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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 19: Stay Motivated 

Manager Notes: As you teach this lesson, share what you personally do to keep your head on straight 
and to stay motivated when you feel down. Have others on the team share their ideas and techniques. T 
his will be a fun lesson and get guys excited to try new things and work hard.

Success in anything you do in life depends deeply on your dedication to hard work and committing yourself 
to being the best you can be. These two principles will help you become the salesperson you wish to be and 
bring to you the success you seek. All great leaders and successful people throughout history were brought 
success through the belief that their thoughts and actions influenced the outcome of everything they did. 
These figures learned early on that if they were to reach their goals, which many thought impossible, they 
would have to learn to control every thought and action. T hey only allowed the best and most positive 
thoughts to enter their powerful minds and were constantly DOING all they could to help bring the success 
they seek. In sales, these principles mean more than you know.

Goal Setting
Goal setting is arguably the most important thing you will do all summer. Someone great once said, “If one 
does not master the art of goal setting, he will get to the end of his life, look back and realize that he had only 
accomplished a small portion of what he was capable”. If you wish to achieve great success this summer then 
you will need to apply correct goal setting techniques. A true goal is one that requires commitment, hard work 
and sacrifice. If you wish to obtain the success that the top reps in the industry do, then you must set goals and 
work toward them as they do. It is imperative that you set goals every day, week and month that you are selling. 
Be sure to set goals that are realistic. However, do not use ‘realistic’ goal setting as an excuse to set the bar too 
low. Goals should always be just beyond your reach. You will always do better if you are being pushed. Make 
sure to not set yourself up for failure, this can create discouragement. Be willing to push through the negative 
emotions that come when one chooses to do something extraordinary. There will always be opposition when 
one puts all his heart and mind toward a righteous and outstanding goal.

Visualization is the key to any and all correct goal setting. If you cannot see yourself achieving your goal, 
then you won’t achieve it. Many professional sports players use this technique before every match or game. 
T hey close their eyes to visualize themselves beating their opponent and winning the match. T hey see and 
feel the win. Visualization is nothing if you can’t imagine what it will feel like to achieve your goal. This is a 
technique that I have personally used on my biggest weeks, months and summers. Every morning I would 
wake up and do what is called the “Hour of Power”, invented by Anthony Robbins. Each day brings new 
people and new situations to the table. You should always have the faith that if you set your sales goal as 
3 today, that as soon as you step out of your vehicle there are 3 people waiting and ready to buy from you. 
This belief enables you to push through every “no” and await the “yes”.

Throughoutthesummer,itwillbetemptingtoslackawayfromyourgoalsDON’T DO THIS! STAY FOCUSED! Keep a 
reminder of what you will do with your earnings. T ape a picture to the inside of your binder of that new truck 
you want or that beach you will be sitting on after you receive that first lump sum of money that you earned 
from selling for Prime Pest Control. Above all else, great goal setting will require you to always stay positive.
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1.19a

This is another key to correct goal setting. It is human nature to get negative when the going gets tough. Keep 
your head up and ward off any negative thoughts or feelings that may come to you throughout the summer. 
Top sales reps ensure success by always looking ahead and retaining good, positive thoughts at all times. The 
best way to visualize a goal and solidify it is to write it down. Below is a sales calendar for you to calculate your 
daily, weekly, and monthly goals. Make a summer goal and calculate how many 12 month contracts you will 
need to sell every day to reach that goal. Write each daily goal next to each date.

Help Each Other Stay Motivated!!
If you can create a situation where you are not only excited to sell but everyone in the office is also excited, 
you will all sell more than you ever could alone. In the office, you can create excitement by congratulating 
those who are successful and being genuinely happy for those who are doing well. Be glad to see success and 
praise it whenever possible. A little in-house competition becomes a very challenging and healthy sport. On 
the doors, pump each other up, and convince each other that you will reach your goals. If you can do this well, 
your numbers will improve. This success will build on itself, raising the sights of everyone because everyone 
will believe it is possible. No one in particular will be constantly in the lead, but all will be challenged for that 
position. Even more so, you will never sell as many as you will when everyone is selling well. With everyone 
giving, everyone will be receiving. That means that you will be receiving of the excitement and energy to keep 
going. The people you talk to on the doors are always able to tell when you’re just giving the same old line and 
they will always see when you are happy to be there to talk to them. They will feel like you must have something 
great for them and they will enjoy hearing you tell them about it. There are more sales made when you are 
happy and excited than any other time.

