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Get Rid of Your Pest Problem
Prime Pest Control uses only the highest-quality liquid sprays, pastes, baits, traps 
and non-airborne granulized pest inhibitors. Our technicians are fully qualified and 

ready to take on your pest problems.
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Chapter 11: Create Transition Concerns

1.11a

Manager notes: Make sure as you teach this lesson, the reps memorize the pattern of the transitions and 
that they see the importance of each transition and why it works the way it does. Take time to role-play 
just transitional phrases and have each person write them out in their correct order so they can see and 
use the pattern as they sell.

Price, power spray, granules, and wall injection are key points of the service that you want customers to 
understand so that they can make an EDUCATED decision about our service.

How do you explain those things and keep customers’ attention to make sure they get all the info, but not 
get bored and lost in the sale? With the proper transitions!

The purpose of the transition is to move their minds and attention from one point to another. This way, they 
can be fully involved and better equipped to make educated decisions about our service. The reason I say 
educated decisions is because our service and prices, especially for the value, are the best in our market. 
The only reason customers should not choose to buy is because they cannot afford any type of pest control 
services or because they do not understand what you are offering. These transitions will help you inform 
customers of our service and allow you to add a few concerns. These concerns can help them see what you 
are truly offering as you compare apples to apples with other companies’ services. If done correctly, many 
customers will feel as if they are emotionally drained and had all their questions answered, even though 
they didn’t say anything. Then they will sign for the service before giving you any concerns of their own.

Tone
By exaggerating these words in bold with a slightly louder tone, customers will remember these phrases 
and this will get them committed and interested in what you’re saying.

Create a Concern

1.11b

Initial Pitch

Price Pitch: You start off with the initial pitch, which cleverly ends with either “real cheap” or “more than 
half off”. Why? Because whether they are interested or not in our service, ending with the statements will 
irritate customers to want to know the answer. Your tone should be a little louder and add great emphasis 
as you say the words and phrases: MORE than half off

The reason why we are the only company with a money-back guarantee is because we are COMPLETELY 
DIFFERENT THE BIGGEST problem the neighborhood is having THE BIGGEST thing that SEPARATES US .
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In the training diagram you will notice a line between the thing you want to talk about and the transitional 
phrase. This line is the “Create the Concern” stage. Most of the time, customers will have many concerns 
they don’t realize. What you do to keep them entertained and paying attention is take them through an 
emotional rollercoaster.

You have the option on several different effective pitches. At times, it is best, in certain neighborhoods to 
ask customers questions about what they do or what their current company does, also what they like and 
don’t like, where they see bugs, etc. However, sometimes it is easier for first year reps to get a pattern on 
how to explain our service. It will make the sale smoother if you take customers through a step by step 
process on each of their concerns. After all, you are the professional and already know why they are having 
the issues they are.

will ask cleverly back, “Well, what’s more than half off?” or “what is really cheap?” Then, you have their 
attention for the rest of the pitch, which is enough to get them to listen to the rest of our service and close 
them.

I personally like the Price Pitch when using this technique and others because what I am doing is getting 
their minds to move from one place to another. This means they must leave all other thoughts so that they 
can be fully involved in what I am saying at that specific moment. This needs to happen so that they can 
understand the full value of our service.

Price is often a concern for many people and they want to know it right away. Many times, especially as you 
are explaining the service, the customer will be thinking, “Wow, Armor’s service is intense; this is probably 
expensive. This isn’t a bad thing for customers to think because then when you give the price, they realize 
that it’s a great deal. However, on the flip side of things, if they are too worried about the price during our 
pitch, they may not understand and hear everything you have to say.

Another advantage of giving the price first is when it comes to the close, you have the price completely out 
of the way and the last thing you talked about was the service. They are most likely to make decisions on 
the service, not just the price.

However, if the customer says, “Well, what is your service?” before asking the price, go through the service 
pitch starting with power spray and give price last. Give customers what they want to hear first so they will 
give their full attention. You are still able to control the sale by giving them the concerns starting with the 
right transition.

Note: To make this pitch possible, you must go straight to the pitch after saying the price without giving 
them a chance to talk or ask questions. You do not want customers to make decisions on our service solely 
based on price.



Chapter 11: Create Transition Concerns

“I’m just letting everyone know we’re bringing our trucks through the neighborhood. We’ve just been get 
a lot of calls about the insects popping up around the home. Have you been seeing more of the ants and 
spiders or just the crickets like everyone else?”

