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Chapter 17: Knock Smart

Manager Notes: Ask the sales reps if they want to be exhausted at the end of the day or if they want to make 
money. If they want to make money, they better pay attention to this lesson and apply each point to their daily 
work day. Share personal experiences on how these methods have helped you get to where you are today.

Many sales guys work hard with little results. It is important to not only work hard but also knock SMART. A 
normal sales rep will not sell a lot of accounts. A hard working sales rep will knock hard to double his failure 
and in return, double his success. A sales rep that works hard and smart will then double his sales again, 
quadrupling his success compared to a normal sales rep. During the summer you will see two types of hard 
working sales reps: One from other companies that are exhausted from running around so much, and the 
other exhausted from signing on so many people. If you’re going to be exhausted, knock smart and make more 
money while you’re at it.

Farming
How well you “farm” your sales area will determine how successful you are this summer. Poor farming 
technique not only affects you, but it can also affect others in your office. It is crucial to everyone’s success 
that everyone farms their area wisely.

People are coming and going all hours of the day. It is impossible to catch everyone home at the same time. This 
means that many of the doors you knock will not be answered because no one is home. Here is an example: Phil 
works the night shift so he is home from 5 a.m. to 8 p.m. but only answers his door between the hours of 5 p.m. 
and 7 p.m. because he is sleeping. Sally is a stay at home mom. She works out in the morning from 10 a.m. to 
12 p.m. She’s home until 3 p.m. when she leaves to pick up the kids from school. Phil and Sally both have ants 
and would be interested in the service. If you knocked on their door at 4 p.m., they would not answer and even 
though they want the service, they will never be sold unless you return to knock their door later that evening. 
Every house is a potential sale, so every time you miss a house you might possibly be missing a sale. The best 
reps make contact with every homeowner on the street.

Every week I have multiple sales where the customer answers the door and says, “I’m so glad you are here. 
I’ve been needing pest control but haven’t found the time to call someone. It’s so lucky you found me because 
I’m almost never home.” Is this lucky? NO! I’ve been to their home 3 or 4 times until I finally found them. T he 
customers that are most likely to buy are the ones that have jobs, which means they are probably a little harder 
to catch. BIG HITTING reps understand that selling is a numbers and a law of averages game. T his is something 
reps that do not sell as many accounts think they understand and can cheat the system but really have no clue. 
T hey say, “Well it’s a numbers game so if I keep knocking I’ll get more sales.” FALSE! Knocking hard does not 
make BIG HITTERS. Farming correctly creates BIG HITTERS who create their own success. The law of averages 
means on a particular street, if farmed correctly, there are so many that will buy. If you just blow through the 
neighborhoods, you will only talk to the same people that are always home and get the same pitch from every 
company and are more likely not to buy. This is what you want to do in the morning. Get your fliers out and weed 
out the prospects that are not as good so that you are not wasting your time during prime time. Many sales reps 
understand that people with money are home in prime time, so why not just knock in those hours?
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That is a horrible thought. If you only knock in prime time you will not be able to weed out the people not 
interested and without jobs, which will shrink your prime time for the right customers in half, giving you half as 
many sales that day.

In order to talk to every house, you need to keep track of the people you have and haven’t talked to. T his way 
you will know where to go back. This can be done on a knock sheet. Write down the address and then mark off 
the ones you talk to as you go through the area for the first time. Keep accurate records so that you won’t be 
worried if you’ve already talked to someone or not when you go back through the neighborhood. You should 
knock doors for about 2-3 hours then return to where you started and knock on the doors you missed. I will 
usually pick two normal sized streets per day. I will first knock them in the morning before lunch, then again 
after lunch, and if I’m lucky, I’ll get through them a third time in the evening. By the end of the day I’ve normally 
talked to about 90%+ of customers on the street and then I will go back through my streets again on Saturday 
to find the last 5-10%.

Instead of just writing if the customer said “yes” or “no”, you will want to make detailed notes on the people 
you sell and don’t sell: Name

What kinds of pest activity they have been seeing? Where was the pest activity and how long has the problem 
been occurring? What time did you knock on their door? How long they have lived there?

Even if you did not get the sale, use this information in future sales to show what the neighbors are seeing. 
Example: you pitched the Jacksons, they did not buy our service but they gave you their names right before you 
left. For the next few doors on the street:

“The Jacksons are already seeing roaches in the kitchen area so we definitely need to get this set up and going.

Would morning or afternoon be better for you?”

