
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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Manager notes: Make sure the reps see that they have ways to rebuttal 10+ times while still giving slightly 
new information. After going through these rebuttals, ask the sales reps what they like to do on the doors. 
Do a training to see who can smoothly rebuttal the most times.

I have ants: “That’s why I’m here. The Johnsons are also starting to see ants and we need to fight back ASAP.” 
.
I have a company:

“That’s why I’m here. The Johnsons also had a company but they were still having an issue with the ants in 
back. Who are you currently using?”

I don’t have any bugs:

“Great! That’s actually why I’m here. We have just been getting a few complaints about the insects starting, 
which is why we are taking care of them and putting a protective barrier around the home right before they hit 
full force. That is why I can do it so cheap.”

I do it myself:

“Great! Bob down the street was also doing it himself but was having a couple issues in the backyard. Are you 
using the Home Control from Home Depot?”

That’s Why I’m Here
When a customer gives you an objection, it is important to rebuttal as soon as possible. This will show you are 
knowledgeable and confident in our service and your job. Sometimes you might be stumped. If this happens, 
a good quick rebuttal to many objections is, “That’s why I’m here.” This buys you a little time to get your 
thoughts together.

Know Your Competitors
The objection of, “I have a company,” will be common and it is important that you can rebuttal quickly with 
good information. It is important that you know and study your competition, what products they use, how 
often they spray, how much they charge, etc. If you don’t know about a certain company, ask the customer 
for this information and/or ask your manager and co-reps that night or the next morning. Prime spends a lot 
of money to insure that we have the very best service with the best products. Use this to your advantage. If
you don’t know exactly what another company does, you can run into a frustrating headache as you explain 
the service and customer say, “Oh yeah, my company does that too,” after everything you say. If you know 
what they really do, especially if you have an invoice left from the technician of that company, customers 
cannot lie. Reality will hit them on which service is better as you compare apples to apples.

“That’s a great company (pull out the contract or service invoice from that company). The main reason I’ve 
been switching people over though is because this is what they are offering and this is how we are different.”
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Price Products Amount laid down Money back guarantee Inside (wall Injection) Yard (granules) Point out that 
some companies use harsh products

Don’t Shoot All Your Arrows
There is a lot of information you can give to customers. It is important to remember not to give them too 
much to begin with. First of all, there is no way they can intake and remember all the information at once. They 
will get bored and not listen to your full pitch. If they say, “no,” after getting all the information, where do you 
go after that? Repeat what they said, “no,” to or go to the next door. As you explain the service, mention we do:

Power Spray
Your pitch is, “We spray 3 feet up and 3 feet out all around the home.” Then you explain the next service: 
granules. If customers turn you down because they think they can do it or have another company, you are 
able to go back to the power spray in more detail.

Talk about how store bought products are contact kill products. Ours send the insect back to the colony to 
pass around the disease.

You can also go into why they need a power spray, its ability to go deep inside the cracks and crevices, and 
how a pump can does not have the power to do that.

Our spray is microencapsulated, which means it is waterproof and does not evaporate in the heat for 60-90 
days, giving them 100% everyday protection.

1.15b

Granules

If they still have concerns:
“Another great aspect of our granule system is that it will stop and kill scorpions. I know the big rumor around 
here is that it is impossible to kill scorpions. This is 100% false. The way the granules attack scorpions is 
through scratching up their exoskeletons, on the belly, injecting them with product. This will irritate them and 
send them off your property really quickly and back to where they came from or dehydrate and kill them as 
they proceed through the yard.”

Pitch: “Granules act in two ways: one sinks inside the soil and flushes out the nests and the other stays on the 
surface and attacks insects as soon as they hit the yard.”

“The great thing about the granules is that one part sinks inside the soil to flush out the nests. What most people 
don’t know is that they come to your home from underneath the soil. Termites, ants and roaches are famous 
for this. Seeing how our product is already there, it will prevent them from coming from underneath at all times 
You really need that granule system or they can still make it to the home no matter how much you spray.” 
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Eve Sweep Add the eve sweep into the sale at the end as an added bonus, or use it as a rebuttal.

“One extra thing we will do for you tomorrow and add in every time at no extra charge is an eve sweep. Our 
technician will pull out his big broom and sweep away all of the spider webs around the home to make it look 
nice and neat.”

Wall Injection
In your pitch you told customers how bugs get in and why they need a wall injection so we can flush the 
insects out instead of just trapping them, then you close them. If they still have concerns:

“A great thing about the wall injection is that it is a powder, not a chemical, so it stays there until so many 
insects come in and

take it away. We treat the outside so well though that that product could last for years, so you don’t always 
have to have our technician marching through your home to lay down new product.”

As you can see, there are many ways you can rebuttal and bring focus back to the product to help customers 
see and realize how great it really is.

