
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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1.3a

Manager notes: For some reason, the initial pitch seems to be the hardest one for sales reps to learn. 
Make sure you take as much time as needed to ensure that the sales reps can understand and give the 
pitch as smoothly and with as much confidence as possible. If not, there is no reason to go further in the 
training because he or she will never get further in the sale with a potential customer.

There are many pitches you can use when the customer opens the door. Some work better than others 
depending on the neighborhood, weather, insects, etc. Normally, we start out with teaching sales reps the 
Price Pitch because price is a very common concern that every neighborhood has. You are able to use it at 
any time in any neighborhood during the summer. At the beginning of the summer, it is typically the most 
popular pitch because the insect season hasn’t quite hit yet. Once we get in mid-May and the weather 
starts warming up, we begin using other pitches such as the Bug Pitch.

Manager notes: We will go over the Price Pitch and then pick it apart on the details: why we say what we do, 
how we say it, and how we move as it’s being said.

Price Pitch
Every thing real cheap.”

“I’m just letting everyone know we’re bringing our trucks through the neighborhood. We’ve been getting a 
lot of calls lately about the ants and spiders popping up around the outside of the homes. If we can get you 
on as we’re coming through, we’re doing

Manager notes: After reading the pitch, ask the team what stands out to them and why. Get them 
participating and engaged in the pitch.

Some companies train to first address the customer regarding how their day is and then state your name 
and the company you work for as you point to the company name and logo on your shirt.

Don’t Beat Around the Bush
As you get to your initial pitch, it is better to just get straight to it and let the customer know what you’re 
doing – “I’m just letting everyone know we’re sending our trucks through the neighborhood…”

Why might this not be the best way to address a customer?
If you are in Denver, North Carolina, Utah, or some parts of Oklahoma you can get away with this. If you were in 
a faster-paced city, starting your pitch like that would be extremely frustrating. In a bigger, faster city, especially
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ones that get more door knockers, the only thing that pitch does is make the customer instantly think, “He 
just introduced himself to me, so I don’t know

Him and don’t have time to listen to this sales pitch”. Then you present your company, which in our case 
would be Prime Pest Control. This will only make him think, “How do I get this pest guy off my door?” and he 
is already in control mode before you get to anything else. This is why most door knocking companies have 
taken “pest control” or “pest control” off of their hats and shirts: so the customer will not know why the rep 
is there. But, if the sales rep starts off by telling the customer, then it defeats the entire purpose.

Your potential customers didn’t invite you to their homes; they don’t know who you are and they really don’t 
care to learn. They figure they will most likely never see you again and they do know you are a salesperson.

The reason companies still teach this method is that they have not updated their sales manuals in way too 
long. The sales world is a lot different with a lot more competition than there was 10 years ago. This means 
most potential customers have already seen the super salesperson over and over at their doors. The other 
reason some companies will do this is to help new reps break eye contact as they point down to their shirts.

Get straight to the point and let them figure out why you are there after you catch their attention and before 
they can give excuses to get you off the porch. You will find yourself getting a lot further in the sale.

Why You Are Here?
Manager notes: Let the reps know that insects are interchangeable and should be changed depending on 
the specific area they are in. Once you have told the customer what you are doing, let them know why you 
are doing it – “We’ve been getting a lot of calls about ants and spiders popping up in the neighborhood.”

First, you should start with this to let the customer know that other people have been calling and that’s why 
you are there. This puts a little urgency on the sale and makes the customer feel as if he needs to get it 
done too because the neighbors are, and it’s obviously a problem if we were requested to that area. Second, 
name a few of the insects that are an issue in the neighborhood. You will find that specific insects don’t just 
infest one house, but the neighborhood. If one person has them, in most cases you will figure out that the 
entire neighborhood has the same issue. By pointing that out that you know what the neighborhood has, 
you are solidifying your statement.

Close
Explain, “If we can get you on as we’re treating some of the other neighbors we are doing everything real 
cheap or more than half off”.

We want the customer to know we are already signing up other neighbors, so they better jump on it with 
them because it is an issue.
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Then, end the pitch on “real cheap” or “more than half off” so that we can get the customer to react and ask, 
“Well, what is real cheap?” or “What is more than half off?” Whether the customer is interested or not, this 
statement will irritate his curiosity and will get the better of him. This allows you to get to the next point.

Manager notes: Have the team read and memorize for the next 5 minutes and then break up into groups 
of two to role play. Match up experienced sales reps with first year sales reps, if possible.

The best advice I could ever tell anyone is BE YOURSELF. The second you try to act or be like someone 
else is when the customer will see right through you as a salesperson. You do not want to be seen as a 
salesperson and you do not want to see the customer as a potential sale; you want to see the customer as 
a friend and the customer to see you as a person or a technician, not a salesperson. If you are talking and 
moving a lot differently than you normally would in your everyday life, then stop and be yourself.

1.3b

Body Language
First impressions go a long way, especially in pest control because you only have a few seconds to impress 
potential customers enough that they will focus their unplanned, undivided attention on you.