This pitch is very effective. Instead of focusing on the price first, it focuses on the service first. This pitch 
has a lot of advantages on getting customers involved and admitting they have a certain bug issue. As 
soon as they tell you what insects they are seeing, ask where and if they have mainly been seeing them 
inside or outside, and then where specifically. After asking a few questions, you will be able to find out what 
insects they have and where. It is important that you show immediate concern. If it is a concern to them, it 
is a concern to you, and every concern they have is a big concern. You want to tackle that issue first: where 
their concern is. That is where their mind already is, so keep it there, fix it and then you can start to move it 
and take control.

If they say ants or roaches are in the kitchen, explain the baseboards and wall injection first; then start from 
the beginning with the outside power spray and granules and close last.

If they say black widows are on the front porch or garage, explain our power spray, granules, wall injection, 
then close.

If they say ants in are the back yard, explain granules first then go to the start with power spray, wall 
injection and then close.

This pitch works best when you get in a neighborhood with tons of bugs or when you walk up to the front 
porch and can see a lot of alive or dead insects and/or spider webs around the doorway. Getting customers 
to confess they have an insect issue will help immensely throughout the sale because they have instantly 
put their guard down and are involved in their issue. That specific issue is what matters to them at that 
moment and helps to get them moving from one point to the next.

1.11c

Transitions

Power Spray Transition

Bug Pitch
Another initial pitch that works great once the insects have come out is the Bug Pitch. As you explain the 
service, you use your transition from the price to the power spray.

“The reason why we upgrade so many people isn’t just because of our pricing, but because our service is 
Completely Different.“ In the different states we sell, pest control isn’t anything new. Chances are they have 
had multiple people knock on their doors
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to inform them about pest control and they have probably used a few different companies’ services on their 
homes and/or experimented with a few products themselves to try and get rid of the never-ending issue. 
The reason this transition captures their attention so much is because it is something different than most 
sales guys would say. ‘Completely Different’ catches their curiosity, which will often get the best of them, 
forcing them to listen as they think, “I’ve lived here my whole life and know pest control. How could you be 
completely different?” This is exactly where you want them.

Create the Concern
Now with the help of the proper transition, you take them through the emotional rollercoaster.

“Most companies come around with that little pump can to hit the very corner of the wall (SMILE), don’t 
worry, we’re not going to do that to you.”

The customer is either thinking, “Good because I’ve tried that and it does nothing,” or they are thinking, “well 
that’s what I do now.”

“What we’re going to do is bring in our truck which has a big power sprayer connected to it like if you were 
to wash your car. We will spray 3 feet up and 3 feet out, 4-5 gallons all around the home.”

Now that we have shown them what they are most likely currently getting compared to what they could be, 
they are thinking, “That’s a lot of product.”

This emotional rollercoaster first showed the customer how the majority of people, including him, get their 
home serviced. As you go into explaining our power spray, the customer will start to realize that there are 
better ways to service a home. This could possibly get him a little worked up as he thinks he may be getting 
ripped off or wasting his money.

“The BIGGEST ISSUE everyone has is…” Of course this will catch the customers interest. If someone knocked 
on your door and said, “Sorry to bother you, but I need to let you know about a big issue everyone in the 
neighborhood has.” Would you not listen? You might kick him off pretty quick if it isn’t a big issue, but the 
majority of people will drop whatever they are doing and listen.

Create the Concern

Granule Transition
Now that you explained our power spray service, you need to get in his mind and move its focus and 
direction from power spray to granules.

“The biggest issue everyone is having is that all the insects are laying their eggs in your yard, and they just 
keep coming and coming and coming no matter how much you spray.”
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Whether the customer knew this before or not, he is now thinking, “Dang! That’s a big issue. How in the 
world can I stop that?” But once again, you save the day as you treat their emotion almost as if you are 
saying, “Don’t worry. Calm down. I will help you get through this issue. What we do to stop that is lay down 
granules…” and explain the service.

Wall Injection Transition
“The BIGGEST THING that SEPARATES US from our competitors is…” This is a great transition phrase to get 
from granules to wall Injection. So far, you talked about how we spray more and attack

the nesting sites in the yard. It looks as if we do everything other than the garage and baseboards so far, so 
what could possibly separate us from our competitors?

Create the Concern
Every company does the garage and inside, as do we, because it needs to be done. Now, give them a 
problem for you to solve. The problem is when the insects get inside the water box and end up where the 
pipes lead (normally in the kitchen/bathroom area). Every company will spray there so if bugs come out of 
the walls it will stop them, but this really just traps the bugs in.

Now you have the customer thinking, “Great, I’m stuck with them no matter what.” Well, don’t worry. We 
have a solution for all pest needs. What we will do is a wall injection.