1.19b

Keep a Level Head
It is far too easy for us as human beings to allow our thoughts and emotions to control us. T here are outside 
forces trying to control us on a daily basis. You will learn quickly that selling is very mental and emotional. If 
you do not control these aspects of you, it becomes very difficult to stay motivated. We come across people 
who are very rude and unkind, we lose sales, we make sales, we have family issues, and we may have personal 
issues. Our lives are emotional roller coasters and if we let it take us for a ride we will never be able to reach 
our full potential. A great opportunity we have as salespeople is that we have a day-to-day opportunity to learn 
how to develop greater self-control, ultimately raising our self-esteem and self-worth. Selling is not easy. If 
it were, everyone would do it. If you wish to become a great sales rep, you must learn to keep a level head 
throughout the day. When we make a sale we become very excited and when we lose a sale we can become 
very depressed or angry. There are also days where it’s at the end of the day and you may want to give up 
because it seems useless or you didn’t get a sale the day or two before and have lost your confidence. Many 
sells guys, especially experienced and bigger hitters, can fall into a fear of not succeeding when so many 
people expect them to kill it like crazy. They fold under pressure if they can’t keep it up and they start to look
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for excuses on why they didn’t sell and start to do other things that really are not important instead of getting 
out of the car. If they still had a good day they let everyone know how many they had and only worked part and 
if it was an off day they had a great excuse. Getting out of the car to knock that first door can be the hardest 
thing to do in your entire sales day. Everyone has this issue at one point or another. There can be many ’peaks 
and valleys’ during a day of sales; your ability to keep these peaks and valleys from getting too low or too high 
will help you do great things not only in sales, but in life. Everyone is different and we all may have different 
methods of keeping ourselves in a good mood. I do 3 on a daily basis. First, I wake up, put on my shoes and do 
the hour of power before I do or think of anything else so that I can start my day in sales mode. Second, I read 
the same two chapters from the book The Greatest Salesman in the World, which are “The Scroll Marked 3: I 
will persist until I succeed “and “The Scroll Marked 4: I am nature’s greatest miracle”. Third, right before I get 
out of my car, on my way out to my area, or if I hit a few bad doors and am frustrated, I will sit in my car for 5 to 
10 minutes as I get my drink and look at myself in the visor mirror as I repeat, “You are the greatest salesmen. 
Everyone wants to buy from you. You are good looking; Why wouldn’t they?” I will talk myself up over and over 
until I’m convinced and bolt out of my car to go get the sales waiting for me. This makes me sound conceited 
and I normally wouldn’t tell anyone I do this but it does work great for me and maybe will for you. Experiment 
with different methods and ask other sales reps about their methods.

Accentuate the Positive!
People often respond to us in ways they think will outsmart or get rid of us. They will try every kind of negative 
response, thinking that by saying something challenging, you will give up and walk away. They will get rid of 
us only if they can keep the conversation on a negative level. T o avoid this situation, we must listen carefully 
customers. Pay special attention to the tone of their voices and the words they are using. If you hear the 
tone becoming negative, you must immediately swing the conversation upward into a positive exchange or 
you’ll lose them. Anything to the effect of, “You know, you’re right…”, “Actually, that’s why we now do things 
differently…”, “That’s an excellent question; we found the same…”, “Most people I talk to ask the same thing; 
we don’t do that anymore…”, “A lot of your neighbors have had trouble with the same…”, “That’s a great 
idea…”. Any time you can change the mood to one that is supporting of their objections, they will begin to 
support you in the things you say. You will actually create a situation where they know you understand them 
and are on their side. When it’s time for them to agree with you (like when you need them to want to have 
the service) they will more easily be able to because you are both on the same side and see things the same 
way. Finally, never use negative words or phrases that contradict the opinions of the people you talk to until 
you have supported them in the things they say and are worried about. Then you will be able to get them to 
agree with you when you need them to understand what you are saying and why you’re there. 

Important Things to Remember
Always remember that it is only 4 months. Yes, it’s hot. Yes, other sales guys might not be knocking like 
they should, but not you! YOU are better than that! The more summers a sales rep has done, the easier it is 
to work all the hours and hit the big numbers because they know this is only 3-4 months and it ends. After 
it ends, that’s your paycheck for the entire year. For others who decided to play, they have to go home and 
get jobs and/or student loans because they thought the summer would never end and gave up. It is ONLY 4 
months. You can do anything for 4 months, especially when the reward at the end is 100% worth it.


