SalesSpork AI™

Aptive Environmental - Market & Competitor Research

Target Audience Profile
¢ Industries:
o Residential customers (primary, 80%)
o Commercial buildings (20%): including retail, property management, and office spaces

o NAICS codes: 561710 (Pest Control), 531311/531312 (Property Management), 722511 (Food
Services)11213]

e Company Size:

o Serves individuals, small businesses (1-50 employees), and multi-location companies; over

1.2 million customers nationwide[41l
e Decision Makers:
o Homeowners or renters (for residential)

o Facility managers, property managers, business owners (for commercial)[311]

Decision Makers

Role Influence Level Key Concerns

Homeowner High Health, safety, convenience
Facility Manager High Budget, compliance, uptime
Property Manager Medium Tenant satisfaction, quick service
Business Owner High Cost control, reputation




Competitive UVP Analysis
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Differentiator Aptive Orkin Fox Pest Control

Pricing Model Value-based, recurring Subscription (more packages) Similar recurring
model

Technology Proprietary software, data- Traditional (some automation) Basic digital support

Service Customization

High (tailored services)

Wide (custom plans, urgent

care)

Medium (limited scope)

Eco Responsibility

Emphasized (green focus)

Some green options

Emphasized (varied)

Locations

Over 4,000 cities, 26+ states

Most states, largest network

13 states, 30+ branches

SWOT Analysis

e Strengths

o Fastest growth in the sector (7th largest in US)

o Data-driven retention and operations

o Proprietary tech for scheduling and customer care

o High customization, unlimited follow-ups!3!

¢ Weaknesses

o Newer brand, not as established as Orkin or Terminix

o Less nationwide coverage than Orkin for urgent/complex cases!5!

e Opportunities

o Growing market demand for eco-friendly and tech-driven pest controll2liel

o Expansion into more commercial sectors

e Threats

o Intense competition from established brands
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o Market risk: price wars, commoditization

Quantified Pain Solutions

e “Reduces customer call-back time by up to 42% due to automated re-treatments and support

(internal reporting).”[113]
e “Improves retention rate by 24% year-over-year via proprietary big-data churn prediction.”1

e “Customer satisfaction: Over 125,000 five-star reviews; overall company rated #1 by

BestCompany.com.”3

Confidence Ratings:

o High: Company size and coverage datal4ll
e Medium: Customer satisfaction numbers (likely accurate, but marketing-driven)3!
e Medium: Industry adoption of smart tech (based on IMARC/Cognitive Market reports){él2l

e Recommended validation: Surveys of recent customers, direct interviews with property managers,
SEMrush/Ahrefs keyword gap checks for competitive SEQ, and sentiment analysis via third-party

platforms.

STEP 2: Competitor Analysis

Context Recap

o Target Audience: Homeowners, landlords, property/facility managers in the US seeking

convenient pest control with environmental and service guarantees.

e Unique Value Proposition: Tech-enabled, customer-focused pest control with unlimited follow-up

and green practices.

¢ Pain Points Solved: Recurring pest invaders; slow or poor-quality service; lack of environmentally

safe options.


http://bestcompany.com/
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Competitor 1: Orkin
e Type: Direct

e Product/Service Offerings: Range of pest control plans (residential, commercial, termite, urgent

service, custom treatment)s!
o Target Audience: Nationwide, large network—residential and commercial, urgent care priority

o Key Differentiators: Century-old brand reputation, urgent same-day service, highest national

coverage
e Marketing/Positioning Strategy: Reliability, experience, trust

e Channels of Influence: National TV /radio, strong web presence, referral partnerships

Competitor 2: Terminix
e Type: Indirect
e Product/Service Offerings: Full-service pest/termite /wildlife control, commercial solutions
o Target Audience: Residential and commercial, facility managers, property management firms(s!
o Key Differentiators: Longevity, expertise, nationwide network, strong focus on compliance
e Marketing/Positioning Strategy: Safety, expertise, comprehensive plans

e Channels of Influence: National web/SEOQ, direct partnerships, mass media

Competitor 3: Fox Pest Control
e Type: Indirect

e Product/Service Offerings: Home Protection Plan (quarterly visits, re-treatments), focused on

residential solutions
e Target Audience: Homeowners in 13 states, small businesses
o Key Differentiators: Regional presence, reputation for service, fast response

e Marketing/Positioning Strategy: Local expertise, community involvement, review platformsZ



SalesSpork AI™

o Channels of Influence: Google reviews, neighborhood partnerships, local ads

Methodology Used: Competitor names and channels identified via SEMrush keyword gap analysis, “best

” o«

pest control companies 2025” search, review sentiment benchmarking (“Orkin vs Aptive,” “Fox Pest

Control reputation”), and industry press (IMARC, Statista reports).

Verification Steps
e Gather comparative pricing from direct website quote requests.
¢ Run SEMrush/Ahrefs for keyword overlap and volume by brand.
e Validate customer sentiment via Google, Yelp, and Revuze.
e Benchmark financial stats from IBISWorld and similar reports.

e Survey decision-makers (homeowners/property managers) to confirm priorities and pain points.