Some sales reps like to knock their entire neighborhood and then go back through again two or three times 
using their knock sheet. This is a big mistake. By going through all of it and then going through again, you’re 
just walking and wasting a lot of time because you will most likely be knocking the same houses again at 
the same time. Seeing how most people have the same work schedule each day, you will find more success 
if you knock each house at a different time. This will better the chances of prospects being home. Another 
disadvantage of waiting a week or two to re-knock their door is that it will lessen your chance of switching 
someone over from their current company. In many cases, they will receive your flier and think, “yes, I do have 
more insects than normal. I better call my bug guy,” giving them the sale instead of you. Why shouldn’t they 
call their normal guy? They don’t know you or what you offer.



Chapter 17: Knock Smart

1.17b

Burning Area
If you do not farm it is called Burning Area. You will not have as much success if you practice this awful 
technique. Many times, sales reps will look at the most successful salesmen in the office and say, “Why do they 
always get the best areas?” and they think those reps are being favored. The BIG HITTER sales rep doesn’t care 
where they knock as long as they have money because they create their own success. There is no luck in it.

Starting a new area takes time away from the doors as you try and find a new one. Once you have found 
the new area, you have to get to know the neighborhood. Each neighborhood is a little different: different 
atmosphere, type of people, and insects. When you first start, you don’t have any sales or know anyone’s name 
to reference as also having issues. The more time you spend in your neighborhood, the more people you’ll get 
to know and be able to refer to as also having a problem. The more sales you get, the more potential customers 
get to see our trucks servicing their neighbors. With these great tools, you will sell more and more accounts. 
Once you finish your neighborhood, you have to start the process all over again, which isn’t always fun. This 
is why we prohibit anyone from knocking someone else’s area, you will be stealing their success which they 
have created.

Burning through area will also upset the other members of the team. While they spend their time carefully 
working their areas, you are burning through the rest of the city, wasting valuable area. This, in return, makes 
everyone move long distances because you wasted all the closer areas. You will not be successful if you do this.

Callbacks
Many of your sales come from call backs on the doors. You will have to return at a later time that day or 
sometimes several days after to be able to talk to the decision maker.

It is very important that you find out: What insects they have or had last summer The decision maker’s 
name What they do for pest control What time they will be back home. You can get this information from a 
spouse, babysitters, maids, neighbors, and kids are also a great one because they will tell you every insect they 
have ever had.

As you return during the scheduled time, it is crucial that your pitch is right. As they answer the door, if it is 
the person that you believe is the decision maker, call them by name: “Are you Daniel? Great! Did your spouse, 
babysitter, kids etc. tell you I was coming by?”

If they say “no”, say, “Oh sorry; I hate it when I surprise people. We were treating the Johnsons down the street 
earlier for the ants and your wife told me you guys were having similar issues and for me to come by after you 
got off work to set up a time to get rid of it. Let me show you what we’re doing though because it’s completely 
different than most companies. I’m sure you’ve seen the local guys coming around with the pump cans; we’re 
not going to do that…”.
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If the customer says, “yes, she did let me know,” respond, “Great; I hate it when I surprise people. I was just in 
the neighborhood treating the Johnsons down the street and your wife told me that you, like the Johnsons, are 
having some issues with the ants. Did she already explain to you what we will be doing to the house to take 
care of that issue? If the customer says, “yes,” then, “Great; let’s just get you all set up for tomorrow then. Did 
we want to shoot for around this time so that you can be home or does it really matter? If the customer says, 
“no”, then go through the service and then use a close as if you already have permission. We will be treating the 
neighbors tomorrow, is this about what time you will be getting home tomorrow as well? Awesome, because I 
have a time slot open from 5-7 so lets get this set up. What was your last name?”

It is very important you call customers by name. Many times, especially after customers get off work, they do 
not want to talk, especially to a door-to-door salesmen. By calling them by name and saying who invited you, 
you won’t appear as a salesman. You are there for a reason and it must be important if his or her spouse told 
you to come back. If the prospect refuses to listen to you, say, “Look, I’m not trying to bother you. The only 
reason I’m here is because your spouse asked if I would take the time out of my day to come talk to you.” This 
will put pressure on the prospect to listen to buy. This shows the prospect how much his or her spouse must 
want the service. If the spouse did not, he or she wouldn’t have told you to return. The time to do your call 
backs are very important so that you can make the most of your day. If a customer in one part of your area 
says his spouse will be home at 4:00 and then another at 6:00 and another at 8:00, you could spend your entire 
prime time walking back and forth to different parts of your neighborhood. When you set up call backs, be 
smart about it. If a customer says his or her spouse is home in the morning, do all of your call backs first thing 
in the morning before knocking any fresh doors and before you get into prime time. If you are waiting for the 
spouse to get off work, ask if it’s okay if you stop by on your way home just after dark. The customer almost 
always thinks this is a great idea. By doing this you are able to knock until dark, taking full advantage of prime 
time and then start on your call backs. Some people hate it if you knock in the dark; however, if they invited 
you it’s perfectly okay. They are more likely to invite you inside to sit and discuss the service, which quadruples 
your chances of closing the sale.

