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A NOTE FROM MICHAEL

I've watched good pest control companies lose commercial accounts over a
route that couldn't stay staffed — not a service that couldn't stay sold.

I'm Michael Carter, President of My Trade Talent. Every commercial pest control company we talk to describes some version of the same problem: the
account is solid, the contract is signed, and then a route goes short a technician and the whole thing starts to wobble — missed service windows, a
compliance log that falls behind, an audit that doesn't go well.

What I've learned working this vertical is that pest control hiring isn't really a "how many applicants did we get" problem. It's a licensing problem. Nearly
everyone doing this work needs a state-issued pesticide applicator license, and that license is category-specific — general pest, termite/WDI, fumigation,
and others each typically require their own credential. "Qualified" here is a licensing question as much as a skills one, and most generalist hiring
processes aren't built to screen for that.

This guide is the playbook | wish existed for this trade: what the labor market actually looks like, the ten roles that matter most, and a hiring process built
around license verification instead of a resume line. | hope it's useful whether or not you ever work with us.
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EXECUTIVE SUMMARY
The five things to take away if you read nothing else.

o This is a licensing-driven market, not a search-driven one. Search volume for hiring help ("how to hire a pest control technician" and similar) runs
at roughly 10 combined monthly searches — essentially a rounding error. This hiring happens through referral networks and existing vendor
relationships far more than open job postings.

¢ The Bureau of Labor Statistics tracks every specialty in this trade under one occupation code — Pest Control Workers (SOC 37-2021) —
covering residential and commercial service, termite inspection, fumigation, and wildlife exclusion alike. That one code can't capture the real difference
between a residential route tech and a technician running multi-site commercial contracts with compliance documentation attached.

o Nearly every technician needs a state-issued pesticide applicator license, and the license is category-specific — general household/structural
pests, termite/wood-destroying organisms, fumigation, and others each typically require their own certification or add-on.

« National employment growth is running +5% to +6% through 2034 (BLS OEWS data via O*NET OnLine) — faster than average, and O*NET flags
this as a Bright Outlook occupation.

¢ A standing, license-verified pipeline outperforms reactive posting in a market where the candidates worth hiring are barely visible in open search
to begin with.

INTRODUCTION

Commercial pest control hiring has a visibility problem before it has a labor
problem.

Post an opening for a commercial pest control technician and you'll get some applicants. Whether they're licensed for the specific category of work your
accounts actually need — general pest, termite/WDI, fumigation — is a separate question the posting itself can't answer. That's the gap this guide is built

around: the difference between "applied for the job" and "actually licensed for this scope," and why that gap matters more in this trade than in most.

This guide lays out what the labor market actually looks like for commercial pest control right now, the ten roles commercial contractors recruit for most,
and a practical hiring framework built around license verification rather than resume keywords.
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THE STATE OF COMMERCIAL PEST CONTROL HIRING
Pay and licensing draw the searches. Hiring help does not.

"Pest control technician salary" draws roughly 480 searches a month, with pay-rate and salary-lookup variants adding several hundred more — call it
roughly 890 combined monthly searches across the salary cluster. Certification and licensing terms add another roughly 300 combined, and that cluster is
dominated by state-specific queries — "Tennessee pest control technician license" alone accounts for 210 of it — which tells you candidates are hunting
for their own state's exact requirements, not general information.

Search volume for hiring help — "how to hire a pest control technician" and similar — sits at roughly 10 combined searches a month, essentially a
rounding error next to the salary and license clusters. That gap is the honest picture of this market: candidates and researchers are curious about pay and
licensing; almost nobody is typing "hire a pest control technician" into Google, because that hiring happens through relationships, referrals, and existing

vendor networks far more than open search.

Part of why the hiring side stays quiet in the search data is structural. The Bureau of Labor Statistics tracks every specialty in this trade — residential and
commercial service, termite inspection, fumigation, wildlife exclusion — under a single occupation code, Pest Control Workers (SOC 37-2021). That
single code cannot capture the real difference between a technician running a residential route and a technician managing multi-site commercial contracts

with compliance documentation, service-level agreements, and food-safety audit requirements attached.

National employment growth for Pest Control Workers is projected at +5% to +6% through 2034 — faster than average, per BLS OEWS data via O*NET
OnLine, which also flags this as a Bright Outlook occupation.
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THE LICENSING BOTTLENECK
"Licensed" is not one credential — it's a category question.

There is no single national pest control license. Nearly every state requires a pesticide applicator license, issued by the state department of agriculture (or
the equivalent state body) under minimum standards set by the EPA. Crucially, the license is category-specific:
¢ General household/structural pest — the base category most residential and commercial routine-service technicians carry.

