  etc .
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Mouse Box Traps
• Great  idea  to  h ide mouse 

t raps .

• Keeps k ids  and pets away 
f rom danger.

• Can use glue boards too 
for  insect  t raps/control .

• Wouldn’ t  recommend glue 
boards for  rodents  un less 
necessary for  baby  mice 
that  can’ t  be t rapped v ia  a  
snap t rap (not  humane) .

• Has a  ser v ice log on the 
box .
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Checking Out With Customer
• Walk  or  ta lk  them through 

what  you d id  and show 
them where the t raps and 
or  s tat ions have  been 
p laced.

• Set  expectat ions  and o f fer  
immediate  ass is tance i f  
someth ing unusua l  
happens.

• Conf i rm that  you wi l l  be 
back in  2-3 days to  check  
t raps and re - inspect  the 
sea l ing work .

• Col lect  payment
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Notes
• Document ,  document  and 

document .

• I t ’s  a  lega l  document  and 
i t ’s  the on ly  th ing between 
you and the customer  i f  a  
prob lem ar ises.

• Use qu ick  notes  i f  
app l icab le.

• Deta i led  descr ipt ion o f  
work done.

• Add d isc la imers for  
products  used.

• Add warranty  in format ion.

• Expectat ions.

• Leave  beh ind.
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Follow Up Service
• Check t raps ,  move  them,  i f  

necessary,  p ick up ,  or  add 
i f  deemed necessary.

• Ask customer what  they 
have or  haven’ t  seen.

• Check the ex ter ior  entry  
poin ts to  make sure they 
he ld up and see i f  any th ing 
was missed.

• Ser v ice s tat ions  (i f  
app l icab le) .
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Checking Out With Customer
• Set  expectat ions  again.

• Schedule another  v is i t  i f  
necessary.

• Star t  rout ine ser v ice i f  
se lec ted  by  the customer.

• Verba l ly  remind the 
customer  o f  the i r  warranty  
and o f fer  immediate  
ass istance i f  they have any 
t roub les .
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Notes

• Document ,  document  and 
document .
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Warranty Information
• Make sure you verba l ly  

d iscuss  w i th  customer.

• I t ’s  about  expectat ions .   

• Make sure i t ’s  on your  
quote form.

• Make sure i t ’s  in  the notes.

• Honor  your  warranty  i f  
your  customer  ca l ls  and 
learn from the mis takes ( I t  
w i l l  happen) .

• Set  s tandards for  your  
rodent  ser v ice.   

46



Beginning Routine Service
• Your f i r s t  fo l low- up wi l l  te l l  

you what  f requency you 
need to  be on to  s tar t .

• Be f lex ib le  w i th  your  
f requenc ies ,  i t s  about  
resu l ts ,  not  necessar i ly  
money.

• Ser v ice month ly,  every 
other  month,  or  quar ter ly.   
Ba i t  consumpt ion w i l l  
d ic tate that  for  you.

• Re - inspect the exc lus ion 
on every ser v ice,  ser v ice 
bai t  s tat ions ,  and check 
t raps i f  any.
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Reviews
• Send l ink  to  the customer  

to g ive you an honest  
rev iew.

• I f  they accept  the rout ine 
ser v ice,  send them a  thank  
you card,  and welcome 
them to  the fami ly.

• A l i t t le  customer  ser v ice 
goes a long way.   
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Questions

Contact In format ion

Brandon Ewals -Stra in

970-590-1151

brandon@nocopwcont rol .com
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