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Daniel Schröer (CEO Futura) on the future and present of our industry and what is to come. He talks about legal 
changes, food standards, new business models of the big players that are now showing relevant results and how 
you can build your business so you are still fit for the future in 10 and 20 years.

INTERVIEW: “THIS DECADE MAT-
TERS FOR PEST CONTROLLERS”

Daniel: That‘s absolutely right, we also thought 10 
years ago “oh, next year the big change is going to 
come”, but it spent a long time coming. The fact is, and 
we are smarter about this today, that 
all these changes happen much more 
slowly than we anticipated. This na-
turally plays into our hands, because 
our digital products or IPM solutions 
also had to be manufactured over ye-
ars and have continuously expanded 
the business internationally each year. 
However, we are sure that the market 
is now in a different, completely new 
dynamic, which means that a lot will happen in the very 
foreseeable future.

Daniel: Clearly the big pest control companies first. 
Why? They have been doing Smart or Connect for 4-5 
years and are prepared for marketing, sales, proces-
ses, artificial intelligence and digital products. Anyone 
who has introduced ERP software like SAP knows how 
complex such processes are to implement in a compa-
ny. The industry often sees the product and says “that 
doesn‘t work”, but the big ones are getting better and 

Daniel, you always talk about something happening 
in the industry, but that was also said in 2010 and 
2015. Why and what do pest controllers need to pre-
pare for?

Who do you think are the winners from this change?

Daniel: Well, I see three trends in particular.
One concerns our customers and the laws around ro-
denticides or poisons, so it‘s an external effect. One 
concerns ourselves, the incremental transformation of 
the big international pest controllers from the inside 

to the outside. The third is the funda-
mental attitude of society and politics: 
you only hear 2 things: more sustaina-
bility and more digital. In more detail, 

1. Food standards and laws will focus
strongly on sustainability. A drastic
change in the law is to be expected
in 2024.
2. The big pest control companies pro-

claim only one thing in their annual reports and marke-
ting: “DIGITAL”. Not for fun, but because the CEOs know 
that there is no way around it. That there are economies 
of scale, that there is more predictability and profit and 
ultimately also shareholder value hidden for us. And we 
all know that if the top three decide to cut that path, 
that‘s what happens.
3. Customers are changing. Sustainability and digital
surveillance have caught on: Supermarket chains like
Tesco have over 40,000 traps set up in 2019 inside
and outside. This is now spreading through the vertical
chain from agriculture, to production, to distribution, to
supermarkets, to restaurants and more.

What do you think will happen concretely? What are 
the drivers for this change?
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Daniel: I believe that SMEs not only 
have a chance, but in can turn the tide 
in 5 to 10 years. The next few years 
belong the big ones, yes. But then the 
then the small ones will follow and go 

Why do you think SMEs still have a 
chance at all?

So, a light at the tunnel, if you step on the gas now, 
very good. Daniel, do you think the trading levels 
will change?

“I believe that we,
among others, will grow

relevantly as a digital
solution provider

in the next few years,
mainly hand in hand

with SMEs.”

better and you don‘t see what happens in the back-
ground, the big mills that turn there. That is what you 
should have the most respect for, because once the big 
giant has turned, it keeps going forward. The small and 
medium-sized companies are left behind. Why? It‘s 
like Tesla. Tesla is vertically positioned and makes its 
own batteries and software. The big companies do the 
same. An SME can‘t keep up, because we‘re talking 
about tens of millions of investments until a solution 
works holistically, safely and scalably. You will only see 
in 5 to 10 years - according to my thesis - how much 
the SMEs have been left behind. That‘s why my biggest 
advice to SMEs is to start today, because as an SME 
you are a small sports yacht that can turn and turn qui-
ckly, perhaps early enough before the ocean liners hit 
full throttle.

Daniel: Yes, quite clearly. We currently have manufactu-
rers and brands like us, dealers, service providers and 
only then the customers.
I am sure that many intelligent customers who take over 
their own pest control try to buy directly from manufac-

full throttle. And we know that they 
are very good at it. Of course, this will 
entail investments and hard learnings 
but I‘m sure that in the next five ye-
ars the big ones will think “we‘ve left 
them behind” and then in 5 to 10 years 
the smaller ones will be better and the 
customers will feel it too. It‘s like No-
kia. They rested on their success and 

became big and sluggish. Then Apple came along and 
made history.
I believe that we, among others, as a digital solutions 
provider will grow relevantly in the next few years, main-
ly hand in hand with SMEs. The solutions that we are 
planning will certainly be significantly better than those 
of the big ones. With increasing knowledge about IoT 
and digital traps and their management we will then be 
able to overtake the big players in terms of quantity, 
but above all in terms of quality. By “we” I mean the 
SMEs with us as a sparring partner who builds the di-
gital products.
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Daniel: The tricky thing is that the big 
companies have a business person at 
the top. They can quickly calculate in 
a complex way how they can create 
added value or even save money with 
seemingly expensive digital solutions. 
The SME CEO is usually very close to 

the customer and is more of a pest controller equals 
craftsman and not a business economist. Those who 
know the ropes know that the costs have long ceased 
to be an issue. We are not talking about a product that 
I buy privately, but a product that is part of a complex 
service. Pricing that in over 2 to 3 or 5 years is no lon-
ger a challenge.
It is even a classic win-win situation, because an end 
customer has over 100,000% (!!!) more surveillance, 
since 24-7/365 and an pest controller has more pro-
fit, since he earned 20€ from an analogue box and the 
service before and today can earn ten times that and 
more on the digital box. It is worthwhile for both sides, 
our team has shown this nicely in the webinar, the pre-
sentation can be downloaded.

What about the cost of digital traps? 
Is that not a constraint?

Daniel: As always, there is a light and dark side here. 
Of course, it‘s a shame that good, ex-
perienced technicians are often not 
super tech-savvy and therefore have 
their problems with apps. The futu-
re clearly demands technicians who 
have an affinity for smartphones and 
are familiar with apps or at least open 
to them. I don‘t see paper any more in 
the future. Those who not document 
digitally today should look into their 
own software as soon as possible. I 
am convinced that the end customers 
will demand it very soon. Also, the adaptation of digi-
tal traps, i.e., the Internet of Things, is better among 
younger technicians. Unfortunately, this is now part of 
it and is unavoidable, so my advice: Please deal with it 
as soon as possible.

Speaking of technicians, aren‘t they afraid of digital 
solutions?

“I don‘t see paper any
more in the future.

Those who not document
digitally today should look 

into their own software
as soon as possible.

I am convinced that the
end customers will demand

it very soon.”

turers. This makes the solution much cheaper and the 
adaptation is much better nowadays because IoT, apps 
are better and the customer group is getting younger.
But, in the end, no customer can ever make do wit-
hout a professional pest controller. CEPA takes care of 
a standard for us. It‘s becoming more and more diffi-
cult to achieve, which is good for every technician and 
good for every contractor.
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