« Termite / wood-destroying organism (WDI) — a distinct category tied to real estate transaction and compliance reporting, often requiring its own
certification on top of the base license.

o« Fumigation — structural fumigation requires an added state fumigation-category certification; it is not covered by a general applicator license.

o Other categories exist by state — the point is the same in every case: a technician licensed for general pest work is not automatically qualified to
fumigate or to sign a termite inspection report.

The practical problem for hiring managers: a resume can say "licensed" without telling you which category, in which state, or whether the license is
current. Verifying it means checking with the relevant state department of agriculture — a step most reactive hiring processes skip under time pressure,
and exactly the step that separates a properly credentialed hire from a compliance risk on a commercial account.
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THE 10 ROLES
The positions commercial pest control companies recruit for most.

The Bureau of Labor Statistics tracks every field specialty in this trade under one occupation code, Pest Control Workers (SOC 37-2021) — and has no
dedicated codes at all for the account-management, branch-leadership, or sales roles the trade also depends on. Where that's the case, we say so
explicitly and map to the nearest real BLS category rather than force a number that doesn't exist. A full wage breakdown is in the companion Salary
Guide.

ROLE BLS CLASSIFICATION

Commercial Pest Control Technician SOC 37-2021 — Pest Control Workers

Licensed Pest Control Applicator SOC 37-2021 (state-licensed for restricted-use pesticides; no separate BLS code for the license itself)
Termite / WDI Inspector SOC 37-2021 (no dedicated BLS code for this specialty)

Fumigation Technician SOC 37-2021 (no separate BLS code for the fumigation specialty)

Commercial Account Manager SOC 41-3091 — Sales Representatives of Services

Pest Control Branch / Route Manager SOC 11-3071 — Transportation, Storage, and Distribution Managers (no dedicated BLS code for pest control

branch operations specifically)

Pest Control Service Manager SOC 11-1021 — General and Operations Managers

Integrated Pest Management (IPM) SOC 37-2021 (no separate BLS code for the IPM specialty)

Specialist

Bird / Wildlife Exclusion Technician SOC 37-2021 (often requires a separate state wildlife-control permit; no dedicated BLS code)
Pest Control Sales / Business SOC 41-4012 — Sales Representatives, Wholesale and Manufacturing

Development Rep

HIRING PLAYBOOK

Verify the license category before you screen for anything else.

o Confirm the license category directly with the state. Don't take "licensed" at face value — check with the relevant state department of agriculture
that the category (general, termite/WDI, fumigation) matches the work you actually need done.

¢ Match the license to the account, not just the résumé. A technician licensed for general pest work is not qualified to fumigate or sign a termite
report just because they call themselves "a pest control tech."

¢ Lean on referral and vendor networks, not just job boards. With hiring-intent search volume this thin, the strongest candidates are far more likely
to come through relationships than through a posting.

« Build a pipeline before a route goes short. Reactive hiring in a licensing-gated, referral-driven market means starting from zero exactly when you
can least afford to.

A full interview framework — including specific questions by role — is in the companion Interview Guide.
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WHY FLAT-RATE

Contingency fees are a tax on urgency. A retainer is a tax on nothing.

Most staffing agencies work on contingency — a percentage fee, often 20-25% of first-year salary, paid only when a hire lands. That model incentivizes
speed over license-fit, and gives the agency no reason to build a durable, category-verified pipeline for you.

My Trade Talent works on a flat monthly retainer instead:

¢ We're incentivized to build a standing, license-verified pipeline — not just fill one seat and move on.
e Your cost doesn't spike with three open routes and doesn't disappear with zero — it's predictable.

o We stay accountable for fit over time, not just for a signed offer letter.

If open technician or applicator seats are costing you route coverage every week they sit empty, a standing pipeline is worth evaluating against what
you're doing today.
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THE HIDDEN COST OF VACANCY
An open route doesn't just sit empty — it moves work onto everyone else.

A vacant technician seat rarely shows up as a clean, isolated loss. It shows up as your remaining technicians covering stops on top of their own route, a
branch manager pulled off scheduling to run a service call personally, or a commercial contract that goes into a compliance audit with a thin service
history because coverage slipped. None of that is captured by "one open req" on a whiteboard.

With hiring-intent search volume this thin and a licensing requirement that limits who can even legally do the work, this isn't a gap you fill once and forget
— it's a standing condition of the trade. Contractors who treat every vacancy as a one-off emergency are working against a labor market built on
relationships and licensing, not open applications.

Use our free Cost of Vacancy Calculator at mytradetalent.com/cost-of-vacancy to model what a specific open seat is costing your branch in coverage,
missed service windows, and lost margin — by role and days vacant.
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EMPLOYER BRAND
Licensed applicators have options. What are they actually screening for?

In a licensing-gated, referral-driven market, the hiring conversation runs both directions. Contractors who win the best candidates on their shortlist tend to
be specific and honest about a handful of things candidates consistently ask about:

¢ Route structure and territory. Technicians want to know what their actual route or account load looks like — not a vague "you'll figure it out."

