
Prime Training

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.

Spiders Wasps Bed Bugs Termites Rodents Cockroaches Ants
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Chapter 12: Solidifying the Sale 

Manager notes: It is easy for sales reps to get excited they have a sale and forget to solidify it or are so 
excited that they are too scared to solidify it, thinking that it may lead to a cancellation. Make sure they 
realize by not solidifying the sale, they can count on half of their sales canceling. It is that important and it 
would be horrible to put that much effort into the sale to lose it by forgetting a few lines at the end.

Even if you close the sale, if the house doesn’t get serviced, nobody makes any money. Before you leave 
every house, make sure you review with the customers everything that they have agreed to. You should 
make certain that they realize you are counting on them to honor their commitments. Whenever you ask 
customers to do anything and they agree to do it, you must follow up that request with an explanation as 
to why it’s important. For example: “Make sure you’re here between 1 p.m.-3 p.m. tomorrow, otherwise I 
can’t qualify you for the discount.” Use phrases like: “Can I ask you to do something for me?” or “I need you 
to do something for me.” T he’ll realize they’ve been trusted to do something and have made a personal 
agreement with you. If you make a sale and set up an appointment, follow the entire agreement with, “Will 
someone be able to be here for sure?” T his way they know how important it is to be there as they have 
committed. Let customers know you are also making commitments to them.

One other thing that is very important for customers to understand before you leave is that they will still be 
seeing insects for the next 60-90 days as we flush out the nesting sites. If you do not inform them of this, 
they will be seeing an influx of insects as we flush out the nesting sites and they will call the office very 
upset and wanting to cancel. If you let customers know we are flushing out the nesting sites so that we can 
take care of the main source of the issue, it will make sense and they will be happy.

“I just want to let you know that after the first time we spray, it is not uncommon to see an increase of 
insects. As I said, we will be flushing out the nesting sites, so you have the process of the eggs hatching, 
insects coming out, then hitting the product, and repeated possibly a few times. T his process will continue 
for a little over a month until the last egg hatches. If you have an issue after that, please give us a call. “Do 
you have any questions about anything? Here’s my number. Let me know if I can do anything for you. And 
if you have an insect issue in between our visits, let us know and we’ll take care of them for you.”

Write the time slot on the back of your flyer and tell customers to put it on the refrigerator. A great way to 
solidify sales is to give the customers a few flyers with your name on them and tell them about the referral 
kick-back that you can offer. Explain that if they help you find a few more people to sign up, then you will 
give them a referral bonus. Be sure to review the 12-month agreement. These items are all important in 
avoiding future cancellations. Some sales guys get really nervous about losing the sale once they leave and 
spend an extra 15-40 minutes after the sale building rapport. Shooting the breeze is not necessary and is a 
waste of time. You will see that sales reps that simply explain the contract right, remind customers of their 
time, and build a little rapport during the sale will have the same pre- service cancellation rate if not better 
than the sales reps that spend a lot of time to solidify the sale. What you will see, however, is that the sales 
reps that spend a lot of time with customers afterward do not sell as many accounts during the summer 
because of all the time wasted after the sales.