With the customer knowing you are on your way home, you can use some different closes such as:

“Joe, absolutely I’m on my way home because it is dark outside but there is a spot I still need to fill at 12:00 
tomorrow. I have to wake up early to come all the way back out here just to fill one spot. If you will take it, I’ll 
wipe out our entire initial and do that first service at the regular treatment price of 36 bucks.”

1.17c

Phone Call Back
Anywhere from 10-30% of your sales will come from people you close on the phone. If you want to make 
serious money, spend time on the phone. The phone calls will allow you to sell to many of the people you were 
unable to close on the doors. You should create a sense of urgency. The reason you called them back was only 
because they weren’t able to sign up earlier and you’re doing them a favor.
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The best way to talk to people on the phone is to assume that they want the service and have already decided 
to take it. Make it seem like all you need to do is set up the appointment. “I’m calling to see when the best time 
to service your home will be,” or “I’ve got a couple of openings there tomorrow. Are the mornings or afternoons 
better for you?” or “I’m calling to make sure you can still do it tomorrow…”. If you are speaking with someone 
you didn’t talk to at the door, make sure you let him or her know you spoke with his or her spouse earlier that 
day (“Did your wife tell you I stopped by and spoke with her this afternoon?”). Let the prospect know you were 
in the area anyway and did them a favor by stopping by. Because you do not sell the customer face-to-face 
when working on the phone, be sure to carefully review the terms of the agreement. It is easier for the customer 
to misunderstand the service when you are selling them over the phone. Get as many phone numbers as 
possible. It will surprise you how many people you will close on the phone that did not seem interested at the 
door. Spouses, kids, and even babysitters are a great source for phone numbers. Get the name of the person 
you spoke with, make notes in regards to pest activity that they have seen, and use this information when you 
make your call backs.

Keeping track of small details will help you close more sales. What kinds of pest activity have they been 
seeing? Where was the pest activity and how long has the problem been occurring? How serious were they 
about buying? When is the best time to contact the decision maker?

Who did you speak with?

Get every phone number possible; you will close sales you did not even consider good leads.

1.17d

Knock Harder
The sales reps that sell the most accounts all have one big secret that the rest cannot comprehend. T he secret 
is to get to your area first, knock all day, take short breaks, get off the doors last. I know this is a crazy theory 
that most sales guys do not want to believe and would rather find some magic Dumbo feather, but the truth 
is that one does not exist. There are many ways to help you get sales but to be the top sales rep, you have to 
knock harder than the rest.

In my first year with Armor, I was the top sales rep. We had many, extremely good sales reps come with us from 
other companies and sales jobs that were promised to outsell me. One by one they fell short. At the end of the 
month, the sales serviced numbers were placed on the board to see who completed their goals for the month. 
I was in the lead that month with 113 serviced sales. One of the experienced sales reps who had been knocking 
alarms for the past four years was really disturbed by this as he looked at me and said, “How is it possible for 
you to always beat me?” He was very educated on how to knock and the science behind the sale as he studied 
many authors. My good looks weren’t a good enough answer for him, so he decided to go on the doors to 
shadow me. We knocked one street together. While walking that street, we kept talking and I kept walking as 
we went door to door. I would knock a door, wait for a little bit, and then leave to the next door. He kept asking
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“Wait, are you not going to sit here a little longer?” I told him there was no time to wait. and I would cut through 
all the yards instead of using the sidewalk. When someone answered the door, I got straight to the point, not 
wasting any time. I talked about my day, how I knock two streets per day and go up and down them as much 
as possible. My breaks were short. At the time, my car did not have AC; it was 115 degrees outside and 135+ 
degrees in my car. I packed my own lunch and water in my car so the only time I would break to eat was in 
my extremely hot car. You can imagine my breaks were short so that I could get out of my car to feel the 
natural AC. Although it was a 115 degree breeze, it felt better than my hot and humid car. During that one 
street we knocked, he saw me talk to two people briefly and close zero sales. At the end of the street he said 
he understood why I sold so many more accounts and he was ready to leave. He then picked up a similar 
work day and I had some true competition to give me a run for my money. As I mentioned, that rep had sold 
four years in alarms and was one of the top sales reps each year. At the end of the sales season, he said that 
summer was his most successful summer and he had made more money than any previous summer.