Be Persistent
All too often sales reps walk away from doors knowing they could have gotten further with customers and 
possibly closed them. Perhaps customers controlled the conversations or the reps simply gave up too early. 
It is imperative that you maximize each door approach. One of the most important things to remember on the 
doors is that you must not take “NO” for an answer. If you want to be successful this summer, you need to 
be as persistent as possible. No one gets paid from hearing and accepting the word “no” on the doors. Many 
reps talk about “pushing” the customer or being “pushy,” in reality, when they use this phrase they are simply 
talking about how persistent they needed to be to finally get customers to commit. You should try to get some 
kind of commitment from everyone you meet. If they are not interested in pest control, make sure they know 
who to call and who to ask for when the bugs do come. Never walk away until you have the best commitment 
they will give you. Everyone you talk to will be at a different level, so it takes a step by step progression to see 
how far they’ll let you go. We usually start off with a strong, urgent approach to see if someone will accept the 
service. A small percentage of the people you talk to will sign up in the beginning of the sales cycle. The others 
will have concerns that prevent them from making an immediate decision. Ask questions to understand what 
the possible concerns might be. It may be that the individual wants to talk to his spouse, they is going out 
of town, has another company or any number of other reasons. Once you know the concern, you can begin 
to resolve it. In certain instances, you might attempt to get a tentative appointment with the customer you 
may say something like, “I’ll tell you what, I’ve only got a couple of spots left for tomorrow so what I’ll do is 
pencil you in here and then I’ll give you a call tonight to make sure we’re okay.” In any case, if someone is 
even slightly interested, get a phone number. If that is too much for someone, you’ve been shot down quickly, 
or you aren’t able to get a phone number, still go for the next best commitment. Tell the customer that you’ll 
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leave your number and that you’ll offer the discounted price if he or she calls before ______ (give them about 
1-2 days). When getting a phone number, pull out your pen and say, “What’s your phone number?” or “I’ll hang 
on to that spot and call you later. What’s your name? What’s your phone number?” Never ask if you can have 
the name or number or it will sound like there is an option. Assume the customer has already agreed to give 
it to you. Never look at a person when asking for the phone number. Always look at your phone sheet, holding 
it so the person can see that you already have many of the neighbors’ names and numbers. 

1.15c

Hot Button
Any time customers mention a specific problem or concern, they usually have a pest problem and this is now 
their Hot Button. People will mention quickly the things that concern them about bugs. Listen carefully to 
the things they say. They always mention the thing they are the most interested in and curious about. Make 
their concerns the focus of your approach. As soon as you hear something specific, use that opportunity to 
emphasize a solution. Use the customers’ bug problems to give value to the service. If customers tell you they 
have been seeing black widows, don’t talk about the diseases roaches can cause. Get to the point, keep their 
interest and don’t bore them with facts that have nothing to do with the problem at hand. Take advantage 
of anything specific and personalize everything you say to fit each customer’s situation and solve his or her 
problem. You can never hit a customer’s Hot Button too much. I have sold many people— men and women— 
that freak out at the words “roaches,” “scorpions,” “spiders,” etc. I will just talk about that over and over and 
they will sign up and buy even though they had never even seen one in their homes or on their property.

Silent Rebuttal
The first time I use The Secret is before my knocking day begins. I will set my sales goal and then I will close 
my eyes and imagine myself knocking a door, a customer answers and I give my pitch, he says he wants it, 
I go through and watch him sign each place and I personally sign. I will then get his credit card, put it in and 
watch it approve. I then click the “Create Customer” button and I see I have 1 sale on the day. I will repeat 
this process until I have completed my sales goals. I have now closed each customer in my mind. The only 
thing to do now is go on the doors and close them again but the power of the universe has already put it 
into play so it will happen.

The second time I use this close is at the door. The customer will either go inside to get his credit card or go 
inside to talk to his spouse to discuss if they will be signing with our service or not. When he goes inside, I 
go through this thought process: I will take a deep breath in and suck out all the black, negative energy in the 
home and then I will blow out, replacing the black energy with a brilliant blue going through the home. I will 
repeat this process several times until the entire house is full of Prime greens and I’ve taken all the negative 
energy and concerns from the house. I will then imagine the customer opening the door and giving me his 
credit card which approves and I get his initials and signature. Afterward I click the “Create Customer” button. 
I’m looking at my list of accounts with a smile because I have another sale on the day.



Chapter 15: Rebuttals

Once I’ve gone through this thought process, I just sit back and relax because I know the outcome will turn 
out just like that. I know this sounds crazy and weird and it does not work every time, I do promise at least 
for me I close A LOT higher percentage using this technique.

Experiment with The Secret. It WILL apply in so many ways in your life if you truly believe.

This rebuttal comes from The Secret or The Power of the Universe. Some sales reps believe in it, some don’t. 
Through much experience and experimenting, I 100% know it helps me close more sales. The Secret can be 
used in several ways.