Ring vs. Knock
As you knock on the door, you want the customer to feel as much at ease as possible. I will first ring 
the doorbell because it is the tone the customer is use to when people come to the door. Sometimes by 
knocking right off the bat, the customer will feel an urgency and wonder why you would knock to begin with 
and not use the doorbell. Example: if you think of a horror movie and a victim is running to a door for safety, 
does she ring the doorbell and wait calmly for someone to answer or does she knock loudly? You may also 
knock too loudly for the customers liking or knock too softly for him to hear, but the doorbell is always the 
same and it’s what he is use to, so it’s not offensive. This doesn’t seem like a big deal, but you will deal with 
all kinds of people that react differently. If the customer does not answer within the first 10 seconds, I will 
then knock the door just in case the doorbell did not work, wait another 10-15 seconds, ring one more time, 
and then I’ll leave if there is still no answer.

Standing Position
Now that you have your stance right, make sure that you take a few steps back. If you’re right next to the door 
when the customer answers, you will be entering his bubble and he will have the door close to him and be 
ready to shut it at any time. What you want him to do is take a few steps out to get the door behind him so that 
he can be committed to listening to you and can get as close as he is comfortable. Some reps may just take a 
few steps back and other reps will walk 10 to 15 feet back to draw the customer out of the home and commit
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him even more to the sale. Either is fine and it’s fun to experiment to see what you like most, but if you 
are too close to the customer, it will show aggression and make the majority of potential customers feel 
uncomfortable.

Another thing you want to take into account, as you are standing sideways at the door, is that each door 
opens a different way and it is important that you stand on the correct side of the door so you can explain 
the service effectively. You want to stand sideways on the opposite side of the door handle. That way, as the 
customer opens the door you are in a good position for them to see you as you explain our service.

Smile
Once you have knocked on the door, your stance and position at the door is very important. First of all, you 
should stand sideways. This at first may feel really awkward, but it has so many benefits that you just need 
to get use to it. If you stand straight toward the door, especially if you’re a bigger guy, this can seem very 
threatening to the potential customer as you block the entire view of the door entry. By standing sideways, 
you allow him to see past you and you are considered non-threatening. You are standing as though you 
could be walking toward him or away from him. This will also greatly help you in your pitch as you explain 
the service. It allows you to point to the neighbors and yard, which would be pretty hard to do if you were 
standing forward and you had every thing else to your back.

Smiling goes a lot further in your success than you can imagine, and you will notice that top sales reps on 
your team are generally happier people, especially as they sell on the doors. You will not have enthusiastic 
potential customers, if they open the door and you don’t look happy; once again, they did not invite you to 
their homes and they’re not going to accept your negative energy. If you are not happy about the service 
and what you are doing, then how can you expect them to be? People can feel positive energy and want to 
be a part of something that makes other people feels good. If you are happy and smiling, they are a lot more 
willing to listen and open up to you as you build rapport with them.

As You Give You’re Pitch
People listen and learn in different ways. You can definitely just tell the customer what we are doing and 
how we do it, but most people need a little more to get them interested and involved. This is why you must 
use body language to paint a picture for them in their minds to help give them a visual of our superior 
service.

Trucks Coming Through
As you are letting customers know we are bringing our trucks through the neighborhood, break eye contact 
with them and show them with your hands as if the truck is driving through the neighborhood at that 
moment.
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Show Excitement as You Explain Insects
In your pitch, when you say, “We have been getting a lot of calls about ants and spiders, “move your hand 
back and forth to get their minds turning with you: Ants and spiders, ants and spiders. Then finish with, 
“popping up around the outside of the homes”. As you say the words “popping up”, do a popping hand 
motion like there’s popcorn popping on the apricot tree???? As you do

These things, especially around women, it can paint a scary picture in their minds and will give them the 
shivers. This gets them more involved and thinking that they do need a good pest control company.

Close
As you close the initial pitch or any other pitch, you always want to nod your head up and down. Also do 
this at any point during the pitch that seems comfortable and possible. We want to put the answer “yes” 
in the customers’ minds. After they see you saying yes so many times, they will start to want to agree with 
you and be on your side, without seeing the psychology behind it. As you say “If we can get you in as we’re 
coming through, we are doing everything real cheap”, start nodding your head when you get to “doing 
everything real cheap” and keep nodding until they speak. At first, you will feel like a bobble head, but this is 
extremely effective.

1.3c

Tone of Voice
Tone is a very important and valuable part of the sale. If your tone and voice fluctuation are done correctly, 
you can make people’s emotions turn and change.

As you make the statement, “We’ve been getting a lot of calls about ants and spiders”, make that statement 
as if you personally have been getting a lot of calls. Slow down your speech and exaggerate those words, 
“a ton of calls about the ants and Spiders popping up around the home”. Pretend as though you just took 
50 calls in the last hour and smile as you say it like it’s been ridiculous.

Another key place you want to have your tone correct in the pitch is as you give your closing statement. 
When you say, “If we can get you on as we are coming through we are doing everything real cheap,” end 
with your voice calm and a little lower. If you end with a higher pitch as you say real cheap, it will come 
across as a question. We do not want it to sound like a question because a customer will feel as if he can 
say yes or no, which we want to avoid at this point in the sale. Thus far, the customer knows nothing about 
our prices or service, so how could he possibly make a decision based off that? We want that close to 
appear not as a question, but as a statement to start a conversation.