Average sales reps, will get on the doors around 12:00 and take a two hour break at 2:00. T hey will knock for a 
few hours then take a break, knock a few hours and take a break, many times taking people with them. These 
sales reps get about 5 hours of actual knocking in their sales day and they will sell under 150 accounts. Top 
sales reps get on the doors from 11:00-3:00, take a 30 min lunch break and get back on the doors for the rest 
of the night. They usually have drinks in their cars or stash them in some bushes on their streets in case they 
need a drink. This schedule gives them 8-9 hours and no wasted time in prime time. This allows sales reps 
to sell twice as much because they work almost twice as many hours and get twice as much experience as 
average sales reps.

As you walk door to door, walk like you have a reason. You should walk fast as if you have somewhere to be. 
You are a sales rep who is portraying yourself as the bug guy. Bug guys walk in yards, sales reps walk on 
sidewalks with a suit and tie. Some sales reps zigzag in the street back and forth, crossing the street to knock 
a door directly across from the last each time. This not only sounds and looks ridiculous, but is extremely tiring. 
Remember, you are paid on 100% commission, so if you spend your entire day walking, you will not make

very much money. I don’t even know how many times I have been walking fast, up and down the street and 
someone in their yard that had told me “no” earlier that day stopped me and said, “I want your service. I can 
definitely see you are a hard worker as you work in the heat all day. I believe you will treat my home correctly.”

As I’ve mentioned, you want as much time as possible to spend on the doors, which means you need to get 
to the next door as fast as possible. The fastest and shortest distance to the next house is straight through 
the yard to the next home. If you use the sidewalk, it is 3 times more walking than is necessary. In my years 
of selling, I have never had anyone get mad at me for doing this and I do it every day I sell. Even if you have a 
couple of people get mad over the summer, this technique will increase the average sales rep’s numbers by 
20%. At $150 to $300/sale, is it worth it by the end of the summer? YES! 20% on 150 sales is an extra 30 sales. 
30 sales multiplied by $150/sale, adds $4,500 to your bank account! Another common mistake sales reps will 
make is spending an extra 10-60 minutes after the sale shooting the breeze with the customer, to build rapport.
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This is a waste of your valuable time. Yes, building rapport to solidify the sale is important, but can be done 
a lot quicker and as you are getting the sale. You will see that sales reps that do this have just as many 
pre-cancellations as the top sales reps but do not knock as many doors which gives them less sales. Some 
sales reps also believe they need to be at every appointment that they have getting serviced. This means a 
lot of walking back and forth with the technician, losing another 30 minutes to an hour. Prime technicians 
are great, friendly and full of information. Don’t stress out about being at the service when the technician 
is there because they are professional and very good at what they do. You just need to worry about filling 
the route.

During my first year with Armor, we would do competitions and some reps thought I was somehow cheating 
to get all my sales. T he truth is, in a way, I was. I would use a specific schedule to ensure I would win. Do 
you want to know the schedule? I would put in a 54 hour knock week. The other sales reps would put in a 
30 hour knock week. 54-30= a 24 hour difference. If they were knocking 5 hours a day it would take them 5 
more days to make it completely fair, almost another full week! Plus, I had way more experience when I took 
their one summer and turned it into two by the amount of hours I worked.

If you want to be a great salesperson work harder than the rest. It is only 3-4 months and you have the rest 
of the year to look at your money in the bank and not stress about trying to find a job immediately. If you 
stay home instead of selling, guess what? You will have nothing to show at the end other than the receipts 
for rent and food you paid for.

Door-to-door sales is an extremely hard job for this one fact alone: no one goes door to door with you to 
make you knock all the hours. For this reason, I have been extremely thankful because it forces companies 
to pay young adults without fancy degrees A LOT OF MONEY which they could not get anywhere else, 
especially in only 3-4 months.

You, however, are meant for this job and can push through the objections and heat because you understand 
it is only 3-4 months and it is worth it. By following the schedule of working as hard as possible, you will 
have a lot more energy. I promise you this. You will get back to the apartments almost every day with more 
sales than the other reps, especially the ones who only worked half of the hours. You will go home with no 
regrets and will know that you can and will accomplish anything in your life with the skills you have learned 
during the summer.