¢ License renewal and continuing-education support. Whether the company covers renewal fees and continuing-education hours is a concrete
signal candidates weigh directly.

¢ Vehicle, equipment, and PPE standards. A specific answer about what's provided and maintained lands better than a general assurance.

¢ Areal path from general technician toward a license add-on (termite/WDI, fumigation) or branch leadership. Contractors who can describe that
path specifically — not vaguely — retain longer.

None of this replaces competitive pay. But at parity, the company that answers these questions specifically wins the candidate the vaguer competitor
loses.

RETENTION

The license path that gets someone hired is also what keeps them.

Because pesticide applicator license categories are individually held, portable, and directly tied to what a technician is allowed to do, they double as a
retention lever most companies underuse. A technician who sees a concrete, funded path toward a termite/WDI or fumigation add-on — more specialized
work, often better pay, a clearer career track — has a real reason to stay rather than shop their license to a competitor.

Route predictability matters just as much. Technicians who know their territory and schedule with reasonable stability, rather than being reshuffled account
to account with no notice, report meaningfully less turnover than techs managed reactively.

BUILDING THE PIPELINE

What "license-verified pipeline'" actually means, operationally.

A standing pipeline isn't a bigger applicant pool — it's a smaller, pre-vetted one, maintained continuously instead of assembled under deadline. In
practice, that means:

e License category and state are confirmed with the relevant state department of agriculture before a candidate ever reaches your desk — not after an
offer is extended.

¢ Candidates are tagged by actual license category and commercial-account experience, not self-reported "years in pest control."

o The pipeline stays warm between openings, so filling a route today doesn't leave you starting from zero when the next one opens — which, in a
referral-driven market, it will.
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THE RECRUITING PARTNER QUESTION
Four questions worth asking any recruiter before you sign with them.
« "How do you verify a pesticide applicator license?" If the answer doesn't mention checking directly with the state department of agriculture, the

candidates you're seeing haven't been verified — just represented.

¢ "Do you know the difference between a general, termite/WDI, and fumigation category license?" If they don't, they can't match a candidate to
your actual account needs.

¢ "What happens to the pipeline if | don't have an open route this month?" Contingency recruiters have no incentive to maintain one. Ask what
stays warm between placements.

« "Do you specialize in this trade, or is pest control one of a dozen categories you cover?" Specificity in the answer usually tracks with specificity
in the candidates.

FINAL WORD
The market isn't going to get easier. The process can.

A licensing-gated, referral-driven labor market isn't a temporary crunch to wait out — it's the standing condition for this trade. Companies that adapt their
hiring process now, around license verification and a maintained pipeline rather than reactive posting, will simply spend less time and money on this
problem than the ones who don't.
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ABOUT MY TRADE TALENT
A flat-rate recruiting partner built for commercial trades.

My Trade Talent recruits for commercial trades contractors nationally on a flat monthly retainer — no per-hire contingency fee, no incentive to rush a
placement that doesn't fit. We maintain live, license-verified candidate pipelines across commercial pest control and nine other commercial trades
verticals.

Get in touch: mytradetalent.com - (314) 886-7975 - staffing@abstraktmg.com
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WHERE PEST CONTROL HIRING ACTUALLY HAPPENS

If almost nobody is searching "hire a pest control technician," where do the
hires come from?

The near-absence of hiring-intent search volume — roughly 10 combined monthly searches — isn't a sign that hiring isn't happening. It's a sign that it
happens somewhere search data doesn't capture: referrals from technicians already on staff, relationships with pesticide distributors and equipment
suppliers, and vendor networks built up over years of servicing the same commercial accounts. A recruiting approach built around open job-board posting
is competing for a shallow slice of a much deeper, relationship-driven pool.

That's exactly why a standing, actively maintained pipeline — one that taps those same relationship channels continuously, not just when a posting goes
live — outperforms reactive hiring in this trade specifically.
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A REGIONAL NOTE

Licensing requirements are state-specific — plan your sourcing
accordingly.

The search data makes this concrete: certification and licensing search terms are dominated by state-specific queries, with "Tennessee pest control
technician license" alone accounting for 210 of the roughly 300 combined monthly searches in that cluster. Candidates are hunting for their own state's

exact requirements, which means a technician licensed in one state cannot simply transfer that license to a commercial account in another without
checking the receiving state's specific category requirements and reciprocity rules.

For multi-state commercial operators, that has a direct sourcing implication: a pipeline built state by state, tracking each state's actual license categories,
will out-perform a single national search strategy that assumes licensing works the same way everywhere.
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& MY TRADE

\( TALENT

Every hire from zero is a fax on
your team.

My Trade Talent maintains a live, credential-verified pipeline of trades talent on a

flat monthly retainer — so open seats fill with qualified people, not guesses.

Schedule a Discovery Call
mytradetalent.com - (314) 886-7975 - staffing@abstraktmg.com



